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Edward  E.  Shumaker  Elected  President 

of  the  Victor  Talking  Machine  Company 

Other  Officers  and  Directors  Widely  Known  Throughout  the  Industry  Through  Their  Association 
With  the  Victor  Co. — Details  of  the  New  Financial  Plan  Which  Provides  for 
an  Increase  in  the  Authorized  Capital  of  the  Company 


Camden,  N.  J.,  January  6. — At  a  meeting  of  the 
board  of  directors  of  the  Victor  Talking 
Machine  Co.,  held  at  the  headquarters  of  the 
company  here  to-day,  Edward  E.  Shumaker, 
formerly  vice-president  of  the  company  and  who 
has  been  associated  with  it  since  1904,  was 
elected  president  to  succeed  Eldridge  R.  John- 
son, founder  of  the  company,  and  formally  took 
over  the  management  of  the  great  institution. 

In  addition  to  Mr.  Shumaker,  the  other  offi- 
cers of  the  Victor  Co.  are  Belford  G.  Royal, 
chairman  of  the  Board;  Eldridge  R.  F.  John- 
son, vice-president;  Walter  J.  Staats,  vice-presi- 
dent in  charge  of  foreign  business;  Elmer  C. 
Grimley,  treasurer,  and  Edward  K.  MacEwan, 
secretary.  The  directors  are  Albert  W.  Atkin- 
son, Calvin  B.  Child,  Alfred  Clark,  Levi  L.  Rue, 
DeWitt  Millhauser,  John  C.  Jay,  and  Messrs. 
Shumaker,  Royal,  Johnson  and  Staats. 

At  this  meeting  control  of  the  Victor  Talking 
Machine  Co.  passed  to  Speyer  &  Co.  and  J.  & 
W.  Seligman  &  Co.  when  the  bankers  purchased 
from  Eldridge  R.  Johnson,  founder  of  the  busi- 
ness, his  holdings  of  Victor  stock.  Immediately 
following  formal  transfer  of  control,  the  direc- 
tors met  and  approved  a  recapitalization  plan 
which  provides  for  an  increase  in  the  authorized 
capital  of  the  company  from  $35,500,000  to  $49,- 
730,000  and  a  complete  reclassification  of  the 
company's  common  stock.  As  part  of  the  plan 
the  directors  also  voted  a  dividend  of  $8  a  share 
on  the  common  stock  now  outstanding,  payable 
January  17  to  stockholders  of  record  January  13. 

The  total  authorized  capitalization  of  the 
company  under  the  terms  of  the  plan  as  out- 
lined to  stockholders  by  Edward  E.  Shumaker, 
newly  elected  president,  will  be  as  follows:  209,- 
340  shares  of  7  per  cent  cumulative  preference 
stock  of  $100  par  value;  122,115  shares  of  $6 
cumulative  convertible  preferred  stock  without 
par  value;  and  819,915  shares  of  common  stock 
of  no  par  value.  There  also  will  be  outstanding 
69  shares  of  preferred  stock  of  $100  par  value. 

It  is  proposed  that  all  authorized  stock  shall 
presently  be  issued  with  the  exception  of  244,230 
shares  of  the  common  stock  which  will  be  re- 
served for  conversion  of  the  cumulative  convert- 
ible preferred  stock  at  the  rate  of  two  shares 
of  common  for  each  share  of  convertible  pre- 
ferred. 

An  unusual  feature  of  the  plan  is  the  pro- 
vision that  all  classes  of  stock  shall  have  voting- 
power.  This  is  believed  to  be  the  first  time  that, 
in  rearranging  the  capital  structure  of  a  large 
industrial  corporation  in  anticipation  of  a  public 
distribution  of  its  securities,  such  a  provision 
has  been  made. 

The  present  common  stock  of  the  company  is 
to  be  reclassified  so  that  each  ten  shares  of 
common  will  be  changed  into  six  shares  of  7 
per  cent  cumulative  prior  preference  stock  of 
$100  par  value;  three  and  one-half  shares  of  $6 
cumulative  convertible  preferred  stock  of  no 
par  value;  and  sixteen  and  one-half  shares  of 
common  stock  of  no  par  value. 

The  69  shares  of  preferred  stock  of  $100  par 
value,  included  in  the  total  capitalization,  repre- 
sent holdings  of  the  original  issue  of  Victor  pre- 
ferred which  have  not  come  in  under  the  plan 
for  retirement  of  this  issue  presented  by  the 
company  some  time  ago. 

An  offer  by  the  bankers  to  purchase  common 
stock  at  $115  a  share,  as  provided  for  in  the 


purchase  agreement  with  Mr.  Johnson,  accom- 
panied the  call  sent  out  by  Mr.  Shumaker  for 
the  stockholders'  meeting,  which  was  held  on 


Edward  E.  Shumaker 

January  13,  and  at  which  the  recapitalization 
plans  were  ratified. 

The  consolidated  balance  sheet  of  the  Victor 
Talking  Machine  Co.  and  its  subsidiaries,  as  of 
September  30,  1926,  after  giving  effect  to  the 
proposed  recapitalization  plan  and  to  the  ap- 
praisal of  certain  of  the  real  estate,  plant  and 
equipment,  but  without  reflecting  the  dividend 
declared  yesterday  on  earnings  for  the  last 
quarter  of  1926,  shows  total  assets  of  $54,161,- 
062.  Of  this  aggregate  $25,129,913  represents 
current  assets,  including  $12,971,138  cash  and 
marketable  securities,  whereas  current  liabilities 
are  shown  as  only  $2,817,249.  Patents  and  ter- 
ritorial rights  are  carried  at  $1  while  no  value 
is  assigned  to  good-will. 

E.  E.  Shumaker,  the  newly  elected  president 
of  the  Victor  Co.,  was  elected  to  the  board  of 
directors  in  1920  and  is  the  official  who  con- 
ducted the  negotiations  with  the  Western  Elec- 
tric Co.  and  the  Bell  Telephone  Labora- 
tories which  resulted  in  the  perfection  of  the 


Orthophonic  talking  machine,  and  its  produc- 
tion by  the  Victor  Co.  He  also  negotiated  with 
the  Radio  Corporation  of  America  for  the 
electrical  amplifying  talking  machine  being  pro- 
duced by  the  Victor  Co.,  and  the  radio  equip- 
ment being  built  into  the  combination  Victor 
instruments. 

As  vice-president  in  charge  of  sales,  Mr. 
Shumaker  is  credited  with  having  played  an  im- 
portant part  in  the  heavy  volume  of  business 
developed  in  1926,  one  of  the  largest  years  in 
total  production  in  the  company's  history.  His 
election  to  the  presidency  is  regarded  as  a 
recognition  of  his  activities  in  bringing  about 
radical  improvements  in  products,  and  in 
marketing  those  products.  He  is  also  a  direc- 
tor of  the  Victor  Talking  Machine  Co.,  of 
Canada,  Ltd. 

Belford  G.  Royal,  who  was  associated  with 
Mr.  Johnson  in  the  early  days  of  the  develop- 
ment of  the  Victor  instruments,  is  elected 
chairman  of  the  board  of  directors.  He  has 
been  a  member  of  the  board  since  1910  and 
at  one  time  was  superintendent  of  the  Gramo- 
phone Co.,  Ltd.,  of  England. 

E.  R.  Fenimore  Johnson,  son  of  the  founder 
of  the  company  and  a  director  since  1923,  con- 
tinues as  vice-president,  an  office  he  has  held 
since  1925. 

Walter  J.  Staats,  who  has  been  treasurer  and 
member  of  the  board  of  directors  in  charge  of 
exports  and  foreign  trade  activities,  is  now 
elevated  to  the  vice-presidency.  He  is  also 
chairman  of  the  board  of  directors  of  the  Vic- 
tor Talking  Machine  Co.,  Ltd.,  of  Canada,  and 
a  director  of  the  Gramophone  Co.,  Ltd. 

Elmer  C.  Grimley,  formerly  comptroller,  be- 
comes treasurer  and  Edward  K.  MacEwan 
continues  as  secretary. 

DeWitt  Millhauser  and  John  C.  Jay  are  the 
only  new  members  of  the  board.  The  former 
is  a  member  of  the  banking  firm  of  Speyer  & 
Co.,  of  New  York,  and  the  latter  is  a  member 
of  J.  &  W.  Seligman  &  Co.,  New  York  invest- 
ment bankers.  Albert  W.  Atkinson  was  one 
of  the  earliest  associates  of  Mr.  Johnson  and 
Calvin  B.  Child  was  the  biggest  single  factor 
in  the  development  of  the  Victor  Co.'s  "red 
seal"  record  catalog.  Alfred  Clark  is  also 
managing  director  of  the  Gramophone  Co.,  Ltd., 
while  Levi  L.  Rue  is  a  prominent  Philadelphia 
banker  and  financier. 

The  selection  of  officers  for  the  Victor  Co. 
carried  out  the  declared  intention  of  the  bankers 
to  perpetuate  the  management  and  policies  of 
the  company  and  will  unquestionably  do  much 
to  maintain  and  strengthen  the  confidence  of 
the  trade  in  the  future  of  that  institution. 


Powel  Crosley,  Jr.,  Takes  Over  Manage- 
ment and  Presidency  of  De  Forest  Co. 


President  of  Crosley  Radio  Corp.,  Cincinnati,  O.,  to   Have   a  Free   Hand   in  Operations 
New  Jersey  Concern — Dr.  Lee  De  Forest  Elected  Vice-President  and  Consulting  Engineer 


of 


One  of  the  most  important  happenings  in 
radio  circles  during  the  month  was  the  an- 
nouncement that  Powel  Crosley,  Jr.,  president 
of  the  Crosley  Radio  Corp.,  Cincinnati,  O.,  had 
taken  over  the  management  of  the  De  Forest 
Radio  Co.,  Jersey  City,  N.  J.,  which  was  placed 
in  the  hands  of  trustees  in  bankruptcy  last 
Summer.  Mr.  Crosley  advanced  $300,000, 
which  was  necessary  for  the  operation  of  the 
company.  In  return  Mr.  Crosley  received  39,000 
shares  of  the  211,000  shares  of  treasury  stock 
of  the  company  and  will  have  a  free  hand  in 
the  management  of  the  concern  with  power  to 
appoint  new  members  of  the  board  of  trustees. 
The  court  order  affirming  the  agreement  was 


signed  by  Vice-Chancellor  Vivian  M.  Lewis,  in 
Paterson,  N.  J.,  on  December  30. 

In  pursuance  of  this  agreement  a  new  board 
of  directors  and  officers  of  the  De  Forest  Radio 
Co.  were  elected  in  New  York  on  Wednesday, 
January  5.  Powel  Crosley,  Jr.,  was  elected 
president  and  Dr.  Lee  De  Forest  was  elected 
vice-president  and  consulting  engineer.  The 
board  of  directors  consists  of  Mr.  Crosley,  Dr. 
De  Forest,  Lewis  M.  Crosley,  Charles  Sawyer 
and  R.  E.  Field,  of  Cincinnati;  James  I.  Bush 
and  Arthur  D.  Lord,  of  New  York. 

"I  have  been  familiar  for  a  long  time  with 
the  affairs  and  business  and  difficulties  of  the 
(Continued  on  page  18) 
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The  profits  in 
retail  talking 
machine  selling 
in  1927  will  be 
in  proportion  to 
sales  promotion 


Prosperity  in  1927 
Rests  With  the  Retailer 


With  the  new  year  but  a  few  weeks  "old" 
the  time  is  ripe  for  reflection,  especially  for  the 
retail  trade.  The  dealer  who  looks  at  his  prob- 
lem intelligently  and  analyzes  conditions  from 
every  angle  will  learn  some  truths  that  may 
prove  startling.  The  first  thing  every  retail 
merchant  should  ask  himself  is  not  whether  the 
talking  machine  will  ever  become  as  easy  to 
sell  as  it  was  five  years  ago,  when,  indeed,  the 
public  bought  and  the  merchant  was  not  re- 
quired to  really  sell,  but  he  should  ask  himself, 
"Am  I  going  ahead?" 

If  the  retailer  has  not  changed  his  sales  meth- 
ods in  five  years;  if  he  is  still  playing  a  watchful 
waiting  game;  if  his  attitude  toward  the  talking 
machine  business  is  the  same,  and  if  his  window, 
store  and  mind  are  obscured  by  "cobwebs"  then, 
surely,  he  has  not  only  failed  to  go  ahead  but  he 
has  actually  retrogressed. 

Better  business  methods  (revised  methods)  or 
failure — that  is  what  the  retailer  is  up  against. 
The  change  that  has  been  brought  about  in  the 
talking  machine  trade  makes  this  statement  a 
fact  that  no  man  who  has  invested  his  money  in 
a  business  enterprise  can  afford  to  overlook. 
Not  the  gyp  business,  not  other  competition, 
but  evolution  of  the  talking  machine  business 
has  brought  about  the  need  for  new  ways  of 
merchandising.  To-day  the  talking  machine  deal- 
er must  practice  sales  promotion  on  its  highest 
plane  to  get  sales  volume.  The  merchandiser 
and  the  salesmen  will  assume  a  more  com- 
manding position  in  the  industry  during  the 
next  year  than  at  any  other  time  in  the  history 
of  the  business. 

Who  Wins  the  Race? 

During  the  past  year  I  have  covered  several 
thousands  of  miles  and  talked  to  hundreds  of 
dealers  in  large  cities,  small  towns  and  in 
isolated  places,  and  observation  brought  to  light 
the  fact  that  in  most  communities  where  there 
are  two  or  more  talking  machine  stores  there  is 
one  leader.  In  some  small  cities  where  four  or 
five  talking  machine  stores  existed,  often  with 
one  exception  "dull  business"  was  reported.  The 
exception   usually  reported  business  booming. 

Why?    Was  that  one  dealer  hiding  the  real 


By  Robert  L.  Kent 

facts?  His  books  proved  that  he  told  the  truth. 
Business  was  exceptionally  good  for  him. 

If  this  had  happened  once  one  might  be  in- 
clined to  believe  that  this  particular  merchant 
simply  was  favored  in  some  way — location,  or 
mere  luck — but  a  similar  condition  was  found 
to  exist  in  many  cities.  Now,  there  is  a  reason 
for  this,  as  talks  with  dealers  of  both  types 
proved.  Here  is  what  the  proprietor  of  one  of 
the  most  successful  stores  in  the  State  of  Penn- 
sylvania said:  "Business  is  what  you  make  it. 
When  the  normal  demand  of  the  public  shows 
a  tendency  to  slow  down  we  get  busy.  Summer- 
time is  one  of  our  busiest  seasons,  although  I 
have  heard  many  merchants  complain  about 
slack  times  during  the  hot  weather.  When 
sales  are  too  few  and  far  between — when  busi- 
ness falls  below  the  mark  we  have  set — we  make 
v.  supreme  effort  to  liven  things.  Advertising  is 
the  best  method  we  have  found  to  get  sales  vol- 
ume. We  are  spending  $2,000  a  month  right 
now  in  advertising.  We  have  printed  5,000  spe- 
cial circulars  that  have  been  broadcast  during 
the  last  month.  Besides  this  we  send  out  record 
circulars  regularly,  as  well  as  booklets  of  man- 
ufacturers showing  the  instruments.  We  are 
>taging  daily  demonstrations  of  the  new  instru- 
ments. We  spend  more  time  in  securing  effec- 
tive window  displays  and  change  the  displays 
more  frequently.  We  send  salesmen  out  to  in- 
terview live  prospects  with  the  idea  of  closing 
a  sale  on  the  spot  or  getting  the  prospect  into 
the  store  to  hear  a  demonstration.  It  costs 
money  to  get  business  during  hard  times,  but 
it  costs  more  to  sit  back  and  wait  for  business 
that  will  not  materialize." 

Living  in  the  Past 

There  is  another  dealer  whose  store  has  been 
in  existence  in  a  city  not  far  from  New  York 
for  the  past  twenty  years.  This  dealer  has 
reached  the  point  where  he  is  trying  to  live  on 
his  reputation.  He  thinks  every  one  in  the  city 
knows  of  his  store,  losing  sight  of  the  fact  that 
the  city  is  growing  and  each  year  there  is  a  big 
shift  in  the  population.  Recently  a  live  music 
concern  opened  a  branch  in  that  city.  This 
store  is  busy  from  morning  until  evening;  ac- 


New  conditions 
with  which  the 
trade  is  faced 
demand  that  re- 
tailers improve 
selling  methods 


cording  to  the  report  of  the  long-established 
dealer  things  are  not  as  good  this  year  as  they 
might  be.  It  is  significant  that  the  new  store 
advertises  in  large  space  in  the  leading  local 
newspaper,  while  the  old  store's  advertising 
consists  mainly  of  a  few  "for  sale"  announce- 
ments in  the  classified  section.  There  are  other 
dealers  in  this  community  who  are  "saving 
money(?)"  by  not  advertising. 

The  Dealer  Is  Responsible 

When  investigation  in  any  section  of  the 
country  shows  that  the  public  is  enjoying  pros- 
perity and  the  talking  machine  dealer  is  living 
a  hand-to-mouth  existence  the  fault  usually  lies 
with  the  dealer.  The  trouble  may  be  wrong  lo- 
cation; it  may  be  lack  of  capital  to  carry  on 
a  paying  business,  but  usually  it  is  largely  lack 
of  business  ability  on  the  part  of  the  merchant, 
or  misdirected  efforts. 

This  is  the  day  of  the  merchandiser  and  sales- 
man and  as  the  new  year  progresses  the  deal- 
ers who  are  able  to  report  satisfactory  sales 
volume  will  be  the  ones  best  able  to  bring  their 
products  to  the  attention  of  the  public  and  then 
by  sheer  sales  ability  get  the  name  on  the 
dotted  line.  This  is  not  a  bad  state  of  affairs, 
except  to  the  unfit — the  type  of  dealer  who  under 
no  circumstances  ever  will  amount  to  much 
as  a  merchant.  On  the  contrary  it  is  a  healthy 
condition;  one  that  will  keep  progressive  men 
and  women  of  the  retail  trade  on  their  toes;  a 
condition  that  will  mean  a  larger  prosperity 
and  one  resting  on  a  firmer  foundation. 

The  talking  machine  dealer  has  every  reason 
to  look  forward  to  a  year  of  prosperity,  pro- 
vided he  does  his  share.  He  has  a  type  of  mer- 
chandise that  is  infinitely  superior  to  anything 
he  even  dreamed  of  a  few  years  ago.  He  has  a 
variety  to  please  the  poorest  and  richest  and 
the  most  and  least  discriminating.  But  he  must 
sell — sell  his  merchandise,  sell  himself  and  sell 
his  store.  Therefore  he  must  advertise,  con- 
sistently, extensively — through  newspapers,  win- 
dow displays,  demonstrations  direct  mail,  any 
and  every  form  of  contact.  He  must  be  a  real 
merchandiser.  The  day  of  the  storekeeper  is 
gone.    This  is  the  recipe  for  prosperity  in  1927. 


Jobber's  Attention! 

Under  Your  Own  Name 

SELL 

Popular  Priced  Portable  Phonographs 

I  Boost  Your  Own  Brand 
I\Ot  Lessen  Competition 

Enlarge  Your  Profits 


Our  large  Manufacturing  Facilities  will  enable  you  to  buy  good  portable  phonographs  at  low  prices. 
We  can  conform  to  any  special  requirement  for  colors  or  covering  materials.  Estimate  your  needs 
for  1927  and  we  will  be  pleased  to  quote  you  prices  that  will  be  interesting. 
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Full-Page  Ads  in  Color 

for  1927 


In  The  Saturday  Evening  Post,  Liberty,  American  Magazine 

and  Qood  Housekeeping 

Total  circulation  over  seven  million  monthly 


WITH  1926  furnishing  overwnelming 
proof  of  the  public's  desire  for  the 
Brunswick  Panatrope,  Brunswick's  New 
Musical  Instrument,  and  Brunswick  Records 
by  the  "Light-Ray"  electrical  method  (musi- 
cal photography),  the  Brunswick  Company 
is  pleased  to  announce  for  1927  one  of  the 
most  comprehensive  programs  of  color  adver- 
tising in  leading  magazines  ever  given  any 


musical  merchandise.  This  advertising  is  in 
addition  to  Brunswick's  consistent  newspaper 
advertising  and  Brunswick's  colorful  window- 
display  service. 

With  such  a  program  of  advertising  effort, 
Brunswick  dealers  have  the  greatest  sales 
opportunity  in  their  history.  For  never  has 
any  music  dealer  had  finer  merchandise  than 
Brunswick  dealers  have  at  present. 


^rtmswkk 

Panatropes      Phonographs       Radiolas  Records 
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Deutsche  Gramophone  Go. 
to  Market  Brunswick  Line 

Negotiations  Completed  Between  Brunswick 
Co.  and  Deutsche  Gramophone  Co.  Provide 
for  Representation  Throughout  Europe 

As  announced  in  the  December  issue  of  The 
Talking  Machine  World,  P.  L.  Deutsch,  vice- 
president  of  the  Brunswick-Balke-Collender  Co. 
and  general  manager  of  the  Brunswick  music- 
radio  division,  closed,  recently,  in  Europe,  a 
very  important  expansion  program  for  Bruns- 
wick products.    The  Deutsche  Gramophone  Co., 


Bruno  Borchardt  at  His  Desk 


at  Berlin,  was  a  factor  in  these  negotiations  and 
Bruno  Borchardt,  managing  director  of  this 
famous  organization,  returned  with  Mr.  Deutsch 
to  New  York,  making  his  headquarters  at  the 
Brunswick  New  York  offices  and  also  visiting 
the  executive  offices  at  Chicago. 

While  in  New  vork,  Mr.  Borchardt,  in  a  chat 
with  The  World,  stated  that  not  only  had  the 
arrangements  between  the  two  companies  been 
consummated,  as  outlined  in  Mr.  Deutsch's  state- 
ment several  weeks  ago,  but  that  further  im- 
portant negotiations  had  been  completed  re- 
cently. 


The  Deutsche  Gramophone  Co.  will,  by  the 
terms  of  these  new  arrangements,  manufacture 
and  market  the  complete  line  of  Brunswick 
products,  including  Panatropes,  phonographs 
and  records,  throughout  Europe  with  the  excep- 
tion of  England,  France  and  Italy.  The  com- 
pany maintains  immense  factories  at  Vienna, 
Hanover  and  Leipsig  and  is  a  tremendous  fac- 
tor in  the  distribution  of  phonograph  products. 
Mr.  Borchardt,  who  sailed  for  Germany  on  the 
S.  S.  "Columbia,"  expressed  a  keen  appreciation 
of  the  sales  possibilities  of  Brunswick  products 
in  Europe,  stating  that  the  Panatrope  gives 
every  indication  of  achieving  world-wide  fame, 
and  that  the  new  Brunswick  phonographs  em- 
body constructional  features  and  tone  quality 
far  beyond  his  highest  anticipations. 

T.  G.  Rockwell  Now  With 
the  Okeh  Recording  Labs. 

Honored  by  Well-known  Record  Artists  at 
Farewell  Banquet  in  Chicago  Prior  to  De- 
parture to  Take  Up  Duties  in  New  York 


T.  G.  Rockwell,  formerly  supervisor  of  record 
sales  in  the  Chicago  office  of  the  Columbia 
Phonograph  Co.,  Inc.,  is  now  associated  with 
the  recording  laboratories  of  the  Okeh  Record 
Corp.,  New  York  City,  affiliated  with  the  Co- 
lumbia Co.  Eighteen  months  ago,  Mr.  Rock- 
well left  the  Munson-Raynor  Co.,  San  Fran- 
cisco, to  join  the  Chicago  Columbia  organization 
and  rapidly  distinguished  himself  as  a  discov- 
erer of  recording  talent.  As  an  indication  of  the 
esteem  in  which  he  is  held  by  Columbia  artists 
with  whom  he  has  been  closely  associated,  a 
banquet  in  his  honor  was  held  by  Paul  Ash, 
Ruth  Etting,  Milton  Watson  and  others  in  the 
Windy  City  shortly  before  his  departure  for 
New  York.  The  artists  presented  him  with  a 
platinum  wrist  watch  as  a  memento  of  their 
friendship  and  in  recognition  of  his  admirable 
work  in  record  talent  development. 


Extensive  Trade  Promotion 
Work  by  T.  A.  Edison,  Inc. 

In  Addition  to  Well-manned  Department  at 
Orange  Headquarters  Promotion  Travelers 
Have  Been  Assigned  to  Wholesale  Branches 


Thos.  A.  Edison,  Inc.,  in  connection  with  the 
energetic  advertising  and  sales  campaign  on  the 
new  long-playing  Edison  phonographs  and 
records  that  has  been  instituted,  has  established 
a  sales  promotion  department  that,  in  addition 
to  operating  direct  from  Orange  headquarters, 
provides  for  a  direct  sales  promotion  service  for 
the  various  wholesale  branches. 

In  Orange  members  of  the  sales  promotion 
department  include  Alfred  Hand,  J.  B.  Gowdey, 
R.  Bolan  and  E.  P.  Hayes,  who  will  keep  in 
direct  touch  with  Edison  dealers  throughout  the 
country,  and  lend  their  assistance  to  distribu- 
tors whenever  needed.  A  further  development 
of  this  service  has  been  the  appointment  of  a 
number  of  travelers  representing  the  sales  pro- 
motion department,  who  will  be  attached  to  the 
various  wholesale  branches  and  be  under  the 
direction  of  the  local  manager.  These  include 
T.  J.  Fallon,  attached  to  the  San  Francisco 
branch;  H.  H.  Stanley  and  L.  C.  Schooler  to  the 
Kansas  City  branch;  A.  E.  Bell  to  the  Chicago 
branch  and  J.  B.  Burrows,  Atlanta  branch. 

It  is  believed  that  with  these  men  actively  in 
the  field  and  with  their  services  and  experience 
at  the  command  of  the  dealers,  the  development 
of  the  Edison  phonograph  business  will  be 
stimulated  materially. 

Important  Stewart- Warner 
Executive  Change  Announced 

George  M.  McCulloch  Resigns  as  Advertising 
Manager  to  Join  Charles  H.  Touzalin  Agency 
— Succeeded  by  Allan  B.  Dicus 


According  to  an  announcement  made  several 
days  ago  at  the  headquarters  of  the  Stewart- 
Warner  Speedometer  Corp.,  Chicago,  George  M. 
McCulloch  has  resigned  from  the  position  of 
advertising  manager  to  become  associated  with 
the  Charles  H.  Touzalin  Agency,  Chicago,  ad- 
vertising counsel  of  the  corporation.  Allen  B. 
Dicus,  formerly  manager  of  the  Stewart-Warner 
sales  quota  department,  was  appointed  to  suc- 
ceed Mr.  McCulloch  as  advertising  manager. 

Mr.  McCulloch  started  his  business  career 
with  the  Continental  &  Commercial  Savings 
Bank  in  Chicago  and  in  1917  joined  the  Stewart- 
Warner  advertising  department.  He  enlisted  in 
the  signal  corps  division  of  the  Army  in  that 
year,  and  spent  fifteen  months  with  the  Ameri- 
can Expeditionary  forces.  In  1919  he  resumed 
his  duties  with  the  Stewart-Warner  organiza- 
tion and  was  appointed  advertising  manager  in 
1920,  a  position  which  he  held  until  two  weeks 
ago.  Under  his  management  the  work  of  the 
advertising  department  was  greatly  enlarged 
and  in  the  Spring  of  1925,  when  the  firm  began 
to  manufacture  radio  receiving  equipment,  radio 
advertising  was  also  assumed  by  his  division. 
In  his  new  position  with  the  Charles  H. 
Touzalin  Agency  he  will  devote  most  of  his 
time  to  Stewart-Warner  advertising  copy  and 
campaign  plans. 

Mr.  Dicus,  a  graduate  of  Knox  College,  Gales- 
burg,  111.,  first  became  associated  with  the 
Stewart-Warner  Speedometer  Corp.  in  1922,  in 
the  advertising  department.  In  the  Spring  of 
1925  he  was  placed  in  charge  of  the  sales  quota 
department,  a  division  of  the  firm  which  com- 
piles statistics  regarding  territorial  wealth  and 
buying  power  and  sets  quotas  for  the  various 
Stewart-Warner  service  stations  throughout  the 
United  States  and  Canada. 

1  Kelly  Smith  is  assistant  advertising  manager 
in  charge  of  broadcasting  and  the  Stewart-War- 
ner Air  Theatre,  WBBM.  Under  the  supervision 
of  the  advertising  department  is  the  publications 
department,  and  the  display  division  headed  by 
W.  L.  Stensgaard. 


CASE    RADIO  PRODUCTS 


reatef 


Makes  (XSE  Radios 
Easiest  to  Sell 


One  of  the  strongest  arguments  today  in  selling  any  radio  set 
is  selectivity.  You  know  that — and  so  does  everybody  else. 
That's  where  CASE  dealers  are  "sitting  pretty."  In  spite 
of  the  present  jumbled  condition  of  broadcasting — nearly  700 
stations,  with  many  changing  back  and  forth  on  wave  length 
and  sending  time — CASE  Radio  pulls  in  enough  stations  clearly 
at  all  times  to  satisfy  any  reasonable  person. 

ALL  Good  Features — At  Low  Prices! 

CASE  Radios  have  the  reception  and  precision  qualities  of  high- 
priced  sets — but  at  popular  prices.  There's  a  model  for  every 
purse  and  taste — all  built  around  a  standard  circuit;  six  tubes; 
dial  or  vernier  control;  remarkable  power  and  clearness  as  well 
as  selectivity.  No  wonder  CASE  has  been  forging  steadily  ahead 
for  five  successive  years!  You  can  profit  by  tying  to  this  proven 
line  of  fast  sellers  now. 

Write  today  for  complete  literature  and  information 

INDIANA  MFG.  &  ELECTRIC  CO. 

MARION,  INDIANA 


RADI© 


No.  60C.  $125 


New  Cabinets 

Above  is  shown  one  of  the 
several  new  cabinets  we  just 
introduced.  Better — more  at- 
tractive— than  ever  before. 
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More 
"Light'Ray"  Business 

for  1927 


A  few  outstanding  "Light'Ray" 
electrical  recordings 
now  on  sale. 

"The  Two  of  Us"  .  .  .  "Hugs  and  Kisses"— 

(from  Earl  Carroll's  Vanities).  Sung  by  Vir- 
ginia Rea,  soprano,  and  Frank  Munn,  tenor. 
With  orchestra.  3329 

^         *  sfs 

"Hello,  Bluebird"  .  .  .  "I'm  On  My  Way 
Home"  — ■  fox  trots.  Vocal  trio  by  Keller 
Sisters  &  Lynch.  Vincent  Lopez  and  His 
Casa  Lopez  Orchestra.  3368 

*  *  * 

"I've  Grown  So  Lonesome  THINKING  OF 
YOU"  .  .  .  "Take  In  the  Sun,  Hang  Out  the 
Moon" — fox  trots  with  vocal  chorus.  The 

Clevelanders.  3375 

*  *  * 

"I'm  Tellin'  the  Birds.  Tellin'  the  Bees,  How 
I  Love  You"  .  .  .  "If  I'd  Only  Believed  In 
You" — fox  trots  with  vocal  duet.  Ben  Bernie 
and  His  Hotel  Roosevelt  Orchestra.  3394 


Electrically  recorded 

ON  every  hand  is  evidence  of  increasing  public  interest  in  the 
music  of  the  new  electrically-recorded  "Light-Ray"  records. 
The  Brunswick  dealer  .  .  .  able  to  offer  the  music  the  public 
wants  .  .  .  out  while  it's  new  .  .  .  played  and  sung  by  the  most 
popular  artists  .  .  .  and  recorded  by  an  EXCLUSIVE  method  .  .  . 
has  an  advantage  too  great  to  be  overlooked.  Start  out  the  year 
with  the  determination  to  make  your  Brunswick  "Light- Ray" 
electrical  record  sales  this  year  measure  up  to  the  possibilities 
which  this  marvelous  discovery  offers.   We'll  help  you! 

PANATROPES  •  PHONOGRAPHS  .  RADIOLAS  •  RECORDS 
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George  Gershwin,  Composer, 
Recording  for  Columbia  Co. 

Composer  of  "Rhapsody  in  Blue"  and  Other 
Jazz  Masterpieces  Makes  Piano  Recordings  of 
Popular  Hits  From  Broadway  Shows 


George  Gershwin,  noted  young  composer  of 
"jazz"  music,  has  recorded  several  of  his  latest 
hits  for  the  Columbia  Phonograph  Co.  These 
recordings  include  "Clap  Yo'  Hands"  and  "Do- 



"La  La  Lucille,"  "Tip  Toes"  and  "Lady  Be 
Good." 

The  work  which  brought  George  Gershwin 
most  prominently  into  the  public  eye  was  his 
"Rhapsody  in  Blue,"  a  composition  which  is 
even  more  remarkable  when  it  is  recalled  that 
it  was  written  in  ten  days.  In  1925,  Gershwin 
played  his  "Concerto  in  D"  with  the  New  York 
Symphony,  Walter  Damrosch  conducting,  at 
Carnegie  Hall. 

Although  his  compositions  are  classed  as 
"jazz"  they  show  clearly  the  marks  of  genius. 
Even  now  it  is  being  predicted  that  George 
Gershwin  will  one  day  take  his  place  beside 
the  great  Debussy. 


Federated  Ass'n  to  Elect 

at  Meeting  in  St.  Louis 

Coronada  Hotel  Selected  as  Headquarters  for 
Annual  Meeting  and  Election  of  Officers  of 
Radio  Association  on  February  14  and  15 


Beethoven  Centennial  to 

Have  Wide  Observance 


George  Gershwin 

Do-Do,"  the  outstanding  numb0''..,  from  "Oh, 
Kay!",  Gershwin's  own  bxilliai-  musical  show 
which  is  going  over  big  on  P.ioadway. 

George  Gershwin  is  but  twenty-seven  years 
old,  and  knew  nothing  about  music  until  he  was 
thirteen.  It  was  not  until  he  left  high  school 
that  he  became  tied  up  in  his  musical  work.  At 
that  time  he  began  to  play  accompaniments  for 
vaudeville  acts  and  in  cafes  and  night  clubs. 
The  first  song  hit  that  Gershwin  composed  was 
"When  I  Was  So  Young  and  You  Were  So 
Beautiful,"  sung  in  "Good  Morning,  Judge,"  in 
1917.  Since  then  the  scores  of  many  musical 
comedies  have  been  written  bv  him,  including 


The  week  of  March  20  has  been  set  aside  as 
Beethoven  Week  to  observe  the  100th  anniver- 
sary of  the  death  of  Beethoven,  and  to  give  the 
American  people  a  better  understanding  of  the 
composer  and  his  works.  The  Beethoven  Cen- 
tennial Committee,  composed  of  college  presi- 
dents and  educators,  religious  leaders,  civic 
leaders,  publicists  and  representatives  of  the  dif- 
ferent arts,  has  arranged,  in  co-operation  with 
the  Columbia  Phonograph  Co.,  under  whose 
sponsorship  the  program  is  being  arranged,  radio 
concerts,  educational  lectures  and  the  showing 
of  motion  pictures  of  the  high  lights  of  the 
composer's  career.  The  Columbia  Phonograph 
Co.  will  make  available  to  schools  and  civic  or- 
ganizations its  Masterworks  Series  of  record- 
ings of  the  major  works  of  Beethoven. 


The  Federated  Radio  Trade  Association,  con- 
sisting of  a  large  group  of  State  and  territorial 
radio  trade  associations,  has  selected  the  Coro- 
nado  Hotel,  at  St.  Louis,  Mo.,  as  the  headquar- 
ters for  its  annual  meeting  and  election  of  offi- 
cers February  14  and  15. 

This  will  be  the  second  annual  convention 
of  this  group  of  associations  and  is  expected  to 
be  largely  attended  by  the  trade  from  all  sec- 
tions of  the  United  States,  both  because  of 
its  central  location  and  of  the  interest  of  trade 
associations  in  this  national  body. 

A  detailed  program  of  matters  to  come  be- 
fore this  national  body,  covering  a  wide  variety 
of  problems  confronting  the  industry,  is  being 
arranged.  The  officers  of  the  association  are 
Harold  J.  Wrape,  president  of  the  St.  Louis 
Radio  Trade  Association,  president;  A.  M.  Ed- 
wards, secretary  of  the  Michigan  Radio  Trade 
Association,  vice-president,  and  H.  H.  Cory,  of 
the  Northwest  Radio  Trade  Association,  secre- 
tarv  and  treasurer. 


Brunswick  Dividend  Declared 


The  directors  of  the  Brunswick-Balke- 
Collender  Co.,  Chicago,  111.,  authorized  a  divi- 
dend of  1J4  per  cent  on  the  outstanding  pre- 
ferred stock  of  the  company  paid  on  January  1 
to  holders  of  record  as  of  December  20. 


Bent's  Music  Store  Opened 

La  Salle,  III.,  January  5. — The  formal  opening 
of  the  new  quarters  of  Bent's  Music  Store,  633 
Second  street,  took  place  last  month  with  fitting 
ceremonies.  The  store  had  been  completely  re- 
modeled and  redecorated  before  occupancy  and 
a  full  line  of  Brunswick  and  Victor  instruments, 
Kolster  radio  receivers  and  pianos,  including 
the  Gulbransen  line,  are  carried.  Guy  Hawkins, 
for  the  last  six  years  manager  of  the  music  de- 
partment of  Gushard's,  Decatur,  111.,  is  manager 
of  the  Bent  establishment,  which  is  among  the 
finest  in  this  territory. 


PEERLESS 

ALBUMS 

All  Peerless  Albums  are  quality  albums.  From  the  finest  Art  Mission 
Album  produced  for  individual  10  and  12  inch  records  or  in  combination  to 
the  smallest  album  for  a  portable  machine  these  products  are  all  of  the  Peer- 
less high  standard.  Send  for  a  sample  of  the  Art  Mission  Album  in  the  size 
you  can  use  and  note  the  attractive  binding,  gold  embossing  and  the  popular 
price.  Also  send  for  catalog  of  our  entire  line  of  albums,  record  holders  and 
record  carrying  cases. 

Peerless  Portables 

A  genuine  leather  covered  portable  made  to  retail  at  $25  is  the  leader  in  the 
Peerless  line  of  small  instruments.  This  machine  has  an  unusual  tone 
quality,  a  sturdy  motor  and  a  record  holder  of  album  type  of  sufficient  size 
to  hold  an  entire  evening's  program.  A  display  of  these  portables  attracts  at- 
tention and  a  demonstration  assures  sales. 


Genuine  Leather  Covered 
in  Black,  Brown  and  Blue 


Retails 


*5 


00 


Write  for  Sample  of  the  above  and  ask  about  our 
wonderful   value   in   the   Peerless   $15.00  Portable 


PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 

636-638  BROADWAY,  NEW  YORK 
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(Receivers  that  SELL 
J  V        and  STAY  SOLD 


V 


Stromb  erg-Carl  son  Receivers  Sell,  because^ 

They  have  been  associated  in  the  public  mind  for  three  years  as  Receivers  of 
outstanding  excellence.  They  possess  striking  beauty,  the  result  of  masterly 
cabinet  designing.  They  have  the  impetus  of  an  intensive,  well-organized 
advertising  campaign. 

Stromb  erg-Carlson  "Receivers  Stay  Sold,  because  ^ 

In  Tone,  Volume,  Range  and  Selectivity  the  performance  fulfills  the 
expectations  of  the  most  exacting  buyer. 

Stromberg-Carlson  Dealers  are  Assured  Cjood  Trofit,  because^ 

The  use  of  high  grade  materials,  carefully  assembled,  and  rigidly  inspected, 
protects  the  dealer  from  profit-eating  service  calls.  The  guarantee  which  only 
an  Authorized  Dealer  can  issue,  makes  it  advantageous  for  purchases  to  be  made 
only  from  such  a  dealer.    The  factory  guarantees  not  to  reduce  prices. 

STROMBERG-CARLSON  TELEPHONE  MFG.  CO. 

Rochester,  N.  Y. 
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Analysis  of  the  Radio  Service  Problems 
of  Talking  Machine  Dealers 

Nation-wide  Survey  of  Radio  Servicing  Methods  of  Talking  Machine  Dealers  Shows  How  Lack  of  Knowledge 
of  Cost  of  Operating  the  Service  Department  and  Other  Factors  Are  Eating  Into 
Profits  Resulting  From  Sales  of  Receiving  Sets  —  The  Remedy 


Inefficient  and  costly  methods  in  the  radio 
service  departments  of  retail  talking  machine 
stores  are  consuming  profits,  in  many  cases; 
in  other  instances  serious  inroads  on  profits  are 
resulting,  although  a  few  dealers  have  organized 
their  service  work  so  that  this  department  is 
costing  practically  nothing  and  in  rare  instances 
showing  a  profit,  according  to  a  national  survey 
just  completed  by  The  Talking  Machine  World. 
Information  regarding  radio  servicing  methods 
received  from  retailers  in  large  and  small  cities 
and  towns  throughout  the  country  indicates  that 
a  lamentable  condition  exists.  There  seems  to 
be  a  general  lack  of  knowledge  regarding  costs; 
many  dealers  stated  frankly  that  they  had  "never 
figured  it  out,"  and  many  more  merely  guessed 
at  the  cost  of  servicing  radio.  That  the  situation 
can  be  remedied  so  that  dealers  handling  radio 
will  profit  from  giving  service  is  borne  out  by 
the  fact  that  merchants  in  widely  scattered  sec- 
tions of  the  country  have  reduced  costs  in  this 
department  to  the  point  where  this  satisfactory 
condition  has  been  achieved. 

What  Price  Radio  Service 

Answers  given  to  the  question  "What  is  the 
percentage  of  cost  of  service  in  comparison  to 
total  overhead  of  the  radio  department?"  are 
interesting  chiefly  because  they  show  the  wide 
variance  existing  in  service  department  over- 
head in  proportion  to  general  overhead.  Per- 
centage of  service  expense  starts  at  1  per  cent 
and  in  a  number  of  instances  as  high  as  50  per 
cent  of  the  department  overhead  was  reported. 
A  few  dealers  declared  the  cost  of  service  to 
be  2,  3,  4,  5  and  6  per  cent  of  the  total  over- 
head of  the  radio  department.  The  majority  of 
merchants  figured  10  per  cent  as  being  about 
right.  Comparatively  few  dealers  stated  that  the 
cost  ranged  between  10  per  cent  and  45  per 
cent.  On  the  other  hand,  many  estimated  that 
50  per  cent  of  every  dollar  spent  in  the  opera- 
tion of  the  radio  department  went  for  main- 
tenance of  the  service  department.  Forty  per 
cent  of  the  dealers  answering  the  questionnaire 
did  not  know  what  service  was  costing  them, 
while  a  few  answered  that  service  paid  its  way. 
Influence  on  Service  of  Lines  Handled 

That  the  number  of  radio  lines  handled  and 
the  type  of  sets  featured  has  a  marked  effect 
on  service  seems  to  be  the  general  opinion  of 

339  Metropolitan  Dealers 

Listed  in  Symphonic  Ad. 

Names  and  Addresses  of  Dealers  in  New  York 
and  Vicinity  Given  in  Attractive  Full-Page 
Advertisement  of  Symphonic  Sales  Corp. 


In  line  with  its  policy  of  giving  its  dealers 
wholehearted  support  through  widespread  ad- 
vertising and  sales  promotion  aids,  the  Sym- 
phonic Sales  Corp.,  maker  of  the  Symphonic 
phonograph  reproducer,  inserted  a  full-page  ad- 
vertisement in  colors  on  the  last  page  of  the 
magazine  section  of  the  New  York  Evening 
Journal  the  early  part  of  last  month,  describing 
through  word  pictures  and  illustrations,  the  de- 
sirability of  this  unit  and  its  functions  in  add- 
ing immeasurably  to  the  entertainment  value  of 
the  old  type  phonograph.  In  addition  to  giv- 
ing the  buying  public  a  full,  clear  idea  of  the 
Symphonic  reproducer  and  its  merits,  the  ad- 
vertisement listed  the  names  of  dealers  in  New 


the  trade.  There  is  a  striking  unanimity  of 
opinion  among  retail  talking  machine  dealers 
who  have  merchandised  radio  over  long  periods 
of  time  that  selection  of  the  lines  to  be  handled 
is  all-important,  quality  in  the  sets  being  an  es- 
sential factor  in  reducing  the  demands  for  serv- 
ice. Standard  lines  of  proved  worth  are  favored 
for  several  sound  reasons,  the  most  important 


Operation  of  the  radio  serv- 
ice department  on  lines  that 
will  eliminate  proBt-consum- 
ing  overhead  is  a  vital  need 
of  the  trade.  It  is  one  of  the 
most  important  problems  with 
which  dealers  are  faced  for 
the  reason  that  upon  its  solu- 
tion depends  the  prosperity 
of  the  merchant.  This  is  the 
first  of  a  series  of  articles  in 
the  Talking  Machine  World 
that  will  discuss  in  detail  the 
radio  service  situation  and  the 
remedy    for    excessive  costs. 


being  that  the  manufacturers  of  these  sets  are 
willing  to  make  good  on  defective  merchandise, 
thus  relieving  the  dealer  of  this  responsibility 
and  expense  and  at  the  same  time  creating  cus- 
tomer satisfaction.  The  questionnaire  disclosed 
a  wide  divergence  of  opinion  as  to  the  effect  of 
the  number  of  lines  handled  on  the  service  prob- 
lem, the  main  point  brought  out  being  that  a 
diversity  of  lines  is  most  profitable  because  the 
chance  of  making  a  sale  to  a  customer  is  greatly 
increased  when  several  different  makes  of  in- 
struments are  available  for  demonstration,  al- 
though some  dealers  feel  that  a  greater  number 
of  lines  makes  the  problem  of  the  service  man 
more  difficult  because  he  is  required  to  know 
the  technical  details  of  all  sets  handled  in  order 
to  work  efficiently.  On  the  other  hand,  many 
dealers  stated  that  it  is  the  service  man's  busi- 
ness to  study  all  sets  so  that  he  can  intelligently 


York  and  nearby  cities  and  towns  where  the  re- 
producer could  be  purchased.  This  list,  which 
included  339  names  and  addresses  of  Symphonic 
dealers,  was  sub-divided  into  sections  so  that 
anyone  interested  could  immediately  select  the 
name  of  the  dealer  located  nearest  to  his  home 
or  place  of  business. 

Northwest  Radio  Trade 

Ass'n  Activities  Planned 

MINNEAPOLIS;  Min'x  .  January  5. — The  North- 
west Radio  Trade  Association  has  planned  for 
1927  a  number  of  new  activities  not  heretofore 
included  in  the  Association's  works.  One  of 
the  most  important  of  these  is  that  instead  of 
the  annual  trade  tour  of  the  leading  cities  of 
the  Northwest,  there  will  be  held  a  convention 
of  dealers  before  the  opening  of  the  radio  sea- 
son. An  exposition  of  new  models  will  be  held 
al  the  same  time. 

Other  activities  planned  include  the  formation 


service  them,  nullifying  the  arguments  in  favor 
of  restriction  of  lines. 

Free  or  Paid  Service? 

Expense  in  the  service  department  is  in  direct 
proportion  to  the  amount  of  free  service  given 
by  dealers,  the  survey  indicates.  Free  service 
ranges  from  installation  only  up  to  one  year, 
many  dealers  allowing  thirty,  sixty  and  ninety- 
day  free  service  and  others  giving  the  customer 
two  or  three  free  service  calls.  On  the  other 
hand,  a  number  of  retail  merchants  have 
abolished  free  service  altogether  on  the  ground 
that  it  has  no  effect  on  good  will  or  sales  and 
that  customers  are  willing  enough  to  pay  a 
fair  charge.  In  some  cases  a  charge  for  in- 
stallation is  made,  the  average  prices  being  $2 
for  installing  a  set  operated  with  indoor  aerial 
and  $10  where  an  outside  antenna  must  be 
erected.  Free  service  is  given  apparently  in 
order  to  meet  the  competition  of  other  dealers 
who  have  adopted  that  policy  or  to  more  suc- 
cessfully compete  against  retailers  who  do  not 
give  service.  Opinion  is  divided  as  to  whether 
free  service  does  or  does  not  aid  sales,  build 
good  will  and  keep  customers  satisfied. 

Can  Service  Men  Sell? 

Trained  service  men  can  do  much  to  decrease 
the  deficit  in  the  service  department  if  their  abil- 
ities and  opportunities  are  properly  utilized,  is 
the  censensus  of  opinion  as  set  forth  in  the 
survey,  especially  in  the  direction  of  creating 
business  for  replacement  of  parts,  the  purchase 
of  new  and  improved  speakers  and  other  ac- 
cessories and  digging  up  prospects  for  new  sets. 
One  dealer  states:  "Service  men  should  make 
better  salesmen  than  men  who  do  not  possess 
practical  knowledge  and,  besides,  they  have  op- 
portunities of  making  contact  with  radio  en- 
thusiasts that  the  ordinary  salesman  does  not 
have." 

The  service  problem,  from  the  standpoint  of 
eliminating  excessive  cost,  resolves  itself  down 
to  selection  of  high-grade  merchandise,  experi- 
enced service  men  who  have  the  ability  to  sell 
and  adequate  charge  for  all  installation  and  serv- 
ice work.  Articles  in  forthcoming  issues  of  The 
World  will  discuss  each  phase  of  service  in  de- 
tail, with  a  view  to  helping  dealers  place  this 
department  of  the  retailer's  business  on  a 
profitable  basis. 


of  listeners'  clubs  in  every  important  city  in 
the  Northwest;  the  formation  of  a  corps  of 
experts  to  investigate  interference  to  reception 
and  find  ways  of  overcoming  such  interference 
and  working  out  of  a  merchandising  service  for 
dealers  which  will  consider  every  phase  of  the 
retail  radio  business,  from  the  renting  of  the 
store  and  the  purchasing  of  goods  through  the 
setting  up  of  his  books,  planning  advertising  and 
selling  campaigns  to  figuring  of  profits. 

Watch  Costs,  Says  Tregoe 

"Pay  less  attention  to  volume  and  more  to 
overhead,"  is  the  New  Year's  resolution  sug- 
gested to  business  men  by  J.  H.  Tregoe,  execu- 
tive manager  of  the  National  Association  of 
Credit  Men. 


Hygrade  Radio  Products,  Newark,  N.  J.,  has 
been  incorporated  with  a  capital  stock  of  500 
shares  of  no  par  value.  The  incorporators  arc 
G.  Harrison,  V.  W.  Bennett  and  A.  M.  Bennett. 
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This  ad  is  one  of  the  brilliant  color-pages 
running  every  month  all  the  year  'round 
in  a  long  list  of  the  most  important 
national  magazines.  Can  you  afford  to  be 
without  the  one  heavily  advertised  vac- 
uum tube,  when  customers  demand  it? 
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you  are  not  handling 


RCA  Radiotrons  you  are 
missing  a  source  of 
steady,  never-failing 


all  -year  profit 
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New  York 


Chicago 


San' Francisco 
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Gay  Hi"  seas  .'f 

the  south  rip- 

pjagjazzrhytbms 
from  far-away 
orchestras.  ■  ■  ■ 
don't  travel  this 
-jjintcr  without 
a  Radiola! 


i  -  ■   :.  — 

Great  at  home  or  on  the  open  seas 
-  this  double  purpose  Radiola 

■For   out-o  -do 
.  •      ^/  /,/,«!/>  com-  rot 


Resting  under  rhe  palms-touring  the 
SnyLes-sailing  the  season  two  sVd 
of  ch  equator  ....  take  along  a  portable 
Radiola  Or  up  where  the  snows  are  thick 
andhebobsledsfly-wheretheicexsglassy 

and  the  skaters  call  for  music- swmgmg, 
Rythmic,  waltzy  music-  take  along  a 
portable  RadJa-  One  of  those  cleverly 
I  a  ned  and  remarkably  capable  super- 
Ph  "rodynes  fitted  into  the  smartest  port- 
able case.  Pick  it  up-carry  «  off  take 
your  music  with  you! 

Radiola  26  has  proved  its 
mule-back  traUs  up  roughest  mountain- 
I  has  proved  its  dependabihty  m  balloon 
aces  helping  the  winning  ship  to  vxctory^ 

h  's  capped  the  climax  of  every  sort  of 
nor  outdoor  sport  in  every  sort  of  season. 


Smartly  attractive  at  home-com- 
pletely portable  out-o' -doors -al- 
ways a  fine  performer 


Completely  and  ^  h    home  me,  with  space 


For  out-o'-doors,  Radiola  26  leaves  tfs 
Regular  batter.es  at  home  in  the,  wainu 
Sinet    Just  neat-complete-compact 
C    Xdesus  loudspeaker  inside-its  loop 
in  "the  cover-and  smaller  portable  bat- 
hes inside  the  back.   Then,  home  ag*n 
after  a  gay  trip,  it  slips  inconspicuously 
lack  into  Place  in  the  smartest  corner  of 

the  living  oom-attractive  m  its  finely 
tne  nvuig  nleasin^  to  look 

grained  walnut  cabinet—  pleasin0 

at  great  to  listen  to! 

It  is  not  just  a  portable  radio  set  but  a 
real  s.x-tube  super-heterodyne  with  the 
"  tone  and  the^W  quality  for  which 

he  Radiola  is  famous.  And  it  adds  to  «s 
desirability  the  compactness  of  a  port- 

able,  too! 


RADIO  CORPORATION 
OF  AMERICA 


NE\V  YORK 


CHICAGO 


SAN  FRANCISCO 


MADE 


BY  THE 


KCA^  Radio  la 

^  MADE  •  BY  •  THE  •  MAKEKS  •  OF     THE  •  KADI  OTKO  N  ^ 


This  advertisement  is  sched- 
uled to  appear  in  full  color  in 
the  following  list  of  maga- 
zines: Vogue,  Vanity  Fair. 
House  and  Garden.  Country 
Life,  Spur,  and  Asia,  and  in 
two  colors  in  Time  Magazine 
and  in  black  and  white  in 
Quality  Grout  list. 
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formance 
at  a  price 


Radiola  20,  list,  $115 


Radiola  20.  Challenging  the  tone  quality  and 
performance  of  its  bigger  and  higher  priced 
competitors!  Twenty  times  as  selective  as  the 
average  antenna  set,  and  therefore  replacing 
thousands  of  other  sets  in  the  congested 
broadcast  areas.  One  of  the  finest  values  in 
radio  today! 


now  to  the  traveler 


Radiola  26.  A  double-purpose  set.  Portable 
— easy  to  carry — completely  self-contained — 
for  the  winter  vacationist  going  south.  And 
a  very  attractive  home  set  finished  in  walnut 
that  is  richly  grained.  For  the  living  room 
now — and  out-o'-doors  next  summer,  for  those 
who  are  spending  the  winter  at  home. 


Radiola  26,  list,  $225 


battery  ox  light  socket 

operation 

Radiola  28, 
list,  $260 


This  sign  marks 
the  leading  dealer 
in  every  commun- 
ity. 


Radiola  28.  Eight  tube  super-heterodyne — 
known  for  the  finest  performance  in  radio. 
For  battery  operation.  Or  for  complete  A.  C. 
operation,  as  when  it  is  combined  with  RCA 
Loudspeaker  104. 

iS^ 
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I\CA^  Radiola 
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JT  Tl 

RCA  Loudspeaker  \04 


RCA  Loudspeaker  loo — 
clear  at  anv  volume  a  set  can 
give  it.  List,  S3 5. 


RCA  Loudspeaker  ioa — with 
a  power  amplifier,  A.  C.  op- 
crated.  List,  Si 40 


LOUDSPEAKER 

with  battery  eliminator 


9hegreatest~/ 
achievement  of  radio 
.  .the  greatest  electrical 
achievement  of  radio 
...and  a  profitable  in- 
strument that  greatly 
repays  selling  effort. 


A  home  demonstration  usually  results 
in  an  immediate  sale. 


RADIO  CORPORATION  OF  AMERICA 
\ew  York  Chicago  San  Francisco 


RCA-  Loudspeaker 
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Profi  t  Wmiraig  Sales  Wrinkles 

How  Wittich  Turns  Over  Records— One  Demonstration  Sold  Nine  Radio  Receivers— Schafer's 
Clever  Publicity— Radio  Salesmen  Demonstrate  Sets  in  Their  Own  Homes— Uses 
Telephone  to  Hold  Record  Customers— Other  Unusual  Stunts 


One  of  the  greatest  problems  of  the  retail 
talking  machine  dealer  to-day  is  to  promote 
record  sales  to  the  point  where  turnover  will 
enable  him  'to  show  a  profit.  The  record  depart- 
ment is  assuming  greater  importance  in  the  talk- 
ing machine  store  each  year  and  for  that  reason 
the  dealer  who  fails  to  get  behind  records  is 
automatically  limiting  his  profits.  A  one  or  two- 
time  turnover  per  year  is  not  sufficient.  The 
dealer  must  constantly  analyze  the  desires  of 
his  customers  and  potential  customers  and  buy 
records  accordingly.  With  the  merchandise  in 
hand  the  next  step  is  to  dispose  of  it  as  quickly 
as  possible.  This  means  that  the  dealer  must 
find  some  way  of  interesting  the  public  in  rec- 
ords. Sending  out  the  supplements  regularly  is 
the  first  step.  The  second  step  is  window  and 
store  display  as  well  as  other  forms  of  advertis- 
ing. Wittich's,  The  Musical  Shop,  of  Reading, 
Pa.,  has  found  an  inexpensive  way  of  moving 
records.  This  consists  of  a  postal  card  which 
bears  'the  title  "Specially  Released  This  Morn- 
ing." The  card  contains  the  titles  of  a  specially 
selected  record  and  beneath  this  is  the  follow- 
ing message:  "The  demand  for  this  record  will 
possibly  be  without  precedent,  because  it  is  the 
first  record  in  which  Jesse  Crawford — organist 
— is  featured  with  a  dance  orchestra.  Phone 
your  order  if  you  cannot  come  in."  These  cards 
have  been  responsible  for  the  sale  of  many 
records  at  the  Wittich  store.  It  is  the  type  of 
record  promotion  that  means  extra  sales  for  the 
dealer. 

A  Worth-while  Demonstration 

Demonstrations,  whether  they  are  given  to 
groups  or  individuals,  are  admittedly  the  means 
by  which  radio  receivers  are  sold  and  when  it 
proves  difficult  to  induce  prospective  customers 
to  come  into  the  store  the  foresighted  dealer 
will  find  some  means  of  bringing  his  products  to 
the  attention  of  the  buying  public.  The  follow- 
ing two  incidents  might  serve  as  illustrations. 
Bill  Agnew,  RCA  dealer  of  Hempstead,  L.  I., 
recently  received  a  call  from  a  customer  who 
stated  that  she  would  like  to  have  the  batteries 
in  her  set  changed  as  she  was  giving  a  bridge- 
party  and  wanted  the  set  to  be  in  perfect  work- 
ing condition.  The  dealer,  knowing  the  cus- 
tomer's set  to  be  two  years  old,  placed  a  new 
Radiola  and  speaker  in  his  car  and  persuaded 
the  lady  to  allow  him  to  leave  them  in  the 
house  as  the  old  set  would  probably  need  a 
thorough  overhauling.  The  customer  consented 
and  that  afternoon  sixteen  ladies  listened  to  the 
Radiola  20  and  the  Model  100  loudspeaker.  The 
following  morning  the  customer  phoned  to  say 
she  would  keep  the  set  and  speaker  then  in  her 


home  and  within  the  next  ten  days  eight  of  the 
ladies  present  at  the  bridge  party  had  purchased 
Radiola  20s  from  Mr.  Agnew.  A  demonstration 
of  a  different  type  was  given  some  time  ago  by 
the  M.  P.  Moller  Co.,  Radiola  dealer  of  Hagers- 
town,  Md.,  in  which  six  loudspeakers  were 
set  on  electric  light  poles  along  the  block  on 
which  'the  store  is  located  and  rendered  a  pro- 
gram of  dance  music  for  the  benefit  of  a  street 
carnival  dance.  Hundreds  attended  and  many 
expressions  of  indorsement  of  the  set  and 
speakers  were  heard. 

Explains  Store's  Policy 

"Give  More  Thought  to  Music"  is  the  title  of 
a  very  clever  business  card  distributed  by 
Schafer's  Music  House,  Batavia,  N.  Y.  Schafer's 
is  an  exclusive  music  store  and  has  taken  this 
means  of  impressing  the  people  of  the  com- 
munity with  the  fact.  The  message  on  'the 
card  reads:  "This  store  is  an  exact  indication  of 
its  purpose,  which  is  to  serve  you  as  a  trust- 
worthy and  convenient  guide  and  help  in  all 
matters  pertaining  to  music  and  musical  mer- 
chandise." On  the  other  side  of  the  card  is  a 
picture  of  the  store.  This  is  excellent  and  in- 
expensive publicity. 

No  Home  Demonstiations 

The  Bryant  &  Thaxton  Furniture  Co.,  of 
Decatur,  Ga.,  has  increased  net  profits  and  de- 
ceased the  cost  of  selling  radio  in  an  unusual 
manner.  The  company  has  eliminated  home 
demonstrations  of  radio  and  has  made  arrange- 
ments whereby  salesmen  are  enabled  to  demon- 
strate radio  sets  to  prospects  in  their  own 
homes.  The  salesman  invites  the  radio  prospect 
to  his  home  where  the  demonstration  can  be 
made  most  effective.  By  this  means  the  store  has 
eliminated  entirely  the  cost  of  delivering  sets 
to  homes  of  prospects  and  then  taking  .them  out 
again  in  the  event  that  no  sale  is  made.  This 
method  of  demonstration  is  feasible  because  the 
Bryant  &  Thaxton  Co.  handles  only  one  make  of 
receiver,  which  comes  with  or  without  a  cabinet 

Finds  Phone  Profitable 

The  telephone  as  a  means  of  informing  rec- 
ord customers  of  new  releases  has  been  used 
many  times  with  success  by  dealers  all  over 
the  country,  but  its  use  has  never  become 
widespread,  many  dealers  feeling  that  the  rec- 
ord or  two  sold  to  a  customer  did  not  merit  the 
use  of  the  telephone.  However,  with  the  unit 
sales  of  records  with  the  album  sets  reaching 
figures  of  $10  or  $12,  this  method  is  being  used 
by  several  enterprising  dealers  with  gratifying 
results.  Miss  Dorothy  Schwinger,  manager  of 
the  record  department  of  G.  F.  Ackert,  118  West 


Forty-fourth  street,  New  York,  is  one  who  has 
found  the  telephone  of  inestimable  value  in 
bringing  up  the  sales  volume  of  Columbia 
Masterworks  recordings.  Whenever  a  new 
Masterwork  album  record  is  released  Miss 
Schwinger  spends  the  greater  part  of  the  day  in 
calling  up  former  purchasers  of  album  sets,  tell- 
ing them  of  the  new  release  and  inviting  them 
to  the  store  to  hear  the  records.  Although  a 
leaflet  or  circular  letter  announcing  the  new 
release  would  conveniently  bring  the  matter  to 
the  individual's  attention,  he  would  be  apt  to 
buy  the  records  at  any  dealer's  store.  The 
telephone  method  of  announcement,  Miss 
Schwinger  finds,  best  serves  to  hold  her  old 
customers. 

School  Book  Advertising 
The  Radio  Shop,  Radiola  dealer  of  Sherman, 
Tex.,  uses  a  clever  method  of  bringing  the 
products  of  the  store  to  the  attention  of  the 
prospective  buyers  in  their  homes.  The  pro- 
prietor had  an  advertisement  of  the  store  and 
its  products  printed  on  slip  covers  for  school 
books  and  had  the  printer  deliver  5,000  of  the 
covers  to  the  superintendent  of  schools  to  be 
given  to  pupils  as  they  needed  them.  Naturally 
the  pictures  of  the  radio  receiver  were  con- 
stantly before  the  eyes  of  the  children  and  of 
their  parents  also  with  the  result  that  in  addi- 
tion to  what  sales  resulted,  the  name  of  the 
Radio  Shop  and  Radiolas  became  connected  in 
the  minds  of  thousands  with  radio  products. 

Gives  Record  Concerts 

Weekly  record  concerts  at  which  the  latest 
record  releases  are  played  for  an  audience  which 
averages  between  fifty  and  sixty  have  proved  a 
most  successful  sales  stimulator  for  the  Boulder 
Music  Co.,  Boulder,  Colo.,  of  which  Otto  Cattell 
is  proprietor.  These  concerts  have  become  an 
established  factor  in  the  musical  lives  of  many 
of  the  town's  people  and  every  Wednesday  eve- 
ning they  gather  to  hear  the  latest  in  recorded 
music.  Chairs  are  placed  in  the  front  part  of  the 
store,  Mr.  Cattell  and  his  salesmen  meet  the 
guests  and  printed  programs  of  the  selections 
to  be  rendered  are  distributed.  The  numbers  are 
confined  almost  entirely  to  the  classical  and 
semi-classical  with  a  few  popular  numbers 
played  as  encores.  Another  method  of  bringing 
people  to  the  store  is  a  circulating,  rental  library 
which  keeps  booklovers  coming  in  at  regular 
intervals  and,  as  some  new  record  is  being 
played  constantly,  they  usually  depart  with  rec- 
ords as  well  as  with  the  book  for  which  they 
originally  entered.  Quite  naturally,  the  talking 
machine  record  department  is  one  of  the  most 
successful  of  all  the  store's  departments  and 
the  other  sections  of  the  establishment  benefit 
through  the  frequent  dropping-in  of  prospects 
who  are  ofttimes  sold  other  new  products. 


A  certain  New  York  dealer  does  a  very  large 
foreign  language  record  business.  In  quiet 
moments  he  plays  over  and  acquaints  himself 
with  these  records.    That's  the  answer! 


National  Record  Albums 

Made  of  the  best  materials  and  finished  by  experienced 

workmen 

PORTABLE  ALBUMS 
ALBUMS  FOR  CABINETS 

ALBUMS  BOUND  IN  CLOTH  or  ART  MISSION 

Albums  for  Export  Our  Specialty 
Write  Sor  list  oC  19*7  styles  and  prices 

National  Publishing  Co.,  £39*245  South  American  St.,  Philadelphia,  Pa. 
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New  Methods  Are  Needed 


Improved  products  and  changed  sales 
appeal  bring  the  dealer  face  to  face 
uith  many  important  problems  in 
connection  uith  promotion  of  sales. 


The  phonograph  has  come  back,  and  the  re- 
tail industry  may  consider  itself  fortunate.  The 
new  recording  system  and  the  new  machines 
have  put  the  phonograph  upon  an  entirely  new- 
basis,  from  which  an  expansion  may  take  place, 
the  like  of  which  could  not  have  been  even 
imagined  a  few  years  ago.  What  will  interest 
the  merchant  now  of  course  will  be  the  bear- 
ing of  these  facts  upon  his  selling  methods. 

If  we  look  back  over  the  past  twenty  years, 
we  find  that  talking  machine  manufacturers  one 
bv  one  found  themselves  compelled  to  build 
demand  for  their  products  by  the  most  elab- 
orate methods.  These  began  with  the  gradual 
collection  of  recordings  of  great  operatic  voices. 
A  sort  of  contract  war  to  obtain  the  greatest 
number  of  well-known  operatic  names  as  those 
of  exclusive  recording  artists  was  waged  with 
varying  success  for  several  years.  This  founda- 
tion of  names  was  then  built  upon  by  ingenious 
and  extensive  national  advertising.  The  talk- 
ing machine  became  popular  and  much  wanted, 
because  it  gave  to  every  home  the  ability  to 
hear  Caruso  and  Gadski,  Sembrich  and  Bispham, 
and  a  host  of  others  as  well  known,  at  any  time, 
and  in  consideration  of  a  relatively  small  out- 
lay for  machine  and  discs. 

Creating  Its  Own  Troubles 

The  later  slump  was  not  brought  about  by 
the  incursion  of  radiotelephony,  as  was  at  first 
hastily  assumed.  The  latter  merely  crystallized 
a  public  dissatisfaction  which  had  been  grow- 
ing and  for  which  the  dealers  had  at  least  one- 
half  of  the  responsibility.  The  talking  ma- 
chine industry  had  become  rapidly  and  deserved- 
ly prosperous,  by  bringing  to  hundreds  of  thou- 
sands of  homes,  previously  musicless,  a  taste 
and  hunger  for  music,  which  for  some  years 
it  was  able  wholly  to  satisfy.  The  very  taste 
which  the  talking  machine  created,  however, 
fed  upon  itself,  until  it  demanded  something 
which  the  talking  machine  in  its  older  form 
could  not  adequately  supply.  The  talking  ma- 
chine industry,  in  fact,  itself  created  the  cause 
of  the  troubles  which  some  foolish  people  sup- 
posed marked  its  end  and  its  death. 

Such,  indeed,  is  the  history  of  every  pioneer 
industry.  Nor  has  ours  failed  to  save  itself  in 
time.  The  electrical  system  of  recording  has 
opened  up  a  vista  of  possibilities  that  almost 
stuns  the  imagination.  It  is  evident  that  the 
new  principles  are  capable  of  almost  infinite 
adaptation  and  expansion,  as  regards  both  re- 
production and  recording.  We  may  look  for 
constant  improvement  in  records  and  machines, 
for  the  electrical  principles  are  dynamic  and 
there  is  no  assignable  end  to  their  possibilities. 
New  Salesmanship  Called  For 

Evidently  the  methods  of  salesmanship  will 
have  to  undergo  a  parallel  reconstruction.  In 


to  Build  Sales  of  Talking 
Machines  and  Recordings 


fact,  it  is  safe  to  say  that  the  future  of  the 
talking  machine  industry  rests  upon  the  shoul- 
ders of  the  retail  trade  to-day  as  it  never  did 
before  in  past  days  under  older  conditions. 

It  may  be  asked  why  this  should  be,  when  it 
has  been  said  that  the  new  recording  and  re- 
producing methods  are  so  appealing  and  so 
superior?    The  answer  is  that  the  talking  ma- 


The  accompanying  article  em- 
phasizes several  factors  that 
influence  retail  sales  and  sug- 
gests how  progressive  dealers 
may  secure  more  profitable 
sales  volume  than  ever  before 
by  developing  business  through 
more  effective  promotion 
methods.  The  need  for  more 
intensive  salesmanship  in 
talking  machine  stores  is  ap- 
parent and  the  form  it  should 
take  is  suggested. 


chine  has  educated  the  public  to  demand  much, 
and  that  this  demand  is  now  vastly  increased  by 
the  wide  opportunities  to  hear  good  music  of 
every  kind  which  the  art  of  radiotelephony 
has  brought,  as  well  as  by  the.  sometimes  over- 
looked fact  that  orchestras,  choral  societies, 
school  work  in  music  and  many  other  agencies 
have  been  steadily  at  work,  not  only  in  a  few- 
great  cities  but  all  over  the  land. 

In  other  words,  the  merchant  must  realize 
that  public  taste  has  changed.  The  main  sup- 
port of  the  industry  is  hereafter  to  be  found  in 
those  who  can  appreciate  the  musical  beauties 
of  the  new  recordings  and  the  new  reproduc- 
tions. In  other  words,  there  is  to-day,  waiting 
to  be  convinced,  an  enormous  mass  of  more  or 
less  musically  educated  minds,  which  have  never 
believed  that  phonographic  reproduction  could 
ever  be  what  we  know  it  now  to  be,  and  on 
which  the  phonograph  merchant  can  work  with 
the  utmost  and  with  certain  success. 

The  Old  Machine  and  Its  Problem 

Moreover,  there  are  the  millions  who  have 
bought  talking  machines  and  records  of  the 
older  types.  Those  who  have  the  finer  among 
the  old  machines  may  be  willing  for  long  to  put 
up  with  them,  in  spite  of  their  now  obvious 
inferiority;  but  in  that  case  there  is  the  whole 
new  and  wonderful  world  of  electrical  recording 
to  which  they  have  not  yet  been  introduced 
and  which  makes  even  old-type  machines  sound 
quite  different  and  better  in  every   way.  On 


the  other  hand,  those  who  have  older  machines 
and  records,  but  who  become  convinced  of  the 
immense  superiority  of  the  latest  instruments, 
will  not  long  delay  in  purchasing  one.  It  will 
be  entirely  a  matter  of  good  salesmanship,  of 
demonstration;  in  fact,  of  education. 

It  should  be  emphasized  that  most  of  this 
work  must  be  done  by  each  merchant  in  his 
own  communit3'.  Mainly,  indeed,  it  will  be  a 
matter  of  following  upon  the  leads  supplied 
by  the  national  advertising  done  by  the  man- 
ufacturers; but  the  point  to  .be  noted  is  that 
the  local  merchant,  the  man  in  the  neighbor- 
hood, is  the  man  who  must  carry  the  burden  of 
building  up  the  existing  static  interest  into  a 
dynamic  interest,  leading  to  desire  and  de- 
mand. 

Nor,  after  all,  need  it  be  at  all  difficult.  The 
job  should  be  both  easy,  in  fact,  and  pleasant. 
The  real  difficulty,  if  there  be  any,  will  be  in 
getting  a  new  grasp  on  the  subject.  We  have 
got  to  educate  our  public  to  an  appreciation 
of  the  beauties  of  the  modern  machine  and  of 
the  new  records.  That  means  demonstration, 
first,  last  and  all  the  time.  It  means  talking, 
thinking,  and  selling  music,  day  in  and  day- 
out.  It  means  turning  one's  store  into  a  veri- 
table house  of  music.  It  means  giving  the  en- 
tire community  a  knowledge  of  what  music 
in  the  home  may  and  should  be.  It  means,  in 
a  word,  real  salesmanship  of  music. 


'Teg  Leg"  Howell  Is 

Exclusive  Columbia  Star 

Fortune  wasn't  smiling  much  the  day  that 
"Peg  Leg"  Howell  got  too  intimate  with  a  shell, 
but  when  he  found  that  even  the  loss  of  a  leg 
failed  to  dismay  this  happy  singer,  things  began 
to  brighten  up. 

"Peg  Leg"  Howell  is  another  notable  addition 
to  the  Columbia  Phonograph  Co.'s  brilliant  con- 
stellation of  Race  stars.  He  has  but  one  leg, 
one  guitar  and  one  voice,  but  he  certainly  makes 
music  enough  for  a  regiment.  He's  strong  for 
"blues,"  but  he  only  sings  'em,  he  never  has  'em. 


J.  H.  Tregoe  Optimistic 

With  a  firm  credit  situation  and  with  prop- 
erly controlled  business,  there  need  be  no 
fear  of  depression  this  year,  according  to  J.  H. 
Tregoe,  secretary  of  the  National  Association  of 
Credit  Men. 


The  Dependable  Music  Store,  Inc.,  South 
Bend,  Ind.,  has  filed  a  certificate  of  final  dissolu- 
tion, according  to  an  announcement  that  has 
just  been  made. 


STARR  PIANOS     STARR  PHONOGRAPHS 

GENNETT  RECORDS 

(Represent  the  Hiqkest  oAttainment  in  oMnncal  (Worth 

%>STARR  PIANO  COMPANY 

Established  1872         *  Richmond.  Indiana 
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For  Your  Protection! 

KWM  Dealers  Qet  Every  Inquiry 


A  "KING"  dealer  contract  means  just  what  it  says.  When 
O'T-  we  grant  an  exclusive  territory,  it  is  exclusive.  Every 
inquiry  from  that  territory  is  referred  to  you.  Every  lead  is 
given  to  you  promptly. 

All  this  is  made  certain  by  the  system  pictured  above. 
Every  letter  we  receive  (except  those  from  our  dealers)  is 
checked  against  our  master  maps.  Signals  are  attached  to 
the  letters  showing  territory  and  dealer's  name.  Then  we 
make  sure  that  that  inquiry,  or  that  bit  of  information,  is 
passed  on  at  once.  For  time  is  of  importance  if  the  dealer 
is  to  realize  full  benefit  from  the  lead  so  referred. 

Absolute  protection,  made  sure  by  "King"  methods,  means 
more  profit  for  you. 


Plus  this  adequate  guarantee  of  territorial  rights,  we  offer  you: 

1  A  thoroughly  good  line  of  band  instruments  and  saxo- 
phones. You  know  "King"  quality. 

2  Intensive,  persistent  advertising.  National  magazines  and 
"class"  publications  carry  the  "King"  story  to  your  cus- 
tomers every  month. 

3  Maximum  discounts. 

4  An  adequate  financing  plan  for  the  handling  of  time-paper. 

5  Intelligent  co-operation.  Direct  mail  campaigns,  display 
material,  forceful  catalogs,  imprinted  literature— these  are 
just  a  part  of  the  "King"- planned  co-operative  selling 
service. 


Every  feature  you  seek  is  offered  to  you  in  the  "King"  dealership  contract 

Many  good  territories  are  still  open.  Each  week  makes  that  number  less.  Our 
mutual  profit  suggests  a  discussion  of  your  territory  now.  May  we  have  that  opportunity? 


THE  H.  N.  WHITE  CO. 

5215-83  Superior  Avenue 
CLEVELAND,  OHIO 

Makers  of 

"7" 


Band  Instruments 


^  M7H1TF  CO.,  Makers  of  King  ■ 
THE  H.  N.  WHlT.„  r  c  Uveland,  Ohio 
5215-83    Superior  Ave.,  Cleve  ^  ^ 

pi  Send  your  latest  catalog  and  ^ 
□   complete  information  the K ^  g  ^ 


n  Also  send  information 

1 — I  sales. 


Name  of  Firm  - 


14 


THE    TALKING    MACHINE  WORLD 


January  15,  1927 


riead 


HERE  they  are — the 
foremost  artists  in 
the  popular  field!  And 
they  all  make  records 
for  Victor  exclusively ! 

Victor's  headliners 
make  it  possible  for 
you  to  build  a  bigger 
business ! 


VICTOR    TALKING   MACHINE  COMPANY 
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It  ners 

Famous  instrumental  soloists  and  organizations 

Frank  Banta  Jesse  Crawford 

Goldman's  Band  Arthur  Pryor's  Band  Sousa's  Band 

Dance  orchestras 


Paul  Whiteman  and  His  Orchestra 
Aaronson  and  His  Commanders 
Coon-Sanders  Orchestra 
Jan  Garber  and  His  Orchestra 
Jean  Goldkette  and  His  Orchestra 
Goodrich  Silvertown  Cord  Orchestra 
Johnny  Hamp's  Kentucky  Serenaders 


Roger  Wolfe  Kahn  and  His  Orchestra 
Art  Landry  and  His  Orchestra 
George  Olsen  and  His  Music 
Russo&Fiorito  and  the  Oriole  Orchestra 
Philip  Spitalny  and  His  Orchestra 
Waring's  Pennsylvanians 
Ted  Weems  and  His  Orchestra 


tJMusical  comedy,  vaudeville  and  radio  headliners 


Will  Rogers 
Gene  Austin 
Brox  Sisters 
Correll  and  Gosden 
Frank  Crumit 
Duncan  Sisters 
The  Eight  Popular  Victor  Artists 


Jane  Green 
Maurice  Gunsky 
Walter  R  Kelly 

(The  Virginian  Judge) 

Sir  Harry  Lauder 
Gertrude  Lawrence 
Beatrice  Lillie 


Miller  and  Farrell 
The  Revelers 
Sam  'n'  Henry 
Silver  Masked  Tenor 
Jack  Smith 
Aileen  Stanley 
Tom  Waring 


CAMDEN,    NEW     JERSEY,    U.    S.  A. 
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Canvassing  Won  Quick  Success  for  Farling 

Harrisburg,  Pa.,  Retailer  Started  in  Business  With  a  Dangerously 
Small  Capital  But  "Doorbell  Ringing"  Eliminated  Handicaps 


When  Farling  started  in  business  in  Harris- 
burg, Pa.,  seven  years  ago  he  had  $2,000,  most 
of  which  was  promptly  spent  for  stock  and  fix- 
tures, leaving  him  practically  no  working  capital. 
This  was  a  dangerous  position  and  Farling  real- 
ized that  he  would  have  to  get  turnover  im- 
mediately if  his  business  career  was  to  con- 
tinue. He  decided  that  the  only  way  to  sur- 
mount the  obstacle  of  small  capital  was  to  build 
quick  sales  volume  and  that  canvassing  w-as  the 
one  certain  way  of  achieving  this  without  cost- 
ly sales  promotion  expense,  which  was  out  of 
the  question  because  he  could  not  afford  it. 

Farling's  Music  Store  is  now  seven  years  old 


For  Quality 
Receivers 

Manufacturers  of  the  highest  quality 
radio  receivers  recommend  Sono- 
chorde as  the  reproducer  that  best 
exemplifies  the  performing  capabili- 
ties of  their  sets.  Both  in  appear- 
ance and  performance  Sonochorde  de- 
lights the  most  critical. 

Sonochorde  superiority  is  due  to 
its    patented    reproducing  unit, 
employing    four  super-powered, 
j    angularly  spaced  magnets  capable  , 
J  |   of  lifting  10  pounds.     It  is  the  j[ 
i    original   speaker  with   the  silk-  J 
covered  cone.    Just  compare  it! 

BOUDETTE  MFG.  CO. 

CHELSEA         -         -  MASS. 

HASTINGS  ELECTRIC  SALES  CO. 

Factory  Sales  Agents 
42  Binford  St.        S.  Boston,  Mass. 
BACK  VIEW  FLOOR 


STANDARD       WALL  MODEL 
MODEL 


and  from  the  day  the  proprietor  purchased  a 
truck  and  started  canvassing  until  the  present 
time  outside  selling  has  resulted  in  the  bulk  of 
talking  machine  sales.  To-day  the  accounts  on 
the  books  of  this  enterprising  dealer  are  valued 
at  $60,000.  Some  time  of  each  day  is  given  over 
to  canvassing,  especially  in  the  outlying  districts 
within  a  radius  of  fifteen  miles  of  the  store. 
How  Farling  Canvasses 

Here  is  how  Farling  goes  after  business  on 
the  outside.  From  two  to  four  talking  machines 
are  loaded  on  the  t.uck,  which  is  then  driven 
to  a  likely  section  of  the  city  or  its  suburbs. 
Each  house  in  the  district  is  visited  and  deals 
and  deliveries  are  made  on  the  spot.  Often  the 
truck  drives  to  the  store  late  in  the  afternoon 
empty,  all  the  instruments  and  records  having 
been  disposed  of. 

Canvassing  in  this  manner  is  the  best  way  to 
get  rid  of  trade-ins,  according  to  Farling,  who 
during  the  past  year  has  moved  in  the  neigh- 
borhood of  100  old  machines  in  this  way.  A 
similar  number  of  new  Orthophonies  has  been 
sold  by  the  same  route. 

Selling  Trade-ins 

Usually  when  the  truck  is  loaded  with  trade- 
ins  $10  or  $15  worth  of  records  are  taken  along 
lor  each  instrument.  The  sale  of  a  machine 
also  includes  these  records,  the  down  payment 
cove.ing  the  cost  of  the  records.  It  is  inter- 
esting to  note  that  the  records  also  are  the 
old  ones;  thus  Farling  not  only  easily  dis- 
poses of  all  old  machines  at  a  fair  profit,  but 
he  keeps  his  record  shelves  clear  of  slow-mov- 
ing and  dead  stock.  Two  thousand  old  rec- 
ords have  been  sold  from  the  truck  during 
the  last  twelve  months. 

Caution  Reduces  Credit  Risk 

Of  course,  extreme  care  must  be  exercised 
in  granting  credit,  especially  when  many  sales 
are  made  in  poorer  sections.  Farling  has 
learned  to  judge  the  credit  standing  of  pro- 
spective customers  by  their  answers  to  judi- 
ciously put  questions.  He  seldom  makes  a  mis- 
take, as  is  testified  by  the  fact  that  he  never 
has  lost  an  instrument,  although  he  has  been 
compelled  to  repossess  a  number  of  them. 

In  order  to  facilitate  payments  each  cus- 
tomer is  supplied  with  a  folder,  the  two  in- 
side pages  of  which  are  divided  into  spaces 
representing  months  of  the  year.  Four  light- 
ruled  lines  divide  each  month  into  weeks. 
Above  this  are  name  and  address  of  the  cus- 
tomer, the  type  of  instrument  purchased,  date, 
amount  of  payment  and  whether  the  customer 
has  agreed  to  make  payments  on  a  weekly  or 
monthly  basis.  A  card  similarly  ruled  is  made 
out  at  the  time  of  the  sale  and  this  is  used  when 
making  collections.  If  a  customer  for  some  rea- 
son or  another  falls  behind,  Farling  knows  it 
without  going  through  his  books.  These  cards 
are  filed  in  a  box  according  to  the  date  when 
payment  is  due.  If  no  payment  is  made  the 
card  remains  in  the  cubbyhole  of  the  box  and 
next  day  Farling  is  advised  of  the  delinquency 
and  proceeds  to  collect  or  find  out  why  the 
customer  was  unable  to  pay. 

On  the  back  of  this  card  is  jotted  down  in- 
formation that  might  be  found  useful  in  col- 
lecting. This  data  consists  mainly  of  the  oc- 
cupation of  the  head  of  the  house,  when  paid, 
and  other  pertinent  facts  that  are  considered  of 
importance  by  the  credit  department  of  the 
store. 

Why  Canvassing  Pays 

Canvassing  pays  in  spite  of  the  increased 
cost  of  selling,  according  to  Farling,  because  if 
the  proper  methods  are  employed  sales  volume 
is  increased  sufficiently  to  overcome  the  cost  of 
the  campaign.   Second,  the  dealer  is  thus  able  to 


move  merchandise  in  which  he  has  an  invest- 
ment tied  up  and  that  might  remain  on  the  floor 
of  his  store  for  a  long  period  of  time.  Third, 
during  slack  times  canvassing  keeps  salesmen 
busy  when  ordinarily  they  would  not  be  mak- 
ing sales.  Obviously  the  percentage  of  overhead 
expense  increases  as  business  decreases,  there- 
fore, if  a  dealer  stages  a  canvassing  drive  dur- 
ing a  season  when  things  are  slow  the  cost 
of  the  outside  selling  is  minimized  by  increased 
revenue. 

Star  of  "Honeymoon  Lane" 
Is  New  Columbia  Artist 

Kate  Smith,  Newcomer  to  Broadway  Ranks, 
Has  Proved  One  of  the  "Finds"  of  the  Year 
— Is  Now  Exclusive  Columbia  Star 


Kate  Smith,  one  of  the  latest  additions  to 
the  Columbia  Phonograph  Co.'s  list  of  exclusive 
artists,  is  one  of  the  brightest  of  the  stars  in 
"Honeymoon  Lane." 

Miss  Smith  was  "found"  by  Eddie  Dowling, 
entertaining  at  private  affairs  in  Washington, 


Kate  Smith 


D.  C.  He  was  so  attracted  by  her  performance 
that  she  was  immediately  signed  for  "Honey- 
moon Lane,"  the  play  now  running  to  capacity 
houses  in  New  York.  Every  performance  finds 
this  young  star  out  in  front,  "stopping  the 
show"  with  her  clever  singing  and  dancing. 

F.  B.  Connelly  Co.  Wins 

Success  With  Carryolas 

In  Less  Than  Two  Months  Montana  Carryola 
Distributor  Has  Opened  More  Than  One 
Hundred  Accounts  and  Secured  Big  Volume 


Billings,  Mont.,  January  4. — Just  sixty  days 
ago  the  F.  B.  Connelly  Co.,  of  this  city  and 
Great  Falls,  Mont.,  was  appointed  a  Carryola 
jobber  for  this  section. 

In  that  short  period  this  firm  has  developed 
a  portable  business  that  is  indeed  remarkable 
Starting  from  scratch,  it  has  interested  more 
than  one  hundred  live  retail  accounts. 

Don  Leopold,  sales-promotion  manager  of 
the  Carryola  Co.,  with  whom  the  F.  B.  Connelly 
Co.  originally  contracted,  is  extravagant  in  his 
praise  for  this  distributor.  He  states  that  the 
Connelly  Co.  is  one  of  the  most  aggressive 
and  dynamic  concerns  that  he  has  known  in  his 
seven  years  of  contact  in  this  industry.  K.  A. 
Connelly  is  the  guiding  genius  of  the  operation 
and  he  is  a  merchandiser  of  the  most  practical 
type.  His  company  has  been  established  for 
many  years,  first  in  the  automotive  business 
and  then  in  the  capacity  of  radio  wholesalers. 
The  success  of  the  Connelly  Co.  may  well  be 
attributed  to  its  constructive  policy  of  dealer 
development. 
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Reproduction  of  this  ad  will  appear  in  over  50  Metropolitan  Newspapers 


$ 1 000:9°  Cash 

for  a  Name 

You  are  Eligible  for  this  Generous  Prize. 
SIMPLY  SEND  A  SUGGESTION  FOR  A  NEW  NAME  AND 
SLOGAN  FOR  THE  MAJESTIC  "B"  CURRENT  SUPPLY. 


Contestants  are  to  suggest  an  im- 
provement for  the  words: 

"B— Current  Supply" 

retaining  the  name  "Majestic,"  to- 
gether with  a  slogan  and  a  short 
letter  telling  why  the  name  and 
slogan  offered  are  regarded  as 
appropriate. 

Characteristics  of  Majestic  "B"  Current 
Supply  (helpful  in  originating  a  name): 

Present  Slogan  ....  "Delivers  pure 
direct  current  from  your  light  socket." 

Better  Radio  Reception  ...  No  num. 
Superior  to  any  source  of  radio  power. 

Dependability  . . .  Maximum  and  un- 
varying power  always  available. 

Flexibility  Voltage  adjustable 

to  meet  varying  conditions  on  any 
radio  set. 

Durability  ....  No  acids  or  liquids. 

Economy  ....  Low  cost  and  best  form 
r  -,of  "B"  power. 


f  Contestants  will  find  radio  dealers  ready 
•J  and  willing  to  aid  in  originating  a  name  and  fc» 
«3|  slogan  by  showing  the  MAJESTIC  "B"  Cur-  L 

I  rent  Supply  and  giving  a  demonstration \ 

In  case  of  a  tie,  each  of  the  tieing  contestants  will  receive  $1000 — the  full  amount 
of  the  prize.  Contest  closes  at  midnight  January  29, 192 7.  Award  of  judges  will  he 
published  in  this  paper  aboutFebrudry  15.  Address  all  letters  to  Contest  Manager 


GRIGSBY- 
GRUNOW- 
HINDS- CO. 

4584  ARMITAGE  AVE. 
CHICAGO,  ILL. 


CONTEST  MANAGER,  care  of  (Use  this  form  or  one  similar) 

Grigsby-Grunow-Hinds  Co.,  4584  Armitage  Ave.,  Chicago,  111. 


^  I  submit  for  name  MAJESTIC 
■   For  slogan  


My  name. 


Address. 


(If  desired,  attach  explanatory  letter) 
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Distributors 
of 


STMt  ihstkumCht  or  OU»llT» 
onor 
CLtAR   AS  A  *CLL 


New  Reproducing  Sonora 
Phonographs  .  .  .  Model  C 
Radio  Receiving  Set  .  .  . 
Highboys  . . .  and  Speakers 


The  Artophone  Corporation, 

1622  Pine  Street, 
St.  Louis,  Mo. 

Baltimore  Phono.  Dist.  Co., 

422  N.  Howard  Street. 
Baltimore,  Md. 

Barker  Wholesale  Company, 
Barker  Building, 
Los  Angeles,  Calif. 

J.  H.  Burke  Company, 

221  Columbus  Avenue, 
Boston,  Mass. 

Doerr,  Andrews  &  Doerr, 
Minneapolis,  Minn. 

Gibson-Snow  Co.,  Inc., 
Syracuse,  N.  Y. 

Greater  City  Phono.  Co.,  Inc., 
76  Fifth  Avenue, 
New  York,  N.  Y. 

Hassler  Texas  Co., 

2216  Commerce  Street, 
Dallas,  Texas. 

Kohler  Distributing  Co., 
63  Minna  Street, 
San  Francisco,  Cal. 

McPhllben-Keator,  Inc., 

68  Thirty-fourth  Street, 
Brooklyn,  N.  Y. 

Moore-Bird  St  Company, 
1720  Wazee  Street, 
Denver,  Colo. 

Pennsylvania  Phono.  Dlst.  Co., 
1015  Chestnut  Street, 
Philadelphia,  Pa. 
917  Wabash  Building, 
Pittsburgh,  Pa. 
1747  Chester  Avenue, 
Cleveland,  Ohio. 

James  K.  Polk,  Inc., 

181  Whitehall  Street, 
Atlanta,  Ga. 
811  W.  Broad  Street, 
Richmond,  Va. 

Reliance  Battery  Products  Co., 
2211  So.  Eighth  Street, 
Council  Bluffs,  Iowa. 

C.  A.  Blchardt,  Inc., 

100  E.  45th  Street,  New  York,  N.  Y. 
Canadian  &  Export  Distributors. 

C.  D.  Smith  Dra(  Co., 
St.  Joseph,  Mo. 

Sterling  Roll  and  Record  Co., 

187  W.  Fourth  Street,  Cincinnati,  O. 

Strevell-Paterson  Hardware  Co., 
Salt  Lake  City,  Utah. 

The  Tay  Bales  Company, 

231  N.  Wells  Street, 
Chicago,  111. 

Yahr-L>n|e,  Inc., 

Milwaukee,  Wis. 

442  E.  Lafayette  Avenue, 

Detroit,  Mich. 


Announce  the  Electrobeam       Blackman  Distributing  Co., 
Gennett  Recording  Process  Inc.,  New  Name  of  Firm 


Starr  Piano  Co.,  Richmond,  Ind.,  Makes  Public 
Process  of  Recording  That  Is  Based  on  En- 
tirely New  Principle  of  Recording 


The  Starr  Piano  Co.,  Richmond,  Ind.,  has 
just  announced  to  the  trade  a  new  process  of 
recording  which  will  be  designated  as  the 
Electrobeam  Gennett.  This  new  process  em- 
bodies several  distinctive  characteristics  in 
connection  with  electrical  development,  and 
was  perfected  by  a  staff  of  experienced  elec- 
trical experts  working  in  conjunction  with  the 
engineers  of  the  General  Electric  Co.'s  labora- 
tories. It  is  stated  that  the  Electrobeam 
Gennett  is  based  on  a  new  recording  principle. 

Charles  Beisel,  controller  of  sales  for  the 
record  division  of  the  Starr  Piano  Co.,  during 
a  recent  visit  to  New  York  commented  as 
follows  upon  the  new  recordings:  "We  feel 
that  in  our  Electrobeam  Gennett  we  are  pro- 
ducing a  record  whose  approach  to  perfection 
is  an  outstanding  achievement  of  this  industry. 
The  most  striking  characteristics  of  this  new 
principle  of  recording  are  the  exceptional  vol- 
ume secured  without  a  trace  of  blast  or  harsh- 
ness and  the  rich  quality  of  tone,  combined 
with  a  bell-like  resonance.  The  secret  of  this 
lies  in  a  process  of  tonal  modulation,  which 
our  engineers  have  perfected  after  more  than 
a  year's  research.  We  are  also  using  the  finest 
quality  of  stock  that  can  be  secured. 

"In  conjunction  with  our  new  Electrobeam 
Gennett  recordings,  we  have  inaugurated  a  new 
sales  plan,  which  will  be  announced  in  detail 
shortly  by  Fred  D.  Wiggins,  directing  head  of 
the  record  division.  This  plan  will  enable  dis- 
tributors to  do  away  with  the  bugaboo  of  dead 
stock  and  at  the  same  time  realize  a  wider 
margin  of  profit  through  certain  arrangements 
which  we  will  set  forth  in  detail  in  the  near 
future.  We  have  always  contended  that,  in 
line  with  the  tremendous  development  of  sound 
production,  there  should  be  a  method  of  sales 
distribution  which  would  enable  the  distributor 
to  have  a  large  enough  margin  of  profit  for 
the  exploitation  of  his  industry  along  lucrative 
and  permanently  profitable  lines." 


Powel  Crosley,  Jr.,  Heads 
the  De  Forest  Radio  Go. 

(Continued  from  page  3) 

De  Forest  Radio  Co.,"  said  Mr.  Crosley  while 
in  New  York.  "I  have  always  believed  that 
the  name  De  Forest  and  certain  other  rights 
of  the  company  could  be  made  of  great  value. 

"After  giving  considerable  study  to  the  mat- 
ter, and  at  the  request  of  a  large  number  of 
stockholders,  I  have  entered  into  an  agreement 
for  the  operation  and  management  of  the  com- 
pany, with  the  intent  to  develop  its  business 
and  to  enable  it  to  occupy  the  position  in  the 
radio  field  to  which  its  name  and  other  rights 
entitle  it." 

The  De  Forest  Company  will  still  maintain 
its  name,  according  to  Mr.  Crosley,  and  not 
change  or  submerge  its  identity  in  any  way. 

As  compensation  for  his  work  and  for  the 
money  advanced,  Mr.  Crosley  will  receive  3 
per  cent  of  commission  on  the  first  $3,000,000 
of  annual  net  sales  and  V/2  per  cent  on  the 
net  annual  sales  over  that  amount.  The  39,000 
shares  of  treasury  stock  which  Mr.  Crosley 
received  will  be  placed  in  escrow  in  a  Cincin- 
nati hank  until  the  stock  earns  $1.50  per  share, 
when  they  will  become  his  property. 

The  De  Forest  Radio  Co.  is  one  of  the 
pioneers  of  the  radio  industry  and  the  name 
De  Forest  is  known  wherever  wireless  has  pene- 
trated. Mr.  Crosley  purchased  the  Canadian 
De  Forest  company  and  also,  during  the  past 
year,  purchased  the  American  Radio  &  Research 
Co.,  of  Medford  Hills,  Mass.,  better  known  as 
the  Amrad  plant  and  broadcasting  station. 
Future  plans  for  the  De  Forest  Radio  Co.  have 
not  yet  been  announced  by  Mr.  Crosley. 


Famous  New  York  Wholesaler  Changed  Name 
From  Blackman  Talking  Machine  Co.  on 
January  1 — Factor  in  Trade  Development 


In  keeping  with  the  diversification  of  its  pres- 
ent line  of  distribution,  the  Blackman  Talking 
Machine  Co.,  Inc.,  New  York,  one  of  the  fore- 
most wholesalers  in  the  country,  changed  its 
name,  on  January  1,  1927,  to  the  Blackman  Dis- 
tributing Co.,  Inc.  J.  Newcomb  Blackman, 
president  of  the  company  and  for  many  years 
a  foremost  factor  in  all  constructive  develop- 


J.  Newcomb  Blackman 

ments  pertaining  to  the  music  industry,  an- 
nounced the  change  in  name,  advising  the  trade 
at  the  same  time  that  the  new  corporate  title  in- 
volved no  change  in  ownership  or  management. 
The  company's  sales  policy  will  continue  un- 
altered except  as  its  increased  business  will 
make  for  improved  service. 

The  Blackman  Distributing  Co.,  Inc.,  is  one 
of  the  pioneer  Victor  distributors  of  the  coun- 
try and  has  attained  phenomenal  success  in  the 
distribution  of  Victor  merchandise.  About  two 
years  ago  the  company  became  a  distributor  of 
radio  products  and  during  this  brief  period 
has  won  recognition  as  one  of  the  outstanding 
successes  in  the  wholesale  radio  industry.  The 
radio  lines  distributed  by  the  Blackman  Dis- 
tributing Co.,  Inc.,  include  several  well-known 
and  popular  radio  receivers;  a  complete  line  of 
radio  accessories  and  RCA  Radiotrons.  Among 
the  other  products  distributed  by  the  company 
are  Eveready  flashlights  and  Pathex  cameras 
and  projectors. 

J.  Newcomb  Blackman,  president  and 
treasurer  of  the  company,  has  not  only  been  ac- 
tive for  over  twenty  years  in  the  music  indus- 
try, but  has  been  a  leader  in  many  civic  and  in- 
dustrial organizations.  Claude  L.  Johnston, 
vice-president  and  general  manager  of  the  com- 
pany, has  won  the  esteem  and  friendship  of 
Blackman  dealers  everywhere  through  his  ex- 
ceptional merchandising  knowledge  and  his  un- 
tiring efforts  to  co-operate  with  the  dealers  in 
their  sales  activities. 


"The  Radiotrons"  on  the  Air 


A  new  radio  broadcast  feature,  "The  Radio- 
trons," was  recently  introduced  to  the  audience 
of  the  air  from  Station  WJZ,  New  York,  and 
three  stations  of  the  National  Broadcasting 
Co.'s  "Blue"  network,  WBZ,  KDKA  and  KYW. 
This  will  be  a  regular  weekly  broadcast  on 
Thursday  evenings  from  the  stations  mentioned. 
The  Radiotrons  comprise  a  group  of  popular 
air  entertainers,  including  the  well-known  Shan- 
non Quartet.  A  wide  range  of  vocal  and 
instrumental  solo  and  ensemble  entertainment 
is  included  in  RCA's  plans  for  this  new  broad- 
cast feature. 
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'This  Advertisement  Appears  in  THE 


cywo  things  every 


°Which  is  the  best  of  the  new  and  entirely  different 
reproducing  instruments  that  have  succeeded 
the  phonograph?  Which  is  best  in  tone,  in 
range,  in  volume,  in  beauty  of  design,  in  per- 
fection of  finish?  Find  out!  Hear  them! 
Compare!  Make  sure! 


Viva-tonal  Columbia 
Model  810      .  $300 

(  Decorated  Brown  Mahogany. ) 

Model  800  .  .  .  $275 

(Two-Tone  Walnut.) 


Columbia 

The  true  successor  to  the 
Phonograph  is  the  new 
Viva-tonal  Columbia 


No  other  reproduced  music  has  been  or 
can  be  just  like  that  which  may  be  yours 
through  the  possession  of  a  Viva-tonal 
Columbia.  Examine  it  as  a  piece  oi  fine 
cabinet  workmanship  in  mahogany  or 
walnut.  Then  hear  it!  Hear  it  as  a  marvel 
of  modern  invention,  ready  as  if  by  magic 
to  summon  at  your  bidding,  in  full- 
throated  tone,  in  undistorted  naturalness 
from  the  highest  soprano  down  to  the 
deepest  bass,  in  hitherto  unimagined  color, 
brilliance  and  clarity,  all  the  beauty  of  all 
the  music  of  all  the  world — 


Like  life 
itself 


Vivo -tonal  Columbia  Mojrl  fSt-StSS. 
Hrown  Walnut.) 


(RIcJ, 


%'tva-tenal  Columbia  Mojrt  oil—  Sll.i.  (Dtc- 
oraltd  Walnut  )  Modrl  bOl-SW.  (Two-Tont 
Hnwn  Maktlan,.) 


ALL   THE    BEAUTY    OF   ALL  THE 


^^^KiUiUH^yniattn^^wru^^^mjyork,  January  in, 
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body  wants  to  know/ 


are  the  best  records,  recorded  the  new  way — 
electrically  ?—  best  in  richness  and  natural- 
ness of  vocal  and  instrumental  tone  repro- 
duction, best  in  smooth,  scratchless  surface, 
best  in  volume,  clarity,  brilliance?  Find  out! 
Hear  them  !  Compare  ! 


Columbia 

The  one  greatest  advance  in  the  recording  art  in  twenty  years  has  been  achieved  in 

Electrical  Process 

Columbia  New  Process  Records  {Viva- tonal  Recording) 

The  epoch-making  electrical  process  of  recording  used  in  Columbia  New  Process  Records  is  offered 
to  the  public  by  the  Columbia  Phonograph  Company  through  arrangement  with  the 

Western  Electric  Company 


Would  you  like  to  add  regularly  to 
your  permanent  record  library,  to  be 
played  as  often  as  you  like,  the  im- 
mortal works  of  such  great  composers 
as  Beethoven,  Schubert,  Cesar  Franck, 
Tschaikowsky,  Berlioz  and  others  ? 
Columbia  offers  complete  album  Mas- 
terworks  sets  by  the  London  Sym- 
phony Orchestra,  the  New  Queen's 
Hall  Orchestra  and  others.  Also  vocal 
and  instrumental  records  by  such  Celeb- 
rity soloists  as  Hackett,  Kurenko,  Alsen, 
Stracciari,  Lindi,  Mardones,  Graveure, 
Grainger,  Friedman,  Seidel,  Salmond, 
and  many  others. 


Columbia  New  Process  Records  bring 
you  the  earliest  releases  of  dance  and 
vocal  hits,  many  recorded  exclusively 
for  Columbia  by  such  orchestras  as 
those  of  Ted  Lewis,  Paul  Ash,  Leo 
Reisman,  Harry  Reser,  Fred  Rich, 
Paul  Specht,  Art  Kahn,  Clicquot  Club 
Eskimos,  Ipana  Troubadours  and  many 
others.  Also  instrumentals  and  vocals 
by  such  artists  as  the  Whispering 
Pianist  (Art  Gillham),  The  Singing 
Sophomores,  Kitty  O'Connor  (The 
Girl  Baritone),  Ford  &  Glenn,  Rudy 
Wiedoeft  (Saxophonist),  Ruth  Etting, 
and  others. 


Ask  your  dealer  or  send  direct  for  complete  monthly  catalog-list  of  recent  Columbia  records 

Columbia  Phonograph  Company,  1819  Broadway,  New  York 

Canada:  Columbia  Phonograph  Company,  Ltd.,  Toronto 
,111.1— ■„„■„, 


Viva- tonal  TJ;Z~:~:?ZZ  Recording 

Columbia 


Electrical 
Frvcbss 


Fox  Trot 


TIGER  RAG 


(La  Rocca) 
TED  LEWIS  AND  HIS  BAND 


Viva-tonal  Columbia  Model  ill)- 1175.  (Deco 
rated  Brown  Mahogany.)  Model  700  —  $160 
<Two-Tont  Walnut.) 


3& 


770-D 


W    (142444)  *vWZ 


MUSIC    OF  ALL   THE  WORLD 


Columbia 


The  Talking  Machine  World,  New  York,  January  15.  1927 


COLUMBIA 

(T T  is  evident,  from  all  indications, 
f  I    that  1927  will  be  the  banner 
year  for  the  phonograph  and 
record  trade — still  better,  even,  than 
1926. 

This  upward  swing  towards  re- 
newed trade  activity  finds  Columbia 
fully  ready. 

The  dealer  who  makes  the  Viva- 
tonal  Columbia  and  Columbia  New 
Process  Records  his  outstanding 
features,  offers  his  customers  musical 
merchandise  whose  quality  is  imme- 
diately recognized.  For  many  it  will 
be  a  great  Columbia  year.  Will  you 
share  it,  too? 

COLUMBIA  PHONOGRAPH  COMPANY 
1819  Broadway  New  York 


"be  |i.SP«tOff:MR.M.|nJ  fi,jinJ, 
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Grosley  Foreign  Sales 

Show  Material  Increase 


Sales  Made  Through  Export  Department  Have 
Increased  Five  Times  Within  One  Year — 
Japan  and  Australia  Are  the  Biggest  Buyers 


Cincinnati,  .0.,  January  6. — An  indication  of 
the  increasing  interest  in  radio  in  foreign  couh-. 
tries  is  given  by  statistics  compiled  by  ,C.  J.  I 
Hopkins,  export  manager  of  the  Crosley  Radio 
Corp.  Within  one  year  sales  of  radio  sets 
through  the  export  department  have  increased 
five  times.  :  While  this  may  be  accounted  for  to 
some  extent  by  intensive  sales  effort,  Mr.  Hop- 
kins believes  it  to  be  conclusive  evidence  ol 
the  spread  of  radio  enthusiasm  in  far-away 
lands. 

He  lists  forty-seven  countries  as  active  mar- 
kets for  radio  products  manufactured  in  the 
United  States.  Of  these,  he  finds  Japan  and 
Australia  to  be  the  biggest  buyers.  Sales  to 
several  countries,  such  as  England,  were  cur- 
tailed by  patent  conditions  or  local  legal 
restrictions  imposed  on  the  use  of  radio  equip- 
ment. In  general,  however,  the  best  radio 
markets  were  found  to  correspond  closely  to 
the  best  markets  for-  musical  instruments  and 
automobiles. 

Even  the  far  corners  of  the  earth  have  their 
radio  fans.  A  number  of  sets  were  shipped  to 
such  far-away  places  as  Greenland  and  South 
Africa.  Other  out-of-the-way  places  which 
purchased  their  share  of  radio  equipment  were 
Burmah,  Alaska,  Hawaii,  Philippine  Islands, 
Cape  Verde  Islands  and  Salvador. 


F.  A.  D.  Andrea  Employes 
Share  in  Holiday  Bonus 

Fifteen  Hundred  Employes  Share  in  Prosperity 
of  Neutrodyne  Radio  Manufacturer 


Fifteen  hundred  employes  of  F.  A.  D.  Andrea, 
Inc.,  and  allied  companies  shared  in  the  pros- 
perity of  Fada  radio  at  Christmas.  Frank  A. 
D.  Andrea,  president  of  the  Fada  organization, 
distributed  a  special  bonus  to  all  employes 
based  on  production  figures,  which  were  ad- 
mitted to  be  the  highest  in  the  history  of  Fada 
radio.  Fada  representatives  in  many  foreign 
countries  participated  in  this  holiday  bonus  for 
the  third  successive  year. 

"Nothing  has  given  me  more  pleasure  than 
the  sharing  of  our  earnings  with  those  who 
have  worked  with  me,"  said  Mr.  Andrea.  "In 
radio  the  real  successes  are  those  companies 
that  did  not  try  to  swallow  the  earth  in  a 
single  gulp..  We  are  proud  of  having  started 
out  in  a  small  way  and  of  having  grown  upon 
the  solid  foundation  of  quality  apparatus,  sound 
production  and  merchandising  methods,  and 
discounted  bills." 


Pacific  Radio  Trade  Ass'n 
Holds  Enthusiastic  Meeting 

San  Francisco,  Cal.,  January  4. — "Loose  credit, 
that  is,  small  down  payments  and  long-term 
credit  in  any  form  of  merchandising,  results  in 
loss  to  the  dealer  and  the  finance  company," 
said  H.  E.  Clark,  vice-president  of  the  Mer- 
cantile Trust  Co.,  of  San  Francisco,  in  an  adL 
dress  on  the  subject  of  "Installment  Selling," 
given  before  the  last  meeting  of  the  Pacific 
Radio  Trade  Association.   

The  meeting,  one  of  the. -best  attended  and 
most   enthusiastic  meetings   yet   held  by 
association,    was    attended    by    radio  dealers,,: 
agents  and  jobbers  of  San  Franci,sco,  northern  , 
and  central  California.     .  /      ..  „.,,.,• 

Continuing,  Mr.  Clark,,  who  is  a  reccjgnized 
authority  on  credits,  said,  "Credit  extension -is,., 
not  insurance  even  though  many  business  menj 
seem  to  think  so.    Experience  has  ta,ught  us., 
that  credit  to  individuals,  unlike  insurance,  can-:, 
not  be  based  on  the  law  of  averages."    In  clos- 


ing, .he  pointed  out  the  danger  of  contracts  in 
which  the  period  of  time  is  too  long,  and  the 
down  payment  too  small,  and  urged  the  dealer 
to  take  ample  precautions  as  to  his  customer's 
financial  standing  before  extending  credit. 

Ernest  Ingold,  president,  outlined  some  of 
the  plans  which  the  Association  has  under  way. 
Foremost  among  these  is  the  campaign  to  elimi- 
nate interference. 


Garryola  Executives  Make 

Important  Trade  Trip 

Don  T.  Allen  and  H.  D.  Leopold,  Officials  of 
the  Carryola  Co.  of  America,  Hold  Confer- 
ences With  Eastern  Representatives 


Harry  Reser  and  Eskimos 
Renew  Columbia  Contract 


Harry  Reser  and  His  Cliquot  Club  Eskimos 
have  renewed  their  contract  with  the  Columbia 
Phonograph  Co.  and  will  continue  to  make  rec- 
ords exclusively  for  that  company.  This  dance 
orchestra,  which  broadcasts  over  the  WEAF 
chain  and  also  plays  at  the  Knickerbocker  Grill, 
has  become  one  of  the  most  popular  organiza- 
tions in  the  country.  Reser's  records  have  been 
well  up  among  the  best  sellers  for  some  time, 
according  to  reports. 


Milwaukee,  Wis.,  January  3. — Don  T.  Allen, 
vice-president  of  the  Carryola  Co.  of  America, 
and  H.  D.  Leopold,  advertising  and  sales- 
promotion  manager  of  the  company,  have  just 
returned  to  Milwaukee  after  a  very  strenuous 
and  important  business  trip  to  the  East. 

During  the  time  they  spent  in  New  York  and 
Philadelphia  conferences  were  held  with  all 
other  Eastern  representatives  and  supply 
sources  in  this  part  of  the  country.  A  number 
of  excellent  1927  arrangements  were  developed, 
it  is  said,  which  will  be  announced  later. 

One  interesting  sidelight  announced  is  the 
fact  that  Carryola  plans  for  the  East  have 
been  broadened  in  such  a  way  that  a  volume 
of  business  in  this  section,  at  least  60  per  cent 
in  excess  of  the  1926  figure,  is  expected. 


PRIESS  STRAIGHT  NINE 

L.ist  Price  without  accessories  jj)195»00 

Write  for  name  of 
our  distributor  in  your 


territory 


[ 


We  have  a  most  unusual 
opportunity  for  the  right  man 


SOME  very  desirable  territory  is  still  open.  We  give 
exclusive  representation  and  a  dealer  franchise. 

Our  line  includes  a  sufficiently  wide  price  range  to  meet 
ail  requirements  of  a  high-class  dealer. 

Priess  Straight  Nine,  giving  great  sensitivity  and  distance  on 

.Loop  alone.     List  Price,  in  handsome  figure  mahogany  195 


cabinet,  without  accessories 

Priess  Straight  Eight,  especially  adapted  for  rural  localities  .  . 
(the"sensation  of  last  season)  will  continue  to  be  made  to  $ 
comply  with  dealer,  demand.    List  Price,  with  accessories 
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Full  information  on  request. 
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Money-Making  Suggestions 
for  Ambitious  Merchants 

Tie-up  With  Better-Class  Radio  Concerts  to  Sell  Sets  and  Records — Co-operate  With  Schools  to 
Sell  Instruments — Has  the  Customer  A-C  or  D  C  Current? — Other  Suggestions 


With  a  new  series  of  Victor  radio  concerts 
in  progress,  the  first  one  having  been  heard 
by  many  thousands  on  January  1,  Victor  dealers 
throughout  the  country  should  avail  themselves 
of  the  opportunity  of  making  a  dual  tie-up  and 
utilizing  these  concerts  to  stimulate  both  the 
radio  and  record  departments.  In  order  to 
effect  a  tie-up  with  the  first  of  the  concerts 
Landay  Hall,  New  York,  had  an  attractive  sign 
in  the  window,  stating  that  a  radio  purchased 
within  a  certain  period  would  be  delivered  and 
installed  in  time  for  the  purchaser  to  listen 
to  the  Victor  concert,  at  which  the  following 
artists  would  sing.  Then  followed  a  list  of  the 
artists  who  would  participate.  On  the  floor 
of  the  window  grouped  about  the  sign  were 
framed  photographs  of  John  McCormack,  tenor; 
Rosa  Ponselle,  soprano;  Alfred  Cortot,  pianist, 
and  Mischa  Elman,  violinist,  the  featured 
artists  of  the  first  of  the  new  series  of  Victor 
concerts.  Dealers  might  give  a  thought  to  this 
and  all  other  concerts  of  merit  and  use  them 
as  arguments  for  the  purchase  of  a  radio  re- 
ceiver, for  after  all  it  is  the  entertainment  that 
is  received  rather  than  the  set  which  governs 
the  purchase,  and  with  the  quality  of  radio  pro- 
grams on  the  upgrade,  more  emphasis  can  be 
placed  on  them  by  dealers,  to  their  ultimate 
profit. 

S    S    5*    $    $    ^  $ 

The  public  schools  as  prospective  customers 
for  the  new  talking  machines  and  records 
should  prove  profitable  to  the  dealer  who  is 
willing  to  co-operate  with  the  school  author- 
ities. It  often  happens  that  the  principal  of  a 
school  is  more  than  willing  to  purchase  an 
instrument  and  a  large  stock  of  records  for 
the  education  and  entertainment  of  pupils,  but 
the  necessary  funds  are  lacking  and  the  budget 
prepared  by  the  civic  authorities  provides  for 
no  such  outlay  of  money.  There  are  a  number 
of  methods  by  which  the  money  can  be  raised 
and  the  enterprising  dealer  will  find  that  the 
necessary  co-operation  will  in  most  cases  be 
forthcoming  from  those  interested.  A  Brook- 
lyn, N.  Y.,  talking  machine  dealer  has  for 
years  past  been  working  in  close  harmony  with 
the  principals  and  music  supervisors  of  several 
schools  in  his  vicinity  and  has  profited  greatly 
thereby  through  the  sale  of  several  Ortho- 
phonic  Victrolas,  a  number  of  portables  and  a 
large  number  of  records.    This  dealer  has  raised 


the  money  through  which  the  schools  made 
their  purchases  by  working  with  Mothers' 
Clubs,  which  are  organized  in  some  schools 
and  conduct  social  events  such  as  card  parties 
and  cake  sales  at  intervals,  to  which  a  small 
admission  is  charged,  the  money  going  toward 
the  purchase  of  the  instrument.  In  other  cases, 
where  no  such  organization  exists,  an  enter- 
tainment is  prepared  with  the  assistance  of  the 
principal  and  an  hour  or  so  of  the  school  time 
is  given  over  to  the  event.  The  children  pay 
an  admission  fee  of  about  twenty-five  cents, 
and  as  a  great  part  of  the  entertainment  con- 
sists of  selections  played  by  the  Orthophonic, 
together  with  songs  and  recitations  by  talented 
pupils  and  volunteer  entertainers,  the  entire 
proceeds  go  to  the  purchase  of  the  instrument. 
Another  feature  of  this  type  of  sale  is  that 
repeat  sales  of  records  are  steady  and  large, 
and  good  will  toward  the  dealer's  establish- 
ment is  built  with  the  teachers  and  pupils  of 
the  schools. 

$$$$$$$ 

With  the  general  tendency  of  radio  buyers 
and  radio  owners  toward  the  electrification  of 
receivers  it  would  be  well  for  dealers  who  are 
located  in  a  city  or  section  where  residences 
are  equipped  with  both  alternating  and  direct 
current  to  ascertain,  insofar  as  it  is  possible, 
which  sections  have  houses  wired  with  alternat- 
ing current  and  which  with  direct.  In  some 
cases  homes  within  a  block  of  each  other  have 
different  currents.  Should  it  be  impossible  for 
the  dealer  to  learn  with  certainty  which  of 
the  currents  a  residence  is  supplied  with,  he 
should  at  least  have  the  telephone  and  ex- 
tension numbers  of  the  utility  companies 
where  the  information  can  be  secured,  and 
assist  the  customer  in  this  way  to  discover 
whether  to  purchase  a  battery-equipped  set  or 
one  which  will  operate  from  the  light  socket 
without  the  addition  of  costly  accessories. 

$$$$$$$ 

An  interesting  variation  of  the  usual  method 
of  employing  testimonials  as  aids  in  stimulating 
sales  was  recently  made  by  D.  I.  Drucker,  of 
the  sales  staff  of  the  Day-Fan  Electric  Co., 
of  Dayton,  O.  Briefly  summed  up,  it  is  this: 
Get  a  number  of  sheets  of  paper — about  three 
feet  high  and  a  couple  of  feet  wide,  and  hang 
them  on  the  wall  of  the  store  or  on  an  easel. 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 

b^V'iw  PHILADELPHIA,  PA.  fil^'phii.. 


When  a  satisfied  customer  comes  into  the 
store  and  speaks  words  of  praise  concerning 
the  set  he  purchased,  give  him  a  piece  of 
crayon  and  have  him  write  his  praise  on  the 
sheet  of  paper  and  sign  his  name.  You  can 
go  over  to  the  testimonial  sheets  and  say  to  a 
prospect:  "Look  these  over.  Here  are  some 
of  the  things  the  people  right  here  in  town 
have  to  say  concerning  the  set  you  intend 
purchasing."  The  sheets  can  also  be  used  as 
window  displays  and  it  is  safe  to  say  that 
passersby  will  flock  to  see  what  their  neighbors 
are  saying  regarding  their  radio  receivers. 

$$$$$$$ 

The  manager  of  the  record  department  in  a 
New  York  music  store,  which  carries  the 
Columbia  line  of  Viva-tonal  phonographs  and 
New  Process  records,  some  months  ago  visited 
the  record  managers  of  several  nearby  stores 
which  did  not  carry  the  Columbia  line  and 
arranged  with  them  to  refer  to  her  all  inquiries 
for  Columbia  recordings  should  the  inquirer 
be  insistent  upon  securing  the  Columbia  rendi- 
tion of  a  selection.  She  in  turn  promised  to 
refer  inquiries  at  her  department  for  makes  of 
records  which  she  did  not  handle  to  those  who 
performed  the  service  for  her.  By  checking 
up  this  enterprising  young  lady  found  that 
several  hundred  dollars'  worth  of  record  sales 
have  been  made  through  this  method. 

$       J       $       $       ^  $ 

Some  time  ago  at  a  meeting  of  talking  ma- 
chine dealers  a  distributor's  representative 
spoke  on  the  advisability  of  dealers  studying 
the  musical  tastes  of  their  record  customers 
and  sending  them  notice  of  the  releases  in 
which  they  would  most  probably  be  interested, 
rather  than  listings  of  all  types  of  recordings. 
That  this  thought  has  merit  is  proved  by  the 
experience  of  a  New  York  dealer,  who  has 
gone  a  step  further  than  that  advocated  by 
the  speaker  and  keeps  a  card  file  of  the  pur- 
chasers of  album  sets  of  records,  particularly 
the  Columbia  series  of  Masterworks  record- 
ings, and  upon  the  issuance  of  each  new  set 
sends  to  his  customers  a  personal  letter  telling 
of  the  new  records,  with  a  brief  description  of 
the  artists  who  make  the  records  and  the 
composition  which  is  recorded.  The  result  of 
this  service  is  a  repeat  business  of  nice  pro- 
portions, as  the  personal  touch  tends  to  keep 
the  customers  coming  to  the  same  store,  rather 
than  buying  the  desired  records  at  any  other 
establishment. 

$$$$$$$ 

One  of  the  most  effective  aids  to  a  display 
of  band  instruments  is  the  proper  use  of  spot- 
lights in  wall  cases  in  interior  store  displays. 
The  polished  metals  of  the  various  instruments 
are  in  themselves  eye-arresting,  but  the  full 
value  and  eye-appeal  of  the  various  instruments 
are  not  shown  at  their  best  when  the  showcase 
is  located  in  a  position  which  has  not  the  full 
advantage  of  natural  light,  and  in  cases  where 
artificial  lights  arc  employed  spotlights  will 
bring  forth  the  full  beauty  of  the  line  being 
shown.  Anything  the  dealer  can  do  to  attract 
attention  to  the  lines  he  handles,  of  course,  is 
certain  to  have  a  favorable  effect  on  sales  and 
the  intelligent  use  of  spotlights  on  instruments 
makes  them  stand  out  sharply  and  brings  them 
more  forcibly  to  the  attention  of  prospective 
customers. 
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The  New  Balkite  Charger 

MODEL  J.  Has  two  charging  rates.  A 
low  trickle  charge  rate  and  a  high  rate 
for  rapid  charging  and  heavy  duty  use. 
Can  thus  be  used  either  as  a  trickle  or 
as  a  high  rate  charger  and  combines 
their  advantages.  Noiseless.  Large 
water  capacity.  Visible  electrolyte  level. 
Rates:  with  6-volt  battery,  2.5  and. 5 
amperes;  with  4-volt  battery,  ,8and.2 
ampere.  Special  model  for  25-40  cycles 
with  1.5  amperes  high  rate.  Price 
$19.50.  West  of  Rockies$20.(ln  Can- 
ada  $27.50.) 


Balkite  Trickle  Charger 

MODEL  K.  For  those  who  require  a 
charger  of  limited  capacity  only.  Can 
be  left  on  continuous  or  trickle  charge, 
thus  automatically  keeping  the  battery 
at  full  power.  Converts  the  "A'*  battery 
into  a  light  socket  "A'*  power  supply. 
Charging  rate  about. 5  ampere.  Over 
300,000  in  use.  Price  $10.  West  of 
Rockies  $10.50.  (In  Canada,  $15.) 


Three  New  Balkite  "B"s 

Balkite  "B"  eliminates  "B"  batteries 
and  supplies 1  'B"  current  from  the  light 
socket.  Noiseless.  Permanent.  Em- 
ploys no  tubes  and  requires  no  replace- 
ments. Three  new  models.  The  new 
popular  priced  Balkite  "B"-W  at 
$27.50  for  sets  of  5  tubes  or  less  re- 
quiring 67  to  90  volts.  Balkite  "B"-X, 
for  sets  of  8  tubes  or  less;  capacity 
30  milliamperes  at  135  volts — $42. 
Balkite  "B"-Y,  for  any  radio  set;  capac- 
ity 40  milliamperes  at  150  volts— $69. 
(In  Canada'*B"-W  $39;"B"-X  $59.50; 
*'B"-Y  $96.) 


Balkite  Combination 

When  connected  to  the  "A"  battery 
this  new  Balkite  Combination  Radio 
Unit  supplies  automatic  power  to  both 
"A"  and  "B"  circuits.  Controlled  by 
the  filament  switch  on  your  set.  Entire- 
ly automatic  in  operation.  Can  be  put 
either  near  the  set  or  in  a  remote  loca- 
tion. Will  serve  any  set  now  using 
either  4  or  6-volt  *'A"  batteries  and  re- 
quiring not  more  than  30  milliamperes 
at  135  volts  of  "B"  current — practically 
all  sets  of  up  to  8  tubes.  Price  $59.50. 
(In  Canada  $83.) 

AH  Balkite  Radio  Power  Units 
operate,  from  110-120  volt  AC 
current  with  models  for  both 
60  and  50  cycles.  The  new 
Balkite  Charger  is  also  made 
in  a  special  model  /or  25-40 


cycles. 


Cp 


Now  push 
the  line  that  sells 
after  January  1st 

Balkite  sales  during  the 
1925-26  season  were  15%  greater 
after  than  before  January  1st 

You  know  from  your  own  experience  in  past  seasons  that  most 
radio  lines  do  not  sell  as  well  after  January  1st  as  before.  You 
also  know  that  to  maintain  the  greatest  possible  volume  of 
sales  during  the  coming  months  you  must  push  the  lines  that 
sell  after  January  1st. 

Balkite  is  one  of  those  lines.  You  have  the  proof  in  this 
fact:  The  sales  of  Balkite  Radio  Power  Units  during  the  1925- 
26  season  were  15%  greater  after  January  1st  than  they  were 
up  to  January  1st. 

Such  a  record  is  to  be  expected.  Every  sale  of  a  radio  set 
creates  a  new  Balkite  prospect.  In  many  cases  a  Balkite  sale  is 
made  at  the  same  time.  But  in  many  more  the  sale  follows  a 
month  or  two  later.  That  is  why  Balkite  sales  continue  to 
mount  after  the  peak  of  the  selling  season  for  sets  is  over. 
That  is  why  Balkite  is  one  of  the  lines  you  ought  to  push  now. 
Jobbers  and  dealers  who  concentrated  their  efiorts  last  year 
on  a  few  live  lines  secured  a  much  larger  volume  of  sales  than 
those  who  scattered  their  efiorts  on  many  items,  most  of 
which  were  practically  unsaleable  at  this  time  of  year. 

When  you  push  Balkite  you  profit  by  Balkite  broadcasting 
and  by  one  of  the  greatest  advertising  campaigns  in  radio. 
This  campaign  goes  right  on  after  January  1st.  It  is  behind 
you  when  it  can  do  you  the  most  good. 

This  is  the  greatest  of  all  seasons  for  light  socket  radio 
power  devices.  Make  the  maximum  profit  out  of  this  demand 
by  pushing  Balkite,  the  standard  line  in  the  field. 

FANSTEEL  PRODUCTS  COMPANY,  INC.,  North  Chicago,  III. 

Balkite 

Tiadio  Tower  Units 
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There  Is  a  Big  Market 

in  Portables  for  Kiddies'  Use 


By  V.  S.  Martin 


No,  I  never  sold  a  record  or  a  talking  ma- 
chine. But  may  I  not  have  a  bright  idea,  just 
the  same?  I  have  bought  a  great  many  records, 
you  know,  not  to  mention  a  large  Victrola  and 
a  small  model  for  the  twins.  And  it  is  about  the 
twins  and  the  instrument  I  bought  for  them  I 
want  to  tell  you. 

Just  now  there  is.  so  much  ado  in  the  educa- 
tional world  about  the  "neglected  age,"  the  pre- 
school age,  the  two-to-schooltime  age,  that  the 
spotlight  is  now  turned  as  never  before  on  ways 
to  educate  and  amuse  at  the  same  time  the  wee 
ones  who  'stay  at  home.  My  twins  are  barely 
three.  But  they  have  been  amused  and  edu- 
cated surprisingly  by  the  use,  unsupervised,  of 
their  $17.50  model,  a  keep-on-the-floor  talking 
machine. 

They  began  to  play  it  before  they  could  talk. 
To  date,  in  two  years,  they  have  never  broken 
a  large  record  (one  did,  during  his  toddling  age, 
lay  six  of  the  ten-cent  variety  under  the  living 
room  rug  and  Daddy  carefully  stepped  on  every 
one  before  it  occurred  to  him  to  lift  the  rug. 
But — they  would  put  everything  under  the 
rug.  Eggs,  anything.  I  did  have  to  watch 
that!) 

They  are  normal  children — not  prodigies. 
What  they  can  do  any  youngster  can  do.  And 
so,  why  not  have  an  educational  campaign  dur- 
ing that  between-season  lull  with  the  idea  of 
selling  the  parents  of  the  pre-school-age  chil- 
dren on  the  economy  of  the  small  talking  ma- 
chine for  children.  I  use  the  word  economy 
advisedly,  too,  for  we  thought  long  before  we 
invested  in  one! 

We  wanted  something  that  would  give  the 
boys  the  most  enjoyment  for  our  money  and  at 
the  same  time  teach  them  and  amuse  them.  At 
the  time  I  expected  to  have  to  play  it  for  them 
for  a  long  time.  Figured  I  could  sew  between 
records,  or  put  the  thing  on  my  kitchen  table 
while  I  washed  dishes  and  prepared  meals.  I 
did  operate  it.  But  it  was  not  long  before  they 
were  demanding  eagerly  to  run  it  for  them- 
selves. I  began  by  letting  them  put  toys  on  the 
disc,  but  I  removed  sound  box  first  out  of  the 
way  of  bumps.  They  put  pieces  of  paper  on  and 


watched  them  revolve.  I  gave  them  colored 
discs  of  paper  with  holes  in  (educational,  too, 
as  well  as  amusing).  They  piled  their  blocks 
on  the  table  and  started  it  revolving  and 
shrieked  delightedly  when  the  blocks  fell  off. 
They  put  tiny  autos  on  the  turntable  and  had 
races.    The  things  they  themselves  thought  of 


It  is  good  for  retailers  to  get 
the  viewpoint  of  consumers 
relative  to  the  products  they 
sell.  Many  times  the  con- 
sumer can  give  the  dealer  in- 
formation that  uncovers  a 
new  held  that  may  prove 
worth  exploiting.  The  ac- 
companying article  is  of  this 
character,  and,  in  addition  to 
pointing  the  way  to  increased 
sales  of  small  instruments  by 
indicating  a  new  market,  it 
gives  valuable  sales  tips.    .  . 


to  do  with  that  revolving  turntable  surprised 
even  me. 

But  they  wanted  to  "play  it."  I  tried  them 
out  on  ten  or  fifteen-cent  records.  To  date  they 
have  never  broken  the  regular  records  that  I 
have  had  in  the  home  for  ten  years  .  .  .  and 
very,  very  few  have  "nicks"  in.  (I  have  done 
that  now  and  then  myself,  haven't  you?  One 
can  forgive  a  child  for  doing  what  we  ourselves 
do  accidentally  at  times!)  Not  one  record  has 
become  annoying,  however,  for  any  damage 
that  way.  And,  of  course,  if  they  do  fool  with 
the  regulator  it  is  instantly  apparent  and  takes 
but  a  few  moments  to  adjust  again  to  the 
seventy-eight  revolutions  suggested. 

Let  me  tell  you  the  records  they  favor.  Do 
you  wonder  how  they  tell  them  apart?  For 
peace  and  freedom  to  do  my  work  (after  they 


For  Profits  and  Radio  Residts 

with 

WESTON 

Instruments 

TRY  THEM  YOURSELF 


Weston  Model  506  "Convertible" 
Pin-Jack  Voltmeter 

A  "PIN  JACK"  Voltmeter  as  shown  at  right 
but  with  the  additional  unique  feature — a 
High  Range  Stand — which  allows  you  to  re- 
move the  voltmeter  from  the  set,  plug  it  into 
the  High  Range  Stand  to  get  accurate  infor- 
mation on  battery  voltages  or  for  making  cir- 
cuit tests,  or  locating  grounds  and  faults. 


Weston  Model  506  "Pin-Jack" 
Voltmeter 

"D  LUGS  directly  into  filament  "Pin-jacks" 
now  provided  on  Radiola,  Victor.  Bruns- 
wick-Balke  and  Bosch  sets.  All  other  sets  can 
be  so  equipped  by  installing  pin-jacks  which 
accompany  each  instrument.  Gives  longer 
tube  life,  best  possible  reproduction  and  elim- 
inates 90'<  of  the  troubles  of  radio  reception. 


WESTON  ELECTRICAL  INSTRUMENT  CORPORATION 

Newark,  N.  J. 


190  Weston  Avenue 


WESTON 

Tioneers  since 1888 


learned  to  operate  it  unsupervised)  I  began  to 
paste  on  the  record  near  the  hole  little  pictures 
that  would  suggest  that  record  to  the  child. 
The  "Mother  Goose"  rhymes  were  easy.  I 
drew  a  key  for  "The  Key  of  C"  (which  they 
love!)  I  clipped  Toreador's  head  for  that  rec- 
ord. A  sailor  marks  "Nancy  Lee."  A  rose  marks 
"Roses  and  Memories."  A  sheep  marks  "Shep- 
herd Show  Me."  A  bluebird  marks  that  ex- 
quisite group  of  songs  by  classical  composers, 
which  they  have  memorized  by  constant  repeti- 
tion. A  madonna  marks  "Sing  Me  to  Sleep," 
because  they  think  it  a  lullaby.  A  darkie's  head 
marks  the  negro  spirituals  (and  how  the  wee 
lads  do  love  those  simple  spirituals.  They  know 
them  by  heart.)  I  might  go  on  indefinitely. 
But  the  idea  is  enough.  Each  mother  would  find 
ways  to  mark  the  records  in  her  collection. 

And  now  a  word  about  jazz.  I  have  a  few 
instrumental  records  only.  They  readily  dis- 
tinguish and  like  very  much  the  saxophone  and 
the  rhythm  of  jazz.  But — I  do  not  want  to  make 
this  year's  popular  words  permanent  in  the 
hearts  of  children  who  are  at  their  most  im- 
pressionable age.  So,  "Yes,  .  Sir,  She's  My 
Baby"  and  similar  ones  are  eliminated  from  our 
collection — not  because  we  object  to  them  in 
their  place  but  because  we  could  not  keep  them 
in  their  place  when  the  boys,  three  years  of 
age,  have  free  access  to  the  cabinet  of  records. 

It  is  a  daily  pleasure  to  me  to  hear  them  sing- 
ing the  best  in  musical  poetry  as  they  play,  and 
to  see  how  thoroughly  they  respond  to  the  best. 
There  is  time  enough  later  for  the  words  of  the 
frequently  reiterated  jazz  songs  to  be  beaten 
into  their  minds.  So  when  there  are  words  in 
a  record  they  are  always  words  I  am  glad  for 
them  to  remember  through  life. 

They  enjoy  the  Victrola.  And  I  enjoy  it  as  I 
never  enjoyed  it  in  the  days  when  I  wished  it 
could  be  heard  without  my  "winding"  it.  It  is 
played  hours  and  hours  daily  and  suggests  many 
games  and  plays  to  the  little  chaps  as  well  as 
lifting  my  own  thought  above  "dishes"  and 
vegetable-preparing  and  many  of  the  less-liked 
household  duties. 

Why  not  teach  some  children  in  your  circle 
the  way  to  use  a  machine  properly  and  then  let 
them  demonstrate  in  your  window  or  in  the 
store?  They  would  think  it  fun.  A  child  loves 
to  "help",  to  be  needed,  to  be  important.  And 
let's  try  to  put  more  small  talking  machines 
into  homes — not  for  the  sole  desire  of  selling 
but  partly  for  the  joy  of  broadening  the  lives 
of  the  little  ones. 


Launch  Ad  Campaign  on 

Eckharmonic  Radio  Line 


The  first  shot  in  a  campaign  conducted  by  the 
F.ckhardt  Corp.  of  Philadelphia,  Pa.,  in  the 
metropolitan  territory  was  fired  in  December 
through  the  appearance  of  practically  a  full- 
page  ad  in  the  New  York  Times  on  the  Eck- 
harmonic radio  set.  The  advertisement  was  of 
the  co-operative  type  and  in  addition  to  an  in- 
teresting presentation  of  the  merits  of  the  set 
over  the  signature  of  the .  Eckhardt  Corp.  of 
Philadelphia  and  its  local  representatives,  Stud- 
ner  Cummings  Co.,  Inc.,  New  York  City,  con- 
tained a  list  of  the  Eckharmonic  dealers  in  the 
metropolitan  territory,  as  well  as  a  number  of 
advertisements  of  local  dealers.  Metropolitan 
dealers  were  introduced  to  the  new  Eckhar- 
monic  radio  at  a  banquet  at  the  Hotel  Astor 
which  was  reported  a  month  or  so  ago.  Walter 
1..  Eckhardt,  president  of  the  company,  reports 
that  the  Eckharmonic  is  proving  very  popular 
in  the  metropolitan  territory. 
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A  New  Motor 
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Priced  Right 
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MODEL  DS 


The  single  spring  Silent  motor  has  long  been  used 
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Master. 
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J  B.  SPILLANE,  who  for  the  past  eleven  years  has 
%J  •  been  editor  of  The  Talking  Machine  World,  and 
prior  to  that  managing  editor,  has  been  elected  Chairman 
of  the  Board  of  Directors  of  Edward  Lyman  Bill,  Inc.,  and 
Chairman  of  the  Editorial  Board,  composed  of  all  the  edi- 
tors of  the  various  Edivard  Lyman  Bill.  Inc.,  publications. 

Mr.  Spillane  has  been  connected  with  the  Edward  Ly- 
man Bill  publications  for  the  past  thirty-three  years,  hav- 
ing originally  joined  the  organization  as  managing  editor 
of  The  Music  Trade  Review.  Upon  the  death  of  the 
founder  of  the  business,  Col.  Edivard  Lyman  Bill,  in  1916, 
he  became  editor  of  The  Music  Trade  Review  and  The 
Talking  Machine  World,  and  when  the  present  corporation 
was  formed  about  a  year  later  he  was  elected  director  and 
senior  vice-president. 

Mr.  Spillane  is  succeeded  as  editor  of  The  Talking  Ma- 
chine World  by  Raymond  Bill,  who  on  the  passing  of  the 
late  Col.  Bill  became  an  official  of  the  company,  serving 
in  both  editorial  and  advertising  capacities.  At  the 
formation  of  the  present  company  he  ivas  elected  a  direc- 
tor and  second  vice-president,  and  became  associate  editor 
of  The  Talking  Machine  World  and  The  Music  Trade 
Review.  Four  years  ago  he  was  elected  treasurer  of  the 
company.  He  also  is  a  director  and  officer  in  all  the  di- 
visional companies.  During  the  past  year  he  has  been 
editor  of  Building  Investment  and  Maintenance. 

Charles  R.  Tighe,  who  has  been  assistant  editor  of  The 
Talking  Machine  World,  has  been  made  Managing  Editor 
of  this  publication.  Mr.  Tighe  joined  the  organization 
some  six  years  ago,  and  was  formerly  associated  with  the 
editorial  department  of  Power,  one  of  the  McGraw-Hill 
publications. 

EDWARD  LYMAN  BILL,  INC. 


Business  Outlook  for  Nineteen  Twenty-seven 

THE  New  Year  is  now  with  us,  although  it  has  not  progressed 
far  enough  to  give  any  accurate  indication  as  to  what  it  holds 
for  the  talking  machine  and  radio  industries  in  the  matter  of  busi- 
ness. Of  course  we  find  the  confirmed  pessimist  who  sees  nothing 
but  trouble  in  the  offing,  and  opposed  to  him  is  the  overzealous 
optimist  who  sees  the  industry  arriving  at  its  peak  with  each  suc- 
ceeding year.  The  balance  is  struck  by  the  men  who,  being  more 
or  less  close  students  of  the  business  situation  and  what  it  portends, 
are  content  _to  keep  to  the  middle  road  and  confine  their  prophecies 
regarding  the  trade  outlook  for  the  coming  months  to  the  facts  as 
they  see  them. 

Taking  it  all  in  all,  1927  appears  to  hold  much  promise  for 
the  business  man  generally.  The  prosperity  of  the  country  con- 
tinues undisturbed ;  money  is  plentiful  and  so  is  employment.  These 
conditions  in  themselves  are  calculated  to  breed  confidence,  for, 
although  one  industry  or  another  may  during  the  year  suffer  a  tem- 
porary slump,  general  business  will  be  such  as  to  encourage  renewed 
efforts  to  regain  lost  ground  and  to  build  up  a  satisfactory  average 
for  the  twelve  months  as  a  whole. 

Where  the  purchasing  power  of  the  masses  is  maintained  at 
a  high  level,  as  it  is  in  the  United  States  at  present,  there  is  bound 
to  be  a  satisfactory  volume  of  business,  and  it  rests  largely  upon 
the  individual  members  of  the  industry  as  to  just  how  much  of 
that  prospective  business  they  are  able  to  capture  for  themselves. 

Elsewhere  in  The  World  there  are  presented  the  views  of 
various  prominent  figures  in  the  talking  machine  and  radio  trades 
relative  to  the  problems  that  are  likely  to  face  the  retailer  during 
1927.  It  is  the  consensus  of  these  opinions  that  although  there  is 
every  reason  for  optimism,  and  although  the  retailers  will  have 
highly  developed  and  improved  mechanisms  and  greatly  improved 
means  for  the  utilization  of  those  mechanisms  to  offer  the  public, 
there  will  still  be  a  real  need  for  intensive  salesmanship.  It  will  not 
be  simply  a  question  of  telling  the  public  how  good  this  talking 
machine  or  that  radio  really  is,  but  rather  of  convincing  prospects 
that  they  need  that  particular  instrument  in  their  homes  far  more 
than  they  need  some  other  article  of  home  equipment  or  adornment. 
The  competition  will  not  be  within  the  trade  itself  so  much  as  it 
will  be  outside  the  industry,  with  thousands  of  new  products  of 
various  kinds  seeking  to  capture  the  public's  dollars. 

Several  trade  authorities  are  earnest  in  their  belief  that  greater 
thought  should  be  given -to  the  training  of  salesmen  in  the  fields 
they  serve  so  that  they  may  be  better  equipped  to  meet  readily  such 
situations  as  are  likely  to  develop.  The  ordertaker  finds  no  more 
place  in  the  retail  music  field  than  he  did  before  the  new  develop- 
ments in  phonographs  and  radio  came  to  reawaken  public  interest. 
The  well-trained  salesman  will  not  only  be  able  to  handle  the  busi- 
ness that  is  offered  freely,  but  will  be  in  an  excellent  position  to 
fight  for  business  when  that  becomes  necessary. 

Strong  selling  will  put  the  business  on  a  new  plane  this  year 
and  if  the  dealer  can  so  conduct  his  campaign  that  the  question  will 
be  one  of  getting  stock  rather  than  moving  it,  he  will  have  that  much 
less  cause  for  worry  when  things  slacken  up  a  bit.  The  business 
that  is  done  to-day  is  certain.  That  which  may  be  done  a  month 
or  year  from  now  is  prospective  in  every  sense  of  the  word  and  of 
little  value  as  a  bank  asset. 


Nation-wide  Survey  of  Radio  Servicing  Methods 

IT  is  no  unusual  thing  to  meet  a  dealer  who  has  made  considerable 
money  in  the  talking  machine  business  and  who  by  proper  use 
of  his  talents  has  also  been  able  to  build  up  a  very  substantial  vol- 
ume of  radio  business,  but  who  nevertheless  will  declare  that  he 
has  been  disappointed  in  the  profits  realized  on  the  latter  because 
of  service  costs. 

In  the  face  of  improved  radio  apparatus  that  to  all  intents 
and  purposes  is  fool-proof  and  of  the  support  given  by  manu- 
facturers through  the  medium  of  service  information  and  sugges- 
tions there  still  are  retailers  who  find  that,  at  the  end  of  a  given 
period,  their  radio  service  costs  have  dug  deeply  into  the  profits  on 
sales  and  in  some  cases  have  eliminated  profits  entirely. 

The  truth  of  the  matter  is  that  all  too  few  dealers  have  any 
accurate  knowledge  as  to  the  cost  of  servicing  radio,  or  how  that 
cost  can  be  kept  within  reasonable  bounds,  despite  the  fact  that 
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there  are  at  present  the  experiences  of  several  years  in  radio  mer- 
chandising on  which  to  draw. 

The  Talking  Machine  World  recently  made  a  nation-wide  survey 
of  radio  servicing  methods  as  followed  by  talking  machine  dealers, 
and  the  returns  were  surprising,  to  say  the  least.  A  very  large  pro- 
portion of  the  dealers  interviewed  were  frank  to  say  that  they  had 
never  figured  out  servicing  costs,  but  had  taken  care  of  installations 
and  of  adjustments  and  repairs  as  required,  without  giving  thought 
to  whether  the  work  was  done  economically  or  whether  they  or  the 
customer  should  stand  the  expense. 

The  situation  is  particularly  disturbing  for  the  reason  that  there 
is  little  or  no  excuse  for  it,  inasmuch  as  dealers  in  many  sections 
have  taken  their  service  costs  as  they  figure  other  business  totals 
and  have  succeeded  by  the  adoption  of  various  methods  either  in  re- 
ducing service  costs  to  a  minimum,  or  in  some  cases  making  the 
service  department  pay  for  itself  and  actually  show  a  slight  profit. 

If  the  retailer  can  be  brought  to  a  realization  of  the  fact  that 
every  time  the  service  man  makes  a  visit,  no  matter  how  trivial  the 
cause,  nor  how  short  the  time  consumed,  it  means  just  that  much 
actual  money  taken  from  the  profits — for  everything  that  is  added  to 
the  selling  cost  of  the  instrument  must  be  taken  from  the  profits — 
then  he  can  set  about  remedying  the  situation  and  he  need  not  work 
in  the  dark  in  bringing  about  reforms. 

In  this  issue  of  The  Talking  Machine  World,  and  for  sev- 
eral succeeding  months,  there  will  be  found  articles  of  an  authorita- 
tive nature  dealing  directly  with  the  radio  servicing  problem.  These 
articles  are  based  upon  the  actual  experiences  of  dealers  and  will 
outline  a  variety  of  methods  that  have  proved  successful  in  cutting 
service  costs  to  a  minimum  and  saving  the  profits  of  the  business. 
With  properly  selected  lines  of  standard  merchandise  and  a  deter- 
mination to  make  money  on  radio  despite  competitors'  methods,  there 
is  little  need  for  free  service  beyond  the  original  installation.  Deal- 
ers have  found  that  paid  service  is  possible  if  the  customer  is  prop- 
erly educated  at  the  outset.  To  the  dealer  who  finds  the  service 
problem  to  be  a  millstone  about  his  neck,  The  World  survey  should 
Drove  invaluable. 
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Reaching  Common  Ground  on  Radio  Legislation 

ORD  comes  from  Washington  to  the  effect  that  the  confer- 
ence committee  of  Congress  has  been  giving  earnest  thought 
to  the  drafting  of  a  new  radio  bill  that  will  iron  out  the  differences 
between  the  House  and  Senate  as  to  the  ideal  measure  and  serve 
to  clear  up  a  situation  that  is  so  embarrassing  to  broadcasters,  the 
radio  industry  generally  and  the  public.  Although  the  work  of  the 
committee  is  being  held  more  or  less  secret,  it  is  hinted  that  there 
is  a  leaning  toward  the  White  Bill,  which  is  designed  to  place 
power  for  regulating  radio  broadcasting  in  the  hands  of  the  Secre- 
tary of  Commerce.  On  the  other  hand,  there  are  those  who  still 
hold  out  for  various  provisions  of  the  Senate's  Dill  Bill,  but  it  is 
reported  on  good  authority  that  both  sides  show  an  inclination  to 
talk  compromise  and  that  there  is  a  strong  likelihood  of  some  satis- 
factory measure  being  decided  upon. 

The  news  that  Congress  is  really  considering  radio  during  the 
present '  short  session  is  encouraging  to  the  industry,  but  this  fact 
should  only  serve  to  spur  on  the  efforts  that  have  been  made  and 


are  being  made  to  insure  some  form  of  legislation  that  will  clear  up 
the  broadcast  situation  and  grant  the  necessary  relief.  At  its  short 
session  Congress  must  naturally  discard  much  proposed  legislation 
in  favor  of  measures  that  are  essential  to  the  running  of  the  Govern- 
ment and  with  only  six  weeks  left  in  which  to  secure  action  on  a 
radio  measure,  the  members  of  the  trade  should  increase  their 
efforts  to  secure  the  passage  of  necessary  legislation.  After  ad- 
ministration matters  are  taken  care  of,  it  is  likely  to  be  the  legis- 
lation that  shows  the  most  pressure  behind  it  that  will  receive  con- 
sideration at  this  short  session  of  Congress. 


A  Sales  Practice  That  Hurts  Retail  Trade 

DURING  the  past  few  months  legitimate  radio  retailers  in  sev- 
eral localities  have  been  aroused  by  the  tactics  of  salesmen, 
representing  companies  or  individuals,  in  offering  to  the  employes 
of  various  manufacturers  in  non-competitive  lines,  or  to  industrial 
groups  in  such  lines,  the  opportunity  of  buying  complete  radio 
receiving  outfits  at  prices  far  below  those  that  must  be  asked  by 
the  regular  dealer. 

The  practice  has  been  for  the  salesman  to  figure  the  cost  of 
the  necessary  accessories,  including  tubes,  batteries  and  speakers, 
cutting  out  much  of  the  normal  profit  that  would  go  to  the  whole- 
saler and  retailer  in  the  ordinary  course  of  business,  and  then  of- 
fering the  fully  equipped  outfits  to  various  groups  at  a  special  price 
with  the  proviso  that  a  definite  number  of  sales  be  guaranteed, 
the  number  running  from  two  to  five  hundred. 

The  bad  effect  of  this  practice  is  readily  apparent,  for  in  one 
city  alone,  Toledo,  it  is  stated  that  some  seven  hundred  outfits 
were  sold  to  the  employes  of  an  automobile  manufacturer,  killing 
just  that  many  sales  for  the  retailers  of  the  city,  and  proving  of 
very  little  benefit  to  the  manufacturer,  for  although  he  disposed 
of  that  many  outfits  at  a  slight  advance  over  his  usual  wholesale 
price,  he  antagonized  the  trade  and  probably  killed  much  more 
future  business. 

If  the  manufacturer  or  his  wholesaler  is  in  such  a  position  that 
he  sees  fit  to  dump  his  products  that  is  one  thing,  but  if  he  intends 
to  stay  in  business  and  depend  upon  the  retailer  for  the  bulk  of 
his  distribution  then  he  is  taking  a  very  serious  business  risk  for 
a  comparatively  slight  reward.  One  such  instance  serves  to  shake 
the  confidence  of  the  dealers  not  only  in  the  offending  party  but  in 
other  manufacturers  in  the  same  line.  It  replaces  confidence  with 
a  sense  of  insecurity. 


Growth  of  Musical  Appreciation 

MEMBERS  of  the  talking  machine  trade  and  of  the  music  in- 
dustry generally  should  acclaim  with  enthusiasm  the  recent 
statement  issued  by  the  Chamber  of  Commerce  of  Rochester,  N.  Y., 
to  the  effect  that  music  should  have  a  definite  place  in  the  family 
budget.  The  attitude  of  the  press  and  public  towards  the  neces- 
sity of  music  in  the  home  has  been  radically  revised  within  the  past 
few  years,  for  as  the  musical  appreciation  of  the  nation  has  de- 
veloped, has  come  the  realization  that  a  musical  instrument  is  not 
simply  a  piece  of  furniture,  but  has  a  distinct  value  of  its  own, 
both  from  the  educational  and  entertainment  standpoints. 
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PAU  S  I  NT 


Here's  one  good  selling  point  to  remember  about 
the  Octacone  Speaker.  You  can  knock  or  drop  it, 
accidentally  or  otherwise,  on  a  concrete  floor  if  you 
wish,  and  it  still  will  reproduce  just  as  clearly  and 
sweetly  as  it  ever  did.  If  you  have  your  doubts  as 
to  the  value  of  this  selling  feature  try  the  same  ex- 
periment with  any  other  six  speakers. 


Slightly  higher 
west  of  the  Rockies 


Pausin  Engineering  Company 

727  Frelinghuysen  Ave.,  Newark,  N.  J. 


Licensed  Under  Frank  E.  Miller, 
Patent  Numbers  1,190,787,  1,220,669, 
1,294,137.     Other  Patents  Pending. 
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Radio  Service  Builds  Profits  for  Schott 

Charge  for  Installation  of  Radio  Sets  Brings  in  $500  Revenue 
Monthly^Sixteen  Men  Are  Kept  Busy  by  Live  New  York  Retailer 


Success  in  the  retail  radio  business  is  the 
reward  for  intelligently  planning  the  sales  pro- 
motion campaign  and  handling  the  right  lines, 
according  to  S.  L.  Schott,  who  about  a  year  ago 
opened  the  talking  machine-radio  department  in 
the  store  of  A.  H.  Hearn  &  Son,  in  the  Four- 
teenth  street  district  of  New  York  City.  Mr. 
Schott  points  to  his  own  $500,000  business  of 
his  first  year  in  business  at  that  location  as  proof 
that  the  above  statement  is  based  on  facts. 
Profit  or  Loss  From  Service 

"The  first  step  in  reducing  the  overhead  of 
the  retail  radio  department  to  the  point  where 
there  will  be  a  profit,  after  sales  volume  has 
been  secured,  of  course,"  said  Mr.  Schott,  "is  to 
find  ways  and  means  of  cutting  service  cost.  Of 
primary  importance,  therefore,  are  the  lines 
handled.  The  dealer  who  handles  a  standard 
and  meritorious  product,  as  we  do,  has  taken 
the  first  step  to  making  his  service  department 
an  asset  instead  of  a  liability.  Second,  indefinite 
free  service  is  so  costly  that  no  retailer  can  af- 
ford to  promise  it  to  his  customers  and  then 
live  up  to  the  letter  of  his  promise.  Third,  we 
have  found  that  in  order  to  make  a  profit  we 
must  make  a  charge  for  installation  of  all  sets. 
We  give  six  months'  free  service  on  radio  sets 
purchased  from  us. 

$500  Per  Month  From  Installations 

"The  revenue  of  the  service  department  from 
installations  of  sets  averages  a  little  over  $500 
per  month.  In  addition,  there  is  an  income  from 
other  service  work,  an  important  item  of  which 
is  sales  of  accessories  to  owners  of  radio  sets. 

"We  have  found  that  it  pays  to  make  service 
calls.  In  the  first  place  it  is  important  to  keep 
customers  satisfied.  The  loss  of  the  trade  of 
the  individual  customer  would  not  be  so  bad, 
but  the  adverse  advertising  resulting  from  cus- 
tomer dissatisfaction  is  something  which  no 
dealer  can  fight.  Then,  too,  if  the  right  kind  of 
service  men  are  employed  considerable  busi- 
ness in  replacements  should  accrue  from  service 
calls.  And  I  do  not  mean  by  this  that  the  serv- 
ice men  should  make  a  strong  effort  to  sell. 
They  must  merely  explain  to  the  customer  the 
need  of  a  new  battery  or  tubes  and  the  natural 
thing  for  the  customer  to  do  is  to  ask  that  the 
store  send  along  the  necessary  items  at  the 
first  opportunity. 

Educating  the  Customer 

"Our  service  men  are  experienced  in  radio 
engineering.  When  they  examine  and  repair  a 
set  they  know  what  they  are  doing.  Also  at 
the  time  the  set  is  installed  in  the  home  of  a 
customer  the  service  man  is  given  strict  orders 
not  to  leave  the  house  until  the  set  has  been 
completely  installed  and  at  least  four  broad- 


casting stations  have  been  logged.    The  service  advisable  by  use  of  the  set.    These  instructions 

man  gives  the  customer  from  fifteen  to  twenty  reduce  the  need  for  service  because  men  are 

minutes  instruction  in  the  operation  of  the  set  called  out  many  times  only  to  find  the  set  in 

before  he  leaves  the  house.    This,  alone,  has  perfect  condition  and  the  trouble  in  rundown 


JN  ADDITION  TO  THE  FOREGOING^STATEMENT^ 


NATURE  OF  WORK 


□  Installation 
Q  Ground 

□  Aerial 


□  Batteries  Q  Set 

□  Tubes  □  Speaker 

□   "B"  Battery  Reading  


Repairman  

Material  Taken_ 


-Dale. 


C.  O.  D.  How  much? 


Finished  Work_ 


Above  work  bas  been  done 
to  my  entire  satisfaction. 


Customtr's  Signature 


(1)  Form  That  Gives  S.  L.  Schott  a  Line  on  Credit  Risk  of  Instalment  Buyers.    (2)  Supple 
mentary  Credit  Data.    (3)  Radio  Service  Man's  Report.    (4)  Radio  Service  Order. 

been  a  tremendous  factor  in  making  satisfied  cus- 
tomers and  in  reducing  the  necessity  for  serv- 
ice. If  people  know  how  to  operate  their  sets 
and  what  the  set  will  and  will  not  do  they  will 
not  tinker  with  it.  They  will  not  blame  the 
receiver  and  the  dealer  as  soon  as  something 
does  go  wrong. 

Life  of  Batteries 

"We'  are  careful  to  advise  radio  customers  of 
the  probable  life  of  the  batteries,  and  where 
storage  batteries  are  part  of  the  installation  we 
explain  that  the  battery  is  not  fully  charged  and 
after  a  week  of  normal  use  a-  48-hour  charge 
is  necessary;  then  at  intervals  of  two  weeks 
for  a  short  period  it  is  advisable  to  recharge  and 
after  that  charge  only  when  necessary,  as  made 


batteries.  Trouble  is  seldom  traced  to  the  sets. 
Sixteen  Men  Kept  Busy 
"We  make  a  profit  on  service.  Sixteen  ex- 
perienced service  men  and  a  manager  comprise 
the  department.  In  addition  we  have  here  in 
the  store  as  complete  a  testing  laboratory  as 
can  be  found  in  any  retail  store  in  the  city. 
Our  general  charge  for  service  consists  of  a 
minimum  charge  of  $2.00  for  the  call  and 
40  cents  an  hour  for  working  time. 

"As  a  result  of  our  service  policy  we  have 
built  up  a  surprising  amount  of  good  will  in  a 
year.  We  have  made  sales  that  prove  this  con- 
clusively. In  some  cases  as  many  as'  three 
radio  sets  have  been  sold  to  members  of  a 
  _  (Cojiliijju'd  on  />age  27} 


The  perfected  Single  Dial  Set  ! 


Shamrock  condensers  are  synchronized 
to  a  hair's  breadth  and  no  model  is  equipped 
with  this  condenser  until  it  is  subjected 
to  exhausting  tests  in  special  devices  built 
and  owned  exclusively  by  Shamrock. 


As  a  result  the  Shamrock  Radio  possesses 
a  degree  of  selectivity  enjoyed  by  few — 
even  the  most  expensive  models.  . . 

Ask  for  our  "fair-pray"  dealers'  plan. 


Makers  of  Famous  SHAMROCK  STANDARD  PARTS 

SHAMROCK  MANUFACTURING  COMPANY 
Main  Office  and  Factory:  196  Waverly  Ave.,  Newark,  N.  J. 


Model  A 

De  Luxe  Table  Type 
Perfected  Single  Dial  Control 
Price  $95 

Slightly  higher   West  of  the  Rockies 

A  handsome  cabinet  of  duotonc  Satin 
finish  French  Walnut  exquisitely  de- 
signed with  space  for  double  duty 
batteries.  Can  be  operated  from 
house"  current  with  any  standard 
equipment. 
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e  VAL  PHONIC 
Reproducer  is  con- 
structed with  a  hand 
hammered  metal  dia- 
phragm— thin  as  a  hair. 

Every  detail  of  the  new 
electric  recordings  is 
brought  out  with  life- 
like fidelity. 

Every  record  buyer  is  a 
prospect. 

Send  for  a  Sample 


The  V al  Phonic  is  producet 
the    makers    of  Valley 
Forge  N on- Jump  main 
springs.  Send  for  latest  chart. 


Q  1AL  PHONICS 
*~are  100%  -and 
no  compromise. 
A  rich  deep  tone- 
plenty  of  volume 
—no  blast.  That's 
our  idea  of  a  good 
reproducer.  And 
there's  no  embar- 
rassing moments 
when  they  are 
demonstrated. 
That's  why  dealers 
prefer  them— too, 
why  customers 
buy  them.  The 
profits  are  big- 
investigate  ! 


J,  A  J 
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Radio  Service  Builds 

Profits  for  S.  L.  Schott 


{Continued  from  page  26) 
single  family.    Many  times  people  come  into  the 
store  and  ask  for  a  set  similar  to  one  we  had 
sold  to  a  friend  and  which  was  giving  perfect 
satisfaction. 

"In  this  competitive  market  sales  are  made 
on  two  counts:  quality  merchandise  and  serv- 
ice. On  the  other  hand,  sales  are  lost  because 
of  the  lack  of  these  two  and  for  many  other 
reasons.  There  is  the  technical-minded  sales- 
man who  talks  himself  into  a  sale  and  then 
kills  all  prospect  of  getting  the  name  on  the 
dotted  line  by  not  knowing  when  to  stop  talk- 
ing, especially  along  technical  lines.  Radio  is 
no  mystery  and  the  salesman  who  makes  a 
mystery  out  of  it  and  confuses  the  customer 
should  not  be  on  the  floor." 


Standard  Radio  Corp.  to 
Market  New  One-Tube  Set 


New  Product  Employs  Two  Dials  and  Operates 
on  Dry  Cell  and  "B"  Batteries — Company  Has 
Added  Materially  to  Factory  Floor  Space 


Worcester,  Mass.,  January  5. — The  Standard 
Radio  Corp.,  of  this  city,  through  its  vice-pres- 
ident and  general  manager,  Ben  W.  Fink,  has 
announced  that  it  will  manufacture  and  market 
this  season  an  innovation  in  radio  receivers — 
a  one-tube  set  employing  the  recently  patented 
Multi-Valve  tube.  The  Standard  Radio  Corp.  is 
known  as  the  manufacturer  of  the  six-tube 
Standardyne  receiver  and  has  entered  into  an 
agreement  with  R.  E.  Emerson,  of  the  Radval 
Co.,  maker  of  the  Multi-Valve  tube,  whereby 
the  Standard  Radio  Corp.  has  acquired  exclusive 
manufacturing  and  distributing  rights.  This  new 
one-tube  set  will  employ  two  dials  and  a  new 
hookup  and  operates  on  four  small  dry  cell  bat- 
teries and  a  "B"  battery. 

In  order  to  take  care  of  the  demands  for 
this  new  set,  the  Standard  Radio  Corp.  has 
taken  over  the  third  floor  in  its  factory  build- 
ing. Mr.  Fink  reports  several  department  stores 
have  taken  on  the  new  set  with  exceptional 
results,  among,  them  being  the  Snellenburg 
Store  in  Philadelphia,  which  reports  phenomenal 
sales.  It  is  also  announced  that  the  Campbell 
Steel  &  Iron  Co.,  of  St.  Louis,  has  been  appoint- 
ed a  distributor  for  the  Standard  Radio  Corp. 
receiving  sets. 
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Ste.  Croix,  Switzerland 


Manufacturer  of  Europe's  Most 
Celebrated  Phonograph  Motors 


Great  selection, 
playing  up  to  ten 
records. 


Superior  quality 
at  moderate  prices 

Sole  Distributors  for  the  U.  S.  A. 

THORENS,  Inc. 

450  Fourth  Ave.,  New  York 
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Jobber  Reports  Large  In- 
crease in  Portable  Sales 


Aluminum  Specialty  Co.,  Carryola  Distributor, 
States  That  Sales  for  1926  Show  Increase  of 
More  Than  60  Per  Cent  Over  Other  Years 


Dallas,  Tex.,  January  4. — Alfred  Letnaitre, 
sales  manager  of  the  Aluminum  Specialty  Co., 
Carryola  distributor  here,  has  developed  a  re- 
markable sales  volume  for  1926.  His  record 
of  accomplishment  shows  an  increase  in  sales 
of  more  than  60  per  cent  over  any  previous 
year.  This  excellent  showing  is  astonishing  in 
view  of  the  slight  depression  which  came  to 
his  territory  during  the  latter  part  of  the  year, 
when  cotton  prices  slumped. 

However,  Mr.  Lemaitre  stated  that  the  Texas 
trade  situation  is  rapidly  assuming  a  much  more 
favorable  color.  Business  in  the  State  during 
the  twelve  months  passed  has  shown  an  in- 
crease far  in  excess  of  1925,  and  every  indication 
points  toward  a  rapid  trade  movement  during 
the  early  part  of  the  new  year. 

Mr.  Lemaitre  is  one  of  the  most  aggres- 
sive executives  in  the  music  industry,  and  he 
has  surrounded  himself  with  an  organization 
of  thoroughly  trained  and  capable  sales  repre- 
sentatives. His  constructive  plans  have  meant 
much  to  the  splendid  development  of  portable 
business  in  the  South. 


"Lincoln  Program"  to  Be 

Broadcast  February  8 

The  Eveready  Hour's  "Lincoln  Program," 
with  Edgar  White  Burrill  in  the  role  of  nar- 
rator, will  again  be  broadcast  on  the  evening 
of  February  8,  according  to  an  announcement 
by  the  National  Carbon  Co.,  New  York,  spon- 
sors of  the  famous  Eveready  Hour. 

For  two  years  this  program  has  been  a  Lin- 
coln's Birthday  feature  of  the  Eveready  Hour. 
Each  time  it  has  met  with  tremendous  favor 
among  radio  listeners,  according  to  the  direc- 
tors of  the  Eveready  Hour,  and  numerous 
requests  have  been  sent  in  for  its  repetition. 


Ellen  O'Byrne  De  Witt  Dies 

Ellen  O'Byrne  De  Witt,  head  of  the  music 
stores  conducted  in  New  York  and  Boston 
under  the  name  of  E.  O'Byrne  De  Witt  &  Sons, 
died  on  Monday,  December  21,  after  an  illness 
of  several  months.  She  was  buried  from  her 
home  on  Friday,  December  24.  The  two  music 
stores,  which  specialize  in  Irish  records,  will  be 
continued  by  the  sons  of  the  deceased,  James 
and  Justice  De  Witt. 


Victor  Record  Posters 


Victor  talking  machine  dealers  recently  re- 
ceived from  the  Victor  Co.  a  series  of  three  at- 
tractive window  and  store  posters  printed  in 
colors  and  devoted  to  calling  the  public's  at- 
tention to  "Victor's  Second  Musical  Sensation," 
the  new  Orthophonic  Victor  record. 


Exclusive  Columbia  Artists 


McMichens'  Melody  Men,  famous  in  the 
mountains  of  the  South  for  their  dance  musicj 
have  just  been  signed  up  exclusively  by  the 
Columbia  Phonography  Co.,  Inc.  Their  first 
record  couples  "Let  Me  Call  You  Sweetheart" 
and  "Sweet  Bunch  of  Daisies." 


New  York  Firm  Chartered 


Koenig  &  Koch,  Glendale,  N.  Y.,  were  re- 
cently incorporated  at  Albany  to  deal  in  radio 
apparatus  with  a  capital  stock  of  $5,000.  The 
incorporators  are  C.  and  M..  Koch  and  A. 
Koenig.  


A 

Complete  List 

of 


Distributors 


WALTER  S.  GRAY  COMPANY 
926  Midway  Place,  Los  Angeles,  Calif. 

WALTER  S.  GRAY  COMPANY 
1054  Mission  St.,  San  Francisco,  Calif. 

PHONOLA  CO.,  LTD.,  OF  CANADA 
Elmira,  Ont.,  Canada 

JAMES  K.  POLK,  INC. 
181  Whitehall  St.,  Atlanta,  Ga. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  111. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

•IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 

IDEAL  PHONO-PARTS  CO. 
1231  Superior  Ave.,  Cleveland,  Ohio 

L.  D.  HEATER 
469I/£  Washington  St.,  Portland,  Ore. 

EVERYBODY'S  TALKING  MACHINE 
COMPANY 
810  Arch  St.,  Philadelphia,  Pa. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
811  West  Broad  St.,  Richmond,  Va. 
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Creating  Proper  Atmosphere  in  Store 

Eliminates  Evil  of  Home  Demonstrations 

Conkey  Co.  Brings  "Home"  Effect  Into  the  Store  and  Does  Away  With  the  Necessity  of  Leav- 
ing Sets  in  Prospects'  Homes — Big  Percentage  of  Sales  on  Cash  Basis 


Many  radio  prospects  seem  thoroughly  "sold" 
on  the  idea  that  they  cannot  accurately  judge 
the  reproducing  qualities  of  a  radio  set  unless 
it  is  demonstrated  right  in  their  homes,  with 
the  home  atmosphere,  and  the  home  environ- 
ment. All  of  which  means  more  trouble,  more 
expense  and  more  worry  for  the  radio  dealer. 
He  feels  that  he  must  not  overlook  any  bets, 
and  since  so  many  people  demand  home  demon- 
strations, and  a  lot  of  them  expect  to  have  a  set 
left  on  trial,  for  days,  perhaps,  it  keeps  the 
majority  of  dealers  in  a  quandary  as  to  how  to 
meet  the  situation. 

Complexity  is  added  to  the  problem  by  the 
fact  that  Jones  and  Smith,  radio  dealers,  cater 
to  the  whims  of  the  buying  public  by  either 
giving  home  demonstrations,  or  leaving  sets  for 
trial  use.  And  so  Brown  and  Green,  the  other 
dealers,  while  feeling  the  weakness  of  such  a 
policy,  are  sometimes  practically  driven  to  do- 
ing the  same  thing  by  the  other  dealers,  who 
are  already  doing  it. 

The  Conkey  Co.,  of  Kansas  City,  radio  deal- 
er, handling  three  of  the  best  known  makes  of 
radio  sets,  has  faced  this  problem,  and  has 
solved  it  to  a  great  extent  by  converting  the 
store  into  a  home,  in  a  sense  of  the  word. 

Perhaps  one  reason  why  the  Conke}-  store 
seems  almost  like  a  room  in  a  real  home,  and 
has  the  genuine  home  atmosphere,  is  be- 
cause Mrs.  Conkey  works  here  as  a  radio  sales 
woman,  and  it  is  her  deft  touch  which  has  con- 
verted the  store  into  a  home  sort  of  place, 
without  subtracting  any  of  its  business-like 
characteristics.  To  enhance  the  home  effect, 
comfortable  divans  and  rocking  chairs  are 
placed  here  and  there  among  the  displays  of 
radio  sets,  and  here  women  customers,  or  men 
too,  for  that  matter,  may  be  seated  in  the  same 
calm  and  leisurely  fashion  as  in  their  own  living 
rooms,  and  listen  to  demonstrations  for  a  half 
day,  if  they  please,  and  feel  as  much  at  ease 
as  if  actually  at  home. 

"As  far  as  possible,  I  have  brought  the  home 
effect  right  into  the  store,"  said  Mrs.  Conkey. 
"Our  problem  is  just  exactly  that  of  all  radio 
dealers,  and  we  have  practically  solved  it  in 
this  manner.  We  no  longer,  under  any  circum- 
stances, leave  a  set  for  "experimental"  purposes. 


in  the  home  of  a  prospect.  The  greatest  length 
to  which  we  go,  in  this  matter,  is  an  occasional 
brief  demonstration  in  a  home,  say  an  hour  or 
so.  We  have  our  own  truck,  and  if  the  set  is 
not  sold,  back  it  comes  right  into  this  store,  and 
no  argument. 

"By  creating  a  place  of  business  where  cus- 
tomers, especially  women,  can  enjoy  demonstra- 
tions, without  limit  as  to  time,  we  have 
brought  business  to  a  point  where  practically 
every  receiver  is  sold  right  from  the  floor.  It 
makes  no  difference  to  us  if  a  prospect  wishes 
to  listen  all  afternoon,  he  or  she  is  welcome, 
and  it  is  preferable  to  taking  the  set  out  to  the 
home. 

"The  method  has  succeeded  so  well  that  we 
have  extended  our  experiments  to  another 
angle,  that  having  to  do  with  the  matter  of  pay- 
ments.    Many  radio  customers  have  grown  to 

Tunes  in  on  Japan  and 

Makes  Records  of  Program 

San  Francisco  Owner  of  Neutrodyne  Set  Gets 
4.500-Mile  Distant  Station  So  Strong  He  Is 
Enabled  to  Make  Records 

Oliver  J.  Williams,  a  resident  of  San  Fran- 
cisco, recently  had  the  unique  experience  of  re- 
cording upon  phonograph  discs  a  number  of 
Japanese  songs  seventeen  hours  before  they 
were  sung  in  Tokio.  This  seeming  paradox  was 
occasioned  by  the  vagaries  of  international  time. 

It  was  at  three  o'clock  in  the  morning  of  No- 
vember 7  that  Mr.  Williams  was  toying  with  the 
dials  of  "his  radio  set,  a  five-tube  neutrodyne, 
when  suddenly  he  heard  voices  in  a  strange 
language.  This  was  followed  by  music  that  he 
did  not  recognize.  The  volume  was  so  strong 
that  he  immediately  placed  his  loudspeaker  be- 
fore the  phonograph  recording  device  that  he 
had  in  his  room  and  took  the  whole  program 
on  the  discs. 

He  suspected  that  the  music  was  coming 
from  a  Japanese  station,  although  he  could  not 
understand  the  language.  The  following  day 
he  got  into  communication  with  Torao 
Kawasaki,  T.  Kaneko,  attaches  of  the  Japanese 


expect  time  payments  extending  for  a  year  or 
eighteen  months.  That's  another  evil  which  has 
grown  up  about  the  radio  industry,  and  we  are 
eliminating  that  from  our  particular  business, 
as  well  as  the  other. 

"Our  plan  is  to  sell  for  cash,  whenever  pos- 
sible, and  I  am  glad  to  say  that  most  of  our 
sales  are  getting  to  be  cash  sales,  since  we  can 
show  the  customer  there's  a  genuine  advantage 
in  paying  cash  in  this  radio  store.  How? 

"Simply  by  showing  them  that  credit  costs 
more  than  cash.  Only  six  months'  time  is  al- 
lowed on  credit  purchases,  one-fourth  to  be  the 
down  payment.  Then  we  charge  the  customer 
8  per  cent  interest  on  the  balance.  When  cus- 
tomers see  the  point,  that  is,  that  we  must  pay 
interest  on  money  tied  up,  and  that  they,  too, 
must,  in  turn,  pay  us  the  interest,  they  can 
readily  see  that  it  is  to  their  advantage  to  pay 
cash,  whenever  possible. 

"All  our  goods  are  nationally  advertised 
products,  and  we  fill  our  windows  with  repro- 
ductions of  page  ads  in  the  Saturday  Evening 
Post,  Liberty,  Country  Gentleman,  and  other 
national  publications.  These  window  displays 
bring  us  more  business  than  straight  displays  of 
radio  sets,  we  find." 


Consulate,  and  T.  Mihar,  a  newspaper  corre- 
spondent. These  three  gentlemen  came  to  his 
home  and  then  listened  to  the  music  as  it  was 
reproduced  on  the  phonograph.  They  imme- 
d:ately  recognized  it  and  stated  that  the 
program  had  been  broadcast  from  station  JOAK, 
of  Tokio. 

Immediately  upon  getting  this  confirmation 
Mr.  Williams  communicated  with  the  station 
at  Tokio  and  has  just  received  final  confirma- 
tion from  that  station  of  the  program,  which 
was  broadcast  at  8  o'clock  on  the  evening  of 
November  7,  seventeen  hours  ahead  of  San 
Francisco  time. 

Mr.  Williams  was  able  to  hold  station  JOAK 
on  his  electrically  operated  five-tube  neutrodyne 
receiver  long  enough  to  completely  fill  three 
phonograph  records.  The  airline  distance  be- 
tween Tokio  and  San  Francisco  is  approxi- 
mately 4,500  miles. 

Royal  Roumanian  Artists 
Make  Brunswick  Records 

The  Brunswick  Co.,  manufacturer  of  Bruns- 
wick Panatropes,  phonographs  and  records,  re- 
cently released  phonograph  records  made  by 
Gica  and  Constantine  Jonescu,  violinist-director 
and  pianist  composer  of  the  Roumanian  Royal 
Concert  Orchestra,  which,  under  the  auspices 
of  Queen  Marie,  toured  the  European  capitals, 
playing  exclusively  in  the  royal  courts.  The 
orchestra  has  the  unusual  distinction  of  being 
appointed  "Orchestra  to  Her  Majesty." 

The  Brunswick  records  of  the  brothers 
Jonescu  include  "Dream  of  Roses,"  "Eyes  of 
Sin,"  "Russian  Gypsy  Romance"  and  "My 
Thoughts,"  unusual  gypsy  arias  and  themes  of 
vivid  appeal. 


Ceco  Tube  Dealer  Aid 


Providence,  R.  I.,  January  5. — A  new  dealer 
sales  aid  has  been  originated  by  the  C.  E.  Mfg. 
Co.,  of  this  city,  maker  of  Ceco  tubes.  It  is  a 
cut-out  counter  display  stand  and  is  attractively 
lithographed  in  colors.  It  provides  for  the  dis- 
play of  two  tubes.  Hitherto  radio  tubes  have 
generally  been  placed  on  the  shelf  and  little 
attempt  has  been  made  to  display  them.  It 
is  believed  that  this  display  card  will  prove  a 
decided  sales  stimulant  for  tubes. 


Suffers  Fire  Loss 


The  Harry  C.  Grove  Co.,  Inc.,  Victor  dealer, 
suffered  losses  when  fire  destroyed  the  three- 
story  building  at  1210  G  street,  Washington, 
D.  C,  in  which  his  store  is  located,  causing 
damage  of  about  $65,000. 


MAGNAVOX  Cone 
Speaker  Units  and 
Circuit  Chasses  en* 
able  you  to  easily 
produce  sets  of  pres- 
tige, value  and  ready 
saleability  -  -  Write 
for  full  information. 


CONE  SPEAKER  UNITS 
AND  CIRCUIT  CHASSES 

Made  by  THE  MAGNAVOX  CO.,  Oakland,  California 

Chicago   Sales   Office:    1315   South    Michigan  Avenue 


This  is  the  most  satisfactory  and  profitable  "B" 
battery  to  sell,  because  it  is  the  most  economical  in  use 


In  daily  use  in  the  home,  Eveready 
Layerbilt  "B"  Battery  No.  486  has 
fulfilled  all  the  promises  ever  made  for 
it.  You  can  tell  your  customers  that  it 
is  beyond  all  doubt  the  most  economical 
"B"  battery  ever  built;  that  it  will  serve 
them  longer,  and  thus  cost  less  to  use. 
All  loud-speaker  sets  require  Heavy- 
Duty  batteries,  and  the  Eveready  Layer- 
bilt is  absolutely  the  best  of  all. 

To  those  who  are  now  using  the 
smaller  Light-Duty  batteries  on  such 
sets,  the  Layerbilts  will  give  twice  the 
service  though  they  do  not  cost  anything 
like  twice  as  much.  Unless  your  cus- 
tomers are  using  Eveready  Layerbilts, 
they  are  spending  more  on  "B"  batteries 
than  they  should,  and  sooner  or  later 
they  will  find  it  out.    Forestall  their 


dissatisfaction  by  selling  themLayerbilts. 

Eveready  Layerbilt's  unequaled  ser- 
vice is  due  to  its  unique  construction. 
All  other  dry  cell  "B"  batteries  are  as- 
sembled of  cylindrical  cells,  with  many 
soldered  connections  and  much  waste 
space.  The  Layerbilt  is  built  up  in 
layers  of  flat  current-producing  ele- 
ments that  make  connection  with  each 
other  automatically  and  that  fill  all 
available  space  inside  the  battery  case. 
This  battery  has  more  active  materials 
than  any  other  "B"  battery,  and  the 
Layerbilt  construction  makes  those  ma- 
terials more  efficient  current  producers. 

During  1927  this  story  is  being  told 
the  public  in  smashing,  convincing  ad- 
vertisements in  leading  national  maga- 
zines and  radio  papers.  Double-page 


spreads  in  two  colors  in  The  Saturday 
Evening  Post  form  the  keystone  of  the 
biggest  advertising  program  ever 
planned  for  Eveready  Radio  Batteries. 
For  "B"  battery  profits,  put  your  sales 
effort  on  the  Layerbilt. 

Manufactured  and  guaranteed  by 

NATIONAL  CARBON  COMPANY,  Inc. 
New  York  San  Francisco 

Atlanta  Chicago  Kansas  City 

Canadian  National  Carbon  Co.,  Limited,  Toronto,  Ontario 


Tuesday  night  is  Eveready  Hour  Night — 9  P.  M., 
Eastern   Standard   Time,   through   the  following 
stations : 


WEAF-A'citi  York 

WJAR-Providejtce 

WEZi-Boston 

v,TAc-Worccster 

wri-Pliiladclpliia 

\\'GR-Buffalo 

■KCXE-Pittsburgh 

WSAl-Ciiiciiii;uti 


WTAU-Clevetand 
wvij-Detroit 
WGN-Chicago 
ViOC-Daven  port 
wren  !  Minneapolis 

\St.  Paul 
KSD-Sr.  Louis 
KRC-Washingtoi: 
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How  Consistent  Advertising  Has  Built 

Big  Sales  Volume  for  Bloomingdale's 

Approximate  Volume  of  Phonograph  and  Combination  Sales  During  Past  Year  Was  in  Neigh- 
borhood of  $500,000 — William  Schneider  Gives  Reasons  for  Success 


Taking  stock  at  the  close  of  the  business  day 
a  month  or  two  ago,  William  Schneider,  man- 
ager of  the  talking  machine  department  of 
Bloomingdale's,  New  York,  discovered  that 
eighty  instruments  had  been  sold  during  the 
hours  that  ihc  store  was  open.  Naturally  upon 
hearing  of  a  volume  of  sales  of  this  magnitude, 
one  asks  Mr.  Schneider  to  what  agency  he  at- 
tributes his  sales  and  learns  that  it  is  the  con- 
stant, consistent  advertising  of  phonographs 
and  phonograph-radio  combinations  that  has 
kept  this  department  busy  throughout  the  en- 
tire year  and  has  resulted  in  a  volume  of  sales 
of  phonographs  and  phonograph-radio  combina- 
tions during  the  year  amounting  in  value  to  ap- 
proximately $500,000. 

The  phonograph  department  of  this  store  is 


Now  1 1 


The  KENT  Attachment 
with  the 

KENTONE 

SENSITIZED  REPRODUCER 


Here  is  the  new 
KENTONE  SENSI- 
TIZED REPRODUC- 
ER on  the  Kent  at- 
tachment No.  1  for 
playing  lateral  -  cut 
records  on  the  Edison 
Disc  Phonograph. 


The  KENTONE  Attachment  has  been  a 
successful  and  standard  product  for  over 
twelve  years.  With  the  new  KENTONE 
SENSITIZED  REPRODUCER  these  two 
products  in  combination  now  are  avail- 
able at  reasonable  prices. 

Write  for  cntuloR  of  complete  line 

of    lone    arms    mill    SOUtld  boxes 

F.  C.  KENT  CO. 

Irvington,  N.  J. 


different  from  most  establishments  in  that  talk- 
ing machines  and  talking  machine-radio  com- 
binations are  carried  in  one  department  under 
one  manager  and  with  a  sales  staff  of  its  own, 
absolutely  separated  from  the  straight  radio  de- 
partment and  the  total  referred  to  above  repre- 
sents sales  of  talking  machines  only.  On  the 
day  in  question,  when  eighty  instruments  were 
sold,  the  greater  percentage  of  sales  could  be 
traced  directly  to  an  advertisement  that  appear- 
ed the  day  before  in  the  leading  metropolitan 
newspapers. 

Mr.  Schneider  assumed  the  management  of 
the  phonograph  department  in  January  of  last 
year.  Under  his  direction  sales  have  shown  a 
material  increase  each  month,  over  the  same 
periods  of  preceding  years  and,  as  a  matter  of 
fact,  in  February  of  1926,  the  shortest  business 
month  of  the  year,  the  sales  volume  was  one  of 
the  greatest  ever  enjoyed  by  Bloomingdale's.  In 
short  500  phonographs  were  sold  during  the 
month  of  February. 

Mr.  Schneider  gives  a  few  reasons  for  the 
success  which  the  department  has  achieved 
under  his  direction.  He  points  out  that  there 
is  at  all  times  a  complete  stock  of  instruments 
on  hand  and  the  public  is  constantly  being  told 
of  these  instruments  through  advertisements 
that  appear  regularly  throughout  the  year,  three 
times  a  week,  in  fact,  in  the  largest  metro- 
politan newspapers. 

During  the  past  year  a  branch  music  store 
was  opened  in  Brooklyn,  N.  Y.,  carrying  the  full 
line  as  in  the  main  store  and  in  addition, 
straight  radio  sets  also  are  sold.  Although  this 
establishment  has  been  in  existence  for  but  five 
or  six  months  it  is  doing  about  three  times  the 
volume  that  was  expected  and,  basing  estimates 
on  the  sales  of  each  month,  the  business  of  the 


department  is  expected  to  gross  in  the  neighbor- 
hood of  $250,000  annually. 

In  the  newspaper  advertisements  Mr. 
Schneider  devotes  a  great  deal  of  space  to  pre- 
senting the  phonograph-radio  combinations  and 
finds  that  these  units  have  a  strong  appeal- 
about  40  per  cent  of  the  total  sales  at  the  main 
store  are  of  the  combined  instruments.  Rec- 
ord sales,  he  also  reports,  have  been  consistently 
good,  with  the  demand  for  the  better  type  of 
music  steadily  increasing.    To  customers  who 


William  Schneider 

purchased  talking  machines  from  the  store  and 
who  are  found  to  be  good  credit  risks,  the  op- 
portunity of  purchasing  records  on  a  time  basis 
is  offered  and  this  helps  build  up  the  record 

sales. 


Mid-West  States  Possess 

Greatest  Number  of  Sets 


in  on  a  station  he  has  simply  to  turn  the  dial 
to  the  cat,  or  the  dog,  or  the  particular  animal 
that  he  has  learned  stands  for  the  broadcasting 
station  desired. 


Report  of  Department  of  Commerce  Shows  Per- 
centage of  Radio  Sets  in  Use  in  Various  Dis- 
tricts— New  York  Leader  of  Individual  States 


Using  the  points  of  origin  of  "broadcast  ap- 
plause mail"  as  a  basis  the  Department  of  Com- 
merce, Electrical  Division,  reports  that  the 
north  central  section  of  States,  including  Illi- 
nois, Ohio,  Michigan,  Indiana  and  Wisconsin, 
leads  in  the  number  of  radio  receiving  sets  in 
use  in  the  United  States.  The  report  places 
27  per  cent  of  the  country's  sets  in  those 
States,  and  gives  19  per  cent  each  to  the  Middle 
Atlantic  States,  composed  of  New  York,  New 
Jersey  and  Pennsylvania,  and  the  group  made 
up  of  Minnesota,  Iowa,  Missouri,  'North  and 
South  Dakota,  Nebraska  and  Kansas. 

New  York  leads  the  individual  States  with  a 
percentage  of  9.3  and  Illinois  has  8.3  per  cent, 
Ohio  7.5  per  cent  and  Pennsylvania  6.8  per  cent. 
These  lead  all  other  States  by  far,  the  ratios 
being  in  a  general  way  reflected  by  the  density 
of  population. 


Grosley  Animal  Cracker 

Radio  Dial  Sent  Dealers 


Equity  Receivers  Appointed 
for  David  Grimes,  Inc. 

In  the  matter  of  David  Grimes,  Inc.,  radio 
products,  1571  Broadway,  Frank  E.  Burdette 
and  Robert  P.  Levis  were  appointed,  under  $15,- 
000  bond,  by  Judge  Bondy  upon  the  petition 
of  T.  M.  Miller  Co.,  a  creditor  for  $10,034,  and 
the  consent  of  the  debtor  corporation,  which 
was  organized  in  1924  to  engage  in  the  manu- 
facture of  radio  devices  and  electrical  equip- 
ment. In  October,  1925,  the  company  became 
involved  in  financial  difficulties  and  turned  the 
business  over  to  the  creditors  under  a  trust 
agreement.  Under  the  arrangement  a  bond  issue 
of  $1,100,000  was  floated  and  the  creditors  ac- 
cepted bonds  in  payment  of  their  claims.  Since 
that  time  additional  liabilities  of  over  $200,000 
are  said  to  have  been  incurred.  The  company 
operates  a  plant  at  Jersey  City,  which  is  subject 
to  a  mortgage  of  $170,000,  and  has  additional  as- 
sets consisting  mainly  of  stock  and  materials 
valued  at  over  $400,000. 


Musical  Terms  in  Radio 


Cincinnati,  0.,  January  5. — In  order  that  chil- 
dren, who  cannot  read  figures,  may  tune  in  on 
their  favorite  stations,  an  "animal  cracker" 
tuning  dial  has  been  designed  by  the  Crosley 
Radio  Corp.  This  new  dial,  which  consists  of 
a  logging  strip  for  drum-type  station  selectors 
on  which  is  printed  a  scries  of  animals  to  cor- 
respond lo  the  numbers  on  an  ordinary  dial, 
is  being  supplied  by  the  Crosley  Corp.  to  all 
of  its  dealers.     When  the  child  wishes  to  tunc 


Musical  terms  are  entering  more  and  more 
into  discussions  of  radio  performances,  accord- 
ing to  1..  C.  Lincoln,  advertising  manager  of 
1'".  A.  D.  Andrea,  Inc.,  New  York.  One  of 
the  latest  Fada  radio  posters  available  to  re- 
tail dealers  is  based  on  "timbre."  The  tone 
colors  in  loud  speaker  radio  reproduction  are 
the  subject  matter  of  the  poster,  with  the  Fada 
Neutrolette  and  the  Fada  cone  speaker  strongly 
featured. 
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AH  Standard  Types 


TypeGSX-112 
High  power  tubes 
for  use  in  last 
stageofaudioam- 
Plification  give 
increased  volume. 
List  price  $4.50 


Types  GSX-201a 
and 
Gs-201a 
The  popular  gen- 
eral purpose  type, 
for  amplifier  or  de- 
tector.   Long  life 
andhigh  efficiency. 
List  price  $2.00 


There's  POWER  behind 
the  Gold  Seal  Line 

Get  the  benefit  of  the  powerful  selling  fac- 
tors that  aid  Gold  Seal  dealers — 

— quality  product,  finest  of  materials,  design  and 
workmanship 

— backed  without  quibbling  by  a  strong  company 
whose  success  is  based  on  a  square  deal  policy 
to  all 

— national  advertising  which  makes  customers  and 
satisfied  dealers 

— dealer  cooperation  of  every  type 

And  there  are  many  other  reasons  why 
Gold  Seal  dealers  are  enthusiastic  about 
this  fast  selling  line. 

Better  get  full  particulars 
now  —  mail  coupon  today 

GOLD  SEAL  ELECTRICAL  CO. 

INCORPORATED 

250  PARK  AVE.,  NEW  YORK 


Gold  Seal 

.  Radio  Tubes  , 


TypeGSX-216B 

For  use  in  battery  elimina- 
tors to  rectify  alternating 

current-advantageous  in 
supplying  the  higher  cur- 
rent  required    by  power 
tube  equipped  sets. 
List  price  $7.50 


Jobbers— A  few  at- 
tractive territories 
still  open  — write 
for  details  at  once. 


Type  GXS-200A 
For  use  as  detector 
only,  giving  supe- 
rior strength  on 
weak  signals -es- 
pecially desirable 
lor  distance. 
List  price  $4.00 


COUPON  T.M.W.  1-27 

25?P?rt  *AL  ELECTRICAL  CO  Inc 
250  Park  Avenue,  New  York,  N  Y. 

Gentlemen:— 


Go 

Name 
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Interesting  Proposals  Regarding  Broad- 
casting Legislation  Made  by  C.  R.  Smith 

President  of  the  Stewart-Warner  Speedometer  Corp.  Suggests  Legislation  Limiting  the  Number 
of  Radio  Broadcasting  Stations  With  Idea  of  Providing   Better  Public  Service 


Radical  proposals  are  contained  in  a  statement 
advocating  immediate  radio  legislation  made 
recently  by  C.  R.  Smith,  president  of  the 
Stewart-W'arner  Speedometer  Corp.,  Chicago. 
Mr.  Smith  speaks  as  head  of  one  of  the  largest 
plants  in  the  world  manufacturing  radio  sets, 
and  lessee  of  station  WBBM,  which  broadcasts 
programs  of  the  Stewart-Warner  Air  Theatre. 

He  suggests,  among  other  things,  that  Con- 
gress provide  legislation  that  will  reduce  the 
number  of  broadcasting  stations  in  the  country 
even  below  the  number  that  were  in  existence 
prior  to  the  decision  of  the  Attorney  General, 
which  held  that  Secretary  Hoover  did  not  have 
the  power  to  license  broadcasters.  His  state- 
ment, in  part,  is  as  follows:  "Radio  fans  of 
the  United  States  are  demanding  radio  legisla- 
tion. President  Coolidge,  in  his  message  just 
given  to  Congress,  has  asked  for  such  legisla- 
tion. The  radio  industry  of  this  country  will 
suffer  material  damage  ultimately  unless  relief 
is  forthcoming  and  this  in  turn  will  deprive 
broadcast  listeners  of  enjoyment  and  entertain- 
ment to  which  they  are  entitled. 

"I  believe  Congress  should  incorporate  in  its 
legislation  the  following  ideas:  Stop  chaotic 
interference  by  reducing  the  number  of  broad- 
casting stations  below  the  number  that  was  in 
existence  prior  to  the  decision  of  the  Attorney 
General  which  held  that  the  Secretary  of  Com- 
merce had  no  power  to  regulate  radio  broad- 
casting; license  only  such  stations  as  have 
shown  by  their  records  in  the  past  that  it  is 
their  real  desire  to  be  of  genuine  service  to  the 
public,  and  have  not  adopted  the  purely  com- 
mercialistic  attitude;  provide  that  the  licenses 
of  such  stations  as  may  be  licensed  may  be 
revoked  if  these  stations  do  not  give  to  the 
people  the  high  standard  of  entertainment  that 
will  be  demanded. 

"I  see  no  reason  why  we  should  have  more 
than  80  to  90  high-powered  stations  in  this  coun- 
try. With  only  that  number  each  one  could 
broadcast  without  interference  with  the  other 
and  all  could  be  heard  in  all  parts  of  the  United 
States  without  interference.  In  addition,  a  small 
number  of  very  low-powered  stations  could  be 
licensed  on  wave  lengths  that  would  not  inter- 


fere materially  with  the  high-powered  stations. 
For  instance,  a  high-powered  station  in  New 
York  City,  on  a  wave  length  of  350  meters,  would 
not  be  interfered  with  in  California  if  there  were 
several  low-powered  stations  in  that  State  on  a 
wave  length  comparatively  close  to  350  meters. 
Of  course,  I  realize  that  the  conditions  are  new 
and  that  Congress  will  have  to  put  itself  in  a 
position  of  pathfinder.  Nevertheless,  I  do  be- 
lieve that  regulation  should  be  passed  by  the 
present  Congress  just  as  soon  as  it  possibly 


C.  E.  Jacobs  Launches 

Campaign  on  "B"  Units 

Chicago  Manufacturer  Has  Arranged  to  Make 
Complete  Units  to  Be  Sold  by  Dealers  and 
Used  as  Standard  Equipment  on  Sets 

An  aggressive  sales  drive  is  being  placed  be- 
hind the  two  Molliformer  "B"  units  manufac- 


tured by  C.  E.  Jacobs, 
Chicago.  The  products  are 
known  as  Model  FW4,  de- 
signed for  average  re- 
quirements of  no  more 
than  ninety  volts  and  list- 
ing at  $22,  and  Model  D4, 
for  sets  drawing  a  heavier 
plate  current  and  using 
power  tubes,  retailing  at 


C.  E.  Jacobs  $27.50.  Model  FW4  was 
Model  D4  introduced  two  years  ago 

and  Model  D4  was  first  placed  on  the  market 
in  kit  form  about  six  months  ago. 

An  improved  electrolitic  rectifier  takes  the 
place  of  the  usual  rectifying  tubes,  the  manu- 
facturer stating  that  it  gives  reliable  service  for 
1,500  to  2,000  hours  without  attention,  and  that 
its  replacement  cost  is  less  than  $1  per  year. 

C.  E.  Jacobs  has  had  extensive  experience  in 
the  field  of  "B"  unit  manufacture,  having  made 
"B"  eliminator  kits  for  the  past  three  years, 
and  thousands  of  his  products  are  now  in  use, 
having  been  built  by  amateur  users  and  radio 
receiver   manufacturers   from   parts   and  plans 


which  he  has  supplied.  Mr.  Jacobs  recently  ar- 
ranged to  manufacture  complete  units  which 
may  be  stocked  and  sold  in  complete  form  by 
the  dealer  and  used  as  standard  equipment  by 
set  manufacturers.  All  parts  are  designed  to 
withstand  the  heavy  demands  imposed  upon 
th  em  by  the  new  power  tubes  even  on  loud 
sustained  signals,  free  from  hum  and  power 
noises,  according  to  the  manufacturer. 

Radio  Manufacturers  Hear 
Address  by  Dr.  E.  W.  Engle 

Chief  Engineer  of  the  Fansteel  Products  Co. 
Discussed  the  "Trend  of  Radio"  and  Made  a 
Number  of  Helpful  Suggestions 


A  decidedly  successful  and  interesting  meet- 
ing was  held  by  the  Radio  Manufacturers  Asso- 
ciation, December  14,  at  the  Electric  Club,  in 
Chicago.  More  than  fifty  members  of  the  Mid- 
West  radio  trade  gathered  together  for  lunch- 
eon, after  which  they  heard  Dr.  E.  W.  Engle, 
chief  engineer  of  the  Fansteel  Products  Co., 
North  Chicago,  111.,  discuss  the  "Trend  of 
Radio." 

Dr.  Engle's  address  presented  a  very  careful 
study  of  conditions  that  have  prevailed  and  are 
likely  to  be  met  with  in  radio  production  and 
distribution,  and  he  presented  a  number  of  help- 
ful suggestions  to  his  listeners.  T.  K.  Webster, 
Jr.,  of  the  Ekko  Co.,  Chicago,  a  director  of  the 
R.  M.  A.,  presided  at  the  meeting  and  discussed 
several  matters  pertaining  to  the  activities  of 
the  Association  and  its  value  to  members  and 
the  industry  as  a  whole  in  an  interesting  and  in- 
structive address. 

Launch  Drive  on  Pierce- 

Airo  Single  Dial  Receiver 

An  energetic  sales  and  advertising  campaign 
by  the  United  Scientific  Laboratories,  Inc.,  on 
the  Pierce-Airo  single-dial  receivers  is  now 
under  way.  It  is  a  six-tube  model  with  two 
stages  of  tuned  radio  frequency,  detector  and 
three  stages  of  resistance  coupled  audio  fre- 
quency. Its  single-dial  control  affords  sim- 
plicity of  operation.  The  Pierce-Airo  is  sold  in 
chassis  form,  and  David  Wald,  president  of  the 
organization,  states  that  there  is  a  splendid  de- 
mand for  this  type  of  receiver. 


Display  Super-Ball  Antenna 

Sacramento,  Cal.,  January  5. — The  Kimball- 
Upson  Co.,  radio  distributor,  has  had  unusual 
success  with  the  Super-Ball  antennas,  dis- 
tributed nationally  by  Yahr-Lange,  Inc.,  of  Mil- 
waukee. A  major  portion  of  the  credit  for  the 
success  of  the  Kimball-Upson  Co.  is  given  to 
the  manner  in  which  the  product  is  exhibited 
in  the  display  rooms.  The  Super-Ball  is  shown 
mounted  on  a  pole  exactly  as  it  appears  on  the 
roof  of  the  user's  home  and  two  of  the  Super- 
Ball  antennas  form  a  gateway  to  one  of  the  sec- 
tions of  the  display  rooms. 


New  Fada  Distributor 


The  appointment  of  Alexander  Seewald  Co., 
of  Atlanta,  as  State  distributor  of  Fada  radio 
in  Georgia,  has  been  announced  by  Louis  J. 
Chatten,  general  sales  manager  of  F.  A.  D. 
Andrea,  Inc.,  New  York.  W.  D.  Alexander  is 
president  of  the  company  and  D.  C.  Alexander 
is  manager  of  the  radio  department. 


Market  New  Rudell  Unit 


A  new  radio  loud  speaker  unit  is  being  offered 
to  the  trade  by  J.  E.  Rudell,  New  York,  manu- 
facturer of  Vitaphonic  reproducers  and  tone 
arms.  Mr.  Rudell  states  that  the  new  unit  has 
been  well  received,  and  production  plans  are 
well  under  way. 


Why 
BIRNBACH 

PRODUCTS 

Sell! 

because  — 

They  Are  Quality 
Products 

Easy  for  the  Dealer 
to  Handle 

Attractively  Packaged 

Nationally  Advertised 

and 

Accepted  as  the  Best 
by  the 
Radio  Trade 


rotect  your  set  I 


BIRNBACH  BATTERY  CABLE 


Simplifies  the 

connecting  of  Radio  Batteries 
Separate  Colored  Wires 

3  Conductor  Cable  with 
Soldered  Terminals  [SnjJ 

Ulso  made  in  6  7  8  Wire  Cables  k#™ 

forttie  NEW  POWER  TUBES 


Improve  your  reception 


il   by  placing  Ijour Jbud Speaker any  '  ■ 
distance  from  your  Receiver 
BDHNBACIHI 

20ft  Extension  Cord 
with  Connector  fjfrxr^ 

^ndi0^0  50^00jmt  units! I^—*] 

Write  for  Catalog 

BIRNBACH  RADIO  CO. 

370  SEVENTH  AVE.      NEW  YORK  CITY1 
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THE  "4-29"  $29 
A  4-tube  receiver  of 
amazing  efficiency,  Cre- 
scendon  equipped  ! 
Everywhere  considered 
marvelous  at  its  price. 


THE 


THE  "5-38"  $38 
A  five-tube  tuned  ra- 
dio frequency  set,  with 
two  stages  of  non -oscil- 
lating radio  frequency 
amplification,  Crescen- 
don  controlled,  two 
stages  of  audio  fre- 
quency amplification. 


"RFL-75"  $65 
5 -tubes.  True  cascade 
amplification,  non -oscil- 
lating, non  -  radiating 
even  under  any  mis  - 
handling.  Its  perfect 
balancing  achieved  by 
Wheatstone  bridge  in 
each  stage  of  amplifi- 
cation. Exceptional  se- 
lectivity   and  tone. 


a 


"MUSICONSOLE" 
$32.00 

Embodies  the  Musicone 
in  a  beautiful  console 
of  two- tone  mahogany 
finish  and  provides  room 
for  batteries  and  acces- 
sories; 21%  inches  long 
Inside. 


6-TUBE  "RFL-90" 
CONSOLE  $90 
Introducing  the  double 
drum  station  selector ! 
Includes  Musicone  In 
exquisite  console.  Room 
for  batteries  and  all  ac- 
cessories; 40  inches  high 
by    30^    inches  wide* 


Amazing  single  dial  control  and  reproduction 

Th e  5*50        TheSuperMusicone    The  575  Console 


Such  a  success!  Enthusiastic  owners 
report  amazing  performance — a  drum 
dial  delivering  stations*  loud,  clear, 
sharp;  each  an  almost  imperceptible 
turn  of  the  drum  apart.  Write  station 
letters  on  the  drum;  return  to  them  at 
will.  This  marvelous  receiver  contain- 
ing these  advanced  ideas  in  radio  (some 
of  them  exclusive  to  Crosley),  includ- 
ing metal  shielding  and  power  tube 
adaptability  indicates  Powel  Crosley, 
Jr.'s  genius  in  lowering  prices  by  mass 
production  methods. 


Listen  to  this  wonder  reproducer  of 
broadcasting!  Then  you'll  understand 
why  it  is  the  biggest  selling  loud  speak- 
er on  the  market  EVERYWHERE,  and 
the  most  imitated.  Its  shape,  however, 
is  NOT  the  secret  of  its  wonderful 
performance.  Its  delightful  tone  and 
the  fidelity  of  its  reproduction  is 
achieved  solely  through  the  Crosley 
patented  actuating  unit.  Avoid  imita- 
tions. There  is  only  one  genuine 
MUSICONE.  Smaller  model,  12-inch 
cone,  $12.50. 


This  set  includes  ideas  for  radio  recep- 
tion perfection  NOT  found  in  any  other 
radio.  Marvelous  exclusive  Crosley 
"Crescendon"  and  "Acuminators"  in- 
crease volume  on  distant  stations  and 
bring  in  programs  entirely  passed  by 
and  missed  on  ordinary  one  dial  con- 
trol radios.  Console  is  40  inches  high 
with  ample  room  for  batteries  and  a 
genuine  Crosley  Musicone  is  built  in. 
Radio  chassis  same  as  in  the  5-50  re- 
ceiver. Beautifully  finished  two-tone 
mahogany  cabinet,  rose  gold  fittings. 


50.  '14^ 


75. 


Prices  slightly  higher  west  of  the  Rocky  Mountains- 


Write  Department  26y  for  Illustrative  Literature 


Crosley  mtirtujacturtri  radio  receiving  sets,  which  are  licensed  under  Armstrong  V.  S.  Patent  Ho.  1,113,149,  or  under 
patent  applications  of  Radio  Frequency  Laboratories,  Inc.,  and   other  patents   issued  ind  pending. 

THE   CROSLEY    RADIO  CORPORATION 

CINCINNATI,  OHIO.    POWEL  CROSLEY.  Jr.,  President 


ALL-METAL 
SHIELDED  CHASSIS 
This  truly  great  radio 
achievement,  found  in 
several  Crosley  sets,  fur- 
nishes a  substantial 
frame  for  mounting  ele- 
ments, produces  excel- 
lent alignment  of  con- 
densers, shields  the 
units  from  each  other, 
prevents  interstage.  Im- 
proves the  stability  of 
the  circuit,  increases 
selectivity  and  saves 
costs  by  standardizing 
this  phase  of  manufac- 
ture. 


ACUMINATORS" 
Crosley  Acuminators  per- 
mit tuning  in — loud  and 
clear  —  weak  stations 
passed  over  and  entire- 
ly missed  by  ordinary 
single  dial  radios.  In 
tuning  high  powered 
ai  d  local  stations  they 
are  not  used.  They 
arc  an  exclusive  Crosley 
feature. 


THE  "CRESCENDON" 
When,  on  ordinary  ra- 
dios ears  must  strain 
to  catch  a  station  miles 
away,  a  turn  of  the 
Crescendon  on  Crosley 
radios  Instantly  swells 
reception  to  room-Ailing 
volume.  An  exclusive 
Crosley  feature. 


THE  SINGLE  DIAL 
STATION  SELECTOR 
Nothing  in  radio  eauals 
the  joy  or  the  conven- 
ience of  single  dial  con- 
trol. Crosley  single 
drum  control  enables 
you  to  find  the  stations 
sought  without  log  book 
or  "tuning." 


POWER  TUBES 
Power  tube  adaptability 
marks  the  Crosley  "5- 
50",  "5  -  75"  and 
"RFL"  sets.  This  feat- 
ure typifies  Crosley  pro- 
vision for  best  radio  re- 
ception a  t  moderate 
cost. 
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Traveling  Advertisements 

Leading  phonograph  manufacturers  have  long  recognized  the  adver- 
tising value  of  Atlas  Plywood  Packing  Cases.  Printed  trademarks 
on  the  smooth  sides  of  Atlas  Cases  take  the  eye  of  hundreds  before 
phonographs  or  radios  reach  their  destination.  The  cases  themselves 
attract  a  world  of  attention — they  are  so  handsome  and  sturdy  look- 
ing.   And  they  are  just  as  strong  and  protective  as  they  look. 


THE  WEIGHT  ~  SSIVE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


PARK  SQUARE  BUILDING,  BOSTON,  MASS. 

New  York  Office  -  Chicago  Office 

90  West  Broadway  649  McCormick  Building 
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Using  New  Power  Tubes 

in  Old  Type  Radio  Sets 

W.  J.  Bowles,  Technical  Engineer  of  Gold  Seal 
Elec.  Co.,  Inc.,  Gives  Some  Pertinent  Facts 
Regarding  New  Tubes  for  Radio  Sets 


The  question  with  which  dealers  are  fre- 
quently confronted,  "Can  I  use  the  new  power 
tubes  in  my  old  set?",  has  been  answered  by  W. 


Gold  Seal  Tubes— GSX-201A— GSX-171 

J.  Bowles,  technical  engineer  of  the  Gold  Seal 
Electric  Co.,  Inc.,  New  York,  in  the  affirmative. 
Mr.  Bowles  points  out  that  these  tubes  can  be 
used  to  advantage  in  the  old  type  sets  with 
negligible  exceptions,  and  the  dealer  may  ex- 
plain to  the  inquiring  customer  that  their  in- 


GSX-200A  and  GSX-20  Hy-Mu 

stallation  presents  no  difficulties  that  the  aver- 
age radio  owner  cannot  overcome  easily. 

The  demand  for  better  reception  and  repro- 
duction, following  the  simplification  of  radio 
receivers,  resulted  in  the  introduction  of  so- 
called  power,  tubes,  which  might  better  be 
termed  "special  purpose  tubes,"  according  to 
Mr.  Bowles.  The  newer  types  of  speakers  need 
more  power  to  operate  them  and  when  it  was 


found  that  the  201A  type  of  tube  could  not 
handle  this  increased  power,  the  first  of  the 
power  tubes  were  designed,  of  which  the  GSX- 
112  is  typical. 

Mr.  Bowles  poirjts  out  that  it  is  necessary 
for  dealers  to  explain  to  their  patrons  that  this 
type  of  tube  is  not  designed  to  furnish  more 
power  or  volume,  but  merely  to  handle  more 
power,  which  is  supplied  by  the  B  batteries  and 
the  additional  volume  provided  by  the  speaker. 
In  other  words,  the  real  function  of  power  tubes 
is  to  furnish  undistorted  volume. 

Several  tubes  of  this  character  have  been  in- 
troduced by  Gold  Seal  since  the  GSX-112.  Type 
GSX-171  is  specially  adapted  for  cone  speak- 
ers. GSX-210  is  said  to  be  the  largest  power 
tube  made  commercially.  GSX-120  is  designed 
for  sets  using  dry  cell  batteries.  The  GSX-20 
or  Hy-Mu  is  designed  for  new  model  receivers 
with  resistance  coupled  amplification,  and  is  nnt 
suitable  for  older  type  sets.  GSX-200A  is  a 
super-sensitive  detector  and  GSX-216B  is  a 
rectifier  tube  used  in  B  batterv  eliminators. 


Manufacturers  Inspect  the 
Federal  Brandes  Factory 

The  Newark -Safety  Council,  comprising  100 
prominent  manufacturers  and  merchants  of 
Newark,  N.  J.,  recently  inspected  the  Federal- 
Brandes  factories  at  Newark,  N.  J.,  where 
Kolster  receiving  sets  and  Brandes  speakers  are 
manufactured.  The  visitors  were  escorted 
through  the  plants  by  Federal-Brandes  engi- 
neers and  witnessed  the  numerous  processes 
involved  in  radio  manufacture.  The  guests  ex- 
pressed astonishment  at  the  large  number  of 
separate  jobs  necessary  to  build  even  a  seem- 
ingly simple  coil  or  transformer  to  scientific 
precision.  The  Brandes  acoustical  laboratory, 
with  its  soundproof  and  magnetically  shielded 
room  where  loudspeakers  are  tested,  was  a 
popular  point  of  interest  on  the  trip. 


Predicts  a  Record  Year 

Ahead  for  Radio  Industry 

Secretary  of  Agriculture  William  M.  Jardine, 
largest  user  of  radio  broadcasting,  believes  that 
the  new  high  records  established  for  radio  in 
1926  will  not  only  be  equaled  but  will  be  out- 
distanced in  1927.  As  a  broadcaster,  Secretary 
Jardine  sponsors  twenty-two  weekly  programs, 
broadcast  through  more  than  100  stations.  These 
programs  cover  a  greater  variety  of  material 
and  fill  a  greater  number  of  hours  on  the  air 
than  the  combined  offerings  of  any  other  half- 
dozen  radio  broadcasters.  "Radio,"  says  Secre- 
tary Jardine,  "has  definitely  proved  its  effective- 
ness in  spreading  information  and  education." 


Sterling  Mfg.  Co.  Markets 

Two  New  Type  Testers 

Tester  for  "B"  Eliminators  and  Tube  Tester 
Placed  on  Market — Designed  Especially  for 
Radio  Dealers  and  Service  Experts 


Cleveland,  O.,  January  5.— The  Sterling  Mfg. 
Co.,  maker  of  automotive  and  electrical  special- 
ties and  radio  apparatus  has  placed  on  the 
market  a  .  Universal  tester  for  "B"  eliminators 
and  a  Universal  tube  tester  that  will  take  care 
of  the  new  power  tubes.  The  "B"  power  tester, 
which  is  known  as  R-410,  has  been  especially 
designed  to  promote  store  sales  and  to  reduce 
the  cost  of  service  work.  With  this  product  the 


"B"  Power  Tester  R-410 

radio  dealer  is  in  a  position  to  demonstrate 
suitable  "B"  power  units  to  prove  what  they 
will  do  on  a  set  he  proposes  to  sell  or  show 
their  adaptability  to  the  receiver  the  customer 
already  has.  The  tester  will  also  protect  the 
dealer  from  carrying  in  stock  any  "B"  power 
unit  which  is  below  standard.  The  service  ex- 
pert will  find  that  the  power  tester  has  been 
designed  with  ample  forethought  to  cover  any 
of  the  plate  current  tests  which  come  up  in  his 
daily  work. 

The  Universal  tube  tester  and  set  servicer, 
No.  R-408,  is  built  essentially  for  testing  in  mil- 
liamperes  the  plate  current  of  vacuum  tubes. 
It  is  by  this  test  that  the  amplification  value  of 


Tube  Tester  and  Set  Servicer  R-408 

a  tube  is  immediately  determined.  A  socket 
plug  and  suitable  adapters  are  furnished  so  that 
all  tests  can  be  made  directly  in  the  tube 
sockets  without  disconnecting  anv  wires. 


C.  A.  Hord,  operating  the  Hord  Music  Co., 
has  moved  his  otablishnient  from  Middleboro, 
Ky.,  to  Appalachia,  Va. 


The  Radio  Builders  Co.,  New  York,  has  been 
incorporated  with  a  capital  stock  of  $5,000.  The 
incorporators  are  G.  A.  Turley,  L.  M.  Cor- 
coran and  T.  F.  Tormey. 
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With  1927  comes  the  5th 
Year  of  PAL,  the  oldest  and 
best  known  Portable  Phono- 
graph in  the  country. 

Just  as  the  original  PAL 
represented  the  utmost  in 
value  at  the  time  it  was  in- 
troduced, each  succeeding 
season  has  found  PAL  con- 
stantly improved — leading 
in  the  wonderful  progress  of 
portable  phonographs  to 
their  present  state  of 
perfection. 


PORTABLE  PHONOGRAPH 
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cJht  Greatest  fine  of  Tortables 

6vcr  Offered  to  thcTrade 

KOM  PACT 

H1.50 


H*)- 92. 


(For  West  and  South  add  10%) 
(Canada,  $25.00) 


V-DeLuxe 


(For  West  and  South 
add  10%) 
(Canada  $35.00) 


°~°  Retail/ 

you  can  get  prompt  shipments  of  Plaza 
Portables  from  these  leading  jobbers 


Atlanta,  Ga. 
Atlanta  Sales  Company 
39  Cone  Street 

Atlanta,  Ga. 
James  K.  Polk,  Inc. 
181  Whitehall  Street 

Boston,  Mass. 
Drayton-Erisman,  Inc. 
34  Avery  Street 

Birmingham,  Ala. 
E.  E.  Forbes  Piano  Company 
1922  Third  Avenue 

Butte,  Montana 
Montana  Electric  Co. 

Baltimore,  Md. 
Columbia  Wholesalers,  Inc. 
205  West  Camden  Street 

Chicago,  111. 
Chicago  Musical  Instrument  Co. 
214  South  Wabash  Avenue 

Cincinnati,  Ohio 
Arthur  Brand  &  Company 
1618  Vine  Street 

Cleveland,  Ohio 
Cleveland  Phonograph  Co. 
5300  Harvard  Avenue 

Cincinnati,  Ohio 
M.  W.  Fantle  Company 
119  West  4th  Street 


Dallas,  Texas 
James  K.  Polk,  Inc. 
1315  Young  Street 

Denver,  Colo. 
Moore-Bird  Company 
1720  Wazee  Avenue 

Des  Moines,  Iowa 
Harger  &  Blish 
112  Eleventh  Street 

Detroit,  Mich. 
Wm.  A.  Carroll,  Inc. 

16487  Woodward  Avenue 

Elmira,  New  York 
Amusement  Novelty  Supply  Co. 
Carroll  Street 

Ft.  Worth,  Texas 
Novelty  Sales  Company 
512  Dan  Waggoner  Bldg. 

Louisville,  Ky. 
Belknap  Hardware  Co. 
Ill  East  Main  Street 

Milwaukee,  Wis. 
Music  Arts  Corporation 
517  Grand  Avenue 

Montreal.  Canada 
Standard  Phono.  Acc.  &  Supply  Co. 
1270  St.  Lawrence  Blvd. 

Louisville,  Ky. 
Stratton  &  Terstegge  Co. 


New  Orleans,  La. 
Diamond  Music  Company 
341  Baronne  Street 

Minneapolis,  Minn. 
Superior  Sales  Company 
500  Kasota  Building 

New  Orleans,  La. 
Junius  Hart  Piano  House 
123  Carondelet  Street 

Providence,  R.  I. 
George  Gerber  &  Co. 
84  Weybosset  Street 

Oklahoma  City,  Okla. 
Lattin  Phonograph  Co. 
408  Main  Street 

Philadelphia,  Pa. 
Everybody's  Talk.  Mach.  Co. 

810  Arch  Street 

Philadelphia,  Pa. 
M.  D.  Swisher 

115  South  10th  Street 

Portland,  Ore. 
Seiberling-Lucas  Music  Co. 

151  Fourth  Street 

Richmond,  Va. 
C.  B.  Haynes  Company 

19  West  Broad  Street 

Richmond,  Va. 
James  K.  Polk,  Inc. 

811  West  Broad  Street 


Salt  Lake  City,  Utah 
Columbia  Stores 

221  South  West  Temple 

St.  Louis,  Mo. 
Shapleigh  Hardware  Co. 
4th  &  Washington  Avenue 

Spokane.  Wash. 
Washington  Elec.  Supply  Co. 

Vancouver,  Canada 
H.  V.  MacKinnon  &  Son 

Seattle,  Wash. 
Seattle  Hardware  Co. 

San  Francisco,  Cal. 
Frederick  H.  Thompson 
1131  Mission  Street 

Salt  Lake  City,  Utah 
Strevell-Patterson  Hdw.  Co. 

Toronto.  2.  Canada 
The  Sun  Record  Company 
210  Adelaide  Street.  West 

Los  Angeles.  Cal. 
Yale  Radio  Electric  Co. 
1111  Wall  Street 

Knoxville,  Tenn. 
Sterchi  Brothers 
418  Gay  Street 

Tampa.  Florida 
Tampa  Hardware  Company 
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DEPENDABILITY- 


Designed  and  built  by  the  pioneer  independent  manufacturers  of  Portable 
Phonographs  in  the  country,  PAL  for  the  past  five  years  has  been  the  biggest 
and  easiest  selling  Portable  in  the  field. 

Its  remarkable  value,  pleasing  appearance,  wonderful  tone,  and  sturdy  con- 
struction are  but  a  few  of  the  many  outstanding  features  which  have  made 
PAL  the  undisputed  favorite  both  with  the  dealer  and  the  buying  public. 

By  concentrating  on  PAL  you  will  be  assured  of  REAL  profits 


PLAZA  MUSIC  COMPANY,  NEW  YORK,  N.  Y. 
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This  MICRO-PHONIC  Outfit 

actually  changes  an  old  style  phonograph  into  a 

DEEP  RICH  TONE  Instrument 


This  is  the  BIGGEST  thing  in  a 
phonograph  accessory  ever  offered 

Every  owner  of  an  old  style  phonograph  will 
readily  buy  one  of  these  Micro-phonic  Out- 
fits. By  merely  substituting  it  on  their  own 
phonographs,  they  can  get  that  deep  rich  tone 
of  the  new  high-priced  models. 


DISTRIBUTORS 

Wide  Awake  jobbers 
can  cash  in  on  the 
big  demand  for  these 
Micro-phonic  Outfits. 
Write  today. 


End  Your  Trade*in  Worries 

This  Micro-phonic  Outfit  is  the  solution  to  your  trade-in 
worries.  Equip  the  machines  you  trade  in  with  the  Micro- 
phonic Outfit  and  you  will  find  a  ready  market  for  them. 


Liberal  Discounts 


ADVERTISING}  HELPS— An  attractive  display  card  together  with  a 
complete  advertising  service  of  window  strips,  circulars,  newspaper  mats, 
etc.,  is  supplied  free  to  all  Micro-phonic  dealers. 


Plaza  Music  Company,  New  York,  N.  Y. 
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Music  Should  Be  Basis  of  Phonograph  and 

Record  Merchandising,  Says  G.  C.  Jell 

Executive  in  Charge  of  the  Masterworks  Series  of  Recording  for  the  Columbia  Phonograph  Co. 
Emphasizes  the  Fact  That  Phonograph  and  Record  Business  Is  a  Musical  Business 


[George  C.  Jell,  in  charge  of  the  Masterworks  Series  of 
recordings  for  the  Columbia  Phonograph  Co.,  Inc.,  has  been 
connected  with  the  phonograph  industry  since  its  early 
days.  He  has  specialized  in  the  production  of  records 
of  the  better  class  and  is  well  known  in  musical  circles 
throughout  the  country. — Editor's  Note.] 

The  Columbia  Musical  Masterworks  Series 
is  a  modern  paraphrase  (applied  to  music)  of 
Shakespeare's  famous  dictum  "The  Play's  the 
Thing."  In  this  series  the  music  is  the  thing — 
first,  last  and  always.  For  the  interpretation 
of  the  music  get  the  best  that  is  available,  but 
above  all  things  have  the  music  as  the  composer 
wrote  it,  adding  and  taking  away  nothing,  sub- 
ordinating all  sensational  features  of  the  in- 
terpreter to  the  music  as  the  great  composers — 
and  all  composers  in  Columbia  Masterworks 
are  great — set  it  down. 

It  is  not  too  much  to  say  that  until  very  re- 
cently musical  compositions,  in  their  larger  and 
complete  sense,  were  not  thought  of  as  really 
associated  with  sound  records  in  this  country. 
The  musical  idea  was  subordinate  to,  and  fre- 
quently lost  in,  considerations  that  had  in  real- 
ity little  to  do  with  music  as  an  art.  Some  of 
these  considerations  were:  the  reputation  of  the 
artist  executing  the  music,  sensational  man- 
nerisms or  peculiarities  affecting  the  popularity 
of  the  performer,  the  length  and  other  physical 
restrictions  of  the  record,  temporary  popularity 
or  prominence  given  by  public  performance  to 
some  particular  composition.  The  Columbia 
Masterworks  Series  is  a  reversal  of  all  con- 
siderations of  this  sort.  Its  idea  above  all  things 
else  is  music — as  well  interpreted  and  recorded 
as  we  can  make  it,  but  music  without  abridg- 
ment, just  as  the  composer  wrote  it. 

There  can  be  little  surprise  that  the  dealer, 
faced  with  an  untried  departure  from  all  previous 
standards  should  look  askance  at  any  venture 
of  this  sort.  The  dealer  is  a  merchant,  seldom 
a  musician.  There  was  no  reason  why,  up  to 
that  time,  he  should  have  known  much  about 
what  was  meant  by  a  concerto,  a  sonata  or  a 
tone-poem.  These  things  were  not  contem- 
plated except  in.  the  most  fragmentary  way 
within  the  bounds  of  a  record  catalog.  Such 
few  as  were  represented  in  the  way  of  short 
excerpts  were,  in  most  cases,  simply  the  vehicle 
for  the  execution  of  some  noted  performer. 
That  very  definite  minority  of  the  public  who 
knew  and  appreciated  the  great  works  of  mu- 
sical genius  in  their  entirety  either  accepted  with 
more  or  less  protest  such  fragments  as  were 
offered  them  or  stayed  away. 

With  the  first  few  issues  of  the  Masterworks 
Series  available,  however,  the  musical  public 
became  articulate.  It  clamored  for  more.  The 
dealers,  in  very  many  localities  discovered  that 
"high  brow"  music  has  commercial  value. 

This  is  only  the  beginning  of  what  we  are 
going  to  find  out  about  these  things.  To  adopt 
the  old,  classic  cliche,  "the  surface  has  not  been 
scratched."  It  is  strange  but  true  that  with  all 
the  advertising  the  Columbia  Co.  has  done  there 
are  found  constantly  alert  and  prominent  per- 
sons interested  in  music  asking  for  the  Beet- 
hoven Choral  Symphony  who  are  not  aware 
that  this  work  was  recorded  complete  and  is- 
sued six  months  ago. 

People  of  definite  musical  culture  who  wish 
complete  recordings  of  the  classic  and  modern 
masterpieces  abound  everywhere,  all  supposed 
indications  and  assertions  to  the  contrary  not- 
withstanding. They  are  not  confined  to  any 
class  of  society  or  any  stratum  of  wealth.  They 
do  not  form  clubs  or  otherwise  flock  away  in 
a  crowd  where  they  can  be  conveniently  rounded 
up.  They  are  simply  individuals  who  know  what 
is  good  and  who  buy  it  when  they  know  where 
to  get  it.  I  know  personally  of  instances  where 
individual  music-lovers  have  denied  themselves 
other  things  reckoned  as  real  necessities  of  life 


in  order  to  buy  certain  coveted  issues  of  the 
Columbia  Masterworks. 

To  say  nothing  of  those  who  already  know 
just  what  they  want,  through  appreciation  bred 
of  knowledge  and  training,  there  is  a  vast  army 
of  people  who,  through  the  various  cultural 
agencies  at  present  at  work  in  the  country,  are 


George  C.  Jell 


absorbing  a  real  taste  for  these  things.  That  the 
established  symphony  orchestras  in  the  United 
States  have  increased  in  number  from  six,  in 
1915,  to  twenty-eight  at  the  present  time  is  only 
one  indication  of  this  trend. 

As  to  the  supposed  taint  of  high-brow  music, 
these  works  are  not  affected.  Personally  I  doubt 
if  there  is,  properly  speaking,  such  a  thing  as 
high-brow  music,  excepting  possibly  a  few  con- 
sciously futuristic  ebullitions  of  the  past  ten 
years, — but  with  these  we  are  not  concerned. 
There  is  music  that  has  an  obvious  ease  and 
simplicity  of  melody,  that  is  easily  followed — 
that  charms  at  a  first  hearing — that  is,  in  other 
words,  "whistleable."  We  all  know  the  Tales  of 
Hoffmann  Barcarolle,  the  Thais  Meditation,  the 


Faust  Soldiers'  Chorus,  the  Plantation  Melodies 
of  Stephen  Foster  and  other  folk  songs,  Silver 
Threads  Among  the  Gold,  and  Home,  Sweet 
Home.  Any  one  would  be  foolish  to  disparage 
the  attractiveness,  musical  worth  and  com- 
mercial value  of  these  and  scores  of  similar 
pieces.  Equally,  one  would  be  foolish  to  deny 
that  for  a  great  many  people  such  numbers  as 
these  with  time  begin  to  pall.  They  demand 
something  a  little  more  substantial,  and  the 
basis  of  all  such  desire  is  familiarity,  either  ac- 
cidental or  designedly  cultivated,  with  the  more 
substantial  things. 

And  those  who  are  willing  to  look  into  the 
substantial  things  in  music — what  do  they  find? 
They  find  in  many  instances  melodies  as  sim- 
ple, as  easily  followed,  and  as  homelike,  as 
those  they  sang  around  the  piano  at  home  as 
children.  Let  any  who  question  this  hear  the 
Largo  from  Haydn's  D  Major  Quartet,  the  sec- 
ond movement  of  Mozart's  Symphony  in  D,  the 
Largo  from  the  Dvorak  New  World  Symphony 
(played  by  every  hotel  and  movie  orchestra  in 
the  world);  many  of  the  themes  in  Beethoven's 
Seventh  Symphony  could  be  danced  to.  Among 
the  great  works  are  innumerable  scherzos 
(scherzo,  Italian  for  "joke")  as  light  and  gay  as 
Yankee  Doodle.  It  is  quite  true  that  not  all 
of  a  symphony  or  sonata  is  of  melody  either 
mellifluous  or  gay;  neither  is  all  of  a  dinner  ice 
cream.  Chopjn,  Tschaikowsky  and  Wagner 
have  furnished  more  than  one  Broadway  tune 
that  was  a  million-copy  hit — the  tune  a  little 
jazzed  up  perhaps  but  still  there. 

No  great  composer  ever  deliberately  set  out 
to  be  high-brow.  The  composers  who  set  out 
that  way  never  became  great.  The  great  com- 
poser's idea  was  to  make  music — to  make  it  ac- 
cording to  the  genius  that  was  in  him  and  the 
urge  for  expression  that  gave  his  genius  life. 

In  March  of  the  coming  year  the  whole  civi- 
lized world  will  unite,  on  the  hundredth  anniver- 
sary of  his  death,  to  honor  the  memory  of  a 
great  man — Ludwig  van  Beethoven.  No  man 
becomes  great  either  to  his  contemporaries  or 
to  posterity  without  reason.  The  reason  for 
Beethoven's  greatness  in  our  eyes  is  too  obvious 
to  need  any  detailing  by  me.  While  I  am  about 
it,  however,  I  can  tell  at  least  one  thing  that  is 
not  the  reason — and  the  reason  was  not  that  he 
wrote  high-brow  music. 

Just  what  has  all  this  to  do  with  the  phono- 
graph and  record  business?  It  has  a  great  deal 
to  do  with  it,  and  is  having  more  to  do  with 
it  every  day  of  the  world.  The  phonograph  and 
record  business  is  a  musical  business. 


Televocal  QUALITY  TUBES 


Dependable  and  a  Technical  Triumph 

A RADIO  TUBE  that  is  non- 
microphonic  —  won't  short. 
Sold  in  matched  units;  tested, 
balanced  and  plainly  marked  de- 
tector, radio  frequency  or  audio 
frequency. 


DEALERS  AND  JOBBERS 

Ask  for  particulars  on  this  new  and 
better  radio  tube  that  costs  no  more. 


Televocal  Corp'n. 

67  A  Fifth  Ave.  - -NewYdrk 


Dealer's 

Jobber's 

Citv 

  State   
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W.  F.  Barrett  Elected 

to  an  Important  Post 

Made  Vice-President  of  Union  Carbide  &  Car- 
bon Corp. — Is  a  Director  of  National  Carbon 
Co.  and  Active  in  Other  Subsidiaries — G.  W. 
Mead  Elected  a  Director 


The  election  of  W.  F.  Barrett  to  a  vice- 
presidency  and  G.  W.  Mead  to  membership 
on  the  board  was  recently  announced  by  the 
board  of  directors  of  the  Union  Carbide  & 
Carbon  Corp. 

Mr.  Barrett  began  his  association  with  the  sub- 
sidiary companies  of  the  corporation  in  August, 


on  Mr.  Barrett  in  February,  1925.  He  is  a 
member  of  many  technical  societies  and  clubs. 

Mr.  Mead  has  been  identified  with  sub- 
sidiaries of  the  Union  Carbide  &  Carbon  Corp. 
since  1906,  when  he  was  elected  the  first  sec- 
retary of  the  Union  Carbide  Co.  In  1912  he 
became  president  of  the  Linde  Air  Products 
Co.,  in  which  position  he  served  until  he  was 
succeeded  by  Mr.  Barrett  in  1925.  In  this 
company  Mr.  Mead  then  became  chairman  of 
the  board  of  directors,  which  position  he  still 
holds.  From  1917  to  1923  he  was  also  treas- 
urer and  vice-president  of  the  Union  Carbide 
&  Carbon  Corp.  Mr.  Mead  is  now  a  director 
of  the  National  Carbon  Co.,  Inc.,  and  the 
Prest-O-Lite  Co.,  Inc.,  as  well  as  an  officer 
and  director  of  many  other  subsidiaries  of  the 
Union  Carbide  &  Carbon  Corp. 


Edison  Slovakian  Records 


In  the  General  Group  of  records  issued  by 
Thos.  A.  Edison,  Inc.,  for  February  are  to  be 
found  fourteen  Slovakian  numbers  on  double 
records.  Two  of  them  are  instrumental  num- 
bers, played  by  Aladar  Sio,  a  Slovakian  orches- 
tra, and  there  are  ten  folksongs,  sung  in 
Slovak  by  Andrew  Pelak,  tenor.  There  are  also 
included  in  the  group  two  double-disc  Mexican 
dance  numbers,  played  by  the  Gonzalez  Or- 
chestra. 


Another  Gulbransen  Dividend 


W.  F.  Barrett 

1913.  He  is  now  president  of  the  Prest-O-Lite 
Co.,  Inc.,  and  a  director  of  the  National  Car- 
bon Co.,  Inc.,  manufacturer  of  Eveready 
batteries,  as  well  as  a  director  of  many  other 
subsidiaries  of  the  Union  Carbide  &  Carbon 
Corp. 

During  the  World  War  Mr.  Barrett  was  a 
member  of  several  war-work  and  advisory 
committees  and  put  in  the  greater  part  of  his 
lime  at  Washington,  assisting  the  Government 
in  an  advisory  capacity  on  gases.  He  had 
charge  of  design,  construction  and  operation 
of  the  U.  S.  Government  Helium-producing 
plant  for  Army  and  Navy  dirigible  and  balloon 
work  at  Fort  Worth,  Tex.  In  recognition  of 
this  work  the  University  of  Pittsburgh  con- 
ferred the  honorary  degree  of  Doctor  of  Science 


Chicago,  III.,  January  4. — The  Gulbransen  Co., 
manufacturer  of  Gulbransen  registering  pianos, 
declared  a  dividend  of  2  per  cent  on  common 
stock,  payable  December  27,  to  stockholders 
of  record.  This  is  the  fourth  dividend  of  2  per 
cent  paid  on  common  stock  during  the  year 
1926.  The  action  was  taken  at  a  meeting  of 
directors  held  Friday,  December  24,  at  the 
headquarters  of  the  company  in  this  city. 


Phonographs  Test  Telephones 

Phonographs  are  used  in  the  testing  of  tele- 
phone transmitters  before  the  transmitters  are 
considered  fit  for  service.  The  transmitters  are 
placed  in  racks  and  a  phonograph  placed  in 
front  of  them  playing  a  series  of  numbers  for  a 
protracted  period  and  under  this  test  the  ap- 
paratus is  subjected  to  usage  that  would  require 
much  longer  time  under  ordinary  conditions. 


Particular  People  Who  Insist 
on  the  BEST  Are  Asking  for 

The  New 

MU-RAD 

SUPER -SIX  RECEIVER 


ONE  DIAL  CONTROL 

MU-RAD 

Radio  Corporation 

Dept.  W  Asbury  Park.  N.  J 


Embodying  the  most  efficient  features  of 
Radio  as  it  is  known  today.  Assembled 
with  care  and  precision  and  inspected 
with  the  utmost  pains.  A  set  that  has 
proven  itself  popular  with  customers  who 
appreciate  radio's  real  prowess.  Mu-Rad 
will  bring  to  your  store  prestige  and  ad- 
ditional sales  and  to  yourself  a  real 
margin  of  profit.  Investigate  these  prof- 
its today ! 

Write  for  Proposition  ! 


Elsa  Alsen,  Columbia  Star 
Wins  Acclaim  in  Chicago 

Wagnerian  Prima  Donna  of  Chicago  Opera  Co., 
and  Exclusive  Columbia  Artist,  Has  Host  of 
Followers  in  This  Country  and  Continent 


Elsa  Alsen,  exclusive  Columbia  Phonograph 
Co.  artist,  is  enjoying  one  of  the  most  successful 
seasons  of  her  career,  as  Wagnerian  Prima 
Donna  of  the  Chicago  Opera  Company. 

This  famous  dramatic  soprano  was  born  in 
Russian  Poland  of  a  Norwegian  father  and 
French  mother.  Her  prodigious  musical  talent 
was  evident  early  in  life,  for  in  school  she  sang 
soprano,  contralto  and  tenor  parts  as  needed. 
W  hen  seventeen  years  of  age  she  began  her 
musical  studies  at  Breslau,  making  her  debut 
some  twenty  months  later. 

Mme.  Alsen  began  her  career  as  a  church 
and   concert   singer.     Her   beautiful  contralto 


Elsa  Alsen 

voice,  enormous  range  and  great  volume  led 
friends  to  advise  that  she  devote  herself  to 
dramatic  art.  After  a  few  years,  however,  Mme. 
Alsen's  voice  developed  into  a  marvelous  dra- 
matic soprano  and  on  the  advice  of  such  dis- 
tinguished conductors  as  Nikish,  Weingartner 
and  Mottl  she  abandoned  contralto  for  soprano 
parts. 

After  becoming  a  dramatic  soprano,  Mme. 
Alsen  made  her  debut  in  a  role  new  to  her, 
Leonora  in  Fidelio.  The  success  attendant  upon 
that  performance  was  so  complete  that  engage- 
ments were  made  for  her  appearance  in  fourteen 
cities  at  concerts  commemorating  Beethoven's 
150th  anniversary. 

Now  Mme.  Alsen,  as  dramatic  soprano  of  the 
Chicago  Opera  Co.,  is  repeating  the  great  suc- 
cesses won  on  the  Continent.  The  strikingly 
effective  manner  in  which  she  impersonates 
Isolde,  Brunnhilde  and  other  Wagnerian  roles 
will  not  soon  be  forgotten  by  those  who  have 
heen  privileged  to  witness  them. 


Powel  Crosley,  Jr.,  Donates 
Christmas  Gift  Program 


Cincinnati,  O.,  January  4. — An  organ  recital 
by  Adolph  H.  Staderman,  Lillian  Plogstedt  and 
Johanna  Grosse  was  broadcast  from  station 
WLW,  this  city,  and  a  network  of  seventeen 
stations  of  the  National  Broadcasting  Co.  The 
program  was  the  Christmas  gift  of  Powel 
Crosley,  Jr.,  president  of  the  Crosley  Radio 
Corp.,  to  the  radio  audience  of  America.  The 
program  was  given  from  3.00  to  4.00  p.  m.  East- 
ern Standard  time  and  was  of  a  varied  nature, 
beginning  with  favorite  Christmas  carols  and 
continuing  with  many  well-known  melodies  with 
some  of  the  most  popular  hits  of  the  past  year 
interspersed. 
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The  Time  is 

Equip  those  'Trade-in' 

Reap  Bi 


ENTIRELY  DIFFERENT 

from  ordinary  reproducers,  in  reality 
the  SUPER-REPRODUCER.  Rigidly 
constructed.  Specially  treated  and 
tempered  ALUMINUM-ALLOY  DIA- 
PHRAGM. Models  to  fit  tone  arms 
of  every  type.  Nickel  and  gold-plate 
finishes.  Instantly  attached.  Victor 
type  model,  $8. 


RIGHT  now — today — instead  of  weeks  or  months 
from  now — you  can  cash  in  easily  and  quickly  on 
the  keen  interest  the  new  type  machines  have  roused. 
Hundreds  of  dealers  are  doing  so — by  selling  the  new 
Symphonic  Reproducer. 

They  make  two  profits — first,  on  the  Symphonic 
itself;  second,  on  the  increase  in  record  sales  that  the 
Symphonic  creates. 

You  know  what  a  hit  the  new-type  electrically  cut 
records  are.  You  already  feel  new  life  in  your  record 
business.  But,  while  the  business  in  the  records  is  here, 
you  realize  that  you  must  wait  a  little  for  a  big  business 
in  the  machines. 

Today  is  the  time  YOU  must  count  on.  You  can 
sell  a  Symphonic  to  practically  every  customer  who 
owns  an  old  type  machine.  And  you  can  dispose  of 
your  "trade-ins"  quickly  and  profitably  by  equipping 
them  with  Symphonies. 

Because   the   Symphonic   Reproducer   brings  out 


PHONOGRAPH  REPRODUCER 

The  Original  Aluminum -Alloy  Diaphragm  Sound-box 


SYMPHONIC  SALES  CORPORATION    -    -    370  SEVENTH 
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Ripe  NOW  to 

Phonographs 

Profits ! 


clearly  everything  that  is  in  the  new  records — detail, 
sweetness,  volume,  it  will — 

1.  Sell  more  new  records  for  you. 

2.  It  will  pave  the  way  for  the  sale  of  new  type 
machines. 

And  its  margin  is  highly  satisfying. 
TURN  "TRADE-INS"  TO  QUICK  ASSETS 

The  Symphonic  Reproducer  alone  will  create  pros- 
pects for  your  "trade-in"  instruments.  The  addition  of 
a  Symphonic  Tone  Arm  will  transform  and  modernize 
the  old  instruments'  appearance,  besides  further  im- 
proving the  tone.  In  combination,  these  two  Sym- 
phonic devices  will  turn  to  genuine  assets  what  may 
have  seemed  liabilities. 

The  acoustically  perfected  channel  of  this  tone  arm 
prevents  distortion  in  carrying  the  sound  to  the  ampli- 
fying chamber. 

Because  now  IS  the  time  to  get  these  profits,  now 
is  the  time  to  send  for  the  Symphonic  Dealer  Profit- 
Plan.  Write  today. 


"Slips  on  in  a  Jiffy 


TONE  ARM 


The  Symphonic  Tone- Arm  comes  in 
two  sizes,  83/2  inches  and  9^/2  inches. 
Only  three  screws  to  be  inserted,  mak- 
ing replacement  hardly  a  five-minute 
job.  Heavily  nickel  or  gold  plated. 
Hinge  permits  reproducer  to  rest 
against  arm  ivhen  not  playing. 


AVENUE    -   -   NEW  YORK 
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Christmas  Gift  Buying  Brings  Up  Sales 

Volumes  of  Retailers  in  Kansas  City 

Talking  Machines,  Combination  Instruments  and  Radio  All  Enjoyed  Good  Demand — T.  H.  Con- 
don, Brunswick  District  Manager,  Predicts  a  Busy  Year  Ahead — Other  Trade  Activities 


Kansas  City,  Mo.,  January  7.  —  Although 
Christmas  activity  in  talking  machines  on  the 
retail  market  here  was  somewhat  slower  in 
starting  than  usual,  a  last-minute  pick-up  re- 
sulted in  a  large  volume  of  holiday  business. 
Phonographs  at  all  prices  moved  readily,  with 
all  dealers  remarking  the  activity  of  the  higher- 
priced  machines.  This  has  been  a  feature  of 
the  talking  machine  business  throughout  the 
season  up  to  date,  and  with  the  advent  of 
Christmas  buying  was  especially  true.  Com- 
bination machines  received  a  large  share  of  at- 
tention from  holiday  buyers,  and  radio  figured 
in  a  big  way  in  the  music  items  on  the  Christ- 
mas lists  of  gift  seekers. 

It  has  been  interesting  to  note  that  the  depart- 
ment stores  and  sporting  goods  houses  have 
found  toy  phonographs  a  very  popular  item  for 
children's  gifts.  These  small  machines,  in 
painted  and  decorated  styles,  sold  in  large  quan- 
tities here,  which  shows  the  universality  of 
the  appeal  of  music.  Records  were  more  popu- 
lar than  usual  as  gifts,  according  to  the  record 
departments  of  the  retail  stores  here. 

Predicts  Big  Brunswick  Year  Ahead 
T.  H.  Condon,  district  manager  of  the  local 
Brunswick  Co.  branch,  predicts  a  great  year  in 
the  Kansas  City  territory.  "All  owners  of  old 
style  instruments  are  in  the  market  or  will  be 
in  the  market  for  our  new  line,"  he  remarked, 
"together  with  thousands  of  other  prospects 
who  have  never  before  considered  the  purchase 
of  such,  reproducing  instruments. 

"We  base  our  optimism  for  a  great  year  in 
1927  not  only  on  the  above  facts  but  because 
conditions  in  our  territory  are  sound  and  nor- 
mal. We  will  have  a  record  flour  production 
this  year  and  wheat,  which  has  been  holding  to 
a  good  price,  has  offset  corn  production,  which 
was  quite  disappointing.  Good  returns  have 
come  to  stockmen,  dairymen,  potato  growers 
and  Winter  wheat  farmers,  and  there  has  been 
a  better  movement  of  agricultural  products  to 
the  markets.  From  all  our  soils  we  are  draw- 
ing millions  that  will  create  a  broad  basis  of 
purchasing  power,  a  power  not  everywhere  equal 
this  year,  but  not  disturbed  in  total  because  of 


fortunate  diversification  of  our  resources.  Our 
territory  is  sound,  so  we  are  predicting  a  very 
large  market  for  our  new  musical  instruments 
in  1927." 

Expensive  Instruments  Moved  Briskly 

The  Paul  Record  Shop  reported  its  Christ- 
mas business  far  ahead  of  last  year  with  Ortho- 
phonics  in  the  larger  models  ranging  in  price 
from  $400  to  $1000  receiving  the  greatest  share 
of  attention.  These  were  all  cleaned  out  by 
Christmas,  according  to  M.  M.  Paul.  Records 
figured  to  a  larger  extent  in  the  holiday  buy- 
ing at  Paul's  than  ever  before,  with  special 
activity  in  popular  numbers. 

Strong  Holiday  Demand 

Burton  J.  Pierce,  sales  manager  of  the  Ortho- 
phonic  department  of  the  J.  W.  Jenkins  Sons 
Music  Co.,  reports  that  business  in  Orthophonies 
for  Christmas  delivery  was  eminentlv  satisfac- 


tory. The  new  line  of  Radiolas,  carried  in  the 
department  since  early  this  Fall,  has  received 
splendid  demand.  Mr.  Pierce  says  that  the 
higher-priced  machines,  especially  the  combina- 
tions, have  been  in  most  active  demand. 

C.  V.  Bissell,  of  the  Starr  Piano  wholesale 
branch  here  and  head  of  the  Bissell  Piano  Co., 
retail,  is  handling  the  Starr  phonograph  and  re- 
ports that,  although  his  line  is  new  here,  he 
has  received  a  satisfactory  response  on  it.  The 
Bissell  Co.  is  featuring  Champion  records  with 
great  success. 

Biggest  Holiday  Season  in  History 

The  Christmas  season  in  the  Jones  Store 
phonograph  department  was  the  biggest  in  a 
number  of  years,  according  to  Miss  J.  M.  Poyn- 
ter,  in  charge.  Carrying  a  large  variety  of  lines, 
she  finds  that  there  has  been  a  big  demand  for 
all  machines,  with  portables  receiving  consider- 
able attention  as  well.  The  Edison  40-minute 
playing  record  has  been  an  active  item  in  the 
record  sales  with  Jones. 

Orthophonies  for  Christmas  gifts  moved  very 
satisfactorily  with  the  Wurlitzer  store  here  dur- 
ing the  pre-Christmas  season.  The  new  radio 
department,  recently  installed,  has  had  a  good 
share  of  the  attention  of  customers. 


"Stewart-Warner  Matched 
Unit  Radio"  Is  Registered 

The  phrase  "Stewart-Warner  Matched  Unit 
Radio"  as  applied  to  radio  receiving  apparatus 
is  now  officially  registered  at  Washington,  D.  C. 
A  certificate  of  U.  S.  Print  Registration  has 
been  issued  to  the  Stewart- Warner  Speedometer 
Corp.,  Chicago,  under  date  of  October  26,  1926. 
No.  9222.  As  a  result  the  phrase  "Reg.  U.  S. 
Pat.  Off."  may  now  be  used  in  all  Stewart- 
Warner  radio  advertisine. 


On  7,000  Mile  Trade  Tour 

H.  H.  Southgate,  central  sales  manager  for 
Federal-Brandes,  Inc.,  is  now  visiting  distribu- 
tors for  Kolster  radio  and  Brandes  speakers  in 
his  territory.  The  trip  will  cover  approximately 
7,000  miles,  ranging  from  Cleveland  to  Denver 
and  from  Oklahoma  City  to  Houston.  H.  A. 
Hutchins,  Jr.,  Eastern  sales  manager,  is  also 
making  an  inspection  tour  of  New  England  and 
Southern  States  from  Maine  to  Florida.  Both 
Mr.  Southgate  and  Mr.  Hutchins  will  be  absent 
from  their  desks  for  about  two  months. 


FULL  LINE  of  HARDWARE 

For  Radios  and  Phonographs 
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Portable 
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H.  A.  GUDEN  CO.,  Inc. 


87  WALKER  STREET 


NEW  YORK,  N.  Y. 


Huge  Shipment  of  Bosch 

Radio  for  New  York  City 

Single  Shipment  From  American  Bosch  Mag- 
neto Corp  to  Weber-Rance  Corp.  Is  Valued 
at  Quarter  Million  Dollars 


A  single  shipment  of  a  quarter  million  dollars 
of  Bosch  radio,  needed  to  meet  the  demand  of 
New  York  Christmas  shoppers,  was  made  by- 


Quarter  Million  Dollar  Radio  Shipment 

the  American  Bosch  Magneto  Corp.  from  its 
factory  at  Springfield,  Mass.,  to  the  Weber- 
Rance  Corp.,  Bosch  radio  wholesaler  in  New 
York.  A  unique  feature  of  this  record  shipment 
was  the  use  of  a  fleet  of  seven  large  trucks  em- 
ployed to  rush  the  Bosch  receivers,  reproducers 
and  power  units.  Apart  of  the  caravan  of  trucks 
is  illustrated  herewith,  photographed  just  before 
leaving  Springfield.  John  Weber,  Jr.,  president 
of  the  Weber-Rance  Corp.,  states  that  this  is 
the  largest  single  emergency  road  shipment  of 
i  adio  ever  made. 


Peggy  Bernier  With  Columbia 

Peggy  Bernier,  favorite  with  audiences  from 
Chicago  to  the  Coast,  has  recorded  her  fine 
voice  for  the  Columbia  Phonograph  Co.  Miss 
Bernier  made  her  first  record  for  Columbia  out 
in  San  Francisco,  but  the  personality  and  ap- 
peal injected  into  the  disc  have  won  admirers 
all  over  the  country.  She  has  a  voice  admir- 
ably suited  to  the  type  of  melody  blues  which 
she  chooses  to  sing. 


F.  A.  D.  Andrea  a  Father 


Congratulations  from  friends  and  business 
associates  are  being  received  by  F.  A.  D. 
Andrea,  president  of  F.  A.  D.  Andrea,  Inc.,  upon 
the  arrival  of  a  new  baby  boy  in  the  Andrea 
household.  It  was  announced  that  Frank  A.  D 
Andrea,  Jr.,  had  been  appointed  vice-president 
of  the  organization  by  the  Board  of  Directors, 
to  lake  effect  when  he  attains  his  majority. 
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HE  YEAR  1926  has  again  proven  <0M 


ARNER 

vement 


clusively  to  the  makers  of  the  Stewart- 
Warner  Matched-Unit  Radio  that  re- 
liable merchandise  manufactured  by  a 
concern  of  good  reputation  and  distributed 
on  a  clean-cut  basis  is  the  one  certain 
means  of  obtaining  success  in  present  day 
marketing. 

Into  the  ranks  of  Stewart- Warner  Blue 
Ribbon  Dealers  have  come  concerns  who 
have  wished  to  identify  themselves  with  a 
manufacturer  on  whom  they  could  de- 
pend— large  music  and  furniture  dealers, 
department  stores,  public  utility  compa- 
nies and  many  others. 

One  big  reason  why  these  houses  have 
shown  preference  for  the  Stewart-Warner 
line  is  the  distributing  organization.  Stew- 
art-Warner Products  Service  Stations  han- 
dle Stewart-Warner  products  exclusively. 
Their  activities  are  directed  by  the  factory 
to  a  large  extent.  They  have  at  all  times 
lived  up  to  Stewart- Warner  policies  and 


standards,  always  maintaining  list  prices 
and  establishing  dealers  with  territorial 
rights.  They  have  not  attempted  to  obtain 
distribution  at  every  street  corner;  Stewart- 
Warner  Blue  Ribbon  Dealers  are  given  an 
opportunity  to  build  a  successful  business 
on  Stewart- Warner  Matched-Unit  Radio 
in  their  respective  localities  because  of  our 
protective  franchise. 

If  you,  too,  wish  a  radio  dealership  that 
will  be  successful  and  permanent,  if  you 
wish  to  have  back  of  you  a  manufacturer 
with  twenty  years  of  experience,  with  the 
facilities  for  large  production  and  prompt 
delivery,  then  we  suggest  you  investigate 
our  proposition. 

Stewart- Warner  welcomes  as  a  dealer  rep- 
resentative any  concern  of  financial  respon- 
sibility that  will  honestly  and  actively 
engage  in  the  merchandising  of  Stewart- 
Warner  Matched-Unit  Radio.  The  success 
of  other  Stewart-Warner  Blue  Ribbon 
Dealers  can  be  your  success. 


STEW  ART- WARNER  SPEEDOMETER  CORPORATION 

1824  DIVERSEY  PARKWAY,  CHICAGO,  U.  S.  A. 


I 


Stewart- Warner  manufactures  a  complete  line  of  cabinet  and  console 
models  ranging  from  $50  to  $400,  somewhat  higher  west  of  the  Rockies. 


The  Stewart- Warner  Air  The- 
atre  is  conducted  over  WBBM 
[226  meters],  for  your  enter- 
tainment, and  for  demonstrat- 
ing purposes,  every  afternoon 
and  evening. 


I  Advertising  Department 

!  STEW ART-W ARNER  SPEEDOMETER  COR'N 
1824  Diversey  Parkway,  Chicago,  U.S.A. 

i 

!  Please  request  your  nearest  representative  to  get  in  touch  with  us  about- 


[give  date] 


i  Your  firm  name- 

i 

i 

i 

[  Address   

i 
i 

'  Town  


42 


THE    TALKING    MACHINE  WORLD 


January  15,  1927 


AMPLION 

Distribution   Is   Country -wide 


Distributors  are  especially  enthusi- 
astic about  the  two  Amplion  inno- 
vations for  this  season,  the  Am- 
plion Cone  and  the  Amplion 
Patrician. 

Important 
Announcement 
to  the  Trade 

The  Amplion  Patrician  new 
list  price  is  $£Q,00 

The  Patrician  assembles  an  Am- 
plion unit  and  a  48-in.  air-column 
in  a  handsome  hand-carved  mahog- 
any cabinet  18  in.  x  12  in.  x  9  in. 
Do  not  fail  to  see  this  new  model. 

The  secret  of  the  fine  performance 
of  every  Amplion  model  lies,  of 
course,  in  the  matchless  Amplion 
unit. 

Whatever  type  of  repro- 
ducer your  customers  pre- 
fer, whether  it  be  horn, 
air-column,  cone  or  pho- 
nograph attachment,  the 
Amplion  unit,  which  is 
the  heart  of  all  Amplion 
reproducers,  will  help 
any  set  to  give  its  best 
performance. 


Amplion  Patrician 
AA-18— $50 


Amplion  Cone 
AC12— $30 


The 

Amplion  Corporation 
of  America 

Suite  C 

280  Madison  Avenue 
New  York  City 

The  Amplion  Corporation  of  Canada  Ltd., 
Toronto 


AMPLION 


H 
I 


United  Mfg.  &  Dist.  Go.  Is 
Now  United  Air  Cleaner  Co. 


A.  D.  Silva  Is  Valuable 
Addition  to  Farrand  Staff 


Well-known  Chicago  Firm.  Manufacturing 
Phonograph  Motors.  Radio  Sets  and  Air 
Cleaners,  Has  Changed  Name 


In  an  announcement  issued  to  the  trade  a 
short  time  ago  the  executives  of  the  United 
Mfg.  &  Distributing  Co.,  Chicago,  stated  that 
the  organization  would  be  known  henceforth  as 
the  United  Air  Cleaner  Co.  The  firm,  incorpo- 
rated in  1913,  is  well  known  as  a  manufacturer 
of  United  phonograph  motors,  radio  receiving 
sets  and  air  cleaners  for  use  in  automobiles  and 
for  industrial  purposes.  The  old  firm  name  has 
long  been  considered  a  misnomer  by  the  officials 
of  the  United  Air  Cleaner  Co.,  for  the  firm  has 
never  acted  as  a  distributor  of  any  product,  as 
the  name  might  seem  to  indicate.  The  air 
cleaner  division  of  the  firm  has  grown  during 
the  past  few  years  to  a  point  where  the  busi- 
ness developed  forms  an  important  part  of  the 
activities  of  the  entire  company,  and  according 
to  a  recent  report,  the  United  Air  Cleaner  Co. 
is  now  enjoying  its  largest  demand  for  talking 
machine  motors  in  several  years. 


New  Distance  Records  Be- 
ing Made  With  Roister  Sets 

Pacific  Coast  Radio  Fans  Hear  Tokyo  and 
Others  Report  Cross-Country  Reception  on 
Indoor  Aerials — Five  Models  in  Line 


New  records  in  distance  reception  for  small 
sets  are  being  made  by  the  Kolster  six-tube 
table  models  this  Winter,  according  to  reports 
received  by  Federal-Brandes,  Inc.,  New  York. 
Two  Pacific  Coast  radio  fans  state  that  they 
hear  Tokyo,  Japan,  regularly,  and  others  report 
cross-country  reception   on   indoor  aerials. 

The  Kolster  radio  line  includes  five  models 
this  year,  with  six  or  eight  tubes.  One  knob 
in  the  center  of  the  panel  lends  simplicity  of 
control.  Three  models  operate  on  indoor  or 
outdoor  antenna  and  two  on  loop  aerials.  All 
tubes  are  lighted  by  one  control  switch,  doing 
away  with  filament  rheostat  adjustment.  Cone 
speakers  designed  by  Brandes  acoustical  experts 
are  either  built  into  the  Kolster  sets  or  recom- 
mended for  their  use  to  match  impedance  and 
pitch.  Engineers  are  attracted  by  the  sturdy 
construction  of  the  new  Kolster  models.  It 
is  said  that  a  man  can  stand  on  the  chassis 
without  injuring  it  in  any  way.  All  connections 
are  soldered  and  all  tubes  are  completely  cush- 
ioned. 


Introduces  New  Tube 


The  Strongson  radio  tube,  self-shielded  and 
copper-plated,  is  a  new  accessory  being  offered 
to  the  trade  by  the  Moulded  Products  Corp., 
New  York  City.  It  is  claimed  that  this  new 
tube  isolates  the  microphonic  noises  originat- 
ing in  it  and  prevents  electrical  and  magnetic 
inter-action  between  tube  stages  by  drawing 
off  this  interference  through  a  ground  to  the 
negative  A  battery  terminal.  Officials  of  the 
company  state  that  this  results  in  keener  selec- 
tivity and  better  tone  reproduction  of  voice  or 
music   without   disturbing  noises. 


New  Columbia  Artists 


A  most  noteworthy  addition  was  made  to  the 
Columbia  Phonograph  Co.'s  fold  when  the 
Seven-Day  Advcntis'ts'  Choir  became  exclusive 
Columbia  artists.  These  talented  singers  arc 
from  Atlanta,  Ga.,  where  their  singing  of  spirit- 
uals has  won  wide  acclaim. 


The  Jordan-Marsh  Co.,  Boston,  Mass.,  has 
had  unusual  success  with  the  Strombcrg-Carl- 
son  line,  due  largely  to  a  strong  advertising  and 
window  display  campaign. 


Well-known  Engineer  Has  Had  Unusual  Ex- 
perience in  the  Radio  Field  and  Is  Well 
Qualified  for  Assumption  of  New  Duties 


The  Farrand  Mfg.  Co.,  Thompson  avenue  at 
Court  street.  Long  Island  City,  N.  Y.,  manu- 
facturer of  Farrand  cone  speakers  and  Farrand 
battery  eliminators,  has  been  receiving  con- 
gratulations from  many  members  of  the  trade 


A.  D.  Silva 

following  its  recent  appointment  of  A.  D.  Silva 
as  vice-president  in  charge  of  engineering.  Mr. 
Silva  is  one  of  the  best-known  engineers  in 
the  trade  and  the  acquisition  of  his  services  by 
the  Farrand  Co.  is  considered  particularly  for- 
tunate. 

Mr.  Silva  has  unusual  radio  experience  and 
a  wide  range  of  engineering  knowledge.  He 
was  for  some  years  chief  engineer  of  the  At- 
water  Kent  Mfg.  Co.,  which,  of  course,  operated 
one  of  the  most  extensive  laboratories  in  the 
radio  field.  For  some  years  Mr.  Silva  was 
transformer  engineer  of  the  General  Electric 
Co.  and  during  the  war  he  was  a  captain  in 
the  Signal  Corps,  stationed  in  the  research 
laboratories  in  Paris,  following  which  he  was 
retained  in  important  Government  service  as 
chief  engineer  of  the  Signal  Corps  at  Camp 
Vail. 

C.  L.  Farrand.  president  of  the  Farrand  Co., 
and  responsible  for  past  development  of  Far- 
rand products,  has  felt  the  need  for  some  time 
of  an  associate  engineer  able  to  shoulder  some 
of  the  labors  of  the  laboratory  work.  The 
Farrand*  Co.  is  carrying  on  extensive  experi- 
ments relating  to  further  development  of  cone 
type  speakers  and  is  giving  particular  attention 
to  simplification  of  the  manufacturing  of  battery 
eliminators,  which,  heretofore,  due  to  their  in- 
tricate mechanism,  has  required  low-speed  pro- 
duction. 


"Pal  Junior"  Portable  Is 
Added  to  Plaza  Co.'s  Line 


The  Plaza  Music  Co.,  10  West  Twentieth 
street,  New  York  City,  manufacturer  of  Pal 
and  Regal  portables  and  other  musical  products, 
has  just  announced  that  the  Regal  design  port- 
able can  now  be  obtained  under  the  brand 
name  "Pal  Junior."  The  large  model  Pal  and 
the  Regal  portable  will  continue  as  part  of 
the  Plaza  line,  with  the  same  amount  of  ad- 
vertising and  exploitation  as  heretofore.  The 
inclusion  of  a  "Pal  Junior"  model  has  been 
made  at  the  suggestion  of  a  number  of  Plaza 
Music  Co.  distributors  and  dealers.  For  the 
past  five  years  the  Pal  portable  has  been  ener- 
getically presented  and  it  is  to  take  advantage 
the  name  value  that  the  "Pal  Junior"  was 
conceived 
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eWorld's  Largest  Maker  of  Portable  Phonographs 


Music 


HPO  thousands  of  Dealer  and 
Jobber  friends,  we  express  our 
sincere  appreciation.  For  1926 
was  the  biggest  Carryola  year  in 
history;  and  consequently  the 
most  successful  portable  selling 
year. 

And  now  comes  a  New  Year, 
ushering  in  a  new  Carryola  line. 
Added  refinements,  more  sales 
appeal,  greater  eye-value  than 
ever  before. 

Just  turn  this  page! 
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Careyola  Gdmpany  of  America 

64  7  Clinton  Street  Milwaukee,Wisco/isin 


Qfhe Largest  Makers  of  Portable 


(arryola  Raster 


rpHE  new  "Master"  has  all  the  features  of  the  old,  and  new  ones 
too.  A  new  curved  tone-arm  of  the  latest  accepted  type,  pro- 
ducing greater  volume  and  even  fuller  tone.  A  new  exclusive  style 
of  Du  Pont  Fabrikoid  covering  (looks  just  like  leather),  lending  a 
new  personality  to  the  world's  foremost  portable. 


The  Master  is  avail- 
able in  five  beautiful 
colors  besides  black, 
with  embossed  art 
cover  and  record  al- 
bum, artistically  air- 
brushed.  Double 
nickeled  hardware 
throughout.  Strongly 
built  of  three-ply 
veneer.  Light,  com- 
pact, and  easy  to 
carry. 


Carryola  Company  of  America 


64  7  Clinton  Street 


Milwaukee,  Wisconsin 


Phonographs  in  the  World! 


cyf  (arryola 
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(arryola 

pLAPPER 

Completing  the  New  Line 


THE  "Cub"  and  "Flapper"  complete  the  new  line.  The 
Carryola  Cub  retails  at  a  list  price  much  lower  than  the 
"Master"  or  "Flapper,"  and  makes  it  possible  for  the  Carryola 
Dealer  to  compete  successfully  when  price  is  a  factor. 

This  new  portable  is  a  real  performer,  with  splendid  volume, 
excellent  tone,  and  sturdy  construction.  Strong,  thoroughly- 
tested  motor,  standard  tone-arm,  and  reproducer. 

Attractively  covered  with  genuine  Du  Pont  Fabrikoid  of 


distinctive  new  design.  Three  colors — blue,  black,  or  brown. 
Plenty  of  eye-value  and  sales  appeal! 

The  New  Carryola  Flapper  is  a  musical  instrument  of  special 
appeal.  It  has  all  the  features  of  the  "Flapper"  you  are  sell- 
ing today,  and  now  comes  to  you  in  an  even  more  attractive 
form.  We  have  simply  changed  it  to  conform  with  the  new 
vogue  in  "hat-box"  designs. 

1927  will  be  the  biggest  portable  selling  year  in  history!  It's  a 
clean  cash  business!!    Let  us  help  you  make  your  plans  now!!! 


Carkyola  Company  of  America 


64 7  Clinton  Street 


Milwaukee,Wisconsin 


Car  f*yo  la  Porta. 


FEATURING 
CARRYOLA 

PORTABLES 

T^VER  since  Carryola  Portables  were 
first  put  on  the  market  we  have  fea- 
tured them.  Because  they  are  the  best 
portables  made,  the  fastest  selling  and 
the  most  profitable. 

Other  portables  come  and  go  but  Car- 
ryolas  go  on  forever.  We  expect  to  be 
selling  them  ten  years  from  now — and 
longer. 

Our  dealers  find  that  Carryolas  "take" 
because  of  the  very  high  quality  of  their 
tone,  the  bigness  of  their  volume,  and 
their  excellent  eye-value. 

Aluminum  Specialty  Company 

45  Trinity  Avenue 
ATLANTA  GEORGIA 


A  COMPLETE  LINE 
OF  PORTABLES— 

CARRYOLAS 


THERE'S  the  Master  for  steady  sales, 
the  Flapper  for  the  gift  appeal,  the 
Cub  for  the  lower  priced  trade.  It's  a 
line  that  any  dealer  can  sell.  It  practically 
sells  itself.  With  it  you  can  satisfy  the 
entire  portable  demand. 

If  there's  another  line  of  portables  that 
offers  as  much  for  the  price,  we've  yet  to 
know  of  it. 

Dealers  can  increase  their  business  by 
taking  on  this  nationally  advertised  line. 
Complete  and  ample  stocks  carried  by  us 
at  all  times. 


F.  B.  CONNELLY  CO. 


Complete  Stock 

OF  CARRYOLA 
MODELS 


T~"\EALERS  never  catch  us  out  of  stock 
on  the  Carryola  Models.  We  carry 
an  ample  supply  at  all  times  of  these  pop- 
ular portables.  We  like  to.  And  we  have 
to.    Our  customers  demand  it. 

Those  dealers  who  insist  upon  a  profit- 
able, fast-selling,  ACCEPTED  line  of 
portables  are  today  featuring  Carryolas. 
It  is  the  only  portable  nationally  adver- 
tised and  nationally  popular.  Our  dealers 
sell  them  the  year  'round.  And  we  give 
them  immediate  service. 


Aluminum  Specialty  Company 

330  N.  Ervay  Street 
DALLAS  TEXAS 


BILLINGS 
GREAT  FALLS 


MONTANA 
MONTANA 


CARRYOLAS 

SELL  THE  WHOLE 
YEAR  'ROUND 

THERE  is  a  steady  year  'round  de- 
mand for  Carryola  Portables.  They 
fill  a  musical  want.  Just  as  definite  a 
want  as  exists  for  the  larger,  more  ex- 
pensive instruments. 

When  a  Carryola  is  wanted  nothing  else 
will  do.  No  other  portable  offers  as 
much  in  tone,  volume,  eye-value  and  en- 
durance. 

Dealers  find  that  they  sell  readily  and 
build  a  clean,  quick-moving,  cash  busi- 
ness.    The  profit  margin  is  RIGHT. 
Put  your  power  behind  Carryolas  and 
make  more  money. 


Frank  R.  Witman 

PHONOGRAPH  SUPPLY  CO. 
PUTNAM  CONN. 

NEW  ENGLAND  DISTRIBUTOR  OF  CARRYOLAS 


G/hc  Carryola  Master 


Car  n^o la     Po  r 


ATTENTION! 

ROCKY  MOUNTAIN 
MUSIC  MERCHANTS 

WE  are  exclusive  wholesale  distrib- 
utors in  the  Rocky  Mountain  ter- 
ritory for  the  well-known  Carryola 
Portables.  We  have  handled  this  line  for 
years. 

Carryolas  sell  far  faster  than  any  other 
portable.  They  offer  the  largest  value. 
And  when  they're  sold  they  stay  sold. 

Carryolas  mean  new  cash  business,  record 
business,  and  needle  business.  There's  a 
good  profit  and  they  are  astonishingly 
easy  to  sell. 

We  carry  a  complete  line  of  Carryolas  at 
all  times.    Order  a  supply  now. 

Gray  Brothers  Company 


Wholesale  Exclusively 
1453-1455  Court  Place 


DENVER 


COLORADO 


CARRYOLA 

Sales  Are  Clean, 
Quick,  Cash  Business 


A  GREAT   many   Carryolas   are  sold 
for  cash.    It's  quick  turn-over,  and 
with  a  liberal  margin  of  profit  for  the 
dealer,  Carryola  business  is  the  cleanest 
sort. 

The  dealer  who  hasn't  tried  out  this  line, 
who  thinks  it  is  just  another  line  of  porta- 
bles, is  making  the  mistake  of  his  life.  In 
tone,  volume,  eye-value,  and  wearing 
qualities,  Carryolas  are  superior  to  all 
other  portables. 

Our  motto  is — Immediate  Service! 


Halperin  Distributing  Co. 

30  West  15th  Street 
NEW  YORK  NEW  YORK 


The  Fastest  Selling 
Line  oe  Portables 
in  the  World 


THE  Carryola  people  have  worked 
more  real  worth  into  their  line  of 
portables  than  any  other  we  know  of. 
That's  the  main  reason  they  sell  so  well. 
Superior  tone,  superior  volume,  superior 
eye-value,  superior  wearing  qualities. 

Another  reason  is  that  it  pays  dealers  to 
push  Carryolas.  They're  nationally  ad- 
vertised. They  sell  faster  and  with  less 
effort.  And  there's  a  big  profit  margin  to 
make  it  worth  while. 

Twenty-four-hour  service!  That's  us!! 


Illinois  Musical  Supply  Co. 

615-617  So.  Wabash  Ave. 
CHICAGO  ILLINOIS 


PROFIT 
BY  SELLING 
THE  CUB 


T)RACTICALLY  all  of  our  dealers 
*-  enjoy  an  excellent  steady  business 
with  the  entire  Carryola  line. 

Many  of  them  use  the  Carryola  Cub  as 
their  leader.  It's  attractively  priced,  well 
constructed,  has  good  tone  quality,  and 
produces  full  volume. 

Selling  Carryolas  is  profitable  business. 
The  product  is  right,  and  it  "stays  sold." 
Our  immediate  service  system  is  well 
known  to  the  trade. 


Okeh  Phonograph  Corp. 

15  West  18th  Street 
NEW  YORK  NEW  YORK 


Qjhc  Carryola  Master 


O  LA       POR  BLE 


CARRYOLA 

Service  For 
Southern  Dealers 


T~\EALERS  who  appreciate  the  profit 
possibilities  of  a  fast-selling,  cash- 
bringing  line  are  selling  Carryolas. 

We  serve  a  large  group  of  these  satisfied 
dealers  in  the  South.  It  is  our  business 
to  keep  them  happy.  And  we  do  so,  easily, 
with  the  Carryola  line.  The  profit  margin 
is  generous  and  they  sell  quickly.  THEY 
OFFER  MORE  FOR  THE  PRICE— in 
tone,  volume  and  appearance. 

Many  of  our  dealers  find  it  to  be  the 
most  profitable  line  they  handle. 


Southern  Aluminum  Company 

Incorporated 
513  CONTI  STREET 
NEW  ORLEANS  LOUISIANA 


ANTICIPATING 
OUR  BIGGEST 
Carryola  Year 


\T7E  expect  1927  to  be  our  biggest 
*  *    Carryola  year. 

Thinking  dealers  know  that  Carryola 
business  is  quick,  profitable,  cash  busi- 
ness. That  Carryolas  have  been  perfected 
to  the  point  where  they  offer  the  tone  and 
volume  of  the  new,  larger  and  more  ex- 
pensive musical  instruments.  That  they 
are  nationally  advertised.  And  that  they 
are  good  to  look  upon. 

Our  complete  stock  insures  you  prompt 
service. 


STERCHI  FURNITURE 
and  CARPET  COMPANY 

ATLANTA  GEORGIA 


Any  Good  Dealer 
Can  Increase  His 
Sales  With  Carryolas 


TT^EEP  your  Carryolas  on  display.  Sell 
them  on  their  merits  as  first-rate 
musical  instruments.   And  you'll  increase 
your  sales — quick  profitable  business. 

The  performance  of  the  Carryola  Master 
is  more  like  the  new,  larger  musical  in- 
struments than  a  portable.  Then  too,  it 
has  wonderful  eye-value. 

They  sell  on  sight  and  on  performance — 
good,  clean,  cash  business.  A  fast-selling 
line.  We  specialize  in  giving  real  service ! 


Sterchi  Brothers 


Atlanta,  Ga. 
Jacksonville,  Fla. 
Bristol,  Tenn. 

418  GAY  ST. 


Nashville,  Tenn. 
Chattanooga,  Tenn. 
Asheville,  N.  C. 

KNOXVILLE,  TENN. 


WHY  WE  ARE 

CARRYOLA 

DISTRIBUTORS 


BECAUSE  we  have  found  from  ex- 
perience that  no  other  line  of  porta- 
bles can  touch  the  Carryola  Line. 
Because  it's  the  only  line  of  portables  we 
know  of  that  is  good  enough,  on  merit,  to 
sell  as  a  major  musical  instrument. 

It  has  the  tone  and  volume  of  the  new, 
larger,  and  more  expensive  musical  in- 
struments. It's  always  modern  and  dis- 
tinctive in  design  and  color.  It's 
nationally  advertised.    It's  easy  to  sell. 

And  every  sale  is  profitable.  There's  a 
good  margin  for  dealers — and  Carryolas 
"stay  sold." 


Walter  S.  Gray  Co. 

Jobbers 

1054  MISSION  ST.     SAN  FRANCISCO 

926  Midway  PI..  LOS  ANGELES 
1241  Railroad  Ave..  SO.  SEATTLE 


Ccirfyola  Master 


Music  Dealers! 

HERE'S  A  LINE 
THAT  SELLS! 


IF  we  didn't  know  that  Carryola  Porta- 
bles sold  as  does  no  other  line,  we 
wouldn't  have  taken  them  on. 

After  looking  them  all  over,  we  can  un- 
derstand Carryola  success.  Their  tone  is 
beautiful,  there's  plenty  of  volume,  and 
good  looks  to  spare. 

They  SELL!  Just  keep  them  in  sight 
and  they'll  move.  Every  sale  carries  a 
good  profit  for  you. 

We  guarantee  prompt  service  from  our 
constantly  replenished  stocks. 


WILLIAMS  MUSIC  HOUSE 

Everything  in  Music 
BIRMINGHAM  ALABAMA 


CARRYOLAS 

Are  The  Fastest 
Selling  Portables 


WITH  all  the  portables  at  our  dis- 
posal we  selected  the  Carryola.  Be- 
cause it  is  the  fastest  selling  line  of 
portables  in  the  world. 

Dealers  like  them  because  they  out-step 
competitive  lines,  give  better  tone,  bigger 
volume,  look  better,  last  longer.  They 
sell  more  easily,  sell  faster,  and  build 
repeat  business. 

They  push  them  because  people  want 
them,  and  ask  for  them  by  name.  And 
because  it  pays.  There's  a  good  margin 
in  every  sale.    Our  service  is  complete! 


YAHR-LANGE,  Inc. 


442  E.  Lafayette  Ave. 
207-15  E.  Water  St. 


DETROIT 
MILWAUKEE 


CARRYOLA  USES  QUALITY  PLYWOOD 

They  Think  in  Terms  of  Production 

utHEN  buying  Plywood,  it  is  as  essential  that  your  crafts- 
men  receive  quality  stock  to  enable  them  to  do  better 
and  more  effective  work  as  it  is  to  have  modern  machinery. 

Your  Plywood  requirements  for  the  manufacture  of  phono- 
graph cabinets,  piano  cases,  radio  cabinets,  table  tops,  in  vari- 
ous woods  and  thicknesses,  can  be  supplied  promptly  from  our 
stock,  or  made  to  your  order. 


GEORGE  L.  WAETJEN  &  CO. 

713-723  PARK  STREET 

MILWAUKEE  WISCONSIN 


Gjhc  Carryola  Master 
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GENERAL  BOX  COMPANY 

with  fifteen  plants,  and  a  corps  of  box  engineers,  is  in  a  su- 
perior position  to  render  unfailing  service  and  the  most  eco- 
nomical of  box  and  crate  designs. 


GENERAL  BOX  COMPANY,  HOME  OFFICE 

500  NORTH  DEARBORN  ST.  CHICAGO,  ILL. 

Sales  Offices  and  Factories  in  Most  of  the  Large  Cities 


Carryola  Maste 
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THE  WORLDS 
MOST  FAMOUS 
MOTOR  MAKER 


^Y'EARS  of  experimenting,  years  of  sin- 
cere effort,  years  of  successful  experience 
in  motor  building,  have  brought  an  acknowl- 
edged record  of  accomplishment  which  is 
recognized  throughout  the  industry. 

We  manufacture  every  type  of  phonograph 
motor,  for  every  purpose.  Quality  products 
all,  thoroughly  tested  by  the  one  real  test — 
experience. 

Among  the  manufacturers  we  serve  is  The 
Carryola  Company  of  America,  famous 
Portable  makers. 


THE  GENERAL  INDUSTRIES  CO. 


Formerly  Named  The  Qeneral  Phonograph  Mfg.  Co. 


Makers  of  Precision  Products  for  a  Quarter  of  a  Century 


ELYRIA 


OHIO 


Qjhc  Carryola  Master 


F*F*^OLA       POR  T^S.  B  L  E  S 


STAMPING  and  DESIGNING 


GENUINE  and  ARTIFICIAL 

LEATHER 


rpHE  excellent  stamping  and  decorative  work  that 
has  so  long  distinguished  Heinn  Loose-Leaf  Cata- 
log Binders  for  salesmen  and  for  the  general  trade  has 
developed  an  enviable  business  in  designing  and  stamp- 
ing other  products.  Our  facilities  for  both  are  unex- 
celled. 

The  Heinn  Company  has  been  selected  by  the  Carryola 
Company  of  America,  makers  of  the  world-known 
Carryola  Master  and  other  models,  to  supply  the 
designs  and  do  the  stamping  for  the  covers  and  albums 
of  their  instruments. 


THE  HEINN  COMPANY 


for  both 


Originators  of  the  Loose'Leaf  System  of  Cataloging 


340  FLORIDA  STREET 


MILWAUKEE 


WISCONSIN 


CAR  LA.       POR  T  A  B  L  E  Si 


EMPIRE 

UNIVERSAL  TONE-ARMS 

and 

REPRODUCERS 

IT  is  an  acknowledged  fact  that  the  tone-arm  and  repro- 
ducer are  the  most  vitally  important  parts  of  a  phonograph. 
We  specialize  in  the  production  of  perfected  tone-arms  and 
reproducers.  For  clear,  full,  round,  pleasing  tone,  EMPIRE 
equipment  stands  in  a  class  by  itself. 

EMPIRE  tone-arms  have  been  endorsed  and  used,  for  years, 
by  The  Carryola  Company  of  America,  world  famous  portable 
manufacturers.  The  superior  quality,  excellent  workmanship, 
and  attractive  design  of  our  equipment  have  merited  this 
endorsement. 

No.  75  TONE-ARM  and 
EMPIRONIC  REPRODUCER 

This  latest  EMPIRE  product  gives  you  a  new  idea  of  the  best 
electrically-recorded  records.  The  quality  of  tone  is  magnifi- 
cent ! 

The  tone-arm  is  an  all  brass,  continuous  taper,  all  curve  arm, 
equipped  with  full  ball-bearing  base. 

EMPIRONIC  REPRODUCERS  need  only  to  be  shown  to  be 
sold.    Write  for  particulars. 

THE  EMPIRE  PHONO-PARTS  CO. 

(Est.  1914) 
WM.  J.  McNAMARA,  President 

10316  Madison  Avenue 
CLEVELAND  OHIO 
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WILBUR  PRODUCTS  COMPANY,  INC. 


Exchisive  American  Representatives 


of 


Maestrophone  Societe  Anonyme 


"y^'E  represent  the  world's  foremost  manufac- 
turers of  motors,  tone-arms,  sound  boxes, 
etc.  We  specialize  in  creating  and  producing  to 
manufacturer's  own  individual  specifications 
and  requirements. 

Among  our  patrons  is  the  Carryola  Company 
of  America,  famous  portable  manufacturers. 


Wilbur  Products  Company 


INCORPORATED 
LANCASTER       PENNSYLVANIA,  U.  S.  A 

New  York  Representative,  H.  L.  COOMBS,  Fisk  Bldg. 


STE.  CROIX 


SWITZERLAND 


250  W.  57th  Street 


Phone,  Columbus  0874 


Carryola  Master 
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Vita- 
Phonic 

Products 


J.  E.  R  UDELL 

83  Greene  Street 
New  York  City 


Abe  Lyman's  Orchestra 

on  West  Coast  Circuit 

Popular  Brunswick  Recording  Aggregation  Re- 
ceiving $85,000  for  Engagement  of  Twenty 
Weeks  in  Leading  West  Coast  Theatres 

Chicago,  III.,  January  5. — Abe  Lyman's  Cali- 
fornia Orchestra,  exclusive  Brunswick  record- 


ing artists,  has  just 
closed  a  contract  with 
the  West  Coast  thea- 
tre circuit  which  calls 
for  a  salary  of  $85,000 
for  a  twenty-week  en- 
gagement. 

The  Brunswick  Co. 
is  behind  Lyman  with 
a  strong  publicity  and 
advertising  campaign. 
The  orchestra  opened 
Christmas  Eve  at  the 
Uptown  theatre,  Los 
Angeles,  at  which  time 
Lyman  and  his  boys 


Abe  Lyman  gave  a  Christmas  eve 

parly,  distributing  Brunswick  records,  auto- 
graphed by  Lyman,  to  each  patron. 

Windsor  Furniture  Co. 
Markets  New  Cone  Speaker 

Model  No.  200  Has  Twenty-two-inch  Cone  and 
Is  Enclosed  in  Handsome  Console  Cabinet 
With  Room  for  Batteries  and  Eliminator 


Chicago,  III.,  January  3. — The  Windsor  Furni- 
ture Co.  has  placed  on  the  market  a  new  twenty- 
two-inch  cone  speaker  enclosed  in  a  handsome 
:onsole  cabinet  and  the  product  has  received  an 
enthusiastic  reception  from  both  the  trade  and 
the  public. 

Although  the  console  is  handsome  and  artistic 
in  every  sense  of  the  words,  it  is  built  with  a 


lull  sympathy  for  every  radio  requirement  and 
has  in  the  rear  a  large  compartment  with  room 
for  batteries,  charger  and  eliminator.  Although 
these  accessories  are  entirely  concealed  from 
view,  ample  ventilation  is  allowed  for  batteries. 
The  product  is  known  as  Windsor  Model  200. 


Talking  machine  records  were  put  to  a  new 
use  recently  when  S.  W.  Dittenhofer,  president 
of  the  Golden  Rule  Store,  St.  Paul,  Minn.,  per- 
sonally recorded  an  announcement  of  a  big  ten- 
day  sales  drive  that  was  to  be  held  by  the  store. 
The  records  were  distributed  to  every  member 
of  the  organization. 


W.  Rautenstrauch  President 
of  Splitdorf-Bethlehem  Co. 

Former  President  of  the  Fred  F.  French  Co. 
Elected  to  Post  Vacated  by  the  Retirement 
From  Business  of  M.  W.  Bartlett 


Announcement  of  the  election  of  Walter 
Rautenstrauch,  president  of  the  Fred  F.  French 
Co.,  to  the  presidency  of  the  Splitdorf-Beth- 
lehem Electrical  Co.  was  made  recently,  follow- 
ing a  meeting  of  the  company's  board  of 
directors.  Mr.  Rautenstrauch's  election  will  fill 
the  post  recently  vacated  by  the  retirement 
from  the  business  of  M.  W.  Bartlett,  and  which 
has  been  temporarily  filled  by  E.  H.  Schwab, 
chairman  of  the  board  of  directors  and  brother 
of  Charles  M.  Schwab,  a  member  of  the  board 
of  directors. 

Mr.  Rautenstrauch  will  assume  his  new  duties 
January  1,  when  his  resignation  from  the  Fred 
F.  French  Co.  will  take  effect.  In  addition  to 
being  president  of  the  Fred  F.  French  Co.  of 
engineers  and  builders,  he  is  also  treasurer  of 
the  Fred  F.  French  Investing  Co.,  large  and 
prominent  concerns. 

The  Splitdorf-Bethlehem  Electrical  Co.,  with 
headquarters  and  main  plant  at  392  High  street, 
Newark,  N.  J.,  represents  the  merged  interests 
of  two  of  the  pioneers  in  the  electrical  and 
automotive  manufacturing  industries — the  Split- 
dorf  Electrical  Co.,  founded  in  1858,  and  the 
Bethlehem  Sparkplug  Co.,  of  Bethlehem,  Pa. 
The  company  produces  radio  receiving  sets, 
sparkplugs,  magnetos  and  allied  lines. 

Mr.  Rautenstrauch  is  a  member  of  the  en- 
gineering faculty  of  Columbia  University,  a 
director  of  the  Hudson  Insurance  Co.  and  a 
member  of  the  American  Society  of  Mechanical 
Engineers,  American  Society  of  Refrigerating 
Engineers,  National  Research  Council  and  a 
Fellow  of  the  New  York  Academy  of  Science. 
Prior  to  his  association  with  the  Fred  F. 
French  companies  he  was  vice-president  of  the 
J.  G.  White  Management  Corp.  and  president 
and  general  manager  of  the  Liberty  Yeast  Corp. 
He  is  recognized  as  an  authority  on  industrial 
problems  in  the  fields  of  finance  and  economics. 

Election  of  Mr.  Rautenstrauch  as  president, 
following  the  recent  appointment  of  Robert  W. 
Porter  as  general  sales  manager  and  Fred  W. 
Upton  and  George  W.  Lang  as  vice-presidents 
of  the  subsidiary,  Splitdorf  Electrical  Co.,  in 
charge,  respectively,  of  engineering  research 
and  production,  is  regarded  as  completing  the 
final  step  in  the  plans  of  the  merged  concern's 
financial  management  to  make  Splitdorf-Beth- 
lehem Co.  an  increasingly  important  factor  in 
the  electrical,  radio  and  automotive  industries. 

Zenith  Enjoys  Record  Pros- 
perity Says  Paul  B.  Klugh 

In  an  open  letter  addressed  to  members  of  the 
trade  press,  distributors  and  dealers  several 
weeks  ago,  Paul  B.  Klugh,  vice-president  and 
general  manager  of  Zenith  Radio  Corp.,  Chicago, 
stated  that  rumors  had  been  circulated  regard- 
ing the  financial  condition  of  the  Zenith  Corp., 
for  the  purpose  of  injuring  the  firm's  standing. 
In  his  message  he  branded  the  reports  as 
untrue  and  fortifies  his  statement  with  a  financial 
report,  showing  the  Zenith  Radio  Corp.  to  be  in 
a  healthy  and  prosperous  condition.  Mr.  Klugh's 
letter,  in  part,  follows: 

"Our  attention  has  been  called  to  some  malig- 


nant rumors  being  circulated  for  the  purpose  of 
injuring  this  company.  None  of  these  rumors 
is  based  on  fact.  It  is  embarrassing  to  us,  to 
say  the  least,  to  be  compelled  to  defend  our- 
selves against  such  sinister,  evil  influence.  So 
that  there  will  be  no  misunderstanding,  we  make 
the  following  plainly  worded  statement: 

"The  Zenith  Radio  Corp.  has  never  been  in  a 
more  prosperous  condition.  Our  gross  sales  and 
net  profits  so  far  this  year,  July  1  to  Decem- 
ber 1,  are  the  largest  in  our  history.  We  have 
$406,221.08  cash  in  the  bank  and  discount  our 
bills.  Our  ratio  of  assets  to  liabilities  is,  in  our 
opinion,  equalled  by  few  radio  manufacturers. 

"If  anyone  will  lend  us  aid  by  giving  a  usable 
affidavit  containing  the  name  or  names  of  these 
scandal  mongers,  together  with  their  statements, 
we  shall  immediately  institute  court  proceedings 
against  the  offenders  and  expose  their  rascality 
to  public  disapproval.  Men  capable  of  perpetrat- 
ing mischief  of  this  kind  should  be  brought  to 
justice  without  delay,  not  only  for  our  own  sake, 
but  for  the  good  of  the  trade  and  the  com- 
munity as  a  whole." 


CONSTANTLY  INCREASING  SALES 

are  testifying  to  the  superior  quality  of  our 

COTTON  FLOCKS  FOR  PHONOGRAPH  RECORDS 

STEP  INTO  LINB  WITH  THE  BUYERS  OF  "QUALITY" 

CLAREMONT  WASTE  MFG.  CO.,  Claremont,  IM.  H. 
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SUPER -H 


RIVALING  IN  TONE  THE 


The  Remington  Super-Harmonic  Sound 
Box  is  new  in  construction — made  entirely 
of  brass — there  are  no  screws,  loose  parts 
or  springs  to  get  out  of  adjustment.  We 
claim  greater  volume  of  tone  without  blasts 
— equip  the  old  type  phonographs  with  this 
sound  box  and  you  will  be  astounded  at 
the  character  of  its  tone. 

Finished  in  nickel  <tC  fNO 

and  oxidized  4>0»VV 

Gold  plate  . . . .   $10.00 

JOBBERS-DEALERS 
now —  shipments  will 


nr^ONE!!  high  and  low  notes — the  new  broad 
**■  tones — and  that  super  clarity  and  definition — 
the  entire  range  of  musical  sound  held  in  perfect 
balance — solo  or  ensemble,  the  reproduction  is  of 
the  utmost  fidelity. 

'  I VHIS  tone  is  due  to  the  refinement  of  the  new 
principles  of  sound  amplification  perfected  by 
an  acoustical  engineer  who  stands  among  the 
leaders  in  this  field  of  science.  These  important 
features  have  been  brought  to  the  highest  state  of 
perfection,  synchronizing  perfectly  with  the  new 
electrically  recorded  records  and  the  result  is  a  tone 
of  great  volume,  warmth  and  beauty. 

THE   Remington   Super-Harmonic  in   point  of 
size,  compactness  and  weight,  is  ideal  and  it  sells 
at  a  price  no  higher  than  the  present  portables. 

—  Write  f  or  samples,  discounts  and  territory 
be  made  on  the  15th  of  February,  1927 


Remington  Manufacturing  Corp. 

BRIDGETON,  N.  J. 

No  connection  with  any  other  firm  hearing  this  name 
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ARMONIC 


LARGE  PHONOGRAPHS 


Retails 


*25 


Slightly  higher  in  the  Far  If est  and  Canada 

A  powerful  motor — a  specially  designed,  all- 
brass,  throw-back  tone  arm  in  ball-bearing 
base — hardware  of  the  best — covered  with 
Du  Pont  fabrikoid  in  the  latest  grains  and  col- 
ors and  the  weight  only  16  pounds,  this  in 
spite  of  the  exclusive  elaborate  amplifying  sys- 
tem, which  remains  unseen,  and  the  Super- 
Harmonic  Sound  Box  are  a  few  of  the  many 
outstanding  features  of  the  Remington  Super- 
Harmonic  Portable. 


HEO.U  s  PttTorr 


Finished  in  black,  green, 
blue,  gray  and  maroon. 
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Improved  Line  of  Portables  Is  Being 

Introduced  to  Trade  by  Carryola  Co. 

Important  Additions  and  Improvements  Made  in  Line,  According  to  Don  T.  Allen,  Vice-President 
of  Company — Extensive  Advertising  Schedule  for  1927  Outlined  by  H.  D.  Leopold 


Don  T.  Allen,  vice-president  of  the  Carryola 
Co.  of  America,  has  just  announced  to  the  trade 
an  attractive  new  line  for  the  current  year.  The 
feature  instrument  is  the  Carryola  Master, 
which  is  well  known  everywhere  in  the  music 
trades.  The  new  Master  maintains  all  of  the 
essential  features  which  have  brought  popularity 
to  the  old,  and  includes  a  number  of  important 
additions  which  are  now  being  introduced.  For 
instance,  a  new  type  curved  tone  arm  is  being 
used,  and  several  improvements  in  design  are 


and  musical  reproduction — an  attractive  model. 

At  the  close  of  the  biggest  year  in  its  history, 
the  Carryola  Co.  of  America  has  completed  its 
budget  for  1927  advertising.  During  the  year 
just  passed,  this  aggressive  company  con- 
sistently reached  the  public  through  the  Satur- 
day Evening  Post,  Liberty  and  many  other  na- 
tionally known  publications.  The  schedule  for 
1927,  as  announced  by  H.  D.  Leopold,  adver- 
tising and  sales  promotion  manager,  is  by  far 
the  most  ambitious  ever  launched  for  portable 


H.  D.  Leopold 

the  consumer,  and  the  display  materials  referred 
to  above,  but  as  well  a  full  line  of  prepared 
dealer  advertisements,  selling  helps,  and  attrac- 
tive pamphlets  for  distribution  by  mail. 

This  new  appropriation  is  based  upon  the 
anticipated  volume  of  the  company  for  1927. 
During  the  year  just  passed  the  volume  was  70 
per  cent  in  excess  of  any  previous  figure  in 
Carryola  history,  and  the  Carryola  forecast  for 
1927,  although  an  ambitious  one,  gives  every 
indication  of  reaching  maximum  fulfillment. 

Radio  Over-Production 

Is  Becoming  Regulated 

Overproduction  and  overstocking  in  the  radio 
industry  are  rapidly  becoming  regulated  to  the 
extent  found  in  older,  well  established  indus- 
tries, according  to  D.  S.  Spector.  general  man- 
ager of  the  Kolster-Brandes  merchandising 
division.  Pointing  out  that  competition  has  be- 
come less  keen  from  unreliable  manufacturers 
and  keener  among  the  well-established  firms, 
Mr.  Spector  stated  that  sales  are  depending 
more  and  more  upon  the  actual  performance  of 
the  receiving  set. 

F.  A.  D.  Andrea  Pays 

Largest  Royalty  Check 

The  largest  royalty  check  in  the  history  of 
Fada  radio  is  being  paid  to  the  Hazeltine  Corp., 
owner  of  the  Neutrodyne  patents.  In  making 
this  announcement,  R.  M.  Klein,  general  man- 
ager of  Fada  radio,  stated  that  this  record  pay- 
ment is  due  to  the  tremendous  volume  of  busi- 
ness done  during  the  last  quarter  of  1926 
under  the  Fada  license  from  the  Independent 
Radio  Manufacturers,  Inc.,  to  build  Neutrodyne 
receivers. 


Feature  Panatrope  Radiola 

Minneapolis,  Minx..  January  4. — Foster  & 
Waldo,  well-known  music  house  of  this  city, 
featured  the  Brunswick  Panatrope  Radiola  last 
month  in  full-page  advertisements  and  by  attrac- 
tive window  and  store  displays.  The  news- 
paper advertisement  stressed  the  electrification 
of  the  instrument,  thus  eliminating  batteries, 
also  mentioning  that  no  outside  aerial  was  re- 
quired for  its  operation. 


Louis  Sterling  Abroad 

Louis  Sterling,  chairman  of  the  Board  of 
Directors  of  the  Columbia  Phonograph  Co.,  Inc., 
New  York,  sailed  for  Europe  last  month  and 
expects  to  return  to  this  country  the  early  part 
of  February. 


Left  to  Right:  New  Carryola  Cub 

to  be  noted.  This  new  Carryola  Master  is  cov- 
ered in  genuine  Du  Pont  Fabrikoid,  colors  blue, 
black,  brown,  green,  red,  gray,  of  an  exclusive 
design  and  pattern.  The  finish  is  almost  iden- 
tical in  appearance  to  genuine  leather,  and  has 
a  two-toned  effect  which  lends  much  to  its 
attractiveness. 

The  Carryola  Cub,  a  popular  portable  some- 
what lower  in  price  than  the  Master,  contains 
for  1927  a  number  of  distinct  improvements. 
It  has  a  new  type  sound  chamber,  and  is  covered 
attractively  in  an  exclusive  futurist  pattern  of 
genuine  Du  Pont  Fabrikoid. 

The  new  Carryola  Flapper  has  followed  the 
vogue  of  designs  in  hat  box  styles.  It  is  com- 
pletely equipped  with  a  self-contained  record 
album,  and  embodies  a  number  of  important 
additions,  both  from  the  standpoint  of  eye-appeal 


Carryola  Master  and  Carryola  Flapper 

phonographs.  The  1927  plan  includes  consistent 
appearance  of  copy  in  the  Saturday  Evening 
Post,  Liberty,  the  American  Weekly,  True 
Stories  and  other  publications. 

In  addition  to  the  1927  space  commitments, 
the  Carryola  Co.  has  just  announced  to  its 
dealers  a  most  attractive  and  complete  window 
display.  The  new  display  makes  it  very  easy 
for  the  music  dealer  to  feature  his  portables,  and 
accordingly  to  command  the  attention  of  those 
who  pass  his  windows.  Further,  a  highly  dec- 
orative counter  display  card,  lithographed  in 
striking  colors,  has  just  been  distributed  to  the 
Carryola  trade. 

Mr.  Leopold  states  that  during  1927  the  Carry- 
ola Co.  will  offer  an  advertising  service  to  its 
dealers  that  is  complete  in  every  detail.  This 
will  include  not  onlv  the  national  advertising  to 


Endorsed  by  Prominent 
Radio  Authorities  — 


TRADEMARK 
REGISTERED 
U.S  PAT-OFF. 


RadioVacuum 

Best  by  Test 

TUBES 


Make  a 
Good  Receiver 
Better! 


Write  for 

Complete  Data  and  Prices 
C.  E.  MFG.  CO.,  INC.,  Providence,  R.  I.   Largest  Plant  in  World  Making  Tubes  Exclusively 
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Atwate  r 

RADIO 


r 


,000,000*1  H 
RADIO  KrOI  IVINO  S 
I'KODUOrD'RY  THE 
A'l  WA*l  I  R  KfWl  Mf  G.  COMPANY 
IN  ITS     "A 0I<[  I' I  ANT 
P  Ml  I- ADC  LP  HI  A,  PA. 
I  Ul D AY.  DCCCMPf P  5RD,  I9?0. 
i  TliC  SAME  DAY  5,5  j?  OtliflR  SCti 
II  pCft  Mi  ft  Oft.  UU  OOMPUiTEPi 


MODEL  3  5,  illustrated,  6-tube  One 
Dial  Receiver,  less  tubes  and  batteries, 
but  with  battery  cable  attached,  $70. 
Other  One  Dial  Receivers,  $8  5  to 
$140 


The  first  receiving  set  sold  by  the 

Atwater  Kent  Manufacturing  Company  was 
shipped  from  the  factory  November,  ,1922. 

Figures  for  the  intervening  years,  show- 
ing the  increasing  demand  for  Atwater 
Kent  Sets,  are: 

1922-  1923  ...  6,628     1925-1926  .  .1331,208 

1923-  I924     ..     58,927  PRODUCTION  OF  SETS  FOR: 

1924-  I925     .   .175,461  I926-I927    .   .  600,000 


Radio 
Speakers 
$16  to  #23 


Every  Sunday  Evening: 

The  Atwater  Ken t  RadioHour 
brings  you  the  stars  of  opera 
and  conceit,  in  Radio's  finest 
program.  Hear  it  at  9:15 
Eastern  Time,  8:15  Central 
Time,  through: 

weaf  New  York 

weei  Boston 

wrc  Washington 

wsai  Cincinnati 

wtam  Cleveland 

wgn  Chicago 

WFI  Philadelphia 

wcae   Pittsburgh 

wgr  Buffalo 

woe  Davenport 

ksd  St.  Louis 

wwj  Detroit 

wcco  .  .  Minncapolis-St.  Paul 

wgy  Schenectady 

wsb  Atlanta 

wsn  Nashville 

wmc  Memphis 

whaf  Louisville 

W rite  for  illustrated  booklet  of 
Atwater  Kent  Radio 

Prices  slightly  higher  from 
the  Rorkies  west,  and  in  Canada 


ATWATER 


KENT  MANUFACTURING 

A.  Atwater  Kent,  President 
WIS   Wissahickon  A  venue,  Philadelphia,  Pa. 


C  O  M  PA  NY 


48  THE    TALKING    MACHINE    WORLD  January  is,  1927 


[Editor's  Note — This  is  tie  sixty-fourth  of  a  series  of 
articles  by  William  Braid  White  devoted  to  the  various 
interesting  opportunities  which  prevail  in  the  domain  of 
education  for  the  retailer  of  talking  machines.  The  subject 
is  one  of  great  interest  and  we  commend  these  articles  to 
the  consideration  of  all  who  are  devoting  attention  to  the 
featuring  and  developing  of  the  musical  possibilities  of 
the  talking  machine.] 

Convince  the  Music  Lovers 


A  couple  of  weeks  ago  a  group  of  enthusiasts, 
lovers  of  the  phonograph  and  of  recorded 
music,  met  in  the  concert  hall  of  Lyon  & 
Healy's  great  Chicago  store  and  organized  the 
Chicago  Gramophone  Society.  A  few  days  later 
another  group  of  men  and  women,  animated  by 
precisely  similar  desires,  met  privately  and 
formed  the  Phonograph  Art  Society  of  Chicago. 

In  the  city  of  Boston  there  is  a  Phonograph 
Society,  in  the  city  of  Philadelphia  there  is  one 
and  in  Minneapolis  another.  It  is  evident  that 
a  movement  is  beginning,  spontaneously  and 
without  an)'  common  external  pressure,  which  is 
destined  to  exert  a  very  powerful  influence  upon 
the  policy  and  the  methods  of  the  phonograph 
industry  in  the  United  States. 

Societies  of  amateur  lovers  of  recorded  music 
have  been  known  for  some  five  or  six  years  in 
Great  Britain,  and  now  they  are  spreading  to 
the  United  States.  A  little  consideration  must 
show  dealers  that  there  is  some  reason  for  any 
movement  of  this  sort.  These  things  do  not 
happen  without  cause.  Moreover,  when  they  be- 
gin to  happen  it  is  usually  quite  safe  to  assume 
that  the  reason  for  their  coming  into  existence 
has  become  compelling,  so  acute  that  it  can  no 
longer  be  put  aside. 

With  or  Without  Us 

And  I  think  it  fair  to  fay.  that  just  such  a  state 
of  affairs  has  come  td^«xist  in  this  country. 
While  we  have  all  been  wondering  about  the 
phonograph  coming  back,  the  thing  has  been 
happening,  silently  and  under  our  very  noses. 
While  we  have  all  been  wondering  whether  the 
new  electrical  recordings  of  the  finest  and  best 
music  would  really  sell  (and  mostly  deciding 
that  they  would  not)  music  lovers  who  want 


that  music  have  been  getting  it,  with  our  aid 
or  without  it,  mostly  without.  -They  have  been 
going  to  vast  trouble  to  back  up  the  courageous 
manufacturers  who  have  put  on  the  market  such 
wonderful  sets  of  records  as  those  which  are 
known  by  the  name  of  Columbia  Masterworks; 
and  they  have  done  this  in  face  of  a  very  con- 
siderable and  quite  lamentable  apathy  on  the 
part  of  the  dealers.  When  men  and  women  not 
only  ask  for  Columbia  Masterworks  or  for 
similar  recorded  music,  and,  rather  than  do 
without,  get  it  themselves  at  long  distance  be- 
cause local  dealers  will  not  take  an  interest  in 
it,  then  we  may  be  fairly  sure  that  something 
very  interesting  is  happening.  It  is  pretty  nearly 
time,  I  think,  for  dealers  to  wake  up. 

Why  We  Speak 
Now  the  cardinal  principle  of  musical  mer- 
chandise selling  lies  in  recognizing  that  the  heart 
of  the  whole  problem  is  contained  in  the  word 
"musical."  To  sell  musical  merchandise  one 
must  like  music,  feel  a  sympathy  for  others 
who  like  it,  one  must  know  it,  one  must  be 
able  to  talk  the  same  language  as  is  talked  by 
those  others.  To  attempt  to  sell  good  records, 
high-class  records,  records  of  fine  orchestral, 
solo  or  ensemble  music,  without  knowing  what 
it  is  all  about,  is  to  attempt  the  impossible. 
Fascinating  Possibilities 

To-daj-,  as  never  before,  the  musical  possi- 
bilities of  the  talking  machine  fascinate  the 
imagination.  A  fillip  has  been  given  to  the 
game  by  the  invention  of  the  new  processes  of 
recording.  To-day  we  can  look  forward  to  the 
future  and  say  with  confidence  that  there  is 
absolutely  no  limit  to  the  musical  possibilities 
of  recording  and  of  reproduction.  The  latest 
machines  are  wonderful;  but  does  any  one  sup- 
pose that  those  of  next  year  and  of  the  year 
after  next,  or  at  least  those  of  five  years  from 
now,  will  not  be  much  more  wonderful?  The 
records  of  to-day  are  wonderful;  but  the  day  is 
coming  when  records  of  a  whole  orchestral 
program,  a  whole  opera,  a  whole  solo  recital 
will  be  on  sale  within  a  few  days  of  its  original 


performance  at  a  low  price.  The  day  is  coming 
when  the  library  of  great  performances  will  be 
as  common  as  the  library  of  books;  but  the 
phonograph  dealers  must  wake  up  and  take  a 
great  deal  more  interest  than  they  are  now  tak- 
ing if  this  prophecy  is  to  be  more  than  a  glitter- 
ing dream. 

It  seems  to  me  that  the  opportunity  for  re- 
alizing on  the  musical  possibilities  of  the  talking 
machine  is  greater  to-day  than  ever.  I  have 
often  urged  in  these  columns  that  dealers  would 
be  well  advised  to  go  in  for  phonograph  re- 
citals, for  constant  demonstration  of  the  very 
best  in  music,  no  matter  whether  the  com- 
munity around  them  be  small,  no  matter 
whether  the  interest  in  good  music  may  seem 
to  be  slight.  For  these  things  grow.  Indiffer- 
ence yields  to  interest  and  interest  to  en- 
thusiasm. Popular  music,  said  Theodore  Thomas 
many  years  ago,  is  simply  familiar  music.  And 
when  he  said  that,  he  said  very  much  in  few 
words. 

Where  We  Can  Learn 

But  if  these  things  are  to  be  done  at  all 
they  must  be  done  right.  Here  the  reproducing 
piano  people  can  give  us  cards  and  spades.  Long 
ago  they  learned  that  there  is  a  public  willing 
and  able  to  pay  the  high  prices  demanded  for 
these  instruments  when  once  they  have  been  con- 
vinced that  the  claims  made  for  them  are  really 
substantial  and  can  actually  be  made  good.  The 
reproducing  piano  people  have  been  wise  enough 
to  do  their  recital  work  under  the  best  auspices. 
They  have  got  in  touch  with  eminent  musicians, 
they  have  sought  out  the  best  talent  to  help 
them  in  demonstrating  their  pianos,  and  they 
have  emphasized  always  that  their  recorded 
music  is  the  work  of  the  greatest  pianists.  We 
must  learn  to  do  the  same  thing. 

The  phonograph  societies  springing  up  here 
and  there  are  as  s'traws  showing  the  direction 
of  the  wind.  The  future  of  the  phonograph  in- 
dustry is  along  artistic  lines. 

Greeting  to  The  World  From 
the  Symphonic  Sales  Corp. 

The  season's  greetings  were  conveyed  to  The 
Talking  Machine  World  from  the  Symphonic 
Sales  Corp.,  maker  of  the  Symphonic  phono- 
graph reproducer,  of  which  Lambert  Friedl  is 
president,  in  a  most  unusual  form  that  merits 
mention.  On  an  attractive  tinted  stock  the  fol- 
lowing message  was  printed  in  colors: 

•     It  Is  the  Wish  of 
SYMPHONIC  SALES  CORPORATION 
to 

THE  TALKING  MACHINE  WORLD 
That  You  Promise  Yourselves: 
To  be  so  strong  that  nothing  can  disturb  your  peace  of  mind. 
To  talk  health,  happiness  and  prosperity  lo  every  person 

you  meet. 

To  make  all  your  friends  feel  that  there  is  something  in  them. 
To  look  on  the  sunny  side  of  everything  and  make  your 

optimism  come  true 
To  think  only  of  the  best,  to  work  only  for  the  best,  and  to 

expect  only  the  best. 
To  be  just  as  enthusiastic  about  the  success  of  others  as 

you  are  about  your  own. 
To  forget  the   mistakes  of  the  past  and  press  on  to  the 

greater  achievements  of  the  future. 
To  wear  a  cheerful  countenance  at  all  times  and  to  have  a 

smile  ready  for  every  living  creature  you  meet. 
To  give  so  much  time  to  the  improvement  of  yourselves 

that  you  have  no  time  to  criticize  others. 
To  be  too  large  for  worry,  too  noble  for  anger,  too  strong 

for  fear,  and  too  happy  to  permit  the  presence  of 

trouble. 

To  think  well  of  yourselves  and  to  proclaim  this  fact  to 
the  world — not  in  loud  words,  but  in  great  deeds. 

To  live  in  the  faith  that  the  world  is  on  your  side  so 
long  as  you  are  true  to  the  best  that  is  in  you. 

The  Newman  Stern  Co.,  Cleveland,  O., 
authorized  Stromberg-Carlson  dealer,  -  is  pre- 
senting the  line  in  an  attractive  setting. 


Super  Ball  Antenna 

Now  Sold  Internationally 


YAH  ft-  LANCE 

Milwaukee,  wis.    INCORPORATED    Detroit,  mich. 


January  15,  1927 


THE   TALKING   MACHINE  WORLD 


49 


Quality  Radio  Units 


Vesta  Trickle  Charger 

$10  — Pacific  Coast  $10.50 

Because  of  the  millions  of  radios  using 
batteries,  this  is,  perhaps,  the  largest 
selling  radio  unit  today.  Owners  may  buy 
the  Radio  "A"  Unit  when  the  time  comes 
to  replace  their  old  battery  but  while 
their  present  battery  is  efficient  they  can 
just  as  well  use  the  trickle  charger. 


Vesta  Radio  Light  Socket 
"A"  Unit 

Three-in-one  —  "A"  Battery, 
Trickle  Charger  and  Built-in- 
Hydrometer. 

The  very  height  of  efficiency  in  Radio  "A" 
Power.  All  in  a  clear  glass  case — condition 
of  battery  and  trickle  charger  always  in 
plain  view. 

2  Capacities: 
25  Amp.  $25.00.    50  Amp.  $27.50. 
Pacific  Coast  Add  $1.50. 


THE  remarkable  opportunity  offered  in  the 
Complete  Line  of  Vesta  Radio  Products  is 
without  a  parallel  in  the  industry. 

1 —  They  are  of  the  utmost  quality. 

2 —  They  are  the  products  of  an  organization 
of  30  years'  experience  in  electrical  units. 

3 —  The  line  embraces  the  essentials  for  com- 
plete radio  satisfaction  in  reception  and  service. 

4 —  The  nation-wide  distributor  organization 
perfected  by  Vesta  gives  the  dealer  a  near-by 
source  of  supply.  Join  the  Vesta  organization 
and  enjoy  a  prosperous  1927! 

There's  a  Vesta  Central  Near  You 


ALBANY,  N.  Y. 
ALLENTOWN,  Pa. 
BOSTON,  Mass. 
BRIDGEPORT,  Conn. 
BALTIMORE,  Md. 
BUFFALO,  N.  Y. 
BROOKLYN,  N.  Y. 

HARRISBURG,  Pa. 
NEWARK,  N.  J. 

NEW  YORK,  N.  Y. 
PITTSBURGH,  Pa. 
PHILADELPHIA,  Pa. 
READING,  PA. 
WASHINGTON,  D.  C. 


ATLANTA,  Ga. 
DALLAS,  Texas 
JACKSON,  Miss. 
KNOXV1LLE,  Tenn. 
LITTLE  ROCK,  Ark. 
LOUISVILLE,  Ky. 
MEMPHIS,  Tenn. 
NASHVILLE,  Tenn. 
NEW  ORLEANS,  La. 
OKLAHOMA  CITY,  Okla. 
RICHMOND,  Va. 
SAN  ANTONIO,  Texas 


CHICAGO,  III. 
CINCINNATI,  Ohio 
CLEVELAND,  Ohio 
COLUMBUS,  Ohio' 
DECATUR,  III. 
DETROIT,  Mich. 
GRAND  RAPIDS,  Mich. 
DETROIT,  Mich. 

GRAND  RAPIDS,  Mich. 

KANSAS  CITY,  Mo. 

MINNEAPOLIS,  Minn. 
OMAHA,  Neb. 
ST.  LOUIS,  Mo. 
TERRE  HAUTE,  Ind. 
TOLEDO,  Ohio 


Eastern 

Albany  Motor  Specialty  Corp.,  421  Orange  St. 
J.  H.  McCullough  &  Son,  1042  Hamilton  St. 
Guaranty  Distributing  Co.,  682  Beacon  St. 
Battery  &  Electric  Service  Co.,  1412  Park  Ave. 
Automotive  Electric  Shop,  23  W.  Mt.  Roval  Ave. 
J.  Roy  Stains,  Inc..  1210  Main  St. 

J.  H.  Berkman,     %The  Benzer  Corp.,  Myrtle  and 

Cooper  Ave. 
J.  H.  McCullough  &  Son,  19  N.  Cameron 
Essex  Storage  Battery   &   Supplv  Co.,   Inc.,  40-44 

William  St. 

P.  J.  Durham  Company,  Inc.,  244  W.  49th  St. 
Axwell  Equipment  Co.,  240  Second  Ave. 
J.  H.  McCullough  &  Son,  257  N.  Broad  St. 
J.  H.  McCullough  &  Son,  109  N.  9th  St. 
Leeth  Brothers,  1307  L  St.,  N.  W. 

Southern 

Southern  Motor  Equipment  Co.,  216  Spring  St. 
The  Schoellkopf  Co. 
Orgill  Brothers  Co. 

"75"  Tire  Co.,  Depot  and  Williams  St. 
O.  D.  Tucker  IV  &  Co.,  209  W.  Third  St. 
Louisville  Auto  Supply  Co.,  75  t  S.  First  St. 
Orgill  Brothers  Co.,  32  West  Calhoun  St. 
J.  T.  Blair  Co. 

Walther  Battery  &  Equip.  Co.,  722  Howard  Ave. 
J.  B.  Burweli  Supply  Co.,  323  N.  Broadway 
Benton-Bailey  Co. 
Southern  Equipment  Co. 

Middle  West 

Vesta  Battery  Corp.,  Factory,  2100  Indiana  Ave. 
The  Fisher-Aeschbach  Co.,  217  E.  Second  St. 
Vesta  Battery  Sales  Co.,  1801  E.  21st  St. 
Schaefer  Bros.  Auto  Supply  Co.,  139  L.  Gay  St. 
Fred  Campbell  Auto  Supplv  Co.,  332  E.  Main  St. 
Radio  Distributing  Co.  [Radio  Products|5i  Selden  Ave. 
Radio  Distributing  Co.  (Radio  Products]  '5  Pearl  S^. 
Auto  Electric  &  Service  Corp.  [Auto  Products)  91 
Selden  Ave. 

Auto  Electric  &  Service  Corp.  [Auto  Products]  <5 
Pearl  St. 

The  Faeth  Company,  1117  W.  8th  St. 
Uptown  Store,  1617-19  Grand  Ave. 
Reinhard  Brothers  Co.,  Inc.,  11-17  S.  9th  S.. 
W.  J.  Powers  Co.,  2212  Harney  St. 

Fred  Campbell  Auto  Supply  Co.,  2806  Locust  Blvd. 
Fred  Campbell  Auto  Supjjly  Co.,  656-8  Walnut  St. 
The  Fort  Meigs  Electric  Co.,  Detroit  &  Norwood  Sts. 


Rocky  Mountain  and  Pacific  Coast 


DENVER,  Colo. 

LOS  ANGELES,  Calif. 

PORTLAND,  Ore. 

SALT  LAKE  CITY,  Utah 

SAN  FRANCISCO,  Calif. 

SPOKANE,  Wash. 


The  Equipment  Service  Co.,  13th  at  Lincoln 
McClelland-Felthouse  Corp.,  1358  S.  Flgueroa  St. 
James  F.  Morrell  &  Co.,  Inc.,  88-90  N.  Eighth  St. 
The  Salt  Lake  Hardware  Co., 

McClelland-Felthouse  Corp.,  515-517  Eddy  St. 
Spokane  Battery  &  Ignition  Co.,  1201  W.  Sprague  Av 


VESTA  BATTERY  CORPORATION 

2100  INDIANA  AVENUE,  CHICAGO 


VESTA  X-201-A 
S2.00 


Vesta  Quality  Tubes 

A  remarkable  improvement  in  Tube 
Construction.  A  quality  that  cannot  be 
questioned. 


Vesta  Radio  "A"  Battery 

The  Highest  Quality  for  Radio 


Vesta— Vaco  Radio  "A' '  Battery 

Conforms  to  Vesta  high  standards  of 
material  and  construction  at  lowest  pre- 
vailing prices.  SO,  100  and  120  amp.  hour 


WFKB 


Tune  in  Vesta  Broadcast- 
ing Station — WFKB — on 
217.3  Meters — Chicago — 
7:00  to  8  and  9  to  11:00 
every  weekday  evening  — 
EXCEPT  MONDAY. 
Sundays  2:30  to  4:00  P.M. 
(Central  Standard  Time). 


Makers  of  Vesta  Automobile  Batteries  —  Quality  Products  for  Over  29  Years 


I   

Sold  This  Coupon  to  the  Nearest  Vesta  Central  or  to 
i  VESTA  BATTERY  CORP.,  2100  Indiana  Ave.,  Chicago,  III. 
|         Please  have  your  Central  Distributor  near  me  present  the 
!  Vesta  Radi«  Line.  TMW  Jan 

■ 
I 

'  Name  

f  -   

~j  Address  

■ 
"1 

•  Citv  State  '_  
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Consensus  of  Cincinnati  Trade  Is  That 

1927  Will  Be  Banner  Year  in  All  Lines 

Heavy  Christmas  Season  Buying  Almost  Exhausted   Stocks  of  Merchandise — Buying  Activity 
Continued  Into  New  Year — How  Dealers  Sum  Up  1926  and  Anticipate  the  Coming  Year 


Cincinnati,  O.,  January  7. — After  the  usual 
post-holiday  lull,  the  demand  for  talking  ma- 
chines and  records  is  again  getting  back  to 
normal  and  the  dealers  are  having  an  increased 
number  of  customers  each  day.  The  very  heavy 
Christmas  demand  almost  exhausted  stocks  of 
instruments  and  records,  and  for  this  reason  a 
good  volume  of  orders  are  going  to  manufac- 
turers and  wholesalers  for  replenishments.  Tak- 
ing the  year  1926  as  a  whole,  and  taking  the 
trade  as  a  whole,  sales  of  instruments  and  rec- 
ords showed  a  considerable  gain  over  the  pre- 
vious year.  The  common  prediction  is  that  a 
still  greater  gain  will  be  made  in  1927. 

Commencing  the  first  of  the  year  the  Bruns- 
wick Shop,  of  which  Louis  H.  Ahaus  is  pro- 


prietor, enlarged  the  scope  of  its  business  by 
adding  pianos  and  radio  to  its  stock  of  mer- 
chandise. The  Gulbransen  piano  is  now  being 
offered  to  customers,  as  well  as  the  Stewart- 
Warner  radio.  The  holiday  demand  for  the 
highest-priced  Brunswick  models  was  astonish- 
ingly large  and  the  entire  line  moved  well,  ac- 
cording to  Mr.  Ahaus.  General  business  condi- 
tions are  good  and  things  are  on  the  up-grade, 
and  I  expect  1927  to  be  a  good  year." 

"We  had  a  splendid  holiday  trade  and  I  am 
well  satisfied  with  our  volume  of  sales,"  stated 
Morris  Fantle,  of  the  M.  A.  Fantle  Co.  "There 
was  a  splendid  demand  for  the  more  expensive 
talking  machines,  and,  going  to  the  other  ex- 
treme, there  was  a  big  demand  for  portables." 


SATISFIED 

CUSTOMERS— 

build  business  for  you 


A 

Quality 
Product 
That 
Solves  Your 
Radio  Service 
Problem 


Pattern 
No.  117 

Radio  Service 
Set 


Your  service  men,  equipped  with  Jewell  Radio  Service  Sets,  are  prepared 
for  locating  any  radio  set,  or  accessory,  trouble  and  for  correcting  it  in 
the  shortest  possible  time. 

IT  TESTS-  Batteries,  Charging  Rates,  Circuits,  Transformers  (audio, 
radio  and  power),  Tubes,  B-eliminators,  Condensers,  Resistances,  A-elim- 
inators;  in  fact,  it  will  make  any  test  required  by  a  radio  set  or  its  accessories. 

IT  CONTAINS — A  high  resistance  (800  ohms  per  volt)  four-scale 
(0-7-70-140-280)  B-eliminator  type  voltmeter,  a  three-scale  (0-14-70  mil- 
liampere  and  0-7  amperes)  milliammeter,  a  Universal  type  tube  tester  witli 
tube  adapter,  a  compartment  for  complete  set  of  A,  B  and  C  test  batteries, 
a  complete  set  of  phone-tipped  test  leads,  a  drawer  for  tools,  spare  parts, 
etc. — all  in  a  handy  two-part  carrying  case. 

Send  for  our  Special  Form  No.  700  which 
describes   this  set   and  its  use  in  detail. 

Jewell  Electrical  Instrument  Co. 

1650  Walnut  St.,  Chicago 

"27  )  cars  Making  Good  Instruments" 


"We  had  a  most  gratifying  holiday  demand 
for  our  new  models,  from  all  parts  of  our  terri- 
tory," said  Miss  Rose  Helberg,  the  charming 
manager  of  the  local  branch  of  the  Columbia 
Co.  "As  to  records,  we  could  hardly  keep  up 
with  the  orders  that  came  in.  It  looks  to  me  as 
though  1927  is  going  to  be  a  fine  year." 

J.  E.  Henderson,  manager,  Cincinnati  Bruns- 
wick branch,  said,  regarding  business:  "Sum- 
marizing conditions,  I  am  very  optimistic  over 
the  prospects  for  1927.  It  would  seem  that  the 
proper  advertising  and  sales  promotion  work  by 
the  manufacturer  to  enthuse  the  dealer  to  take 
advantage  of  his  present  opportunity  would  give 
us  one  of  the  best  years  we  have  ever  experi- 
enced. I  certainly  am  preparing  for  the  largest 
business  we  have  ever  enjoyed.  Dealers  have 
been  hungry  for  phonograph  business  for  the 
past  two  years  and  they  are  willing  to  advertise 
and  push  while  the  'iron  is  hot.'  I  look  for  more 
activity  among  the  dealers  during  1927  than  ever 
before  and  all  of  my  salesmen  are  very  en- 
thused over  future  prospects." 

"In  our  talking  machine  section  the  holiday 
sales  were  excellent,  a  surprisingly  large  part 
of  the  demand  being  for  the  more  expensive  in- 
struments," said  George  Gross,  of  the  Geo.  P. 
Gross  Co.  "We  have  made  a  satisfactory  gain 
in  the  past  year  and  we  expect  to  make  a  further 
gain  in  the  coming  year." 

At  the  Baldwin  Victrola  Shop  a  satisfactory 
volume  of  holiday  trade  was  reported  by  Frank 
Le  Fevre,  manager,  who  stated:  "January  has 
started  out  in  an  encouraging  way  and  it  looks 
as  though  1927  is  going  to  be  a  good  year." 

"Our  talking  machine  line  did  well  the  last 
few  months  of  1926,  especially  during  the  holi- 
day season,"  said  E.  M.  Abbott,  of  the  E.  M. 
Abbott  Piano  Co.  "With  us  1926  has  been  a 
better  year  than  1925,  and  we  expect  a  further 
improvement  in  1927." 

"We  had  a  fine  holiday  demand  for  talking 
machines  of  the  better  grades,  and  we  are  very 
well  satisfied  with  the  way  this  year  is  starting 
out,"  said  Walter  Canfield,  proprietor  of  the 
Canfield  Piano  Co. 

At  the  store  of  the  Starr  Piano  Co.  it  was 
stated  by  W.  M.  Purnell  that  the  talking  ma- 
chine section  had  a  fine  holiday  business  and 
that  after  the  usual  lull  business  is  beginning  to 
pick  up  rapidly.  E.  I.  Pauling,  vice-president  of 
the  company,  who  had  been  operated  on  for  ap- 
pendicitis five  weeks  previously,  was  able  to  be 
removed  from  the  hospital  to  his  home  on  De- 
cember 30,  and  it  is  expected  that  he  will  be  back 
to  business  by  the  middle  of  January. 

"Talking  machines  were  in  fine  demand  dur- 
ing the  holidays  and  our  business  in  that  line 
was  very  satisfactory,  with  an  unexpectedly 
large  demand  for  the  more  expensive  models," 
stated  Frank  Graul,  of  the  William  R.  Graul 
Piano  Co.  "We  made  a  gain  in  the  past  year 
and  the  outlook  for  the  coming  year  seems  to  be 
very  bright." 

"The  new  year  is  starting  out  well,  and  pros- 
pects for  1927  seem  bright,"  stated  Howard  L. 
Chubb,   of   the   Chubb-Steinberg  Music  Shop. 

"We  had  a  fine  holiday  business  in  our  talking 
machine  section,  showing  a  gain  over  the  same 
period  of  last  year,"  said  Fred  C.  Grau,  of  the 
Otto  Grau  Piano  Co.  "There  was  an  astonish- 
ing demand  for  the  very  expensive  instruments, 
and  many  of  our  sales  ran  into  four  figures." 

Walter  Grau,  of  the  company's  Norwood 
store,  is  to  be  married  soon  to  Miss  Dorothy 
Jackson,  a  charming  voung  woman  of  this  city. 


Coming  Balkite  Programs 

The  Fansteel  Products  Co.,  Inc.,  during  the 
Balkite  hour  of  radio  broadcasting  on  Saturday, 
January  22,  will  present  the  New  York  Sym- 
phony Orchestra,  under  Walter  Damrosch  in  a 
varied  program  of  the  works  of  Menselssohn, 
Casella,  Tschaikowsky,  Bach  and  Saint-Saens. 
One  week  later,  during  the  Balkite  hour,  the 
program  will  be  composed  exclusively  of  music 
by  the  world-famous  French  composer,  Camille 
Saint-Saens. 
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HEINEMAN  MOTOR  No.  77 


THE 


(Standard  SMotor 


Standard  means  first  choice;  the  best 
Standards  are  earned  not  claimed. 
Millions  of  Heineman  Motors  distrib- 
uted during  the  past  ten  years  have 
served    the     Phonograph  Manufac- 


turer, the  Dealer  and  the  Phono- 
graph Owner  with  such  complete 
satisfaction  that  Heineman  Motors 
have  earned  first  place  in  the  phono- 
graph industry.  They  are  standard; 
best. 


Phonographs  with  Heineman  Motors  are  quality  phonographs 

Okeh  Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 

HEINEMAN  MOTORS— OK  EH-TRUETONE  NEEDLES 

25  West  45th  Street 
New  York,  N.  Y. 
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WE  are  the  makers  of  music  .  .  .  dance  music  that  glows  with 
the  spirit  of  orchestral  inspiration.  Everyone  is  dancing  to  Okeh 
music  because  our  orchestras  suit  the  mood  of  the  dancers  

For  languishing  passages  and  expressively  phrased  sentiment  dancers 
move  this  way  and  that  way  to  the  golden  harmony  and  grace  of 

JUSTIN  RING'S  YELLOW  JACKETS 


40728  f  Shine  On,  Harvest  Moon—  40720 
10  in.  -j  Fox  Trot  10  in. 

.75     [  Lonely  Eyes — Fox  Trot  .75 


When  You  Waltz  With  the  One 
You  Love — Waltz 
Love  Me  All   the  Time— Waltz 


40703  r  Trail  of  Dreams— Waltz 
10  in.  ■{  Because  I  Love  You — 
.75    I  Waltz 


MIKE  MARKELS'  ORCHESTRA 

ou  Will— Won't  You? 


0714  ("  I  Love  the  Moonlight— 
0  in.  ■{  Fox  Trot 

.75    [  Hello,   Bluebird — Fox  Trot 


40737  1  Y 

10  in.  {  Fox  Trot 

.75    [Never  Without  You — Fox  Trot 

40668  f  Down  on  the  Banks  of  the  Old  Yazoo— 
10  in.  j  Fox  Trot 

.75    [  Precious — Fox  Trot 

For  music  that  is  turbulent,  that  thrills  with  suspended  in- 
tensity, that  sings  to  the  buoyant  gaiety  of  youthful  dancers 
select 

HARRY  RESER'S  JAZZ  PILOTS 


40730  f  Pretty  Lips— Fox  Trot 
10  in.  {  That's  a  Good  Girl — 
.75    [  Fox  Trot 


40719  (  I'm  Tellin'  the  Birds— Tellin'  the 
10  in.  {  Bees— Fox  Trot 

.75    [How  Could  Red  Riding  Hood?— 

Fox  Trot 

40709  f  Looking  at  the  World  Thru  Rose  Colored  Glasses— 
10  in.  -j     Fox  Trot      ....    Sam  Lanin's  Melody  Sheiks 
.75     I  I  Want  to  He  Known  as  Susie's  "Feller" — Fox  Trot 


HARRY  RADERMAN'S  RED  HOTTERS 


40736  f  Wouldn't  You?— 
10  in.  i  Fox  Trot 

.75    I  Sunday— Fox  Trot 


40731   [  What's  the  Use  of  Crying?—  Tox  Trot 
10  in.  \  A  Little  Music  in  the  Moonlight — 
.75    (  Fox  Trot 


40712  f  Cross  Your  Heart— Fox  Trot 
lo  in.  {  That  Night  in  Araby— 
.75    I  Fox  Trot 


SUCH  popular  lyrics  as  sung  by  Alma  Rot- 
ter are  unexcelled — always  songs  of  sen- 
timent, they  partake  of  love,  whimsy  and 
drama.  Her  songs  aie  always  a  popular  choice 
because  the  buyers  of  Okeh  music  love  nice 
music.  You  will  find  customers  wanting 

ALMA  ROTTER 

Exclusive  Okeh  Artist 


40733  f  Rags 

10  in.  \  Tonight  You  Belong 
.75     [  to  Me 


1694  f  Put  Your  Arms  Where 
[in.  j  _  They  Belong 


40694 
10  i 

.75    [  I'll   Never   Miss  You 
Again 


40673  f  Sleepv  Head 
10  in.  {  I  Wi  ' 
.75  L 


sh  You  Were  Tealous 
of  Me 


A  suggestion  worth  taking  — 

Sell  Okeh  Records 


It  is  more  than  an  introduction  of  a  newer,  finer 
recording  that  is  giving  the  Licensed  Okeh  Record 
Dealer  his  chance  to  maintain  a  profitable  business. 

It  is  more  than  the  all-round  cooperation  the 
Record  Dealer  receives  from  Okeh  Distributor  and 
Okeh  Distributor  from  our  Service-Giving  Organiza- 
tion. 

It  is  more  than  the  desirable  qualities  of  our  dif- 
ferent classifications  of  music  —  Popular  Dance, 
Vocal,  Old-time  Tunes  and  Race. 

It  is  more  than  all  this  that  makes  Okeh  Records  the 
"satisfaction  to  all"  records  that  they  are:  It  is  the 
Spirit  of  Popularity  the  history  of  their  sales  has 
left  with  the  buying  public.  It  is  our  ambition  al- 
ways through  personal  cooperation  to  establish  the 
Okeh  Record  Dealer's  store  as  the  finest  one  in  his 
neighborhood. 

As  you  read  this  why  not  decide  that  now  is  the 
time  to  inquire  about  an  Okeh  Dealer's  License  for 
yourself  ? 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  General  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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Odeon 


Library 


Orchestral  Works  of  the  Great  Masters 

(Imported  Odeon  Recordings) 


All  12  inch  double-faced  records 


SYMPHONIC  WORKS  IN  ALBUM  SETS 

BEETHOVEN 

First  Symphony  in  C  Major  3  double-faced  records  (Nos.  5094  to  5096  incl.)  Album  included.  .  .  .$  4.50 

Second  Symphony  in  D  Major  4  double-faced  records  (Nos.  5097  to  5100  inch).  Album  included.  .  6.00 

Third  Symphony  (Eroica)  in  E  Flat  7  double-faced  records  (Nos.  5101  to  5107  incl.).  Album  incl.  10.50 

Fourth  Symphony  in  B  Major  4  double-faced  records   (Nos.  5073  to  5076  incl.),  Album  Included.  .  6.00 

Fifth  Symphony  in  C  Minor  4  double-faced  records   (Nos.  5053  to  5056  incl.),  Album  included.  .  .  6.00 

Sixth  Symphony  (Pastorale)  in  F  Major  (op.  68)  5     double-faced    records    (Nos.    5086    to  5090 

incl.).  Album  included   7.50 

Seventh  Symphony  in  A  Major  5  double-faced  records  (Nos.  5062  to  5066  incl.),  Album  included.  7.50 

Eighth  Symphony  in  F  Major  3  double-faced  records    (Nos.  5067  to  5069  incl.).  Album  included.  4.50 

Ninth  Symphony  in  D  Minor  9  double-faced  records   (Nos.  5077  to  5085  incl.),  Album  included.  .  .  13.50 

RIMSKY-KORSAKOW 

Scheherazade  A  Symphonic  Poem  5  double-faced   records  (Nos.  5057  to  5061  incl.),  Album  incl.  7.50 

RICHARD  STRAUSS 

Tod  und  Verklarung  (Death  and  Transfiguration)  3    double-faced   records    (Nos.    5070    to  5072 

incl.),  Album  included    4.50 

Don  Juan  Salome's  Dance  (The  Dance  of  the  Seven  Veils)  3  double-faced  records  (Nos.  5091  to 

5093  incl.),  Album  included    :   4.50 

"Ein  Heldenleben"  (A  Hero's  Life) — 5  double-faced  records  (Nos.  5  108  to  5112  inch),  Album  incl.  7.50 

Till  Eulenspiegels  lustige  Streiche  (Till  Eulenspiegel's  Merry  Pranks)  2  double-faced  records  (Nos. 

5113   and  5114),  without  Album,  at  $1.50    each    3.00 

SCHUBERT 

Unfinished  Symphony  (Symphony  in  B  Minor)  3  double-faced  records  (Nos.  5008  to  5010  incl.), 

Album  included   4.50 

TSCHAIKOWSKY 

Symphony  Pathetique  6  double-faced  records   (Nos.   5044  to  5050  incl.),  Album  included   9.00 


OPERATIC  SCORES  IN  ALBUM  SETS 


BIZET 

Orchestra  Music  From  Carmen  3  double-faced  records  (Nos.  5027  to  5029  incl.),  Album  included  4.50 

WAGNER 

Isolde's  Love  Death  from  "Tristan  and  Isolde"  Overtu  re  and  Ballet  Music  from  "Rienzi"  3  double- 
faced  records  (Nos.  5016,  5032  and  5033),   Album  included    4.50 

WEBER 

Overture  to  "Der  Freischiitz"  and  "Oberon"  3  double-faced   records    (Nos.   5022   to   5024  incl.), 

Album  included   4.50 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  General  Manager 

25  West  45th  Street  New  York,  N.  Y. 
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OKEH 

Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 
OKEH-TRUETONE  NEEDLES     —     HEINEMAN  MOTORS 

25  West  45th  Street,  New  York,  N.  Y. 


A  PROFITABLE 
POINT 

Better  played  records 
increase  record  sales. 
Use  only  Okeh  needles 
in  your  demonstrating 
booths. 
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Continuation  of  Buying  Activity  Puts 

Buffalo  Music  Trade  in  Optimistic  Mood 

Year  Starts  With  Sales  on  Up-trend — Victor  Dealers  Association  Plans  Busy  Year — Don  Miller 
Appointed  Brunswick  Manager — J.  A.  Goldstein  Elected  Association  President 


Buffalo,  N.  Y.,  January  7. — Talking  machines 
and  records  are  moving  in  better  volume  than 
they  were  during  the  month  of  December,  par- 
ticularly the  days  immediately  preceding  Christ- 
mas, which  has  put  dealers  in  a  much  more 
optimistic  mood  with  an  outlook  for  a  brisk 
January  and  February  business.  Radio  sales 
during  December  and  early  January  were  great- 
er than  expectations  of  either  the  dealer  or  job- 
ber, and  many  dealers  report  this  the  best  radio 
season  they  have  ever  had. 

Electrolas  for  25-Cycle  Current 

The  Victor  Electrola  and  the  $1,000  combina- 
tion are  now  obtainable  for  operation  .on  a  25- 
cycle  electric  current  prevalent  in  Buffalo.  In 
the  past  these  instruments  could  be  operated  on 
a  current  not  under  60-cycle,  which  reduced 
their  sale  in  Buffalo  to  a  minimum.  Since  their 
introduction  to  the  Buffalo  trade  about  ten 
days  before  Christmas,  they  have  been  moving 
from  dealers'  floors  as  rapidly  as  they  were  re- 
ceived. There  is  an  exceedingly  bright  future 
for  these  instruments  in  Buffalo,  and  also  the 
Brunswick  Panatrope-Radiola,  which  is  availa- 
ble for  25-cycle  electric  current. 

Association  Plans  Active  Year 

The  Victrola  Dealers  Association  plans  mak- 
ing the  1927  season  the  most  active  it  has  ever 
had.  The  first  step  in  this  direction  is  the  ap- 
pointment of  committees  as  follows:  Better 
business,  T.  A.  Gould,  of  Gould  Bros.,  Inc.,  Carl 
Berlin  and  A.  W.  Erion,  ,of  Erion  Piano  Co.; 
Program  and  entertainment,  C.  E.  Siegesmund, 
of  Curtis  N.  Andrews,  Victor  jobber,  and  M.  O. 
Grinnell,  Buffalo  Talking  Machine  Co.;  Glad- 
hand,  R.  G.  Robinson,  Buffalo  Talking  Machine 
"Co.,  and  John  H.  Wills,  Curtis  N.  Andrews; 
Attendance,  Charles  Liske,  E.  R.  Burley,  John 
Bieda  and  W.  Ostheim  and  C.  N.  Andrews  and 

0.  L.  Neal,  jobbers.  The  first  meeting  of  the 
new  year  is  planned  to  be  held  January  19. 

Don  Miller  New  Brunswick  Manager 
Don    Miller,    formerly    connected    with  the 
Cleveland  distributing  office  of  the  Brunswick 
Co.,  took  charge  of  the  Buffalo  office  January 

1,  succeeding  'George  Jensen,  who  has  been 
placed  in  charge  of  the  Pittsburgh  office. 

Dealers  who  have  seen  the  new  Parisian 
portable  Brunswick  model,  samples  of  which  are 
on  display  at  the  local  office,  have  expressed 
considerable  enthusiasm  over  it. 

The  local  branch  -of  the  Brunswick  Co.  says: 
"The  outlook  for  1927,  as  voiced  by  leading 
dealers  throughout  this  entire  territory,  is  very 
bright.  As  stated  above,  we  are  looking  for- 
ward to  a  very  good  year  indeed,  especially  as 
regards  the  sale  of  the  electrical  reproducing 
musical  instruments— the  Panatrope." 

Optimistic  Over  Outlook 

Dealers  who  have  declared  1926  to  have  been 
the  biggest  year  in  their  history,  with  prospects 
of  1927  surpassing  the  volume  of  the  business 
of  the  year  just  closed,  include  Charles  Liske, 
John  Kibler,  Erion  Piano  Co.,  and  Schwegler 
Bros.  Mrs.  Loretta  Spring,  who  has  had  charge 
of  Adam,  Meldrum  &  Anderson's  music  store 
for  the  past  two  years,  said  1926  has  exceeded 
by  far  the  volume  of  the  business  of  this  de- 
partment in  1925. 

Walter  Bruel,  of  Neal,  Clark  &  Neal,  also  is 
optimistic  over  the  outlook  for  Spring.  Sales 
of  Victrolas,  records  and  radio  in  1926  were 
greater  than  any  of  the  past  three  or  four  years, 
he  said.  Post-Christmas  business  is  very  satis- 
factory, with  higher-grade  instruments  in  favor. 
Purchase  Rappole-Robbins  Co.,  Inc. 

The  Rappole-Robbins  Co.,  Inc.,  radio  whole- 
saler in  Jamestown,  has  been  bought  by  Henry 
S.  Holmes  and  Albert  G.  Volz.  The  purchase 
price  is  said  to  be  in  excess  of  $100,000.  Mr. 
Volz  has  been  general  manager  of  the  company 
for  the  past  seven  years.    He  is  president  and 


general  manager  of  the  new  company.  Mr. 
Holmes  is  secretary  and  treasurer. 

Urges  Support  of  Radio  Legislation 

As  a  means  toward  impowering  a  competent 
board  of  Federal  control  to  regulate  radio 
broadcasting,  L.  C.  F.  Horle,  chief  engineer  of 
the  Federal  Radio  Corp.,  urged  members  of  the 
Marxhall  Club,  in  a  recent  address,  to  lend  their 
support  to  needed  legislation  now  before  Con- 
gress. 

J.  B.  Robertson  Honored 

James  B.  Robertson,  president  of  the  Robert- 
son-Cateract  Electric  Co.,  radio  jobber,  was 
support  to  legislation  before  Congress. 

J.  A.  Goldstein  Elected  President 

Joseph  A.  Goldstein,  of  the  Music  Shop,  was 
elected  president  of  the  Niagara  Falls  Radio 


Trades  Association  following  an  organization 
meeting  recently.  The  members  will  meet  bi- 
monthly in  the  Hotel  Niagara.  Clearing  the  air 
of  outside  interference  for  better  radio  reception 
is  one  of  the  objects  of  the  organization. 

Burnett  and  Rutherford 

to  Record  for  Columbia 

From  the  Kentucky  hills  come  Burnett  and' 
Rutherford,  the  latest  team  of  vocalists  to  join 
the  list  of  the  Columbia  Phonograph  Co.'s  ex- 
clusive artists.  These  two  singers  have  a  great 
reputation  throughout  the  South  as  well  as  in 
their  own  blue  grass  country. 


New  Incorporation 

Among  the  corporations  registered  at  Albany, 
New  York,  last  week,  was  that  of  William 
Waldman  to  conduct  a  business  in  musical  in- 
struments and  radio  in  Manhattan,  with  a 
capital  stock  of  $10,000. 


Loudest  on  Earth! 


The  "Needle 
to  Make  a 
Song  About" 


Attractive 
"Qet  Up" 


and  Its 


Send  for  full  range  of 
Songster  Samples  and 
Prices — to 

I  STEAD  &  CO.,  Ltd 

Manor  Works 

SHEFFIELD,  ENGLAND 
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Kolster 
6-G 

Closed 

The  latest  addition  to 
the  Kolster  line. 


A BEAUTIFUL,  new  cabinet  model,  in  genuine  mahogany  with 
walnut  finish,  highlighted,  and  with  decorative  overlays — mod- 
ern design  of  conservative  dimensions  —  housing  a  Kolster  6  tube 
set  with  inbuilt  Special  Cone.  Antenna  operation.  Ample  space  for 
all  batteries.  List,  $185. 


Kol  s  te  r 
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Hear 


Kolster 

6-G 

Op&n 

The  doors  fold  all  the 
way  back.  No  unsightly 
?twing"  effect. 


AS  with  other  Kolsters,  we  urge  you  to  let  this  winning  set  demon- 
JLm.  strate  its  own  superiority.  It  satisfies  the  most  exacting  de- 
mands—a super-fine  instrument  in  a  beautiful  cabinet  at  a  popular 
price.  Ask  your  distributor  for  a  demonstration  or  mail  the  coupon. 


,0*' 


Kol  s  te  r 
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Basic  Conditions  Sound-1927  Outlook 
Is  Bright,  Say  Trade  Leaders 

Prosperity  During  the  Present  Year  Is  Predicted  by  Foremost  Figures  in  the  Talking  Machine  and  Radio 
Industries — More  Effective  Salesmanship  Seen  as  Problem  of  the  New  Year — Growing  Ap- 
preciation   of   Music    and    General  Stabilization  Favorable  Factors 


ALTHOUGH  the  New  Year  just  opened  holds  ever)'  promise 
of  being  highly  productive  of  sound  business  in  both  the 
'  phonograph  and  radio  fields,  there  must  naturally  be  expected 
many  problems  of  merchandising  that  will  arise  as  a  result  of  the 
constant  shifting  in  conditions  that  is  faced  by  this  and  practically 
all  other  industries.  The  fundamental  principles  of  salesmanship 
may  be  said  to  remain  unchang- 
ed, but  the  application  of  those 
principles  must  vary  according 
to  various  situations  that  develop 
and  may  be  anticipated. 

The  Talking  Machine  World 
this  month  is  privileged  to  pre- 
sent opinions  of  various  prom- 
inent members  of  the  phonograph 
and  radio  divisions  of  the  indus- 
try regarding  some  of  the  prob- 
lems that  retailers  will  have  to 
face  during  the  year  just  opened. 
These  opinions,  although  coming 
from  manufacturers  and  whole- 
salers, are  nevertheless  of  value 
to  the  retail  merchant  for  the 

reason  that  these  manufacturers  and  distributors  through  their 
widespread  connections  have  excellent  facilities  for  keeping  in  touch 
with  developments  over  a  wide  area  and  to  anticipate  changes. 

Those  whose  views  are  presented  herewith  are  not  to'  be  consider- 
ed infallible,  but  they  certainly  have  at  hand  greater  opportunities 
for  analyzing  the  prospective  situation  than  are  available  to  the 


rHE  views  regarding  the  outlook  for  1927  in 
the  talking  machine  and  radio  business  pre- 
sented herewith  are  the  result  of  a  national  survey- 
sponsored  by  The  Talking  Machine  W  orld,  and 
while  the  opinions  contained  in  the  accompanying 
symposium  are  from  manufacturers  and  distribu- 
tors only,  the  expressions  of  leading  retailers  are 
contained  in  the  various  news  letters  in  this  issue. 
It  is  worthy  of  note  that  optimism  is  general. 


average  retailer.  The  building  up  and  maintaining  of  sales  volume 
depends  not  alone  upon  expending  the  proper  amount  of  energy  at 
the  moment,  but  in  anticipating  so  far  as  possible  future  trade  con- 
ditions so  that  effective  preparations  may  be  made  to  meet  them. 

The  industry  has  entered  1927  under  most  favorable  conditions. 
There  is  little  or  no  inflation  in  the  market,  and  particularly  in  the 

radio  field  things  have  been  stab- 
ilized to  a  point  where  the  mer- 
chant can  look  ahead  with  a  great 
measure  of  confidence  to  the 
selling  prospects  that  are  before 
him.  In  the  phonograph  field 
there  still  exists,  and  will  exist 
for  some  months  to  come  at  least, 
what  is  termed  a  seller's  market, 
but  those  who  have  been  in  the 
trade  for  a  number  of  years  real- 
ize that  that  condition  cannot  be 
made  an  excuse  for  the  letting 
down  of  sales  effort.  No  prod- 
uct, however  revolutionary  or 
worthwhile,  can  be  depended 
upon,  to  sell  itself  indefinitely, 
and  the  expenditure  of  normal  energy  during  times  of  greatest  ac- 
tivity means  the  cutting  down  of  sales  resistance  during  periods  of 
temporary  lassitude  on  the  part  of  buyers. 

The  opinions  presented  herewith  are  offered  in  the  belief  that  they 
have  sufficient  authority  back  of  them  to  make  them  of  general  value 
to  the  retail  members  of  the  industrv. 


E.  E.  Shumaker  Tells  of 

Splendid  Outlook  for  1927 

The  satisfactory  business  record  of  the'  Vic- 
tor Talking  Machine  Co.  for  the  year  1926  is 
now  history,  and  the  company  enters  1927  with 
factory  production  schedules  which  anticipate  a 
continuation  of  the  healthy  condition  which 
characterized  the  past  twelve  months'  period. 
Reports  from  the  company's  district  managers, 
at  a  conference  in  Camden,  immediately  after 
the  first  of  the  year,  give  no  evidence  of  any 
let-up  on  the  part  of  the  trade.  In  fact,  dis- 
tributors and  dealers  give  every  evidence  of  an 
intention  to  work  their  territories  even  more  in- 
tensively. 

Demand  for  the  Orthophonic  Victrola,  the 
combination  radio-talking  machine  instruments 
and  the  Orthophonic  record  continues  active, 
and  prospects  for'  the  future  of  both  instru- 
ments and  records  are  unusually  good. 

When  the  company  entered  1926  there  was  an 
extraordinary  accumulation  of  advance  orders 
for  instruments,  and  throughout  the  year  the 
entire  organization  was  concentrated  upon 
meeting  the  heavy  demands  that  had  resulted 
from  introduction  of  the  Orthophonic.  Vic- 
trola. The  Summer  brought  no  seasonal  slump, 
and  the  close  of  the  year  found  the  company 
with  more  instrument  orders  on  its  books  than 
on  January  1,  1926. 

Following  the  announcement  of  the  Ortho- 
phonic record,  in  the  Fall  of  1926,  there  was  a 
substantial  increase  in  record  orders,  and  the 
outlook  for  this  branch  of  the  business  for  the 
New  Year  is  very  bright. 

One  of  the  happiest  omens  for  1927  is  the  feel- 
ing of  confidence  in  the  future  of  the  business 


which  pervades  the  trade  to-day.  This  feeling 
is  reflected  strongly  in  the  reports  from  the 
field.  Another  interesting  indication  is  found 
in  the  fact  that  jobbers'  stocks  are  now  down 
to  about  normal,  and  they  are  organizing  their 
business  to  take  care  of  any  unusual  demands 
that  may  occur  at  any  time  during  the  year. 

E.  E.  Shumaker,  President, 
Victor  Talking  Machine  Co. 

Duplicate  Sales  Will  Boom 

Volume,  Says  Sterling 

Many  optimistic  statements  were  made  at  the 
close  of  1925  as  to  the  comeback  and  growth  of 
the  industry  in  1926.  In  my  opinion,  the  actual 
results  have  more  than  justified  that  optimism. 

The  last  year  has  been  wonderful  for  the 
whole  industry.  The  sales  of  phonographs  have 
reached  a  higher  level,  based  upon  a  unit  sale, 
than  ever  before.  Even  in  the  old  boom  years 
of  1919  and  1920  no  one  dreamed  of  the  pos- 
sibilities of  the  big  sales  of  1926  on  instruments 
retailing  at  a  price  considerably  over  $100. 

I  believe  that  every  good  phonograph  that  has 
been  sold  this  year  will  result  in  a  duplicate  sale 
next  year.  That,  in  itself,  will  give  in  1927  a  sale 
equal  to  1926  in  instruments,  plus  the  additional 
sales  that  will  be  created  through  the  advertising 
and  additional  merchandising  efforts  of  tin 
various  manufacturers. 

So  far  as  Columbia  is  concerned,  the  sales  in 
1926  have  greatly  exceeded  our  expectations. 
We  are  more  than  pleased  with  the  results  ob- 
tained, and  feel  that  the  business  done  in  1926 
is  the  beginning  of  steady  gains  in  volume. 
Louis  Sterling,  Chairman  of  the  Board. 

Columbia  PhonograDh  Co..  Inc..  New  York. 
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Training  Salesmen  1927 

Problem,  Says  Kendrick 

Conditions  seem  unusually  excellent.  The  bia 
issue  is  man  power — and  training  of  men  in 
sell.  This  is  the  main  problem  for  both  the 
wholesaler  and  the  retailer. 

New  types  of  salesmen  are  coming  into  the 
music  industry  by  reason  of  the  introduction  of 
new  instruments,  both  mechanical  and  electrical, 
the  introduction  of  these  new  instruments 
is  having  a  stabilizing  effect  on  the  general 
musical  merchandising  trade.  That  they,  par- 
ticularly the  electrical,  are  the  outstanding  fac- 
tors of  the  easily  secured  higher  unit  sale  price 
with  its  larger  profit,  is  evidenced.  As  a  result,  the 
dealer  has  awakened  to  the  imperative  necessity 
of  trained  salesmen  to  consistently  handle  the 
present  market  and  take  full  advantage  of  the 
enormous  field  for  such  instruments  everywhere 
apparent. 

A.  I.  Kf.ndrick,  General  Sales  Manager. 

Phonograph  Division, 
Brunswick-Balke-Collender  Co.,  Chicago 

Business  More  Competitive 
in  1927,  Says  S.  O.  Martin 

Though  a  majority  of  the  opinions  of  students 
of  economic  ■  conditions  and  of  business  men 
seems  to  be  that  1927  may  be  somewhat  duller 
than  1^26,  still  it  is  hard  to  measure  how  much 
this  feeling  is  due  to  the  general  and  not  very 
scientific  reasoning  that  because  conditions  have 
been  good  for  so  long,  it  is  reasonable  to  expect 
a  change  and  how  much  it  is  based  on  real 
(Continued  on  page  56) 
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Linked  with  the 
best  known  Phonograph 
Needle  in  the  world 


BRilBantoN{ 

TRADE  MARK  REG.  U.S.  PAT.  OFF.  ■ 


NEEDLES 


Brilliantone  is  Starting  the  New  Year  Right 
With  a  Smashing  Proposition  for  Dealers 

On  orders  for  20  cartons  of  Brilliantone  Steel  Needles,  we 
will  imprint  FREE  your  name  and  address  on  every  pack- 
age.  Each  carton  contains  5& packages  of  100  needles  each. 

We  Will  Also  Furnish  You  FREE  — 


Advertising  blotters,  with  your 
name  and  address  printed  thereon, 
for  distribution  to  your  customers. 


Here  is  your  opportunity  to  put  your  name  and  address 
into  the  home  of  every  needle  customer  —  a  last- 
ing advertisement  of  your  store — at  no  cost  to  YOU! 

ASK  YOUR  JOBBER  ABOUT  t 
THIS  STERLING  PROPOSITION: 


Brilliantone  Steel  Needle  Co.  of  America,  Inc. 

370  Seventh  Ave.  New  York  City 
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1927  Outlook  Is  Bright,  Say  Trade  Leaders  —  (Continued  from  page  54) 


facts.  Certain  it  is  that  there  is  no  forecast  so 
clear  for  poorer  business  as  were  the  forecasts 
for  better  business  in  1925  and  1926. 

The  most  unfavorable  factors  seem  to  be  an 
unsatisfactory  agricultural  situation  and  there 
seems  evidence,  but  not  absolute  certainty,  of 
increasing  unemployment.  On  the  other  hand, 
capital  seems  plentiful  and  in  liquid  form  and 
inventories  are  apparently  low.  Prices  appar- 
ently continue  to  grind  downward  and  when 
such  conditions  prevail  competition  is  usually 
more  keen,  but  costs  are  also  down  with  no 
evidence  of  rising.  Consequently  for  1927  the 
outlook  may  be  for  somewhat  slower  business 
but  probably  by  no  means  a  serious  depression. 
It  is  true  that  the  phonograph  and  possibly  now 
the  radio  business  may  feel  this  change  some- 
what more  than  the  articles  more  vitally  neces- 
sary to  the  public,  but  on  the  other  hand,  a  great 
deal  of  improvement  in  the  organization  of  the 
industries  has  already  taken  place  which  duller 
business  usually  causes. 

Consequently  it  does  not  seem  impossible 
that  the  volume  of  business  in  phonographs  and 
radios  may  be  practically  as  large  in  1927  as 
in  1926,  which  volume  was  considerably  larger 
than  in  1925,  and  with  probably  fewer  partici- 
pants therein,  certainly  so  far  as  the  manufac- 
turing part  of  the  business  is  concerned.  Busi- 
ness will  probably  be  more  competitive  and 
dealers  who  adopt  intensive  methods  and  care- 
fully prepare  lists  for  approach  by  direct-mail 
or  solicitation  as  well  as  by  the  staple  methods 
of  display  and  advertising,  will  do  better  than 
those  who  adhere  to  less  varied  and  less  ener- 
getic methods  of  approaching  their  markets. 

S.  O.  Martin,  President, 
Sonora  Phonograph  Co.,  Inc.,  New  York. 

Fred  Gennett  Believes  1927 
Will  Bring  Vital  Changes 

In  our  opinion  the  coming  year  will  continue 
to  produce  many  improvements  and  changes, 
both  in  phonographs  and  records.  We  are  not 
at  the  end,  by  any  means,  of  the  possibilities 
that  science  may  produce  to  improve  the  quality 
and  quantity  of  sound  reproduction. 

In  the  high-class  market,  the  dealer  should 
expect  the  distributor  and  manufacturer  to  carry 
his  burden  by  substantial  stocks,  and  except  on 
articles  of  proved  sales  value,  slocking  up  should 
be  considered  with  great  care. 

The  growth  of  the  market  in  phonographs  has 
been  partially  due  to  the  introduction  of  the 
inexpensive  portable  phonograph,  which  has 
brought  about  having  two  or  more  phonographs 
in  a  single  family.  In  such  lines  1927  should 
be  a  very  good  and  substantial  year;  thus  with 
both  extremes  and  a  substantial  hangover  in 
the  middle,  the  coming  year  ought  to  be  very 
big  in  the  phonograph  trade,  both  for  machines 
and  records. 

As  to  the  other  questions  regarding  demon- 
stration, advertising,  national  publicity,  intensive 
selling,  etc.,  the  answers  to  these  questions  are 
more  or  less  axiomatic  and  hardly  can  be  dis- 
cussed except  for  particular  circumstances.  The 
man  who  fails  to  get  business  usually  will  find 
that  the  trouble  is  within  himself  and  not  within 
the  public.  He  is  either  not  offering  the  proper 
goods  or  is  offering  the  proper  goods  improp- 


TEST  IT. 

OUR  VICTOR 


Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

13O0  G.  STREET.  WASHINGTON.  D.  C. 
204-6-8-10  CLAY  STREET,  BALTIMORE,  MD. 


erly.  One  man's  remedy  may  be  additional 
demonstration,  another's  local  advertising  in  co- 
operation with  national  publicity,  and  still  a 
third  will  do  equally  well  with  the  intensive 
selling  both  inside  and  outside  his  store. 

Fred  Gexxett,  Secretary, 
Starr  Piano  Co.,  Richmond,  Ind. 

Conditions  Interestingly 
Analyzed  by  President  Cox 

The  Talking  Machine  World  has  asked  me 
two  specific  questions,  which,  coming  as  they  do 
at  the  close  of  a  year  that  has  witnessed  the 
remarkable  "comeback"  of  an  industry  which 
many  observers  thought  had  been  relegated  to 
a  less  important  position,  are  particularly  perti- 
nent at  this  time.  Both  these  specific  questions 
are  subservient  to  the  general  question,  "What, 
in  your  opinion,  will  be  the  big  sales  problem 
facing  the  dealer  in  phonographs  and  records 
during  1927?" 

The  first  specific  question  asks,  "When  the 
production  of  the  various  factories  begins  to 
catch  up  with  public  demand  and  there  is  a  shift 
from  a  seller's  to  a  buyer's  market,  what,  in  your 
opinion,  will  be  the  vital  factors  in  sales  promo- 
tion that  will  enable  the  dealer  to  cash  in  on 
the  business  opportunity  to  the  fullest  extent?" 
I  will  answer  this  question  by  saying  that  I  do 
not  believe  such  a  condition  will  obtain  in  1927. 

To  the  second  question,  "Does  it  mean  more 
extensive  demonstration,  stronger  local  adver- 
tising, in  co-operation  with  national  publicity 
of  the  manufacturer,  development  of  new  and 
more  intensive  selling,  both  inside  and  outside, 
or  what?"  I  affirm  my  belief  that  the  use  of  the 
very  factors  enumerated  in  this  question,  and  all 
of  them,  will  be  potent  influences  in  maintaining 
throughout  1927  the  relation  of  demand  to  sup- 
ply in  much  the  same  ratio  as  it  stands  to-day, 
at  the  beginning  of  the  new  year  and  as  it  has 
been  throughout  1926. 

I  do  not  like  to  answer  these  questions  thus 
baldly  without  going  somewhat  into  details  as 
to  the  reasons  upon  which  my  judgment  is 
based.  I  believe  that  at  the  end  of  1927  we  will 
find  that  the  dealers  who  have  met  with  out- 
standing success  have,  to  use  a  homely  expres- 
sion, "traded  'em  down  on  instruments  and 
traded  'em  up  on  records." 

The  average  price  of  the  instruments  sold 
to-day  is  higher  than  at  any  time  during  the 
history  of  the  industry.  Not  only  have  the  new 
instruments  achieved  tonal  results  which  only 
a  short  time  ago  were  undreamed  of,  but  the 
average  pocketbook  has  expanded  to  unprece- 
dented proportions.  The  average  consumer  is 
in  a  position  to  ask  for  and  pay  for  models  at  a 
price  which  would  once  have  been  prohibitive. 
Without  doubt,  this  high  standard  will  be  main- 
tained. The  fact  that  the  public  is  buying  instru- 
ments at  these  high  prices  is  a  striking  com- 
mentary upon  the  popularity  of  the  phonograph. 
Dealers  who  are  real  merchandisers  will  not 
cast  a  doubt  into  the  minds  of  the  public  as 
to  the  intrinsic  value  of  these  instruments  by 
offering  cut-price,  obsolete,  inferior  merchandise. 

On  the  other  hand — and  this  is  where  the 
"trade  'em  down  on  instruments"  comes  in — 
experienced  dealers  will  not  concentrate  upon 
the  sale  of  the  very  expensive  models.  Such 
dealers  realize  that  there  is  greater  potential 
gain  in  selling  three  instruments  at,  let  us  say, 
$300  each,  than  one  model  at  $1,000.  The  rea- 
son is  obvious.  Every  instrument  sold  means 
not  a  prospect  removed  temporarily  or  almost 
permanently  from  the  market,  as  is  the  rase 
with  the  sale  of  so '  many"  other  products,  but 
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the  creation  of  a  new  prospect  for  records,  the 
sales  on  which  are  the  lifeblood  of  the  phono- 
graph industry.  The  dealer  who  prefers  to 
achieve  instrument  volume  by  selling  fewer  in- 
struments at  a  higher  price,  rather  than  a  num- 
ber-of  good  instruments  at  a  lower  price,  ulti- 
mately reduces  his  volume  just  as  surely  as 
does  the  dealer  who  attempts  to  sell  quantity, 
irrespective  of  quality.  The  first  mentioned 
type  of  dealer  automatically  cuts  down  his  mar- 
ket for  records  and  at  the  same  time  scares  off 
prospects  who  are  sold  upon  the  new  type  of 
super-phonographs  but  are  not  willing  or  are 
not  able  to  pay  prices  which  even  under  the 
present  standard  of  living  are  judged  as  high. 

Any  business  that  has  in  it  the  "refill"  ele- 
ment is  founded  upon  a  rock.  Examples  of 
products  in  which  the  "refill"  has  been  and  is 
vital  come  readily  to  mind.  In  this  class  we 
have  the  safety  razor  and  the  camera,  as  well 
as  the  phonograph.  The  tremendous  business 
centering  around  the  "refill"  often  dwarfs  to 
insignificance  the  initial  sale  of  the  "holder." 
So  important  is  this  "refill"  to  some  manufac- 
turers that  they  all  but  give  the  holder  away, 
for  the  sake  of  the  "refill"  sales. 

Now  let  us  consider  the  reasons  for  the  sec- 
ond part  of  the  slogan — "Trade  'em  up  on 
records" — a  thought  which  at  first  blush  seems 
inconsistent  with  the  policy  of  "Trade  'em  down 
on  instruments." 

There  is  a  rapidly  growing  appreciation  of  the 
finer  things  in  music,  both  as  regards  composi- 
tions and  interpretation.  A  number  of  causes 
contribute  to  this  result.  Never  before  in  the 
history  of  the  country  has  music  played  such  an 
important  part  in  the  daily  life  of  its  people. 
A  musical  taste  can  be  developed  and  is  being 
developed  just  as  a  literary  taste  can  be 
acquired.  This  affects  directly  the  sales  of  pho- 
nograph records.  Countless  thousands  who  be- 
gan by  buying  the  cheaper  types  of  records  have 
heard,  enjoyed,  and  now  insist  upon  and  buy 
the  finest  selections,  interpreted  by  the  finest 
talent,  in  any  field  of  music  that  particularly 
delights  them.  People  who  once  bought  records 
on  a  purely  price  basis,  paying  50  cents  apiece 
for  them,  or  three  for  $1,  are  now  regular  pur- 
chasers of  records  ranging  from  75  cents  to 
$1  or  more.  They  want  the  tone  obtained  in 
the  new  electrical  recording  process  and  the 
smooth,  scratchless  surface  now  available  in  the 
best  makes  of  records.  It  is  much  better  busi- 
ness for  a  dealer  to  sell  the  better  class  records, 
not  only  because  of  a  greater  immediate  mone- 
tary return,  but  because,  by  selling  the  best, 
lasting  satisfaction  and  continued  sales  are 
assured.  Many  dealers  work  upon  the  principle 
of  first  selling  a  good  instrument,  of  getting  a 
good  "holder"  at  a  fair  price  into  the  possession 
of  his  customer,  and  then  selling  that  customer 
the  best  music  the  world  affords. 

Certain  literary  works  are  recognized  as 
"classical,"  others  as  "standard."  These  treas- 
ure houses  of  the  world's  greatest  minds  are 
the  foundation  of  the  book-selling  business. 
Other  books,  of  varying  degrees  of  merit,  come 
and  go.  They  live  their  day,  enjoy  a  temporary 
sale  and  are  gone  forever.  The  standard  sets 
sell  year  in  and  year  out.  They  are  the  back- 
bone of  the  dealer's  business. 

The  same  is  true,  to  an  increasingly  greater 
extent,  of  musical  works.  The  immortal  com- 
positions of  the  world's  great  composers,  such 
as  the  symphonies,  quartets  and  sonatas  of  Bee- 
thoven, Mozart,  Brahms,  Schubert  and  many 
others,  available  in  album  sets,  sell  year  in  and 
year  out.  Record  buyers  now  regard  a  fine 
library. of  music  as  essential  to  the  refinements  of 
the  home  as  a  carefully  selected  library  of  books. 
All  of  which  means  a  better,  bigger,  more  sub- 
stantial record  business  for  the  dealer  who  is 
enabled  to  reap  the  quick  returns  on  a  hit  and 
at  the  same  time  "Trades  'em  up  on  records"  by 
building  a  steady  volume  of  business  on  the 
musical  Masterworks.  selling  not  only  individual 
records,  but  complete  album  sets. 

(Continued  on  page  581 
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After  Having  Served  Americas 
Leading  Railways  for^Over  20 
Years  it  is  gratifying  to  know  that 
now,  Radios,  in  over  2,000,000 
Homes,  are  Protected  by 

Brach  Lightning  Arresters 


BRACH  CONTROLIT 

Qives  the  SET  SWITCH  Control  of  Trickle  Charger 
and  "B"  Substitute  — AUTOMATICALLY 

No  need,  now,  to  operate  three  switches  every  time  you  rum  on  or  off  your 
set.  The  Brach  CONTROLIT  makes  this  unnecessary  by  eliminating  all  extra 
switches  and  placing  complete  control  of  your  power  plant  and  set  in  the  set 
switch.  At  the  same  rime  it  makes  any  Radio  a  light  socket  power-operated  set. 

Anyone  can  install  a  CONTROLIT — no  extra  wiring  or  altering  is  necessary* 

PRICE  $6  In  U.  S.  A. 


rachw 

Radio  Products 

L.  S.  BRACH  MFG.  CO. 

Newark,  N.  J.,  U.  S.  A.  Toronto,  Canada 
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Basic  Conditions  Sound  Is  General  Opinion  —  (Continued  from  page  56) 


Manufacturers  of  records  are  educating  the 
public  to  a  keener  appreciation  of  the  finer 
things  in  music.  They  are  building  firmer  and 
firmer  the  foundations  for  continued  and  con- 
tinuous record  sales.  The  wise  dealers  are 
tying  up  and  cashing  in  upon  this  great  move- 
ment. 

H.  E.  Cox,  President, 
Columbia  Phonograph  Co.,  Inc.,  New  York. 


Buehn  Sees  No  Unusual 
Sales  Problems  This  Year 


In  my  opinion  sales  problems  for  1927  will 
not  be  materially  different  than  they  have  been 
during  1926  or  in  any  other  year.  At  the  present 
time  we  have  all  types  of  dealers  and  only  those 
who  attack  the  problem  of  selling  Victor  mer- 
chandise in  an  energetic  way  get  the  results  to 
which  they  are  entitled.  Unquestionably  if  fac- 
tory production  catches  up  with  public  demand 
it  will  be  necessary  to  advertise  more  and  de- 
velop outside  solicitation  and  selling,  demon- 
strate in  the  greatest  possible  degree,  make  the 
salesroom  attractive,  maintain  a  live  mailing  list, 
inculcate  in  the  sales  people  a  knowledge  of  the 
product  which  can  be  utilized  in  the  presenta- 
tion of  it  to  the  customer  and  generally  adopt 
methods  that  will  bring  results. 

Competition  with  other  lines  of  merchandise 
has  been  keen,  but  we  have  a  product  that  has 
an  appeal  infinitely  greater  than  any  other  which 
makes  possible  its  sale,  provided  the  dealer  will 
put  the  proper  thought  and  effort  behind  it. 

Louis  Buehn,  President, 
Philadelphia  Victor  Distributors,  Inc., 

Philadelphia. 


G.  B.  Mason,  Jr.,  Sees  Need 
for  Energetic  Selling  in  1927 

Naturally,  as  our  business  is  confined  to  the 
sale  of  Victor  Victrolas  and  Victor  radio  com- 
binations and  records  we  would  only  be  in  a 
position  to  discuss  the  problems  that  the  dealers 
in  our  line  will  face  next  year.  . 

We  have  had  just  one  year's  experience  in 
the  marketing  of  the  new  Orthophonic  Victrola 
and  our  experience  during  the  year  passed  has 
proved  very  conclusively  that  there  are  thou- 
sands of  people  in  this  country  who  appreciate 
the  value  of  good  music,  and  who  are  glad  to 
buy  an  instrument  which  will  give  them  music 
of  their  own  choice  whenever  they  want  it. 

The  Orthophonic  Victrola  is  a  wonderful  prod- 
uct, but  we  know  that  in  1927  it  will  not  sell 
itself,  and  that  the  methods  to  promote  its  sale 
will  be  different  from  those  used  in  1919.  Dur- 
ing the  past  year  we  have  had  outstanding  ex- 
amples of  dealers  who  have  sold  large  quantities 
of  the  new  instrument  merely  through  giving 
intelligent  demonstrations  of  it.  The  public 
docs  not  know  and  will  not  know  the  difference 
between  the  old  idea  of  "canned"  music  and  the 
new  Victor  instrument  unless  some  energetic 
person  takes  the  trouble  to  make  them  listen  to 
the  new  instrument. 

Newspaper  advertising  will  help,  but  an  actual 
demonstration  either  in  a  dealer's  store,  or  in  a 
customer's  home,  will  accomplish  far  more  than 
any  form  of  newspaper  or  magazine  advertising. 

Automobiles,  household  appliances,  and  prac- 


'tically  every  commodity  for  the  home  are  being 
sold  through  outside  solicitation.  Trade-in 
allowances  are  made  for  the  old  commodity, 
whatever  it  might  be,  in  order  to  get  the  new 
thing  into  the  home.  This  practice  is  not  gen- 
erally followed  by  the  Victor  trade  largely  be- 
cause their  business  has  come  too  easily.  In 
1927,  however,  this  kind  of  work  will  have  to 
be  done  and  for  those  dealers  who  will  make 
the  effort  a  good  volume  of  business  will  be 
created. 

C.  B.  Mason,  Jr.,  President, 
New  York  Talking  Machine  Co.,  New  York. 


Value  Basis  of  Success, 

Says  L.  B.  Gasagrande 

I  believe  now  and  always  have  believed  that 
any  successful  merchandising  should  be  based 
on  value— and  value  alone. 

What  constitutes  value?  This  question  may 
be  answered  in  a  great  many  ways  and  it  has 
always  been  the  policy  of  the  Caswell  Mfg.  Co. 
to  answer  it  by  manufacturing  a  product  which 
not  only  represents  intrinsic  value,  but,  on  the 
other  hand,  we  have  never  lost  sight  of  what 
was  really  expected  of  our  product.  Primarily, 
phonographs  are  purchased  for  their  entertain- 
ing qualities,  and  it  follows  that  the  better  the 
tone,  the  more  pleasure  the  ultimate  purchaser 
derives  from  the  instrument  so  purchased.  The 
customer  only  receives  value  when  he  secures 
this  happy  combination  of  intrinsic  worth, 
coupled  with  tone  quality  and  the  continued 
mechanical  performance  of  the  instrument. 

When  we  stop  to  consider  and  analyze  the 
successes  that  have  been  achieved  by  manufac- 
turers and  dealers  in  other  lines  of  endeavor, 
we  can  readily  see  where  the  success  they  are 
enjoying  may  be  directly  attributed  to  the 
quality  of  their  products  or,  in  other  words,  the 
values  that  they  have  given  in  exchange  for  the 


moneys  they  have  received.  In  order  that  the 
ultimate  phonograph  purchaser  receive  values,  it 
is  necessary  that  the  manufacturer  carefully 
study  his  production  problems — be  in  a  position 
to  take  advantage  of  his  cash  discounts,  watch 
his  manufacturing  costs  very  carefully,  likewise 
quality  and  workmanship  of  his  product.  The 
distributor,  in  turn,  should  not  expect  excessive 
discounts  from  the  manufacturer,  because  exces- 
sive discounts  can  only  be  allowed  by  actually 
taking  something  away  from  the  value  of  the 
instrument.  In  turn,  the  dealer — the  man  on 
the  firing-line — should  make  his  purchases  from 
distributors  who  are  financially  responsible  so 
that  he  may  be  confident  that  when  he  puts  real 
efforts  behind  the  introduction  of  any  line  of 
merchandise  he  can  enjoy  the  benefits  that  will 
accrue  in  time  to  come.  Fewer  lines,  and  better 
lines  seems  to  be  the  answer  to  the  dealer's 
problem  for  1927. 

Phonograph  selling  is  no  longer  a  waiting 
game;  neither  is  any  other  selling  problem. 
Retail  merchandising  has  been  reduced  to  a 
science,  especially  when  the  purchase  price 
mounts  into  the  figures  which  are  common  to 
the  phonograph  industry.  We  can  all  learn  a 
whole  lot  by  carefully  studying  the  methods 
used  in  distributing  such  products  as  type- 
writers, check  protectors,  vacuum  cleaners, 
washing  machines  and  so  on  down  the  line.  All 
the  foregoing  realize  that  they  have  a  selling 
proposition  and  putting  the  sale  of  their  prod- 
ucts over  means  a  carefully  worked  out  sales 
campaign.  Does  it  not  seem  reasonable  that  the 
adoption  of  some  such  methods  in  phonograph 
selling  would  be  well  worthy  of  consideration? 

Summing  up  the  entire  situation  you  can 
readily  appreciate  where  it  all  reverts  to  the 
question  of  values,  or,  in  other  words,  assuring 
your  trade  of  genuine  satisfaction  in  their  pur- 
chases. 

L  B.  Casagrande,  Vice-President, 
Caswell  Mfg.  Co.,  Milwaukee. 


Prosperity  Assured  in  Radio  Field  in  1927 


1927  Finds  Radio  Industry 
Stronger — A.  Atwater  Kent 

The  radio  industry  enters  the  year  1927  on  a 
firmer  and  more  substantial  basis  than  it  has 
ever  known  before.  Both  from  the  viewpoint 
of  the  manufacturer  who  produces  radio  equip- 
ment and  of  the  public  that  uses  it,  the  new  year 
seems  certain  to  bring  new  high  records  in 
achievement  and  satisfaction. 

I  believe  the  public  recognizes  that  the  day 
of  superficial  innovations  in  radio  equipment 
has  passed.  Public  interest  is  to-day  centered  in 
the  practical  and  permanent  features  of  radio 
installation  and  successful  manufacturers  have 
concentrated  on  the  production  of  equipment  to 
meet  that  need. 

Radio  is  now  accepted  with  as  much  definite- 
ness  as  the  telephone,  the  automobile  or  the 
motion  picture.  This  explains  the  United  States 
Census  Bureau  figures  on  manufactures,  which 
show  an  increase  of  1,000  per  cent  in  the  pro- 
duction of  multiple  tube  receiving  sets  between 
1923  and  1925.  We  found  it  necessary,  in  the 
Atwater  Kent  Mfg.  Co.  to  speed  production  up 


to  over  5,300  sets  a  day  to  meet  the  1926  demand. 

The  utility  value  of  radio,  its  practical  and 
cultural  value,  is  to-day  recognized  as  even 
greater  than  its  worth  as  an  instrumentality  for 
entertainment.  The  result  is  that  1927  finds  the 
field  for  radio  expansion  and  development  im- 
measurably widened,  the  position  of  the  indus- 
try strengthened,  and  the  demand  for  efficient, 
simple,  high-grade  sets  greater  and  more  gen- 
erally distributed  than  at  any  time  in  radio 
history. 

A.  Atwater  Kent.  President, 
Atwater  Kent  Mfg.  Co.,  Philadelphia 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3-ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    at     figure    on    your  requirement* 

MADE  BY 

PLYWOOD  CORPORATION,       Goldsboro,  N.  C. 

Mills  in  V»„  N.  C.  and  S.  C. 


Should  Be  a  Great  Year  for 
Radio,  Says  E.  E.  Bucher 

First,  let  me  say  that  the  radio  retailer  should 
by  all  means  affiliate  himself  wijh  nationally 
advertised  products,  and  thus  tajje  Advantage  of 
the  sales  opportunities  which  "Srelj  created  for 
him.  He  should  select,  for  his  retail  operations, 
the  types  of  receivers  which  incorporate  the 
most  advanced  technical  and  acoustical  devel- 
opments. He  should  endeavor  to  carry  a  line  of 
sets  that  covers  the  various  price  classes,  and 
he  should  emphasize  in  his  sales  and  advertis- 
ing activities  the  type  of  set  most  adaptable  to 
his  community  in  performance,  appearance  and 
price. 

Retail  selling  is  more  highly  competiti\e  than 
it  used  to  be.  It  is  not  sufficient  for  a  radio 
dealer  merely  to  maintain  an  attractive  store 
and  an  attractive  window.  He  should  have  an 
organization  equipped  to  make  home  demonstra- 
tions. He  should  make  arrangements  with  a 
reputable  finance  company  or  his  local  bank  so 
that  he  may  sell  on  time  payments.  He  should 
{Continued  on  page  59) 
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"Imitation 
is  the 
Sincerest 
Flattery" 


Well!  Maybe  We  Ought  to  Feel  Flattered 

— But  how  about  the  Jobbers  and  Dealers? 


NOTHING  more  certainly  in- 
dicates leadership  than  imita- 
tion. The  Leader  leads — originates 
—produces  genuine  improvements. 
The  imitators  follow — copying  as 
nearly  as  they  can — the  man  or  the 
product  that  is  successful. 

But  there's  always  this  important 
difference  —  imitations  may  resem- 
ble the  genuine,  but  they  cannot 
act  like  it.  In  actual  performance, 
the  genuine  stands  alone. 

The  ULTRA  (phonic)  Reproducer 
achieved  instant  and  remarkable 
success.  And  because  of  that  suc- 
cess, there  has  followed  the  usual 
army  of  imitators  and  imitations, 
many  of  which  are  made  to  resem- 
ble the  ULTRA — but  none  of  which 
give  the  same  completely  satisfac- 
tory performance. 


The  new  electrical  records  are  so 
remarkably  true  to  the  original  per- 
formance that  some  reproducers 
cannot  help  reproducing  the  bass 
notes  fairly  well,  but  they  utterly 
fail  to  bring  out  the  brilliancy  of 
the  high  register.  Others  again, 
will  bring  out  the  high  register 
fairly  well,  but  utterly  fail  to  do 
justice  to  the  booming  notes  of  the 
bass. 

To  combine  both  these  things  in 
one  reproducer  —  bringing  out  the 
full  booming  tones  of  the  bass  a 
full  octave  below  the  limits  oi  the 
average  reproducer,  and  the  highest 
notes  in  all  their  brilliance,  without 
distortion — THAT  is  the  sort  of 
thing  that  only  a  genuine  ULTRA 
will  do — 


Only  a  Qenuine 


ULTRA 


Reproducer 

will  do 

Th.  AUDAK  COMPANY 

Makers  of  Acoustical  and  Electrical  Apparatus  for  more  than  10  years 

565  Fi£th  Avenue,  New  York,  N.  Y. 


Warning ! 

The  Music  Merchant — the 
jobber — and  all  of  their 
customers  —  certainly  are 
in  danger  of  disappoint- 
ment through  buying  such 
imitations.  W e  are  taking 
the  necessary  steps  to  stop 
infringements.  But  for  your 
own  protection  look  for 
"The   Audak  Company" 

(  Stamped  on  every  genuine 
instrument ) 


This  tag  will  hereafter 
be  attached  to  every 
Genuine  ULTRA 


(Be  sure  to  read  the\ 
following  pages  / 
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Announcing 

The  POLYPHASE 


ULTRA 


(PHONIC) 


The  Reproducer  with  the 
"Musical  Third  Dimension* 


HP  HINGS  are  moving  in  the  talking  ma- 
chine  business.  To  stand  still  is  to  go 
back!  The  ULTRA  is  going  forward — pro- 
gressing, improving,  developing.  The  Single- 
phase  ULTRA  Reproducer  still  stands  alone 
— head  and  shoulders  above  all  competitors. 

(See  the  fourth  page  of  this  series.) 

The  POLYPHASE  ULTRA  The  Reproducer 
with  the  "Musical  Third  Dimension"  is  a  further 
development  of  the  Singlephase  ULTRA — a  super 
product,  built  on  an  entirely  new  principle.  The 
oscillating  elements  consist  of  two  opposing  cones 
designed  to  cover  the  lowest  as  well  as  the  highest 
musical  register.  This  permits  a  refinement  of 
reproduction  possible  in  no  other  way.  It  creates 
that  spread  of  sound  and  broad  tone  for  which 
the  new  type  machines  are  famous. 

The  Polyphase  ULTRA  makes  it  possible  for  the 
first  time  to  give  binaural  reproduction,  the  feel- 
ing of  perspective — of  space  between  the  orches- 
tral instruments  just  as  actually  is  the  case  upon 
the  stage. 

Since  the  tone  chambers  of  different  phonographs 
(even  of  the  same  make)  differ  in  size  and  shape, 
Polyphase  is  equipped  with  an  ingenious  means 
for  readily  adjusting  the  acoustic  impedance  of 
the  instrument  to  match  as  nearly  as  possible  the 
tone  chamber  of  the  phonograph  with  which  it 
is  used. 


$1250 

Retail 

The  Standard  by 
which  all  repro- 
ducers are  judged 
and  valued ! 


The  Polyphase  is  a  marvel  also 
on  any  of  the  new  type  talking 
machines*  You  will  find  it  an 
amazing  improvement. 


The  BIG  DEALER  SUC- 
CESSES Being  Made  With 
ULTRA  (one  of  ivhich  is  re- 
ferred to  on  the  opposite  page) 
Now  Become  DOUBLY 
Certain. 

Jobbers  and  Dealers  Can  Be 
Sure  That  ULTRA  Products 
Not  Only  Are  Ahead,  but 
Will  Stay  Ahead — Progress- 
ing, Improving,  Developing 
in  Advance  of  Demands. 


AUDAK 


Makers  of  Acoustical  and  Electrical 
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An  Amazing  Success 

In  a  Few  M.onths! 


LESS  than  a  year  ago  Hill  and  Kosowitz 
— the  two  young  men  pictured  above — 
took  over  a  run-down  shop  and  started  in 
business. 

To-day  they  are  the  most  talked  of  men  in 
New  York  talking  machine  circles. 

Their  sales  of  machines  have  astonished  the 
old  timers. 

Their  sales  of  RECORDS  have  made  new  his- 
tory in  the  talking  machine  business. 

WHY?  Because— 


.|  .  They  featured  the  revolutionary 
xSt!»  new  talking  machines. 

~  1  They  demonstrated  the  new 
Z-IICI*  records  on  old-type  machines 
WITH  ULTRA  REPRODUCERS. 

^»  1  They  tacked  a  card  on  the  in- 
jrCl*  side  cover  of  each  machine, 
calling  attention  to  the  ULTRA  Re- 
producer. 

a  They  see  to  it  that  every  talk- 

T'Lll.e  (ng  machine  in  their  neighbor- 
hood is  equipped  with  an  ULTRA  Re- 
producer. 


An  average  of  35  ULTRAS  per 
week  for  the  past  seven  months  I 
—  a  profit  since  June  of  $3500! 
On  ULTRA  Reproducers  alone 
—Think  of  it! 


— plus  the  increase  in  sales  of  records 
and  the  cultivation  of  a  musical  taste 
which  finally  will  be  satisfied  only 
with  the  ultimate  in  music — a  com- 
plete machine  of  the  latest  type. 


You  Can  Do  As  Well 


It's  Not  Magic,  Just  Common  Sense 
— Give  Your  Customers  the  Best  Per- 
formance and  They'll  Buy  More  and 
More  and  More  of  It — Get  in  Touch 
with  Your  Jobber  To-day  and  Order 
ULTRA  Reproducers. 


COMPANY,   565  Fifth  Ave., 

New  York  City 

Apparatus  for  More  Than  10  Years 


The  Talking  Machine  World,  Xezv  York,  January  15,  1927 


mark  has  been  passed  in  the  sale  of 

ULTRA  (phonic)  Reproducers 

— and  this  in  less  than  six  months  time 

p  HIS  is  a  tribute  not  only 
to  the  exceptional  merit 
of  this  high  quality  product 
but  also  stands  as  proof  that 
the  progressive  music  mer- 
chants are  quick  to  recognize 
superiority. 

Progressive  dealers  every- 
where have  made  and  are 
making  real  profits  on  the 
sale  of  Audakco  products, 
with  the  knowledge  that  they 
are  giving  their  customers  the 
very  best  the  market  affords. 

Beginning  with  the  New 
Year  (1927),  there  will  be 
further  additions  to  Audakco 
products  —  which  will  mean 
still  more  profits  to  our  ever 
increasing  number  of  re- 
tailers. 

All  Ultra  Reproducer  diaphragms  are  of  a  scientifically 
proportioned  aluminum  alloy — as  thin  as  a  human  hair. 
Nothing  else  will  meet  the  exacting  requirements  of  the  new 
electrical  recordings — and  remember  the  better  these  records 
are  reproduced,  in  the  home,  the  more  of  them  you  will  sell. 

The  AUDAK  COMPANY 

Makers  of  high  grade  Acoustical  and  Electrical  Apparatus  for  over  10  years 


565  Fifth  Avenue,  New  York,  N.  Y 
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Scientific  Merchandising  Needed  This  Year  —  (Continued  from  page  58) 


use  tie-in  advertising  with  the  national  cam- 
paigns of  the  manufacturer  whose  product  he 
carries.  He  should  advertise  himself,  his  own 
name  and  his  products  to  his  community. 

Two  or  three  years  ago  the  majority  of  cus- 
tomers of  the  radio  dealer  were  somewhat  tech- 
nically inclined.  These  individuals  were  able  to 
make  minor  adjustments  themselves  on  the  sets 
which  they  purchased.  Nowadays,  however,  an 
appreciable  number  of  the  radio  sets  purchased 
are  bought  by  people  who  are  not  acquainted 
with  technical  intricacies.  These  people  will 
demand  service  and  should  receive  it.  The 
dealer  who  gives  reliable  service  to  his  cus- 
tomers earns  a  local  reputation  and  community 
good-will  which  are  permanent  assets.  He 
should  charge  for  this  work,  making  sure  that 
the  service  rendered  justifies  the  charges. 

To  the  progressive  radio  dealer  1927  will 
bring  an  increased  number  of  satisfied  customers 
and  resulting  profits.  Broadcasting  is  better 
than  ever  before.  Radio  sets  reproduce  broad- 
casting more  faithfully.  In  fact,  the  modern 
radio  broadcast  receiver  is  truly  a  musical 
instrument  which  will  eventually  take  its  place 
in  every  home. 

E.  E.  Bucher,  General  Sales  Manager, 
Radio  Corp.  of  America,  New  York. 


Powel  Grosley  Outlines 

Radio  Trend  for  the  Year 


Unquestionably  the  trend  for  1927  is  going  to 
be  very  strongly  toward  console  models  and  sets 
that  can  be  operated  satisfactorily  from  the  elec- 
tric light  socket.  It  would  seem  that  eventually 
batteries  will  be  eliminated  completely  wherever 
electric  light  current  is  available.  The  retailer 
should  and  will  concentrate  more  on  a  single 
line  of  radio  apparatus  just  as  automobile  deal- 
ers have.  The  day  is  rapidly  approaching  when 
the  dealer  cannot  sell  several  different  lines. 
Already  we  feel  that  the  more  successful  dealers 
are  concentrating  on  a  single  line  of  apparatus. 

Efforts  should  be  made  by  each  dealer  toward 
the  development  of  a  tested  sales  organization. 
Salesmen  should  call  on  retail  prospects  rather 
than  wait  for  them  to  come  into  the  store  and 
buy.  The  retail  salesmen  should  be  better 
trained  to  answer  the  many  questions  that  are 
put  to  them  by  the  prospective  buyers.  The 
dealer  should  listen  to  the  questions  that  are 
asked  and  the  answers  that  are  given  by  his 
salesmen  on  the  floor.  It  would  be  a  revelation 
to  hear  many  of  the  answers. 

The  radio  business  is  in  a  far  more  healthy 
condition  in  the  smaller  towns  and  rural  dis- 
tricts than  it  is  in  the  large  cities.  The  public 
will  soon  become  educated  to  the  fact  that  well 
advertised  brands  should  be  bought  in  prefer- 
ence to  no-name  products  that  are  offered  at 
low  prices. 

Powel  Crosley,  Jr.,  President, 
The  Crosley  Radio  Corp.,  Cincinnati,  O. 


handle  in  the  radio  field,  he  will  be  doing  the 
radio  industry  and  the  radio  buyer  untold  bene- 
fit. This  will,  through  the  process  of  evolution, 
eliminate  the  manufacturers  of  poor  quality 
radio  apparatus  and  therefore  costly  radio  ap- 
paratus. On  the  other  hand,  this  will  tend  to 
make  the  radio  user  more  pleased  with  radio 
and  therefore  more  users  of  radio  will  come  into 
the  market  for  apparatus. 

Let  us  therefore  impress  upon  manufacturers, 
jobbers,  retail  merchants  and  consumers  that 
quality  must  be  the  important  factor,  which 
means  giving  value  for  money  paid. 

S.  B  Trainer,  President, 
Amplion  Corp.  of  America,  New  York. 


Quality  Important  in 

1927,  Says  S.  B.  Trainer 

There  are  two  or  three  points  which  I  feel 
should  be  kept  before  the  retail  merchant  in  the 
future.  There  has  not  been  the  attention  given 
to  value  and  quality  which  should  have  existed. 

The  radio  industry  has  suffered  unnecessarily 
in  the  past  because  there  have  been  too  many 
manufacturers  producing  mediocre  apparatus, 
or,  in  other  words,  not  giving  value  for  money 
received;  there  have  been  too  many  jobbers  and 
retail  merchants  who  have  not  given  attention 
to  buying  quality  goods  in  order  to  give  value 
to  their  customers  and,  last  of  all,  there  have 
been  too  many  buyers  and  users  of  radio  ap- 
paratus who  have  not  been  careful  enough  to 
insist  upon  getting  value  for  money  paid  for 
their  radio  apparatus. 

If  the  retail  merchant  during  1927  will  pick 
and  choose  the  products  that  he  intends  to 


nected  with  radio  stations  been  developing,  but 
the  program  directors  and  arrangers  have  de- 
veloped with  experience  until  the  programs 
broadcast  show  the  result  of  careful  study  and 
consideration — a  startling  contrast  with  the 
early  days  of  broadcasting,  when  the  artists 
wandered  in  and  out  of  the  studio,  appear- 
ing half  a  dozen  times  in  a  single  evening 
presenting  songs  selected  by  the  artists  because 
of  individual  preferences  rather  than  carefully 
chosen  numbers  that  might  fit  in  with  the  gen- 
eral scheme  of  the  evening's  programs. 

George  H.  Kiley,  Vice-President, 
Farrand  Mfg.  Co.,  Long  Island  City,  N.  Y. 


Sound  Advice  Is  Offered  to 
Dealers  by  Geo.  A.  Scoville 

In  my  opinion  the  dealer  who  will  realize 
that  the  radio  business  requires  the  same  treat- 
ment as  the  selling  of  talking  machines,  pianos, 
and  such  merchandise  will  be  the  most  success- 
ful, because  the  radio  business  has  now  reached 
a  stage  comparable  to  the  other  lines. 

The  problems  of  the  retailer  are:  (a)  Not  to 
carry  too  many  lines;  (b)  to  concentrate  on 
lines  having  different  merchandising  policies 
back  of  them;  (c)  to  thoroughly  install  and 
service  his  sales,  and  (d)  to  consistently  adver- 
tise his  merchandise. 

Geo.  A.  Scoville,  Vice-President, 
Stromberg-Carlson  Tel.  Mfg.  Co., 
Rochester,  N.  Y. 


G.  H.  Kiley  Sees  Progress 
in  Sales  and  Broadcasting 

Not  only  will  sales  of  radio  apparatus  be 
bigger  in  the  present  year  than  in  years  past, 
but  we  will  always  remember  1927  as  the  year 
when  broadcasting  programs  were  perfected  to 
the  highest  point  of  their  development. 

Engineers  have  been  experimenting  with 
broadcasting,  studio  draping,  balance  of  voice 
and  instrument,  and  otherwise  working  on  the 
technical  side  of  the  business  'Of  voice  trans- 
mission until  to-day  radio  programs  represent 
as  nearly  perfect  reproductions  as  is  humanly 
possible. 

Not  only  have  the  acoustical  engineers  con- 


1927  Market  for  High-Grade 
Sets,  Says  R.  M.  Klein 

The  radio  dealer  has  a  1927  outlook  which  is 
most  pleasing.  Price  appeal  has  been  the  basis 
of  procedure  of  by  far  the  majority  of  radio 
dealers  in  the  past.  It  will  so  continue  with  a 
number  of  them  in  the  future. 

True  music  appeal,  however,  is  a  much 
stronger  and  permanent  element  of  the  radio 
business.  The  advances  in  radio  during  the  past 
year,  and  probably  those  advances  which  can 
be  anticipated  for  the  coming  year,  are  in  the 
nature  of  improved  quality  of  reception  and 
simplification. of  operation. 

Even  as  the  trend  in  automobiles,  phono- 
graphs and  motion  pictures  has  been  along  the 
lines  of  improved  quality,  so  will  the  radio  trend 
be  for  an  appreciable  period  in  the  future. 

Price  appeal  is  the  "ideal"  of  the  opportunist 
— ithe  man  who  is  here  to-day  and  gone  to-mor- 
row. In  the  interval  he  may  have  made  some 
money,  but  he  has  not  laid  the  foundation  for  a 
broad  future  growth  of  his  business. 

The  word  "quality"  can  be  justifiably  applied 
to  a  line  of  merchandise,  and  it  is  particularly 
applicable  to  radio  because  music  is  far  and 
away  the  main  factor  in  radio  reception,  and 
there  is  no  such  thing  as  real  music  without 
quality. 

Those  radio  dealers  who  have  the  vision  to 
cater  to  the  future  and  to  realize  that  any  vol- 
ume of  radio  business  they  may  have  done  in 
the  past  is  but  a  fraction  of  what  they  can  do 
in  the  future  are  the  dealers  who  are  in  line 
to  reap  the  best  benefit  from  1927  business. 

Of  course,  there  will  always  be  a  price  mar- 
(Continued  on  page  62) 


POINT  No.  15 


HUBS 


Without  doubt,  the  weakest  part  of  a  Mainspring  is  the  place  inhere  the  hole  is  punched  out  and  it  is 
most  unfortunate  that  this  style  of  fitting  has  come  to  be  regarded  as  the  standard.  In  a  good  many 
cases,  it  means  the  cutting  away  of  half  the  width  and  it  is  no  wonder  that  a  good  many  breakages 
happen  at  these  points.  In  our  opinion,  the  ideal  centre  fitting  has  been  ad-opted  in  some  of  the  H.  M.  V. 
Thorens,  Victor  and  Gramola  motors  where  the,  hole  type  is  done  away  with  and  a  hp  is  fitted  to  the 
inner  end  of  the  spring  which  fits  easily  into  a'  groove  in  the  mandril  of  the  spring-barrel.  This  style 
of  centre  (Hub)  together  with  Hook  fitment  on  the  outside  end,  gives  the  maximum  of  strength,  and 
is  far  more  simple  to  affix  and  the  risk  of  breakages  is  reduced  considerably.  It  would  be  a  boon  to 
the  Trade  if  it  was  adopted  more  universally. 


USE  VULCAN 
MAINSPRINGS 


Best  in  the 
Long  Ran! 


Note  the 
Greaseproof 
IV  rap  per. 


Made  by 

J.  STEAD  &  CO.,  Ltd. 


MANOR  WORKS 
SHEFFIELD,  ENGLAND 
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NEUTRODYNE 

approaches  its  fourth  birthday 

in  1927 

It  has  proved  itself  fittest  to  survive 

LOOK  back  over  the  last  five  years  of  radio  history.  What  have 
you  seen?  First,  the  public  success  of  the  three  pre-broadcast- 
ing  receiving  circuits — a  success  due  to  circumstances  rather 
than  merit.  They  were  all  there  was,  until  Neutrodyne  entered 
the  field  in  1923  with  the  first  method  of  reception  devised  solely 
for  home  radio,  for  the  faithful  reproduction  as  well  as  selec- 
tive and  sensitive  selection  of  programs. 

Neutrodyne's  success  was  immediate,  and  spectacular.  Never 
had  the  public  had  such  magnificent  radio  results,  such  supremely 
easy  operation. 

Came  the  flood,  as  the  movie  people  say.  A  flood  of  imitators, 
of  dynes  this  and  that.  The  name  was  copied,  simulated,  imi- 
tated. But  without  the  Neutrodyne  principle,  any  imitation  of 
the  name  was  and  is  worthless.  The  name  and  the  fundamental 
principle  are  one  and  inseparable.  Only  the  14  licensed  manu- 
facturers named  below  make  Neutrodyne  receivers. 

Today,  when  the  fourth  anniversary  of  the  Neutrodyne 
receiver  approaches,  Neutrodyne  is  in  a  stronger  position  than 
ever,  in  public  favor,  in  the  sales  asset  it  puts  in  dealers'  hands. 
During  nearly  four  years,  scores  of  imitators  have  come  and 
gone,  leaving  dealers  and  users  holding  the  bag  for  these  manu- 
facturers, some  of  whom  were  merely  ignorant  of  the  patent  situ- 
ation, while  others  were  plainly  piratical. 

Nearly  four  years  have  demonstrated  Neutrodyne's  inherent 
merit,  its  stability,  permanence  and  profitableness.  Ask  yourself 
if  you  can  afford  to  do  business  without  a  line  of  Neutrodyne 
receivers. 

Look  for  this  trade-mark 


It  is  your  protection  against  patent  infringement 
liability 


The  following  fourteen  manufacturers  are  the  only  ones  licensed  to  make  Neutrodyne  receivers  and  the  protection  of 
distributors  and  dealers  against  patent  infringement  liability,  maintained  by  the  Hazeltine  Corporation  and  Independent 
Radio  Manufacturers,  Incorporated,  applies  to  none  other  than  Neutrodyne  receivers. 

THE  AMRAD  CORPORATION 
Medford  Hillside,  Mass. 
F.  A.  D.  ANDREA,  Inc. 
New  York  City 
CARLOYD  ELECTRIC  &•   RADIO  COMPANY 
Newark,  N.  J. 
EAGLE  RADIO  COMPANY 
Newark.  N.  J. 
FREED-EISEMANN   RADIO  CORPORATION 
Brooklyn,  N.  Y. 


GAROD  CORPORATION 
Belleville.  N.  J. 
GILFILLAN   RADIO  CORPORATION 
Los  Angeles,  California 
HOWARD   RADIO   COMPANY,  Inc. 
Chicago,  111. 
KING-HINNERS  RADIO  COMPANY,  Inc. 
Buffalo.  N.  Y. 
WM.  J.  MURDOCK  CO. 
Chelsea,  Mass. 


STROMBERG-CARLSON  TELEPHONE 
MANUFACTURING  COMPANY 
Rochester,  N.  Y. 
R.   E.   THOMPSON   MANUFACTURING  CO. 
Jersey  City,  N.  J. 
WARE  RADIO  CORPORATION 
New  York  City 
THE    WORK-RITE    MANUFACTURING  CO. 
Cleveland,  Ohio 


HAZELTINE  CORPORATION  INDEPENDENT  RADIO  MANUFACTURERS,  INCORPORATED 

( Sole  owner  of  "Neutrodyne"   patents   and  trade-marks )  (Exclusive  licensee  of   Hazeltine   Corporation ) 
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S^MERSHON  Condensers 

smooth  out  tone  through  B  eliminators  as 
a  plane  smooths  the  rough  surface^oQ^hoard 


Makes  old  "B"  eliminators  ever  fresh 
like  brand  new  "B"  batteries! 

Connecting  a  Mershon  condenser  to  your  "B"  eliminator  vastly  improves 
the  tone  quality  from  your  receiving  set.  The  famous  Mershon's  action  is 
twofold.  First,  it  assists  in  more  perfect  filtering  (straining)  of  the  un- 
even current  supplied  by  the  Lamp  Socket.  Second,  it  acts  as  a  reservoir 
to  store  a  large  amount  of  energy  which  is  fed  to  the  Receiver  in  a  continu- 
ous smooth  flow  as  called  for  by  incoming  broadcasts.  This  action  may  be 
considered  the  same  as  the  result  of  using  a  plane  for  a  rough  board. 
Most  "B"  eliminators  use  a  good  filter  which  can  be  noted  by  the  lack  of  any 
AC  hum.  But  for  perfect  results  and  tone  quality  comparable  to  that  which 
is  obtained  from  the  use  of  new  "B"  batteries,  it  is  essential  that  a  suffi- 
cient amount  of  energy  be  stored  directly  back  of  the  receiving  set.  This 
energy  must  be  on  tap  to  instantaneously  supply  current  for  loud  or  long 
sustained  musical  notes.  The  famous  Mershon  enables  this  storage  of 
energy  to  be  accomplished  electrically  rather  than  chemically.  The  result 
is  a  great  improvement  in  tone  quality.  It  is  particularly  noticeable  on  low 
notes  which  require  a  large  amount  of  current  for  proper  reproduction.. 

To  connect  a  Mershon  is  as  simple  as  connecting  a  battery  to  your  Re- 
ceiver. Three  lead  wires  are  provided  attached  to  the  Mershon,  the 
positives  being  colored  red  and  the  negative  black. 

Caution:  Of  course  it  must  be  realized  that  a  Mershon  added  to  a 
"B"  eliminator  will  not  improve  tone  quality;  or  the  use  of  any 
other  tone  improvement  device;  if  the  design  of  a  receiving  set  or 
loud  speaker  is  such  that  the  tubes  or  loud  speaker  are  overloaded. 

There  are  many  other  uses  for  Mershon  condensers.  Write  Dept.  7A7  for  descriptive  folder. 

AMRAD  CORPORATION,  Medford  Hillside,  Mass. 

Harold  J.  Power,  Pres. 


Maintains  Original 
Freshness  of  New 
"B"  Batteries 

"B"  batteries  have  to  be  discarded 
long  before  they  are  run  down, 
because  they  begin  to  distort  broad- 
casts and  get  noisy.  This  is  because 
the  internal  resistance  of  the  bat- 
teries increases  as  they  age.  Con- 
necting a  Mershon  across  your  "B" 
batteries  (with  a  disconnecting 
switch)  overcomes  this  high  internal 
resistance  and  so  greatly  prolongs 
the  useful  life  of  dry  cell  batteries. 
The  Mershon  itself  does  not  wear 
out  or  run  down.  It  may  be  used 
continuously  with  endless  sets  of 
"B"  batteries. 
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Weeding- Out  Process  Has   Stabilized  Radio  —  (Continued  from  page  59) 


ket,  and  there  will  always  be  a  field  for  low- 
priced  sets,  perhaps  for  sets  which  are  utterly 
lacking  in  quality  reproduction,  but  the  real 
market,  the  firm  market,  the  growing  market, 
the  market  with  real  profit  possibilities  is  the 
market  for  the  higher  grade  sets  which  produce 
true  music,  and  it  is  to  this  market  all  progres- 
sive dealers  must  cater. 

R.  M.  Klein,  General  Manager, 
F.  A.  D.  Andrea,  Inc. 


A.  H.  Bartsch  Tells  Why 

1927  Outlook  Is  Bright 

What  does  1927  hold  for  the  radio  industry? 

To  consider  the  answer  to  this  question  seri- 
ously requires,  of  a  necessity,  to  consider  what 
has  just  passed. 

Let  us  put  aside  the  rose  basket  and  look  at 
the  cold  mortar  and  bricks. 

The  so-called  season  of  1926  possessed  some 
rather  unusual  situations.  For  instance,  un- 
precedented future  buying  in  October  was  fol- 
lowed by  a  let-down  in  the  early  part  of  Novem- 
ber, due  to  many  circumstances — perhaps  the 
most  important  was  the  unusually  warm  Novem- 
ber, which  maintained  the  "call  of  the  great  out- 
doors" longer  than  was  anticipated.  The 
November  "Indian  Summer"  was  reputed  as  the 
cause  for  the  retardation  in  many  sales  lines, 
and,  of  course,  radio  sales  were  likewise  affected 
in  many  important  centers. 

Thus  a  heretofore  unexperienced  slump  in 
radio  sales  during  the  early  part  of  November 
was  experienced. 

This  situation  just  explained  was  further 
aggravated  by  unsatisfactory  radio  weather,  as 
far  as  reception  goes,  and  thus  poor  reception 
was  further  aggravated  because  of  the  jamming 
of  the  air,  due  to  too  great  a  number  of  sta- 
tions within  the  receptive  zones.  This  latter 
condition  called  for  perhaps  better  receivers 
than  most  concerns  had  considered  necessary, 
and  so  a  further  hesitancy  in  buying  on  the  part 
of  the  public  was  brought  about,  while  prospects 
sought  for  better  sets  or  the  "impossible" 
receiver. 

Then,  too,  there  was  a  general  hesitancy,  tem- 
porary of  course,  on  the  part  of  the  public  to 
spend  money  on  anything,  and  this  had  its  effect 
on  the  radio  industry,  as  it  did  on  many  lines. 
It  puzzled  a  number  of  manufacturers  in  the 
radio  industry  who  perhaps  were  not  as  expe- 
rienced in  the.  idiosyncrasies  of  buying  waves,  as 
some  of  those  concerns  that  previous  to  their 
entering  into  the  radio  business  had  brought  to 


themselves  a  wealth  of  merchandising  expe- 
rience from  other  fields. 

I  believe  the  unusual  situation  of  late  1926 
will  have  an  excellent  effect  upon  the  industry 
as  a  whole.  I  say  "excellent"  in  that  it  prob- 
ably has  forced  a  very  desirable  speeding  up 
in  the  weeding-out  process  which  all  industries 
require  for  their  health,  from  time  to  time. 

The  discontinuance  of  interest  in  radio  on  the 
part  of  certain  types  of  manufacturers,  distrib- 
utors and  dealers,  giving  more  opportunity  for 
the  stronger  and  more  able,  will  cause  1927  to 
open  with  a  brighter  future  than  we  have  been 
able   to  forecast  for   some   time.     For  those 


manufacturers  who  sense  with  care  and  follow 
the  trend  of  public  desire — for  those  distributors 
who  pay  more  attention  to  how  they  build, 
rather  than  to  how  much  they  sell — for  those 
dealers  who  realize  their  responsibilities  to  their 
co-workers — the  manufacturer  and  distributor, 
as  well  as  their  responsibilities  to  their  cus- 
tomers, along  the  avenues  of  merchandising  and 
servicing,  radio  holds  a  remarkable  long-time 
future,  and  January  looks  fine — it  will  probably 
be  one  of  the  best  months  of  the  season  so  far 
run. 

A.  H.  Bartsch,  General  Sales  Manager, 
American  Bosch  Magneto  Corp. 


Eastern  Members  of  Radio  Manufacturers 
Show  Association  Hold  New  York  Meeting 

Banner  Attendance  at  December  Meeting  at  Hotel  Commodore  Indicated  Interest — Dr.  Alfred  N. 
Goldsmith,  Chief  Broadcasting  Engineer  of  Radio  Corp.  of  America,  Delivered  Talk 


The  Eastern  members  of  the  Radio  Manu- 
facturers Show  Association  responded  enthu- 
siastically to  the  call  for  the  December  meet- 
ing held  the"  latter  part  of  the  month  at  the 
Commodore  Hotel,  New  York  City,  and  a  ban- 
ner attendance  evinced  the  keen  interest  mani- 
fested by  the  members  in  the  activities  of  their 
Association.  Arthur  T.  Haugh,  president  of  the 
R.  M.  A.,  presided  at  the  luncheon  and  was  ably 
assisted  by  B.  W.  Ruark,  executive  vice-presi- 
dent of  the  organization,  who  made  a  special 
trip  from  Chicago  to  handle  the  details  of  the 
meeting. 

Dr.  Alfred  N.  Goldsmith,  chief  broadcasting 
engineer  of  the  Radio  Corp.  of  America,  and 
one  of  the  world's  leading  authorities  on  radio, 
was  the  featured  speaker  at  the  meeting  and 
gave  his  auditors  a  splendid  and  constructive 
address,  emphasizing  the  co-ordination  and  co- 
operation which  must  exist  in  every  branch  of 
the  industry  in  order  to  build  for  permanent 
success.  In  the  course  of  his  address,  Dr. 
Goldsmith  said:  "The  broadcasting  stations 
must  produce  programs  that  are  diversified  and 
interesting.  No  one  wants  to  listen  to  a  specific 
type  of  program.  Tastes  differ,  and  what  is 
suitable  for  one  is  unsuitable  for  another. 

"We  are  on  the  verge  of  a  new  era  in  broad- 
easting  when  stations  put  'chain'  programs  on 
the  air.  I  hope  that  there  will  be  many  such 
programs  in  place  of  the  features  from  individ- 
ual stations.  There  is  plenty  of  room  for  a  few 
more  real  good  broadcasting  'chains.'  The  man- 
ufacturers must  keep  in  mind  that  there  are  cer- 
tain  qualifications    the   public   wants   when  it 


comes  to  receiving  sets.  First,  the  designs  must 
be  simplified.  Reliability  is  another  asset  the 
public  demands.  If  the  broadcasters  and  manu- 
facturers keep  these  things  in  mind,  there  is  no 
reason  why  the  radio  industry  should  not  be  one 
of  the  greatest  industries  in  the  United  States." 

The  R.  M.  A.  members  were  also  interested 
in  the  report  made  by  several  chairmen  of  com- 
mittees, including  H.  H.  Frost,  who  advised  the 
members  that  the  proposed  trade  show  in  June 
gave  every  indication  of  attaining  phenomenal 
success.  Mr.  Ruark  stated  that  the  committee 
of  standards  would  soon  hold  an  important 
meeting  in  order  to  present  to  R.  M.  A.  mem- 
bers the  latest  developments  and  its  recom- 
mendations for  this  branch  of  the  industry. 


Reports  of  Gonneway  Plant 
Destruction  Are  Unfounded 


The  report  that  the  Conneway  Electric  Co. 
factory  at  406-408  Jefferson  street,  Hoboken, 
N.  J.,  was  destroyed  by  fire,  which  recently 
appeared  in  various  publications,  was  unfounded. 
The.  Conneway  Co.,  which  manufactures  the 
Magnatron  radio  tubes,  is  continuing  in  opera- 
tion and  making  regular  deliveries.  The  fire 
itself  was  confined  to  the  upper  structure  of  the 
building,  including  part  of  the  executive  offices 
but  did  not  reach  the  plant  proper.  The  con- 
templated enlargement  of  the  upper  floors  in 
the  Magnatron  building,  which  would  have  en- 
larged the  manufacturing  space,  will  have  to 
await  rebuilding. 


STYLE  21 
Genuine  Mahog- 
any 
only. 


Walnut 


STYLE  21-B 
Same    with  both 
top  panels  hinged 
to  accommodate 
Radio  Panel. 


Phonographs  and 
Radio  Cabinets 


These  illustrations  show  several 
of  the  many  late  models  of 
our  line,  which  have  been  re- 
designed, right  up  to  the  min- 
ute, with  especial  reference  to 
the  Radio- Phonograph  Combina- 
tion, destined  to  be  the  standard 
household  unit. 


STYLE  17 
Genuine  Mahog 
any     or  Walnut 
Phonograph  only 


These  instruments  are  produced 
in  all  the  popular  finishes  and 
styles,  including  Uprights,  Con- 
soles and  Wall  Cabinets,  and 
our  facilities  enable  us  to  make 
prompt  deliveries  and  most  at- 
tractive trade  prices.  Catalog 
and  price  list  mailed  on  request. 


STYLE  85— RADIO  CONSOLE 
Accepts  Panels  Up  to  8x26  Inches. 


STYLE  1 
Gum  Mahogany, 
Golden  or  Fumed 

Oak. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 
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On  the  Crest  / 


WEST  OF  THE 
ROCKY  MOUNTAINS 


V 


Licensed  Under 
Lektophone  Patents 


$30.00 


\V  7E  know  of  no  parallel  to  the  speed  and 
*™  size  of  the  wave  of  popularity  that  is 
carrying  Sandar,  the  new  cone  speaker, 
along  on  its  crest.  All  over  the  country 
Sandar  dealers  are  sending  in  frequent  re- 
orders, and  dealers  not  yet  signed  up  are 
asking  for  terms  and  territory,  anxious  to 
cash  in  on  the  exceptional  demand  that 
Sandar  has  created.  For  its  remarkably  low 
price,  $27.50 — lower  than  any  other  licensed 
speaker  of  its  size  —  its  mechanical  excellence 
and  attractive  appearance  have  registered 
so  emphatically  that  it  has  brought  steady, 
sustained  profits  to  all  concerned.  The 
opportunity  to  take  on  Sandar  still  exists. 
Write  today  for  terms  and  full  information. 

SANDAR  CORPORATION 

Crescent  Plaza  Building,  Long  Island  City,  New  York 


S  PEAKER 
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Retail 


(or 


FAMOUS 


n 


oo 


ELECTRICALLY  RECORDED 

8VVEST  52nd.  ST,  NEW  YORK  CITY 


Bell  &  Howell  Co.'s  New  York  Branch 

Reorganized  to  Give  Maximum  Service 

Eastern  Dealers  Handling  the  Filmo  Line  of  Automatic   Motion  Picture  Cameras  and  Equip- 
ment Advised  of  Important  Change  That  Facilitates  Service  to  Trade  and  Public 


It  was  just  recently  announced  in  this  publica- 
tion that  the  Bell  &  Howell  Co.,  Chicago,  man- 
ufacturer of  personal  and  professional  motion 
picture  equipment,  is  expanding  its  sales  and 
service  personnel  at  the  New  York  branch, 
located  at  220  West  Forty-second  street.  Au- 
thorized B.  &  H.  Filmo  dealers  in  the  Eastern 
territory,  who  are  promoting  the  sale  of  the 
Filmo  automatic  motion  picture  camera  and 
equipment  designed  for  individual  use,  have 
been  advised  by  personal  letter  of  the  fact  that 
the  New  York  branch  is  now  organized  to 
promptly  and  efficiently  handle  service  instead 
of  requiring  that  the  machines  be  sent  to  the 
Chicago  factory  for  adjustments.  Quoting  from 
the  letter: 

"As  a  Filmo  dealer  you  are,  of  course,  inter- 
ested in  the  servicing  of  Filmo  and  Eyemo 
machines  at  the  least  cost  in  transportation 
charges  and  in  the  quickest  possible  time  when 
this  becomes  necessary. 

"We  are  pleased  to  advise  that  we  have  in- 
creased the  facilities  at  our  New  York  office 
at  220  West  Forty-second  street  by  having 
added  a  complete  mechanical  department. 
Therefore,  we  are  now  in  a  position  to  do  all 
minor  repairs  there,  and  can  also  take  care  of 
changing  cameras  to  double  speed.  Also 
changes  on  projectors,  installation  of  variable 
voltages,  etc." 

Other  Eastern  readers  of  this  publication  who 
contemplate  a  connection  with  the  B.  &  H. 
organization  to  cash  in  on  the  rapidly  increasing 
demand  for  Filmo  products  created  by  the  tre- 
mendous promotional  campaign  now  being 
carried  on  by  this  company,  will  be  glad  to  know 
of  these  increased  facilities  for  handling  serv- 
ice "close  to  home,"  as  service  is  an  important 
factor  which  must  be  considered  in  the  success- 
ful merchandising  of  any  product. 

In  discussing  the  matter  of  service  with  F.  A. 
Cot-ton,  newly  appointed  Eastern  manager,  he 
brought  out  a  very  important  point  on  the  close 
tie-up  of  sales  and  service,  and  its  significance 
in  the  steady  growth  of  the  world-wide  business 
enjoyed  by  his  company. 

"The  rendering  of  prompt  and  continuous 
service  is  one  of  the  factors  to  which  we  at- 
tribute the  fact  that  approximately  95  per  cent 
of  professional  motion  picture  cameras  and 
equipment  in  use  throughout  the  world  bear  the 
B.  &  H.  trade-mark,"  states  Mr.  Cotton.  "Of 
course,  the  quality  of  the  product  is  another  and 
important  factor,  but  any  piece  of  mechanism, 
regardless  of  how  fine  the  materials  and  the 
care  used  in  its  construction,  requires  certain 
adjustments  and  attention  while  in  use.  Whethe  r 
a  $7,000  motor  car,  an  expensive  radio,  or  other 


quality  device  or  machine,  to  ignore  the  service 
factor  is  business  suicide. 

"From  the  very  beginning  of  this  business 
twenty  years  ago  service  has  been  a  strong 
point   with   this    company.     Shortly   after  the 


F.  A.  Cotton 

placing  on  the  market  of  the  B.  &  H.  studio 
camera  and  processing  equipment,  service  sta- 
tions were  established  in  New  York  and  Holly- 
wood— the  two  centers  of  the  motion  picture 
industry.  Not  because  it  was  anticipated  that 
mechanical  service  would  be  in  such  great  de- 
mand, but  to  make  sure  that  the  purchasers  of 
Bell  &  Howell  equipment  derived  the  greatest 
benefit  from  the  use  of  the  machines.  This,  to 
us,  constitutes  service  in  its  broadest  sense  and 
is  considered  the  controlling  factor  in  the  in- 
crease of  sales  on  our  products  throughout  the 
years. 

"It  is  the  same  helpful  service  that  this  office 
is  now  organized  to  render  on  Filmo  equipment 
for  personal  use  to  dealers  and  users  in  this 
section.  While  the  Filmo  equipment  embodies 
the  very  finest  materials  and  workmanship,  is 
as  near  foolproof  as  human  ingenuity  can  make 
it,  and  so  easy  of  operation  that  a  child  can 
use  it  successfully,  the  element  of  service  must 
be  considered.  An  occasional  adjustment,  a 
cleaning  and  oiling,  or  a  replacement  of  some 
part  which  may  have  been  broken  in  an  acci- 
dent must  be  attended  to  promptly  in  order  that 
the  customer  be  satisfied.  And,  although  simple 
to  use,  Filmo  offers  the  flexibility  and  complete- 
ness of  professional  equipment  to  those  who  are 
inclined  to  strive  for  the  ultimate  in  professional 
effects  in  their  pictures.    It  is  our  desire  to  help 


these  serious-minded  cinematographers  get  the 
very  best  possible  results  with  our  equipment. 
Assisting  users  makes  for  Filmo  boosters,  and 
benefits  the  dealer  and  the  manufacturer. 

"You  can  therefore  appreciate  that  our  inter- 
pretation of  the  word  service  embraces  more 
than  is  usually  implied  by  this  term.  Our  sales 
promotion  department  here  in  the  East  is  pre- 
pared to  give  information  and  suggestions  not 
only  in  the  use  of  camera,  projector  and  acces- 
sories themselves,  but  to  work  with  the  Filmo 
dealer  in  promoting  the  sales  of  these  prod- 
ucts. And  our  mechanical  department,  under 
the  supervision  of  H.  O.  Lott,  Eastern  service 
manager,  and  one  of  the  pioneers  of  this  busi- 
ness, is  geared  up  to  function  promptly  and 
efficiently  on  such  mechanical  adjustments  as 
may  be  necessarv." 


A.  G.  Gulbransen  Subject 
of  Two  Magazine  Articles 

Piano  Manufacturer,  Head  of  the  Gulbransen 
Co.,  Writes  Story  for  Sales  Management  and 
Is  Written  of  in  American  Magazine 


A.  G.  Gulbransen,  president  of  the  Gulbransen 
Co.,  manufacturer  of  Gulbransen  pianos,  has 
been  the  subject  of  two  articles  in  national 
magazines  during  the  past  two  months.  In  the 
December  issue  of  Sales  Management  there 
appeared  an  article  written  by  Mr.  Gulb  ansen, 
entitled  "The  Lone  Hand  vs.  the  'Me,  Too,' 
Policy  in  Sales  Tactics,"  telling  how  the  Gul- 
bransen Co.  has  prospered  and  grown  on  policies 
different  from  those  of  other  manufacturers  in 
the  same  industry.  He  relates  how  the  com- 
pany has,  in  the  ten  years  in  which  it  has  made 
pianos,  grown  to  the  extent  of  making  10  per 
cent  of  the  total  piano  production  of  the  coun- 
try, with  about  140  piano  manufacturers  in  the 
United  States. 

The  chief  differences  in  policies  between  the 
Gulbransen  Co.  and  other  piano  manufacturers, 
as  explained  by  Mr.  Gulbransen,  are:  Selling  on 
terms  of  thirty  days  net,  with  6  per  cent  interest 
if  the  account  is  not  paid;  the  national  price 
plan  whereby  Gulbransen  pianos  are  sold  at  uni- 
form prices  in  all  sections  of  the  country;  Gul- 
bransen manufactures  one  brand  name  only,  and 
the  advertising  policy  of  stressing  music. 

In  the  current  issue  of  the  American  Maga- 
zine there  appears  a  full-page  portrait  of  Mr. 
Gulbransen,  followed  by  a  lengthy  article  on  his 
business  methods  and  his  ideals,  written  by  Neil 
M.  Clark.  The  article  tells  of  boyhood  expe- 
riences that  served  to  shape  Mr.  Gulbransen's 
business  views  and  his  motto:  "Finish  the  job 
fast;  do  it  thoroughly;  go  on  to  something  else." 


Bob  Emery,  originator  of  the  Big  Brother 
club  at  Station  WEEI,  Boston,  paid  high  tribute 
to  Stromberg-Carlson  radio  in  a  letter  to  the 
company  recently. 
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The  sign  of  the  Designated 
Federal  Retailer 


Your  franchise  ♦  *  *  lasa 


what  is  it  really  worth? 


Does  it  give  you  neighborhood  protection  against  "next 
door"  competition  on  the  same  line — a  territory  all  your  own? 

Does  it  bring  you  the  benefits  of  sound  merchandising  plans 
which  lead  buyers  into  your  store,  speed  up  turn-over,  and 
make  possible  a  profit-building  business? 

Does  it  have  behind  it  a  product  that  is  non-competitive  in 
itself — that  differs  so  radically  from  all  others  that  compari- 
sons invariably  mean  sales? 

Does  it  support  a  complete  line  of  such  radio,  a  set  to  meet 
practically  every  price  requirement? 

Does  it  carry  with  it  a  fixed  policy  of  national  advertising 
supplemented  by  local  newspaper  advertising  which  brings 
demand  to  a  focus  on  your  store? 

Does  it  involve  business  dealings  with  an  organization  of 
square  shooters — men  long  in  the  business — successful — here 
to  stay?  With  a  manufacturer  who  has  confidence  in  you, 
requires  no  signed  agreement,  expects  your  co-operation  only 
in  so  far  as  they  themselves  merit  it? 


Designated  Federal  Retailers  work  under  a  policy,  fair  in  every  detail. 
Their  service  maintenance  on  Federal  Ortho-sonic  sets  is  down  to  the  very 
minimum  of  expense  to  them.  They  enjoy  a  quality  of  co-operation  heretofore 
unknown  in  this  industry. 

Federal  Ortho-sonic  Radio,  dominant  in  beauty  and  performance,  has  cre- 
ated its  own  individual  market  in  the  eyes  of  the  buying  public.  It  is  repre- 
sented by  a  splendid  class  of  retailers  and  wholesalers.  Write  the  Federal 
Wholesaler  in  your  territory.   If  you  don't  know  who  he  is,  write  us. 


FEDERAL  RADIO  CORPORATION,  Buffalo,  N.  Y. 


* 


(Division  of  Federal  Telephone  and  Telegraph  Co.) 
Operating  Broadcast  Station  WGK  at  Buffalo 


Reg.  U.  S.  Pat.  Off. 


The  fundamental  exclusive  if 


circuit  ma  king  possible 
Ortho-sonic  reproduction  is 
patented  under  U.  S.  Let- 
ters  Patent   No.  1,582.470 
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Sales  Volumes  Reach  Satisfactory  Fig- 
ures in  Milwaukee  in  Year-end  Business 

Entire  Trade  Faces  the  Forthcoming  Year  With   Optimism   Over  the   Outlook — Retailers  and 
Wholesalers  Predict  Continuation  of  Good  Business  for  All  Lines — Trade  Activities  of  Month 


Milwaukee,  Wis.,  January  6. — Following  one  of 
the  most  successful  years  ever  experienced  in 
the  talking  machine  business,  and  with  record 
radio  sales,  dealers  in  the  wholesale  and  retail 
fields  express  themselves  as  well  satisfied  and 
very  hopeful  for  this  year's  prospects.  Retail 
dealers  stated  that  radio  was  the  outstanding 
item  in  Christmas  business,  and  they  find  that 
the  demand  continued  through  the  holiday  sea- 
son and  seems  to  be  good  for  the  next  three  or 
four  months.  Sidney  Neu,  manager  of  the  radio 
department  of  Julius  Andrae  &  Sons  Co.,  RCA 
and  Crosley  distributors,  says  that  he  expects 
radio  business  to  continue  strong  through  Janu- 
ary, February  and  March. 


Phonographs  were  very  active  during  the  past 
month,  dealers  state,  and  while  there  was  diffi- 
cult}- in  meeting  the  great  demand  they  were 
able  to  handle  the  situation  nicely.  Both  retail 
and  wholesale  dealers  state  that  they  have  had 
a  banner  year  in  phonographs  and  the}'  believe 
it  will  continue. 

Orthophonic  concerts  have  been  featured  at 
the  three  stores  of  Ed.  Schuster  &  Co.,  in  con- 
nection with  the  appearance  of  the  Chicago 
Civic  Opera  Co.  in  Milwaukee.  The  concerts 
are  given  in  the  recreation  rooms  of  the  stores 
to  invited  guests,  and  are  sponsored  by  promi- 
nent Milwaukee  women.  While  the  Orthophonic 
plays  the  music  of  the  opera,  the  story  of  the 


opera  is  told  by  one  of  the  members  of 
Schuster's.  Christmas  carol  concerts  were  also 
featured  by  the  store  with  good  effect.  The 
concerts  have  been  extremely  popular  with  Mil- 
waukee women,  who  look  on  them  as  an  educa- 
tional entertainment. 

W.  A.  Bye,  of  the  Badger  Music  Shop,  retail 
music  store,  featuring  the  Victor  Orthophonic, 
states  that  he  found  sales  greatly  increased  by 
displaying  instruments  on  the  platform  in  front 
of  the  store.  The  number,  rather  than  the  ar- 
rangement, impressed  customers  entering  the 
store,  and  put  them  in  a  good  frame  of  mind 
for  the  demonstration  which  followed  in  one  of 
the  showrooms. 

Harry  Goldsmith,  secretary  of  the  Badger 
Talking  Machine  Co.,  jobber  of  the  Victor  line, 
states  that  1926  was  a  most  successful  year  and 
exceeded  his  fondest  expectations.  During  the 
latter  part  of  December  representatives  of  the 
Badger  Talking  Machine  Co.  met  at  the  home 
office  for  a  sales  conference  to  discuss  plans  for 
1927.  The  Auditorium  model  of  the  Victor 
Orthophonic  will  be  introduced  in  Milwaukee  for 
the  first  time  at  the  Automobile  Show,  which 
will  take  place  January  IS  in  the  Milwaukee 
Auditorium.  The  instrument  will  be  the  sole 
source  of  music  at  the  show. 

G.  K.  Purdy,  of  Yahr-Lange,  Inc.,  wholesaler 
for  the  Sonora  in  Wisconsin  and  Michigan, 
states  that  his  house  has  completed  a  satisfac- 
tory year,  especially  in  consideration  of  the  fact 
that  they  did  not  receive  their  merchandise  until 
late  in  the  season,  and  consequently  were  obliged 
to  lose  a  lot  of  business.  He  looks  for  a  bigger 
business  in  January,  February  and  March  than 
was  experienced  in  December. 

The  Super-Ball  antenna  continues  to  go  over 
big,  Mr.  Purdy  states,  and  business  grows  every 
day.  He  looks  for  big  sales  during  the  next 
three  months,  especially  in  view  of  the  fact  that 
connections  with  distributors  have  been  im- 
proved and  have  been  effected  in  practically 
every  State  in  the  L'nion  and  in  Canada  and 
several  foreign  countries. 

Max  Rosenthal,  seventy-three,  vice-president 
of  Yahr-Lange,  died  at  his  home  on  the  evening 
of  December  25.  Mr.  Rosenthal  was  a  pioneer 
resident  of  Wauwatosa  and  was  formerly  very 
active  in  Milwaukee's  club  life.  Surviving  him 
are  his  widow,  Emily,  and  four  daughters,  Mrs. 
Rose  Zinn,  Mrs.  Cora  Yossm  and  Miss  Hilda 
Rosenthal,  of  Milwaukee,  and  Mrs.  Gertrude 
Mueller,  of  Minneapolis. 

Arthur  Freed,  of  Freed-Eisemann  Co.,  called 
on  the  Interstate  Sales  Co.,  distributor  for 
Freed-Eisemann  in  Wisconsin  and  northern 
Michigan,  during  the  latter  part  of  December. 

A  special  meeting  of  the  Wisconsin  Radio 
Trades  Association  resulted  in  the  election  of 
three  new  members  to  the  board  of  directors 
of  the  organization,  and  the  Association  now 
has  a  complete  representation  in  all  branches  of 
the  retail  and  wholesale  radio  trade.  The  new 
directors  are  Charles  Krech,  of  the  Krech  Elec- 
tric Co.;  Henry  M.  Steussy,  of  Kesselman 
O'Driscoll  Co.,  and  Clarence  Bates,  of  the  Bates 
Radio  Corp. 


Adds  the  Victor  Line 


Pine  Bluff,  Ark..  January  S. — The  talking  ma- 
chine section  of  the  Knox-Walker  Furniture 
Co.  has  added  the  complete  line  of  Victor  Or- 
thophonic talking  machines  and  Victor  records. 
This  company  has  carried  the  Columbia  line  for 
a  number  of  years  and  with  the  addition  of  the 
new  stock  of  instruments  the  section  is  one  of 
the  most  complete  in  this  territory. 


Seger  Ellis,  Columbia  Artist 

Seger  Ellis,  noted  Texas  pianist,  recently  dis- 
covered that,  in  addition  to  his  remarkable 
talent  for  interpreting  the  unusual  on  the 
piano,  he  also  has  an  exceptionally  fine  voice, 
lie  has  recorded  both  his  playing  and  singing 
for  the  Columbia  Phonograph  Co.,  coupling 
"Sunday"  and  "Ain't  That  Too  Bad." 


Licensed  and  Manufactured 
under  Pat.  No.  14 14  SOI 


When  the  woman  pays— 


she  demands  the  qualities 
which  make  Stevens  Speakers 
so  easy  to  sell — technical  ex- 
cellence as  well  as  decorative 
adaptability. 

Women  decide  80  per  cent  of 
radio  purchases  today  —  just 
show  them  a  Stevens,  and  the 
sale  is  more  than  half  made. 
Let  them  hear  it  in  compari- 
son with  any  other,  and  you 
can  ring  it  up  on  the  cash  reg- 
ister. 

There's  sales  power  in  every 
Stevens  feature — ornamental, 


mechanical  and  electrical.  It 
will  pay  you  to  be  familiar 
with  these  features,  many  of 
which  are  exclusive,  such  as 
the  conoidal,  seamless,  mois- 
ture-proof, diaphragm,  the 
Stevens  "XT"  balanced  arma- 
ture unit,  and  mahogany 
sounding  board. 

There's  still  lime  this  season 
to  get  your  share  of  the  profits 
on  this  fast  selling  line.  Don't 
wait  another  day — write  NOW 
for  details  of  our  attractive 
proposition  to  jobber  and 
dealers. 


Model  "A" 

17^2  inch  diameter,  com- 
plete with  easel  base  and 
silk  hanging  cord,  a  dec- 
orative addition  to  the 
finest  interiors  for  hang- 
ing on  wall  or  table  use. 

Price  $25 


Model  "A" 

as  hung  on  wall 


Model  "B" 

14J/2  inches.  Similar  to 
Model  "A"  but  smaller. 
Has  Burtex  diaphragm, 
resonant  wood  sounding 
board,  and  powerful  bal- 
anced armature  unit, 
giving  remarkable  vol- 
ume with  highest  tone 
quality.  Finished  in  rich, 
mahogany  shades  to 
match  many  of  the 
standard  sets. 

Price  $16.50 


STEVENS  &  COMPANY,  Inc. 

46-48  East  Houston  St.  New  York  City 

Made  by  ihe  Pioneers  in  Cone  Speakers 


TRADE  MARK 
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WATCH 


IN  1927 


NEW 


PROGRESS 


In  one  year — 1926 — we  have  built  a  line 
and  attained  a  standing  in  the  industry 
unsurpassed  by  any  other  manufacturer  in 
such  a  short  time. 

In  spite  of  this  phenomenal  success,  we  are 
not  resting  on  our  laurels — constant  im- 
provement will  always  be  our  motto!  Hence 
the  following: 


IMPROVED  TONE— 

In  collaboration  with  Maximilian  Weil,  well-known 
creator  of  the  famous  Ultra  Reproducer,  a  re- 
markable new  Artone  sound  box  has  been  made, 
that  is  absolutely  second  to  none. 


IMPROVED  MOTORS— 

In  collaboration  with  The  General  Industries  Com- 
pany, our  motors  have  been  brought  to  perfection ; 
especially  the  new  1927  Junior  Flyer,  used  in  our 
small  portables. 


IMPROVED  MODELS— 

In  collaboration  with  the  Dupont  Laboratories,  our 
Mr.  Joseph  Berg  has  designed  new  cabinets,  beauti- 
ful enough  to  grace  any  home,  yet  reasonable — in 
accordance  with  our  policy  of  SENSIBLE 
PRICES. 
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Artone  No.  65,  nickel  finish  $65 
Artone  No.  75,  gilt        "  $75 


COMPLETE 
IN  1926 


Artone  No.  76  $75 


Artone  No.  I  $30 


Artone  No.  IS,  open  $18.50 
Artone  No.  22,  with  lid  $22.50 


Artone  No.  79  $85 
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Artone  No.  80,  nickel  finish  $95 
Artone  No.  81,  gilt        "  $110 


Artone  No.  5  $20 

ORDER 


SAMPLES 


TODAY 


Artone  No.  6  $16.50 


Long  Island  City,  N*Y* 


NEW  TABLE  MODELS 


Artone  No.  25,  open  $25 
Artone  No.  35,  with  lid  $35 


GREATER 
IN  1927 


Artone  No.  7  $15 


Artone  No.  8  $15 
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<0 


1927 

JUNIOR  FLYER 
MOTORS 


Adopted  100%  for 
Smaller  Models  of 


FLYER  MOTORS 


The  Berg  A*  T\  &  S.  Co*,  Inc. 


Makers  of 


Estimate  Using  100,000  of 
These  Dependable  Motors 
in  1927 


Designed  and  Manufactured  by 

THE  GENERAL  INDUSTRIES  CO. 

ELYRIA,  OHIO 
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St.  Louis  Brunswick  District  Manager 

Discusses  Outlook  for  Coming  Year 

Jobbers  and  Dealers  in  This  Territory  Report  Most   Satisfactory   Holiday   Business  With  Con- 
tinuation of  Demand — Recording  Artists  in  Personal  Appearances — Other  News 


St.  Louis,  Mo.,  January  6. — The  holiday  business 
in  talking  machines  and  radio  apparatus  in  the 
territory  served  by  wholesalers  and  dealers  of 
this  city  was  far  in  advance  of  that  of  last  year. 
This  was  expected  because  of  the  fact  that  in 
1925  there  was  a  lamentable  lack  of  merchan- 
dise. However,  viewed  from  all  angles,  the  total 
business  accomplished  during  December  was 
most  satisfactory  to  dealers,  and  the  manner  in 
which  sales  have  continued  beyond  Christmas 
and  into  the  new  year  promises  well  for  1927. 
Another  feature  of  the  trend  of  the  trade  that 
is  pleasing  to  dealers  is  that  the  demand  is  for 
all  types  of  merchandise,  radio  and  talking  ma- 
chines and  records. 

W.  C.  Schoenly  Discusses  Outlook 

W.  C.  Schoenly,  district  manager  of  the 
Brunswick  Co.,  reports  a  decided  increase  over 
last  year's  sales  and  makes  a  forecast  for  1927 
saying: 

"General  trade  conditions  that  will  prevail 
during  1927  as  far  as  the  St.  Louis  territory  is 
concerned  must  necessarily  be  classified  by  sec- 
tions because  of  the  diversified  controlling  fac- 
tors having  bearing  on  business  in  different  sec- 
tions of  the  territory,  since  manufacturing  is  the 
guiding  factor  in  one  section,  agriculture  in  an- 
other, mining  in  another,  etc. 

"On  the  whole,  manufacturing  throughout  the 
territory  looks  very  promising  for  a  continu- 
ance of  normally  prosperous-  conditions,  which 
will  reflect  favorably  toward  good  retail  busi- 
ness. To  perpetuate  a  growth  of  the  manufac- 
turing industry  the  St.  Louis  Chamber  of  Com- 
merce is  organizing  and  financing  now  a  sub- 
sidiary organization  to  be  known  as  'The  In- 
dustrial Club  of  St.  Louis,'  for  the  special  and 
direct  purpose  of  selling  St.  Louis  facilities  and 
ideal  geographical  location  to  manufacturing- 
concerns." 

Columbia  Sales  Gains  Reported 

The  St.  Louis  office  of  the  Columbia  Phono- 
graph Co.,  which  serves  the  Central  West  and 
lower  Mississippi  Valley  territory  and  maintains 
branches  in'  Kansas  City  and  Memphis,  reports 
a  very  large  increase  over  December  of  last 
year,  with  the  Viva-tonal  phonographs  and  the 
New  Process  Columbia  records  continuing  to 
gain  in  popularity. 

Messages  of  Optimism 

"Business  has  been  very  good  for  the  holiday 
season,"  states  Herbert  Schiele,  of  the  Arto- 
phone  Co.,  manufacturer  of  the  Artophone  and 
distributor  of  Okeh  records,  "and  the  prospects 
for  1927  are  good,  although  salesmen  report  that 
there  are  a  few  quiet  spots  in  the  South." 

"The  demand  for  the  New  Edison  long-play- 
ing phonograph  and  records  has  been  very 
good,"  states  Mark  Silverstone,  "but  the  supply 
for  the  market  is  far  below  the  demand." 

The  Koerber-Brenner  Co.,  distributor  of  Vic- 
tor Orthophonic  talking  machines  and  records, 
reports  that  despite  the  shortage  of  certain 
models  business  was  satisfactory  throughout  the 
entire  territory  served  by  the  company  during 
December  and  the  brisk  buying  has  continued 
after  Christmas  and  into  January. 

Striking  Radio  Advertising 

Radio  jobbers  and  dealers  used  an  unusual 
amount  of  newspaper  space  in  bringing  their 
products  before  the  holiday  buyers.  A  striking 
ad  was  that  of  a  Freshman  representative,  which 
told  of  a  Freshman  owner,  A.  Delmas  Robison, 
securing  seventy-five  stations  in  one  night. 
Big  A.  K.  Sales  Volume 

The  Atwater  Kent  radio  sets  continued  to  sell 
in  usual  volume,  Norman  S.  Hall,  president  of 
the  Brown-Hall  Supply  Co.,  Atwater  Kent  job- 
ber, stating  that  sales  for  1926  were  in  the 
neighborhood  of  25,0.00  receivers. 

Artists'  Appearances  Aid  Sales 

Record  sales  have  been  helped  to  a  great  ex- 


tent through  the  appearance  here  of  several  re- 
cording orchestras,  among  them  being  Ray 
Miller  and  His  Brunswick  recording  orchestra, 
who  is  playing  at  the  Hotel  Chase.  Ted  Lewis 
and  His  Band,  Columbia  artists,  played  for  a 
time  at  the  American  Theatre,  and  Paul  White- 
man  and  His  Orchestra,  Victor  artists,  played 
a  two-weeks'  engagement  at  the  Ambassador 
Theatre. 

Enlarges  Radio  Department 

The  Lehman  Piano  Co.  has  expanded  its 
radio  division  by  the  addition  of  the  Sonora, 
Grebe  and  Stewart-Warner  lines  of  radio  ap- 
paratus. This  company  has  arranged  to  broad- 
cast twice  a  week  from  station  KFVE. 

The  Nafr  Radio  Corp.  recently  moved  to  new 
quarters  at  2320  Locust  street. 


being  exploited  particularly  for  its  tonal  value. 

The  Remington  portable  is  the  design  of 
Duryea  Bensel,  long  a  member  of  the  talking 
machine  industry  and  one  who  has  carried  on 
acoustical  experiments  for  a  great  number  of 
years.  Mr.  Bensel  for  a  time  was  interested 
in  the  radio  industry,  having  designed  the  prod- 
ucts of  the  Bel  Canto  Mfg.  Co.  His  newest 
product  is  a  portable  with  especially  designed 
tone  chamber,  which  is  said  to  make  for. 
elaborate  amplification  in  limited  space.  This,: 


Remington  Mfg.  Corp. 

Enters  Portable  Field 


Remington  Super-Harmonic  Portable  Talking 
Machine  Placed  on  Market — Product  Is  De- 
sign of  Duryea  Bensel,  Acoustical  Expert 


A  new  entry  into  the  ranks  of  portable  talk- 
ing machine  manufacturers  was  recently  made 


Remington  Corp.'s  Plant 

by  the  announcement  of  the  Remington  Mfg. 
Corp.,  of  Bridgeton,  N.  J.,  of  a  new  product 
known  as  the  "Remington  Super-Harmonic" 
portable.  This  is  a  quality  product,  sold  at 
slightly  higher  than  the  average  price,  and  is 


Duryea  Bensel 

together  with  the  "Remington  Super-Harmonic"j 
sound  box,  also  a  Bensel  product,  when  working] 
in  unison  and  playing  modern  recordings,  are; 
two  of  the  sales  features.  The  sound  box  is; 
also  to  be  presented  to  the  trade  separately  in1 
various  finishes. 

The  Remington  Mfg.  Corp.  is  headed  by  G 
Warren  Baker,  who  for  a  number  of  years  has' 
been  interested  in  various  phases  of  manufac-1 
turing.  He  is  an  active  figure  in  the  Bridgeton,; 
N.  J.,  Chamber  of  Commerce,  the  home  of  the- 
Remington  product,  and  where  the  factory  is" 
situated.  The  factory  itself  is  ideally  located, 
in  the  southern  part  of  New  Jersey,  having  both 
rail  and  water  shipping  facilities. 


An  interesting  demonstration  of  the  Columbia 
Viva-tonal  phonograph  and  New  Process  rec- 
ords was  given  at  a  Seattle,  Wash.,  theatre, 
where  a  recording  artist  sang  immediately  fol- 
lowing the  playing  of  one  of  his  records. 


WALL 


KANE 


THE  ORIGINAL  10-RECORD  NEEDLE  PUT  UP  IN  ATTRACTIVE  COUNTER  DISPLAYS 


PROTECT  YOUR  RECORDS  BY  USING 

THE  ORIGINAL  TEN  TIME  NEEDLE 

(EACH  NEEDLE  CUARAMEEO  TO  PLW  TEH  RECORDS  OH  Hf<  PHONOGRAPH! 


tACH  HEE01ECHEM- J 
ICAlLYTREATtDTO  I 
PROLONG  THE  LIFE  1 
OF  YOUR  RECORDS) 


A  PACKAGE  C>F 
50  NEEDLES 
EQUIVALENT  TO 
SOO  ORDINARY 
STEEL  NEEDLES 


PR1CC 
'S4USA 
20*  CANADA 


EXTRA  LOUD        MEDIUM  LO  U  D 


GIVES  YOU  150%  PROFIT 
Also  Jazz,  Concert,  Petmecky  and  Best  Tone  Phonograph  Needles 

WALL-KANE  NEEDLE  MFG.  CO.,  Inc.,  3922— 14th  A»e.,  Brookljn,  N.  Y. 


We  have  sold  Sonora 
radios  on  quality  and 
rich,  mellow  tone  .  ,  . 
its  ocean  deep  tones 
have  made  it  famous 
.  .  .  but  for  those  who 
want  distance  .  . .  read 
the  letter  opposite 
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Demand  for  High  Priced  Merchandise 

Is  Feature  of  Richmond  Holiday  Trade 

Prominent  Dealer  Attributes  Large  Unit  Sales  to  Improved  Sales  Methods — James  Cowan  Sees 
Coming  Year  as  Record  Breaker — Corley  Co.  Employes  at  Christmas  Party 


IT  ^kT  GRAPHITE  PHONO 

*    J  SPRING  LUBRICANT 

Ililey'i  Lubricant  makes  the  Motor  make  food. 
Ia  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.   Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  SO- pound  cans  for  dealers. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FTTRFKA  noiseless  talking 

i-ivmjilfl  MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St.,  NewYork 


Richmond,  Va.,  January  7. — An  outstanding  fea- 
ture of  business  in  the  talking  machine  line 
during  1926  in  this  territory  was  the  demand  for 
a  higher  grade  of  machine  than  formerly.  In 
the" opinion  of  dealers,  this  desire  for  something 
better  is  going  to  be  even  more  marked  during 
the  current  year  of  1927.  Victor  dealers  push- 
ing the  new  Orthophonic  say  that  the  Credenza 
model,  retailing  at  $300,  was  a  big  seller 
throughout  the  year.  They  also  report  an  extra 
large  number  of  sales  of  the  $160  and  $235 
models.  The  retail  department  of  the  Corley 
Co.  reports  the  sale  of  six  $1,000  Orthophonies 
during  December. 

Lee  Fergusson,  of  the  Lee  Fergusson  Piano  Co., 
local  Victor  dealer,  believes  that  employment  of 
better  and  more  progressive  sales  methods  is 
responsible  in  no  little  degree  for  the  increased 
sales  of  better  types  of  machines.  His  own 
experience  has  been  that  the  average  customer 
who  comes  into  his  store  with  the  idea  of  buy- 
ing a  talking  machine  can  be.  induced  to  buy 
something  better  than  he  intends  to  buy  when 
he  enters,  provided  he  is  handled  in  the  proper 
way  by  the  salesman. 

In  the  opinion  of  James  Cowan,  of  the  James 
Cowan  Co.,  Columbia  dealer,  the  current  year 
is  going  to  be  a  busy  one.  "The  factories  are 
turning:  out  more  new  and  improved  models 
than  ever  before,"  he  says.  "The  average  per- 
son with  a  machine  of  old  make  naturally  wants 
a  new  one  to  keep  abreast  of  the  times."  Mr. 
Cowan  reports  that  the  new  Viva-tonal  model 
of  the  Columbia  is  going  fine  with  his  trade,  and 
is  conceded  on  all  sides  to  be  a  marked  improve- 
ment over  the  old  Columbia.  The  firm  retails 
the  Carryola  portable,  for  which  it  also  is  dis- 
tributor in  this  territory.  At  present  he  is  dis- 
tributing it  in  only  this  immediate  territory.  At 
an  early  date  he  plans  to  extend  his  operations 
throughout  Virginia  and  adjacent  States. 

Salesmen  for  Goldberg  Bros.,  Artone  distrib- 
utors, assembled  in  headquarters  here  during  the 
Christmas  holidays,  exchanging  views  on  trade 
conditions  and  the  outlook  in  the  territory  cov- 
ered by  the  house.  LeRoy  Goldberg,  head  of 
the  firm,  entertained  the  sales  force  at  dinner 
at  the  Jefferson  Hotel.    Later  all  went  to  New 


York  to  visit  the  Berg  factory  and  take  a  peep 
at  the  new  Artone  models,  which  are  now  being 
turned  out.  Mr.  Goldberg  says  that  he  expects 
the  new  portable  to  be  a  big  seller  during  the 
current  year.  Business  during  1926  was  satis- 
factory, according  to  Mr.  Goldberg,  the  volume 
of  sales  in  phonographs  and  records  showing 
an  average  increase  of  approximately  10  per 
cent  over  1925. 

Walter  D.  Moses  &  Co.,  local  Victor  dealers, 
report  December  to  have  been  a  20  per  cent 
better  month  than  the  same  month  of  1925. 

As  customary  each  year  the  Corley  Co.  enter- 
tained its  employes  in  both  wholesale  and  retail 
departments  at  a  Christmas  tree  party,  present- 
ing each  with  a  gift  and  serving  refreshments. 

The  firm  of  Manly  B.  Ramos,  music  dealer, 
212  West  Broad  street,  is  planning  to  move  to 
more  centrally  located  quarters  in  the  retail 
shopping  district,  according  to  Mrs.  Ramos,  who 
has  been  running  the  business  since  the  death 
of  her  husband.  The  firm  has  recently  added 
the  Sonora  to  its  line  of  phonographs. 

The  Beardsworth-Bond  Music  Co.,  of  Lynch- 
burg, Va.,  has  made  an  assignment  for  the 
benefit  of  creditors.  Its  liabilities  were  fixed  at 
$11,500  and  assets  at  $400. 

Brunswick  Dealer  Pushes 
Instrument  Name  Contest 

Chicago,  III..  January  5. — The  Brunswick  Co.'s 
office  here  is  receiving  numerous  accounts  of 
unusual  and  effective  methods  employed  by 
their  dealers  in  tying-up  with  the  $5,000.00  name 
contest  on  the  new  musical  instrument.  Among 
the  most  effective  co-operative  plans  is  that  of 
Barker's  Music  House  at  Greensboro,  N.  C, 
which  printed  and  distributed  over  five  thousand 
cards  at  the  local  theatres,  on  which  the  com- 
plete details  of  the  contest  were  given.  As  a 
result  of  this  plan,  Barker's  Music  House  is  one 
of  the  leaders  in  the  number  of  entries  in  the 
contest,  and  each  of  these  contestants,  of 
course,  paid  a  visit  to  their  store  to  be  told  of 
the  main  features  of  the  instrument  and  have 
it  demonstrated. 


Audak  Go.  Announces  the 
Polyphase  Ultra  Reproducer 

Maximilian  Weil,  Well-known  Inventor,  Adds 
to  Long  List  of  New  Accessories — Repro- 
ducer Conceived  on  Entirely  New  Principle 


Maximilian  Weil,  head  of  the  Audak  Co., 
565  Fifth  avenue,  New  York  City,  manufacturer 
of  the   Ultra-(phonic)    reproducers,    now  an- 


Maximilian  Weil 


nounces  an  entirely  new  item  which  heretofore 
had  not  been  included  in  the  products  of  the 
company.  This  new  product  is  known  as  the 
Polyphase  Ultra-(phonic)  reproducer  and  will 
retail  at  a  higher  price  than  its  predecessor. 
The  Ultra-(phonic),  known  as  the  Singlephase 
Ultra,  will  continue  to  be  marketed  by  the 
company  and  it  is  not  thought  that  the  newer 
reproducer  will  interfere  with  its  present  volume 
of  sales. 

Maximilian  Weil,  the  inventor  of  this  new 
reproducer,  is  a  well-known  electrical  and 
mechanical  engineer  and  an  acoustical  scientist. 
He  has  contributed  a  number  of  products  to 
the  talking  machine  field  and  as  a  consultant 
was  instrumental  in  the  perfection  of  many 
more.  In  his  latest  Polyphase  reproducer  he 
has  conceived  what  is  said  to  be  an  entirely 
new  principle,  the  oscillating  elements,  consist- 
ing of  two  reposing  cones,  designed  to  cover 
the  lowest  as  well  as  the  highest  musical  regis- 
ter. It  is  said  that  this  new  combination 
permits  a  refinement  of  reproduction,  making 
for  a  spread  of  sound  and  a  broad  tone. 

The  outer  cover  of  the  new  Polyphase  Ultra 
has  a  knob  effect,  which  is  used  as  an  indicator 
on  a  series  of  numbers  from  one  to  five.  Thus 
the  tone  of  the  instrument  allows  for  adjust- 
ment. This  is  said  to  make  possible  the 
regulating  of  the  performance  to  conform  with 
various  size  tone  chambers  of  old  machines 
which  vary  even  when  produced  by  the  same 
manufacturer.  This  refinement  is  said  to  make 
possible  the  raising  or  lowering  of  the  pitch 
about  four  notes  (one-half  octavcl. 


W.  M.  Ringen  was  recently  appointed  man- 
ager of  the  H.  C.  Hanson  Music  House,  San 
Francisco,  Cal.  Mr.  Ringen  has  had  wide  ex- 
perience in  the  retail  music  field,  particularly 
with  small  goods,  having  managed  that  depart- 
ment of  I  lie  Wurlitzer  store  for  many  years. 


The  Toman  Reproducer 


Retail  Prices 
Nickel  Plated  $7.50 
Gold  Plated  $10.00 

Write  for  trade  discounts. 


Sample  on  approval  (5  days)  to  any 
responsible  dealer. 

Will  sell  itself  on  quality  and  vol- 
ume of  tone.      We  challenge  com- 
parison. 

Wonderful,  deep,  rich,  mellow  and 
powerful  tone. 

Surpassed  by  none. 

Send  for  sample  NOW! 

Manufactured  by 

E.  Toman  <5c  Co. 

2621  West  21st  Place 
CHICAGO,  ILL. 


Sales  Distributor 

Wondertone  Phonograph  Co. 

216  No.  Michigan  Ave.,  Chicago,  111. 
Cable  Address— "Wondertone  Chicago." 
Cable  Codes— Western  Union— A.B.C.  (5th  Edition). 
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The  Triumph  of  25  Years 


Yet  Only  a  Beginning! 


(;  m  HE  most  phenomenal  year's  business  in  the  his- 
/  tory  of  the  Victor  Talking  Machine  Co.  has 
clinked  through  the  cash  registers  of  Victor 
dealers  everywhere.  So  secure  has  the  popularity  of  the 
Victrola  and  Victor  Records  again  become  that  it  seems 
fantastic  to  recall  that  brief  period  from  October  to 
December  of  1925,  when  well-nigh  over-night  the 
miraculous  new  Orthophonic  invention  transformed 
public  interest  from  apathy  to  feverish  enthusiasm. 
Until  Victor  Day,  1925,  the  trade  could  not  foresee 
the  future.  In  that  single  event  and  its  consequent 
business  flood,  every  vestige  of  irresolution  for  able 
merchants  has  been  swept  away.  They  know  now 
which  way  the  finger  of  public  favor  points. 


More  important  to  us,  even  than  the  sales  increase 
which  1926  registered  throughout  the  Victor  line,  is 
the  unmistakable  proof  of  the  people's  demand  for 
talking  machine  entertainment  that  the  Orthophonic 
Era  has  disclosed.  Homes  that  never  had  a  Victrola 
have  found  unimaginable  pleasure  in  new  possession 
of  the  instrument.  Homes  that  had  old-style  Victrolas 
have  discovered  the  Orthophonic  record  and  through 
it,  the  Orthophonic  Victrola.  And  with  these  discov- 
eries there  has  been  uncovered  a  steady,  sweeping, 
tremendous  demand  for  "Victor  in  the  Home"  which 
in  one  year  alone  has  piled  up  a  sales  total  that  no 
other  maker  of  a  household  entertainment  device 
approaches.    Remember  that! 


These  conclusions  support  what  has  been  our  belief 
from  the  beginning.  Namely,  that  as  the  telephone 
has  stimulated  use  of  the  telegraph,  as  moving  pic- 
tures have  made  a  public  habit  of  seeking  theatre 
entertainment,  so  the  various  great  features  of  home 
amusement  as  typified  in  the  Orthophonic  Victrola 
will  make  a  new  "fashion  in  fun"  at  the  fireside.  We 
can  see  the  custom  growing,  among  millions  of 
American  families,  of  bestowing  more  and  more  of 
their  time  and  more  and  more  of  their  dollars  for 
what  comes  to  them  quickly  and  conveniently,  on  the 
records,  or  in  radio.  In  the  Victor  product  one  may 
truly  have  everything  on  the  air  and  anything  before 
the  footlights. 

This  "new  creation  for  the  nation"  now  stands  ready 
to  reward  thousands  of  Victor  Dealers  with  additional 
millions  of  dollars  in  sales  in  return  for  their  work 
alone.  You,  therefore,  Mr.  Victor  Dealer,  owe  it  to 
yourself  and  the  product  to  put  such  effort  behind 
Victor  merchandise  as  you  have  never  put  before. 
We  live  in  the  Orthophonic  Era  but  are  faced  by  the 
motor  age,  million-dollar  movie,  the  world-wide 
traveller,  etc.,  etc.  It  is  up  to  you  to  carry  this 
triumph  to  a  successful  .conclusion  —  and  for  your 
benefit  alone  the  Victor  Company  has  paved  the  way 
and  is  leading  on.  Jump  into  the  procession  for 
greater  Victor  supremacy. 


C.  Bruno  &  Son,  Inc. 

351*353  Fourth  Avenue 
New  York  City 

Victor  Distributors 
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Despite  a  Shortage  of  Merchandise 

Baltimore  Trade  Has  Record  Year-End 

Victor  Distributor  Has  Largest  December  in  History  With  Record  Sales  as  Feature — Brunswick 
Manager  Makes  Forecast — Columbia  Wholesalers  Close  Banner  Year 


Baltimore,  Md.,  January  7. — Christmas  business 
was  one  of  the  best  in  the  history  of  the  trade 
here,  according  to  reports  from  both  whole- 
salers and  retailers.  Although  handicapped  by 
lack  of  desired  models  of  all  makes  the  dollars- 
and-cents  volume  of  business  in  1926  ran  con- 
siderably ahead  of  that  of  1925. 

Orthophonic  Concerts  Boost  Sales 

Sales  of  both  Victor  machines  and  records 
were  greatly  stimulated  during  the  holiday  sea- 
son by  the  installation  of  the  Auditorium  Ortho-' 
phonic  Victrola,  shown  at  the  Sesqui-Centennial 
in  Philadelphia,  on  the  roof  of  Hochschild,  Kohn 
&  Co.,  one  of  Baltimore's  largest  department 
stores.  Daily  concerts  were  given  in  the  after- 
noon and  evening,  which  attracted  thousands  of 
Christmas  shoppers,  and  which  could  be  heard 
at  a  distance  of  several  squares. 

E.  F.  Droop  &  Sons  Do  Bigger  Business 

"December  business  was  the  largest  in  the 
history  of  our  firm,"  declared  W.  F.  Roberts, 
manager  of  E.  F.  Droop  &  Sons,  Victor  distrib- 
utors. "Our  record  business  was  simply  phe- 
nomenal and  it  was  impossible  to  begin  to 
supply  the  demand,  and  at  a  low  estimate  I 
would  say  we  lost  at  least  sales  of  a  thousand 
records  a  day.  We  were  also  handicapped  to 
some  extent  by  inability  to  .obtain  all  types  of 
instruments  which  the  trade  desired,  but  hope 
to  catch  up  with  our  orders  some  time  this 
month.  New  Victor  dealers  added  to  our  list 
this  month  include  Besche  Bros.,  Pollacks,  and 
the  Exchange  Furniture  Co.,  all  of  Baltimore." 
Sees  Bright  Outlook  for  1927 

Practically  the  same  situation  existed  with  the 
local  agency  of  the  Brunswick-Balke-Collender 
Co.,  according  to  Manager  Charles  F.  Shaw, 
who  said  a  late  arrival  of  several  carloads  of 
improved,  phonographs  made  it  impossible  to  get 
them  to  the  dealers  in  time  for  the  Christmas 
trade. 

"Business  for  the  year,  however,  is  way  ahead 
of  1925,"  he  declared,  "and  the  outlook  for  this 
year  is  very  encouraging.  Our  record  business 
has  greatly  exceeded  all  expectations  and  it  has 
been  impossible  to  keep  our  dealers  stocked  on 
the  more  popular  records.  We  sincerely  believe 
the  buying  public  is  extremely  interested  in  both 


improved  phonographs  and  the  Panatrope.  It 
is  also  an  established  fact  that  the  present-day 
records  are  far  superior  to  those  of  the  past  and 
because  of  this  condition  interest  is  continually 
reviving,  which,  of  course,  means  more  sales. 

"Summing  up  the  entire  situation  we  believe 
that  in  this  territory  the  final  results  will  show 
improved  sales  on  electrical  instruments  based 
on  the  progress  of  the  dealer  and  better  sales 
methods." 

New  Brunswick  Dealers 

C.  D.  MacKinnon,  of  the  Brunswick  Co.'s 
record-promotion  department,  visited  the  agency 
last  month,  and  Jack  Capp,  of  the  Vocalion 
record-promotion  sales  force,  was  another  local 
visitor. 

New  Brunswick  dealers  appointed  the  past 
month  include  Oppleman's  Specialty  Store, 
Lynchburg,  Va.;  Garrett's  Electro  Motive  Serv- 
ice Co.,  Charlotte,  N.  C;  the  Kidd-Frix  Music 
Co.,  Concord,  N.  C,  and  the  Rackley  Piano 
Co.,  of  Goldsboro,  N.  C. 

Columbia  Wholesalers  Close  Big  Year 

"While  complete  figures  for  the  month  of  De- 
cember are  not  available,  total  business  is  al- 
ready far  beyond  the  big  December,  1925,"  de- 
clared W.  H.  Swartz,  vice-president  of  Columbia 
Wholesalers,  Inc.  "All  departments  were  ahead, 
and  this  in  spite  of  the  fact  that  thousands  upon 
thousands  of  dollars  of  machine  business  was 
lost  through  inability  to  supply  the  demand 
Six  different  model  machines  were  out  of  stock 
practically  the  whole  month  of  December,  and 
dealers  telephoned,  wired  and  came  in  person 
trying  to  get  more  phonographs.  It  will  indeed 
be  a  happy  day  when  Columbia  Wholesalers  at 
last  will  be  able  to  supply  any  and  all  of  the 
new  models. 

"Record  business  showed  a  splendid  increase 
over  December  of  last  year,  sales  by  the  twen- 
tieth of  the  month  being  as  large  as  for  the 
whole  month  in  1925.  The  record  force  had  to 
be  considerably  increased  to  handle  the  expected 
Christmas  rush  with  increases  of  the  personnel 
of  other  departments. 

"Radio  sales  for  December  were  extremely 
good,  also,  showing  a  fine  increase  over  the  year 
before.    The  ease  with  which  dealers  sold  big 
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Fada  eight-tube  sets  helped  total  volume  mount 
rapidly  because  of  the  high  unit  of  sales.  Philco 
eliminators,  Cunningham  tubes,  Burgess  bat- 
teries, all  added  their  share  to  the  splendid 
Christmas  business.  Sales  on  Crosley  and  Mo- 
hawk sets  were  also  very  satisfactory.  The 
Columbia  Wholesalers,  Inc.,  report  that  1926, 
from  start  to  finish,  proved  to  be  substantially 
ahead  of  1925,  and  was  far  and  away  the 
biggest  year  in  their  history. 

"The  day  before  Christmas  the  Columbia  or- 
ganization met  for  their  annual  Christmas  party, 
at  which  gifts  and  candy  were  distributed  to 
the  employes.  Speeches  were  made  by  both  Mr. 
Andrews  and  Mr.  Swartz,  and  were  responded 
to  by  Mr.  Steffey  and  Mr.  Jarvis  for  the  em- 
ployes. Christmas  singing  and  dancing  followed. 

"The  outlook  for  1927  is  very  good  for  this 
general  section.  Even  if  there  were  to  be  some 
recession  in  general  business,  nevertheless  Co- 
lumbia will  enjoyr  larger  volume  by  the  end  of 
next  year,  due  to  greatly  increased  ability  of 
Columbia  factories  to  somewhere  near  supply 
the  demand." 

Alma  Rotter  Becomes  an 

Exclusive  Okeh  Artist 


The  Okeh  Phonograph  Corp.,  New  York,  an- 
nounces the  addition  of  Alma  Rotter,  well-known 


Alma  Rotter 


vaudeville  artist,  to  the  list  of  exclusive  Okeh 
artists.  Miss  Rotter  has=been  before  the  public 
eye  as  an  entertainer  since  she  was  eleven  years 
old  and  was  one  of  the  first  of  the  well-known 
singers  to  enter  the  radio  entertaining  field. 
Last  year  she  was  featured  over  station  KMOX. 
In  addition  to  her  recording  and  broadcasting 
activities  Miss  Rotter  is  making  a  series  of  sing- 
ing pictures  for  the  De  Forest  Photofilm  Co. 
Among  the  recent  Okeh  records  made  by  Miss 
Rotter  are  included:  "Rags"  coupled  with  "To- 
night You  Belong  to  Me,"  "Put  Your  Arms 
Where  They  Belong,"  "I'll  Never  Miss  You 
Again."  She  is  also  known  as  a  composer  of 
popular  songs,  her  latest  being  "Maybe  It's  Be- 
cause I  Love  You." 

Atwater  Kent  Bulletin 

Devoted  to  Lyon  &  Healy 

The  Lyon  &  Healy  store  in  Chicago  was  the 
subject  of  a  recent  eight-page  Atwater  Kent 
radio  bulletin  sent  to  Atwater  Kent  dealers  by 
the  Atwater  Kent  Mfg.  Co.,  of  Philadelphia, 
l'a.  The  inside  spread  depicted  two  interior 
views  of  Lyon  &  Healy's  large  Atwater  Kent 
radio  department,  a  picture  of  the  Lyon  &  Healy 
Building  was  shown,  as  was  a  reproduction  of  a 
full-page  ad  featuring  the  Atwater  Kent  line  run 
in  Chicago  newspapers  by  Lyon  &  Healy. 


1927  ? 
Bigger  Than  1926! 


There's  no  other  way  to  look  at  it.  December  sales 
topped  even  those  of  October,  which  up  to  that  time 
had  been  the  biggest  in  our  history. 

Every  month,  every  week,  every  day,  our  dealers  who 
handle  and  push  Columbia  New  Process  Records  and 
the  new  Viva-tonal  Columbia  are  getting  greater  and 
greater  sales  volume. 

The  same  opportunity  awaits  you.  Increased  business 
is  yours  for  the  asking.   Write  us  for  details. 


ColumbiaWholej 

L.L.Andrews       ~      Wm.H.  Swartz 

Exclusively  Wholesale 

205  W  Camden  St..    Baltimore, Md. 
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THREE  POINTS  OF  SUPERIORITY 

-The  Patented  Perryman  Bridge    2 — The  Double  Filament    3 — The  Tension  Springs 


CLEAR  GLASS 
DEMONSTRATING  TUBE 


TYPE  P.D.  200-A 
SUPER-SENSITIVE 
DETECTOR 


Remember  the  story  of  the  little 
girl  who  was  suspected  of  being  a 
Princess.  To  make  certain  they 
placed  a  bean  under  the  mat- 
tress in  her  bed  and  sure  enough 
she  was  so  uncomfortable  she 
couldn't  sleep. 

That's  pretty  sensitive — but  it's  a 
long  way  from  equalling  the  sen- 
sitivity of  P.D.  200-A,  the  Perry- 
man  Super-Sensitive  Detector. 
This  tube  penetrates  a  mattress  of 
air  thousands  of  miles  wide  and  de- 
livers the  station  you  want  —  and 
only  that  station.  It  annihilates 
distance  and  confusion. 

P.D.  200-A  makes  local  stations 
out  of  distant  stations  and  brings 
in  all  stations  clearly  and  distinctly 
with  minimum  tuning.  Demon- 
strate by  alternating  P.D.  200-A 
with  ordinary  detector-amplifiers 
and  your  customers  will  take  all 
of  them  you  can  deliver. 


Super -Sensitive  Detector 

Perryman  Radio  Tubes  offer  you  a  substantial  and 
permanent  profit.  All  Perryman  Tubes  are  carefully 
made,  rigidly  checked  and  merchandised  under  com- 
mon sense  methods.  Perryman  Distributors  are  pre- 
pared to  co-operate  with  all  dealers  on  advertising, 
displays,  newspaper  mats  and  prompt  deliveries  of 
tubes.  There  is  a  Perryman  Radio  Tube  for  every 
purpose. 

PERRYMAN  ELECTRIC  COMPANY,  Inc. 

Executive  Offices:  Laboratories  and  Plant: 

33  West  60th  St.,  North  Bergen, 

New  York  City  N.  J. 


ERRYMA 

Radio  Q  tubes 

"distance    without  distort/on" 
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Huge  Volume  of  Record  Sales  Indicates 

Popularity  of  Phonograph  in  New  York 

Using  Record  Sales  as  Barometer  of  Public's  Interest  Finds  the  Instrument  in  High  Favor  

Dealers  Report  Satisfactory  Sales — Branch  Managers  Optimistic 


Due  to  the  fact  that  during  December,  1925, 
there  was  a  scarcity  of  models  of  practically 
every  type  talking  machine  and  phonograph,  in 
fact,  several  of  the  newer  types  had  not  yet 
been  placed  on  the  market,  and  a  shortage  of 
several  makes  of  radio  receivers  was  also  felt, 
the  usual  basis  of  comparison,  that  of  placing 
the  figures  against  those  of  the  same  month  of 
the  year  before,  did  not  mean  very  much  for 
December,  1926.  Practically  every  dealer  re- 
ported enormous  percentages  of  increase  in  all 
departments.  It  is  senseless  therefore  to  quote 
figures  as  regards  the  sales  of  last  month.  How- 
ever, the  month's  volume  of  business  was  emi- 
nently satisfactory,  with  the  prospects  of  the 
future,  based  on  the  continuance  of  business  for 
the  weeks  following  the  holidays,  very  bright. 
Growing  Record  Business 

Without  doubt,  one  of  the  best  barometers  of 
the  public's  interest  in  the  phonograph  is  the 
volume  of  record  sales,  and  this  department  of 
the  music  store  has  been  consistently  gaining  as 
a  profit  maker.  All  types  of  records  have  fig- 
ured in  the  advance,  popular,  standard,  classical, 
foreign  language,  and  last  but  not  least,  the 
album  sets  of  symphonic  works  and  other  or- 
chestral selections.  A  pleasing  phase  of  the 
past  month's  business  in  the  New  York  territory 
was  that  the  buying  was  centered  on  no  one 
type  or  class  of  merchandise — all  instruments 
were  in  demand  and  sold  well — phonographs  and 
radio  receivers,  from  the  portable  talking  ma- 
chine selling  for  a  very  small  sum,  to  the  $1,000 
and  more  combination  talking  machines  and 
radio  receivers — -the  public's  favor  embraced 
them  all. 

Satisfactory  Columbia  Sales 

"Columbia  sales  of  Viva-tonal  phonographs, 
New  Process  records  and  Harmony  records 
were  most  satisfactory,"  stated  E.  W.  Gutten- 
berger,  manager  of  the  metropolitan  wholesale 
division  of  the  Columbia  Phonograph  Co.,  Inc., 
"despite  the  fact  that  there  was  a  shortage  of 
one  of  the  models  of  our  line.  Portable  phono- 
graphs were  also  in  great  demand  and  the  Co- 
lumbia series  of  Masterworks  recordings  in  al- 
bum sets  evidently  found  favor  with  the  buying 
public  as  gifts,  if  one  can  judge  by  the  way 


they  sold.  The  prospect  for  the  coming  year 
for  Columbia  products  looks  most  promising 
and  we  expect  steadily  increasing  sales  totals 
each  month." 

Edward'  Strauss  Discusses  Outlook 

In  commenting  on  the  outlook  for  1927,  Ed- 
ward Strauss,  district  manager  of  the  Brunswick 
Co.,  said:  "The  public  is  rapidly  learning  the 
meaning  of  the  word  'Panatrope'  and  the  future 
is  exceptionally  bright  for  this  instrument  and 
for  our  combination  Radiola  and  Panatrope. 
Record  sales  have  been  on  the  increase,  and, 
with  the  broad  vision  of  our  company,  realizing 
the  necessity  of  an  intensive  campaign  behind 
Brunswick  products  for  1927,  we  feel  quite  con- 
fident that  we  will  take  another  important  step 
forward." 

Striking  Window  Displays  Aid  Sales 

Two  large,  tastefully  decorated  show  win- 
dows featured  the  presentation  of  talking  ma- 
chine and  radio  lines  at  the  International  Pho- 
nograph Co.,  103  Essex  street,  which  did  a  brisk 
business  during  the  month,  with  radio  receivers 
in  greatest  demand.  One  of  the  windows  was 
devoted  to  a  showing  of  Victor  products,  the 
other  to  radio  sets,  featuring  the  Stromberg- 
Carlson,  Atwater  Kent  and  the  RCA  lines. 
Big  Year-end  Business 

The  New  York  Band  Instrument  Co.,  operat- 
ing two  retail  stores  in  the  city,  experienced  an 
exceptionally  fine  December,  the  sales  total  for 
the  month  of  talking  machines,  talking  machine- 
radio  combinations  and  records  doubling  that  of 
November.  At  the  main  store  on  Fourteenth 
street,  while  business  was  steady  throughout  the 
entire  month,  it  was  not  until  four  or  five  days 
previous  to  Christmas  that  the  real  holiday  buy- 
ing started,  and  then  it  came  with  a  rush,  dozens 
of  people  at  times  waiting  for  a  chance  to  hear 
records  which  they  wished  to  purchase.  .While 
record  sales  were  great,  instruments  of  all  types 
were  likewise  in  demand.  Album  sets  of  rec- 
ords were  popular  favorites  with  buyers.  A  re- 
markable angle  of  the  month's  business  was  that 
the  week  following  Christmas  found  business  al- 
most, if  not  quite,,  as  good  as  that  of  the  pre- 
holiday  week. 
The  branch  store  on  Thirty-fourth  street  like- 


What  a  cheering  feeling  it  is  to  know 
you  are  starting  the  New  Year  as  a 
Licensed  Okeh  Record  Dealer.  Then 
you  know  you  are  going  to  have  for  sale 
the  finest  dance  and  vocal  hits — Euro- 
pean Instrumental — the  fastest  selling 
race  records  ...  all  this  on 

Oftfcfv    OcLoTV  Records 

OKEH  PHONOGRAPH  CORPORATION 

New  York  Distributing  Dizfisio>i 

15-17  West  18th  Street  New  York  City 


wise  did  a  most  satisfactory  business,  but  in 
this  store  the  business  was  consistent  through- 
out the  month  and  the  trade  for  the  few  days 
before  Christmas  was  scarcely  greater  than  that 
of  a  few  weeks  before  the  twenty-fifth.  Records 
of  all  types  and  languages,  including  album  sets, 
provided  a  large  percentage  of  the  month's  busi- 
ness. 

Portables  in  Demand  for  Gifts 

Miss  B.  B.  Steele,  manager  of  the  music  sec- 
tion of  Stern  Bros.,  department  store,  reported 
an  unusual  tendency  in  the  pre-holiday  buying 
season.  Starting  at  the  first  of  November  and 
continuing  until  the  fifteenth  of  that  month, 
buying  activity  in  talking  machines  and  records 
was  most  active.  It  then  slackened  and  did  not 
resume  the  expected  volume  until  the  beginning 
of  December,  when  a  steady,  consistent  business 
started,  which  continued  right  throughout  the 
month  with  the  usual  spurt  as  Christmas  drew 
near  entirely  lacking.  The  total  volume  was 
most  satisfactory  with  all  types  of  merchandise 
selling  well,  portables  and  album  sets  of  rec- 
ords being  in  special  demand.  Victor,  Lumiere 
and  Aristocrat  loud  speakers  also  sold  well. 
Wide  Interest  in  New  Edison  Record 

The  Buckley-Newhall  Co.,  carrying  the  New 
Edison  and  Victor  lines,  reported  sales  of  un- 
expected volume,  with  the  New  Edison  long- 
playing  phonograph  and  records  being  in  the 
greatest  demand. 

J.  C.  Lichterman  a  Daddy 

Jay  C.  Lichterman,  comptroller  of  the  Saul 
Birns'  chain  of  music  stores  in  the  metropolitan 
district,  is  the  proud  father  of  a  bouncing  boy, 
Irwin  Stanley,  who  arrived  in  time  to  enjoy  his 
first  Christmas  at  home. 


Atwater  Kent  Radio  Is 

Popular  With  Farmers 

In  a  comprehensive  survey  recently  made  by 
the  Farm  Journal,  a  national  publication  pub- 
lished in  Philadelphia,  the  popularity  of  Atwater 
Kent  radio  in  rural  communities  was  described. 
The  survey  includes  reports  from  nearly  39,00fl 
farmers  in  all  parts  of  the  country.  In  response 
to  a  questionnaire  it  was  found,  in  point  of  pres- 
ent ownership,  Atwater  Kent  radio  was  among 
the  most  popular  and  in  answer  to  the  question, 
"If  buying  another  set,  which  brand  or  make 
would  you  buy?"  the  Atwater  Kent  set  was  well 
in  the  lead.  In  radio  reproducers  it  was  found 
that  more  Atwater  Kent  radio  speakers  were  on 
farms  than  any  other  make.  The  Farm  Journal 
estimates  that  the  number  of  farms  now 
equipped  with  radio  is  nearly  one  million,  nearlv 
double  the  number  of  1925. 


Bremer-Tully  "B"  Battery 
Eliminator  Is  Introduced 

The  Bremer-Tully  Mfg.  Co.,  Chicago,  offers 
what  the  firm's  officials  believe  to  be  a  design 
in  "IT  battery  eliminators  that  will  be  gen- 
erally adopted  in  the  near  future.  There  are 
no  variable  resistances  and,  consequently,  no 
knobs  to  turn.  The  design  is  worked  out  so 
that  it  is  only  necessary  to  "plug  in"  as  directed 
on  a  chart  furnished  with  each  unit.  The  volt- 
ages delivered  are  correct  and  it  is  not  neces- 
sary to  guess,  according  to  the  manufacturer. 
A  Raytheon  rectifier  tube  is  used,  and  the  unit 
has  a  capacity  of  150  volts  at  60  milliamperc 
drain. 


Auditorium  Victrola 

Installed   in  Omaha 


Omaha,  Neb.,  January  4. — Public  interest  in 
Victor  talking  machines  and  records  was 
aroused  to  a  great  extent  last  month  through 
the  appearance  of  the  Auditorium  Orthophonic 
Victrola,  which  was  installed  atop  the  Wead 
Building  and  played  at  intervals  each  day  and 
night  for  a  period  of  two  weeks. 
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Farrand 


ELIMINATOR 


ALITY 


FOUR  months  ago  a  new 
product — TODAY  the  accept- 
ed standard  of  "B"  battery 
elimination.  There's  a  Farrand 
distributor  near  you.  Capital- 
ize on  the  ever-growing 
demand  by  ordering  NOW! 


FARRAND  MFG.  CO.,  INC.,  LONG  ISLAND  CITY,  N.  Y. 
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Interesting  Events  of 
the  Trade  in  Pictures 


Right:    "The  Big  Parade  of  Hits":  record  win- 
dow display  in  general  offices  of  the  Brunswick 
Co.,  Chicago,  that  attracted  icide  attention 


Above:   Allan  McQuahe.  Aticater  Kent  radio 
artist  and  opera  star,  singing  from  Stone  Moun- 
tain  to   crouds    below   prior   to  broadcasting 
from  radio  station  W  SB,  Atlanta 


Abate:     Camera  department,  Lyon  &  Healy 
store,  Chicago,  where  B.  &  H.  Filmo  cameras 
are  featured 


Left:  Fada  radio  ex- 
hibit of  L.  C.  Warner 
&  Co.,  Portland.  Ore., 
at  Northwest  Radio 
Trades  Exposition 
held  recently  in  that 
city 


Above:  Eye-arresting  Aticater  Kent  window  display  of 
ITm.  Taylor  Son  &  Co.,  Cleveland,  O. 


Above:  How  Rochester  Gas  &  Elec.  Co.  features  the  Stromberg-Carlson  line 


it* 


Right :  An 
RCA  Display 
of  St.  Marks 
Music  Studio. 
Brooklyn,  N. 
Y.,  that  in- 
creased sales 
for  that  re- 
tail store 


Sf!)f 


AN  ARTISTIC  RADIO  WINDOW 

PHILADELPHIA,  PA.,  January  6. — One  of  the  most  attractive  window 
displays  devoted  to  radio  seen  in  this  city  in  a  long  time  was  that  of  the 
local  John  II  anamaker  store  here,  in  which  the  "millionth"  Aticater  Kent 
radio  set  was  exhibited  to  the  public  in  an  artistic  setting.  The  entire  win- 
dow on  the  Chestnut  street  side  mis  given  over  to  the  display,  the  center  of 

which  was  the  radio  set,  as  may  be  seen  b\  a  glance  at  the  accompanying 
illustration.  A  photograph  of  A  itwater  Kent,  founder  of  the  radio  manu- 
facturing company  bearing  his  name,  and  a  placard  giving  the  "story"  of 
the  si  t  shown,  completed  the  foreground  of  the  display,  while  an  artistic 
background  of  rich  draperies  formed  a  harmonious  setting.  The  windows 
of  the  II  anamaker  store  are  usually  given  over  to  displays  of  art  products. 
Oriental  rugs,  original  paintings,  etc  .  and  because  of  this  policy  the  exhibit 
of  the    1 1  it  liter  Rent  radio  was  significant  and  attracted  wide  attention. 
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Factors  That  Brought  an  Outstanding 

Success  to  a  Portable  Manufacturer 

"Confidence  Plus  Common  Sense"  Is  the  Slogan  Upon  Which  O.  L.  Prime,  President  of  Carryola 
Co.,  Started  the  Business  and  Following  It  Has  Brought  Success 


Under  the  heading  "Producing  200,000  Port- 
ables in  a  Single  Year,"  H.  D.  Leopold,  adver- 
tising and  sales  promotion  manager  of  the  Carry- 
ola Co.  of  America,  Milwaukee,  gives  the  fol- 
lowing interesting  resume  of  Carryola  activities 
the  past  few  years  and  the  company's  plans  for 
the  coming  year:  Confidence  plus  ordinary 
common  sense  will  carry  you  most  anywhere 
you  want  to  go.  Three  years  ago  had  one  fore- 
cast that  some  day  a  single  manufacturer  would 
develop  an  annual  outlet  for  200,000  portable 


turing  experience  that  the  Carryola  Co.  was 
formed. 

Starting  just  two  and  one-half  years  ago  in 
part  of  the  Prime  plant,  the  first  portable  was 
developed.  Mr.  Prime  and  his  associates  had 
much  to  learn  about  this  new  business,  and  they 
proceeded  slowly.  At  the  end  of  fourteen 
months  the  volume  had  outgrown  the  original 
plant,  and  a  fine  new  daylight  factory,  with 
60,000  square  feet  of  floor  space,  was  purchased. 

During  the  past  year  an  average  of  approx- 
imately 600  portables  have  been  built  every  busi- 
ness day.  Plans  for  1927  are  even  more  am- 
bitious, and  it  is  almost  an  assured  fact  that 
during  the  latter  part  of  the  new  year  the  plant's 
capacity  (2,000  instruments  per  day)  will  be 
taxed. 

To  become  the  world's  largest  portable  manu- 
facturer in  two  years  is  a  man-sized  job.  It 
required  endless  hard  work,  and  the  develop- 
ment of  a  real  sales  organization.  In  direct 
charge  of  this  part  of  the  operation  is  Don  T. 
Allen,  vice-president  of  the  Carryola  Co.  and 
of  the  Prime  Mfg.  Co.  Mr.  Allen  is  to-day  one 
of  the  outstanding  personalities  in  the  industry, 
and  he  is  known  from  coast  to  coast  among  the 
trade.  He  is  a  real  student  of  matters  phono- 
graphic, and  his  guiding  genius  has  contributed 
much  to  the  present  position  now  enjoyed  by 
Carryola. 

Harry  G.  Wild,  secretary  and  treasurer  of 


Don  T.  Allen 

manufacturing  superintendent;  H.  K.  Drotning, 
engineer  and  inventor,  and  Gene  R.  Driscoll, 
special  representative,  men  of  ability  and  wide 
experience  in  the  field. 


World-Famous  Artists  in 

Atwater  Kent  Concerts 


O.  L.  Prime 

phonographs  such  statement  would  have  brought 
a  broad  grin  from  practically  the  entire 
industry.  To-day  you  could  run  your  1927  pre- 
diction to  300,000  without  causing  a  ripple. 

Retail  music  merchants  today  have  discovered 
an  astounding  market  for  portable  phonographs. 
They  find  this  small  musical  instrument  a  year- 
round  seller,  producing  gratifying  results  and 
additional  record  volume  that  heretofore  was 
almost  completely  overlooked.  Nineteen  hun- 
dred and  twenty-six  marked  the  first  real  mile- 
stone in  large-scale  portable  selling.  During 
this  period  the  Carryola  Co.  of  America  has 
shown  a  70  per  cent  gain  over  the  previous 
twelve  months.  Its  production  has  advanced 
steadily  and  consistently,  with  less  than  a  10 
per  cent  variation  between  months,  until  at  the 
close  of  1926  it  totaled  200,000  instruments. 

As  stated  originally,  "Confidence  plus  ordi- 
nary common  sense  will  carry  you  most  any- 
where you  want  to  go."  It  was  upon  these 
premises  that  O.  L.  Prime,  president  of  the 
Carryola  Co.,  started  his  portable  business.  For 
years  he  has  been  successful  as  a  manufacturer 
of  railroad  supplies,  operating  the  Prime  Mfg. 
Co.,  and  it  was  upon  the  basis  of  this  manufac- 


Huge  Plant  Devoted  to  Carryola  Production 


both  companies,  is  an  experienced  manufactur- 
ing executive  and  is  an  active  member  of  the 
directorate. 

The  Carryola  organization,  is  rounded  out  by 
George  P.  Hough,  sales  manager;  Fred  Busche, 


The  Atwater  Kent  radio  hours  since  the  last 
issue  of  The  Talking  Machine  World  offered  ex- 
ceptional talent.  Mme. 
Ernestine  Schumann- 
Heink,  contralto,  on 
December  9,  present- 
ed a  program  of  real 
enjoyment.  Appearing 
with  Mme.  Schumann- 
Heink  on  the  program 
was  Miss  Florence 
Hardeman,  violinist. 
The  hour  on  Decem- 
ber 26  was  fittingly 
devoted  to  a  Christ- 
mas program  b  y 
Betsy  Lane  Shepherd, 
soprano;  Elsie  Baker, 
contralto;  Arthur 
Hackett  -  Granville, 
tenor,  and  William 
Simmons,  baritone, 
assisted  by  the  At- 
water Kent  Orches- 
contralto,    and  Louise 


tra.  Louise  Homer, 
Homer  Stires,  soprano,  presented  the  first  pro- 
gram of  the  new  year.  January  9  Edward  John- 
son, tenor;  Editha  Fleischer  and  the  Atwater 
Kent  Orchestra,  were  the  artists. 


METAL  DIAPHRAGMS 

Our  first  Metal  Diaphragm  was  Patented  May  8th,  1900,  and  used  by  one  of  the  largest 
Talking  Machine  Companies  and  we  have  been  making  them  ever  since. 

We  are  also  makers  of 

The  MOBLEY  REPRODUCERS 

Used  by  some  of  the  leading  manufacturers. 
We  shall  be  pleased  to  take  care  of  your  requirements  in  this  line. 

MOBLEY  MANUFACTURING  CO. 

ROSLYN,  PA. 
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"Nothingness  of  Vacuum  Tube  Its  Most 

Important  Feature,"  Says  Dr.  Goldsmith 

Chief  Broadcasting  Engineer  of  the  Radio  Corp.  of  America  Gives  Interesting  and  Instructive 
Story  of  Importance  and  Functions  of  the  Modern  Vacuum  Tube 


•Much  ado  about  nothing"  was  the  title  given 
by  Shakespeare  to  one  of  his  famous  plays. 
Yet  the  venerable  Bard  of  Avon,  had  he  lived 
to-day,  could  have  found  no  better  title  with 
which  to  label  the  modern  vacuum  tube.  The 
very  nothingness  of  the  vacuum  tube  is  its  most 
important  feature;  for  without  the  vacuum  this 
device  could  not  be;  and  without  a  high  degree 
of  vacuum,  or  virtually  nothing,  a  good  vacuum 
tube  is,  in  general,  quite  impossible. 

Now  in  order  to  get  a  true  picture  of  the 
vacuum  tube  and  its  work  let  us  start  with  an 
analogy.  Consider,  if  you  will,  a  dam,  impound- 
ing millions  of  gallons  of  water.  At  one  side 
there  is  a  spillway,  together  with  a  system  of 
floodgates.  A  man,  through  the  agency  of  a 
lever,  can  readily  control  the  flow  of  water  over 
the  spillway,  from  a  mere  trickle  to  a  compet- 
itor of  Niagara. 

In  the  vacuum  tube  we  have  precisely  the 
same  state  of  affairs,  although  in  electrical  rather 
than  mechanical  form.  There  is  a  vast  quan- 
tity of  electricity  impounded  in  the  tube  fila- 
ment and  ready  to  pour  forth  when  the  filament 
is  heated.  The  flow  of  electricity  is  from  the 
heated  filament  over  to  a  cold  surface  of  metal 
called  the  plate.  However,  this  electrical  spill- 
way is  controlled  by  a  floodgate  in  the  form  ot 
a  screen  or  mesh  of  wire  placed  between  the 
filament  and  plate  and  known  as  the  grid.  The 
slightest  variation  in  electrical  charge  on  the 
grid  immediately  controls  the  flow  of  electricity 
from  filament  to  plate. 

Just  how  the  vacuum  tube  accomplishes  all 
this  is  a  much  longer  story.  Everybody  knows, 
first  of  all,  that  water  can  be  boiled.  What 
happens?  Well,  the  water  is  converted  into  an 
invisible  vapor  and  disappears  in  the  air.  Like- 
wise, almost  everybody  knows  that  camphor, 
left  about  the  house  at  ordinary  temperatures, 
will  eventually  disappear.  Why?  Because  the 
camphor  has  evaporated— tiny  particles  of  cam- 
phor have  been  flung  into  the  air  to  permeate 
it  with  the  strong  odor  which  drives  off  moths. 

Few  persons,  however,  know  that  electricity 
can  be  boiled  out  of  hot  metals.  Yet  such  is  the 
case.  A  metal  wire,  such  as  tungsten,  when 
heated  to  incandescence  will  liberate  tremendous 
quantities  of  tiny  electrical  charges,  forming  a 
veritable  fog  or  mist  of  infinitesimal  projectiles, 
called  electrons,  which  leave  the  wire  in  all  di- 
rections. 

So  here,  then,  we  have  an  electrical  reservoir, 
■a  spillway,  floodgates  and  the  operating  lever. 
Just  as  water  flows  over  the  spillway  and  down 
the  valley,  .so  electrical  charges  or  electrons 
can  flow  out  of  the  hot  filament  and  over  to  the 
cold  plate  in  the  vacuum  tube,  provided  two 
things  occur:  First,  that  the  space  between  con- 
tains only  almost,infinitesimal  quantities  of  gas; 
otherwise  stated,  it  must  be  a  high  vacuum,  for 
otherwise  the  electrical  particles  or  electrons 
will  collide  with  the  remaining  particles  of  gas 
and  cause  a  serious  deterrent  action.  Secondly, 
that  the  plate  of  metal  be  in  proper  electrical 
condition  to  attract  the  electrical  charges  to 
itself.  We  keep  the  plate  in  this  proper  condi- 
tion by  shaping  and  placing  it  properly  and  by 
connecting  it  to  one  side  of  an  electrical  source 
in  the  form  of  a  B-battery  or  B-eliminator 
(socket  power  device).    The  filament,  on  the 


other  hand,  is  heated  by  means  of  current  from 
the  A-battery  or  A-eliminator. 

Thus  we  have  established  a  constant  stream 
of  electrical  particles,  quite  invisible  yet  very 
real,  across  the  vacuum,  or  from  the  heated  fila- 
ment to  the  cold  plate,  while  from  the  latter 
the  electrical  particles  in  the  form  of  electric 
current  can  flow  out  of  the  tube.  We  have, 
therefore,  an  electrical  Niagara. 

But  how  are  we  to  control  this  electrical 
Niagara?    What  is  to  correspond  to  the  sys- 


Testing  Tubes  With  Battery  Eliminators 

lem  of  floodgates  and  the  control  lever  of  the 
dam?  The  solution  is  offered  by  the  grid.  It 
was  discovered  some  years  ago  that  an  open- 
work structure  of  metal  could  be  placed  between 
the  filament  and  the  plate,  so  that  very  trifling 
changes  in  its  electrical  condition  would  greatly 
change  the  stream  of  electrons  passing  from  the 
filament  to  the  plate.  Here,  then,  we  have  a 
potent,  instantly  responsive  electrical  control 
mechanism.  The  most  minute  electrical  charges 
impressed  upon  the  grid,  even  at  a  tremendous 
rate  of  speed  such  as  radio  frequencies  with 
millions  of  changes  per  second,  cause  much 
greater  yet  substantially  identical  changes  in 
the  electronic  stream. 

A  vacuum  tube,  therefore,  comprises  (1)  a 
filament;  (2)  a  plate;  (3)  a  grid;  (4)  a  glass 
envelope  or  bulb;  (5)  a  base  with  prongs  or 
contact  pins  for  external  connections.  The 
functions  of  these  members  are  obvious  from 
what  has  gone  before. 

In  a  general  way,  then,  what  are  the  re- 
quirements of  each  of  these  members?  Well, 
taking  the  filament  first,  here  is  a  member  which 
must  be  a  copious  emitter  of  electrons  at  rea- 
sonable temperatures  to  ensure  long  and 
economical  life.  The  lower  the  operating  tem- 
perature of  the  filament,  the  less  the  cost  of 
maintaining  the  filament  lighted,  because  of  the 
lowered  battery  drain.  Originally,  chemically 
pure  tungsten  was  considered  an  ideal  filament 
material,  but,  as  will  appear  later  in  this  article, 
a  brilliant  scientific  inspiration  led  to  a  better 
substance  for  tube  filaments. 

The  plate  and  the  grid  must  be  precise  in 


dimensions  and  most  carefully  mounted  in  ex- 
act relation  to  each  other  and  the  filament. 
The  necessarily  delicate  filament — it  can  hardly 
be  seen  except  when  lighted — must  be  deli- 
cately mounted  so  as  not  to  vibrate  or  shake  / 
from  powerful  sound  waves  of  a  nearby  loud- 
speaker. Otherwise,  the  tube  is  "microphonic." 
The  plate  and  the  grid  must  be  scrupulously 
clean,  so  that  they  cannot  give  off  gas  or  impuri- 
ties to  interfere  with  the  operation  of  the  tube. 

The  leading-in  wires  passing  through  the 
glass  must  be  of  a  kind  that  will  not  expand 
or  contract  at  a  different  rate  from  that  of  the 
surrounding  glass.  If  the  expansion  should  be 
too  rapid,  the  surrounding  glass  will  crack;  if 
slower,  a  leak  will  be  formed  and  the  vacuum 
jeopardized.  A  cleverly  conceived  bi-metallic 
wire,  known  as  dumet,  is  used  for  the  best 
vacuum,  tubes,  ensuring  a  tight  seal  at  all 
times. 

The  glass  employed  in  the  making  of  tubes 
must  be  of  a  special  kind  to  permit  of  ready 
working  in  automatic  machines,  yet  sufficiently 
tough  to  withstand  hard  usage.  Every  piece  of 
glass  is  rigidly  inspected  before  it  is  admitted 
to  the  manufacturing  process. 

The-  base  must  be  of  strong  moulded  insu- 
lating material,  so  as  to  hold  the. contact  pins 
or  prongs  in  exact  relative  position.  Even  so 
humble  a  factor  as  the  contact  pin  must  be 
held  to  within  thousandths  of  an  inch,  so  as  to 
guarantee  interchangeability  in  any  socket. 

To  get  the  air  out  of  the  tube,  unique  methods 
have  had  to  be  evolved.  Pumping  alone  could 
not  achieve  the  high  vacuum  in  a  sufficiently 
thorough  and  rapid  manner  to  meet  the  demand 
for  millions  upon  millions  of  vacuum  tubes. 
Here,  again,  a  clever  inspiration  has  provided 
what  is  in  reality  a  vapor  broom.  Now  the 
housewife  would  hesitate  to  sweep  a  room  with 
a  metallic  fog.  Certainly  a  husky  broom  would 
be  preferred.  Yet  vacua  are  swept  with  a  me- 
tallic fog.  A  small  quantity  of  suitable  chemi- 
cal, called  the  "getter,"  is  placed  in  the  tube  at 
the  time  of  assembly.  Following  the  sealing 
operation,  when  the  vacuum  pumps  have  done 
their  best  in  the  time  allotted  to  them  in  quan- 
tity production,  this  "getter"  is  vaporized,  in 
which  form  it  combines  with  the  remaining  gas 
atoms  and  finally  condenses  on  the  cool  glass 
wall.  And  so  the  bright  silvery  coating  we  see 
on  the  vacuum  tube  is  the  sign  of  good  house- 
keeping on  a  minute  scale.  It  signifies  that 
the  tube  has  been  swept  clean. 

All  of  which  means  that  the  vacuum  tube, 
apparently  so  simple,  is  really  a  highly  com- 
plicated device.  Mechanically,  it  involves  a 
whole  series  of  problems,  from  the  making  of 
the  parts  to  their  assembly  into  the  most  in- 
tricate groups,  covering  them  with  a  glass  en- 
velope, and  securing  a  high  vacuum  and  per- 
fect seal,  together  with  basing.  From  the  elec- 
trical standpoint,  the  vacuum  tube  involves  deli- 
cate values  which  must  be  met  and  maintained 
despite  the  call  for  volume  production.  From 
the  production  standpoint,  the  vacuum  tube 
takes  its  place  with  the  finest  kind  of  precision 
work  found  in  any  other  field,  together  with  a 
volume  that  is  truly  stupendous.  American  in- 
dustry has  scored  no  greater  achievement  than 
the  making  of  millions  upon  millions  of  vacuum 
tubes  each  vear. 


Ralph  B.  Austrian,  vice-president  of  the  R. 
B.  Rose  Co.,  which  operates  a  chain  of  radio 
sections  in  department  stores,  recently  left 
New  York  for  an  extended  trip,  visiting  the 
various  branches  of  the  company  and  looking 
over  possible  new  outlets. 


VAN   VEEN   SOUNDPROOF  BOOTHS 

are  more  necessary  than  ever  before.  You  cannot  demonstrate  the  wonderful  volume  and 
beauty  of  tone  of  the  improved  talking  machine  and  records  without  booths.  The  new  in- 
strument has  unlimited  possibilities.    Meet  it  half  way  by  adequate  demonstration. 

Complete  equipment  for  musical  merchandise 
dealers.      write    for    details    and  catalogue. 


VAN  VEEN  &  COMPANY,  Inc. 


313-315  East  31st  Street,  New  York  City 

PHONE  LEXINGTON  9956-2163 
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for  a  better  tone 


A7o.  90  Military  Extra  Loud  Re- 
producer with  E-l  Compo  Brass 
and  Copper  Arm 


Every  Owner  of  an  Old  Style 
Phonograph  Needs  This  Combination! 


Dealers,  jobbers  and  manufacturers !  New 
tones  for  thousands  of  old  and  new  phono- 
graphs! What  a  profit  opportunity!  The  New 
No.  90  Military  Oro-Phone  makes  possible  the 
reproduction  of  every  variety  of  music.  All 
the  brilliance,  sparkle  and  solidity  of  military 
band,  performance — all  the  delicacy  and  loveli- 
ness of  the  soprano  voice — are  reproduced  with 
a  fidelity  and  beauty  that  is  astonishing. 

There  is  no  chattering  or  vibration — no  muf- 
fled tones  or  lack  of  power — every  note  in  the 
musical  scale  is  reproduced  with  full-throated 
volume.    Combined  with  the  No.  E-l  compo 


brass  and  copper  arm  or  C-l  all  brass  arm,  the 
Military  Oro-Phone,  with  Oro-Alloy  metal 
diaphragm,  will  enable  you  to  supply  your 
trade  with  the  means  of  securing  that  much- 
desired  rich  quality  of  reproduced  music. 

No.  E-l  Compo  Arm  8y2  or  lO^-inch  length 
List  $5.00  nickel ;  $7.50  gold 

No.  90  New  Military  Oro-Phone  Reproducer 
List  $7.50  nickel;  $10.00  gold 

Further  details  regarding  the  New  Military 
Oro-Phone  will  be  sent  immediately  upon  re- 
quest. 


The  Standard  Oro-Phone  Reproducer  with 
the   Oro-Tone   C-l   All  Brass   Tone  Arm 

The  original  No.  0-76  Oro-Phone  reproducer,  when  used  as  a  single  unit  or  with  the  C-l  or  E-l 
curved  arm,  is  the  most  ideal  combination  for  the  true  music  lover  who  appreciates  and  demands 
delicacy  and  beautiful  modulation  in  reproduced  music. 

Both  C-l  and  E-l  curved  arms  are  of  air-tight  gradual  taper  design  and,  like  all  Oro-Tone  prod- 
ucts, are  guaranteed  unreservedly.  The  Oro-Tone  and  Oro-Phone  combinations  meet  every  re- 
quirement necessary  to  supply  the  ultra-fine  quality  of  reproduced  music  so  much  in  demand. 
Your  opportunities  for  greatly  increased  profits  on  these  combinations  are  unlimited.  Our  splen- 
did proposition  is  of  tremendous  interest  to  everyone  in  the  music  trade.    Write  for  it. 


No.  C-l  Brass  Arm  I0y2  inch  length  only 
List  $7.50  nickel;  $10.00  gold 


No.  0-76  Oro-Phone  Reproducer 
List  $7.50  nickel;  $10.00  gold 


The  ORO-TONE  COMPANY 

1010  George  Street,  CHICAGO,  ILL. 
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The  Talking  Machine  World  Staff  Participates  in  Annual  Frolic 


The  annual  dinner  of  the  executive,  editorial 
and  sales  staffs  of  Edward  Lyman  Bill,  Inc., 
and  divisional  companies,  publishers  of  The 
Talking  Machine  World  and  other  business 
publications,  was  held  at  the  Twin  Oaks  res- 
taurant on  December  17.  About  fifty  attended 
the  get-together  and  the  evening  was  given 
over  to  dining,  several  contests  successfully 
designed  to  add  to  the  general  merriment  and 
to  a  program  of  entertainment  to  which  the 
talented  members  of  the    various    staffs  con- 


tributed with  Paul  Specht  and  His  Twin  Oaks 
Orchestra  who  entertain  at  this  restaurant  and 
who  volunteered  their  services,  and  the  Record 
Boys,  vocal  trio. 

There  were  a  few  timely  words  spoken  by 
the  officers  of  the  company,  but  no  speeches  in 
the  accepted  sense  of  the  word.  Instead  a  num- 
ber of  contests  participated  in  by  members  of 
each  of  the  ten  papers  published  by  the  or- 
ganization. The  first  a  harmonica  contest,  on 
Hohner  Marine  Band  harmonicas,  brought  forth 


talent  that  had  been  unsuspected;  another  a 
tire-pumping  contest,  in  addition  to  showing  up 
"skill,"  also  brought  weariness  to  several  of  the 
contestants. 

In  brief,  the  gathering  was  voted  the  most 
successful  of  the  many  annual  get-togethers  of 
the  Edward  Lyman  Bill  organization  and  should 
the  attendance  of  staff  members  increase  at  the 
rate  that  it  has  during  the  past  few  years, 
Madison  Square  Garden  will  eventually  house 
the  annual  banquet. 


Empironic  Sound  Box  and 

Tone  Arm  Wins  Praise 

Cleveland,  O.,  January  5. — The  Empire  Phono 
Parts  Co.,  of  this  city,  one  of  the  pioneer  manu- 
facturers of  tone  arms  and  sound  boxes,  has 
been  receiving  many  letters  of  praise  from 
manufacturers  and  dealers  in  connection  with 
the  company's  new  product  which  was  intro- 
duced recently.  The  Empironic  sound  box  and 
drawn  brass  tone  arm  have  already  won  the 
approval  of  the  industry  generally,  and  W.  J. 


McNamara,  president  of  the  company  and  one 
of  the  veterans  of  the  industry,  is  responsible 
for  this  latest  development  in  the  activities  of 
the  Empire  Phono  Parts  Co. 

The  Empironic  tone  arm  is  made  of  drawn 
brass,  the  large  elbow  being  one  piece.  It 
has  a  ball-bearing  base  and  is  air  tight,  being 
perfected  under  the  direct  supervision  of  Mr. 
McNamara  and  embodying  the  company's  ex- 
tensive experimental  activities  curing  the  past 
few  years. 

The  Empironic  reproducer  represents  the  lat- 
est development  in  the  new  type  of  sound  box 


and  its  various  constructional  features  are  pat- 
ented. The  first  announcement  of  the  new  prod- 
uct resulted  in  the  receipt  of  good-sized  orders 
from  all  parts  of  the  country,  as  well  as  abroad, 
and  the  Empire  Phono  Parts  Co.  is  preparing 
for  a  banner  year. 

Fine  Christmas  Gifts 

Distributed  to  Trade 

Gross-Brennan,  Inc.,  342  Madison  avenue. 
New  York,  and  New  England  representative  for 
Stromberg-Carlson  products,  played  Santa  Claus 
this  year  to  its  many  friends  in  the  industry  by 
mailing  to  each  one  an  exceptionally  attractive 
desk  set,  comprising  an  onyx  stand  with  two 
handsome  fountain  pens. 

The  Claremont  Waste  Mfg.  Co.,  Claremont. 
N.  H.,  manufacturer  of  cotton  flocks,  presented 
to  its  many  friends  in  the  trade  at  Christmas- 
time a  very  handsome  perpetual  calendar  and 
desk  pad. 

The  Blackmail  Talking  Machine  Co.,  New 
York,  Victor  wholesaler,  in  accordance  with  its 
usual  custom,  presented  this  year  a  practical 
and  attractive  leather  billfold  accompanied  by  a 
timely  and  appropriate  Christmas  greeting. 


Fada  Issues  Letter  Series 


A  series  of  letters  for  radio  dealers,  to  use 
in  a  direct-mail  campaign  has  been  prepared  by 
L.  C.  Lincoln,  advertising  manager  of  F.  A.  D. 
Andrea,  Inc.,  New  York.  The  series  is  available 
to  all  Fada  radio  franchised  dealers  and  is  de- 
signed to  appeal  to  women  as  well  as  men  who 
are  logical  prospects  for  radio. 


O.  L.  Moise  With  Wurlitzer 


O.  L  Moise  was  recently  added  to  the  sales 
staff  of  the  talking  machine  and  radio  section 
of  the  Wurlitzer  store,  San  Francisco,  Cal.  Mr. 
Moise  formerly  conducted  a  radio  service  busi- 
ness in  Stockton,  Cal. 


2  Sales — for  the  Effort  of  1 

Easier  Demonstrations  of  Sets  Mean 
More  Sales  and  Profits 


Can  you  demonstrate  any  radio  set  in  your  shop  in 
five  seconds — each  demonstration  using  the  same  bat- 
teries, ground  and  aerial?  This  is  easily  and  quickly 
done  when  your  demonstrators  are  equipped  with  the 
Type  B.  P.  Jones  MULTI-PLUG  Socket,  and  your 
master  batteries,  aerial,  and  ground  are  equipped  with 
the  Type  B.  P.  Jones  MULTI-PLUG.  Practical,  quick 
demonstrations  are  what  make  quick  set  sales  for  you. 

Sell  Them  a  MULTI-PLUG  Too 

2  sales  for  the  effort  of  1 — because  they  will  quickly 
buy  a  Type  B.  P.  Jones  MULTI-PLUG  because  they 
see  It  demonstrated  at  the  same  time  as  the  set.  This 
means  more  sales  and  profits — thanks  to  the  Jones 
MULTI-PLUG. 

Equip  your  demonstrators  with  the  Type  B.  P.  •  Jones 
MVI.T1-PLUG.     Write  for  full  information  today. 

MULTIr^LUG 

THl  STANDAj&^J^fJCONNECTOR 

Trade  Mark  Registered  U,  S.  Patent  Office. 

HOWARD  B.  JONES 

618  S.  Canal  St.  CHICAGO,  ILL. 


Type  B.  P. 

The  socket  wires  lead  from  the 
binding  post  of  any  set.  The  plug 
wires  lead  to  the  A  and  B  batteries 
and  ground  and  aerial  wires.  Seven 
connections  in  one  by  the  use  of 
one  master  plug. 
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You  Can  Sell  this  Set 
with  Complete  Assurance 


SLAGLE  RADIO  SETS  are  good. 
Thousands  of  our  old  and  new 
customers  have  told  us  so.  We  do 
everything  that  14  years  has  taught 
us  about  building  good  sets.  Every 
set  is  carefully  tested  "on  the  air."  It 
gives  perfect  reception  when  it  leaves 
our  plant. 

Note  the  thick,  cast-aluminum  shield- 
ing used  by  Slagle.  Each  unit  com- 
pletely protected  from  the  others  and 
from  the  outside.  Cleaner,  sharper 
tuning;  purer  tone  values;  more  satis- 
factory operation  all  around.  This 


beautiful  job  is  thoroughly  charac- 
teristic of  Slagle  workmanship. 

The  Slagle  "hook-up,11  complete  in- 
ternal shielding,  plus  careful  work 
and  expert  inspection  guarantee  ex- 
tremely smooth,  quiet  operation,  and 
perfectly  natural  tone  with  any  de- 
sired volume. 

Because  it's  built  right,  it  works 
right,  and  gives  your  customers  a 
brand  of  service  that  keeps  them 
loyal  to  you.  We  have  a  real  propo- 
sition for  energetic  dealers.  Let  us 
tell  you  all  about  it. 


SLAGLE  RADIO  COMPANY,  Fort  Wayne,  Indiana 

High,  Qrade  Sets  Since  1911 
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Estimate  That  $28,000,000  Worth  of  Radio 
Apparatus  Was  Sold  in  Northwest  in  1926 

Survey  Made  by  Northwest  Radio  Trade  Association  Gives  Interesting  Figures — Victor  Audi- 
torium Orthophonic  Instrument  to  Make  Tour  of  Territory — News  of  the  Trade 


St.  Paul  and  Minneapolis,  Minn.,  January  7. — 
Twin  City  music  dealers  are  celebrating  the 
new  year  with  hopeful  predictions.  Chief  among 
the  optimists  is  Charles  Hicks,  manager  of  the 
George  C.  Beckwith  Co.,  who  is  enthusiastic 
over  the  sales  possibilities  of  the  Victor  Ortho- 
phonic.  Beckwith  headquarters  have  mapped 
out  a  quota  system  of  a  20  per  cent  increase 
in  1927  over  the  past  year  and  salesmen  will 
have  to  meet  a  minimum  requirement. 

The  huge  Victor  Auditorium  Orthophonic  in- 
strument will  soon  start  on  a  tour  of  the  North- 
west territory.  The  Dayton  Co.  will  exhibit  it 
next  week  and  the  Beckwith  Co.  intends  to 
place  it  on  the  roof  of  the  building  that  houses 
the  Auto  Show.  This  event  is  scheduled  for 
February  S  to  10. 

A.  R.  Bloom,  formerly  assistant  to  the  Beck- 
with sales  manager,  has  rejoined  the  firm  as 
contact  and  sales-promotion  man,  principally  in 
the  Twin  City  area. 

The  Majestic  Music  Shop,  which  is  one  of  the 
most  progressive  of  Minneapolis  retail  stores, 
has  been  added  to  the  Beckwith  books  as  a  Vic- 
tor record  outlet. 

R.  C.  Coleman,  head  of  the  radio  division  of 
the  Beckwith  Co.,  reports  a  wonderful  business 
done  on  both  the  Federal  and  Mohawk  lines. 
Many  new  accounts  have  been  opened.  The 
Beckwith  Co.  has  been  appointed  distributor  in 
the  Northwest   territory   for  Sandar  speakers. 

Helen  D.  Beggs  has  no  complaint  to  make  of 
1926  and  said  Columbia  wound  up  the  year  with 
a  splendid  Christmas  business.  W.  C.  Fuhri, 
vice-president  and  general  manager  of  Columbia, 
was  in  Minneapolis  during  the  holiday  week. 
Other  visitors  were  George  Compton,  of  Sioux 
Falls,  S.  Dak.;  Mr.  Staley,  of  Harlowtown, 
Mont.,  and  Arthur  Shapiro  from  International 
Falls. 

"It  would  have  been  a  rash  prophecy  a  year 
ago  to  state  that  Panatrope-Radiolas  would  be 
delivered  in  carload  lots  direct  to  a  retail  dealer 
in  an  American  city  the  size  of  Minneapolis,  with 
not  a  single  machine  below  $1,000  in  list  price, 
yet  such  has  come  to  pass,"  said  E.  F.  O'Neill, 
Brunswick  district  manager.  "The  reason  has 
been  the  remarkable  improvement  within  the 


industry  with  its  reflection  in  reawakened 
public  interest  as  demonstrated  by  purchases  of 
big  units. 

"  'To  him  who  hath  shall  be  given  and  from 
him  who  hath  not  it  shall  be  taken  away,'  will 
hold  good  in  1927.  The  big  man  will  grow  and 
the  small  man  will  shrink.  Gone  are  the  days 
for  parasiting  on  the  business  with  an  agency 
and  a  catalog.  The  business  will  be  good  to 
those  who  watch  and  work  and  go  after  the  big 
combination  sales  units,  not  with  dizzy  fore- 
bodings but  with  a  knowledge  of  products  and 
methods.  More  work,  knowledge  and  endeavor 
on  bigger  units  than  ever  and  1927  will  beat 
1926  positively." 

Dave  Roden,  who  for  a  number  of  years  was 
in  charge  of  the  phonograph  and  radio  depart- 
ment at  Powers  Mercantile  Co.,  has  joined  the 
Balkite  Co.  and  will  assist  Thomas  Hoy,  who  is 
Northwest  representative. 

Approximately  $14,000,000  worth  of  radio  sets 
and  $14,000,000  worth  of  radio  accessories,  ap- 
proximating a  total  retail  value  of  $28,534,335, 
were  sold  during  1926  by  radio  distributors, 
according  to  a  survey  just  completed  by  the 
Northwest  Radio  Trade  Association. 

Twin  City  jobbers  increased  their  sales  of  sets 
during  1926  40  per  cent  over  1925.  The  value  of 
these  sets  was  40  per  cent  greater  than  during 
the  preceding  year.  Twin  City  jobbers  and 
manufacturers  supplied  73  per  cent  of  all  radio 
apparatus  sold  in  the  Northwest  during  1926. 

The  number  of  radio  jobbers  in  the  North- 
west has  increased  from  50  to  67.  The  number 
of  radio  dealers  in  the  Twin  Cities  has  doubled 
during  the  past  year. 

Total  value  of  goods  sold  in  the  Northwest 
in  1926:  Number  of  sets,  126,950;  retail  value, 
$14,347,520;  value  of  parts  and  accessories,  $14,- 
206,613. 

It  is  estimated  that  the  following  percentages 
of  homes  had  radio  tube  sets  on  January  1  : 
Twin  Cities  and  Duluth,  22  per  cent;  towns  and 
smaller  cities,  18  per  cent;  farm  homes  in  North- 
west, 14  per  cent.  The  average  retail  price  paid 
by  residents  of  the  Northwest  for  their  radio 
sets,  less  accessories,  in  1926  was  $112.20  as 
compared  to  $102.03  in  1925.    This,  indicates  that 


Imperial 

Phonogrands 

are  equipped  with  our  NEW  TRIPAR- 
TITE AMPLIFIERS. 

Three  scientifically  proportioned  and  de- 
signed Tone  Chambers  combine  in  one 
Unit. 

They  will  please  the  Dealer  who  is  looking 
for  volume  Reproduction  without  sacrificing 
quality. 

PHONOGRANDS  MAKE  SELLING 
EASIER. 

The  Tone,  the  Quality  and  the  Prices  are 


right. 


IMPERIAL  MODEL 
46"  High,  24"  Wide,  22"  Deep. 
List  Price,  $150.00 


Send  for  Catalog  and  Prices 


FOREIGN     INQUIRIES  SOLICITED 


Phonoyraiid  Division 

FUEHR  &  STEMMER  PIANO  CO. 

1934  Wentworth  Avenue  Chicago,  111.,  U.  S.  A. 

Musical  Instrument  Builders  for  2!>  years 


better  sets  are  being  purchased  than  in  1925. 

Country  dealers  purchased  approximately  85 
per  cent  of  the  radio  apparatus  sold  by  Twin 
City  jobbers.  The  total  population  of  the  Twin 
City  trade  territory  is  about  7,500,000,  1,500,000 
of  these  living  within  a  radius  of  fifty  miles  of 
the  Twin  Cities,  and  the  remainder  in  the  coun- 
try territory.  The  sale  of  radio  accessories — 
tubes,  B  batteries,  B  eliminators,  battery  charg- 
ers, loud  speakers,  A  batteries,  etc.— has  become 
a  more  important  part  of  the  business  than  ever 
before,  equaling  the  sale  of  sets  in  volume.  B 
eliminator  sales  show  an  increase  of  more  than 
300  per  cent  during  1926  over  1925.  Battery 
charger  sales  increased  about  250  per  cent. 

M.  L.  McGinnis,  who  recently  opened  an  ad- 
dition to  his  piano  store  at  28  South  Eighth 
street,  has  bought  the  entire  Minneapolis  stock 
of  the  P.  A.  Starck  Piano  Co.,  which  is  closing 
its  store  on  Nicollet  avenue.  The  McGinnis 
Co.  features  the  Starr  phonographs,  Stan- 
pianos  and  Gennett  records. 

On  February  1  the  Foster  &  Waldo  Co.  will 
close  the  doors  of  its  old  store,  which  ha^ 
housed  the  firm  for  sixteen  of  the  fifty-two 
years  it  has  done  business  here. 

Foster  &  Waldo  enjoyed  a  splendid  year, 
says  R.  O.  Foster,  and  he  is  confident  of  sell- 
ing 1,500  instruments  this  month — which  is 
starting  the  new  year  right. 


Consolidate  the  Silent  Motor 
Corp.  and  Unique  Go.  Plants 

Herman  Segal,  President,  Announces  Plans  for 
Three  Types  of  Silent  Motor  and  Reproducer 
and  Tone  Arm 


In  accordance  with  plans  for  large  scale  pro- 
duction in  1927,  the  plants  of  the  Silent  Motor 
Corp.  and  Unique  Reproduction  Co.  have  been 
consolidated  by  Herman  Segal,  president  of 
both  organizations  at  317  East  Thirty-fourth 
street,  New  York,  where  two  floors  provide 
18,000  square  feet  of  manufacturing  space.  In 
this  new  factory,  Mr.  Segal  will  manufacture 
three  types  of  the  Silent  Motor  as  well  as  the 
latest  type  of  phonograph  reproducer  and  tone 
arm,  which  he  is  prepared  to  sell  to  manufac- 
turers at  a  combination  price,  thus  affording  the 
manufacturer  an  opportunity  to  purchase  these 
three  essentials  from  one  organization  at  a 
saving. 

Production  and  manufacturing  economic- 
have  been  instituted  by  Mr.  Segal  from  which 
the  trade  will  benefit.  The  new  plant  is  equipped 
to  do  all  necessary  nickel-plating. 


Johnson  Motor  Products  Go. 
Introduces  Trickle  Charger 

The  Johnson  Motor  Products  Co.,  with  main 
offices  and  factories  located  in  Chicago,  111., 
recently  placed  a  trickle  charger  on  the  radio 
market.  This  new  trickle  charger  is  guaranteed 
by  the  maker  to  be  absolutely  silent  in  opera- 
tion, consequently  the  charger  need  not  be 
turned  off  when  the  set  is  being  used.  There 
is  said  to  be  no  hum  or  "sing"  during  the  recep- 
tion of  the  program. 

One  of  the  objectionable  features  sometimes 
found  in  trickle  chargers  is  the  corrosion  which 
takes  place  at  the  electrodes  and  which  causes 
stoppage  of  the  electrical  action.  It  is  stated 
that  in  the  Johnson  product  the  electrodes  are 
chemically  treated  so  that  they  will  neither  cor- 
rode nor  crust,  no  matter  how  long  in  service. 
Another  feature  is  that  the  heretofore  cumber- 
some liquid  used  in  the  charger  is  now  shipped 
in  dry  chemical  form  and  when  the  charger  is 
ready  to  be  put  into  operation  the  chemical 
is  mixed  with  distilled  water.  The  advantage  not 
only  lies  in  the  lower  shipping  cost  but  also  in 
the  fact  that  the  chemical  form  is  handier  and 
more  convenient  for  the  dealer.  All  possibili- 
ties of  short-circuiting  arc  done  away  with  by 
the  use  of  molded  rubber,  both  in  the  jar  cover 
and  base. 
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NOW  it  is  possible  for  radio  users  to  enjoy  perfect  radio  recep- 
tion without  interrupting  the  work  of  the  trickle  charger. 
The  Johnson  Trickle  Charger  has  been  tested  under  varying  con- 
ditions and  in  every  case  has  failed  to  produce  the  slightest  noise. 
Absolutely  no  hum  nor  buzz. 

No  longer  is  it  necessary  to  disconnect  the  charger  when  using  the 
set.  Let  the  charger  continue  its  work  without  interruption. 

Radio  users  everywhere  are  discovering  this  better  Trickle  Charger. 
The  demand  has  increased  by  leaps  and  bounds. 

We  stand  ready  to  prove  the  superiority  of  JohnsonTrickle  Chargers. 

oAsk  your  jobber  or  write  to  us  direct! 


ofrm 


MOTO/K.  P/KP DUCTS  CO. 

30S  NOIKJH   SHELDON  ST.  CHICAGO 
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Failure  of  Dealers  in  Boston  to  Stock 

Up  for  Holiday  Season  Affected  Sales 

Satisfactory  Business  Accomplished  Although  Many  Dealers  Encountered  Shortage  of  Merchan- 
dise— Boston  Phonograph  Society  Meets — Brunswick  Co.  Branch  to  Move — Other  News 


Boston,  Mass.,  January  8. — The  story  with  mos! 
retail  houses  so  far  as  holiday  business  is  con- 
cerned is  about  the  same.  Sales  were  somewhat 
retarded  by  a  disposition  to  pursue  the  hand-to- 
mouth  attitude  so  far  as  buying  from  the  job- 
bers and  this  in  spite  of  the  fact  that  the  trade 
was  early  warned  to  stock  up  before  the  holiday 
demand  for  goods  came.  But  for  the  twelve 
months  the  business  showed  up  pretty  well. 
Look  Forward  to  Association  Party 

The  retail  trade  is  interested  in  the  approach- 
ing completion  of  the  Hotel  Statler.  The  spe- 
cial reason  why  the  talking  machine  industry 
has  its  eyes  focused  on  the  opening  is  because 
the  New  England  Music  Trades  Association  is 
to  be  the  first  trade  body  to  have  a  social  func- 
tion within  its  portals. 

Boston  Phonograph  Society  Meets 

The  December  meeting  of  the  Boston  Phono- 
graph Society  was  held  in  the  model  room  of 
the  New  England  branch  of  the  Columbia  Pho- 
nograph Co.  at  1000  Washington  street,  and  was 
presided  over  by  Robert  D.  Darrell,  secretary  of 
the  Society.  There  was  an  attendance  of  nearly 
forty  members  and  friends.  Plans  for  the  de- 
velopment of  the  society  were  considered  by  the 
advisory  committee,  which  consists  of  Harry  L. 
Spencer,  William  S.  Parks,  James  A.  Frye, 
George  S.  Maynard  and  Axel  B.  Johnson,  which 
had  earlier  held  a  meeting  at  the  Brunswick 
Co.,  and  it  was  the  opinion  of  this  committee 
that  its  action  in  changing  the  name  of  the 
Society  to  the  one  it  now  uses  and  the  ap- 
pointment of  George  S.  Maynard  as  acting  pres- 
ident in  place  of  Albert  Gogan,  resigned,  was 
approved.  A  course  in  the  appreciation  of  re- 
corded music  to  be  attended  by  sales  people  was 
advocated  as  to-day  buyers  demand  the  services 
of    persons    throughly    familiar    with  music. 

Two  distinguished  guests  present  at  the  meet- 
ing were  George  C.  Jell,  of  the  Columbia  Co., 
and  Geoffrey  Harris,  of  Oxford,  England,  but 
now  of  Pottstown,  Pa.,  who  had  come  to  Bos- 
ton with  Josef  Hofmann,  the  famous  pianist. 
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In  honor  of  Mr.  Jell  a  dinner  was  given  by 
the  officials  of  the  New  England  branch  of  the 
Columbia  and  Mr.  Harris  also  was  present.  It 
was  decided  that  the  next  meeting  of  the  So- 
ciety take  place  on  Monday  evening,  January  10. 
Following  the  business  session  Moses  Smith 
gave  an  illuminating  talk  on  the  various  pieces 
played,  the  program  including  selections  from 
Beethoven,  Debussy,  Mozart,  Tchaikowsky, 
Grieg,  Schubert,  Brahms,  Strauss  and  others,  the 
recordings  being  by  the  Columbia,  Victor,  Poly- 
dor,  Odeon  and  Brunswick. 

Bright  Outlook  for  Sonora 

Joe  Burke,  head  of  the  J.  H.  Burke  Co.,  which 
has  long  been  successful  in  handling  the  Sonora 
line,  says  that  while  the  month  of  December  did 
not  produce  quite  the  volume  of  business  ex- 
pected, nevertheless,  the  sum  total  for  the  year 
made  a  splendid  showing,  and  was  considerably 
ahead  of  the  business  of  1925.  During  the  year 
Joe  added  several  new  items  to  his  list  of  hold- 
ings, with  the  result  that  there  was  additional 
business  derived  from  all  of  them. 

Brunswick  Co.  Preparing  to  Move 

The  Kingston  street  headquarters  of  the 
Brunswick  Co.  are  gradually  getting  dismantled 
as  the  process  of  removal  gets  under  way,  the 
new  place  of  business  to  be  at  314-316  Stuart 
street,  in  what  is  known  as  the  Park  Square  sec- 
tion, which  is  to  be  the  great  business  center 
of  the  future  for  this  city.  Meanwhile  Manager 
Harry  Spencer  is  expressing  satisfaction  over 
the  Brunswick  business  done  during  1926,  which 
in  total  volume  was  ahead  of  last  year.  Manager 
Spencer  had  the  pleasure  of  having  with  him  for 
two  days  C.  D.  MacKinnon,  of  the  Brunswick 
Co.'s  Chicago  office,  who  came  East  to  spend 
Christmas  with  members  of  his  family  in  Dor- 
chester and  Lowell. 

"Indications  for  the  rapid  recovery  of  normal 
business  conditions  in  New  England  are  ap- 
parent," declared  Mr.  Spencer.  "If  we  analyze 
the  situation  as  pertaining  to  the  music  industry 
in  this  territory  as  compared  to  other  lines,  such 


as  jewelry,  cotton,  woolen,  shoes,  etc.,  it  will 
show  that  the  music. industry  is  recovering  and 
has  been  less  affected  than  any  of  the  afore- 
mentioned. We  are  entering  into  a  new  year — 
1927 — iwith  new  merchandise  and  a  campaign 
which  is  the  most  powerful  ever  conducted  in 
this  industry.  The  demand  for  electrical  repro- 
duction is  bound  to  increase  as  time  goes  on. 
The  year  1927  will  be  a  profitable  one  to  those 
who  are  willing  to  take  off  their  coats  and 
work  to  meet  competitive  merchandise  such  as 
oil-burner,  iceless  refrigerators,  automobiles, 
vacuum  cleaners,  etc.,  and  unless  the  music  mer- 
chant knows  his  product  and  knows  how  to  sell 
same  he  will  be  left  behind." 

Featuring  the  Orthophonic 

The  new  Orthophonic  Victrola  has  been  hav- 
ing a  big  demonstration  within  the  past  few 
weeks  in  this  city.  First,  the  instrument  was 
brought  into  use  at  Loew's  State  Theatre,  where 
it  was  heard  for  fifteen  minutes  several  times 
during  the  day  and  evening.  Later  the  Ortho- 
phonic was  set  up  at  the  Boylston  street  store 
of  A.  M.  Steinert  &  Sons,  Victor  dealers,  and 
the  tone  chamber  was  placed  over  the  main 
entrance.  As  this  was  in  the  much-traveled  sec- 
tion of  the  city  it  attracted  a  great  deal  of  at- 
tention and  groups  gathered  on  the  sidewalk  to 
listen  to  the  music  which  could  be  heard  clearly 
across  the  street  and  far  in  Boston  Common. 
New  Columbia  Agencies  Opened 

Manager  Billy  Parks,  of  the  New  England  de- 
partment of  the  Columbia  Co.,  reports  that  for 
December  he  wound  up  the  biggest  month  since 
he  has  been  presiding  over  the  destinies  of  this 
field.  He  states  that  E.  O'Byrne  DeWitt's  Sons, 
in  Roxbury,  are  handling  the  Columbia  line  in 
the  branch  store  just  opened  at  451  Warren 
street.  Another  concern  to  take  over  the  Co- 
lumbia line  is  the  Littlefield  Piano  Co.,  of  Barre 
and  Montpelier,  Vt. 

Robert  Stewart  in  New  Territory 

Beginning  January  1  there  was  a  change  in 
the  Connecticut  representation  of  the  J.  H. 
Burke  Co.  The  territory  from  now  on  will  be 
handled  by  Robert  Stewart,  who  will  make  his 
headquarters  in  New  Haven.  Up  to  now  Stewart 
has  been  in  the  local  field.  Ray  Burke,  who  had 
the  Connecticut  district  before,  is  coming  back 
to  Boston,  and  will  look  after  the  interests  in 
eastern  Massachusetts, 
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1927  Will  Be  Another  Great 

Victor  Year 


Everything  points  to  the  fact  that  the  market  for  Orthophonic 
Victrolas  and  the  new  Orthophonic  records  has  barely  been 
skimmed.  With  increased  supplies  available,  this  year  should 
prove  one  of  unprecedented  opportunity  for  the  Victor  dealer 
who  is  really  prepared  and  who  displays  the  proper  energy. 

The  years  of  experience  of  the  Ditson  organization 
are  at  your  command . 

Victor  Exclusively 


Oliver  Ditson  Co. 

BOSTON 


Chas.  H.  Ditson  &  Co. 

NEW  YORK 
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ANNOUNCEMENT 


In  keeping  with  the  diversification  of  its 
present  lines  of  distribution,  the  Blackman 
Talking  Machine  Company,  Inc,  changed 
its  name,  on  January  1,  1927,  to 

BLACKMAN  DISTRIBUTING  CO.,  Inc. 

The  new  corporate  title  involves  no  change 
in  ownership  or  management.  Our  sales 
policy  will  continue  unaltered,  except  as  a 
steadily  growing  business  with  correspond- 
ing progressiveness  and  improved  service 
may  make  advisable  or  necessary. 

BLACKMAN  DISTRIBUTING  CO.,  Inc. 

J.  NEWCOMB  BLACKMAN,  President. 
28  West  23rd  Street  u  New  York,  N.  Y. 

WHOLESALE  DISTRIBUTORS 

Victor  Talking  Machines  and  Records 

Radio  Sets  and  Accessories 

R.  C.  A.  Radiotrons 

Eveready  Flashlights 

Pathex  Cameras  and  Projectors 
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In  the  Circle  of  Opportunity  for  You 
the  Splendid  New  Euphonic  Reproducers 


THE  love  for  music  in  the  home  is  being  gratified 
nore  and  more  every  day.  Fine  entertainment  is 
now  within  the  reach  of  all.  New  standards  in  repro- 
duction are  being  made — new  heights  in  reproducer 
cabinet  beauty  are  being  attained. 

The  new  Euphonic  Reproducers  are  earning  high  favor 
among  those  who  buy  the  finest  in  musical  reproduction 
creations.  The  splendid  Euphonic  performance,  achieved 
by  the  Euphonic  tone  chamber  and  matched  reproducer 
units,  is  remarkable.  Absolute  tone  fidelity  is  given  to 
every  note  recorded  from  either  the  human  voice  or 
musical  instruments. 


In  beauty  of  finish  and  design  the  Euphonic  cannot  be 
surpassed.  Its  beautiful  cabinet  work  and  lustrous 
blended  two-tone,  hand-rubbed  finishes  are  in  harmony 
with  the  most  select  home  surroundings. 

Investigation  of  the  complete  Euphonic  line  will  con- 
vince you  of  its  wonderful  profit-making  attributes.  A 
letter  from  you  will  enable  us  to  explain  our  generous 
co-operative  selling  plan  to  you.  Make  your  1927  asso- 
ciation with  us  NOW— it  will  mean  great  success  for 
you  during  tne  coming  year. 


Model  17 

Spanish  style  console  cabinet  finished  in  blended 
two-tone,    hand-rubbed   walnut   or  mahogany. 
Specially   selected    veneer    and   specially  con- 
structed top.     Euphonic  reproduction.  Special 
patent  applied  for  Euphonic  tone  chamber.  Rec- 
ord cabinet  capacity,  96  records.    Equipped  with 
heavy  duty,  double-spring  motor  with  12-inch 
velvet  turntable,  automatic  stop. 

Height  -    --    --    --    -40  inches 

Width    -  -    3iV2  inches 

Depth    -    --    --    --    -    22%  inches 

LIST  PRICE      -------  $175.00 

MODEL  18 — Same  as  above,  but  with  full  gold- 
plate  finish.    List  price    ------  .$185.00 


Model  9 

Spanish  style  consolette  type  instru- 
ment, finished  in  blended  two-tone, 
hand-rubbed  walnut  or  mahogany. 
Euphonic  reproduction.  Record  cabi- 
net capacity  24  records.  Operated  by 
two-spring  motor  with  12-inch  turn- 
table. 


Height  ------    371^  inches 

Width  ------    20V2  inches 

Depth   ------    21  inches 

LIST  PRICE     -----  $95.00 


Model  14 

Spanish  style  console  type  cabinet  finished  in 
blended  two-tone,  hand-rubbed  walnut  or  ma- 
hogany. Distinctive  maple  overlays  and  floral 
decorations.  Euphonic  reproduction.  Record 
cabinet  capacity,  48  records.  Operated  by 
strong  double-spring  motor.  12-inch  velvet  turn- 
table and  automatic  stop. 


Height  --------    35  inches 

Width   --------    2814  inches 

Depth    -    --    --    --    -    21  inches 

LIST  PRICE      -------  $135.00 


PRICES  SLIGHTLY  HIGHER   IN  WEST  AND  SOUTH 


WASMUTH-GOODRICH  COMPANY 

PERU,  INDIANA 


82b 


THE    TALKING    MACHINE  WORLD 


January  15,  1927 


Edison  Distributing  Go. 

Takes  Over  Two  Jobbers 

H.  E.  Porter  Placed  in  Charge  of  Atlanta 
Division — Helena  Branch  Divided  Between 
Kansas  City  and  San  Francisco 


Phonographs,  Inc.,  Atlanta,  Ga.,  Edison  job- 
ber for  that  section,  has  been  taken  over  by  the 
Edison  Phonograph  Distributing  Co.,  the  dis- 
tributing division  of  Thos.  A.  Edison,  Inc.,  and 
H.  E.  Porter  has  been  placed  in  charge  of  the 
office  and  territory. 

The  Montana  Phonograph  Co.,  Helena,  Mont., 
has  also  been  taken  over  by  the  Edison  Dis- 
tributing Co.,  and  the  territory  served  from 
that  city  has  been  divided  between  the  Kansas 
City  and  San  Francisco  offices  of  the  Edison 
Phonograph  Distributing  Co.  This  new  move 
gives  to  the  Kansas  City  branch  the  largest  op- 
erating territory  for  Edison  in  the  country,  ex- 
tending from  the  Canadian  border  to  Mexico. 
The  Kansas  City  division  maintains  a  branch 
office  in  Denver. 

Completes  Most  Successful 
Year  in  Company's  History 

Electrical  Research  Laboratories  Officials  Hold 
Important  Business  Meeting  and  Banquet 


Electrical  Research  Laboratories,  Chicago, 
manufacturer  of  Erla  radio  receivers,  has  just 
completed  what  is  termed  by  the  firm's  exec- 
utives as  the  most  successful  year  in  its  history 
with  a  four-day  sales  conference  held  in  the 
general  offices  December  27  to  30. 

In  one  of  the  meetings  H.  J.  Edwards,  sales 
manager,  discussed  the  importance  of  the  RFL 
circuit  and  stated  that  in  the  opinion  of  the  lead- 
ing engineers  of  to-day  the  RFL  circuit  will 
be  one  of  the  leading  circuits  used  during  the 
season  of  1927-28.  Geo.  A.  Pearson,  president 
of  the  firm,  also  addressed  the  sales  staff,  stat- 
ing that  the  outlook  for  the  radio  industry  is 
very  favorable,  and  he  is  already  planning  big 
things  for  the  year  of  1927. 

A  dinner  held  at  the  Terrace  Gardens,  in  the 
Morrison  Hotel,  Wednesday  evening,  De- 
cember 29,  was  attended  by  the  sales  force  and 
officials  of  the  Electrical  Research  Laboratories. 
The  following  sales  representatives  and  exec- 
utives in  attendance  were:  S.  G.  Allen,  W.  W. 
Fitch,  A.  R.  Stuetz,  J.  O.  Mueller,  R.  R.  Myers, 
I.  C.  Chaple,  Geo.  Lewis,  H.  J.  Edwards,  sales 
manager;  Geo.  A.  Pearson,  president;  Fred 
Wellman,  vice-president;  J.  F.  Quinn,  assistant 
sales  manager,  and  others. 

Beatrice  Weisman,  Wall 
Kane  Secretary,  Is  Married 

Miss  Beatrice  Weisman,  secretary  of  the  Wall 
Kane  Needle  Mfg.  Co.,  Brooklyn,  N.  Y.,  was 
married  on  the  day  after  Christmas  to  Samuel 
Aloff.  Miss  Weisman,  who  has  handled  all  the 
details  of  the  business  management  of  the  Wall 
Kane  Needle  Mfg.  Co.  for  a  number  of  years, 
is  well  known  in  talking  machine  circles.  Mr. 
Aloff  is  engaged  in  the  practice  of  law  and  is 


associated  with  Milton  C.  Weisman,  brother  of 
Miss  Weisman,  in  his  New  York  law  offices. 
The  happy  pair  divided  their  honeymoon  be- 
tween Lakewood  and  Atlantic  City  and  returned 
to  take  up  their  abode  in  Brooklyn.  The  Wall 
Kane  Needle  Mfg.  Co.  will  not  lose  the  valu- 
able services  of  Miss  Weisman,  as  she  has 
agreed  to  remain  with  the  organization  several 
years  longer. 

Celebrates  Fifth  Year  as 

Producer  of  Pal  Portable 

Plaza  Music  Co.  Plans  Wide  Expansion  of 
Dealer  Co-operative  Activities — Expects  Big- 
gest Year  in  Company's  History 

The  Plaza  Music  Co.,  10  West  Twentieth 
street,  New  York  City,  manufacturer  of  the 
Pal,  Regal  and  Pal  Junior  portable  talking 
machines  and  other  products  for  the  music  in- 
dustry, is  celebrating  its  fifth  year  as  the  pro- 
ducers of  Pal  portables.  During  the  early 
years  the  marketing  of  the  Pal  portables  was 
made  direct  to  the  retail  trade.  In  recent  sea- 
sons, however,  the  Plaza  Music  Co.  has  fur- 
ther extended  its  activities  and  has  distributed 
its  products  through  representative  jobbers 
throughout  the  country.  Its  jobbers  have 
available  the  merchandising  ideas,  sales  hook- 
ups and  other  material  supplementing  the 
Plaza  Music  Co.'s  advertising  activities  on  its 
portable  products. 

In  celebrating  its  fifth  year  as  the  manufac- 
turer of  the  Pal  portable  the  Plaza  Music  Co. 
will  this  year  greatly  expand  its  dealer  co- 
operation activities.  Some  unusually  attractive 
and  expensive  advertising  material  will  be  avail- 
able for  window  dressings.  There  will  also 
be  a  series  of  multi-colored  cut-outs  and  much 
other  sales  literature  for  counter  and  mailing 
purposes. 

Early  last  year  the  Plaza  Music  Co.  took 
over  additional  floor  space  in  its  present  factory 
quarters,  installed  modern  machinery  of  the 
most  efficient  type  and  extended  its  production 
activities. 

According  to  the  annual  reports  on  its  port- 
able production  the  Plaza  Co.'s  sales  on  small 
talking  machines  exceeded  by  over  a  third  the 
volume  that  had  heretofore  been  attained.  It 
is  the  belief  of  the  Plaza  organization  that  the 
market  for  portable  talking  machines  will  not 
only  continue  active,  but  that  there  will  be  a 
further  increase  in  demands.  Its  plans  for  1927 
are  being  made  on  the  basis  of  caring  for  the 
largest  season  in  the  firm's  history. 

C.  W.  Woddrop,  a  Former 
Columbia  Executive,  Dies 

C.  W.  Woddrop,  many  years  connected  with 
the  old  Columbia  Phonograph  Co.,  New  York, 
died  the  early  part  of  last  week  at  the  Hotel 
Traymore,  Atlantic  City,  N.  J.,  after  a  lengthy 
illness.  He  was  sixty-eight  years  old.  Mr. 
W'oddrop  went  to  the  resort  a  month  before 
his  decease  in  an  effort  to  regain  his  health. 
Funeral  services  were  held  at  the  Woddrop 
home  in  Areola,  N.  J.,  and  interment  was  made 
at  Ivy  Hill  Cemetery,  Philadelphia. 


New  Kolster  Console  Model 
Radio  Placed  on  Market 

Federal-Brandes,  Inc.,  Announces  Model  6-G, 
a  Six-Tube  Receiver  of  Genuine  Mahogany — 
Single-Dial  Controlled  With  Built-in  Cone 

A  new  console  model,  known  as  6-G,  housing 
a  six-tube  chassis,  has  been  announced  by  Fed- 
eral-Brandes, Inc.,  manufacturer  of  Kolster 
radio.  It  is  illustrated  herewith.  Splendid  re- 
ports have  been  received  by'  Kolster  officials 
regarding  the  performance  of  this  chassis  in 


New  Kolster  Console  Model 


various  parts  of  the  country.  The  popularity 
of  the  six-tube  set  invited  this  improvement. 
The  cabinet  is  a  console  of  genuine  mahogany, 
it  is  stated,  and  is  finished  in  walnut  brown, 
intended  to  fit  into  any  living  room. 

A  unique  feature  is  that  the  two  doors  which 
cover  the  panel  can  be  swung  back  until  they 
rest  against  the  sides  of  the  cabinet,  out  of 
sight,  instead  of  projecting  forward  at  an  angle. 
A  single  control  tunes  the  station  selector,  and 
a  Brandes  elliptical  cone  speaker  is  built  in. 
with  a  compartment  for  batteries  or  eliminators. 
The  new  model  may  be  operated  with  either  an 
outdoor  or  indoor  antenna, 
i  

High  and  Low  Temperatures 
in  Making  Raytheon  Tubes 

Cambridge,  Mass.,  January  7. — Strange  as 
weather  conditions  have  been  lately,  few  resi- 
dents of  greater  Boston  realize  that  in  Cam- 
bridge there  have  been  temperature  changes 
of  from  350  degrees  below  zero  to  2,500  de- 
grees above.  Nevertheless,  this  range  of  tem- 
perature is  necessary  at  the  factory  of  the 
Raytheon  Mfg.  Co.,  in  this  city,  where  the 
Raytheon  rectifying  tubes  for  use  in  "B"  power 
units  and  light-socket  operated  sets  must  un- 
dergo this  range  of  temperature  during  the 
course  of  manufacture.  The  Raytheon  Co.  has 
produced  an  interesting  picture  showing  a 
pretty  Raytheon  worker  between  two  ther- 
mometers, illustrating  this  wide  range  of  tem- 
peratures. The  Raytheon  Co.  reports  that, 
although  the  Raytheon  rectifying  tube  was  in- 
troduced only  a  little  over  a  year  ago,  it  lias  had 
a  tremendous  sale. 

The  Green-Victor  Suit 


A  hearing  in  the  suit  filed  some  time  ago 
by  Lydia  N.  Green  against  the.  Victor  Talking 
Machine  Co.,  making  certain  charges  relative 
to  the  company's  business  dealings  with  the 
Silas  E.  Pearsall  Co.,  came  up  before  the  United 
States  District  Court,  Brooklyn,  N.  Y.,  recently. 
Judge  Moscowitz  heard  argument  on  a  motion 
to  dismiss  the  complaint  for  stating  insufficient 
cause  of  action  and  reserved  decision. 


Talking 

Machine  Springs 

and 

Repair  Parts 

NONE  BETTER  IN 

QUALITY           NONE  LOWER  IN  PRICE 

THE  RENE 

MANUFACTURING  CO. 

MONTVALE.  NEW  JERSEY 
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GianTone  will  be  a  leader  in  1927. 

GianTone,  the  portable  that  has  all  the 
volume  of  a  console  phonograph.  That 
preserves  all  the  naturalness  and  beauty 
of  every  recorded  note — reproducing  them 
clearly  and  easily,  without  blurring,  blast- 
ing or  rattling — every  note  re-created 
with  a  fullness  and  richness  that  means 
perfect  reproduction. 

Tremendous  volume,  under  control,  is  the 
triumph  of  this  new  Caswell  product. 

New  and  exclusive  features  coupled  with 
the  highest  degree  of  workmanship  and 
materials  make  this  de  luxe  instrument 
1927's  greatest  sales  possibility  for  you 
and  your  trade. 


Like  other  Caswell  models,  GianTone 
will  again  lead  the  portable  field,  for 
nowhere  is  there  a  portable  that  can 
compare. 

A  musical  delight  is  awaiting  you  when 
you  hear  this  masterpiece  of  reproduc- 
tion, for  you  will  at  once  recognize  it  as 
the  portable  for  which  there  has  been  a 
long  unsupplied  demand. 

Full  value  merchandise,  constantly  im- 
proved numbers,  fairly  priced,  and  cor- 
rectly sold — one  step  ahead  of  competi- 
tion— assure  you  success  with  the  Cas- 
well line. 

Build  with  Caswell — grow  with  Caswell 
— and  the  year  1927  will  be  the  most 
profitable  you  have  ever  enjoyed. 


Whether  you  are  a  jobber  or  dealer, 
write  or  wire  for  your  sample  at  once. 


ELL 


"Portable  Phonographs  of  "Distinction 

Milwaukee ,  U.S.A. 
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Model 
AC  15— $135.00 


Dimensions 
Cabinet 


Height 
Width 
Depth 


-  -  34" 

-  -  33" 

-  -  18^" 


Introducing 


The  Amplion  Grand 

which  utilizes  an  entirely  new  principle  — 
representing  one  of  the  greatest  strides  for' 
ward  in  the  science  of  radio  sound  reproduction. 


7 HIS  remarkable  develop- 
ment is  a  combination  of 
Sound  Board,  Air  Column  and 
Cone.  The  result  of  this  com- 
bination is  a  wonderful  depth 
of  note — resonance — and  a  fine 
natural  tone. 

The  Amplion  Grand  does  not 


need  a  power  amplifier  but  functions  perfectly  with 
one.  This  model  not  only  opens  up  a  NEW  mar- 
ket for  both  Sets  and  Amplions — namely,  those 
people  who  have  not  considered  Radio  Reproduc- 
tion true  music — but  it  also  affords  you  a  splendid 
opportunity  to  make  additional  sales  to  those  cus- 
tomers who  buy  anything  that  will  really  improve 
their  present  radio  installation. 


The  instantaneous  popularity  of  the  improved 
Amplion  Cone  is  due  to  its  success  in  the  greatest 
test  of  Cone  type  speakers — clear,  clean  reproduction 
of  speech.  Magazine  advertising  carrying  this 
thought  to  over  6,000,000  readers  a  month  is  helping 
all  Amplion  Dealers  to  increase  their  sales. 

Amplion  Cone— Model  AC  12  List  $30.00 


The  Amplion  Line  includes 


AC12  Amplion  Cone   List  $30.00 

AA18  Amplion  Patrician                      "  50.00 

AR67  Amplion  Standard  Unit  List..  "  12.00 

AR35  Amplion  Concert  Grand  Unit..   "  20.00 


AR102  Amplion  Dragonfly   List  $12.00 

AR111  Amplion  Junior    "  24.00 

AR114  Amplion  Junior  deLuxe    "  27.50 

AR19   Amplion  Dragon    "  42.50 


AMPLION 


i 


THE  AMPLION  CORPORATION  of  AMERICA 


Suite  C,  280  Madison  Ave., 


NEW  YORK  CITY 
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Retail  Merchants  in  Toledo  Territory 

Look  Forward  to  a  Prosperous  New  Year 

Talking  Machines  and  Radio  Sets  Proved  Popular  as  Christmas  Gifts  and  Entire  Trade  Reports 
Satisfactory  Sales  Volume — Last-Minute  Buying  Kept  Salesmen  Busy 


Toledo,  O.,  January  8. — Phonograph  and  radio 
dealers  in  this  territory  enjoyed  an  increased 
holiday  trade  over  last  year  and  are  entering 
1927  with  high  hopes.  Seldom  has  optimism 
been  so  widespread  or  the  outlook  brighter. 

At  the  Lion  store  music  rooms  a  program  is 
under  way  of  demonstrating  the  Orthophonic 
and  the  Panatrope  in  public  places,  including 
banks,  hotels,  restaurants  and  general  business 
places,  according  to  Lawson  S.  Talbert,  man- 
ager. The  radio  department  closed  a  December 
volume  far  ahead  of  1925,  according  to  Doyle 
Wyre,  in  charge. 

E.  A.  Kopf,  manager  of  the  talking  machine 
and  radio  departments  of  the  J.  W.  Greene  Co., 
stated  that  while  trade  throughout  the  month 
was  good,  last-minute  buying  was  a  knockout. 
Overland  branch  managers  in  session  here  pur- 
chased a  Brunswick  combination  as  a  Christmas 
gift  for  Leroy  Peed,  general  manager.  Russell 
Hughes  is  a  new  member  of  the  sales  staff  and 
Martha  Spewicke  of  the  record  force. 

The  Atlas  Book  &  Music  Shop  on  Lagrange 
street  is  a  new  Polish  phonograph  and  record 
shop  recently  opened,  carrying  the  Columbia 
line  of  phonographs  and  records. 

Wm.  King,  proprietor  of  King's  Music  Shop 
in  the  Summit-Cherry  Market  Building,  stated 
the  sale  of  Columbia  Masterworks  series  for 
gifts  netted  a  very  satisfactory  volume  of  holi- 
day trade.  In  addition  portable  machines  are 
selling  briskly. 

The  Toledo  Radio  Co.,  wholesaler,  closed  an 
excellent  December  trade.  The  call  for  the  new 
light-socket  Sparton  radio  exceeded  the  supply. 
The  new  Thompson  Minuet,  now  in  stock,  is 
creating  much  favorable  comment.  Chas.  H. 
Womeldorff,  president,  who  recently  returned 


from  a  business  trip  to  New  York  and  points 
East,  is  very  optimistic  regarding  the  1927  out- 
look for  business. 

The  United  Music  Store  is  attracting  atten- 
tion by  its  New  Year's  resolution  window.  In 
the  center  a  large  book  resembling  Father 
Time's  famous  record  is  displayed  opened  in  the 
center.  Upon  the  pages  are  inscribed  in  large 
letters:  "Your  Best  New  Year's  Resolution — 
Buy  an  Orthophonic  and  an  Atwater  Kent 
Radio."  "Our  windows  here  have  the  specific  job 
of  selling  merchandise,"  says  Harry  L.  Wasser- 
man.  Henry  Skolnick  has  been  appointed  man- 
ager of  the  radio  department  of  this  store. 

The  Frazelle  Music  House  experienced  an  ex- 
cellent radio  trade  during  the  holidays  and  is 
looking  forward  to  a  1927  volume  of  even  great- 
er proportions.  The  call  for  Zenith  sets  was 
the  heaviest  in  the  history  of  the  store.  The 
sale  of  Victor  combinations,  too,  exceeded  ex- 
pectations. 

A.  B.  Sauer,  Lorain,  O.,  Columbia  and  Edison 
dealer,  has  purchased  Clark's  Music  Store, 
Elyria,  O.,  and  will  operate  the  shop  in  con- 
nection with  the  main  store.  At  Elyria  Co- 
lumbia and  Brunswick  phonographs,  sheet  music 
and  small  goods  are  dealt  in,  with  Martha 
Graham  in  charge. 

At  Hoermle's  music  store,  Columbus,  O.,  the 
call  for  the  new  Columbia  Viva-tonal  machines 
was  greater  than  the  supply. 

Ted  Lewis,  leading  Columbia  artist,  is  playing 
at  the  Hartman  Theatre,  Columbus,  O.,  to  pack- 
ed houses. 

A.  G.  Burr,  Brunswick  representative;  Larry 
Richardson,  Victor  representative;  Geo.  Bitter- 
lick,  of  the  Cleveland  Talking  Machine  Co.; 
Howard  Shartle,  of  the  same  concern,  and  C. 


F.  Saenger,  of  the  Fansteel  Products  Co.,  called 
on  dealers  recently.1 

Ruddock  music  store,  Main  street,  Columbus, 
O.,  Columbia  dealer,  is  closing  an  exceptional 
business  with  portable  machines,  which  are 
making  steady  strides  in  popularity,  if  the  sales 
volume  of  this  dealer  and  others  may  be  taken 
as  an  indication. 


Popular  Executive  Wed 

On  the  evening  of  January  1,  George  P. 
Hough,  sales  manager  of  the  Carryola  Co.  of 
America,  married  Miss  Ada  Mae  Eshelby.  The 


George  P.  Hough 

wedding  took  place  in  the  home  of  the  bride  at 
St.  Paul,  Minn.  Mr.  Hough  has  been  associated 
with  this  industry  for  a  number  of  years,  and 
has  countless  good  friends  among  the  trade 
throughout  the  country.  Immediately  following 
the  ceremony,  the  bride  and  groom  departed 
on  an  extensive  honeymoon  to  the  Pacific  Coast. 


HELYCON 

Motors,  Tonearms  and  Reproducers 

SUPERIORITY  INTERNATIONALLY  RECOGNIZED 


i 


Helycon  Motors 

Helycon  Motors  are  rugged  and 
substantial  in  construction.  They 
are  designed  to  reduce  the  num- 
ber of  wearing  parts  to  the  mini- 
mum required  for  a  smooth, 
silent  drive,  thus  ensuring  long, 
constant  and  consistent  per- 
formance without  periodical  ad- 
justments or  replacement  of 
parts. 


Helycon  Motor  No.  2 


Helycon  Motors 

The  spring  barrels  can  be  re- 
moved without  disturbing  the 
fine  adjustment  of  the  motors, 
and  any  group  of  gears  can  be 
removed  without  disturbing  any 
other  part.  The  Helycon  Motor  ! 
is  made  in  four  types,  with  inter-..  \ 
changeable  parts,  to  meet  every 
phonograph  requirement. 


POLLOCK-WELKER,  LIMITED 


KITCHENER,  ONTARIO,  CANADA 

Established  1907 


Cable  Address:  Polwel,  Kitchener. 
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Higher  Priced  Instruments  Prove  Most 

Popular  With  the  Pittsburgh  Trade 

Possibilities  for  Coming  Year  Appear  Bright  to  Dealers  and  Distributors— Ideal  Phono  Parts  Co. 
Expands — G.  M.  Jensen  New  Brunswick  Manager — Other  News  of  Trade 


Pittsburgh,  Pa.,  January  8.— With  the  advent  of 
a  New  Year  talking  machine  and  radio  distribu- 
tors and  retail  dealers  are  impressed  with  the 
notable  possibilities  for  business  that  are  at 
hand.  Due  to  the  marked  increase  in  industrial 
activity  in  the  Pittsburgh  and  adjoining  dis- 
tricts, all  indications  point  to  a  rather  busy  sea- 
son, ahead  for  the  trade. 

Sees  Combination  Instrument  as  Leader 

In  reviewing  the  business  of  the  past  year  and 
giving  a  forecast  of  the  coming  year  the  Stand- 
ard Talking  Machine  Co.  issued  a  statement 
in  which  it  was  declared  that: 

"For  the  Victor  wholesaler  the  year  of  1926 
has  been  surprisingly  good.  We  believe  the 
year  of  1927  will  be  in  many  respects  similar  to 
the  year  just  passed  in  the  Victor  trade.  While 
undoubtedly  larger  quantities  of  the  popular- 
priced  instruments  will  be  manufactured  and 
will  be  available  to  the  trade,  yet  as  never  be- 
fore we  believe  the  combination  instruments, 
radio  and  Victrola,  will  be  in  greater  demand 
than  ever.  It  goes  without  saying  that  the 
New  Year's  broadcasting,  big  magazine  spreads 
advertising  the  combination  Victrolas  and  the 
subsequent  Victor  and  RCA  and  other  broad- 
castings will  all  keep  actively  before  the  pub- 
lic the  combination  instrument,  and  will  give 
additional  impetus  to  the  general  drift  towards 
the  combined  radio  and  Victrola.  Therefore  it 
would  seem  that  all  indications  point  to  1927  as 
the  first  big  radio  and  Victrola  Combination 
year  and  this  is  most  desirable  to  the  trade 
from  every  point  of  view." 

Ideal  Phono  Parts  Co.  Expands 

An  optimistic  spirit  is  prevalent  among  the 
trade  here,  especially  in  view  of  the  hopeful 
outlook  that  is  taken  by  leaders  in  the  business 
and  financial  world.  Paul  Susselman,  president 
of  the  Ideal  Phono  Parts  Co.,  Inc.,  in  reviewing 
the  situation,  said:  "Our  business  for  the  past 
year  was  most  gratifying  and  showed  a  neat 
increase.  As  to  1927,  we  are  more  than  con- 
vinced that  the  coming  twelve  months  will  be 
very  busy  ones  for  this  company.  We  have 
enlarged  our  territory  and  increased  our  staff 
of  salesmen  and  members  of  our  service  de- 
partment. This  will  readily  indicate  our  out- 
look for  business  for  1927.  We  are  starting 
the  new  year  with  a  number  of  orders  on  our 
books  and  we  feel  that  as  a  result  of  our  recent 
expansion  we  will  be  able  to  handle  all  business 
we  secure  in  a  highly  satisfactory  manner  to 
our  patrons." 

On  December  27  there  was  a  salesmen's  and 
officers'  meeting  of  the  company,  which  was 
presided  over  by  Mr.  Susselman.  The  talks 
were  along  lines  of  sales  and  service  work.  The 
Ideal  Phono  Parts  Co.  is  distributor  for  the 


Pathephonic  phonograph,  made  by  the  Pathe 
Phonograph  &  Radio  Corp.,  of  Brooklyn,  and 
the  Carryola  line  of  portables  as  well  as  a  com- 
plete line  of  accessories.  Okeh  and  Odeon  rec- 
ords are  also  handled,  sales  of  which  are  show- 
ing a  material  increase  monthly. 

I.  M.  Goldsmith  Optimistic 

"Our  sales  for  1926  were  most  gratifying  and 
we  believe  that  we  will  do  even  greater  business 
in  1927,"  was  the  statement  by  I.  M.  Goldsmith, 
president  of  the  Player  Tone  Talking  Machine 
Co.,  manufacturer  of  the  new  Saxophonic  con- 
soles and  upright  phonographs.  Mr.  Goldsmith 
stated  that  new  models  of  the  Saxophonic  line 
were  to  be  placed  on  exhibition  shortly. 
These,  he  said,  would  undoubtedly  find  a  very 
favorable  reception  on  the  part  of  the  retail  deal- 
ers. Mr.  Goldsmith  said,  "I  am  quite  opti- 
mistic for  1927  as  far  as  business  is  concerned." 
G.  M.  Jensen  in  Brunswick  Post 

George  M.  Jensen,  on  January  3,  assumed  the 
management  of  the  Pittsburgh  offices  of  the 
Brunswick  Co.,  succeeding  C.  T.  Markham,  who 
resigned  to  enter  another  line  of  business.  Mr. 
Jensen  was  transferred  to  Pittsburgh  from  the 
Buffalo  offices  of  the  Brunswick  organization. 
Mr.  Markham  stated,  before  turning  over  the 
offices  to  Mr.  Jensen,  that  sales  of  the  Bruns- 
wick phonograph  and  the  Brunswick  Panatrope 
for  the  holiday  season  had  been  "most  grati- 
fying." 

Displays  Famous  A-K  Set 

A  duplicate  of  the  millionth  Atwater  Kent 
receiving  set  was  placed  on  exhibition  by  the 
Esenbe  Co.,  local  distributor,  at  the  Union 
Depot  of  the  Pennsylvania  Railroad.  Thousands 
of  persons  during  Christmas  week  stopped  to 
look  at  the  display.  A.  A.  Buehn,  president  of 
the  company,  stated  that  he  was  much  pleased 
with  the  large  volume  of  business  in  Atwater 
Kent  sets  handled  by  the  retail  dealers  in  the 
Pittsburgh  district. 

Delivers  Address  on  Radio 

George  H.  Phillips,  Jr.,  of  Pittsburgh,  repre- 
senting the  Radio  Corp.  of  America,  addressed 
the  Men's  Club  of  St.  John's  Episcopal  Church 
at  Sharon,  Pa.,  on  "The  Technicalities  of  the 
Radio."  Mr.  Phillips  spoke  in  an  entertaining 
manner  and  at  the  close  of  his  talk  answered 
a  number  of  questions  about  the  radio  and  radio 
reception. 

Death  of  F.  A.  Winter 

Ferdinand  A.  Winter,  founder  of  the  music 
house  of  F.  A.  Winter  &  Son,  Steinway  and 
Victor  dealers,  of  Altoona,  Pa.,  died  at  his  home 
in  that  city  on  December  17,  aged  eighty-two. 
Mr.  Winter  was  widely  known  to  the  trade  and 
had  built  up  a  large  and  growing  business.  He 
is  survived  by  seven  children,  two  of  whom, 


Arthur  E.  Winter  and  Paul  T.  Winter,  are  as- 
sociated with  the  business. 

Advertising  Wins  Sales 

Leo  W.  Reed,  president  of  the  Reed  Radio  & 
Electric  Co.,  of  Pittsburgh  and  Uniontown, 
stated  that  the  elaborate  advertising  campaign 
carried  on  by  the  Atwater  Kent  Co.  was  directly 
responsible  for  the  large  volume  of  sales.  Mr. 
Reed  had  on  display  at  the  Uniontown  store  a 
replica  of  the  millionth  Atwater  Kent  radio  set, 
which  attracted  wide  attention. 

Excellent  Viva-tonal  Sales  Continue 

Sales  of  the  new  Columbia  Viva-tonal  are 
holding  up  well,  according  to  reports  from  re- 
tail dealers  received  at  the  Pittsburgh  offices  of 
the  company.  The  New  Process  Columbia  rec- 
ords are  also  being  well  received,  it  was  stated, 
by  music  lovers. 

"Dealer  Must  Be  Salesman 
Rather  Than  Shopkeeper" 

D.  S.  Spector,  of  Federal-Brandes,  Inc.,  Gives 
Opinion  on  Trend  of  Radio  Trade  for  Com- 
ing Year  and  Necessity  of  Dealers'  Caution 


The  radio  dealer  must  become  a  salesman 
this  year,  rather  than  be  a  shopkeeper,  and 
go  out  after  his  customers,  even  into  their 
homes  to  demonstrate,  without  waiting  for 
them  to  come  to  his  shop. 

That  is  the  opinion  of  D.  S.  Spector,  general 
manager  of  the  merchandising  division  of 
Federal-Brandes,  Inc.,  manufacturer  of  Kolster 
receiving  sets  and  Brandes  speakers. 

"More  caution  is  being  shown  each  year  by 
the  public  in  buying  sets,"  he  pointed  out,  "and 
in  1927,  more  than  ever  before,  a  dealer  will 
have  to  demonstrate  the  performance  of  a  set 
in  the  home  before  a  sale  is  made.  He  will 
have  to  guarantee  satisfaction  and  stand  behind 
his  goods. 

"To  avoid  a  large  percentage  of  complaints 
and  loss  of  reputation,  he  will  have  to  be  care- 
ful to  stock  his  store  with  only  well-known 
sets  and  accessories.  The  market  is  narrowing 
down  to  what  are  called  'standard  sets,'  and  the 
wise  dealer  handles  only  that  kind. 

"He  should  investigate  the  policies  of  the 
manufacturer  in  dealing  with  jobbers  and 
dealers.  That  precaution  may  mean  the  dif- 
ference between  success  and  the  loss  of  money 
on  obsolete  merchandise.  In  stocking,  he 
should  realize  that  single-control  sets  have  be- 
come the  standard.  Another  year  will  see 
practically  nothing  but  single-controls  on  the 
market. 

"The  dealer  must  also  realize  that  radio  has 
outgrown  the  part-time  field  and  has  become  a 
full-time  business.  To  be  successful  in  this 
line,  he  must  devote  more  time  to  it  than  he 
did  a  few  years  ago,  when  customers  came  to 
him  and  bought  anything.  The  permanency 
of  the  business  and  its  certain  growth  are  the 
rewards,  for  more  time  given  to  it." 


The  BOSCH  combination — 

The  Armored  Radio,  the  Ambotone  and  the  No- 
battry  together  make,  not  only  radio  perfection, 
but  in  addition  keep  your  customers  happy  and 
your  bank  deposits  healthy. 

ARMORED  RADIO  —  AMBOTONE  —  NOBATTRY 

WEBER  RANCE  CORP. 

In  Brooklyn  Sole  Metropolitan  Distributors  In  New  York 

1271  Bedford  Ave.  Circle  7610  225  West  57th  St. 
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They  sell 
so  fast 

you'd  scarcely 
believe  it! 


Amazing  proof  that  a  $15 
price  opens  a  new  field  of 
portable  phonograph  sales. 


Price  is  not  the 
only  feature 

Anyone  can  make  a 
portable  to  sell  at 
$15.  But  where  is 
another  $15  machine 
that  cannot  be  dis- 
tinguished from  a 
$25  value  in  con- 
struction and  tone? 


Case  is  full  sized 

and  made  in  all  colors 

This  Nifty  case  is  a  wonderful  construction,  specially 
braced  and  with  strong,  thickly  plated  hardware. 

Consolidated  Talking  Machine  Co* 

Consolidated  Building 

227-229  West  Washington  St.,  Chicago 

Minneapolis:  1424  Washington  Ave.,  South  Detroit:  2949  Gratiot  Ave. 
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Cleveland  Retailers  Reap  the  Reward  of 

Extensive  Programs  of  Sales  Promotion 

Advertising  Campaigns  and  Concerts  Had  Favorable  Effect  on  Sales  of  Talking  Machines  and 
Radios  Preceding  and  After  the  Holidays — Important  Changes  in  Brunswick  Branch 


Cleveland,  O.,  January  8. — The  New  Year  has 
made  an  auspicious  start  from  a  business  stand- 
point. Both  wholesalers  and  dealers  of  radio 
are  preparing  for  a  busy  season  and  ambitious 
programs  along  sales  and  advertising  lines  have 
been  mapped  out.  The  Victor  concerts,  and 
those  of  Atwater  Kent  as  well  as  the  many 
other  fine  ones  being  broadcast,  are  doing  much 
to  create  a  better  market  for  receivers.  Large 
quantities  of  musical  merchandise  were  bought 
for  Christmas,  but  the  higher-priced  instruments 
had  the  best  call. 

Entertained  Employes  at  Christmas  Party 

The  Cleveland  Talking  Machine  Co.  gave  a 
fine  Christmas  party  to  its  employes  on  Fri- 
day afternoon,  December  24,  which  was 
throughly  enjoyed  by  all.  Howard  Shartle, 
president  of  the  company,  was  master  of  cere- 
monies. The  big  event  of  the  affair  was  the 
distribution  of  bonuses,  which  is  an  annual  cus- 
tom of  the  company.  The  executives  of  the 
company  gave  short  addresses  and  there  was 
also  a  distribution  of  gifts.  The  children  of  em- 
ployes were  also  remembered  with  presents.  It 
was  a  jolly  occasion  for  everybody  and  one 
that  will  be  long  remembered. 

Victor  Dealers  Stage  Tie-ups 

Victor  dealers  tied  up  in  their  advertising  and 
window  displays  with  the  broadcasting  of  the 
first  Victor  concert  and  were  well  satisfied  with 
the  results  obtained.  The  concert  not  only 
helped  radio  sales  but  also  the  sale  of  records  of 
those  artists  taking  part  in  the  concert.  The 
Cleveland  Talking  Machine  Co.,  Victor  distribu- 
tor, staged  two  demonstrations  of  the  Credenza 
Electrola,  one  of  which  was  before  the  Advertis- 
ing Club  at  the  Hotel  Statler  and  the  other  be- 


fore the  Men's  Club  at  the  Temple  on  Euclid 
avenue  and  East  Eighty-second  street. 

Henry  Dreher,  president  of  the  Dreher  Piano 
Co.,  accompanied  by  Mrs.  Dreher,  has  left  for  a 
two  months'  sojourn  at  Miami  Beach,  Fla. 
Trades  Association  Meets 

The  Cleveland  Music  Trades  Association  held 
its  regular  monthly  meeting  at  the  Hotel  Win- 
ton  on  Tuesday  evening,  January  4,  at  which 
President  Maresh  presided.  There  was  a  good 
attendance  and  the  principal  business  of  the  eve- 
ning was  a  discussion  of  plans  for  the  activities 
of  the  new  year. 

E.  S.  Germain  Optimistic 

"Dealers  are  unanimous  in  expressing  an  opti- 
mistic outlook  for  1927,"  stated  E.  S.  Germain, 
district  manager  of  the  Brunswick  Co.  "They 
will  enter  the  new  year  firmly  convinced,  as  a 
result  of  present  consumer  demand  for  perform- 
ance, that  their  volume  of  business  during  1927 
will  be  forthcoming  from  the  electrical  field. 
Consumer  demand  for  high-powered  radio,  both 
independent  of  and  in  combination  with  the 
electrical  reproducing  instrument,  is  indicative  of 
what  1927  offers  to  the  dealer  who  will  back  up 
these  convictions  with  a  highly  efficient  and 
trained  sales  organization,  most  dealers  realiz- 
ing that  this  is  necessary  to  profitably  and  in- 
telligently merchandise  the  higher  units. 

"Public  and  dealer  interest  in  electrically  re- 
corded records  is  increasing  with  the  distribu- 
tion of -'the-  electrical  reproducing  musical  in- 
struments and  electrically  recorded  records  will 
play  a  very  important  part  in  the  dealers'  1927 
program." 

The  following  revision  of  territories  through- 
out   the    Cleveland   district    has    been  made: 


nig  Neiu 
Udell  Catalog 


You  can  make  friends  and  money  by  stock- 
ing and  selling  this  line  now!  UDELL 
Radio  Cabinets,  Tables,  Player  Roll  Cabi- 
nets and  Console  Talking  Machines.  Our 
complete  lines  are  on  permanent  display  at 
BOTH  the  American  Furniture  Mart  (space 
1029),  Chicago;  and  the  Furniture  Exchange 
(space  314),  206  Lexington  Ave.,  New  York. 
It  will  pay  you  well  to  see  them  there! 


No.  746 
Radio  Cabinet 

Specially  for  Atwater 
Kent  Model  20  Compact 
and  Model  30.  A  typical 
example  of  the  many 
splendid  UDELL  values. 


Write  for  Special  New  Radio  Catalog  No.  86 
NOW!— The   Greatest    Values    in    Our  H„lj- 
Century  Experience 

The  UDELL  WORKS,  Inc. 

Established  1873 

28th  St.  at  Barnes  Ave., 
INDIANAPOLIS,  IND. 


George  M.  Jensen,  formerly  representing  the 
Brunswick  Co.,  in  Buffalo  and  western  New 
York,  will  succeed  C.  W.  Markham  at  Pitts- 
burgh; Don  Miller,  of  the  Pittsburgh  office,  will 
succeed  Mr.  Jensen  at  Buffalo;  Walter  Beilman 
is  taking  over  the  Rochester  territory;  F.  C. 
McMullen  will  operate  out  of  the  Pittsburgh 
office;  Carl  F.  Meyers  will  cover  southern  Penn- 
sylvania and  West  Virginia  territory;  Messrs. 
Scott  and  Lewis  will  continue  in  northeastern 
Ohio  territory. 

Phonograph  Co.  Busy 

The  Phonograph  Co.,  Edison  distributor,  held 
a  clearance  sale  this  month  to  dispose  of  the 
old  model  machines  and  records  on  hand.  The 
demand  was  very  good  over  the  holidays,  both 
for  the  new  models  and  long-playing  machines. 
The  company,  which  is  also  a  Federal  radio  dis- 
tributor, had  an  exceptionally  big  demand  for 
all  models. 

To  Award  Prizes  for  Window  Displays 

Atwater  Kent  dealers  of  northern  Ohio  will 
gather  in  Cleveland  on  January  13  at  the  Statler 
Hotel  to  attend  a  business  meeting  and  a  ban- 
quet in  the  evening,  following  which  the  presen- 
tation of  prizes  to  the  winners  of  the  Atwater 
Kent  Window  Display  Contest  will  take  place. 
The  judges  of  the  contest  are  Franklin  C. 
Brenza,  manager  for  northern  Ohio,  for  Under- 
wood and  Underwood,  photographers;  Kenneth 
H.  Kolpein,  secretary  of  S.  M.  Masse  Co.,  adver- 
tising counselors,  and  H.  Van  Luit,  display 
manager  of  the  Sterling  &  Welch  Co.  The  three 
are  experts  in  their  respective  lines,  photog- 
raphy, advertising  and  window  display. 

Plan  Extensive  Sonora  Campaign 

Cleveland  will  get  better  acquainted  with  the 
merits  of  Sonora  phonographs  and  radio  this 
year.  An -aggressive  advertising  campaign  will 
be  put  on  and  a  number  of  additional  accounts, 
particularly  in  the  downtown  section,  will  be 
opened.  This  does  not  mean  that  Sonora  is  a 
stranger  to  Cleveland  at  the  present  time,  as 
there  are  a  number  of  live  dealers  handling  the 
line,  such  as  the  Wright  Music  Co.,  Frank  Cerne, 
Brown  Bros.,  Basta  Music  Co.,  and  others. 
General  Manager  Du  Breuil  reports  an  excel- 
lent holiday  business,  with  many  orders  on 
hand  for  future  delivery. 

Visitors  to  the  Trade 

Among  recent  Cleveland  visitors  were  Don 
T.  Allen  and  Don  Leopold,  of  the  Carryola  Co. 
Columbia  Masterworks  Popular 

The  Cleveland  branch  of  the  Columbia  Co.  en- 
joyed a  big  business  in  Masterworks  sets  for  the 
holidays,  and  District  Manager  R.  J.  Mueller  re- 
ports record  sales  for  December  as  the  largest 
in  the  history  of  the  branch  for  that  month. 
Viva-tonal  machines  were  shipped  out  just  about 
as  fast  as  they  arrived  from  the  factory  and  the 
outlook  for  this  year's  phonograph  and  record 
business  is  very  encouraging. 

Ted  Lewis,  well-known  Columbia  artist,  ap- 
peared at  the  Ohio  Theatre  the  first  part  of 
January  and  made  a  great  hit.  His  records 
were  featured  by  many  of  the  dealers.  Among 
visitors  to  the  branch  were  G.  C.  Jell,  of  New 
York,  who  was  here  in  the  interests  of  the 
Masterworks  sets. 


Forest  Electric  Go.  Has 

Reduced  Prices  on  Line 

The  Porest  Electric  Co.,  New  and  Wilsey 
streets,  Newark,  N.  J.,  manufacturer  of  Unitron 
battery  rectifiers,  many  models  of  which  are 
made  specially  for  radio-receiving  sets,  an- 
nounces a  reduction  in  prices  of  15  per  cent  or 
more  on  its  complete  line.  These  reductions 
apply  to  all  models  of  its  rectifiers,  including 
tin-  Unitron  6-6,  the  Unitron  1  and  Unitron  2. 
Price  reductions  also  were  made  on  the  Porto- 
stat  and  the  Portometer,  products  used  as  trou- 
ble tinders  for  automotive  electrical  systems. 

L.  F.  Woolman,  sales  manager  of  the  Forest 
Electric  Co.,  states  the  price  reductions  were 
made  possible  through  the  increased  business 
achieved  by  the  company  with  its  products 
within  the  year  just  ended. 


January  15,  1927 


THE    TALKING    MACHINE  WORLD 


87 


St.  Louis  Office: 
N.  DAVID  THOMPSON 
308  Central  National  Bank  Bids. 


Argus  Radio  Corp. 

257  WEST  17th  STREET.,  N.  Y.  C. 


Chicago  Office :  HAWTHORNE  &  STEMM,  28  East  Jackson  Boulevard 


Pittsburgh  Office: 
W.  A.  BITTNER 
422  First  Ave. 

Baltimore  Office: 
HERMAN  A.  SMITH.  Greenspring  Ave.  &  South  Road 
Mount  Washington 
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Second  Annual  Banquet  of  Gross-Brennan, 

Inc.,  Showed  Growth  of  the  Organization 

Spirit  of  Good  Fellowship  Prevailed  at  Annual  Party  of   Stromberg-Carlson  Distributor,  Held 
at  the  Hotel  Commodore,  New  York  City — Brief  Talks  and  Entertainment 


The  second  annual  banquet  of  the  organiza- 
tion of  Gross-Brennan,  Inc.,  was  held  December 
29,  at  the  Waldorf-Astoria  Hotel,  and  not  only 
■proved  an  outstanding  success  but  was  note- 
Worthy  for  the  spirit  of  good-fellowship  and 
informality,  which  characterized  the  evening's 
proceedings.  Gross-Brennan,  Inc.,  with  head- 
quarters at  342  Madison  avenue,  New  York,  and 
a  branch  office  in  Boston,  are  New  York  and 
New  England  representatives  for  the  radio 
products  of  the  Stromberg-Carlson  Telephone 


Annual  Banquet  of  Gross-Brennan.  Inc.,  Stromberg-Carlson  Distributor 


Mfg.  Co.,  Rochester,  N.  Y.,  and  during  the  past 
three  years  this  firm  has  performed  one  of  the 
most  impressive  and  successful  merchandising 
"jobs"  of  any  concern  in  the  radio  industry. 
Through  its  untiring  efforts  and  exceptional 
knowledge  of  merchandising  conditions,  the  or- 
ganization has  placed  Stromberg-Carlson  radio 
products  in  the  very  front  ranks  of  the  industry 
in  the  territory  it  is  serving,  and  at  the  present 
time  Stromberg-Carlson  radio  receivers  and 
loud  speakers  are  being  extensively  featured  by 
the    most  successful  and  representative  retail 


dealers  throughout  the  New  York  and  New 
England  districts. 

Benjamin  Gross  and  Herbert  A.  Brennan,  who 
are  at  the  head  of  the  organization,  are  both 
known  throughout  the  radio  and  talking  ma- 
chine industries;  Mr.  Gross  having  spent  a  num- 
ber of  years  as  a  distributor  of  radio  products 
and  Mr.  Brennan  having  been  associated  for 
many  years  with  important  talking  machine  in- 
terests, including  the  Victor  Talking  Machine 
Co.    Their  alliance  was  successful  from  the  very 

outset,  and  the  ban- 
quet on  December 
29  emphasized  the 
progress  which  the 
firm  has  made  as 
Stromberg  -  Carlson 
representatives  in  this 
territory. 

The  firm  was  or- 
ganized in  October, 
1924,  with  only  three 
people,  but  at  the 
second  annual  ban- 
quet  twenty -seven 
members  of  the  organiza- 
Loughlin,    sales  promotion 


Karl  E.  Bran,  Walter  I.  Brunner,  Laura  Buck- 
ner,'  Arthur  W.  Chamberlain,  Wendle  L.  Collins, 
Blanche  DeBrito,  Rose  Hartig,  Chester  D. 
Jourdan,  Harry  C.  Lansell,  Eugene  M.  Latham, 
Frank  G.  Loughlin,  Townsend  D.  MacCoun, 
Elma  W.  Madsen,  Oscar  Mautner,  Jean  Miller, 
Joseph  T.  O'Shea,  Madeline  Phelan,  Rita  Pol- 
lack, Emily  V.  Rogers,  Rose  Safyre,  S.  Claire 


f  T  III  lj 


Gross-Brennan  Executive  and  Sales  Staff 

Schulman,  Joseph  C.  Springer,  E.  Kenneth 
Walter,  Algernon  Winchell. 


were  present  as 
tion.  Frank  G. 
manager,  presided  as  toastmaster  and  intro- 
duced the  various  members  of  the  organiza- 
tion, each  of  whom  made  a  brief  talk,  as  well  as 
a  number  of  popular  artists,  including  Mort 
Downey,  prominent  tenor;  Miss  Edna  Beatrice 
Bloom,  soprano;  Charles  and  Harry  Warren, 
song  writers,  and  Jimmy  Caruso's  Orchestra. 
The  members  of  the  Gross-Brennan  organiza- 
tion who  attended  the  banquet  were:  Benjamin 
Gross,  Herbert  A.  Brennan,  Horace  G.  Bloom, 


W.  H.  Lyon  and  R.  H. 

Canning  in  New  Positions 

Buffalo,  N.  Y.,  January  6. — W.  H.  Lyon  and 
R.  H.  Canning,  special  representatives  of  the 
Federal  Radio  Corp.,  have  been  recalled  from 
the  field  to  take  up  new  duties  in  their  contact 
with  wholesalers  of  Ortho-sonic  radio.  Mr. 
Lyon  will  direct  the  application  of  Federal's 
merchandising  methods  to  sales  conditions 
among  the  wholesalers  and  Mr.  Canning  will 
be  given  full  charge  of  the  solution  of  service 
problems  of  the  trade.  Each  is  experienced  in 
his  field  of  activities. 

Mr.  Lyon  and  Mr.  Canning  will  alternate  be- 
tween the  main  office  and  the  Federal  whole- 
salers, as  the  occasion  requires. 


1 


EAL  SALEs 


^^^^  jrs  ^^^^ 


Freshman  Masterpiece 
products  comprise  a 
complete  line  of  the 
World's  Greatest  Radio 
Receivers  and  other 
apparatus. 


cNew  and  Improved 

freshman 

SaSTERPIEcb 


Write  for  complete  de- 
tails about  the  most 
profitable  franchise  in 
radio. 


Quality  with  100%  reserve  power — Genuine  Mahogany  Cabinet — All  Metal  Shielded  front 
and  sub-panel — power  tube  amplification — "C"  Battery  connections — Non-microphonic 

sockets. 

Sold  to  Authorized  Freshman  Dealers  Only 


\ 


CHAS.  FRESHMAN  CO.,  Inc. 


Freshman  Hid}:.,  New  York 

2626  W.  Washinpton  Blvd.,  Chicapo 
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^Zhe  Phonograph 


For 

Dependability —Service— Value 

Use  the  Flyer 

Of  all  portable  phonographs  sold  the  country 
over,  the  majority  are  equipped  with  Flyer 
Motors.  That's  because  manufacturers  and 
dealers  have  learned  that  Flyer  Motors — all 
Flyer  Motors — are  as  silent  and  as  precisely 
made  as  a  fine  watch,  dependable,  easy  to  sell, 
and  full  of  value. 

Flyer  Motors  are  fully  guaranteed.  They 
have  a  cast  iron  frame,  remarkably  tough  and 
athletic  spring,  and  absolute  precision  bear- 
ings, governors  and  gears.  Before  it  leaves 
our  factory,  every  Flyer  Motor  must  success- 
fully pass  77  rigid  inspections — it  must  be 
built  to  stand  years  of  hard  wear  and  con- 
stant use. 


ENERAL  INDUSTRIES  CO 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Industry  agrees 


or 


The  New  1927  Junior 


To  meet  the  demand  for  Flyer  dependability  in  a  motor  for 
lighter,  smaller  portables,  the  new,  improved  Junior  has  been 
designed. 

This  new  Junior  has  a  sturdy  frame  of  cast  iron — bearings  are 
of  everlasting  bronze — the  spring  is  made  of  the  finest  steel. 
Like  the  Flyer,  the  Junior  is  inspected  at  every  step  of  manu- 
facture, and  the  complete  motor  must  successfully  pass  the 
Listening  Test — it  must  be  absolutely  silent,  smooth-running, 
free  of  all  vibration. 


Junior  and  Flyer  both  are 
OK'd  at  every  stage  of  their 
manufacture,  OK'd  by  manu- 
facturers and  dealers,  and 
OK'd  by  hundreds  of  thou- 
sands of  users,  because  they 
are  built  to  give  generous 
service  and  long  years  of 
satisfaction. 

Demand  portables  equipped 
with  Junior  or  Flyer  Motors. 


ENERAL  INDUS! 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Holiday  Rush  Brings  Shortage  of  Stock 

to  Dealers  Who  Failed  to  Place  Orders 

Distributors  Handicapped  by  Insufficient  Stocks  to  Meet  the  Last-Minute  Demands  of  Retailers 
— Outlook  for  a  Profitable  Year  Is  Bright,  Is  Consensus  of  Opinion — The  News 


Philadelphia,  Pa.,  January  8. — While  the 
Christmas  trade  was  quite  up  to  the  expectations 
of  the  dealers  and  the  distributors  in  the  merry 
whirl  of  the  holiday  demands  for  talking  ma- 
chines and  records  there  was  some  regret 
among  those  who  were  not  prepared  by  freely 
stocking  the  new  instruments.  Manufacturers 
and  distributors  have  been  urging  retailers  to 
place  orders  for  their  holiday  stocks  for  the 
past  three  months  in  anticipation  that  the  de- 
mand for  talking  machines  would  be  heavy  and 
that  there  was  possibility  of  being  caught  short 
of  the  popular  selling  models. 

Those  dealers  who  heeded  the  advice  of  the 
distributors  and  stocked  with  sufficient  machines 
were  richly  rewarded  by  quickly  disposing  of 
all  available  supplies  of  the  new  models  of  talk- 
ing machines  or  phonographs  and  the  combina- 
tion radio  models. 

Distributors  were  unable  to  secure  sufficient 
stocks  to  fill  the  orders  of  those  who  delayed 
their  purchases  of  the  popular-priced  models. 
In  fact,  most  shipments  from  the  factory  were 
again  in  transit  on  their  way  to  the  retailers 
shortly  after  arrival  at  the  headquarters  of  the 
local  distribution  centers.  Few  models  were 
left  in  the  hands  of  the  distributors  to  begin 
the  new  year's  business. 

Records  and  other  accessories  have  been 
equally  as  active  as  the  various  machines  and 
this  year's  order  list  was  a  record-breaking  one. 

While  the  holiday  business  was  most  gratify- 
ing there  has  been  little  attention  at  this  time 
to  the  plans  for  the  new  year.  Few  distributors 
of  the  Philadelphia  branch  managers  of  the 
manufacturers  are  prepared  to  announce  their 
plans  for  1927.  This  is  particularly  true  of  the 
Victor  distributors,  who  are  awaiting  the  an- 
nouncements effective  when  the  new  interests 
take  over  the  management  of  the  nationally 


known  Camden  concern.  A  few  models  of  the 
Orthophonic  or  other  makes  of  the  Victrolas 
have  been  received  at  the  local  distribution  head- 
quarters, but  no  really  notable  shipments  are 
now  being  made  pending  the  adjustment  of  the 
new  business  regime. 

Preparing  for  an  Active  Year 

Although  no  definite  plans  have  yet  been 
announced  the  Philadelphia  Victor  Distributors, 
Inc.,  835  Arch  street,  have  been  preparing  for 
the  new  year  plans  effective  when  the  four  sales 
representatives  will  take  to  the  road  again  this 
week  after  a  holiday  sojourn  at  headquarters 
here.  The  four  representatives  that  have  been 
attending  the  business  conferences  at  head- 
quarters are  Claude  Kohl,  Albert  Hughes, 
George  Tatem  and  William  Anderson.  When 
the  road  work  of  1927  commences  this  week 
there  will  be  a  new  representative  to  replace 
William  Anderson,  who  has  been  assigned  to 
take  over  the  management  of  the  newly  in- 
augurated service  department  and  to  supervise 
its  activities  in  the  repairing  of  machines.  He 
will  be  replaced  by  Harold  Cregar,  who  has 
been  assisting  Manager  Raymond  J.  Boldt,  of 
the  record  department.  William  Stark,  recently 
record  clerk,  succeeds  Mr.  Cregar. 

The  new  service  department  of  the  Phila- 
delphia Victor  Distributors  will  be  devoted  en- 
tirely to  the  rendition  of  repair  and  other  ser- 
vices of  accessory  supply  to  the  dealers  and  to 
customers.  A  corps  of  repair  men  will  be  main- 
tained to  travel  the  territory  for  the  benefit  of 
both  the  retailers  and  their  patrons  whenever 
repair  work  is  needed.  Under  the  direction  of 
Mr.  Anderson  this  department  will  be  exten- 
sively developed  in  the  coming  months. 
Tie-Up  With  Record  Artists 

Simultaneously  with  the  appearance  of  the 
Silvertown  Cord  Orchestra  of  the  B.  F.  Good- 


rich Rubber  Co.  at  Keith's  Theatre  here,  the 
Philadelphia  Victor  Distributors,  Inc.,  made  ar- 
rangements to  exploit  the  recordings  on  the 
Victor  of  the  notable  aggregation  devoted  to 
the  advertising  of  the  tire-manufacturing  con- 
cern. Manager  Raymond  J.  Boldt  tied  up 
with  special  displays  in  the  dealers'  windows  and 
with  the  local  branch  of  the  Goodrich  Co.  to 
advertise  the  records  of  these  artists  while  the 
Keith  bill  was  featured  in  the  city.  The  tie-up 
proved  one  of  the  successful  holiday  week  fea- 
tures in  connection  with  trade  activities. 

President  Louis  Buehn,  of  the  Philadelphia 
Victor  Distributors,  Inc.,  will  sail  this  month 
for  a  cruise  of  the  Mediterranean,  accompanied 
by  Mrs.  Buehn. 

Big  Brunswick  Holiday  Demand 

Causes  for  jubilation  over  the  holiday  suc- 
cesses of  the  Brunswick  Co.  were  ample  when 
it  is  stated  that  the  entire  supply  of  the  Pana- 
trope  and  the  Spanish  models  of  the  Bruns- 
wick in  the  latest  improved  types  were  entirely 
cleaned  out  of  warehouses  during  the  holiday 
buying  season.  When  Vice-President  R.  S. 
Bensinger  called  on  District  Manager  George 
A.  Lyons,  he  was  most  pleased  at  the  reports  of 
the  clean  sweep  of  all  available  supplies  of  the 
Brunswick.  Vice-President  Bensinger  stopped 
over  en  route  to  Atlantic  City,  where  he  spent 
the  mid-December  days  on  a  brief  vacation.  An- 
other caller  at  headquarters  here  was  Jack  Kapp, 
sales  manager  of  the  race  record  department  at 
the  factory. 

Panatrope  Concerts  Increase  Sales 

A  very  important  sales  campaign  was  in- 
augurated in  the  Capital  City  of  Pennsylvania 
during  December  when  the  Brunswick  Pana- 
trope was  demonstrated  before  the  many  patrons 
of  the  J.  H.  Troup  Music  House  at  Harrisburg 
in  a  series  of  concerts.  With  factory  represent- 
ative W.  J.  Lorenzo  attending,  the  Panatrope, 
Seville  and  other  newest  Brunswicks  were  used 
in  the  concert  in  appropriate  assortment  of  the 
various  records  in  popular  and  classic  selec- 
tions. Coming  in  the  holiday  months,  its  suc- 
cess was  marked  by  the  sale  of  many  of  the 
latest  models  for  the  Yuletide. 

Features  an  Extensive  Line 

M.  S.  Jacobs,  who  conducts  the  Central  Music 
Supply  Co.,  964  North  Marshall  street,  wholesaler 
and  retailer  of  talking  machines  and  accessories, 
features  parts  and  a  complete  line  of  records 
and  machines  in  the  Victor,  Columbia,  Pre- 
mier and  Okeh  makes,  after  four  years  in  the 
industry. 

R.  E.  Tongue  &  Bros.  Have  Excellent  Season 

R.  E.  Tongue  &  Bros.  Co.,  Inc.,  wholesaler 
of  Federal  Ortho-sonic  radio  in  this  territory, 
reports  a  very  strong  activity  in  this  popular 
line.  The  Philadelphia  concern  has  done  splen- 
did work  with  Ortho-sonic  sets  from  their 
introduction  in  1025  and  since  that  time-  has 
handled  Federal  exclusively  in  its  radio  depart- 
ment. 

G.  T.  Tongue,  assistant  treasurer  of  the  com- 
pany, recently  made  a  visit  to  the  factory  of 
the  Federal  Radio  Corp.,  in  Buffalo,  and  found 
every  available  space  in  the  plant  being  used 
to  combat  the  production  problem  created  by 
an  enormous  demand  for  Ortho-sonics. 
Hold  Business  and  Social  Get-together 

In  celebration  of  the  holidays  and  in  con- 
formity with  the  business  plans  for  the  new 
year  the  traveling  representatives  of  Every- 
body's Talking  Machine  Co.,  810  Arch  street, 
hold  a  joint  business  and  social  gathering  in 
the  holiday  week.  With  fourteen  salesmen  at- 
tending, the  firm  acted  as  host  to  the  workers 
at  a  banquet  held  in  the  Hotel  Benjamin  Frank- 
lin when  President  Philip  Grabuski  reviewed 
(Continued  on  page  94) 


§p§|HE  Victor  Company's  great 
Sll  national  newspaper  advertising 
has  put  the  wonderful  new  Ortho- 
phonic  Recording  right  out  front. 

Your  follow-up  of  this  advertis- 
ing will  make  Record  business  richly 
profitable. 

Tie  up  with  Victor  ready-made 
ads. 

H.  A.Weymann  &  SonJnc. 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 
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(  East  of  the  Rockies) 
2  ampere  Tungar,  $18 
5  ampere  Tungar,  $28 
Trickle  Charger,  $12 
(60  cycles,  110  volts) 


Tungar  is  ideal 
for  any  cabinet 

Never  hesitate  to  install  a  G-E  Tungar 
battery  charger  in  any  cabinet. 

It  is  safe — contains  nothing  which 
can  damage  furniture. 

In  appearance,  it  will  harmonize  with 
the  finest  radio  cabinet. 

And  it  is  a  simple  matter  to  connect 
it  permanently  so  that  a  switch  can 
control  the  charging  of  the  batteries. 

Tungars  are  easy  to  sell.  They  have 
been  advertised  consistently  for  ten 
years.  The  radio  public  knows  them. 
And  they  bring  a  more-than-generous 
profit. 

And  this  is  important: 

The  two-  ampere  Tungar  will 
trickle  charge  a  6  volt  "A"  battery 
—  or  give  it  a  full  rate  boost. 

It  will  also  charge: 

2  or  4  volt  radio  "A"  batteries,  Auto- 
mobile batteries,  and  all  radio  "B" 
batteries. 

Ask  your  Tungar  Jobber  for 
Tungar  Sales  Helps  —  Now 


un0ar 


REG.  U.S. 


PAT.  OFF. 


BATTERY  CHARGER 


Tungai — a  registered  trademark — is  found  only 
on  the  genuine.    Look  for  it  on  the  name  plate. 


GENERAL  ELECTRIC 


GENERAL  ELECTRIC  COMPANY 


MERCHANDISE  DEPARTMENT 


BRIDGEPORT,  CONNECTICUT 
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his  recent  journey  over  14,000  miles  of  territory 
in  this  country,  Mexico,  Central  America  and  in 
Cuba.  While  the  banquet  was  the  social  oc- 
casion, there  were  many  business  sessions  held 
at  headquarters  in  Arch  street  during  the  three 
days  of  the  conferences  and  at  these  meetings 
the  plans  for  the  coming  year  were  outlined. 
Among  the  changes  effective  was  that  of  the 
enlargement  of  the  storage  facilities  through  the 
addition  of  an  adjoining  building  basement 
which  has  been  connected  to  the  present  home 
through  demolition  of  the  linking  walls.  Among 
the  1927  plans  are  those  that  will  promote  the 
sales  of  the  newest  additions  to  the  Everybody's 
Talking  Machine  Co.  lines,  the  Honest  Quaker 
portable,  which  appeared  for  the  first  time  last 
November,  and  that  of  the  Quaker-tone  Junior, 
a  small-size  talking  machine.  The  demand  for 
the  Honest  Quaker  parts  has  been  so  heavy 
that  the  factory  and  shipping  departments  have 
been  put  on  increased  schedule  and  overtime. 
There  will  be  more  developments  in  the  new 
year  to  add  to  the  laurels  already  obtained  for 
the  Honest  Quaker  in  the  way  of  new  devices 
that  will  aid  in  the  modernizing  of  old-time 
machines  and  in  perfecting  the  newer  makes. 
Jacobs.  Inc.,  Now  Known  as  Shuman  Bros.,  Inc. 

On  January  1  the  assets  of  the  firm  of  Jacobs, 
Inc.,  music  and  furniture  dealer,  were  taken 
over  b\'  Shuman  Bros.,  Inc.,  and  the  business 
will  be  continued  at  the  same  address  at  1501 
Germantown  avenue  under  the  new  name.  The 
change  amounts  only  to  a  new  name,  as  the 
officers  of  the  company  have  for  a  number  of 
years  controlled  and  directed  Jacobs,  Inc. 
Cupid  Scores  at  J.  A.  Fischer  Co. 

Cupid  is  busy  in  the  ranks  of  the  Fischer 
organization.  On  December  26  two  betrothals 
were  announced.  Martin  Krupnick,  of  the 
Fischer  sales  staff,  has  become  engaged  to 
Bessie  Simons,  and  Milton  Leidner,  head  ship- 
ping clerk  of  the  J.  A.  Fischer  Co.,  has  become 
engaged  to  Miss  Reba  Block. 

Prepare  for  Heavy  Victor  Demand 

While  the  Xmas  shopping  in  the  talking  ma- 
chine trade  cleaned  out  the  wholesale  supply  of 
Victor  Orthophonies  and  other  models  of  the 
new  types,  H.  A.  Weymann  &  Son,  wholesalers, 
under  Manager  Charles  W.  Bahl,  are  now  being 
put  in  readiness  for  1927.  The  firm  is  negoti- 
ating with  the  new  interests  at  the  factory  for 
the  coming  year  and  expects  to  be  able  to  an- 
nounce its  policies  within  the  next  few  weeks. 
There  will  be  stocked  a  complete  supply  of  the 


GUARANTEE  PORTABLE 


Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 

SPECIFICATIONS  : 

1.  Textene  Leather  Case. 

2.  Standard  Heineman  Motor. 

3.  Plays  Two  10"  Records. 

4.  Standard  Taper  Tone  Arm. 

5.  Specially  L.oud  Reproducer. 

6.  Device  for  Carrying  Records. 

7.  Machine  Will  Play  12"  Records. 

8.  Patented  "Non-Spill"  Needle  Cup. 

9.  Size  14%"  x  11%"  x  7%". 
10.  Weighs  13J/i  pounds. 


Guarantee  Special  Portable 

Retails  for  $12.50 

Write  for  Prices  in  Quantity 


GUARANTEE  TALKING 

35  N.  NINTH  STREET 

Wt-'f°  for  our  latest 


Costs  you  $10.50 
RETAILS  FOR  $25.00 

MACHINE  SUPPLY  CO. 

PHILADELPHIA,  PA. 
Main  Spring  Chart^HHMHMM 


new  models  ready  for  trade  distribution  as  soon 
as  the  plans  are  perfected.  Already  some  ship- 
ments have  been  received,  but  these  have  been 
sent  on  their  way  to  the  dealers  listed  in  the 
books  as  urgently  in  need  of  stocks.  Additional 
shipping  forces  were  added  for  the  holidays 
to  take  care  of  the  rush,  and  part  of  the  staff 
will  be  maintained  for  the  better  service  of  the 
dealers  in  the  current  year. 

Plans  to  Add  Radio 
A  radio  department  is  to  be  added  to  the 
Crown  Talking  Machine  Co.,  35  North 
Ninth  street,  this  year.  The  firm  has  been  en- 
gaged in  the  talking  machine  business  for  more 
than  a  decade.  No  particular  type  of  radio  has 
yet  been  selected  but  will  be  within  a  few  weeks. 
The  firm  has  been  retailer  of  the  Victor,  Okeh 
and  Columbia  machines  and  records,  with  M. 
Berger  at  the  helm.     The  larger  quarters  ac- 


"Trilling  &  Montague,  wholesale  radio  merchan- 
disers, Philadelphia,  are  recognized  as  one  of  the 
few  wholesalers  actually  giving  dealers  service  with 
a  capital  'S'." 

A  TALKING  MACHINE  PUBLICATION. 

DISTRIBUTORS  FOR 


KOLSTER 


GRGS L  E  Y 


Acme  Products 

Amplion 

Balkite 

Brandcs 

Bremer-Tully 

Bright  Star  Batteries 

Burgess  Batteries 


Eagle  Chargers 
Exide  Batteries 
Farrand 

General  Radio  Co. 
Hartford  Battery 
Jewell  Meters 


Majestic  Eliminators 
Pacent 

RCA  Radiotrons 
REL  Products 
Silkenvoice  Speaker 
Silver-Marshall 
Sterling  Meters 


Tab  Batteries 
Timmons 

Tower's  Products 
Western  Electric 
Weston 

and  many  others 


Write  for  our  1926-27  Catalog 

TRILLING  &  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 
49  North  Seventh  Street  ^QpouflflU lhXls"  Philadelphia,  Pa. 


quired  within  the  last  year  will  enable  the  ex- 
tension of  the  business  to  the  radio  branch  of 
the  industry. 

Rich  Rewards  in  1927,  Says  G.  A.  Lyons 
"In  writing  Finis  to  1926  a  definite  improve- 
ment in  Brunswick  business  in  the  Philadelphia 
territory  can  be  set  down  as  part  of  the  his- 
tory," said  George  A.  Lyons,  Brunswick  dis- 
trict manager.  "General  conditions  have  been  in 
the  main  prosperous;  the  outlook  is  that  they 
will  continue  to  be  so.  New  merchandise  and 
new  policies  in  the  past  few  months  have  proved 
themselves  to  the  dealers  and  the  public  so  that 
a  definitelv  good  groundwork  is  already  laid 
for  1927. 

"The  day  when  radio  was  a  disturbing  fac- 
tor is  past;  the  constructive  element  is  in  the 
ascendancy.  The  public  is  demanding  musical 
entertainment,  not  'distance,'  and  better  pro- 
grams are  beginning  to  show  their  effect  on  the 
sales  of  combination  and  records.  The  new 
year  holds  out  every  promise  of  rich  rewards  to 
those  who  will  study  new  Brunswick  merchan- 
dise and  properly  present  it  to  the  public." 
Optimistic  Over  Outlook 

Louis  Buehn,  president  of  Philadelphia  Victor 
Distributors,  Inc.,  whose  headquarters  are  at 
835  Arch  street,  this  city,  reports  that  sales 
for  1926  were  far  ahead  of  his  expectations 
and  the  quota  which  he  set.  It  is  Mr.  Buehn's 
personal  opinion  that  there  is  nothing  in  sight 
to  change  business  conditions  for  the  next  year 
and  it  is  his  belief  that  every  Victor  dealer 
with  the  proper  effort  can  do  an  even  better 
business  during  1927  than  has  been  done.  Dur- 
ing the  past  year  the  Philadelphia  Victor 
Distributors  not  only  received  huge  shipments 
of  merchandise  from  the  Victor  Co..  but  at 
considerable  expense  purchased  Victor  instru- 
ments of  various  types  from  other  jobbers 
whenever  and  wherever  available  in  its  effort 
to  provide  the  best  possible  service. 

J.  A.  Fischer  Co.  Expands 

With  the  growth  of  popularity  of  the  newly 
introduced  tone  arm,  the  Val  Phonic,  the  J.  A. 
Fischer  Co.,  730  Market  street,  has  been  obliged 
10  add  to  its  factory  facilities  and  larger  quar- 
lers  have  been  acquired  to  take  care  of  the  in- 
creased orders.  Dealers  have  been  fitting  their 
old  style  machines  with  the  new  Val  Phonic 
devices  and  have  been  able  to  clear  out  old 
blocks  at  a  profit  as  a  result.  J.  A.  Fischer,  of 
{Continued  on  page  96) 
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<Srfe  FACTS 

— about  getting  maximum  profits 

out  of  1927 


W 


HAT  you  have  left  after  all  expense  is  paid- 
PROFIT. 


•that's 


Suppose  you  have  had  a  record  Fall  and  Holiday 
business.  As  the  weather  warms  up  your  winter  profits  will 
melt  away — UNLESS  you  somehow  keep  SALES  up. 

Experience  has  shown  that  you  need  a  hot- selling  line  for 
Spring  and  Summer — a  line  that  will  keep  sales  up  to  the  high 
levels  of  cold -weather  Radio  and  Musical  Instrument  business. 

The  Bell  Ch%  Howell  line  of  Motion  Picture  Cameras,  Projectors 
and  Equipment  fits  in  perfectly  with  your  set-up.  The  hotter  the 
weather,  the  better  this  line  sells.  Keeps  your  sales  force  intact 
and  busy  on  a  profitable  basis.  Wonderful  advertising  and  dealer 
support.  Protective  franchises  granted  responsible  dealers.  No 
technical  experience  necessary  to  handle  this  high  grade  line. 

The  coupon  below  will  bring  you  very  timely  and  important 
information — about  discounts,  follow-up  profits,  description  of 
the  line  and  why  it  is  the  leader  in  the  field.  Get  this  information 
now.  Don't  get  caught  flat-footed  when  sales  begin  to  break. 
Leading  music  house,  like  Lyon  Ct%  Healy,  J.  L.  Hudson,  Hanley 
and  many  others  have  already  adopted  this  idea — and  are  cashing  in. 


For  MORE  of  the  FACTS 

mail  this  coupon! 


Thousands  of  these  cam.' 
eraswill  be soldto  families, 
travelers,  and  vacationists 
thisyear.Do  youwant  your 
share  of  these  profits?  Mail 
the  coupon. 


BELL  &  HOWELL  CO., 

1810  Larchmont  Ave.,  Chicago,  111. 


BELL  &  HOWELL  CO. 

1810  Larchmont  Avenue,  Chicago,  Illinois 

New  York,  Hollywood,  London    *    *    established  1907 


Please  show  me  how  your  line  of  Motion  Picture 
Cameras  and  Equipment  offsets  the  summer  music 
slump,  and  mail  complete  sales  proposition. 


Name- 


I 
I 

I  Address. 

I 

I 
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It  Pays  to  Add  Deeds  to  Words 
This  Helps  to  Break  Down  Sales  Resistance 

Word  advertising  helps  business,  of  course,  but  being  helpful  is 
more  effective.    The  OFFER  of  a 

VELVALOID  RECORD  BRUSH 

will  bring  people  to  your  store,  and  your  message  is  permanently 
delivered  to  them. 

Dealer's  ad  beautifully  imprinted  on  Pyralin  top.  Pyle  plush 
cleaning  surface  in  assorted  shades. 


inches  diameter — Patented  1922. 


We  know  it  pays.  Let  us  tell  you  how  and  why,  then  we  are 
sure  you  will  order  VELVALOIDS  thru  your  Jobber. 

PHILADELPHIA  BADGE  CO. 

MANUFACTURERS 
942  Market  Street  Philadelphia,  U.  S.  A. 


the  firm,  who  has  been  touring  through  Quebec 
and  the  Canadian  Winter  resorts  on  a  com- 
bined business  and  pleasure  trip,  is  back  at  his 
desk.  Three  men  now  are  on  the  road  for  the 
Fischer  Co.  They  are  B.  Krupnick,  Charles 
White  and  George  Hallahan,  all  having  left  in 
early  January  for  their  respective  fields.  Irvin 
R.  Epstan,  of  the  firm,  leaves  in  late  January 
for  a  tour  of  the  South. 

I.  R.  Epstan,  of  the  J.  A.  Fischer  Co.,  has 
spent  much  time  on  the  road  lately  and  reports 
that  the  good  business  of  1926  is  carrying  well 
into  the  new  year.  January  opened  well  in 
the  demand  for  phonograph  replacement  ma- 
terial and  also  a  good  demand  for  the  Val 
Phonic  reproducer. 

D.  W.  Mayberry  in  New  Post 

Following  many  years  of  association  with  the 
talking  machine  industry  and  connected  with 
some  of  the  largest  manufacturers,  D.  Wilson 
Mayberry  is  now  appointed  sales  manager  to 
the  Penn  Phonograph  Co.,  913  Arch  street.  For 
the  past  several  years  Manager  Mayberry  has 
been  connected  with  the  Penn  Co.  and  pre- 
viously was  sales  manager  of  the  Brunswick 
Tire  Co.  Under  the  plans  for  the  development 
of  the  sales  policies  of  the  Penn  Co.  he  will  or- 
ganize a  staff  of  eight  sales  representatives  to 
cover  the  territory  of  the  local  distributors  of 
the  Zenith,  Fada  and  other  radio  sets  and  ac- 
cessories. He  will  work  in  co-operation  with 
General  Purchasing  Agent  E.  G.  Dare,  of  the 
Penn  Co.  There  also  will  be  featured  this  year 
a  complete  line  of  accessories  such  as  tubes,  bat- 
teries, loud  speakers  and  other  appliances  inci- 
dental to  the  use  of  radio. 

Phonograph  Society  Meets 

When  the  Phonograph  Society,  the  organiza- 
tion devoted  to  the  promotion  of  interest  in  the 
better  recordings  of  talking  machine  records, 
met  at  the  headquarters  of  the  Brunswick  Co., 
under  the  patronage  of  Manager  George  A. 
Lyons,  on  December  14,  there  were  thirty 
members  present.  A  talk  on  better  records  was 
briefly  given  by  Secretary  James  B.  Yarnall, 
while  the  president,  Axel  Johnson,  who  came 
from  the  Boston  headquarters  of  the  Society, 
told  of  the  aims  of  the  organization  and  its 
hopes  of  enrolling  those  members  who  will 
stimulate  an  interest  in  the  better  types  of 
musical  selections.  The  next  meeting  will  be 
held  under  the  direction  of  the  Columbia  Phono- 
graph Co.  at  a  date  not  yet  decided  upon. 
Hold  Columbia  Sales  Conferences 

Among  the  visitors  to  the  local  offices  of  the 
Columbia  Phonograph  Co.  was  A.  J.  Heath, 
from  the  Chicago  headquarters,  and  who,  until 
a  few  months  ago,  was  Philadelphia  manager. 
He  made  a  brief  talk  to  the  staff  of  salesmen 
who  were  present  at  the  holiday  session  of  the 
Columbia  forces  and  who  were  the  guests  of  the 
local  manager,  J.  J.  Dohcrty,  in  the  sales  con- 
ferences devoted  to  outlining  1927  business 
plans.  The  sales  conferences  were  held  at  the 
Hourse  Restaurant.  There  has  been  such  a  rush 
for  the  Columbia's  newest  instrument,  the  Viva- 
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tonal  phonograph,  that  the  local  offices  have 
been  obliged  to  put  on  a  night  staff  as  well  as 
day  force  to  speed  up  deliveries.  While  the 
staff  was  employed  for  the  holidays,  it  has  been 
found  necessary  to  hold  the  night  workers  over 
for  the  new  year  in  order  to  meet  urgent  need 
of  deliveries. 

Outlook  Bright  for  Eckhardt 

Walter  L.  Eckhardt,  president  of  the  Eck- 
hardt Corp.,  maker  of  the  Eckharmonic  radio 
set,  reports  that  the  new  year  has  opened  in 
an  auspicious  manner.  This  corporation,  only 
a  few  months  old,  has  awarded  its  franchise 
to  a  number  of  particularly  desirable  dealers 
throughout  the  country,  who  will  form  a 
nucleus  for  the  steady  growth  of  the  company 
during  1927,  which  in  reality  will  be  its  first 
business  year.  Mr.  Eckhardt  reports  the  old 
year  ended  with  the  affairs  of  the  company  in 
exceptionally  good  condition,  all  merchandise 
manufactured  having  been  sold,  and  advance 
orders  have  already  assured  the  company  of 
a  good  beginning  for  1927. 

News  Gleanings 

Ballens  Modern  Music  Shop,  2144  North 
Front  street,  is  now  featuring  the  RCA  and  Fresh- 
man radio,  in  addition  to  the  Brunswick  and 
Columbia  phonographs. 

When  the  Philadelphia  Victor  Dealers  Associ- 
ation meets  this  month  at  the  "Ritz  Carlton 
Hotel,  the  annual  election  of  officers  will  be 
held.  While  the  place  has  been  selected  no 
definite  date  has  been  set  for  the  meeting  and 
banquet  to  accompany  the  business  session. 

Closing  of  a  very  successful  year  and  the 
resumption  of  the  talking  machine  department 
on  a  more  extensive  scale  were  the  important 
factors  that  brought  the  Gimbel  Bros.'  depart- 
ment store  an  outstanding  place  in  the  Phila- 
delphia trade.  Notable  in  the  year's  progress 
was  addition  of  the  Victor  and  the  Brunswick. 
The  Columbia  line  also  is  handled.  The  radio 
department,  under  Manager  W.  P.  Saunder,  has 
been  featuring  the  Atwater  Kent  and  RCA  radio. 

The.  Purcell  Music  Co.,  of  Trenton,  has  been 
purchased  by  Nathan  Belly,  who  will  continue 
to  feature  the  Victor  talking  machines. 

Ralph  Quimby,  who  has  been  manager  of 
the  Frankford  avenue  store  of  the  Linton  Co., 
is  now  associated  in  another  line  of  business. 

J.  Suffin,  who  -formerly  was  identified  with 
the  Kimball  Organ  Co.,  is  now  engaged  in  the 
talking  machine  business,  having  taken  over  an 
interest  in  the  store  of  G.  C.  Aschbach,  Victor 
dealer  at  Allentovvn,  Pa.  Edward  Crispin, 
former  manager  of  the  Aschbach  store,  is  with 
the  Cameron  Music  Co.  of  Allentown. 

R.  M.  Klein  on  Vacation 

R.  M.  Klein,  general  manager  of  F.  A.  D. 
Andrea,  Inc.,  is  now  enjoying  his  first  vacation 
in  several  years.  Hunting  and  golf  will  occupy 
Mr.  Klein's  time  for  the  next  two  weeks  at  the 
Dover  Hall  Club,  near  Brunswick,  Ga.  U.  G. 
Hermann,  of  the  Radio  World's  Fair,  and  a 
number  of  prominent  figures  in  the  sport  world 
are  with  Mr.  Klein. 


Atlanta  Salesman  Makes 

$100,000  Garryola  Sales 

Wayland  Attkisson,  Assistant  Sales  Manager  of 
Aluminum  Specialty  Co.,  Carryola  Distribu- 
tor, Runs  Up  Fine  Sales  Record 


Atlanta.  Ga.,  January  6. — During  the  twelve 
months  of  1926  Wayland  Attkisson,  assistant 
sales  manager  of  the  Aluminum  Specialty  Co., 
of  this  city,  amassed  a  sales  record  which  is 
remarkable.  In  addition  to  his  executive  duties, 
he  was  successful  in  selling  over  $100,000  of 
Carryola  portables  to  retail  operators  in  the 
Southeast. 

He  is  one  of  the  best  known  and  most  popu- 
lar members  of  the  music  industry  in  this  sec- 


Wayland  Attkisson 

tion  of  the  country,  and  numbers  among  his 
friends  hundreds  of  music  merchants  and  fur- 
niture dealers' with  whom  he  has  had  an  oppor- 
tunity to  co-operate.  Mr.  Attkisson  not  only 
sells  the  merchandise,  but  consistently  intro- 
duces constructive  plans  to  assist  dealers. 

In  pointing  toward  the  achievements  of  Mr. 
Attkisson,  C.  Miller  Jones,  sales  manager  of 
the  Aluminum  Specialty  Co.,  makes  the  pre- 
diction that  his  assistant  will  double  his  volume 
of  last  year  during  1927. 

Frederick  Dietrich  Host 

to  Kolster-Brandes  Heads 

Department  heads  and  foremen  of  two 
Kolster-Brandes  plants  in  Newark,  N.  J.,  were 
entertained  by  Frederick  Dietrich,  president  of 
the  Brandes  Products  Corp.,  subsidiary  of  Fed- 
eral-Brandes,  Inc.,  at  a  New  Year's  luncheon. 
Piano  selections,  duets,  monologues  and  other 
entertainment  by  some  of  the  executives  present 
featured  this  get-together  party.  The  history 
of  the  past  successful  year  was  reviewed  and 
prophecies  were  made  of  future  growth, 
t   

Federal  Advertising  Tie-up 
Contest  Is  Most  Successful 

Buffalo.  N.  Y.,  January  7. — R.  F.  Lovelee, 
western  New  York  representative  of  the  Fed- 
eral Radio  Corp.,  manufacturer  of  Federal 
Ortho-sonic  radio  receivers,  received  first  prize 
in  the  advertising  contest  conducted  by  the 
company  among  its  territorial  representatives. 
L.  M.  Blye,  New  England  representative,  se- 
cured second  prize,  and  R.  G.  Blair,  represent- 
ing Federal  in  Wisconsin,  was  third  in  order. 


MANUFACTURERS  OF  RADIO  and  PHONOGRAPH  HARDWARE 

Write — Star  Machine  &  Novelty  Co.,  9-1 1  Watsessing  Ave.,  Bloomfield,  N.  J. 
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SELL  PERMANENT  RADIO  SATISFACTION 

The  Bremer  *Tully  Counterphase-Eight 


— the  set  on  which  many  successful  dealers 
rely  to  satisfy  their  most  exacting  customers 


IT  is  the  product  of  a  firm  that  has  never 
put  out  a  RADIO  product  that  was  not 
more  than  ordinarily  successful.  They  are 
originators  of  the  "NAMELESS"  and 
"COUNTERPHASE"  circuits  as  well  as  de- 
signers of  many  parts,  famous  for  their  effi- 
ciency. 

The  demand  for  their  greatest  success,  Coun- 
terphase  Receivers,  is  working  the  factory  to 
the  limit  of  its  production.  It  bears  out  what 
has  always  been  our  firm  belief,  that  quality 
will  be  recognized.  ■ 

We  invite  you  to  investigate  the  new  B-T 
Counterphase,  the  Authorized  Dealer  Plan, 
and  the  past  record  of  B-T. 

B-POWER-UNIT 

When  you  explain  to  the  prospect — that 
the  Bremer-Tully  B-Power  Unit  is 
made  by  a  company  with  Radio  experi- 
ence behind  them,— that  it  delivers  150 
volts  at  60  mils — enough  for  the  big  sets, 
— that  there  are  no  knobs  to  turn,  no 
guess-work,  no  variable  resistances  to 
get  out  of  order, — that  it  is  better  in 
every  detail, — they  will  see  the  wisdom 
and  economy  of  buying  the  Bremer- 
Tully  B-Power  Unit. 

Send  for  circulars  on  all  B-T  products. 


With  the  B-T  pat- 
ented Station  In- 
dicator, found  in 
no  other  set,  you 
read  the  wave 
length  direct  from 
the  tape.  No  log 
book  is  required. 
There  is  no  guess- 
work about  locat- 
ing any  station 
whose  wave  length 
is  known. 


Station  Indicator 

(Pat.  9-28-26) 


Open,  Showing  Control  Panel 

The  Rejector,  another  exclusive  B-T 
feature,  makes  possible  selectivity  not 
found  in  other  single-control  sets.  Tun- 
ing is  simple  but  at  the  same  time  aux- 
iliary controls  are  there  for  those  who 
want  to  exercise  tuning  skill. 


1  J 

H 

j 

The  Counter  phase-Six  is  similar  to  the 
"EIGHT"  but  with  four  "tuned  stages 
instead  of  five."  It  is  lower  in  price 
and  like  the  "EIGHT"  is  a  leader  in  its 
class. 


BREMER-TULLY  MFG.  CO. 


520  So.  Canal  St. 
CHICAGO,  ILL. 
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Many  Holiday  Good  Wishes 
for  Talking  Machine  World 

Greetings  Received  From  All  Parts  of  the  Coun- 
try and  From  All  Branches  of  the  Trade, 
Manufacturing,  Wholesale  and  Retail 


The  Talking  Machine  World  acknowledges 
with  thanks  and  reciprocates  the  Christmas  and 
New  Year's  Greetings  received  from  its  many 
friends  in  the  trade,  among  whom  were  Elmer 
E.  Bucher,  Radio  Corporation  of  America; 
Joseph  Wolff,  Sonora  Phonograph  Co.;  L.  W. 
Staunton,  Carroll  Van  Ark  and  A.  W.  Rhinow, 
Federal-Brandes,  Inc.;  Pierre  Boucheron,  J.  L. 
Bernard  and  J.  Harber,  Radio  Corporation  of 
America;  Roy  Davey,  American  Bosch  Magneto 
Co.;  Joseph  D.  R.  Freed,  Alex.  Eisemann  and 
Arthur  Freed,  Freed-Eisemann  Radio  Corp.; 
Harry  Neu,  Plaza  Music  Co.;  Maximilian  Weil, 
Audak  Co.;  Henry  Waterson,  Jr.,  Cameo  Rec- 
ord Corp.;  Geo.  H.  Kiley,  Farrand  Mfg.  Co.; 
Nat   Golden,  Superior  Phono  Parts  Co.;  Carl 


Kronenberger,  Favorite  Mfg.  Co.;  F.  C.  Kent 
Co.;  Saul  Bornstein,  Irving  Berlin,  Inc.;  L.  M. 
Weippert,  Chappell-Harms,  Inc.;  Edgar  F.  Bit- 
ner,  Leo  Feist,  Inc.;  Sam  Fox  Publishing  Co.; 
Tay  Sales  Co.;  Fletcher- Wickes  Co.;  P.  C. 
Brockman,  James  K.  Polk,  Inc.;  Frank  Dorian, 
Columbia  Phonograph  Co.,  Inc.;  American 
Talking  Machine  Co.;  J.  Newcomb  Blackman, 
Blackman  Distributing  Co.;  Arthur  A.  Trostler; 
Edward  F.  Biel,  Progressive  Musical  Instru- 
ment Co.;  M.  O.  Giles,  Mohawk  Corp.  of 
Illinois;  Harry  M.  Frost  Co.;  Vernon  W.  Col- 
lamore,  Atwater  Kent  Mfg.  Co.;  P.  R.  Hawley, 
Girard  Phonograph  Co.;  H.  S.  Layton;  Curtis 
N.  Andrews;  J.  E.  Rudell;  L.  O.  Coulter,  Sonora 
Phonograph  Co.;  E.  A.  Kopf,  J.  W.  Greene 
Co.;  Harry  Fox,  Okeh  Phonograph  Co.;  Capt. 
R.  C.  Carrington  Smythe;  M.  J.  Eckhardt, 
Eckhardt  Corp.;  Robert  H.  Dippy  Advertising 
Agency;  Atwater  Kent  Mfg.  Co.;  M.  Hohner, 
Inc.;  Argus  Radio  Corp.;  Ben  R.  StaufFer, 
Pooley  Co.;  T.  W.  Barnhill,  Penn  Phonograph 
Co.;  J.  Lobel,  Trilling  &  Montague;  T.  W. 
MacDowell,  C.  W.  Geyser  and  H.  A.  Arany, 


The  Sterling 
Model  RT-41 


Hi 


— the  low  priced 

"B"  Eliminator 
that  sells — and  stays  soldi 

HERE  is  the  right  "B"  Eliminator  to  sell  to  owners  of  mod- 
erate sized  sets — those  who  have  two  to  five  large  tubes 
or  more  than  five  peanut  tubes.  And  you  can  sell  it,  too, 
because  of  its  remarkably  low  price  and  because  of  its  Sterling 
features  which  put  it  in  a  class  with  "B"  Eliminators  selling 
at  far  higher  prices. 

Adjustable  detector  and  amplifier  voltages  controlled  by  knobs.  Supplies 
up  to  130  volts  at  20  milliamperes.  Uses  standard  UX-213  or  CX-313 
tube.    Shielded — absolutely  free  from  hum. 

The  Sterling  RT-41  is  no  larger  than  a  45  volt  "B"  Battery,  yet  it  gives 
three  times  the  power.  You  can  safely  guarantee  the  permanency  of  its 
operation.  It  is  a  Sterling  product  backed  by  20  years  of  electrical 
specialization. 

The  Sterling  RT-41  is  the  ideal  installation  for  Radiolas  25  and  28. 
Your  customers  can  install  it  themselves  without  your  help.  Instruc- 
tions complete. 

Also  Raytheon  Tube  "B"  Power  Units 
for  High-Powered  Sets 

R-97,  for  "B"  &  "C"  Power  $55.00 

R-99,  for  "B"  Power  45.00 


"B"  ELIMINATORS 


Write  for  information  about  Sterling's  compre- 
hensive line  of  battery  chargers  and  other  acces- 
sories that  meet  every  Radio  buying  need. 

The  Sterling  Manufacturing  Company 

2831  Prospect  Avenue  Cleveland,  Ohio 


Atwater  Kent  Mfg.  Co.;  Frank  T.  Chase, 
Hoft'ay  Phonograph  Co.;  Mus  groves,  Ltd.; 
North  American  Radio  Corp.;  Caswell  Mfg. 
Co.;  Russell  E.  Hunting;  H.  Donaldson 
Leopold;  Carryola  Co.  of  America;  H.  H.  Eby 
Alfg.  Co.;  Benj.  Woodbury,  Kellogg  Switch- 
board &  Supply  Co.;  Ray  Riley,  Sonora 
Phonograph  Co.;  Geo.  Seiffert,  Greater  City 
Phonograph  Co.;  Leon  Golder,  Magnavox  Co.; 
Kenneth  Reed,  Federal  Radio  Co.;  Gordon  C. 
Sleeper,  Sleeper  Radio  Corp.;  Garod  Corp.; 
Walter  Magill;  Herbert  E.  Young,  Grigsby- 
Grunow-Hinds  Co.;  Carl  D.  Boyd;  H.  P.  Emer- 
son &  Co.,  Inc.;  Samuel  Fingrutd,  Everybody's 
Talking  Machine  Co.;  Bonsib,  Inc.;  Wolf  Mfg. 
Industries;  Ralph  S.  Peer;  A.  J.  Kendrick, 
Brunswick-Balke-Collender  Co.;  Frank  V.  Good- 
man, Sonora  Phonograph  Co.,  Inc.;  Jack  Redell, 
Kurz-Kasch  Co.;  Chicago  Talking  Machine  Co.; 
Gulbransen  Co.;  H.  H.  Roemer,  Bell  &  Howell 
Co.;  Sampson  Electric  Co.;  Targ  &  Dinner 
Music  Co.;  United  Air  Cleaner  Co.;  Zenith 
Radio  Corp.;  G.  Clayton  Irwin,  Jr.,  Radio 
Manufacturers  Show  Association;  A.  J.  Carter, 
Carter  Radio  Co.;  A.  G.  Burt,  Kellogg  Switch- 
board &  Supply  Co.;  Kenneth  M.  Smith,  Gould 
Storage  Battery  Co.;  Maurice  Landay,  Greater 
City  Phonograph  Co.;  F.  J.  Ames,  Columbia 
Phonograph  Co.,  Inc.;  H.  S.  Maraniss;  L. 
W.  Rosenfield,  Geo.  A.  Lyons,  Brunswick- 
Balke-Collender  Co.;  Herbert  A.  Brennan, 
Gross-Brennan,  Inc.;  Jack  Kapp,  Brunswick- 
Balke-Collender  Co.;  Jim  Davin,  American 
Piano  Co.;  H.  B.  Forster,  Perryman  Electric 
Co.;  S.  Steinfield,  Claremont  Waste  Mfg.  Co.; 
R.  K.  Smith,  Kellogg  Switchboard  &  Supply 
Co.;  H.  A.  Goldsmith,  Badger  Talking  Machine 
Co.;  E.  F.  McDonald,  Zenith  Radio  Corp.; 
Fred  P.  Oliver,  Boley-Oliver  Co.;  Orsenigo  Co., 
Inc.;  L.  L.  Spencer,  Amplion  Corp.  of  America; 
H.  Emerson  Yorke,  Brunswick-Balke-Collender 
Co.;  J.  B.  Price,  Stevens  &  Co.,  Inc.;  H.  B. 
Sixsmith,  Harger  &  Blish;  E.  P.  H.  Allen;  F. 
W.  Schnirring,  S<">nora  Phonograph  Co.,  Inc., 
F.  Clifford  Estey;  H.  C.  Cooley;  A.  M.  Ken- 
nard,  Okeh  Phonograph  Co.;  R.  H.  Woodford, 
Stewart-Warner  Speedometer  Co.;  Standard 
Talking  Machine  Co.;  Herbert  H.  Frost,  E. 
T.  Cunningham,  Inc.;  Howard  J.  Shartle, 
Cleveland  Talking  Machine  Co.;  H.  C.  Cox, 
Columbia  Phonograph  Co.,  Inc.;  E.  G.  Evans, 
C.  Bruno  &  Son,  Inc.;  Milton  E.  Schechter, 
Artcraft  Industries;  Edward  Wallerstein,  Bruns- 
wick-Balke-Collender Co.;  C.  Bruno  &  Son, 
Inc.;  Boley-Oliver  Co.;  Gross-Brennan,  Inc.; 
W.  C.  Hutchings,  Brunswick-Balke-Collender 
Co.;  Cleveland  Talking  Machine  Co.;  Edward 
B.  Lyons,  Standard  Talking  Machine  Co. 

\rt  Models  of  Ortho-sonic 
Receivers  in  Big  Demand 

Growing  Demand  for  Four  Models  in  Smaller 
Towns  and  in  Large  Cities 


Buffalo,  N.  Y.,  January  5. — The  Federal  Radio 
Corp.  has  experienced  during  the  1926  season 
a  big  demand  for  the  art  models  in  Ortho-sonic 
receiving  sets,  which  were  added  to  the  line 
last  year.  These  receivers,  of  strictly  custom- 
built  type,  planned  for  those  whose  taste  and 
home  furnishings  require  an  instrument  of  un- 
usual beauty,  met  a  demand  that  exceeded 
expectations.  Because  of  the  comparative 
high  price  set  on  these  models,  the  Federal 
Corp.  proceeded  cautiously  in  planning  the  out- 
put of  these  four  special  models,  but  the 
original  conservative  estimate  has  been  ex- 
ceeded  many  times. 

Such  conditions  provide  a  means  for  measur- 
ing the  radio  standards  of  1927.  A  decided 
trend  toward  exclusive  design  in  radio  furniture 
has  made  itself  felt.  Inlaid  work,  hand  carving 
and  an  unobtrusive  arrangement  of  metal  fit- 
tings are  essential  to  the  custom-built  receiver. 
These  models  have  found  a  ready  market  in 
the  smaller  towns,  as  well  as  in  the  exclusive 
sections  of  the  large  cities. 
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CELLOGG 


The  Ideal  Radio  for  the 
Musical  Instrument  House 


ANY  of  the  greatest  Musical 
Instrument  houses  of  the  United 
States  have  lined  up  with  Kellogg. 
Many  more,  who  have  been  cautious 
in  getting  behind  Radio,  will  find 
the  Kellogg  a  Musical  Instrument 
which  meets  every  requirement  of 
quality  and  Profit  Possibilities. 


Landay  Brothers  of  New  York, 
Sherman,  Clay  &  Co.,  of  the  "coast," 
Grinnell  Brothers  of  Detroit  — 
these  are  among  the  nationally 
known  Musical  Instrument  houses 
who  have  found  Kellogg  worthy 
of  their  most  enthusiastic  endorse- 
ment. 


Write  for  1927  Vlans 

Our  merchandising  plans  for  1927  will  open  your  eyes  to  new  profit 
possibilities  in  Radio.  Every  low  priced  set  you  sell  or  have  sold, 
is  creating  a  prospect  for  a  Kellogg  set.  Let  us  outline  our  plans 
for  turning  these  prospects  into  sales.  A  line  from  you  will  enable 
us  to  present  these  important  matters  for  your  consideration  with- 
out entailing  any  obligation  on  your  part. 


Kellogg  Switchboard  &  Supply  Company 

Dept.  21- A— 1066  West  Adams  Street,  Chicago 
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"D  ECORD  DEALERS 
1V  WHO  AIM  AT 
PROSPERITY  COME 


TO 

CONSOLIDATED 

TALKING  MACHINE 
COMPANY 


THEY  STAY  WITH  US 


BECAUSE 

Shoulder  to  shoulder  with  them  we 
go  after  record  sales.  We  give  them 
an  Okeh  Dealers'  License — then,  the 
very  popularity  of  Okeh-Odeon  Rec- 
ords plus  Our  Service  starts  Prosper- 
ous Sales. 


^/"E    SOLICIT  YOUR 
INTEREST   IN  OUR 
LICENSED  DEALER'S  PLAN 

Such  a  plan  gives  you  the 
privilege  to  sell 

OKJL  Odanv  Rconfc 


Only  the  Best  Satisfy 
the  Race 

Here  Are  Some  of  the  Best 

10  inch  —  75c. 


841." 


WISH  I  HAD  A  DIED  IN  EGYPT  IAND 
THERE'S  A  MEETIN'  HERE  TONIGHT 
Both  sung  by  Albertina  and  Victoria 


[ORIGINAL  BLACK  BOTTOM  DANCE— Fox  Trot 

8416  <  KANSAS  CITY  BLl'ES — Fox  Trot 

Both  played  by  Perry  Bradford  and  His  Gang 

f  FIVE  O'CLOCK  BLUES — Lonnie  Johnson 

8417  i  JOHNSON'S  TRIO  STOMP— Lonnie  Johnson  and 

James  Johnson 


DOWN  YONDER  BLUES 
8418-1  HEAVY  BURDEN  BLUES 

Both  sung  by  Margaret  Johnson 


8419 


LAMB'S  BLOOD  HAS  WASHED  ME  CLEAN 
I'M  GOING  HOME  ON  THE  MORNING  TRAIN 
Both  sung  by  Arizona  Dranes 


PRATTS   CITY  BLUES 
PLEADIN'  FOR  THE  BLUES 

Both  sung  by  Bertha  "Chippie' 


Hill 


8421 


8423 


8424 


MY  SOUL  BE  ON  THY  GUARD 
COME  YE  THAT  LOVE  THE  LORD 

Both  preached  by  Rev.  H.  K.  Tomlin 


BIG  BUTTER  AND  EGG  MAN  FROM  THE  WEST — Fox  Trot 
SUNSET  CAFE  STOMP — Fox  Trot 

Both  played  by  Louis  Armstrong  and  His  Hot  Five 

PLANTATIONS  JOYS — Fox  Trot 

PLEASE  DON'T  TURN  ME  DOWN— Fox  Trot 

Both  played  by  Luis  Russell's  Heebie  Jeebie  Stompers 


BOUNCING  BLUES 

8425  -j  NOLAN  WELSH'S  BLUES 
Both  sung  by  Nolan  Welsh 

J"  EVERYBODY'S  DOWN  ON  ME 

8426  {  DIDN'T  IT  RAIN 
Both  preached  by  Deacon  Leon  Davis 


8427 


8428 


8429 


MOURNFCL  BLUES 
GEORGIA  STOCKADE  BLUES 
Both  sung  by  Sara  Martin 


RELIGION  IS  A  FORTUNE 
MY  WAY  IS  CLOUDY 

Both  sung  by  Wheat  Street  Female  Quartette  of  Atlanta 

THE  BLIND  MAN  BY  THE  WAYSIDE 
I'M  GONNA  DIE  A  WITNESS 

Both  preached  by  Rev.  J.  M.  Gates 


Consolidated  Talking  Machine  Co, 

227  W.  Washington  St.  Chicago,  Illinois 
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Every  Branch  of  Trade  in  Mid -West 

Territory  Reports  Satisfactory  1926 

Talking  Machines  Show  Greatest  Increase  Due  Largely  to  the  New  Products  Placed  on  Market 
During  the  Year — Distributor  Reports  $1,000,000  Sales  in  Three  Weeks — Other  News 


Chicago,  III.,  January  S. — A  final  computing  of 
sales  in  talking  machines,  records,  radio  receiv- 
ers and  accessories  in  the  Chicago  territory  by 
the  trade  brought  forth  reports,  almost  with- 
out exception,  that  the  year  1926  far  outstripped 
the  preceding  twelve  months  in  financial  returns. 
This  is  especially  true  in  the  phonograph  field, 
for  in  1925  only  two  manufacturers  had  placed 
new  reproducing  machines  on  the  market  and 
the  supply  was  so  limited  at  that  time  as  to  deny 
the  retailer  the  advantage  of  capitalizing  on  the 
demand  which  had  been  created  about  two 
months  before  the  holidays.  This  year  the  situ- 
ation was  bettered,  with  a  number  of  improved 
phonographs  on  the  market  and  record  sales 
booming  in  consequence. 

The  November  slump  in  radio  sales,  which 
was  felt  perhaps  more  in  Chicago  than  in  the 
surrounding  territory,  subsided  with  the  advent 
of  holiday  buying,  and,  according  to  Chicago 
newspapers,  more  money  was  spent  for  receiv- 
ing apparatus  in  the  city  than  for  any  other 
single  item  of  merchandise.  It  is  estimated  that 
well  over  one  hundred  million  dollars  was  spent 
in  the  city  in  holiday  and  gift  buying,  with  radio 
claiming  about  six  million  of  the  total,  an  in- 
crease over  that  of  1925. 

One  distributor  of  talking  machines  and  radio- 
phonograph  combinations  reported  sales  totaling 
one  million  dollars  during  the  first  three  weeks 
of  December,  a  record  for  the  organization, 
which  has  been  an  important  factor  in  the 
mid-West  trade  for  many  years.  Similar  re- 
ports have  been  obtained  from  dealers,  jobbers 
and  manufacturers  throughout  this  territory,  and 
it  is  particularly  interesting  to  note  the  rapid 
rise  during  the  past  year  of  makers  of  socket 
power  appliances,  such  as  battery  eliminators 
and  "A"  power  devices.  Many  of  these  firms 
produced  their  first  models  last  Spring,  the 
products  found  immediate  acceptance  and  popu- 
larity, with  the  result  that  sales  soared  until 
they  reached  an  amazing  total  this  Fall.  The 
market  for  such  accessories  is  not  as  sensitive 
as  the  radio  set  field,  and  it  is  probable  that 
the  demand  will  not  dwindle  so  noticeably  with 
the  coming  of  Spring. 

50,000  Sales  of  One  Vocalion  Record 

Fifty  thousand  sales  of  one  record  in  one 
month  is  the  unusual  feat  reported  by  the  race 
record  department  of  the  Brunswick-Balke- 
Collender  Co.,  Chicago.  Jack  Kapp,  manager  of 
the  department,  in  accounting  for  the  tremen- 
dous demand  for  the  number,  "Some  Day,  Sweet- 
heart," credits  its  popularity  to  the  remarkable 
recording  of  the  hit,  which,  by  the  way,  is  ten 
years  old.  In  the  record  a  tuba  is  successfully 
recorded  as  a  solo  instrument,  and  Mr.  Kapp 
has  received  letters  from  dealers  throughout  the 
country  stating  that  they  are  using  this  particu- 
lar Vocalion  record  to  demonstrate  their  new 
talking  machines  to  prospective  customers. 
"Some  Day,  Sweetheart,"  was  recorded  under 
the  Vocalion  trade  name  by  King  Oliver  and 
His  Dixie  Syncopators,  from  the  Plantation 
Days  Cafe  in  Chicago. 

Since  the  race  record  department  of  the 
Brunswick  Co.  was  inaugurated  on  May  1,  under 
Mr.  Kapp's  direction,  steady  progress  has  been 
made  in  securing  talent,  and  sales  have  con- 
sistently increased  month  by  month,  reaching  a 
gratifying  total  in  December.    A  major  portion 


of  credit  for  this  success  belongs  to  Mr.  Kapp, 
who  has  visited  every  important  trade  center  in 
the  United  States,  calling  personally  upon  the 
dealers,  and  pointing  out  ways  to  increase  rec- 
ord sales  volume  through  the  stocking  of  race 
records.    Nor  are  sales  confined  alone  to  the 


colored  population,  for  the  dealers  have  found 
that  a  demand  is  growing  among  their  regular 
customers  for  hits  recorded  by  colored  artists. 
Jack  Kapp  Visits  New  York 
Mr.  Kapp  recently  spent  three  weeks  in  New 
York  City,  Philadelphia  and  Baltimore  record- 
ing new  talent  for  the  Vocalion  race  record 
catalog,  among  the  artists  being  the  Rev.  S.  J. 
Worrell,    noted    negro    evangelist,    known  as 
"Steamboat  Bill."     He  recorded  recently  two 
powerful  sermons,  "Christ  Healing  the  Blind," 
and  "Noah  Building  the  Ark."    The  following 
news  item  from  a  recent  number  of  Variety,  a 
(Continued  on  page  102) 


The  Realism  of  Music  Through  the  NEW 

KIMBALL  PHONOGRAPH 


The  above  is  one  of  the  new  designs  in  the  latest  Kimball  phonograph,  which 
represents  a  comprehensive  line  for  the  dealer;  a  variety  of  design  and  price 
range  that  is  satisfying. 

Fidelity  of  Tone  Quietness  of  Operation 

Plays  All  Records  Exclusive  Features 

Write,  wire  or  call 

W.  W.  KIMBALL  COMPANY 

Established  1857 

306  S.  Wabash  Ave.,  Kimball  Bldg.  CHICAGO,  ILL. 
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publication  devoted  to  the  theatrical  and  musical 
world,  dealing  with  Mr.  Kapp's  visit  to  New 
York  and  his  work  there,  is  reprinted,  as  fol- 
lows : 

"Jack  Kapp,  of  the  Chicago  Brunswick  record- 
ing staff,  just  left  New  York  after  experiment- 
ing with  some  novel  recording  ideas.  "Red" 
Nichols  and  His  Five  Little  Pennies,  a  new  out- 
fit comprising  the  'Vanities'  (Don  Voorhees) 
trumpeter,  Arthur  Schutt  and  'Miff'  Mole,  of 
Roger  Wolfe  Kahn's  Orchestra,  and  other  stars, 
including  Vic  Berton,  drummer  (also  from  the 
Voorhees  band),  have  been  signed  exclusively 
by  Brunswick.  Kapp  has  accomplished  the  un- 
usual with  the  new  outfit  of  impressing  a  tym- 
pani  sound  on  a  record." 
Vesta  Battery  Corp.'s  Aggressive  Sales  Drive 

With  a  record  of  thirty  years'  successful 
achievement  in  the  automobile  battery  field,  the 
Vesta  Battery  Corp.,  Chicago,  launched  an  ag- 
gressive sales  drive  in  the  music  and  radio  fields 


Vesta  "A"  Unit 

at  the  beginning  of  the  year  1927,  in  the  in- 
terests of  the  several  radio  products  manu- 
factured by  the  firm.  Proceeding  on  the  basis 
that  radio  receivers  themselves  have  been  highly 
perfected,  the  Vesta  executives  and  engineers 
have  directed  their  energies  toward  improving 
the  units  which  must  be  used  with  the  radio  set. 
The  engineering  force  of  the  firm  has  made  a 
special  study  of  radio  reproduction  and  has  per- 
fected a  non-microphonic  tube,  a  radio  "A"  unit, 
which  incorporated  the  "A"  battery,  trickle 
charger  and  hydrometer,  all  in  one  unit,  and  a 
trickle  charger  for  use  with  any  "A"  battery. 

During  the  past  year  the  firm  has  attained 
successful  distribution  of  its  radio  products  in 
the  automotive  field  and  they  may  be  secured 
by  dealers  from  forty-eight  Vesta  centrals 
throughout  the  United  States,  with  twelve  cen- 


trals located  in  foreign  countries,  serving  the 
trade  in  other  lands.  In  Chicago,  where  the 
firm's  headquarters  are  maintained,  there  are  the 
main  offices  and  plant,  a  large  warehouse,  to- 
gether with  separate  factories  for  tubes  and 
radio  "A"  power  units. 

To  further  aid  dealers  in  the  sale  of  Vesta 
products,  the  firm  sponsored  a  national  adver- 
tising campaign  in  September,  1926,  which  will 
continue  throughout  1927,  with  the  advertising 
plans  calling  for  a  large  increase.  Space  was 
used  thus  in  forty-eight  leading  newspapers 
throughout  the  country,  together  with  adver- 
tising in  Liberty  and  the  Saturday  Evening  Post. 
In  addition,  the  Vesta  Battery  Corp.  offers  to 
retailers  who  handle  its  products  a  complete 
dealer  help  service,  including  counter  display 
cards,  folders,  newspaper  mats,  signs,  window 
transparencies  and  movie  slides.  Following  an 
important  and  modern  trend  in  advertising  the 
firm  established  a  broadcasting  station  several 
months  ago,  known  as  WFKB,  through  which 
the  Vesta  name  is  heard  by  millions  of  listeners 
every  week-day  evening,  except  Monday,  Chi- 
cago's "silent  night"  on  the  air. 

The  Vesta  radio  "A"  unit,  shown  in  the  illus- 
tration herewith,  latest  addition  to  the  line, 
replaces  the  battery  and  separate  charging  unit. 
By  means  of  this  unit  the  radio  set  owner  has 
a  fully  charged  "A"  battery,  when  connected 
with  the  110-volt  A.  C.  lighting  circuit,  requiring 
little  attention,  except  the  addition  of  distilled 
water  about  every  two  months.  The  case  is  a 
heavy  glass  container,  through  which  may  be 
seen  all  that  is  going  on  within  the  unit,  the 
solution  level  always  being  in  plain  view.  A 
built-in  hydrometer,  with  three  colored  balls 
shows  the  state  of  charge  at  all  times,  a  feature 
which  does  away  with  testing,  and  insures  the 
user  against  neglect.  According  to  the  manu- 
facturer, the  vital  life  of  the  battery  is  kept 
at  normal  constantly,  because  the  trickle  charger 
is  built  into  the  glass  case  with  the  battery,  pre- 
venting the  weakening  and  rebuilding  process 
which  ordinarily  wears  out  a  battery. 

Geo.  C.  Jell  Visits  Western  Dealers 

George  C.  Jell,  of  the  general  sales  depart- 
ment of  the  Columbia  Phonograph  Co.,  Inc.,  in 
charge  of  the  Columbia  Masterworks  series, 
spent  December  30  in  Chicago.  He  made  his 
headquarters  at  the  Chicago  branch  of  the  Co- 
lumbia Co.  and  visited  a  number  of  Columbia 
dealers,  giving  them  valuable  information  re- 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured  jjjjg 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 

and  motors. 


 y  High  Gra^Taffemo  MacnlnesiDise  Records, 

Talking  Machine  Supplies,  Etc 


succcssosi^TWB 
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Sooth,  Minneapolis,  Minn. 


A  Better  Fibre  Needle  Citter  for  Leu  Money 

RETAIL  PRICE  *1*°2_ 


The  ALTO 


Manufactured  by 

ALTO  MFG.  CO. 

1647-51  Wolfram  St. 


CHICAGO.  ILL, 


garding  the  Masterworks  series,  together  with 
sales  ideas  which  the  dealers  can  put  in  actual 
practice  to  increase  turnover  in  records  of  the 
more  serious  type.  Mr.  Tell  left  for  Cleveland 
and  visited  a  number  of  other  Middle  West 
cities  during  his  trip. 

Where  They  Spent  the  Holidays 
C.  D.  MacKinnon,  manager  of  the  record  sales 
division;  Paul  S.  Ellison,  advertising  manager; 
H.  Emerson  Yorke,  and  P.  J.  Piatt,  of  the  bil- 
liard advertising  department  of  the  Brunswick- 
Balke-Collender  Co.,  Chicago,  spent  the  Christ- 
mas holidays  in  New  York  and  other  Eastern 
cities. 

Delivering  New  Bremer-Tully  Console 

Deliveries  are  now  being  made  on  the  Bremer- 
Tull}-    Counterphase    Eight   console,  manufac- 


New  Bremer-Tully  Console 

tured  by  the  Bremer-Tully  Mfg.  Co.,  Chicago. 
In  this  new  model  the  speaker  is  not  built  in, 
Bremer-Tully  engineers  believing  that  the 
limitations  of  built-in  speakers  are  too  marked, 
and  that  the  user  should  have  the  advantage  of 
using  his  favorite  speaker.  Ample  space  is  pro- 
vided in  the  lower  compartment  for  batteries 
and  a  cone  speaker  and  the  lower  doors  open 
and  slide  back 

out    of    place.  *~  C/?/./3P^r/O^Y 

The  grille 
work  con- 
cealing the  \. 
speaker  and 
b  a  1 1  e  r  i  es  is 
easily  remov- 
able and  the 
cabinet     p  r  e- 

sents    a    very       Cwil/£  IfflGTH 
pleasing  ap- 
pearance, Calibration  Device 
open  or  closed,  as  the  illustration  above  shows. 

The  Bremer-Tully  Mfg.  Co.  has  secured  pat- 
ents on  what  is  believed  by  the  firm's  executives 
to  be  the  only  device  that  permits  each  radio  set 
to  be  accurately  calibrated.  The  calibration  line 
is  drawn  on  the  celluloid  tape  in  red  ink,  and 
the  line  is  different  for  each  receiver,  as  no  two 
sets  are  exactly  alike.  The  wave-length  is  read 
where  the  calibration  line  meets  the  upper  edge 
of  the  cross  bar.  In  the  diagram  shown  here- 
(Continucd  on  faS''  104) 
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SAFFO  JEWEL  POINTS 

NONE  GENUINE  WITHOUT 

Specially  manufactured  for  reproducing  EDISON 
RECORDS  on  all  TALKING  MACHINES 

To  play  Edison  records  perfectly  and  safely  you  must  have  a  perfect  ground  and  polished  point.  The  Jewel  Saffo 
Point  is  identical  with  the  Edison  Diamond  Point  in  size  of  point  and  arc.  It  is  a  carefully  made  laboratory  prod- 
uct, and  each  point  is  microscopically  inspected  to  make  sure  that  it  has  a  perfect  cone  point  before  it  is  allowed  to 
leave  the  work  shop.  Our  090  bone  shank  Saffo  Point  is  made  especially  to  fit  the  Jewel  Equipments  for  all  pho- 
nographs, including  the  Orthophonic.  Our  060  metal  shank  Saffo  Point  will  fit  any  reproducer  with  the  standard 
sized  needle  hole  in  the  stylus  bar.     Retail  Price:  090  Point,  $1.00;  060  Point,  75c. 


Jewel  Attachment  for  Playing  Edison 
Records  on  the  Orthophonic  Victrola 


Through  its  Jewel  Special  Saffo  Point,  patented  diaphragm  and  stylus  bar,  it 
recreates  from  Edison  records  the  rich  chords  of  the  piano,  the  moving  strains 
of  the  violin,  the  pure  tones  of  the  singer,  just  as  though  the  musicians  were 
before  you  in  person.    Nickel-plated,  $7.50;  gold-plated,  $10.00. 


Jewel  Needle  Equipment  for 
the  New  Edison 

Perfectly  balanced  for  playing  the  electrically  recorded  records  on  the 
Edison  Diamond  Disc  Phonograph.  This  reproducer  eliminates  most 
of  the  harsh  metallic  nasal  tone  so  prominent  in  reproducers  having  a 
Mica  diaphragm. 


Jewel  Concert  Reproducer 

This  reproducer  has  a  specially  treated  aluminum  diaphragm,  and  the  grille 
which  protects  the  diaphragm  and  stylus  bar  is  made  of  German  silver. 
Very  sensitive  to  vibrations  and  reproduces  both  delicate  and  heavy  tone 
waves  in  their  exact  relative  volume.  Eliminates  most  of  the  surface  scratch. 
Made  with  backs  to  fit  all  Jewel  tone  arms  and  attachments;  the  goose-neck  of 
the  old  style  Victrola  and  the  Columbia  and  Sonora  tone  arms. 


We  manufacture  brass  and  die  cast 
tone  arms,  automatic  stops,  etc. 


JEWEL  PHONOPARTS  CO. 


154  Whiting  Street 


CHICAGO,  ILL. 
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with  the  set  is  tuned  to  exactly  400  meters.  The 
space  to  the  left  is  provided  to  log  the  call 
letters  of  the  favorite  stations.  This  device  is 
part  of  the  standard  equipment  of  the  B-T 
Counterphase  Eight  console,  and  other  receivers 
made  by  the  firm. 

Some  Attractive  Erla  Literature 

An  attractive  circular  was  recently  mailed  to 
dealers  throughout  the  country  by  Electrical 
Research  Laboratories,  maker  of  Erla  receiv- 
ing sets  in  this  city.  On  the  front  cover,  which 
is  black  trimmed  with  a  buff  border,  is  an  illus- 
tration, in  several  attractively  blended  colors, 
of  the  Erla  DeLuxe  Super-Six.  The  Super-Six 
receiver  is  described  and  illustrated  in  the 
pamphlet,  together  with  the  six-tube  Erla  De- 
Luxe  table  cabinet  receiver. 

The  Super-Six  is  an  Italian  Venetian  console 
of  dark  American  walnut,  trimmed  in  satinwood, 
with  matched  burl  walnut  panels.  In  the  lower 
compartment  there  is  ample  space  for  batteries 
or  socket  power  appliances,  and  the  set  is 
adapted  for  either  loop,  short  or  long  antenna. 
Both  the  Super-Six  and  the  table  model  are 
single-dial  control  receivers,  employing  the 
RFL  circuit. 

McMillan's  Splendid  Business  Showing 

The  year  1926  brought  with  it  a  full  share  of 
prosperity  for  the  McMillan  Radio  Corp.,  Chi- 
cago, maker  of  McMillan  receivers,  according  to 
a  recent  announcement  made  at  the  firm's  head- 
quarters. Production  was  started  in  May,  when 
the  McMillan  sets  made  their  initial  bow  to  the 
trade  and  each  month  which  followed  brought 
with  it  a  larger  sales  volume  than  the  preceding 
one.  In  the  nine  months  in  which  the  sets 
have  been  on  the  market  sales  have  mounted  to 
a  total  of  almost  one  million  dollars,  two  dif- 
ferent retail  accounts  alone  each  having  pur- 
chased $250,000  worth  of  merchandise,  accord- 
ing to  Walter  Magill,  general  manager.  The 
McMillan  Radio  Corp.  general  offices  are  main- 
tained on  Michigan  avenue  in  Chicago,  with 
plants  at  Brazil,  Ind.,  and  Indianapolis. 
Chicago  Radio  Representatives  Assn.  Banquet 
A  gathering  which  attracted  considerable 
attention  in  Chicago  trade  circles  was  the  first 
annual  banquet  of  the  Chicago  Radio  Represen- 
tatives Association  held  recently  at  the  Electric 
Club,  with  the  radio  jobbers  of  Chicago  as 
invited  guests.  About  fifty  were  seated  and 
after  a  few  opening  remarks  by  E.  F.  Duskis, 
president,  the  meeting  was  placed  in  the  hands 


of  R.  A.  Stemm,  who  acted  as  the  toastmaster. 

The  speaker  of  the  evening  was  M.  F.  Flanni- 
gan,  assistant  secretary  of  the  Radio  Manufac- 
turers' Association.  In  his  address  Mr.  Flanni- 
gan  spoke  at  length  of  the  benefits  of  an  organ- 
ization such  as  the  C.  R.  R.  A.,  together  with 
the  importance  of  its  work  and  the  recognition 
being  given  the  association  by  the  R.  M.  A. 
This  was  followed  by  short  talks  by  a  number 
of  the  jobbers,  representatives  of  the  press  and 
members,  who  advanced  the  ideals  and  aims  of 
the  association  toward  creating  greater  harmony 
between  all  divisions  of  the  trade  and  their 
desire  to  promote  better  merchandising. 

Through  the  able  assistance  of  "Happy"  Jack 
Redell  some  very  fine  entertainment  was  pro- 
vided, including  songs  and  stories  by  Eddie  and 
Fannie  Kavanaugh,  the  Gaelic  twins  of  KYW; 
card  tricks  and  monologue  by  Horace  Dodge, 
of  the  Chicago  Herald-Examiner,  together  with 
a  three-round  boxing  bout  through  the  courtesy 
of  Thomas  Walsh,  of  the  Walter  Rowan  Battery 
Co.  The  committee  in  charge  of  the  banquet 
was  composed  of  E.  F.  Duskis,  S.  B.  Darm- 
stader,  Elmer  E.  Mills,  Jack  Redell  and  Royal 
A.  Stemm. 

Stewart-Warner  Co.  Budget  of  News 

Among  the  recent  visitors  to  the  offices  of  the 
Stewart-Warner  Speedometer  Corp.,  Chicago, 
maker  of  radio  receiving  apparatus,  were  Harry 
Laughlin,  owner  of  the  Stewart- Warner  service 
station  in  Rochester,  N.  Y. ;  Carl  Secrist,  owner 
of  the  Baltimore  service  station,  and  N.  Seidel, 
manager  of  the  Kansas  City  Stewart-Warner 
service  station. 

J.  E.  Burke,  the  foreign  representative  of  the 
Stewart-Warner  organization,  spent  two  weeks 
at  the  firm's  headquarters  in  Chicago  during  the 
holiday  period.  Mr.  Burke  travels  the  entire 
globe  in  the  interests  of  Stewart-Warner  auto- 
mobile accessory  and  radio  products,  and  his 
last  trip  was  of  eight  months'  duration.  He 
reports  an  increasing  interest  and  sale  in  radio 
in  a  number  of  countries,  especially  in  New 
Zealand,  where  radio  sales  have  rapidly  climbed 
during  the  past  six  months.  Mr.  Burke  will 
leave  the  middle  of  January  for  Central  Amer- 
ica, Cuba  and  South  America,  will  then  return 
to  the  Stewart-Warner  headquarters  in  Chicago 
and  depart  for  an  extended  trip  throughout  the 
Orient. 

John  Crook,  formerly  of  the  sales  quota  de- 
partment of  the  Stewart-Warner  headquarters 
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in  Chicago,  was  recently  appointed  direct  fac- 
tory representative  in  Canada.  In  his  new  posi- 
tion Mr.  Crook  will  cover  the  entire  Dominion' 
of  Canada,  maintaining  close  contact  with  the 
six  Stewart- Warner  products  service  stations 
operated  in  that  country. 

H.  Boyle,  the  Stewart-Warner  representative 
in  Iowa,  Minnesota  and  Nebraska,  spent  the 
holidays  in  Chicago  at  the  general  ctfSLces  of 
the  firm. 

Artone  Line  Selling  Well  in  Chicago 

The  Consolidated  Talking  Machine  Co.,  prom- 
inent distributing  house  of  Chicago,  reports1 
unusual  activity  in  the  Artone  line  of  console 
and  upright  phonographs  manufactured  by  the 
Berg  Auto  Trunk  &  Specialty  Co.,  Inc.,  Long 
Island  City,  N.  Y.  The  Consolidated  Talking 
Machine  Co.  was  appointed  distributor  for  the 
Artone  line  a  short  time  ago,  and  the  products 
are  sold  to  dealers  through  the  Chicago,  Detroit 
and  Minneapolis  offices  of  the  firm.  According 
to  E.  A.  Fearn,  president,  the  Artone  products 
have  enjoyed  a  particularly  heavy  demand  in 
the  State  of  Wisconsin. 

Paul  B.  Klugh  Back  From  Vacations 

Paul  B.  Klugh,  vice-president  and  geweral! 
manager  of  the  Zenith  Radio  Corp.,  Chf<faig.©v 
accompanied  by  Mrs.  Klugh,  spent  the  holidays- 
at  their  home  in  Madison,  N.  J.,  returning  to» 
Chicago  the  first  week  in  January.  Mr.  Klugh's; 
trip  was  a  combination  business  and  jJeasure' 
jaunt,  during  which  he  spent  some  time'  at  the' 
Zenith  New  York  office  and  visiting  frierrtls  ini 
the  trade. 

Vitanola  Service  Bureau  Formed 

The  Vitanola  Service  Bureau  has  been  estab- 
lished at  11  East  Austin  avenue,  Chicago,  to 
give  service  to  dealers  handling  Vitanola  talking 
machines  and  other  makes  of  phonographs.  Mil- 
ton Schiff  is  in  active  charge  of  the  organization. 
Notable  Gulbransen  National  Advertising 

Copies  of  the  first  three  advertisements  of  the 
1927  national  series  have  been  forwarded  to  Guft- 
bransen  dealers  throughout  the  country  by  tfce; 
Gulbransen  Co.,  Chicago.  The  1927  series  of  gen> 
eral  advertisements  is  one  of  the  most  impressive' 
that  has  ever  been  laid  before  the  trade,  and' 
according  to  an  announcement  from  the  gen- 
eral offices  in  Chicago,  the  thought,  theme,  and 
the  general  form  of  this  advertising  will  be  con- 
tinued throughout  the  year. 

One  page  of  the  broadside,  which  was  sent 
to  dealers,  calls  attention  to  the  artists  who 
will  do  the  illustrating  for  the  1927  series,  point- 
ing out  that  these  men,  F.  R.  Gruger,  E.  F. 
Ward,  J.  Karl  and  others,  are  among  the  fore- 
most illustrators  in  the  country.  For  nine 
years  the  Gulbransen  Co.  has  not  missed  a  sin- 
gle month  of  full-page  advertising  in  leading 
magazines,  and  during  1927  the  Gulbransen  Co. 
tenth  year's  series  will  appear  in  most  prominent 
publications,  in  the  general,  women's  and  agri- 
cultural fields. 

H.  B.  Bibb  Optimistic  Over  Outlook 

"The  outlook  for  1927  is  most  encouraging," 
declared  H.  B.  Bibb,  manager  of  the  Chicago 
Brunswick  branch.  "We  have  a  line-up  of  in- 
struments which  will  enable  Brunswick  dealers 
lo  reach  the  entire  market — both  from  a  price 
and  appeal  standpoint  —  to  far  better  advantage 
than  ever  before. 

(Continued  on  t"<ic  106) 
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"The  higher-priced  instruments — Panatrope 
and  Panatrope  with  Radiola  models — will  be 
particularly  active,  and  dealers  who  recognize 
the  tremendous  possibilities  in  this  connection 
and  equip  themselves  to  go  out  and  get  this 
class  of  business  will  be  the  ones  to  reap  the 
harvest. 

"The  improved  mechanical  type  of  instrument 
with  its  corresponding  lower  price  and  amazing 
reproducing  qualities,  in  addition  to  the  electri- 
cal line,  rounds  out  the  picture  of  sales  volume 
possibilities,  the  like  of  which  the  music  dealer 
has  never  before  been  privileged  to  contemplate. 
Add  to  these  the  marvelous  Light  Ray  record- 
ings on  Brunswick  records,  and  the  entirely  new 
and  interesting  story  which  the  dealer  may  now 
convey  to  the  public  regarding  both  instruments 
and  records,  and  we  have  a  situation  which  we 
believe  is  unprecedented  in  the  history  of  the 
phonograph  business.  The  answer  to  the  dealer's 
selling  problem  in  the  vast  majority  of  cases 
can  be  summed  up  in  the  following:  The  im- 
perative necessity  of  trained  salesmen — and  this 
condition  is  being  felt  more  acutely  every  day." 
Grigsby-Grunow-Hinds  Co.  Conference 

Ten  sales  representatives  from  the  Middle 
West  territory  attended  a  conference  at  the  gen- 
eral offices  of  the  Grigsby-Grunow-Hinds  Co., 
Chicago,  makers  of  the  Majestic  "B"  eliminator, 
on  January  3  and  4,  at  which  time  the  work  of 
the  past  year  was  reviewed  and  sales  plans  for 
1927  discussed  and  outlined.  Fred  D.  Williams, 
general  sales  manager,  and  N.  D.  Patti,  dis- 
trict manager  of  the  central  division,  addressed 
the  salesmen  at  the  meetings,  which  were  held 
at  the  Parkway  Hotel. 

An  addition  to  the  present  factory  of  the 
Grigsby-Grunow-Hinds  Co.  will  be  built  shortly 
and  tools  are  now  being  made  preparatory  to 
the  introduction  of  an  "A"  power  unit.  The 
engineers  of  the  company-  have  been  experi- 
menting with  such  a  device  for  several  months 
and  it  is  expected  that  the  Grigsby-Grunow- 
Hinds  Co.  will  make  an  important  announce- 
ment to  the  trade  regarding  the  new  product 
in  the  near  future. 

New  Distributor  of  Mohawk  Products 

The  Washington  Automobile  Supply  Co., 
Washington,  III,  was  appointed  distributor  for 
the  radio  products  of  the  Mohawk  Corp.  of 
Illinois,  Chicago,  late  in  December,  according  to 
an  announcement  made  by  Otto  N.  Frankfort, 
general  sales  manager  of  the  Mohawk  organ- 
ization.   This  company  maintains  branches  in 


Decatur,  Peoria  and  Springfield,  has  a  staff  of 
seventeen  sales  representatives  and  will  cover 
the  Illinois  territory.  Geo.  Rinkenberger  is  the 
head  of  the  firm.  All  sales  representatives  of 
the  Mohawk  Corp.  of  Illinois  are  now  in  the 
field  working  in  co-operation  with  the  Mohawk 
distributors'  sales  staffs  and  calling  upon  the 
dealer  trade. 

New  Talking  Machine  Reproducer 

A  new  talking  machine  reproducer  was  re- 
cently placed  on  the  market  by  the  Duro  Metal 
Products  Co.  of  Chicago,  the  product  being 
known  as  the  "Quala-fonic."  It  is  finished  in 
either  nickel  or  gold  and  is  made  in  a  number 
of  different  styles  to  fit  various  makes  of  talking 
machines.  The  diaphragm,  which  is  of  aluminum 
alloy  construction,  is  said  to  reproduce  low 
bass  and  high  treble  notes  with  volume  and 
fidelity  of  tone. 

Last  Summer  the  Duro  Metal  Products  Co. 
introduced  a  reproducer,  a  feature  of  which  was 
its  magnesium  diaphragm,  and  the  manufacturer 
is  placing^an  ambitious  sales  program  behind 
both  of  the  new  sound  boxes.  The  "Quala- 
fonic"  is  being  used  as  standard  equipment  by 
a  number  of  prominent  talking  machine  manu- 
facturers, according  to  W.  H.  Odium,  president 
of  the  Duro  Metal  Products  Co. 

Spofford  to  Sell  Pianos  Only 

F.  S.  Spofford,  for  the  past  twenty-five  years 
widely  known  as  a  retail  phonograph  and  piano 
dealer  with  warerooms  in  the  Republic  Build- 
ing, recently  discontinued  his  phonograph  and 
radio  department  and  in  the  future  will  devote 
his  time  to  the  piano  business  exclusively.  Mr. 
Spofford  left  for  a  two  months'  stay  at  his 
Winter  home  in  Sarasota,  Fla.,  early  in  Janu- 
ary. 

Portable  Salesroom  Aids  Dealers 

A  portable  salesroom,  mounted  on  an  auto- 
mobile truck,  is  a  featured  unit  in  the  sales  helps 
given  to  dealers  throughout  the  Middle  West 
territory  by  the  Harry  Alter  Co.,  radio  distrib- 
utor of  Chicago.  The  traveling  display  room, 
shown  herewith,  contains  seven  models  of 
Freed-Eisemann  radio  receivers,  each  set  being 
connected  with  power  supplies  and  the  interior 
being  illuminated  so  that  the  room  may  be  used 
at  night  as  well  as  during  the  day.  It  is  en- 
closed with  glass  so  that  it  may  display  the  re- 
ceivers throughout  the  Fall  and  Winter  months. 
A  concealed  aerial  is  attached  to  the  roof  of  the 
truck,  and  concerts  are  broadcast  for  quite  some 
distance -through  the  use  of  a  radio  loud  speaker 


placed  in   the   rear  window   of  the  machine. 

This  display  room  has  visited  practically  all 
of  the  principal  towns  in  northwestern  Indiana 
and  northern  Illinois  and  has  been  seen  in  all 
neighborhoods  of  Chicago.  Through  its  use  the 
out-of-town  dealer  is  saved  the  expense  and 
trouble  of  a  trip  to  Chicago,  for  the  complete 
Freed-Eisemann  line  is  transported  to  his  very 
door.  When  the  truck  is  driven  into  a  town  it  is 


Harry  Alter  Co.  Radio  Demonstration  Car 

always  parked  in  front  of  the  Freed-Eisemann 
dealer's  place  of  business  and  it  is  often  a  figure 
of  local  parades,  county  fairs  and  civic  func- 
tions. Before  the  truck  visits  a  city  the  Freed- 
Eisemann  dealer  advertises  in  the  local  news- 
papers that  the  display  room  will  arrive  upon  a 
certain  date,  and  may  be  viewed  in  front  of  his 
place  of  business  by  the  public. 

Wiswell  Radio  Co.  Sparton  Distributor 
The  Wiswell  Radio  Co.,  prominent  Chicago 
jobbing  house,  was  recently  appointed  as  dis- 
tributor for  the  Sparton  line  of  radio  receivers, 
manufactured  by  the  Sparks-Withington  Co., 
Jackson,  Mich.  The  Wiswell  Radio  Co.  is  head- 
ed by  Leslie  C.  Wiswell,  one  of  the  most  prom- 
inent figures  in  the  music-radio  field.  He  has 
spent  twenty-eight  years  of  his  business  life  in 
the  music  trade,  and  his  distributing  organiza- 
tion, founded  three  years  ago,  has  met  with 
outstanding  success  in  the  Middle  West  terri- 
tory. Among  the  other  lines  handled  by  the 
Wiswell  Radio  Co.  are  Sleeper,  WorkRite  and 
Beacon  receivers,  Perryman  and  Q  R  S  tubes, 
Burgess  batteries,  Caswell  portable  phono- 
graphs and  Symphonic  reproducers. 

String  of  Pearls  for  Ruth  Etting 
Ruth  Etting,  Columbia  record  artist  and  star 
in  "Paul  Ash's  Splashes,"  at  the  Oriental  The- 
atre during  the  holidays,  received  a  very  valua- 
ble string  of  pearls  as  a  Christmas  gift  from 
her  father,  Col.  P.  T.  G.  Etting,  of  David  City, 
Neb.    The  pearls  are  valued  at  $45,000. 

A.  J.  Heath  Visits  the  East 
A.  J.  Heath,  manager  of  the  Chicago  branch 
office  of  the  Columbia  Phonograph  Co.,  Inc., 
left  Chicago  on  December  23  for  a  holiday  visit 
to  New  York  City  and  his  former  home  in  Phila- 
delphia. He  returned  to  the  Chicago  office  on 
January  3. 

Gulbransen  Sales  Co.  Opens 
Gene  Redewill,  of  the  Redewill  Music  Co., 
Phoenix,  Ariz.,  recently  established  a  store  in 
San  Francisco,  Cal.,  the  business  being  known 
as  the  Gulbransen  Sales  Co.,  612  Mission  street. 
The  store  opening  took  place  December  28, 
with  an  ambitious  sales  and  advertising  pro- 
gram already  in  progress.  The  store  at  Phoenix, 
Ariz.,  which  has  been  a  very  successful  venture, 
will  be  retained  and  continued  as  formerly.  Mr. 
Redewill  has  become  quite  well  known  to  deal- 
ers generally  through  his  plan  of  giving  musical 
demonstrations  on  the  Gulbransen  registering 
piano  and  his  system  has  proved  a  constructive 
force  in  the  music  business  in  his  section  of 
the  country. 

Jos.  F.  Budrik,  Inc.,  Opens  Store 
The  formal  opening  of  the  new  store  of  Jos. 
F.  Budrik,  Inc.,  3417  South  Halstcd  street,  was  re- 
cently held  in  Chicago.  The  old  store  at  3343  South 
Halstcd  street  being  retained  as  a  warehouse. 
With  a  frontage  of  sixty  feet  in  his  new  quarters, 
Mr.  Budrik  has  an  excellent  opportunity  for  the 
display  of  his  stock.  His  success  in  the  sixteen 
(Continued  on  page  108) 
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(For  the  average  5  or  6  tube  receiver)  Ca- 
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That  is  the  impression  received  by  Mr.  Boguslawski 
alter  hearing  this  wonderful  radio  receiver.  This  mas- 
ter musician  knows  tone  quality — read  his  letter  again. 

Just  visualize  the  sales  possibilities  of  this  outstand- 
ing radio  line.  Offers  everything  desired  of  a  radio 
receiver.  A  franchise  will  protect  you  and  assure 
you  real  profits.  Write  or  wire  today  for  complete 
data.  Address  Dept.  J52  2500  Cottage  Grove  Ave. 
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years  he  has  been  established  on  the  south  side 
of  Chicago  is  evidenced  by  the  business  which  he 
has  built  up  to  a  point  where  he  is  serving  a 
large  clientele  with  pianos,  phonographs,  radio 
receiving  apparatus,  sheet  music,  small  goods 
and  furniture.  Although  the  opening  day  was  a 
disagreeable  one,  from  a  weather  standpoint, 
three  thousand  people  inspected  the  store  and 
received  roses  and  cigars  as  souvenirs.  Jos. 
F.  Budrik,  Inc.,  handles  Brunswick  Panatropes, 
Radiolas,  talking  machines  and  records,  Colum-' 
bia  Viva-tonal  phonographs  and  records,  Swan- 
son  portables,  Gulbransen  registering  pianos, 
Radio  Corp.  of  America,  Freshman,  Atwater 
Kent,  Zenith  and  Crosley  radio  receivers. 
Boguslawski  Pays  Tribute  to  Erla  Super-Six 
An  unusual  tribute  to  the  tone  quality  of  the 
Erla  "Super-Six"  was  recently  received  at  the 
office  of  Electrical  Research  Labs.,  Chicago, 
from  Moissaye  Boguslawski,  world-famous 
pianist.   Mr.  Boguslawski  has  been  heard  in  re- 


Moissaye  Boguslawski 


citals  throughout  the  United  States  and  in  many 
foreign  countries  and  he  is  also  known  to  thou- 
sands of  radio  set  owners  through  the  programs 
which  he  broadcasts  at  station  KYW,  Chicago, 
the  last  Sunday  afternoon  of  each  month. 

In  the  accompanying  photograph  he  is  shown 
listening  to  the  Erla  "Super-Six"  receiver  at  the 
KYW  studio  and  the  letter  which  he  wrote  to 
the  manufacturer  of  the  set,  congratulating  the 
firm  upon  its  product,  follows: 

"To-day  I  had  a  genuine  musical  thrill — I 
listened  to  the  Erla  'Super-Six.'  It  begins  where 
the  latest  improved  phonograph  has  left  off.  The 
Erla  produces  the  true  voice  of  the  singer,  re- 
tains the  individual  tone  of  every  orchestral  in- 
strument, and  the  most  amazing  achievement  of 
radio  science — the  piano  tone  comes  in  with  all 
its  ravishing  beauty,  singing  quality — sonority 
and  brilliance.  'Erla-tone'  should  be  added  to 
the  terminology  of  music's  greatest  names, 
along  with  Beethoven,  Wagner  and  Chopin.  My 
heartiest  congratulations  upon  the  perfection  of 
Erla — radio's  most  faithful  producer  of  music 
as  the  sincere  artist  broadcasts.  Sincerely  yours, 
"Moissaye  Boguslawski." 
New  Vesta  Battery  Sales  Records 

Favorable  comment  has  been  heard  through- 
out the  automotive  and  radio  trade  about  the 
great  activity  shown  by  the  Vesta  Battery  Corp. 
during  1926.   Completing  its  thirtieth  year,  Vesta 


broke  all  previous  sales  records  during  the  year 
just  passed,  according  to  an  announcement  from 
the  firm's  headquarters.  The  unusual  activity 
in  production  of  new  radio  units  coupled  with 
the  great  increase  in  demand  for  Vesta  automo- 
bile and  radio  batteries  has  attracted  many  of 
the  country's  largest  jobbers  to  the  Vesta  line, 
with  the  result  that  the  entire  country  is  now 
efficiently  divided  among  forty-eight  central  dis- 
tributors. This  is  double  the  distribution  out- 
lets that  the  firm  had  but  a  year  ago. 

Since  the  addition  of  these  distribution  out- 
lets for  Vesta  products  extensive  plans  have 
been  made  to  increase  Vesta  production  facili- 
ties at  once.  At  the  same  time  an  advertising 
program  has  been  prepared  for  1927  that  will 
cover  a  larger  field  in  a  more  intensive  manner 
than  that  of  1926,  which  in  itself  was  a  big 
publicity  year  for  Vesta.  During  the  first  six 
months  of  1927  four  times  as  much  will  be  spent 
in  advertising  as  in  the  fi  st  six  months  of  1926, 
and  plans  for  the  Fall  of  1927  show  a  compre- 
hensive trade  paper  and  national  consumer  cam- 
paign for  the  radio,  automotive  and  music  fields. 

William  H.  Priess  Views 

Radio  Outlook  for  1927 

President  of  Priess  Radio  Corp.  Sees  Nothing 
Epochally  New  in  Offing,  but  Says  Every- 
thing Is  Capable  of  Improvement 


William  H.  Priess,  president  of  the  Priess 
Radio  Corp.,  695  Broadway,  New  York  City, 
and  one  of  the  best-known  radio  engineers  in 
the  country,  in  speaking  of  the  outlook  for 
1927  recently  said:  "While  I  subscribe  to  the 
doctrine  that  nothing  epochally  new  is  in  the 
offing  in  radio,  I  also  know  that  cvcrvthin  & 
we  have  is  capable  of  being  improved,  and  it 
behooves  the  individual  manufacturer,  for  his 
own  sake  as  well  as  that  of  the  industry,  to 
bend  every  possible  effort  toward  contributing 
toward  improvement. 

"The  great  development  that  has  come  about 
in  radio  in  these  last  few  years  has  "given  em- 
phasis to  its  business  structure  more  or  less 
to  the  neglect  of  the  engineering  side.  I  expect 
to  see  in  1927  a  shifting  of  this  emphasis  to 
its  proper  place.  The  business  structure  is 
highly  important,  but  it  can  never  be  properly 
more  important  than  the  foundation  on  which 
it  rests,  which  is  the  basis  provided  by  the 
engineers.  Engineering  research  is  the  most 
vital  thing  connected  with  the  progress  of 
radio." 

Harger  &  Blish  "Mike"  Full 
of  Interesting  News  Items 

Des  Moines,  Ia..  January  5.— Harger  &  Blish, 
Atwater  Kent  distributors,  in  the  January  issue 
of  their  interesting  house  organ,  entitled  "The 
Mike,"  present  considerable  news  matter  of  in- 
terest to  the  Atwater  Kent  dealers  in  its  terri- 
tory. A  page  is  devoted  to  the  illustration  and 
description  of  window  displays  made  by  dealers 
in  the  territory;  an  article  by  Harry  R.  Oster- 
man,  of  Little  Rock,  la.,  entitled  "Why  I  Sell 
Atwater  Kent  Radio,"  and  an  article  on  Atwater 
Kent  radio  in  public  schools.  Lyle  A.  Pratt,  of 
the  Atwater  Kent  organization,  has  contributed 
an  interesting  article  on  the  subject  of  "True 
Salesmanship  Determines  What  the  Prospect 
Can  Afford."  An  announcement  of  five  big  free 
trips  to  Philadelphia  and  New  York  for  Harger 
&  Blish  Atwater  Kent  dealers  is  also  made, 
complete  details  of  which  were  mailed  to  the 
dealers.  A  100  per  cent  Atwater  Kent  club  has 
been  formed  with  a  membership  of  an  inspiring 
list  of  dealers  headed  by  A.  Atwater  Kent,  presi- 
dent, and  V.  W.  Collamore,  sales  manager  of 
the  Atwater  Kent  organization,  who  proudlv 
wear  the  button  of  this  organization.  The  con- 
struction of  Pooley  cabinets  is  interestingly  set 
forth  by  a  reproduction  of  the  famous  cross- 


sawed  model,  with  arrows  depicting  the  various 
points.  There  is  also  reproduced  the  approval 
of  Pooley  cabinets  by  Mr.  Kent. 

Percy  Ware  Has  Possession 
of  Millionth  A.  K.  Set 

Member  of  Atwater  Kent  Co.  Is  Temporary  Cus- 
todian of  Receiver  and  Is  Securing  Wide  and 
Unusual  Publicity  for  the  Line 


Philadelphia,  Pa..  January  6. — The  famous 
millionth  Atwater  Kent  set,  which  received 
widespread  publicity  throughout  the  entire 
country  and  which  enjoyed  the  honor  of  being 
displayed  in  the  windows  of  the  Philadelphia 
Wanamaker  store,  has  been  placed  in  the  cus- 


Percy  A.  Ware 


tody  of  Percy  A.  Ware,  Atwater  Kent  repre- 
sentative. Mr.  Ware,  who  is  a  veteran  of  the 
trade,  has  been  engaged  in  sales  and  merchan- 
dising work  with  the  Atwater  Kent  Mfg.  Co., 
of  this  city,  for  the  past  year  and  a  half. 

After  the  millionth  set  was  completed  and 
inspected  and  moving  pictures  had  been  taken 
of  it,  Mr.  Ware  took  his  place  in  the  history- 
making  event.  He  persuaded  Mr.  Kent  to 
make  him  temporary  custodian  of  the  actual 
millionth  set,  with  resultant  publicity  of  an 
unusual  nature.  It  was  through  Mr.  Ware  that 
it  appeared  in  the  Wanamaker  window,  which 
is  described  elsewhere  in  this  issue.  It  was 
then  taken  to  New  York  for  a  week's  showing 
in  Aeolian  Hall.  Mr.  Ware  has  still  further 
plans  for  this  set  which  will  undoubtedly  keep 
it  before  the  eyes  of  the  nation. 

Amplion  Sales  Represent- 
atives Hold  Conference 

Plans   for   Exploitation    of   Amplion  Speaker 
Products  in  Present  Year  Discussed 


The  sales  representatives  of  the  Amplion 
Corp.  of  America,  manufacturer  of  Amplion 
loud-speaker  products,  held  an  important  con- 
ference the  first  week  of  January  at  the  com- 
pany's executive  offices,  280  Madison  avenue. 
New  York.  Lloyd  L.  Spencer,  general  sales 
manager  of  the  company,  was  in  general  charge 
of  the  conference,  which  discussed  at  length 
plans  and  policies  for  the  coming  year.  The 
company  expects  to  announce  very  shortly  a 
very  interesting  expansion  program  in  keep- 
ing with  the  quality  of  its  product  and  the 
international  prestige  of  the  Amplion  organiza- 
tion. Among  other  Amplion  executives  who  were 
in  attendance  at  the  meeting  were  S.  B.  Trainer, 
president  of  the  company,  and  A.  W.  Harris, 
chief  engineer.  The  sales  representatives  at 
the  conference  were  F.  W.  Piper.  H.  E.  Hille- 
brand,  H    H    Rowland  and  J.  G.  Coggin. 


Hundreds  of  Dealers  Are 
Praising  the 

Simplex  Antenna 

Because  It  Is  go  6lmple  and  easy  to  Install. 
lAbout  the  size  of  a  Policeman's  Club).  And 
because  It  gets  everything  In  the  air — BET- 
TER. A.  M.  SPEKLMAN.  Versailles.  O.. 
writes:  "Have  tested  tho  SIMPLEX  along 
with  two  others,  the  last  within  300  feet  or 
the  town  power  plant  and  the  SIMPLEX 
proved  Itself  O.  K.  Tho  people  all  HI*  the 
SIMPLEX  the  best.  Hush  tho  enclosed  order 
for  more."  A.  E.  BOWER,  Harper.  Ia.. 
wrltjes:  "I  wish  to  state,  what  a  wonderful 
aerial  poll  have.  I  tried  several  others,  but 
your  SIMPLEX  has  them  all  beat  for  selec- 
tivity, volume  and  clearness." 
DEALERS:  Wrlto  for  special  discounts.  List 
S3.  Sample  fi.85.  prepaid. 

G.  H.  SCHUBERT,  mo. 

753  W.  32d  St.,  Chicago,  111. 
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Quality 


THE  QUALE -TOME 


Unequalled  .  .  .  Unsurpassed  .  .  . 
Rigidly  Maintained  Always  .  .  .  That 
has  been  the  outstanding,  dominat- 
ing feature  of  every  Quali-Tone 
Product.  That  same  policy  will  be 
adhered  to  in  the  future  .  .  .  vigor- 
ously .  .  .  without  deviation. 

EXTRAORDINARY  QUALITY 
ALWAYS— This  constitutes  Quali- 
Tone's  Guarantee ! 


ALL  BRASS 


Manufactured  in  lengths :  Sy2  in.,  9^4  in.,  10  in 


Made  complete  in  our  own 
factory  under  the  supervi- 
sion of  vigilant  experts.  The 
Quali-Tone  Tone  Arm  incor- 
porates every  known  im- 
provement, and  represents 
the  "last  word"  in  scientific 
sound-conveyance. 


Quali-Tone's 
Reproducers 

These  marvelous  instruments  assure 
an  unbelievable  perfection  of  reproduc- 
tion. The  Quali-Tone  Reproducers 
demonstrate  most  emphatically  the 
superiority  that  QUALITY  always 
guarantees.  Manufacturers  and  Deal- 
ers invariably  find  it  both  pleasant  and 
profitable  to  use  Quali-Tone  Products. 


Manufactured  by  the  Phono-Parts  Division  of 

Duro  Metal  Products  Go. 


2651  North  Kildare  Avenue 
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THE  DOLLAR  TUBES 


Guaranteed  equal  in 
every  respect  to  the 
standard  tubes  selling 
for  twice   the  price. 

Mr.  Jobber:  put  your  dealer  on  a 
competitive  basis  with  the  Syndi- 
cate and  chain  stores  who  have 
reaped  a  huge  harvest  selling 
Dollar  Tubes.  Offer  him  a  real 
leader,  something  that  will  bring 
the  crowds  to  his  store. 

BLUE  RIBBON  TUBES  sell 
quickly  and  stay  sold.  They  are 
built  by  the  pioneer  manufacturers 
of  independent  tubes.  The  best 
engineering  skill,  experience  and 
knowledge  gained  from  years  of 
specialization  are  incorporated  in 
their  manufacture. 

Every  BLUE  RIBBON  tube  is 
absolutely  guaranteed  against  all 
defects — no  arguments — no  reser- 
vations— Defective  tubes  are  re- 
placed without  charge. 

NOTE:  Don't  class  the  BLUE 
RIBBON  TUBE  with  the  ordinary 
dollar  tube  which  is  usually  a  fac- 
tory second  or  reject.  BLUE 
RIBBON  TUBES  are  a  distinctly 
quality  proposition. 

200 A,  Detectors,  112  and 
171  Power  Tubes  at  Greatly 
Reduced  List.  1 

Tectron  Radio  Corp. 

1270  Broadway       New  York,  N.  Y. 


New  Recording  Stars 

Added  to  Edison  List 

A  Number  of  Popular  Orchestras  and  Individual 
Artists  Now  Record  Exclusively  for  the  Edi- 
son— Noticeable  Improvement  in  Recordings 


Numerous  and  important  additions  have  re- 
cently been  made  to  the  list  of  organizations 
and  individual  artists  now  making  records  for 
Thos.  A.  Edison,  Inc.,  man}-  of  them  being 
under  exclusive  contract.  These  include  Oreste 
and  His  Queensland  Orchestra  of  Brooklyn, 
N.  Y.;  Phil  Napoleon,  one  of  the  original 
Memphis  Five,  and  his  Rosemont  Orchestra  of 
New  York;  the  Five  Harmoniacs,  which  group 
has  made  such  a  success  in  vaudeville  over  the 
Pantages  Circuit,  with  their  music  produced  by 
means  of  washboards,  wine  jugs,  etc.;  Dale 
Wimbrow,  known  as  the  Del  Marval  songster; 
Vaughn  DeLeath,  one  of  the  original  and  most 
popular  of  the  female  radio  stars;  the  Rubeville 
Tuners,  and  numerous  others. 

Among  the  concert  artists  who  have  recently 
recorded  for  Edison  is  included  Arcadie  Birkan- 
holz,  the  young  American  violinist,  recently 
soloist  with  the  Baltimore  Symphony  Orches- 
tra, and  who  recently  has  joined  the  Phila- 
delphia Symphony  in  the  same  capacity.  He 
studied  under  Leopold  Auer,  and  is  considered 
to  be  one  of  the  most  promising  of  the  younger 
generation  of  violinists. 

Dealers  and  the  public,  incidentally,  have  seen 
fit  to  comment  most  favorably  upon  the  im- 
provement both  in  quality  and  volume  that  has 
been  made  in  Edison  records  through  the  de- 
velopment of  the  company's  own  recording 
process,  and  this  applies  to  recordings  of  dance 
music  as  well  as  the  more  serious  selections. 


Blackman-Garod  Suit  is 

Settled  Out  of  Court 

The  suit  which  was  entered  recently  by  the 
Blackman  Distributing  Co.  against  the  Garod 
Corp.,  Belleville,  N.  J.,  in  the  United  States  Dis- 
trict Court  of  Newark,  was  settled  out  of  court. 
By  the  terms  of  the  compromise  it  is  stated  that 
a  substantial  sum  in  cash  and  court  costs  was 
paid  by  the  Garod  Corp. 

J.  Xewcomb  Blackman,  president  of  the 
Blackman  Distributing  Co.,  stated  that  this  ac- 
tion was  the  first  one  which  the  company  had 
found  it  necessary  to  institute  in  its  quarter  of 
a  century's  trade  relations  with  manufacturers 
and  that  he  was  pleased  with  the  out-of-court 
settlement.  Mr.  Blackman  stated  further  that 
the  sole  intention  in  starting  these  proceedings 
was  to  try  to  establish  that  there  should  be  good 
faith  on  the  part  of  a  manufacturer  as  well  as 
on  the  part  of  a  distributor  in  establishing  and 
maintaining  trade  relations.  The  suit  was 
brought  under  the  Sherman  anti-trust  act,  the 
complaint  being  based  on  an  alleged  conspiracy 
by  a  former  management  of  the  manufacturer 
to  withdraw  its  line  from  the  Blackman  Dis- 
tributing Co. 

Allan  W.  Fritzsche  Back 

From  Visits  to  Jobbers 

Allan  W.  Fritzsche,  vice-president  and  gen- 
eral sales  manager  of  the  Okch  Phonograph 
Corp..  returned  to  his  desk  a  few  days  ago 
after  a  visit  to  the  company's  jobbers  in  Cleve- 
land, Pittsburgh,  Cincinnati  and  Buffalo.  His 
reports  on  business  conditions  in  these  im- 
portant cities  are  very  optimistic  and  Mr. 
Fritzsche  states  that  the  company's  jobbers  and 
dealers  are  keenly  enthusiastic  regarding  the 
new  foreign  Odeon  electric  recordings  and  the 
new  Okch  dance  electric  recordings.  The 
company's  needle  business  is  showing  a  sub- 
stantial increase  over  last  January  and  the  sales 
totals  in  the  needle  division  for  W26  are  far 
ahead  of  1925. 


A.  T.  Haugh  Buys  Interest 
in  the  Peerless  Reproducer 

Popular  Sales  Executive  and  President  of  Radio 
Manufacturers'  Association  Will  Direct  Sales 
of  Rochester  Firm — Retains  Interest  and 
Connection  With  King  Radio 


Arthur  T.  Haugh,  president  of  the  Radio 
Manufacturers'  Association,  has  recently  pur- 
chased an  interest  in  the  United  Radio  Corp., 
of  Rochester,  New  York,  manufacturer  of  the 
Peerless  reproducer,  a  cone-type  loud  speaker, 
and  other  radio  devices  and  will  devote  much 
of  his  time  to  the  promotion  of  sales  for  that 
concern.  He  will  retain  his  financial  interest  in 
the  various  King  companies,  viz.  King-Buffalo, 


Arthur  T.  Haugh 

Inc.,  King  Quality  Products,  Inc.,  and  King 
Manufacturing  Corp.  of  Buffalo  and  King 
Quality  Products,  Ltd.,  of  Bridgeburg,  Ontario, 
and  will  continue  as  vice-president  in  charge  of 
merchandising. 

Mr.  Haugh  took  a  prominent  part  in  the 
early  steps  to  secure  a  solution  of  the  broad- 
casting situation,  to  prevent  piracy  of  rights  to 
the  air  and  to  keep  the  public  supplied  with 
radio  entertainment  of  the  right  kind.  In  his 
official  capacity  as  president  of  the  Manufac- 
turers' Association,  he  was  instrumental  in 
bringing  the  various  interests  together. 

Previous  to  the  entry  of  the  King  organiza- 
tion as  a  large  factor  in  the  radio  business,  Mr. 
Haugh  was  a  leader  in  organization  work  in  the 
automotive  parts  business.  He  was  instru- 
mental in  forming  the  National  Standard  Parts 
Association,  was  respectively  chairman  of  tin- 
executive  committee;  president,  chairman  of  the 
Membership  Committee,  and  member  of  the 
board  of  directors  of  that  Association. 

Selden  E.  May,  president  of  the  United  Radio 
Corp.,  of  Rochester,  N.  Y.,  in  a  statement  an- 
nouncing Mr.  Haugh's  connection,  said:  "We 
are  fortunate  in  securing  as  one  of  our  asso- 
ciates a  man  of  Mr.  Haugh's  experience  and 
ability.  He  will  aid  us  in  the  marketing,  not 
only  of  our  Peerless  reproducer,  but  also  of 
other  radio  devices  which  will  later  be  offered 
to  dealers  and  to  manufacturers  of  receivers." 


Congratulations 

Albert  M.  Blackman,  son  of  J.  Ncwcomb 
Blackman,  president  of  the  Blackman  Distribut- 
ing Co.,  Inc.,  Now  York  City  will  forsake 
bachelorhood  on  January  27,  when  his  marriage 
with  Miss  Charlotte  Barck,  New  Rochelle,  N.  Y., 
will  In-  solemnized  at  the  home  of  the  bride's 
parents.  Mr.  Blackman,  who  is  associated  with 
the  Blarl-man  Distributing  Co..  is  a  graduate  of 
the  University  of  Pennsylvania,  and  is  well 
known  in  the  Victor  wholesale  fraternity. 
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Unipower's  special  advantages 

are  easily  sold  to  customers 


Unipower  is  compact  and  fits  readily  into  the  battery 
compartments  of  most  consoles.  Its  gas-tight  cover 
makes  it  safe  for  cabinet  installation. 


A  click  of  the  switch  is  all  you  need.  Unipower's 
automatic  feature  controls  not  only  "A"  power  but 
"B"  power  as  -well.  One  simple  dial  setting  and 
Unipower  gives  the  exact  "A"  power  charging  rate 
needed  by  your  particular  set. 


Tor  199  tubes  or  equivalent 
AC-4  $33.00 
Proven  quality! 

Unipower  is  manufactured  by  the 
makers  of  the  famous  Gould  Bat- 
teries for  automobiles,  submarines, 
railways,  farm-lighting,  vehicle 
and  fire-alarm  service. 


For  201-A  tubes  or  equivalent 
AC-6HA  $42.50 

Unipower  contains  a  Balkite 
charging  unit  of  Gould  design.  It 
operates  from  alternating  current 
110-125  volt— 60  cycle.  Special 
models,  25-50  cycle,  at  slightly 
higher  prices. 


YOUR  radio  "A"  power  customers  are  in  two 
groups — those  who  know  so  little  that  they 
must  depend  on  your  advice — or  those  who  know  so 
much  that  they  must  be  convinced  on  every  point. 

Let  Unipower  help  you  with  both.  Its  simplicity 
of  operation — all  power  control  from  the  set  switch 
— will  appeal  to  the  novice,  while  the  more  experi- 
enced "fans"  will  appreciate  Unipower's  other 
special  features. 

For  instance — Unipower  employs  the  proven 
principle  of  trickle  charge  plus  an  indispensable 
rapid  charge  rate.  Four  trickle  rates,  operated  by 
one  dial,  can  be  applied  to  give  just  the  right  power 
adjustment  for  the  heavily  worked  multi-tube  sets 
now  in  use.  Only  Unipower  is  protected  by  auto- 
matic cut-off  in  the  rectifying  cell! 

Unipower  construction  makes  it  fool-proof. 
There  are  no  parts  that  need  adjustment  or  replace- 
ment during  the  normal  life  of  the  product. 

Write  us  for  the  complete  story  of  Unipower's 
Automatic  "A"  power.  The  Gould  Storage  Battery 
Company,  Inc.,  250  Park  Avenue,  New  York. 


ower 

OULD  PRODUCT 


AUTOMATIC    "A"    POWER    WITH    "B"    POWER  CONTROL 


112 


THE    TALKING    MACHINE  WORLD 


January  15,  1927 


Otto  Heineman  Optimistic 
Over  the  Business  Outlook 


President  and  General  Manager  of  Okeh  Phono- 
graph Co.  Returns  From  Southern  and  Middle 
Western  Trip — Finds  Outlook  Bright 


"General  business  conditions  in  the  talking 
machine  industry  are  very  satisfactory,"  said 
Otto  Heineman,  president  and  general  manager 
of  the  Okeh  Phonograph  Corp.,  who  returned 
recently  from  a  two  weeks'  Southern  and  Mid- 
dle Western  trip.  "In  all  of  the  cities  which 
1  visited  I  found  jobbers  and  dealers  keenly 
enthusiastic  as  to  their  record  sales  during  the 
recent  holiday  season.  In  practically  every  in- 
stance the  totals  for  the  month  of  December 
were  - far  in  advance  of  last  year,  and  there  is 
every  reason  to  believe  that  record  sales  for 
the  first  quarter  of  1927  will  be  substantially 
ahead  of  the  corresponding  period  in  recent 
years.  The  demand  for  phonographs  during 
the  last  three  months  of  1926  was  very  satis- 
factory, with  the  exception  of  the  closing  two 
weeks  of  the  year,  when  there  seemed  to  be  a 
general  slowing  up  of  business  everywhere 
without  any  reflection  on  the  phonograph  busi- 
ness specifically. 

"Judging  from  the  comments  of  jobbers  and 
dealers  the  medium-priced  phonograph  will  be 
most  actively  in  demand  this  year,  with  the 
majority  of  the  trade  looking  for  a  steadily 
increasing  call  for  the  small  console.  This  in- 
strument, representing  a  medium  size  between 
the  large  console  and  the  upright,  is  meeting 
with  considerable  favor  everywhere. 

"Apparently  one  of  the  outstanding  features 
of  the  phonograph  industry  at  the  present  time 
is  the  tremendous  popularity  of  the  portable 
phonograph.  I  visited  several  portable  phono- 
graph manufacturers  on  this  trip  and  found 
them  getting  ready  for  a  banner  year,  which 
will  be  marked  by  the  introduction  of  a  better 


type  of  portable  phonograph.  With  the  inten- 
sive sales  and  publicity  plans  which  will  be 
sponsored  in  behalf  of  these  instruments,  the 
success  of  the  new  lines  is  assured,  and  this 
type  of  portable  phonograph  will  undoubtedly 
take  the  place  of  the  very  low-priced  portable, 
which  heretofore  has  been  so  popular.  Gen- 
erally speaking,  I  believe  1927  will  be  a  year 
of  prosperity  for  every  factor  of  the  phono- 
graph industry,  with  manufacturers,  jobbers  and 
dealers  co-operating  towards  the  constructive 
development  of  the  industry  itself." 

While  away  from  his  desk  Mr.  Heineman 
visited  Atlanta,  New  Orleans,  St.  Louis,  Chicago 
and  Milwaukee,  and  incidentally  this  trip  gave 
him  an  opportunity  to  call  for  the  first  time 
upon  the  trade  in  the  leading  Southern  cities. 


Latest  Summary  of  Exports 
and  Imports  of  "Talkers" 

Figures  on  Exports  and  Imports  of  Talking 
Machines  and  Records  for  November 


Peerless  Album  Go.  Will 

Increase  Portable  Output 

Peerless  Portable  Production  to  Be  Tripled — 
Product  Has  Been  Greatly  Improved  and 
Many  Distributors  Have  Been  Appointed 


The  Peerless  Album  Co.,  638  Broadway,  New 
York  City,  well-known  manufacturer  of  record 
albums,  envelopes  and  carrying  cases,  and 
which  introduced  a  portable  talking  machine 
during  the  past  season,  now  announces  the  fur- 
ther expansion  in  this  department  of  its 
business.  Under  a  new  plan  of  manufacture 
and  with  additional  machinery  the  Peerless 
portable  output  will  shortly  be  tripled.  The 
company  has  made  many  improvements  in  its 
product  and  has  been  appointing  jobbers 
throughout  the  country,  and  this,  together  with 
the  general  trade  reception,  has  justified  the 
increased  production. 

Phil  Ravis,  president  of  the  Peerless  Album 
Co.,  expects  shortly  to  announce  the  addition 
of  new  members  to  his  sales  staff  and  details 
of  a  drive  on  all  of  his  firm's  products. 


Washington,  D.  C,  January  7.— In  the  sum- 
mary of  exports  and  imports  of  the  commerce 
of  the  United  States  for  the  month  of  Novem- 
ber, 1926  (the  latest  period  for  which  it  has 
been  compiled),  the  following  are  the  figures 
bearing  on  talking  machines  and  records: 

The  dutiable  imports  of  talking  machines  and 
parts  during  November,  1926,  amount  in  value 
to  $80,126,  as  compared  with  $40,058  worth 
which  were  imported  during  the  same  period 
of  1925.  The  eleven  months'  total  ended 
November,  1926,  showed  importations  valued 
at  $596,731;  in  the  same  period  of  1925,  $353,485. 

Talking  machines  to  the  number  of  8,657, 
valued  at  $272,152,  were  exported  in  November, 
1926,  as  compared  with  8,078  talking  machines, 
valued  at  $207,703,  sent  abroad  in  the  same 
period  of  1925.  The  eleven  months'  total  showed 
that  we  exported  92,822  talking  machines, 
valued  at  $2,863,984,  as  against  73,101  talking 
machines,  valued  at  $2,061,773,  in  1925. 

The  total  exports  of  records  and  supplies  for 
November,  1926,  were  valued  at  $204,153,  as 
compared  with  $160,005  in  November,  1925.  The 
eleven  months  ending  November,  1926,  show 
records  and  accessories  exported  valued  at 
$1,992,450,  as  compared  with  $1,555,379  in  1925. 

The  countries  to  which  these  instruments 
were  sent  during  November  and  their  values 
were  as  follows:  United  Kingdom,  $951;  other 
Europe,  $17,468;  Canada,  $7,771;  Central  Amer- 
ica, $13,344;  Mexico,  $28,666;  Cuba,  $9,528; 
Argentina,  $19,786;  Chile,  $14,997;  Colombia. 
$11,590;  Paru,  $3,314;  other  South  America,  $40,- 
329;  China,  $8,104;  Japan,  $1,990;  Philippine 
Islands,  $12,132;  Australia,  $50,626;  New  Zea- 
land, $10,410;  other  countries,  $21,146. 


MASTERCRAFT 
PHONOGRAPHS 


0Bmi 

I^^TOllthat  the  name  implies*)]^-^ 


MASTERCRAFT 
RADIO  CONSOLES 


Branch  Offices 
in  the 
Following 
Cities : 

NEW  YORK 

BOSTON 

CHICAGO 

MINNEAPOLIS 

NEW 
ORLEANS 

SAN 
FRANCISCO 


Since  1890- 
the  Standard  of  Quality! 

FOR  OVER  a  quarter  century  the  name  "MASTERCRAFT" 
has  stood  for  the  utmost  in  fine  craftsmanship  and  super 
quality.  It  may  be  compared  favorably  to  the  mark  "sterling"  on 
silver. 

Since  1890  the  "Mastercraft"  trademark  has  guaranteed  a  standard 
of  quality  that  assures  absolute  satisfaction.  Every  "Mastercraft" 
product  is  the  work  of  skilled  master  craftsmen  so  that  you  can 
always  be  assured  you  are  giving  your  customers  the  best  that 
money  can  buy — Style,  Workmanship,  Finish — a  phonograph  or 
radio  console  that  will  be  "a  joy  forever." 


WOLF  MANUFACTURING  INDUSTRIES- Quincylll. 
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This  Amazing  Set  Looks  as  Beautiful 
as  it  Sounds 


The  Serenader 

S  tubes,  tuned  radio 
frequency,  built-in  loud 
speaker  with  Amplion 
Unit,  exquisite  cabinet, 
metal  panel  in  wood 
graining  outlined  in 
gold.  Size  35"xll"xl6". 
Price  $125. 


^^NCE  in  a  blue  moon  something  comes 
your  way  so  good  looking,  so  just  right 
in  every  way  that  the  minute  you  get  it  in 
everyone  asks  about  it. 

It's  different  from  the  general  run — not 
freakish  or  queer,  but  just  somehow  real 
class.  You  sell  the  first  one — it  gets  talked 
about  and  suddenly  almost  over  night  every- 
one wants  it. 

Once  in  a  blue  moon — but  oh  man!  when 
it  comes  your  way,  grab  it,  for  one  radio 
set  like  that  makes  more  money  for  you  than 
twenty  radio  sets  that  no  one  gets  excited 
about. 

For  real  breath-takers  that  are  so  beauti- 
ful this  year  that  you  can't  believe  your  own 


Sleeper  sets — the  Sere- 


eyes,  get  the  new 
nader  and  Scout. 

They  were  good  last  year  and  they  sold 
well  but  for  downright  perfection  for 
workmanship  that  gives  you  a  thrill  just  to 
look  at,  and  for  tone  and  distance  that  will 
start  a  whole  community  talking — get  the 
new  Sleeper  sets. 

The  fellow  who  said  he'd  walk  a  mile  for 
a  Camel,  if  he  were  in  the  radio  business 
would  cross  a  whole  state  to  get  the  Sleeper 
franchise. 

Write  us  today  for  details  of  the  special 
proposition  we  are  making  to  new  dealers 
this  month. 

Other  Sleeper  Models:  The  Sleeper  Scout  $100. 
The  Sleeper  Console  $225.  The  Sleeper  Chassis — 
Prices  on  request. 


SLEEPER  RADIO  &.  MFG.  CORPORATION,  440  Washington  Ave.,  Long  Island  City,  N.  Y 

Stumt 


Super 


RADIO 


Reception 
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MANUFACTURERS 
IMPORTERS 
DISTRIBUTORS 


The  Artophone  Corporation 


1622-1624  Pine  Street 


St.  Louis,  Mo. 


PHONOGRAPHS 
RECORDS 
MUSICAL  MERCHANDISE 


Exclusive  ARTOPHONE  Products 

ARLINGDALE — Our  Leading  Model  Phonograph 

Meets  the  demand  for  a  high  quality  new  type  instru- 
ment at  a  moderate  price.  Because  of  its  solid  construc- 
tion, its  "built-in"  resonant  tone,  superb  finish  and 
exquisite  design,  the  ARLINGDALE  met  with  instant 
dealer  approval  and  popular  favor.  Equipped  with  the 
new  S-type  tone  arm  and  reproducer  with  aluminum  dia- 
phragm combine  to  produce  full-rounded  resonance  found 
only  in  higher  priced  instruments.  THE  ARLINGDALE 
—as  well  as  all  ARTOPHONE  PHONOGRAPHS— re- 
tails under  $100.  Send  for  our  big  catalog  and  get 
acquainted  with  this  live  profit-making  instrument.. 

"RELIANCE"  MAIN  SPRINGS 

The  Best  Main  Spring  on  the  Market  today.  Accurately 
gauged — carefully  tested — made  of  the  finest  selected  steel 
obtainable.  Dealers  buying  "RELIANCE"  MAIN 
SPRINGS  in  case  lots  of  50  and  100  are  enthusiastic 
about  our  big  money-saving  proposition,  explained  on 
pages  28  and  29  of  our  general  catalog.  Send  for  your 
copy  today. 


"All  That  the  Name  Implies" 


The 
ARTOPHONE 
PORTABLE 


The 
QUEEN 
PORTABLE 


OUR  PORTABLES 

Made  in  Our  Oun  Factory 

are  manufactured  in  our  own  plant  under 
our  personal  supervision.  The  3  models 
shown  here  represent  the  acme  of  portable 
quality  and  are  second  to  none  in  the 
portable  field.  Get  the  facts  and  new  low 
prices  on  these  3  profit-making  models  be- 
fore placing  vour  next  order  for  portables. 
BUY  YOUR  PORTABLES  DIRECT — 
AND   MAKE   AN    EXTRA  PROFIT 


The 
RELIANCE 
PORTABLE 


PIN  THIS  TO  YOUR  LETTERHEAD 


'Cfte  Artophone  Corporation 

1622-1624  Pine  Street,  St.  Louis,  Mo. 

|  .  Send  your  200  page  CATALOG  to 

Name  

Address  

|  City  Stale  

I  NOTE— CATALOG  WILL  BE  SENT  TO  DEALERS  ONLY. 


Edward  B.  Lyons  Joins  Sales 
Staff  of  Standard  T.  M.  Go. 


The  many  friends  in  the  tSlking  machine  in- 
dustry, and  particularly  throughout  the  Ohio 
territory,  of  Edward  B.  Lyons,  former  general 
manager  of  the  Eclipse  Musical  Co.,  Cleveland, 


under  the  late  George  D.  Ornstein.  After  spend- 
ing a  number  of  years  with  that  company  as 
representative  and  Southern  district  manager, 
Mr.  Lyons  resigned  on  July  1,  1915,  to  accept 
a  position  as  sales  manager  of  the  Eclipse  Musi- 
cal Co.,  Victor  wholesaler,  Cleveland,  O.,  and 
on  October  1,  1921,  was  promoted  to  the  general 
management  of  that  company,  which  position  he 
held  until  the  sale  of  that  company  in  October, 
1924,  to  the  Cleveland  Talking  Machine  Co. 

Recently  Mr.  Lyons  has  been  engaged  in 
the  wholesale  independent  phonograph  and 
radio  business  in  Cleveland  under  the  name  of 
the  Buel-Lyons  Co.,  which  business  has  just 
lately  been  sold  and  consolidated  with  a  Pitts- 
burgh concern.  For  a  number  of  years  Mr. 
Lyons  was  secretary  of  the  Talking  Machine 
Dealers  Association  of  Northern  Ohio,  and  has 
been  a  member  of  and  active  in  the  State  Asso- 
ciation of  Music  Merchants  for  some  time  past. 

During  the  eleven  years  spent  in  the  whole- 
sale talking  machine  field  in  Ohio,  Mr.  Lyons 
has  won  many  loyal  friends,  who  will  welcome 
his  return  to  the  Victor  fold. 


Protests  Proposed  Action 

of  Steamship  Conference 

C.  A.  Richards,  Inc.,  Sonora  Export  Distribu- 
tor, States  That  Action  to  Accept  Goods  With 
Qualifying  Clause  Is  Unjust 


Edward  B.  Lyons 

will  be  interested  to  hear  of  the  announcement 
just  made  by  J.  C.  Roush,  president,  and  Wal- 
lace Russell,  general  manager  of  the  Standard 
Talking  Machine  Co.,  Victor  wholesaler,  Pitts- 
burgh, of  the  appointment  of  Mr.  Lyons  to  the 
sales  staff  of  that  company. 

Mr.  Lyons  has  been  identified  with  the  talk- 
ing machine  industry  for  nearly  seventeen  years, 
starting  in  1910  as  a  representative  for  the 
Victor  Talking  Machine  Co.,  Camden,  N.  J., 


New  Recording  Wax 

F.  W.  Matthews,  a  well-known  recording  ex- 
pert and  who  in  recent  years  has  specialized 
in  Master  wax  for  recording  purposes,  has  de- 
veloped a  new  wax  which  is  particularly  ad- 
vantageous for  electrical  recordings.  This  wax 
will  record  at  70  degrees,  cuts  clearly  and  elec- 
trotypes perfectly.  The  wax  is  being  used  by 
some  of  the  best  electrical  recorders.  Mr. 
Matthews  is  at  present  located  at  126  Prospect 
street,  East  Orange,  N.  J. 


Fred  A.  Bain  in  New  Post 


fied  A.  Haiti  has  resigned  from  the  John 
Elliott  Clark  Co.,  Salt  Lake  City,  Utah,  to  ac- 
cept a  position  with  the  traveling  department 
of  the  Victor  Talking  Machine  Co. 


C.  A.  Richards,  Inc.,  New  York,  sole  export 
distributor  for  the  Sonora  Phonograph  Co.,  Inc., 
is  protesting  the  proposed  clause  to  be  put  on 
bills  of  lading  covering  shipments  on  North  At- 
lantic U.  K.  Freight  Conference  boats,  regard- 
ing shipments  of  phonographs,  radio  equipment 
etc.,  when  same  are  packed  in  fibre,  corrugated 
strawboard,  veneer  or  plywood  cases.  It  is  the 
intention  of  the  Conference  to  accept  goods  so 
packed  only  with  the  understanding  that  the 
bills  of  lading  will  contain  the  following  clause: 
"Packages  insufficient  in  strength — insufficiently 
protected — it  is  agreed  that  the  shipper  assumes 
all  risk  or  loss  and,  or,  damage  not  occasioned 
by  negligence  of  the  carrier." 

C.  A.  Richards,  president  of  C.  A.  Richards, 
Inc.,  has  written  a  letter  of  protest  to  the  sec- 
retary of  the  Conference,  stating:  "We  are  the 
export  distributors  for  the  Sonora  Phonograph 
Co.,  and  have  been  for  several  years  and,  as  far 
back  as  we  can  recall,  our  goods  have  always 
been  packed  in  five-ply  veneer  cases,  and  these 
have  been  quite  satisfactory  to  the  steamship 
companies  and  to  our  customers  abroad,  and  we 
do  not  ever  recall  making  any  claim  on  any 
steamship  company  which  could  be  in  any  way 
traced  to  the  packages  being  insufficient  in 
strength  or  insufficiently  protected.  We  do  not 
think  it  is  fair  for  this  clause  to  be  put  on 
bills  of  lading  covering  shipments  of  Sonora 
phonographs  because  it  is  not  a  true  statement 
of  fact." 

Mr.  Richards  urges  that  other  exporters  who 
are  faced  with  this  proposed  action  protest  any 
such  general  action  and  request  the  steamship 
company  to  act  on  each  individual  case,  accord- 
ing to  its  merits. 
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FIRST 

RADIO  TRADE  SHOW 

Hotel  Stevens 

CHI  CAG  O 

June  Wto  18th 


m 


In  conjunction  with  the  Annual  RMA  Convention 

In  the  world's  largest  hotel,  under  the  able  and  effici- 
ent management  of  G.  CLAYTON  IRWIN,  JR., 
General  Manager  of  the  Radio  World's  Fair  and  the 
Chicago  Radio  Show,  the  radio  industry  will  hold  its 
first  Exclusive  Trade  Show. 

Only  those  manufacturers  who  are  members  of  the 
"RMA"  will  exhibit;  consequently  the  displays  will 
be  those  of  the  radio  industry's  leading  manufacturers 
of  receiving  sets,  parts  and  accessories. 


G.  Clayton  Irwin,  Jr. 
General  Manager 


Being  held  in  Chicago,  within  quick  and 
easy  access  of  all  parts  of  the  United  States, 
the  "RMA"  Trade  Show  will  afford  all 
radio  jobbers,  distributors  and  dealers  an  un- 
usual opportunity  to  view  the  latest  develop- 
ments in  radio  from  the  industry's  most  rep- 
utable and  reliable  manufacturers. 


The  dates  of  the  show,  June  13th- 18th,  are 
most  opportune  for  at  that  time  the  trade 
can  make  their  connections  and  arrange 
their  lines  for  the  1927-28  season  before  the 
annual  consumer  shows  to  be  held  in  the 
early  Fall. 


Members  of  the  "RMA"  and  all  radio  jobbers,  dis- 
tributors and  dealers  should  write  for  full  particulars. 

Radio  Manufacturers'  Association  Trade  Show 

Room  1800,  Times  Building,  New  York  City 


Space  for  this  advertisement  donated  by  Talking  Machine  World.    Copy,  layout  and  cuts  for  this  advertisement  donated  by  Paul  S.  Weil,  Albert  Frank  &  Co. 
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Los  Angeles  Trade  Association  Plans  the 

Issuance  of  Helpful  Sales  Statistics 

Dealers  Co-operating  in  Supplying  Figures  to  Show  the   Percentage   of  Different  Departments' 
Sales — Holiday  Business  Satisfactory — New  Honest  Quaker  Jobber  Appointed 


Los  Angeles,  Cal.,  January  4. — Dealers  de- 
clared themselves  as  satisfied  with  the  volume 
of  holiday  sales.  Volume  in  dollars  and  cents 
was  maintained,'  but  volume,  from  the  point  of 
view  of  the  number  of  instruments  sold  and 
the  total  number  of  new  purchases,  was  not  as 
great — at  least  on  the  accustomed  ratio  of  per- 
centage of  increase  from  year  to  year.  The 
principal  instruments  sold — as  in  several  pre- 
ceding months — were  portables  and  popular- 
priced  phonographs,  and  the  more  expensive 
"electric  pick-up"  instruments — Electrolas  and 
Panatropes,  and  the  combination  types  of  phono- 
graph and  radio. 

Association  Plans  to  Issue  Statistics 

Plans  are  being  made  for  reports  on  the  per- 
centage of  business  from  the  different  depart- 
ments of  the  various  local  music  houses  during 
1926.  The  figures  will  be  collected  by  the  secre- 
tary, A.  G.  Farquharson,  and  held  in  strict  con- 
fidence by  him,  but  used  to  obtain  the  ratio? 
and  proportions.  In  this  manner  an  average 
estimate  will  be  produced  which  will  indicate 
how  much  business  comes  from  the  piano, 
phonograph,  musical  merchandise,  radio  and 
>heet  music  departments,  respectively. 

F.  L.  Cook  Appointed  Jobber 

F.  L.  Cook  has  been  appointed  jobber  for 
Honest  Quaker  main  springs  and  repair  ma- 
terials by  Everybody's  Talking  Machine  Co. 
Mr.  Cook  has  been  actively  engaged  in  the 
phonograph  repair  and  supply  business  in  south- 
ern California  for  the  past  seven  years  and  is 
well  known  for  the  service  which  he  specializes 
on  as  well  as  for  his  equipment  and  stocks  in 
parts  often  unobtainable  elsewhere. 

Santa  Claus  at  Brunswick  Headquarters 

The  fifth  annual  Christmas  tree  and  celebra- 
tion took  place  at  the  Brunswick  headquarters 
on  Christmas  Eve.  The  entire  staff  was  pres- 
ent and  had  a  most  enjoyable  time,  with  the 


exception  of  John  P.  Murphy,  special  sales 
representative,  who  was  absent;  however,  that 
genial  old  gentleman  and  master  of  ceremonies, 
Santa  Claus,  was  observed  to  start  violently  when 
John  Patrick  Murphy's  name  was  mentioned 
and  it  was  surmised  that  the  two  must  have  had. 
at  some  time,  a  great  many  things  in  common. 
Sherman,  Clay  Sales  Break  Records 

The  volume  of  sales  during  1926  at  Sherman, 
Clay  &  Co.  of  Victrolas  and  records  exceeded 
those  of  all  previous  years.  Some  difficulties 
arose  at  different  times  during  the  past  year, 
as  usual,  in  obtaining  models  that  were  most 
popular  in  demand.  The  sale  of  new  electrically 
recorded  Victor  records  is  meeting  with  unquali- 
fied success. 

Features  Christmas  Concert 

The  Yale  Radio  Electric  Co.,  distributor  of 
the  Federal  radio,  gave  a  varied  program  on 
Christmas  Eve.  R.  B.  Yale,  president  of  the 
company,  stated  that  Federal  radio  sets  had  met 
with  a  wonderful  reception  this  Fall  throughout 
the  holidays,  so  much  so  that  he  had  been  com- 
pelled to  limit  the  number  of  Federal  dealers 
in  southern  California  to  seventy  and,  even 
under  these  circumstances,  the  demand  far  ex- 
ceeded the  supply  available. 

Expects  Best  Year  in  History 

"From  the  outlook  of  the  Los  Angeles  branch 
1927  should  be  the  best  year  in  the  history  of 
this  department,"  declared  Howard  L.  Brown, 
Brunswick  district  manager.  "Bank  clearings 
and  building  have  shown  a  continual  improve- 
ment each  month  this  year  and  with  mining  in- 
terests and  agriculture  conditions  on  the  up- 
grade nothing  can  hold  back  prosperity  in  this 
territory. 

"It  is  interesting  to  note  the  major  portion  of 
our  business  is  now.  developing  in  "the  higher- 
priced  instruments.  Dealers  optimistically  look 
forward  to  1927." 


New  Series  of  Victor  Radio  Concerts 

Has  Auspicious  Start  on  New  Year's  Day 

*   

Rosa  Ponselle,  John  McCormack,  Alfred  Cortot  and  Mischa  Elman  Heard  on  First  Program — 
Second  Concert  of  Series  Heard  Last  Night — Tie-up  Material  Is  Supplied  Victor  Dealers 


As  The  Talking  Machine  World  is  being 
distributed  by  the  post  office  department,  the 
second  of  the  1927  series  of  Victor  radio  pro- 
grams is  being  heard  by  millions  of  radio 
listeners-in  tuning  in  on  the  stations  which 
comprise  the  "Blue"  network  of  the  National 
Broadcasting  Co.,  which  includes  WJZ,  New 
York;  WBZ,  Springfield  and  Boston;  KDKA, 
Pittsburgh,  and  KYW,  Chicago.  The  program 
started  at  9  p.  m.,  Eastern  standard  time,  and 
included  Beniamino  Gigli,  tenor,  and  Giuseppe 
De  Luca,  baritone,  both  of  the  Metropolitan 
Company;  Renee  Chemet,  French  concert  vio- 
linist, and  the  Victor  Concert  Orchestra,  under 
the  direction  of  Rosario  Bourdon. 

Tremendous  interest  is  manifested  through- 
out the  entire  nation  in  the  Victor  series  of 
concerts,  and  judging  from  the  results  of  the 
first  concert  of  this  new  series,  which  was 
given  on  January  1,  Victor  dealers  will  profit 
immeasurably  from  co-operating  with  the  con- 
certs. On  New  Year's  night  Rosa  Ponselle, 
-oprano,  of  the  Metropolitan  Opera  Co.;  John 
McCormack,  tenor;  Alfred  Cortot,  pianist,  and 
Mischa  Elman,  and  the  Victor  Salon  Orchestra, 
under  Nathaniel  Shilkret,  broadcast  over  the 
"Red"  and  "Blue"  networks  of  the  National 
Broadcasting  Co.,  with  a  total  of  twenty-eight 
stations  participating. 

The  Victor  Talking  Machine  Co.  is  distribut- 
ing to  its  dealers  a  mass  of  material  to  enable 
them  to  profit  from  the  programs  on  the  air. 


These  sales  aids  include  leaflets  giving  the 
selections  which  are  to  be  sung  and  played; 
window-display  posters  and  electros  of  adver- 
tisements for  newspaper  use,  featuring  records 
and  the  combination  Victor-Radiola  instru- 
ments. 


New  Folder  Super- 

Saxophonic  Reproducer 

The  Mutual  Phono  Parts  Mfg.  Corp.,  New 
York  City,  has  issued  an  attractive  four-page 
folder  for  dealer  distribution  on  the  new  Super- 
Saxophonic  reproducer  and  Saxo  tone-arm. 
This  new  Super-Saxophonic  reproducer,  which 
was  placed  on  the  market  at  the  beginning  of 
the  year,  retains  all  the  qualities  of  the  Saxo- 
plionic  reproducer  which  was  produced  last  year, 
and  in  addition  includes  several  refinements. 


Mobley  Go.  Launches  Drive 

Roslyn,  Pa.,  January  7 — The  Mobley  Mfg. 
Co.,  of  this  city,  maker  of  tone-arms  and  re- 
producers, is  launching  an  aggressive  campaign 
on  its  products  for  the  coming  year.  The  Mob- 
ley  Mfg.  Co.  is  one  of  the  pioneers  in  the  man- 
ufacture of  talking  machine  sound  boxes  and 
is  reputed  to  have  produced  a  sound  box  with 
.i  metal  diaphragm  as  far  back  as  1900. 


WANTED 

A  large  manufacturing  or  distributing  firm  to 
expand  this  wonderful  proposition. 


Get  Rid  of  that 

NASAL  TWANG 

on  Your  Phonograph 

This  remarkable  reproducer, 
with  its  patented  Double  Ac- 
tion, gives  sounds  the  natural- 
ness, warmth  of  color,  rhythm 
and  t  wangless expression  of  the 
original  tones.  Makes  old  ma- 
chines rival  New  Models. 


RESURRECTONE 


Improve  your  ma* 
chine— make  1 1  sweet, 
clear,  natural.  Satis- 
faction guaranteed. or 
money  refunded-Iive 
days  free  trial.  S7.50 
only.  Fits  any  machine 
— state  make.  Send  to 
Hoff  ay  Phonograph  Co. 
145  East  92nd  Street 
New  York  City 
or  at  your  Dealer. 


©  1927-Patented  in  U. 

Distributors  warn 


A.  and  Fore 
Export 


DOUBLE 

ACTION 

on  Rephonic 
Diaphragm 

DOUBLE 

QUALITY 


ign  Countries 
Specialty. 


E.  R.  Manning,  of  Berg  Co., 
Leaves  for  Extended  Trip 

Sales  Manager  of  Berg  Auto  Trunk  &  Specialty 
Co.  Making  Trade  Trip  From  Coast  to  Coast 
— Introducing  New  Models 


E.  R.  Manning,  treasurer  and  sales  manager 
of  the  Berg  Auto  Trunk  &  Specialty  Co., 
manufacturer  of  the  Berg  Artcne  line  of  talk- 
ing machines  and  portables,  leaves  early  next 


E.  R.  Manning 

week  on  a  coast-to-coast  trade  tour.  The  Berg 
Co.,  besides  its  eight  models  of  various  type 
portable  talking  machines,  is  this  season  in- 
troducing two  table  models  and  an  extension 
to  its  line  of  large  cabinet  machines.  During 
his  present  trip  Mr.  Manning  will  especially 
feature  the  new  models. 

The  Berg  Co.  is  opening  its  third  season  as 
a  portable  talking  machine  manufacturer.  Last 
Summer  it  introduced  at  the  Music  Conventions 
its  upright  models  and  this  was  followed  by 
a  very  intensive  Fall  campaign  These  instru- 
ments are  in  a  measure  quite  unique,  owing  to 
the  fact  t hat  they  have  a  fabrikoid  dressing 
and  are  embossed  in  a  modern  decorated 
scheme. 

Many  of  the  Berg  Co.'s  new  models  and  its 
older  type  of  talking  machines  are  being  pre- 
sented with  several  new  features.  This  includes 
greatly  improved  motors  and  an  especially  de- 
signed sound  box,  the  creation  of  Maximilian 
Weil,  the  acoustical  engineer.  In  addition  to  this, 
the  1927  models  of  the  Berg  cabinet  type  ma- 
chines have  a  newly  designed  amplifying 
chamber,  the  work  of  Joseph  Berg,  head  of  the 
Berg  Co. 

Mr.  Manning  will  be  away  close  to  two 
months.  He  will  visit  practically  every  large 
city  in  the  countrv. 
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Eymo  Moving  Picture  Camera 
Featured  in  Window  Display 

Products  of  Bell  &  Howell  Used  by  Com- 
manders Byrd  and  Eugene  F.  McDonald,  Jr., 
on  Arctic  Trips  Shown  by  Lyon  &  Healy 


Chicago,  III,,  January  6. — During  the  month  of 
December  pedestrians  were  greeted  with  an  ex- 
clusive moving  picture  camera  display  window 
at  Lyon  &  Healy's  music  store  in  the  Loop  dis- 
trict. In  the  center  of  the  display  stood  the  Bell 
&  Howell  Eymo  moving  picture  camera  used  by 
Commander  Byrd  when  he  flew  across  the  North 
Pole,  and  in  the  left  corner  of  the  display  was 
the  Bell  &  Howell  Filmo  camera  used  by  Com- 
mander E.  F.  McDonald,  Jr.,  president  of  the 
Zenith  Radio  Corp.,  Chicago,  on  the  Ma'cMillan 
Arctic  expedition  in  1925.  Photographs  depict- 
ing various  scenes  snapped  by  the  camera  dur- 
ing both  expeditions  were  shown  in  the  win- 
dow, together  with  trophies,  Eskimo  clothing, 
toys,  etc.,  gathered  by  the  two  explorers.  The 
window  served  to  show  the  various  uses  and 
needs  which  the  moving  picture  camera  answers 
and  how  it  may  be  used  under  the  most  trying 
weather  and  climatic  conditions. 

Tentative  Agreement  on 

Radio  Legislation  Reached 

Washington,  D.  C,  January  10.— A  tentative 
agreement  was  reached  by  conferees  ojn.  radio 
legislation  and  Senator  Dill  and  Representative 
White  are  drafting  a  bill  to  be  presented  Tues- 
day, taking  a  middle  course  between  the  Dill 
Commission  plan  and  the  White  bill  to  leave 
radio  control  with  Secretary  Hoover.  The 
conferees  said  the  proposed  draft  will  set  up  a 
commission  with  Appellate  and  semi-judicial 
powers,  leaving  administrative  control  with  the 
Department  of  Commerce.  A  provision  may 
be  included  suspending  issuance  of  new  licenses 
pending  the  putting  in  operation  of  the  com- 
mission machinery.  .,  ., 

The  commission  will  remain  regularly  organ- 
ized to  see  to  the  untangling  of  present  con- 
fusion over  wave  lengths  and  then  will  be  called 
together  only  as  an  Appellate  Board,  over  de- 
cisions of  the  Department  of  Commerce. 


An  Interesting  House  Organ 

A  ,  new  feature  was  introduced  in .  fhe  latest 
issue,  of  the  Atwater  Kent  Jumbo  Bulletin,  en- 
titled "Jumbo's  Own  Page  of  Pictures."  This 
page  was  replete  with  photographs  of  at'tractive 
windows,  interiors,  radio  show  displays  and  in- 
cluded an  interesting  aeroplane  view  of  the  fif- 
teen-acre radio  plant  of  the  Atwater  Kent  Mfg. 
Co.  in  Philadelphia.  Feature  articles  report  the 
news  surrounding  the  production  of  the  mil- 
lionth set  and  also  deal  with  the  overwhelming 
demand  which  the  factory  Has- -received  for  the 
one-dial  sets*.  A  wealth  of  other"  news  matter 
reporting  the  exceptional  sales  accomplishments 
of  various  dealers  and.  the  remarkable  experi- 
ences of  individual  owners  completes  one  of  the 
finest  issues  of  the  Jumbo  Bulletin  ever  produced. 

Holds  Formal  Opening 

The  formal  opening  of  the  Tom  Dias  Music 
Store  was  held  the  latter  part  of  last  month  at 
the  new  quarters  at  954  B  street,  Hay  ward,  Cal. 
In  the  afternoon  of  the  opening  day  two  local 
orchestras  entertained  and  at  night  radio 
stars  appeared.  The  Columbia  line  is  featured 
in  this  store. 

F.  J.  Reichart  in  New  Post 

F.  J.  Reichart  has  joined  the  Columbia .  Phono- 
graph Co.,  Inc.,  staff  as  office  manager,  succeed- 
ing H.  C.  Brown,  who  has  been  transferred  to 
the  recording  studios. 


Everybody's  Sales  Staff 
Holds  Year-End  Conference 

Territorial  Representatives  of  Everybody's 
Talking  Machine  Co.  Gather  to  Make  Plans 
for  1927 — President  Grabuski  Presided 


Philip  I.  Grabuski,  president  of  Everybody's 
Talking  Machine  Co.,  810  Arch  street,  Phila- 
delphia, Pa.,  returned  to  headquarters  in  time 


Philip  Grabuski 


for  the  Christmas  holidays.  On  Thursday, 
December  30,  President  Grabuski  called  a  sales 
conference  of  members  of  the  entire  staff  of 
Everybody's  Talking  .  Machine  Co.,  who  re- 
turned from  their  various  territories  for  the 
occasion.  The  exceptional  accomplishments  of 
the  firm  during  the  .  past  year  were  reviewed 
and  extensive  plans  made  for  merchandising 
during  1927.  A  general  get-together  spirit  was 
manifested  and  enthusiasm., over  the  prospects 
for  the  coming  year  was  high.  This  conference, 
which  occupied  the  entire  day,  was  interrupted 
by  an  informal  luncheon. 

Columbia  McPherson  Rec- 
ords Draw  Big  Crowds 

Southern  California  Music  Dealers  Report  That 
Demand  for  Records  of  Noted  Evangelist  Is 
Unprecedented 


When  the"  first  record  by  Aimee  Semple  Mc- 
Pherson was.  released  by  the  Columbia  Phono- 
graph   Co.,   New,  York,   hundreds    of  patrons 


Crowds  Buying  McPherson  Records  i  -  ' 

rushed  to.  the-  stores  of  Columbia  dealer's  to 
near  the  voice  of  this  noted  evangelist. 
'  In  the  cities  of  southern'  California  the  ,de- 
niand  for  the,  new  record  was  so  great  that. 
& xt r ajjilerk s^ha d_t o  b£  .called-in. — 


FREW 


SELLING  MUSICAL 
MERCHANDISE 

By  J.  R=  FREW 

This  is  a  practical  book  that  describes 
the  methods  pursued  by  a  successful 
music  dealer  in  conducting  his  musical 
merchandise  departments.  It  covers 
every  routine  problem  incident  to 
establishing  and  operating  a  depart- 
ment devoted  to  band  and  orchestra 
instruments. 

This  branch  of  the  music  industry 
has  had  a  very  prosperous  year  and 
an  excellent  opportunity  awaits  other 
dealers  who  take  it  up.  It  requires  a 
small  investment,  gets  quick  turnover, 
involves  no  risk  and,  in  addition  to 
being  highly  profitable  itself,  increases 
the  sale  of  talking  machines,  records, 
etc.,  and  helps  make  a  given  store  the 
music  center  of  its  community. 

READ  THE  CONTENTS  of 
THIS  PRACTICAL  BOOK 
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send  me  "Selling  Musical  Merchandise". 
Postage  prepaid. 
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New  Stores  and  Changes  Among  Talking 

Machine  Dealers  During  the  Past  Month 

New  Stores  Opened  Recently  Throughout  Country  and  Changes  of  Management  Compiled  for 
Benefit  of  Talking  Machine  and  Radio  Manufacturers  and  Distributors 


Arkansas 

Fine  Bluff — The  full  line  ef  musical  instruments 
carried  by  the  Barnes  Piano  Co.,  210  "West  Second 
avenue,  has  been  closed  out  in  a  sale,  under  the 
direction  of  Theodore  Jones,  administrator. 

Camden — New  quarters  on  South  Adams  street 
have  been  taken  by  the  Bemberg  Music  Shop,  which 
has  been  located  here  for  a  long  period. 

California 

Martinez — An  explosion  in  the  music  store  con- 
ducted by  Mrs.  Verne  Wells  recently  blew  out  the 
front  of  the  establishment  and  caused  considerable 
damage  to  the  interior. 

Oakland — The  Musical  Accessories  Corp.  has  been 
incorporated  with  a  capital  stock  of  $10,000  to  manu- 
facture and  deal  in  musical  instruments. 

Santa  Ana — The  Rudolph  Wurlitzer  Co.  has  opened 
a  branch  store  at  407  West  Fourth  street  under  the 
management  of  H.  I.  Searles. 

Pomona — A  branch  store  has  been  opened  at  349 
East  Second  street  by  the  Rudolph  Wurlitzer  Co. 
with  W.  Keene  as  manager. 

Pomona — The  remodeled  quarters  of  the  C.  H. 
Short  Music  Co.,  151  East  Second  street,  have  been 
formally  reopened. 

San  Diego — Slight  damages  were  incurred  by  the 
Thearle  Music  Co.,  Broadway  and  Seventh  street,  in 
a  midnight  fire  that  threatened  the  entire  block. 

Turlock — New  and  larger  quarters  have  been  taken 
by  A.  Ruby,  local  music  dealer. 

San  Francisco — Gene  Redewill,  who  operates  a 
music  store  in  Phoenix,  Ariz.,  has  opened  a  branch 
known  as  the  Gulbransen  Sales  Co..  at  612  Mission 
street. 

Connecticut 

Danielson — D.  J.  Beaudoin,  of  91  Broad  street,  has 
been  appointed  special  sales  representative  of  the 
Plaut-Cadden  Co.,  of  Norwich,  featuring  the  Victor 
line,  Atwater  Kent  radios  and  other  musical  instru- 
ments. 

Bridgeport — The  Gilman  Music  Store  has  moved  to 
a  new  location  a  few  doors  away  from  that  formerly 
occupied,  and  installed  handsome  new  fixtures. 

Torrington — McCoy's  has  opened  new  warerooms 
at  53  Main  street  carrying  a  full  line  of  musical 
instruments.  This  is  the  third  store  of  the  McCoy 
chain. 

New  Haven — Landay  Bros.,  Inc..  have  opened  their 
new  quarters  at  790  Chapel  street  with  Michael  M. 
Elone  as  manager. 

District  of  Columbia 

Washington — The  Harry  C.  Grove  Co.,  Inc.,  Victor 
dealer,  suffered  a  loss  of  stock  when  fire  destroyed 
the  building  at  1210  G  street. 

Washington — Clinton  J.  Brown  heads  the  new 
music  store  which  recently  opened  here  under  the 
name  of  the  Independent  Music  Co. 

Washington — A  petition  in  bankruptcy  was  filed 
recently  by  Robinson's  Music  Store,  Inc.,  1306  G 
street,  N.  W. 

Florida 

St.  Cloud — The  Wilder  Music  Co.  has  opened  new 
warerooms  here  under  the  management  of  Dr.  and 
Mrs.  C.  G.  Kanavel.  A  full  line  of  musical  instru- 
ments is  carried. 

Ocala — Burton's  music  store  of  West  Palm  Beach 
has  opened  a  branch  store  in  the  Professional  Build- 
ing here. 

Georgia 

Columbus — T.  J.  Hawkins  has  opened  a  music  store 
at  14  Thirteenth  street. 

Illinois 

Park  Ridge — The  Park  Ridge  Music  &  Gift  Shoppe, 
formerly  located  at  112  Main  street,  has  moved  to 
new  and  larger  quarters  at  59  Summit  avenue. 

Kock  Island — The  Hadley  Co.,  music  dealer,  has 
been  incorporated  with  a  capital  stock  of  $60,000. 
Incorporators,  H.  W.  Barsel,  J.  Alroy,  M.  Felder  and 
M.  H.  Rosenthal. 

Fulton — The  Hoffman  Music  Store  has  opened  its 
new  quarters  in  its  remodeled  three-story  building. 
This  concern  has  been  in  business  for  upwards  of 
fifty  years. 

Kankakee — J.  Bert  Miller,  Jr.,  has  opened  a  musi- 
cal Instrument  store  here,  featuring  the  Buescher 
line  of  band  Instruments. 

HlllNboro — Brown  &  Brown  have  moved  to  their 
new  store  on  court  house  square.  The  stock  of  New 
Kdlson  phonographs  and  Atwater  Kent  radio  receiv- 
ers Is  shown  In  attractive  settings. 


Des  Plaines — Miss  Marie  Schaeffer  has  opened  the 
Music  Shop  at  59  Summit  avenue  carrying  a  full 
line  of  musical  instruments. 

Indiana 

Richmond— The  Pearson  Piano  Co.,  which  operates 
branch  stores  in  several  cities,  has  opened  a  new 
store  here  of  which  B.  E.  Shirley  is  manager.  A 
full  line  of  musical  instruments  is  carried. 

South  Bend — The  Dependable  Music  Stores,  Inc., 
has  filed  a  certificate  of  dissolution. 

Iowa 

Charlton — H.  T.  Wilson,  proprietor  of  the  Music 
Shop,  has  closed  out  his  business. 

Kansas 

Wichita — The  J.  W.  Jenkins  Sons'  Music  Co.  has 
tented  a  studio  at  3212  East  Douglas  avenue  for  the 
demonstration  of  talking  machines  and  radio  re- 
ceivers. 

Kentucky 

Louisville — A  new  music  house,  operating  as  Dur- 
lauf  &  Berry,  has  been  opened  at  604  South  Fifth 
street  with  a  full  line  of  musical  instruments. 

Winchester — J.  J.  Tinkcom,  operating  the  Tinkcom 
Music  Co.,  has  filed  a  petition  in  bankruptcy,  list- 
ing assets  of  $7,139.41  and  liabilities  of  $10,848.76. 

Louisiana 

Shreveport — N.  B.  Price  has  returned  to  the  Bald- 
win Music  Co.,  in  the  capacity  of  sales  manager,  a 
position  he  formerly  held. 

Maine 

Bangor — The  Eastern  Furniture  Co.  has  added  a 
music  department  and  is  carrying  a  full  line  of 
talking  machines,  radios  and  other  musical  instru- 
ments. 

Pittsfield — Miss  Grace  Rogers,  who  conducted  a 
music  store  in  the  Bijou  Theatre  building  for  several 
years,  has  moved  to  larger  quarters  in  the  Connor 
Block. 

Skowhegan — John  A.  Jenkins  has  opened  a  new 
music  store  at  50  Water  street  in  the  store  formerly 
occupied  by  the  Harry  A.  Dinsmore  music  shop. 

Maryland 

Baltimore — A  music  store  has  been  opened  at  324 
South  Third  street  under  the  name  of  the  Brunswick 
Music  Shop. 

Massachusetts 

Salem — Rolfe's  Music  House,  Inc.,  has  been  char- 
tered with  a  capital  stock  of  $25,000  to  deal  in  musi- 
cal instruments.  The  incorporators  are  Rosella  M. 
Rolfe,  J.  Frank  Rolfe  and  Leila  R.  Hersey. 

Boston — Field's  Corner  Music  Shop  has  been  opened 
at  1443  Dorchester  avenue  by  Miss  Rose  Carbone. 

Jamaica  Plains — The  Novelty  Music  Shop  has  been 
opened  at  653  Center  street. 

New  Bedford — A  new  branch  store  of  the  Hub  Radio 
Stores  has  been  opened  at  12  Mechanics  Lane. 

Quincy — The  Manganaro  Music  &  Furniture  Co.  is 
making  preparations  to  move  to  its  new  quarters  at 
1554-1556  Hancock  street. 

Gloucester — The  Mathewson  Radio  Co.,  Inc.,  radio 
and  musical  instruments,  has  incorporated  with  a 
capital  stock  of  $50,000. 

Boston — Angelo  Conaxis  recently  opened  the  Athens 
Music  Shop  at  362A  Tremont  street. 

Worcester — A  music  and  radio  shop  has  been  opened 
at  834  East  Main  street  by  Mustapha  J.  Ajam. 

Michigan 

Grand  Rapids — Stuart  F.  Lyon,  proprietor  of  the 
Lyon  Music  House,  235  Division  avenue,  has  filed  a 
petition  in  bankruptcy  with  liabilities  of  $4,466  and 
assets  of  $1,946. 

Grand  Haven — The  Pruim  Music  House  recently 
suffered  heavy  damage  as  the  result  of  water  pipes 
bursting  in  the  upper  floor  of  the  building. 

Minnesota 

Minneapolis — The  full  Victor  line  of  talking  ma- 
chines and  records  has  been  added  by  the  Majestic 
Music  Shop,  14  South  Seventh  street. 

Albert  Lea — V.  E.  Segerstrom,  formerly  of  Minne- 
apolis, has  opened  the  Albert  Lea  Piano  Co.  carrying 
a  full  line  of  musical  Instruments. 

Bemldji — F.  S.  Ebert  has  purchased  the  Interest 
of  Oren  D.  Cason  In  the  Bemidjl  Music  Co..  which 
has  been  operated  as  a  partnership  for  more  than 
two  years. 

Minneapolis — The  local  branch  of  Raudenbush  & 


Sons,  which  has  been  managed  by  W.  R.  Rauden- 
bush, Sr.,  has  been  discontinued. 

Mississippi 

Tupelo — A  new  music  store,  known  as  the  Jones  & 
Mills  Music  House,  has  been  opened  on  South  Spring 
street.  A  full  line  of  talking  machines  and  other 
musical   instruments   is  carried. 

Nebraska 

Nebraska  City — Redecorations  have  been  com- 
pleted in  the  warerooms  of  the  Gaskill  Music  Co., 
this  city. 

Lincoln — August  V.  Molzer  has  opened  the  Molzer 
Music  Co.  at  126  North  Twelfth  street,  handling  a 
full  line  of  instruments. 

Omaha — -A  new  music  store  has  been  opened  at 
322   South   Fifteenth  street  by  Signor  Tolomeo. 

New  Hampshire 
Nashua — The  music  store  of  W.  L.  Nutting,  Inc., 
located  in  the  Goodrick  Block  on  Main  street,  was 
badly  damaged  by  a  recent  fire. 

New  Jersey 

Trenton — J.  Episcopo  recently  opened  a  music  store 
at  409  Hudson  street. 

Newark — Nelson  Jones  has  been  appointed  assistant 
manager  of  the  music  division  of  L.  Bamberger  & 

Co. 

Camden — Beck,  Inc.,  was  recently  granted  a  char- 
ter with  a  capital  stock  of  $10,000  to  deal  in  phono- 
graphs. 

Pitman — A  new  music  store  has  been  opened  at 
44  Pitman  avenue  by  Harold  F.  Woomer. 

Vineland — The  Hughes  Music  Co.,  formerly  located 
at  310  High  street,  Millville,  N.  J.,  is  now  In  new 
quarters  in  the  Elks'  building  here. 

New  York 

Buffalo — The  Brunswick  Shoppe  has  doubled  its 
floor  space  by  leasing  the  store  adjoining  the  estab- 
lishment at  Main  and  Utica  streets. 

Carthage — The  Leiter  Music  Co.  of  Syracuse  has 
opened  a  branch  in  the  Weber  building  with  Carlton 
Miller  as  manager. 

Glendale — Koenig  &  Kock  were  incorporated  re- 
cently to  deal  in  radio  apparatus  with  a  capital  stock 
of  $5,000. 

Albany — Cluett  &  Sons,  music  dealers,  now  located 
at  49-51  State  street  will  move  to  a  new  location  at 
477  Broadway  in  the  near  future. 

North  Carolina 

Shelby — The  Shelby  Furniture  Co.,  which  recently 
moved  to  new  quarters,  has  opened  a  music  section 
with  a  full  stock  of  instruments. 

Ohio 

Lima — A.  V.  Schaeffer  has  been  appointed  man- 
ager of  the  talking  machine  and  radio  divisions  of 
the  J.  W.  Rowlands  Co. 

Toledo — Arthur  McPhillips  has  been  appointed  man- 
ager of  the  radio  department  of  the  Goosman  Piano 
Co. 

Akron — Howson's  Music  Store  has  been  opened  at 
29  West  Bowery  street  with  Mrs.  V.  J.  Howson  in 
charge. 

Youngstown — J.  E.  Anderson  has  been  appointed 
head  of  the  talking  machine  department  of  the 
new  Strouss-Hirshberg  department  store  on  Federal 
street. 

Cleveland — The  Ott  Piano  Co.,  carrying  a  full  line 
of  musical  instruments,  has  made  extensive  altera- 
tions in  its  warerooms  at  1519  Euclid  avenue. 

Cleveland — The  warerooms  of  the  Starr  Piano  Co. 
on  Huron  road,  have  been  completely  remodeled  and 
redecorated. 

Canton — John  W.  Aiken  has  been  made  manager 
of  the  radio  department  of  the  Alford  &  Fryar 
Piano  Co. 

Columbus — Ernest  A.  Gabriel  has  been  appointed 
receiver  for  the  Robins  Piano  Co.,  SO  South  Third 
street,  which  has  filed  a  petition  in  bankruptcy. 

Elyria — The  A.  B.  Sauer  Music  Co.,  Lorain,  has 
taken  over  the  George  A.  Clark  Music  Store  here 
and  has  appointed  Miss  Graham  as  manager. 

McConnellsville — A  branch  of  the  Racey  &  Graham 
music  store  of  Caldwell,  has  been  opened  in  the 
Founts  Block  with  William  Arnold  as  manager. 

Canton — The  W.  L.  Custer  Music  Co.  has  opened 
a  temporary'  store  in  its  former  location  on  Cleveland 
avenue  to  dispose  of  the  stock  of  merchandise  from 
the  Dover  branch. 

ZanesvUle — The  Spence  Music  Co.  has  acquired 
Longshore's,  well-known  local  music  store,  and  will 
conduct  the  business  on  a  more  extensive  scale. 

Dayton — The  handsome  new  home  of  the  Rudolph 
Wurlitzer  Co.,  126  South  Ludlow  street,  has  been 
opened  with  an  elaborate  formal  reception. 

Akron — The  George  S.  Dales  Co.  has  discontinued 
its  piano  department  and  will  concentrate  in  the 
future  on  its  talking  machine  and  radio  business. 

Oregon 

A -lor  in — A  full  line  of  Kimball  phonographs  is 
being  carried  in  the  recently  established  music  de- 
partment of  the  Bee  Hive  Department  Store. 

West  Kelso — The  Portland  Music  Co..  of  Portland, 
has  opened  a  branch  store  here.  The  new  store  is 
under  the  joint  management  of  E.  Austin  and  L.  T. 
Davis. 

Portland — Louis  B.  Mack  has  established  his  mu- 
sical merchandise  and  sheet  music  department  In  the 
McCormlck  Music  Co.,  Inc..  following  the  closing 
of  the  local  branch  of  the  Wiley  B.  Allen  Co. 


RECORDING  WAX 

Types  "G"  and  "T"  Recording  Waxes  Are  Endorsed  by  Lead- 
ing Recording  Engineers  —   Especially  for  Electrical  Recording 
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Eugene — H.    E.   Morris,   proprietor  of  the  Morris 

Music  House  at  912  Willamette  street,  has  announced 
plans  for  closing  out  the  business. 

Pennsylvania 
Palmerton — The  branch  store  of  the  Werley  Music 
House  has  moved  to  a  new  location  at  434  Delaware 
avenue. 

Lancaster — John  H.  Herr,  who  operates  a  music 
store  in  Millersville,  Pa.,  has  opened  a  branch  store 
"in  this  city  under  the  name  of  the  Herr  Music  Co. 

Philadelphia — The  Lang  Piano  Co.,  has  opened  its 
fourth  store  at  2213  South  street,  carrying  a  full 
line  of  musical  instruments. 

Bradford — The  W.  P.  Frederick  Piano  Co.  has 
opened  a  branch  store  at  13  Pine  street  handling  a 
complete  line  of  musical  instruments. 

AUentown — The  Werley  Music  House  has  opened 
its  remodeled  store  at  28  North  Sixth  street,  featuring 
talking  machines  and  small  goods. 

Willtes-Barre — A  new  music  concern  has  taken 
over  the  music  section  of  the  Select  Furniture  Co., 
and  the  department  is  now  managed  by  E.  W. 
Krouse. 

AUentown — A  new  music  store  has  been  opened 
by  Leon  C.  Clark  at  49  North  Tenth  street. 

Texas 

Beaumont — The  Goddell  Piano  Co.,  which  has  oper- 
ated a  music  store  here  for  a  considerable  period, 
has  been  closed  out  and  moved  to  Houston. 

Utah 

Salt  Lake  City — R.  W.  McCurray  has  rejoined  the 
sales  staff  of  the  Glen  Bros-Roberts  Music  Co. 

Virginia 

Appalachia — C.  A.  Hord,  operating  the  Hord  Mu- 
sic Co.,  is  moving  the  establishment  here  from  Mid- 
dleboro,  Ky. 

Washington 

Aberdeen — George  A.  Reed,  who  has  been  asso- 
ciated with  the  music  business  for  a  number  of 
years,  has  opened  his  own  establishment  here  carry- 
ing a  full  line  of  instruments. 

West  Kelso — A  branch  of  the  Portland  Music  Co., 
Portland,  Ore.,  has  been  opened  here  with  E.  Austin 
and  L.  T.  Davis  in  charge. 

Mount  Vernon — F.  A.  Ellsworth  has  opened  a  gen- 
eral music  store  here  under  the  name  of  the  Vernon 
Piano  Co. 

Everett — Roy  Hawk  has  become  connected  with 
the  music  department  of  Rumbaugh's. 

Seattle — John  Heal,  Jr.,  has  secured  a  lease  on  a 
floor  of  the  building  at  1608  Second  avenue,  where  he 
will  conduct  his  music  business. 

Wisconsin 

Ashland — The  music  store  of  the  Cable  Piano  Co. 
has  moved  to  new  quarters. 

Waterloo — Harry  O.  Parsons  has  taken  over  the 
management  of  the  L.  S.  Parsons  Music  House  at 
818-20  Sycamore  street. 


Brunswick  Branch  Managers 
Forecast  the  Coming  Year 

Additional  Statements  from  District  Representa- 
tives from  All  Sections  Are  Highly  Optimis- 
tic— Based  on  Conditions 


In  addition  to  the  forecasts  of  the  coming 
year  from  various  Brunswick  Co.  branch  man- 
agers which  appear  in  other  sections  of  this 
issue  of  The  Talking  Machine  World,  the  fol- 
lowing district  managers  look  forward  with 
the  greatest  optimism  to  what  the  next  twelve 
months  will  bring:  C.  P.  MacGregor,  district 
manager  of  the  San  Francisco  branch,  says  in 
part:  "We  are  looking  at  the  world  through 
rose-colored  glasses  and  we  feel  that  1927  will 
be  very  rosy  for  the  Brunswick  Co.  in  the  San 
Francisco  district.  The  Brunswick  records  are 
going  exceptionally  well  and  we  expect  each 
month  to  be  a  record-breaking  month."  W.  H. 
Humphries,  Dallas  manager,  states:  "We  are 
judging  the  future  from  the  past;  many  of  our 
dealers  have  reported  this  year  the  largest 
profits  they  have  ever  received  from  their  Bruns- 
wick departments  since  becoming  dealers.  They 
anticipate  1927  will  far  surpass  anything  they 
have  enjoyed  heretofore." 

W.  F.  Standke,  Atlanta,  Ga.,  branch  manager, 
says:  "Dealer  stocks  are  low,  for  dealers  are 
selling  the  new  Brunswicks  as  fast  as  they  are 
getting  them.  With  the  bright  outlook  ahead 
dealers  will  continue  doing  a  fine  business." 

From  Omaha  Branch  Manager  O.  G.  White 
conies  the  report:  "The  business  conditions  for 
1927  in  this  territory  will  be  dependent  mainly 
upon  two  things:  1.  The  prosperity  of  the 
farmer.  2.  The  training  of  retail  selling  organ- 
izations. The  year  is  expected  to  be  a  banner 
one  for  high  unit  sales.    The  trend  in  this  ter- 


ritory has  been  decidedly  in  favor  of  electrical 
instruments  particularly  among  that  class  who 
have  money  to  spend  for  what  they  want." 

L.  M.  Gjerde,  district  manager  of  the  Denver 
branch,  says:  "This  territory  as  a  whole  shows 
improvement.  If  agricultural  and  grazing  sea- 
sons open  up  anywhere  near  as  good  as  the  one 
in  1926  wc  should  have  good  business  through- 
out the  entire  year  1927,  and  the  first  part  of 
the  year  should  show  a  much  healthier  condi- 
tion in  sales  than  the  first  part  of  1926." 

Salt  Lake  City  branch  manager,  G.  C.  Spratt, 
says:  "The  agricultural  and  stock  raising  out- 
look is  good,  and  diversified  interests  on  the 
part  of  the  farmer  in  Utah  and  Idaho  are  be- 
ginning to  show  their  effects  in  a  very  favor- 
able manner  in  this  section." 


Many  Manufacturers  to  Show 
Lines  at  Radio  World's  Fair 


Confidence  in  Business  Outlook  Is  Indicated  by 
Fact  That  Many  Leading  Makers  of  Radio 
Have  Signed  Up 


The  success  of  previous  radio  shows  and  the 
confidence  of  manufacturers  in  the  business  out- 
look for  next  Fall  were  shown  in  the  list  of  ex- 
hibitors who  have  already  signed  contracts  for 
space  at  the  Fourth  Radio  World's  Fair 
scheduled  to  be  held  in  Madison  Square  Garden, 
September  19th  to  24th,  1927.  The  list  as  of 
December  31,  1926,  which  has  just  been  released 
by  Clayton  G.  Irwin,  Jr.,  general  manager  of 
the  Radio  World's  Fair,  is  as  follows: 

A  C  Electrical  Mfg.  Co.,  Acme  Apparatus  Co.,  Aero 
Products,  Inc.,  Aerovox  Wireless  Corp.,  Ail-American 
Radio  Corp.,  Allen-Bradley  Co.,  Aluminum  Co.  of  America, 
American  Bosch  Magneto  Corp.,  American  Electric  Co., 
Inc.,  American  Mechanical  Lab.,  Amplion  Corp.  of  Amer- 
ica, Amsco  Products,  Inc.,  Apco  Mfg.  Co.,  Apex  Electric 
Mfg.  Co.,  Argus  Radio  Co.,  Atwater  Kent  Mfg.  Co.,  Bakelite 
Corp.,  Nathaniel  Baldwin,  Inc.,  Benjamin  Electric  Co., 
Blandin  Phonograph  Co.,  Inc.,  L.  S.  Brach  Mfg.  Co., 
Bremer-Tully  Mfg.  Co.,  Briggs  &  Stratton  Corp.,  Brooklyn 
Metal  Stamping  Corp.,  Browning-Drake  Corp.,  Burgess  Bat- 
tery Co.,  Burton-Rogers  Co.,  Allen  D.  Cardwell  Mfg.  Corp., 
Carter  Radio  Co.,  Chicago  Solder  Co.,  Cleartron  Vacuum 
Tube  Co.,  Cornish  Wire  Co.,  Crosley  Radio  Corp.,  E.  T. 
Cunningham,  Inc.,  Day-Fan  Electric  Co.,  DeForest  Radio 
Corp.,  Tobe  Deutschmann  Co.,  Diamond  Electric  Spec. 
Corp.,  Diamond  State  Fibre  Co.,  Diamond  T  Radio  Mfrs., 
Dictograph  Products  Corp.,  Dongan  Electric  Mfg.  Co., 
Dubilier  Condenser  Corp.,  Duration  Products  Corp.,  Elec- 
trad,  Inc.,  Electrical  Research  Lab.,  Electric  Storage  Bat- 
tery Co.,  Fansteel  Products  Co.,  Farrand  Mfg.  Co.,  Inc., 
Federal-Brandes,  Inc.,  Federal  Radio  Corp.,  J.  B.  Fer- 
guson, Inc.,  Forest  Electric  Co.,  Formica  Insulation  Co., 
Freed-Eisemann  Radio  Corp.,  French  Battery  Co.,  Chas. 
Freshman  Co.,  Inc.,  Herbert  H.  Frost,  Inc.,  Garod  Corp., 
General  Radio,  Gold  Seal  Electrical  Co.,  A.  H.  Grebe  & 
Co.,  Inc.,  Grigsby-Grunow-Hinds  Co.,  Hammarlund  Mfg. 
Co.,  Hartford  Battery  Mfg.  Co.,  Hartzell  Sal  es  Corp., 
Indiana  Mfg.  &  Electric  Co.,  Jewell  Electrical  Instrument 
Co.,  Howard  B.  Jones,  Kellogg  Switchboard  &  Supply  Co., 
King-Buffalo,  Inc.,  Kodel  Radio  Corp.,  Liberty  Electric 
Corp.,  Magnavox  Co.,  Marko  Storage  Battery  Co.,  Martin 
Copeland  Co.,  Mayolian  Radio  Corp.,  Montrose-Hast  Radio 
Lab.,  Leslie  F.  Muter  Co.,  Nassau  Radio  Co.,  Inc.,  Na- 
tional Carbon  Co.,  National  Company,  Inc.,  National  Lead 
Battery  Co.,  Northern  Mfg.  Co.,  Pacent  Electric  Co.,  Inc., 
Pequot  Mfg.  Co.,  Perryman  Electric  Corp.,  Philmore  Mfg. 
Co.,  Plaza  Music  Co.,  The  Pooley  Co.,  Prest-O-Lite  Co., 
Inc.,  Priess  Radio  Corp.,  Radio  Corp.  of  America  (2), 
Raytheon  Mfg.  Co.,  Reichmann  Co.,  Saal  Co.,  Samson  Elec- 
tric Co.,  Schickerling  Products  Corp.,  Scovill  Mfg.  Co., 
Shamrock  Mfg.  Co.,  Silver-Marshall  Co.;  Sleeper  Radio  & 
Mfg.  Corp.,  Sonora  Phonograph  Co.,  Sparks-Withington 
Co.,  Spalding  Fibre  Co.,  Inc.,  Splitdorf  Electrical  Co., 
Stettner  Phonograph  Co.,  Stevens  &  Co.,  Stewart-Warner 
Speedometer  Corp.,  Stoner  &  Heath,  Inc.,  Sturges  Multiple 
Battery  Co.,  Thordarson  Elec.  Mfg.  Co.,  Timmons  Radio 
Products  Corp.,  Tower  Mfg.  Corp.,  Utah  Radio  Products 
Co.,  Valley  Electric  Co.,  Vesta  Battery  Co.,  Walbert  Mfg. 
Co.,  Watsontown  Table  &  Furniture  Co.,  Webster  Co., 
Westinghouse  Elec.  &  Mfg.  Co..  Weston  Elec.  Instrument 
Corp.,  J.  Andrew  White,  Willard  Storage  Battery  Co., 
Yaxley  Mfg.  Co.,  Zenith  Radio  Corp.,  Zetka  Lab.,  Zinke  Co. 

Argus  Co.  Closes  Big  Year 

Despite  the  greatly  increased  manufacturing 
facilities  made  available  through  the  new  quar- 
ters occupied  by  the  Argus  Radio  Corp.,  New 
York  City,  during  the  past  year,  its  production 
was  entirely  absorbed,  and  Ira  Greene,  treasurer 
and  sales  manager  of  the  company,  reports  that 
advance  orders  indicate  the  healthy  condition 
to  be  expected  during  1927. 
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Opportunity  for  Live  Dealers  to  Cash  in 

Through  Tie-Ups  With  Visiting  Artists 

Concert  Dates  of  Leadings  Artists  Who  Make  Records — Tie-ups  Provide  an  Excellent  Means  of 
Interesting  the  Public  in  Records  and  Promoting  Sales 


Maier  &  Pattison 
February 


.  .8. 
10 


New  York  String  Quartet 
February  7 

Sigrid  Onegin  - 

January  IS 


The  following  list  of  concert  dates  of  a  num- 
ber of  recording  artists  has  been  compiled  for 
the  benefit  of  dealers  who  wish  to  stimulate 
the  sale  of  records  of  artists  appearing  in  their 
cities  or  towns.  Tie-ups  can  be  effected  through 
the  mediums  of  window  displays  or  by  f  direct 
mail,  calling  the  attention  of.  customers  to  the 
scheduled  appearances  and  a  mention  that  the 
artist's  recordings  are  available: 

Harold  Bauer 
January 


February 


Sophie  Braslau 
January 


February 


16 
17 
19 
21 
23 
30 
4 
6 
7 
8 
11 

26 
27 
29 
4 
8 
10 


Anna  Case 

January 

Feodor  Chaliapin 
January 


Mario  Chamlee 
February 

The  Cleveland  Orch. 


21 

15 
18 
21 
24 
27 
29 
31 

20 


January 


February 


Richard  Crooks 
January 


17 
IS 
20 
31 
14 
15 
17 
18 
19 
21 

15 
17 
22 
30 


Ernest  Davis 
January 

Km ii.io  DeGogorza 
February 

Ci.airk  Dux  - 
February' 

Ei.snucco  Trio  ■ 
January 


February 


19 


10 


24 

17 
18 
19. 
19 
20 
28 
3 
4 
10 
13 
14 
18 
25 


Carl  Flesch  • 
February 

14 

Fi.onzaley  Quartet 
January 


Heniaminq'  Gnu: 
January 


February 

Jeanne  Gordon 
January" 


7 
17 

18 

20 

21 

25 

27 

29 

30: 

31 


20 
24 
26 
7 
9 


-  ■  '*,- Victor 

New  York,  N.  Y.-V 
Reading,  Pa. 
Wheeling,  W.  Va. 
Baltimore,  Md. 
New  York,  N.  Y; 
New  York,  N..Y,  ^ 
St.  Louis,  Me  — - .  = 
Chicago,  III. 
Iowa  City,  Iowa. 
Lincoln,  Neb. 
Cedar  Falls,  Iowa 


Victor 


Cincinnati,  O. 
Louisville,  Ky. 
Detroit,  Mich. 
New  York,  N.  Y. 
Amsterdam,  N.  Y. 
Concord,  N.  H. 


Morristown,  N.  .J. 


Ediso  n 
Victor 


Los  Angeles,  Cal. 
San  Francisco,  Cal. 
Salt  Lake  City,  Utah 
Denver,  Colo. 
Milwaukee,  Wis. 
Minneapolis,  Minn. 
Duluth,  Minn. 

-  .  Brunswick 
Bronxville,  N.  Y. 

Brunswick 

Erie,  Pa. 

New  York,  N,  ,Y. 

Washington,  D.  C. 

Columbus,  O. 

Daytona,  Fla. 

Miami,  Fla. 

Havana,  Cuba 

Havana,  Cuba 

Havana,  Cuba 

West  Palm  Beach,  Fla. 

.  ^  ^ .    -  Victor 
New  Orleans,  La. 
Birmingham.  Ala. 
Atlanta,  Ga. 
Chicago,  111. 


Providence,  -R..  I. 


Edison 


Victor 


Rochester,  N.  Y. 

Brunswick 

Pittsburgh,  Pa. 

Brunswick 
New  Haven,  Conn. 
South    Hadley,  Mass. 
Amherst,  Mass. 
Northampton,  Mass. 
Wellesley,  /-Mass. 
New  York,  N.  Y. 
Hartford,  Conn. 
Hartford,  Conn. 
Washington,  D.  C. 
Boston,  Mass. 
Buffalo,  N.  Y. 
Kingston,  N.  Y. 
New  Vork,  N.  Y. 


Portland.  Ore. 
Berkeley,  Cal. 


Edison 


Victor 


~TJ- 


New  Vork.  N.  V. 
Boston,  Mass. 
Amherst,  Mass. 
Roch  Hill,  S.  C. 
Ashevilic;  N. '  C. 
Atlanta,  Ga. 
Mobile,  Ala." 
Tallahassee.  Fla:- 

Philadelphia,  Pa.   ;  S"  " 
Atjanta,  Ga-    . .  hat : 
Havana,    Cub.a.  -    .-.  ; 
Havana,  Cuna 
New  Orleans,  La. 
Memphis,  Tenn. 

r        ■       •  Vietgr 

TofqntqT'Can'ada  ,~ 


Percy  Grainger 
January 


Louis  Graveur 
[  January 


February 
Cecilia  Hansen 
January 


Februar' 


.25 

25  ' 
'27' 

29 

21 
25 
27 

!T3 


-        -        -  Columbia 
Easton.  Pa. 
Montclair,   N.  J. 
New  York,  N.  Y. 
Philadelphia,  Pa. 
Cooperstown,  N.  Y. 

Columbia 

Marietta,  O. 
Denver,  Co'o. 
Colorado  Springs,  Colo. 
Cincinnati,  O. 

.  ".  Victor 


February 


Ignage  Paderewski 
January 


Josef  Hofmann 
January 

February 

Louise  Homer 
January 


Sascha  Jacobsen  - 
January 

Edward  Johnson 

January 
Hans  Kindler 

January 

Fritz  .  Kreisler  ■--■' 


15 
17 
18 

27 
-28  ' 
4 
7 

'To 

14 
15 
17 
IS 

16 
30 
13 

17 
25 
29 

17 
21 

26 

-IS 


Portland,  Ore. 

Seattle,.  , Wash. 

Salem,  Ore. 

Los  Angeles,  Cal. 

Los  Angeles,  Cal. 

Glendale,  Cal. 

Los  .  Angeles,  Cal. 

Pasadena,  Cal. 

Claremont,  Cal. 

Stockton,  Cal." 

San  Francisco,  Cal. 

Oakland.  Cal. 

San  Francisco,  Cal. 

-  .      -  Brunswick 

New  York,  Nl.-Y, 

New  York,  N.  'Y.  * 

Hartford,  Conn. 

Victor 

Boston,  Mass. 
Bowling  Green,  Ky. 
New  York;.  N.  Y. 

'-  '  .'J  •  -  Columbia 

Nashville,  Tenn. 
Sherman,  Tex. 


Mishel  Piastro 
February 

Rosa  Ponselle 
January 


February 


25 
1 
7 
10 
12 

21 
24 
26 
30 


17 
19 
21 
23 
25 
27 
30 
3 
5 
9 
11 


Sergei  Rachmaninoff  - 
January 


February 


Washington,  D.  C. 


Ithaca.  N.  Y. 


Victor 


Victor 


Victor 


January 

17. 

Newark,  N.  J. 

19 

New  York,  N.  Y. 

-20..:-. 

Pittsburgh,  Pa.  ■-' 

21 

Cleveland.  O. 

23 

Indianapolis.  Ind. 

24 

Cincinnati,  O. 

.25  .jw 

St.  Louis, .  Mo. 

St.  Joseph,  Mb. 

27 

Waterloo,  Iowa. 

28 

Des  Moines,  la. 

30 

Chicago,  111. 

31  ;.s- 

Ann  Arbor,  MiclL 

Maria  Kurenko  - 

-              -       -  C 

January 

20  > 

Lexington,  Ky. 

Wanda  Landowska 

January 

18 

Madison,  Wis. 

26 

.   Scranton,  Pa. 

February 

6 

New  York,  N.  Y. 

Max  Rosen  - 
January- 
February 


Si  '  tf *jnt  y~.Laui;ek 

January      '  J.5 

-;r.«W"i.-.»  "1712*3. 

•  ■'■)  •»5qgB3  '  «•»! 
Majcy^Xewis  .      -       -  - 

January  16 

IS 

'24 

26 

2/ 

31 

February  4 
10 
14 

.Misc'iia  Levitzki         -  ■■ 
Jarfuary         '  17 

.-,Jl?..:.-{' ■■••••K-:  t;^  24-' 
26 
29 

February  2 

ilUk  bit,:::.::.     •«  : 
London-  String  Quartet 
"■  -January  '  17-22 

■"J  :.i 

27" 
31 

February  2 

>,?<4*  t  -  '  ->  - 

12 
1.3 

.. 

A  1.1  I  v  '  McQuAiin 

'January  ".  ''lB.fi 

;;i.:JiJu"  •   -  '      31  .- 
.-  February  A  . 

■"'  'r«-  'J"S 
s 

17 

<»  23 


Amsterdam,  N.  Y. 

South  Bend,  Ind. 
Chicago,  111. 


Victor 


Victor. 


Victor .-: 


Providence,  R.  I. 
Detroit,  Mich. 
Raleigh,  N.  C. 
Deland,  Fla. 
Miami,  Fla. 
Chicago,  III. 
Poughkeepsic,  N.  Y. 
Akron,  O. 
New  Haven,  Conn. 

-■      -'  Columbia 
Detroit,  Mich. 
Pittsburgh,  Pa. 
Chicago,  III. 
Memphis.  Tenn. 
Montgomery,  Ala. 
Fort  Worth,  Tex.-  ' 

-  ''  Columbia 
"  Buffalo,  N.  Y. 

Chicago,  111. 
Syracuse,  N.  Y. 
Cincinnati,  O. 
Denton,  Tex. 
San  Angclo,  Tex. 
-  Boston,  "\fass.  5         ■ ' 
BTdomingtbh,  IU. 
Chicago.  III.  .  ,■■ 

PougKkcepsie,  N.  Y. 

-  -  Brunswick 
.'•.Detroit,  Mich. 

Seattle,  Wash'. 
Portland,  .  Ore.  ■ 
Oakland,  Cal. 
San  Rafael.  Cal. 
San  Francisco,  Cal. 
Charleston.  S.  I'. 


Albert  Spalding 

January  16 

"   ;   "  20 

20 
23 

-February  3 

Madame  Schumann-Heink  ■ 
January  17 
19 
21 
26 

"  27 
31 

February  4 

■  ••  11 

Louise   Homer  Stires 
January  14 
29 

Marion  Tallev  - 

January  17 
19 
21 
24 
26 
2S 
31 

February  3 
8 

John  Charles  Thomas 
January  21 
23 
27 

"  30 
February  3 
6 

*  17 
R 1. 1 nold  Werrenrath  - 
January  17 
22 
23 

. .  zs. 

26 

:-''28 
"  :- 31' 

February  (.2- 

'  V.  S           -  .18 
 14 

'.••"••     ■  '•  "IS 


Victor 

Denver,  Colo. 
Wichita,  Kan. 

-  -  "  Brunswick 
Spartanburg,  S.  C. 

Brunswick 

Boston,  Mass. 
Washington.  D.  C. 
Pittsburgh,  Pa. 
Akron,  O. 
Rochester,  N.  Y. 
Detroit,  Mich. 

-        -  ■Victor' 
Long  Beach.  Cal. 
Pomona,  Cal. 
Fresno,  Cal. 
Oakland,  Cal. 

Brunswick 
New  York,  N.  Y. 
'.  Victor 
Baltimore,  Md. 
Washington.  D.  C. 
Pittsburgh,  Fa\. 
Hartford,  Conn'- 
Worcester,  Mass'- 
Troy,  N.  Y. 
Waterbury,  Conn. 
Havana,  Cuba 
Havana,  Cuba 
Tampa,  Fla. 
St.  Petersburg,  FTa. 

Victor  and  Edisou 


20 

Rutland,  Vt. 

21 

Fitchburg,  Mass. 

23 

Boston,  Mass. 

24 

New  Haven,  Conn. 

30 

Providence,  R.  I. 

3 

Harrisburg,  Pa. 

6 

Chicago,  111. 

7 

Detroit,  Mich. 

9 

Cleveland,  O. 

10 

Pittsburgh.  Pa. 

13 

Indianapolis,  Ind. 

14 

Madison,  Wis. 

19 

New  York  City 

21 

Washington,  D.  C. 

22 

Baltimore,  Md. 

23 

Philadelphia,  Pa. 

&runx 

31 

Red  Spring,  N.  C- 

i 

Winston,  N.  C. 

3 

Mt.  Berry,  Ga. 

4  -/ 

Marion,  Ala. 

.  13 

Cape  Girardeau,  Mo. 

IS 

Hastings.  Neb. 

17. 

Colorado  Springs,  Col. 

19 

Helena,  Mont. 

21 

Ogden,  Utah 

24-25 

24-25 

Los  Angeles,  Cal. 

Brunswick 

flew  York  City 
New  Castle,  Pa. 
New  Castle,  Pa. 
Bronxville,  N.  Y. 
Saratoga  Springs,  N.  Y. 

-       -  "  ■'**  Victor 
Houston,  Tex. 
New  Orleans,  La. 
Hattiesburg,  Miss. 
Daytona  Beach,  Fla. 
St.  Petersburg,  Fla. 
Miami,  Fla. 
Tampa,  Fla. 
Macon,  Ga. 


Victor 


Sweet  Briar,  Va. 
New  York,  N.  Y. 


-    !    -  Victor 
Ann  Arbor,  Mich. 
Toledo.  O. 
Ft.  Wayne,  Ind. 
Houston,  Tex. 
San  Antonio,  Tex. 
Ft.  Worth,  Tex.  I 
Joplin,  Mo. 
Wheeling.  W.  Va. 
Cleveland,  O. 

Brunswick 
New  York,  N.  Y. 
Philadelphia,  Pa. 
Baltimore,  Md. 
Springfield,  Mass. 
Rochester,  N.  Y. 
Philadelphia,  Pa. 
Palm  Beach,  Fla. 

-    .   -  •  .Victor  ■ 

Oakland.  Cal. 
Sacramento,  Cal. 
San  Francisco,  (  al. 
Salem,  Ore. 
Seattle,  Wash. 
Portland,  Ore. 
Bellingham,  Wash. 
Vancouver,  B.  C. 
Oklahoma  City.  OfcUi 
Kokomo,  Ind. 
Anderson.  Ind. 
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With  Efficient  Merchandising  the  Coming 

Year  Should  Be  a  Most  Profitable  One 

General  Conditions  Are  Good  With  a  Number  of  Factors  Working  for  the  Benefit  of  the  Musical 
Merchandise  and  Band  Instrument  Dealer,  But  He  Must  Also  Do  His  Share 


In  looking  back  .over  the  past  year  and  look- 
ing forward  to  what  1927  will  bring  in  the 
musical  merchandise  and  band  instrument  field, 
leaders  of  the  industry  are  practically  unani- 
mous in  stating  that  the  coming  twelve  months 
will  result  in  a  much  larger  volume  of  business 
being  closed  than  was  accomplished  during 
1926.  This  optimism  is  based  upon  a  number 
of  factors,  one  of  the  leading  ones  being  the 
co-operative  advertising  and  publicity  work 
which  is  being  done  by  the  National  Associa- 
tion of  Musical  Instrument  and  Accessories 
Manufacturers,  whose  first  series  of  dealer  helps 
were  described  in  the  December  issue  of  The 
Talking  Machine  World,  and  consisted  of  a 
number  of  newspaper  advertisements  which 
stressed  the  message  of  "Music."  This  pro- 
motional work,  which  is  aimed  toward  in- 
creasing dealer  sales  and  thus  ultimately  helping 
the  manufacturer,  is  certain  to  bring  results. 

Another  reason  for  optimism  is  that  dealers 
in  musical  merchandise  throughout  the  entire 
country  are  becoming  more  and  more  educated 
to  the  fact  that  co-operation  with  school  and 
civic  authorities  in  the  formation  of  bands  and 
orchestras,  while  necessitating  at  the  beginning 
some  time  and  trouble  in  the  organization  and 
formation  of  such  aggregations,  brings  profits 
more  than  commensurate  with  the  effort  and 
money  expended,  and  these  profits  are  not  con- 
fined to  any  limited  period,  but  continue  for 
years  to  come. 

Still  again  the  fact  that  each  year  the  Ameri- 
can public  is  becoming  more  and  more  inter- 
ested in  music  will  have  its  effect  in  increasing 
sales.  Orchestras  are  being  organized  in  new 
cities  and  those  of  the  dance  type  are  holding 
their  popularity  and  increasing  in  number,  and 
sorry  indeed  is  the  hamlet  or  town  which  has 
not  its  several  dance  orchestras.  And  still 
again,  the  promotional  work  which  is  being 
done  by  manufacturers  of  other  types  of  mu- 
sical instruments  is  certain  to  have  a  beneficial 
effect  on  all  instruments.  The  Piano  Manu- 
facturers' Association  is  spending  hundreds  of 
thousands  of  dollars  in  a  campaign  to  sell  the 
piano  and  in  promoting  the  cause  of  music.  The 
talking  machine  manufacturers  are  planning  to 
advertise  on  a  scale  seldom  if  ever  attempted 
before. 

These  factors  must  all  be  taken  into  con- 
sideration— but  the  dealer  must  do  his  share. 
To  secure  the  business  which  should  be  his,  he 
must  plan  to  merchandise  aggressively  and  in- 
telligently; he  must  advertise  and  take  advan- 
tage of  every  possible  opportunity  to  secure- 
publicity  for  the  line,  or  lines  of  musical  mer- 
chandise which  he  is  carrying.  If  an  artist  or 
orchestra,  who  uses  and  endorses  the  lines  which 
he  sells,  appears  in  a  local  theatre,  he  should 
blazon  forth  the  fact  to  the  world  and  use 
his  window  display  space  to  present  his  mes- 
sage to  the  public  and  make  attractive  presenta- 
tions of  his  stock  of  goods. 

When  December  31,  1927,  comes  around  and 
the  year's  figures  are  gone  over,  some  dealers 
are  going  to  see  a  fine  year,  while  others  will 
do  the  usual  complaining.  In  what  classifica- 
tion the  dealer  is  placed  depends  -upon  him- 
self more  than  on  any  other  factor. 

It  might  be  well  during  the  coming  year  for 
these  dealers  who  have  neglected  to  take  full 
advantage  of  the  dealer  helps  which  are  sent  by 


manufacturers  to  pay  more  attention  to  the  dis- 
play material,  direct  mail  literature  and  counter 
literature  which  is  sent  them.  During  the  past 
year  manufacturers  have  had  prepared  and  sent 
to  dealers '  countless  material  of  all  sorts  and 
types  which  if  properly  used  could  not  help  but 
increase  the  retail  merchant's  sales.  Use  this 
material  and  profit  by  it. 


a  Marine  Band  harmonica.  It  was  not  long  be- 
fore public  engagements  were  secured  for  the 
band  and  the  first  season  included  forty  public 
appearances,  with  calls  coming  in  for  future 
engagements.  W.  F.  Panushka,  who  originally 
volunteered  his  services,  was  put  on  the  payroll 
of  the  Playground  Bureau  and  given  a  regular 
appointment  as  music  director.  Through  this 
band  genuine  interest  in  the  harmonica  has  been 
stimulated  throughout  St.  Paul. 


Barry's  Music  Store  Now 

Located  on  Street  Floor 


How  Interest  in  Harmonica 
Grew  in  St.  Paul  District 


Establishment  Formerly  Known  as  Barry's 
Saxophone  Shop  Has  Added  Materially  to 
Lines  Carried — Business  Greatly  Increased 


From  a  Small  Beginning  the  Harmonica  Band 
Has  Grown  to  Such  an  Extent  That  Forty  Pub- 
lic Engagements  Were  Filled  During  Season 


St.  Paul,  Minn.,  January  5. — The  recreation 
bureau  of  this  city  during  the  past  year  organ- 
ized its  first  harmonica  band  through  a  call  sent 
out  through  the  daily  papers.  A  group  of  boys 
and  girls  responded  and  gathered  at  two  of  the 
recreation  centers.  With  this  nucleus,  interest 
rapidly  grew  and  the  principal  of  the  Randolph 
High  School  invited  the  volunteer  instructor  to 
come  to  the  school,  where  142  boys  and  girls 
gathered  for  the  first  rehearsal.  In  order  that 
there  might  be  an  absolute  uniformity  of  instru- 
ments the  Hohner  marine  band  harmonica  in 
the  key  of  C  was  selected.  It  was  not  long  before 
the  Palace  Orpheum  Theatre  became  interested 
in  the  young  players  and  staged  a  contest,  giv- 
ing prizes  to  the  winners.  The  W.  J.  Dyer  & 
Bro.  Music  Store  gave  harmonicas  as  prizes  and 
M.  Hohner,  Inc.,  New  York  City,  makers  of  the 
Hohner  harmonica,  awarded  sterling  silver 
badges  to  all  players  who  mastered  the  scale  on 


Canton,  O.,  January  6. — Barry's  Music  Store, 
which  was  at  one  time  known  as  Barry's  Saxo- 
phone Shop,  has  undergone  expansion  and  is 
now  carrying  all  kinds  of  musical  instruments, 
featuring  orchestra  accessories.  Both  Mr.  and 
Mrs.  Barry  are  well-known  musicians  of  wide 
experience  in  local  bands  and  have  a  thorough 
knowledge  of  musicians'  needs. 

The  establishment,  which  was  formerly  locat- 
ed in  an  upstairs  store,  has  moved  to  a  street 
location  on  Market  avenue  south,  the  move 
becoming  necessary  through  the  growth  of  the 
business. 


D.  W.  Lerch  Music  Go.  Is 

Offering  Free  Lessons 

Canton,  O.,  January  5. — The  D.  W.  Lerch 
Music  Co.  is  offering  free  saxophone  and  banjo 
lessons  to  purchasers  of  these  instruments  to 
stimulate  sales.  The  banjo  lessons  are  given 
by  Fred  Koons,  manager  of  the  merchandise 
department,  and  the  saxophone  pupils  are 
taught  by  Cecil  Armitage,  local  saxophonist. 


Wholesalers  of 
Musical  Merchandise 
fir  a  Generation 

SOLE  DISTRIBUTORS  OF  AW 

DURRO.£ffii£ 

and 

STEWART 


BANJOf 
UKELELEJ* 
GUITAR? 


WRITE  FOR  FULLY 
ILLUSTRATED  CATALOG 


Buetfeleisen  I  Jacobson 

5*7*9  Union  Square,  New  York 
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IN  THE  MUSICAL  MERCHANDISE  FIELD— (Continued  from  page  121) 


Let  Hohner  Harmonicas  add  to  your 

1927  profits 


Write  us  for  our  "Big  Business  Builders."      They  will  help  you. 

M.  HOHNER,  Inc. 


114  116  East  16th  Street 
New  York  City 


HOHNER.  PRODUCTS  AWARDED  FIRST  PRIZE  AT  THE  PANAMA 
PACIFIC  INTERNATIONAL  EXPOSITION  SAN  FRANCISCO  1 91  ST 


Winter  Issue  of  True-Tone 
Contains  Much  Current  News 


Musical  Magazine  Published  by  the  Buescher 
Band  Instrument  Co.  Contains  Interesting 
Items  of  Undoubted  Value  to  All  Musicians 


Elkhart,  Ind.,  January  5. — In  addition  to  plac- 
ing advertising  in  seventy-five  national  maga- 
zines and  other  sales  promotional  work,  R.  L. 
Shepherd,  advertising  manager  of  the  Buescher 
Band  Instrument  Co.,  finds  time  to  edit  True- 
Tone,  a  musical  journal  published  for  the  pro- 
motion of  the  interests  of  musicians  and  music. 
The  Winter  edition  of  True-Tone  was  recently 
released  and  mailed  to  the  thousands  of  individ- 
uals who  own  and  enjoy  the  band  instruments 
manufactured  by  the  Buescher  organization. 

The  publication  should  not  be  classified  as  a 
house  organ,  although  it  is  published  to  pro- 
mote the  sale  of  Buescher  instruments,  for  it 
contains  a  wealth  of  interesting  current  news 
of  the  world  of  music.  Special  emphasis  is  laid 
upon  the  formation  of  bands  and  orchestras  in 
high  schools,  military  academies,  colleges  and 
universities  and  the  Winter  issue  is  replete  with 
photographs  of  musical  organizations  of  that 
type. 

The  inside  front  cover  of  the  last  issue  of 


True-Tone  carries  an  admirably  written  article 
by  Mr.  Shepherd,  entitled  "I  am  Music,"  which 
is  reproduced,  in  part,  herewith:  "Down  through 
the  ages  I  have  walked  with  men,  yet  none  have 
ever  fathomed  me.  With  the  prince  and  the 
beggar  I  roam  the  earth  and  all  men  love  me. 
For  I  am  the  spirit  of  the  very  best  that  is  in 
them,  and  they  praise  and  strive  for  the  best 
that  is  within  me.  I  am  the  soul  of  the  arts.  I 
am  Music." 


New  York  Band  Instrument 
Co.'s  Xmas  Window  Display 

A  most  complete  display  of  musical  merchan- 
dise occupied  the  show  window  of  the  New 
York  Band  Instrument  Co.,  Ill  East  Fourteenth 
street,  New  York,  during  the  holiday  season. 
In  the  rear  of  the  window  was  erected  a  small 
Christmas  tree,  decorated  with  the  usual  orna- 
ments and  lights.  Attached  to  it,  hanging 
from  the  branches,  were  harmonicas,  flutes  and 
toy  instruments  of  all  kinds.  Victor  and 
Columbia  instruments  flanked  the  tree  and 
scattered  about  were  trumpets,  saxophones, 
trombones  and  a  drum  set.  In  addition  to  be- 
ing a  splendid  Christmas  window,  it  also  shows 
how  a  complete  line  may  be  presented  most  ef- 
fectively by  the  dealer. 


The  NEW  SUPER-LUD WIG  DRUM 


Parallel  Snare  Throw-Off 
Individual  Snare  Adjustment 
Perfect  Snare  Control 


The  Sensation  of 
the  Drum  World 


Patd.  Jan.  1924  and  Others  Pending 


Again  Ludwig  sets 
a   new  drum — the 
WIG  with  its  many 
features. 

INDIVIDUAL 
snares,  a  parallel 
snares  and  means 
PERFECT  snare  c 
a  few  of  the  many 
ideas  to  be  found 
creation  of  Ludwig 
craftsmen. 

It's  a  sales  leader  for  the  dealer 
who  is  on  the  alert  to  be  up  and 
ahead  of  the  van  that  will  follow. 


the  pace  with 
SUPER-LUD- 
new  advanced 

adjustment  of 
throw-off  of 
for  securing 
ontrol  are  but 
new  improved 
on  this  latest 
engineers  and 


Send  to  us  Now  for  Prices  and  Discounts 

LUDWIG  &  LUDWIG 

World's  Largest  Makers  of 
Drums  and  Drum  Accessories 

1611  to  1627  No.  Lincoln  Street,  CHICAGO 


Samuel  Buegeleisen  Urges 

Education  of  the  Public 


Head  of  the  Firm  of  Buegeleisen  &  Jacobson 
Says  That  Dealers  Should  Encourage  the  For- 
mation of  School  and  Other  Orchestras 


Samuel  Buegeleisen,  head  of  the  wholesale 
and  musical  merchandising  house  of  Buegeleisen 
&  Jacobson,  New  York  City,  urges  co-operative 
effort  for  the  building  up  of  the  future  of  the 
industry.  He  points  to  the  musical  education 
of  the  public  as  a  means  to  future  prosperity 
in  the  field.  The  school  band  movement  and 
the  encouragement  of  other  local  musical  affairs 
are  pointed  out  as  instances.  Dealers  who  have 
co-operated  with  local  authorities  in  the  forma- 
tion of  orchestras  in  schools,  clubs,  etc.,  while 
their  efforts  have  been  primarily  altruistic,  have 
benefited  financially  from  their  efforts.  Mr. 
Buegeleisen  suggests  the  plan  of  placing  propa- 
ganda behind  the  idea  of  music  rather  than  the 
individual  musical  instrument  and  this  propa- 
ganda is  bound  to  bear  fruit  in  the  years  to 
come.  The  person  who  has  experienced  the 
pleasure  of  being  able  to  produce  music  on  one 
instrument  is  usually  anxious  to  add  the  playing 
of  other  instruments  to  his  accomplishments  as 
time  goes  on. 

Mr.  Buegeleisen  is  an  authority  on  musical 
merchandise  and  his  frequent  trips  abroad  have 
given  him  a  deep  insight  into  foreign  as  well 
as  domestic  conditions.  The  firm  of  Buegeleisen 
&  Jacobson  has  completed  a  very  satisfactory 
year  and  the  outlook  for  the  future  is  bright. 


Euclid  Music  Co.  Receives 
Large  Ludwig  Drum  Order 

Cleveland  Board  of  Education  Orders  Drums 
for  Use  of  School  Bands  and  Orchestras 


Cleveland.  O..  January  6. — The  Euclid  Music 
Co.  reports  a  very  good  business  over  the 
holiday  season  in  the  musical  merchandise  and 
band  instrument  sections.  Among  the  large 
orders  received  recently  was  one  from  the 
Cleveland  Board  of  Education  for  Ludwig 
drums  for  the  use  of  the  public  school  bands 
and  orchestras.  Several  substantial  orders  for 
instruments  have  also  been  received  from 
suburban  schools. 


Chooses  Silver  Bell  Banjo 

Coral  Gables,  Fla.,  January  7. — Joe  Astoria,  or- 
chestra leader  of  the  Hotel  Antilla,  of  this  city, 
has  adopted  the  B.  &  D.  Silver  Bell  tenor  banjo 
for  his  use.  Mr.  Astoria  has  had  a  special  large 
model  of  the  banjo  made  for  him  by  the  Bacon 
Banio  Co..  Tnc  ,  of  Groton,  Conn. 
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Toledo  Music  Instructors  Advocate  200  Eddie  Peabody,  Vega  Banjo 

Minutes'  Practice  a  Week  for  Pupils       User'  signiBlg  Gontract 


In  Letter  to  Parents  and  Children  Instructors  of  Instrumental  Music  Courses  in  Public  Schools 
Say  That  This  Amount  of  Practice  Each  Week  Will  Assure  Success  to  Pupils 


Well-known  Banjoist  to  Appear  in  Balaban  & 
Katz  Publix  Theatres  Throughout  the  Coun- 
try— Has  Arranged  Interesting  Act 


Toledo,  O.,  January  8. — The  sale  of  a  musical 
instrument,  whether  it  is  a  band  instrument 
or  an  item  of  musical  merchandise,  should  not 
close  the  transaction  as  far  as  the  dealer  is 
concerned.  He  should  advise  the  purchaser  of 
the  best  means  of  learning  to  secure  the  great- 
est amount  of  pleasure  and  entertainment  from 
his  purchase  and  when  the  instrument  is  in- 
tended for  a  youngster  he  should  impress  upon 
the  parent  the  necessity  of  regular  practice. 
The  instructors  of  the  instrumental  music 
courses  in  the  public  schools  of  this  city, 
realizing  that  many  children  had  been  given 
such  instruments  as  Christmas  gifts  and  would 
enter  the  orchestra  training  courses,  sent  a 
letter  to  parents  and  children,  under  the  cap- 
tion: "Two  Hundred  Minutes  a  Week."  It 
reads: 

"Statistics  show  that  students  enrolled  in  the 
instrumental  music  course  and  playing  in  the 
orchestra,  who  put  in  200  minutes  a  week  of 
home  practice,  make  the  required  and  expected 
progress  in  their  music  work,  develop  a  natural 
interest,  and  make  a  success  of  their  musical 
undertaking.  The  majority  of  the  pupils  who 
devote  less  than  200  minutes  a  week  to  home 
practice  show  results  below  the  grade  B,  and 
those  who  practice  an  hour  a  day  are,  in  most 
cases,  making  lower  grades  of  A. 

"Home  practice  is  simply  a  matter  of  each 
day  executing  the  substance  of  that  week's  les- 
son, reducing  the  actions  to  a  habit  and  plac- 
ing the  playing  of  the  instrument  on  a  basis 
of  second  nature.  The  goal  of  musicianship  is 
to  reduce  technic  and  execution  to  a  subcon- 
scious action,  leaving  the  mind  free  to  consider 
and  improve  the  results  which  are  being  pro- 
duced. The  majority  of  failures  in  music  occur 
in  the  first  few  months.  The  reason  does  not 
lie  in  the  fact  that  the  child  is  mentally  or 
physically  unable  to  do  the  prescribed  work, 
but  because  that  child  does  not  do  the  required 
home  practice.  If  parents  will  co-operate  dur- 
ing one  month  in  demanding  that  the  child 
practice  thirty-five  minutes  each  day  on  the 
assigned  work,  this  is  practically  a  positive  as- 
surance of  the  success  of  that  child.  Just  for 
one  month,  if  the  parents  will  insist  on  the  200 
minutes  a  week  practice  plan,  thirty-five 
minutes  a  day,  the  habit  of  practice  will  be 
formed  and  from  then  on  the  arrangement  of 
the  music  work  in  the  course  and  the  orches- 
tra will  sustain  the  pupil's  interest  to  the  suc- 
cessful completion  of  the  course. 

"Children  are  not  entirely  responsible.  They 
require  the  authority  of  parents.  It  is  this 
kindly  and  genuine  advice  which  constitutes  a 
child's  bringing  up.  The  instructor  in  the 
school  explains  the  value  of  home  practice,  but 
many  children  do  not  realize  the  true  meaning 
of  the  word  until  it  is  explained  by  the  mother 
or  father  at  home.  In  cases  where  children 
have  not  acquired  the  habit  of  practice  in  music, 
because  the  parents  did  not  take  the  trouble 
to  explain  and  co-operate,  the  failure  to  succeed 
in  music  rests  absolutely  with  the  parents  and 
not  with  the  child. 

"  'Two  hundred  minutes  a  week'  means  suc- 
cess. It  is  best  to  practice  on  schedule,  that  is, 
at  the  same  time,  in  the  same  place,  each  day. 
One  month  of  parent  co-operation  makes  reg- 
ular home  practice  a  habit  with  the  pupil. 
Parents  should  sign  the  lesson  slip  each  week. 
This  will  show  your  co-operation  and  interest. 
Let  us  watch  results.  Parents,  students  and 
instructors  are  enrolled  in  the  '200  minutes  a 
week'  drive.  January  grades  will  prove  the 
absolute  worth  of  200  minutes  a  week." 

This  message  should  be  studied  by  all  dealers 
for  it  contains  information  which  they  can  use 


to  advantage  with  that  type  of  customer  who  is 
willing  to  purchase  an  instrument  for  his  or 
her  child  but  is  afraid  that  the  novelty  of  own- 
ing and  learning  to  play  will  soon  wear  off 
and  the  purchase  will  be  a  total  loss. 


Opens  Small  Goods  Shop 

Kankakee,  III.,  January  7. — J.  Bert  Miller,  Jr., 
has  opened  a  band  instrument  shop  here,  carry- 
ing a  full  line  of  band  instruments  and  musical 
merchandise,  with  the  Buescher  line  featured. 
The  store  is  modern  in  every  way  and  the  stock 
is  most  complete. 


The  Vegaphone  banjo,  made  by  the  Vega  Co., 
Boston,  is  destined  to  receive  considerable  pub- 
licity on  the  vaudeville  stage  through  the  ap- 
pearance of  Eddie  Peabody,  a  Vega  enthusiast. 
Mr.  Peabody  has  signed  a  contract  with  Balaban 
&  Katz  Theatres,  operators  of  Publix  presenta- 
tions throughout  the  country.  It  is  said  that 
this  contract  will  place  Mr.  Peabody  as  one  of 
the  highest-priced  artists  on  the  stage.  His  act, 
entitled  "Banjomania,"  has  an  attractive  setting 
which  includes  an  immense  replica  of  a  banjo. 
As  Mr.  Peabody  slides  down  the  strings  of  this 
mammoth  banjo  he  plays  a  Vegaphone  banjo, 
creating  a  remarkable  effect. 


^^fegaphone 


EVERY  DEALER  realizes  his  strongest  sales  argument  to  be— REPUTATION. 
To  know  that  the  instrument  he  has  is  the  choice  of  the  foremost  in  the  pro- 
fessional field,  is  evident  that  there  is  sterling  quality  and  inherent  worth  which  has 
built  up  this  good  will. 

The  foremost  artists  have  acclaimed  the  VEGAPHONE  as  the  leader  of  Banjos 
— excelling  in  tonal  achievement  and  beauty  of  design.  They  have  made  their  test 
and  comparison,  merit  for  merit,  and  found  their  VEGAPHONE  to  be  the  ultimate 
choice.  Time  and  experience  have  proven  them  superior  for  every  type  of  playing, 
whether  it  be  for  dance  orchestra,  recording,  broadcasting  or  concert  work. 

Now  comes  the  new  VEGAPHONE  with  its  many  improvements  that  give  them 
a  more  flashy  appearance,  sturdier  construction  and  simplified  means  of  disassembling 
for  reheading,  still  retaining  the  characteristic  rich  resonant  and  powerful  tone  that 
has  made  the  VEGAPHONE  the  artist's  choice  the  world  over. 

_  There  are  four  VEGAPHONE  models,  made  in  Tenor,  Regular,  Plectrum, 
Guitar  and  Mandolin  Banjo  styles.  Also  other  VEGA  BAN  TO  models,  ranging 
from  $40.00  and  up. 

Write  today  for  catalogs  and  agency  proposition. 


TX  Co. 


The 


Manufacturers  of  Band  and  Orchestra  Instruments  and  Accessories 

155-6  Columbus  Ave.,  Boston 
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"HYGRADE" 

Musical  Instrument 
Cases 

Made  of  Three-ply  Veneer 

— * — 

We  also  manufacture  All  Types  of  Portable 
Phonograph  and  Radio  Cases  and  Boxes 

Send  for  Our  Price  List! 

HYGRADE  CASE  CO.,  Inc. 

Manufacturers  of 

•'Hyerade"  Musical  Instrument  Cases 
Sold  by  All  Leading  Jobbers 

545-347  South  6th  St.      Newark,  N.  J. 


Minnevitch  and  Harmonica 
Band  Are  "Hits"  of  "Betsy" 

Audience  at  Opening  of  New  Ziegfeld  Pro- 
duction Gives  Loudest  Cheers  and  Greatest 
Applause  to  the  Hohner  Exponents 


The  opening  of  a  new  Ziegfeld  show  is  al- 
ways awaited  with  interest,  for  this  showman 
invariably  offers  to  metropolitan  audiences  a 
galaxy  of  stars  of  the  highest  order,  and  so 
"Betsy,"  the  latest  of  the  Ziegfeld  offerings, 
attracted  a  capacity  audience  when  it  opened 
the  latter  part  of  last  month.  Among  the 
headliners  in  this  production  were  listed  Belle 
Baker,  Jimmy  Hussey,  Madeline  Cameron  and 
others,  all  favorites  tried  and  true.  But  it 
was  for  none  of  these  that  the  greatest  ap- 
plause on  the  opening  night  went,  but  for 
Borrah  Minnevitch  and  His  Harmonica  Band, 
who,  in  the  words  of  Broadway,  "stopped  the 
show." 

All  of  the  Minnevitch  aggregation  are  users 
of  Hohner  harmonicas  and  the  performance 
which  the  troupe  gives  of  such  numbers  as 
"The  Birth  of  the  Blues"  and  the  "Rhapsody  in 
Blue"  gives  ample  evidence  of  the  status  of  the 
harmonica  as  a  real  musical  instrument.  That 
the  scenes  in  which  the  Harmonica  Band  appears 
are  welcomed  by  the  audience  is  shown  by  the 
warm  demonstrations  given  the  players,  which 
have  become  a  regular  part  of  each  perform- 
ance. 

Bacon  Banjo  Co.,  Inc., 

Gets  Important  Patent 

Groton,  Conn.,  January  5. — The  Bacon  Banjo 
Co.,  Inc.,  of  this  city,  has  been  granted  U.  S. 
Letters  Patent  No.  1608875,  dated  November 
30,  1926,  on  a  resonance  and  amplifying  cham- 
ber for  banjos.    Frederick  J.  Bacon,  president, 


and  David  L.  Day,  treasurer  and  general  man- 
ager of  the  Bacon  Banjo  Co.,  are  named  as 
inventors.  This  company  is  well  known  in 
musical  merchandise  circles  as  the  manufacturer 
of  B  &  D  Silver  Bell  banjos,  B  &  D  Super 
banjos,  B  &T)  Super  strings,  B  &  D  felt  grip 
picks  and  Bacon  webfoot  bridges.  David  L. 
Day,  general  manager,  reports  that  1926  busi- 
ness closed  approximately  20  per  cent  ahead 
of  1925. 

Lamb  Music  House  Gives 
Annual  Orchestra  Concert 

Yearly  Complimentary  Orchestra  and  Choral 
Concert  Given  to  Capacity  Audience  at  Hip- 
podrome Theatre — Builds  Good  Will 


Pottstown,  Pa.,  January  5. — One  of  the  methods 
which  William  F.  Lamb,  proprietor  of  the 
Lamb  Music  House,  uses  to  build  good  will 
and  establish  his  store  as  a  factor  in  the  mu- 
sical life  of  the  community  -is  the  giving  of 
an  annual  complimentary  concert  to  the  people 
of  Pottstown.  On  Sunday,  January  2,  this  an- 
nual event  was.  given  at  the  Hippodrome 
Theatre  before  a  capacity  audience.  Lamb's 
Concert  Orchestra  rendered  a  long  and  varied 
program  and  the  Pottstown  Male  Chorus  sang 
a  number  of  selections  appropriate  to  the  holi- 
day season.  Both  the  orchestra  and  the  male- 
chorus  are  directed  by  Mr.  Lamb. 

It  is  largely  through  activities  such  as  the 
organization  and  the  direction  of  these  musical 
aggregations  that  the  Lamb  Music  House  has 
reached  the  success  which  it  enjoys,  and  so 
vital  a  factor  in  the  musical  life  of  Pottstown 
has  the  establishment  become  that  musical  in- 
struments and  Lamb's  have  become  practically 
synonymous  terms. 

In  passing  it  might  be  mentioned  that  one  of 
the  soloists  at  the  concert  was  William  F. 
Lamb,  Second,  cornetist,  who  is  eleven  years  old. 


The  Men  on  the  Firing 

Line  at  Weymann  &  Son 

Members  of  the  Sales  Organization  of  Phila- 
delphia Distributing  Organization  Have  Been 
Associated  With  the  Firm  for  Many  Years — 
Veterans  of  the  Industry 


Philadelphia,  Pa.,  January  7. — Whether  it  is  a 
campaign  of  an  army  or  a  business  organization, 
it  is  necessary  that  the  men  on  the  firing  line 
be  adequately  backed  up.    H.  A.  Weymann  & 


C.  W.  Bahls  W.  H.  Wendt 


Son,  Inc.,  maker  of  Weymann  orchestra  banjos 
and  Keystone  State  instruments,  and  also  dis- 
tributor of  brass  instruments  and  the  Victor 
Orthophonic  line,  has  a  strong  front-line  or- 
ganization in  its  sales  staff.  Equally  strong  is 
the  organization  at  the  source  of  supply  and  the 
same  long  record  of  many  years'  service  with 
the  Weymann  organization  is  to  be  found  in 
individual  cases.  Charles  W.  Bahls,  in  charge 
of  the  wholesale  Victor  department,  has  a  rec- 
ord of  twenty-two  years  of  service  with  the 


W.  G.  Macht  J.  W.  Fees 


Weymann  organization.  W  illiam  H.  Wendt,  in 
charge  of  the  wholesale  record  department,  is  a 
comparative  newcomer,  having  been  in  the  de- 
partment only  seventeen  years.  The  office  and 
credit  manager,  Walter  G.  Macht,  has  spent 
eighteen  years  with  the  organization  and  Joe 
W.  Fees,  in  charge  of  the  shipping  department, 
seventeen  years.  These  men  are  veterans  of 
the  industry.  They  know  their  business — one 
of  tlie  important  factors  in  the  rapid  growth  of 
the  Weymann  enterprise. 


Miss  Marie  Schaeffer,  of  Des  Plaines,  111.,  has 
opened  the  Music  Shop  at  59  Summit  avenue, 
that  city. 


An  Investment  That  Pays 
Dividends  Every  Day 


Invest 
$43.35 


Sell  For 
$85.60 


//  our  Catalogue 

is  not  handy 
tend  for  Details 
Today 


Total 
Profit 
$42.25 

plus 

the  finest 
display 
cabinet 

to  be  had 
FREE 


For  Contents 
sec  our 
Catalogue 
No.  132 


Durro  Cabinet 

For  Strings  and  Accessories 

BUEGELEISEN  &  JACOBSON 

(Wholesale  Only) 

Manufacturers  and  Importers  of  Musical 
Merchandise  lor  a  Generation 

5-7-9  UNION  SQUARE  NEW  YORK  CITY 
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The  Weymann 
Orchestra  Banjo 

Has  won  for  itself 
the  endorsement  of 
banjoists  the  coun- 
try over!  Its  fine 
tone  qualities,  its 
beauty  —  have  cre- 
ated an  unparal- 
leled demand  for 
this  instrument. 

Write  TO-DAY  for 
handsome  catalog  de- 
scribing the  Weymann 
line  of  Banjos,  Man- 
dolutes,  Guitars  and  Ukuleles.  Agencies 
are  still  available  for  a  few  live  dealers. 

Address  Dept.  W 

H.  A.  WEYMANN  &  SON,  Inc. 

1108  Chestnut  St.  Phila.,  Pa. 


Frid  C.  Buck 
Ban  joist 
Waring's 

Pennsylvanians 


Richard  Englehart  With 

the  Clark  Atlanta  Go. 

Well-known  Drummer  and  Drum  Expert  Joins 
Sales  Staff — Are  Offering  Free  Lessons  in 
Drumming — Plan  Fife  and  Drum  Corps 


Atlanta,  Ga.,  January  5. — A  new  addition  to 
the  sales  staff  of  the  Clark  Atlanta  Co.,  45 
Auburn  avenue,  is  Richard  Englehart,  well- 
known  local  drummer  and  drum  expert,  who  will 
have  charge  of  the  drum  department  of  the 
establishment.  Mr.  Englehart  formerly  operated 
a  drum  shop  here  and  has  a  wide  following 
among  drummers  in  the  South. 

With  the  appointment  of  Mr.  Englehart  as 
manager  of  its  drum  department,  the  Clark 
Atlanta  Co.  plans  a  vigorous  campaign  to 
stimulate  the  sale  of  these  instruments  and 
offers  a  series  of  five  lessons  to  anyone  who 
desires  to  learn  drumming.  Plans  are  also 
being  made  for  the  organization  of  a  fife  and 
drum  corps,  recruited  from  pupils  of  the  public 
schools. 

New  Haven  Dealer  Has  Store, 
Teaches  and  Has  Orchestra 

Seconda  Pierpaoli  Kept  Busy  With  Varied 
Musical  Activities,  but  Profits  Through  In- 
terest in  Musical  Events  of  the  City 


New  Haven,  Conn.,  January  6. — Operating  a 
music  store,  giving  music  lessons  and  directing 
an  orchestra  keeps  Seconda  Pierpaoli,  Columbia 
dealer,  very  busy,  but  all  his  activities  help  to 
increase  his  prestige  as  an  active  figure  in 
musical  circles  and  tend  toward  building  the 
volume  of  profits  of  his  music  store. 

Mr.  Pierpaoli  carries  a  complete  stock  of 
musical  instruments,  including  pianos,  phono- 
graphs; foreign  language  records,  in  addition 
to-a  large  stock  of  musical  merchandise  and 
accordion.  His  present  class  of- music  pupils 
numbers  seventy-five.  In.  addition,  he  has  or- 
ganized an  orchestra  of  twelve  pieces-  and 
furnishes  music  for  all-  occasions. 

•Russell  S.  Eichinger,  42  Cross  street,  New- 
ark^ N.  J.,  has  entered  the  musical  merchandise 
jobbing  field  and  is  carrying  a  comprehensive 
new  line  of  tenor  banjos,  sold  in  complete  out- 
fits with  the  cases  included 


Ludwig  &  Ludwig  Issue 

Attractive  Drum  Catalog 

Pocket  Pamphlet,  Entitled  "Here  They  Come," 
Contains  Information  of  Value  to  Anyone 
Interested  in  Formation  of  a  Drum  Corps 


Chicago,  III.,  January  4. — Ludwig  &  Ludwig, 
drum  and  banjo  manufacturers,  recently  issued 
a  convenient  pocket  sized  pamphlet  bearing  the 
name  "Here  They  Come!"  The  front  cover 
carries  an  illustration  of  a  drum  major  in  full 
regalia,  and  the  pamphlet  is  dedicated  to  the 
modern  drum  corps  of  to-day.  In  the  foreword 
J.  M.  Grolimund,  of  the  drum  corps  department 
of  Ludwig  &  Ludwig,  points  out  that  in  editing 
the  publication  he  has  tried  to  incorporate  under 
one  cover  everything  informative  to  those  inter- 
ested in  organizing  a  drum  corps.  Everything 
used  by  the  corps,  excepting  uniforms,  has  been 
included  and  described  in  the  merchandising 
pages,  together  with   illustrations  and  prices. 

The  second  page  of  the  booklet  carries  an 
illustration  of  William  F.  Ludwig,  president  of 
the  firm,  and  Frank  S.  Fancher  as  they  appeared 
in  the  United  States  Army  Band  in  President 
Coolidge's  inaugural  parade  March  4,  1925.  Mr. 
Ludwig,  in  addition  to  knowing  the  funda- 
mentals of  drum  production  and  selling,  has 
played  with  the  Chicago  and  Pittsburgh  sym- 
phonies, Chicago  Madame  Butterfly  and  English 
Grand  Opera  companies  and  many  other  famous 
organizations.  During  his  spare  time  and  be- 
tween engagements  he  built  and  perfected 
drums  until  this  business  demanded  all  of  his 
attention  and  grew  to  its  present  size.  Mr. 
Fancher  has  won  over  one  hundred  and  eighty- 
two  contests  and  is  a  demonstrator  for  Ludwig 
&  Ludwig. 

"Here  They  Come!"  is  attractively  illustrated 
with  photographs  of  high  school,  fraternal, 
American  Legion  and  civic  organization  drum 
corps,  together  with  helpful  hints  as  to  how  a 
drum  corps  can  be  used  to  advantage  by  organ- 
izations of  the  above  types. 

Michael  Spiggett  Made 

Whittle  Department  Head 

Dallas,  Tex.,  January  7. — Michael  Spiggett  was 
recently  appointed  manager  of  the  stringed  in- 
strument department  of  the  D.  L.  Whittle 
Music  Co.,  of  this  city.  Mr.  Spiggett,  who  is 
a  musician  as  well  as  salesman,  was  formerly 
connected  with  the  D.  W.  Miles  Music  Co., 
of  Wichita,  Kans. 


Publicity  for  Bacon  Banjo 

Groton,  Conn.,  January  6. — The  widespread 
publicity  which  the  Bacon  B  &  D  Silver  Bell 
banjo  received  in  Boston  during  the  local  ap- 
pearance of  Montana,  the  cowboy  banjoist,  was 
duplicated  in  various  other  New  England  cities 
in  which  Montana  appeared  through  his  bill- 
ing on  the  Keith  Circuit.  Besides  stimulating 
interest  in  the  banjo  through  his  performance, 
Montana  found  time  to  call  upon  distributors 
and  wholesalers  in  the  various  cities  in  which 
he  appeared. 

Reports  Excellent  King 

Demand  in  Omaha  Field 

Omaha,  Neb.,  January  5. — E.  L.  Brown  reports 
that  King  -saxophones  and  band  instruments 
are  breaking  all  sales  records  at  the  Saxophone 
Shop.  Mr.  Brown  took  on  the  King  line, 
which  is  manufactured  by  the  H.  N.  White 
Co.,  of  Cleveland,  O.,  during  the  past  year  and 
has  done  a  most  satisfactory  business  with  it. 
A  fine  volume  of  business  has  also  been  reached 
with  the  sales  of  Bacon  banjos,  made  by  the 
Bacon   Banjo   Co.,  Groton,  Conn. 


"Silver  Bell" 
Banj  os 


Send  for  illustrated  book  of  Prominent 
Orchestra  and  Professional  Players 

The  Bacon  BanjoCo.Jnc. 

GROTON        -        -  CONN. 


Hohner  Christmas  Booklet 
a  "Story  Without  Words" 

The  Christmas  booklet  of  greetings  sent  by 
M.  Hohner,  Inc.,  New  York  City,  maker  of  the 
Hohner  harmonica,  for  distribution  by  the  trade, 
was  particularly  appropriate.  It  was  entitled 
"A  Christmas  story  without  words"  and  was 
purported  to  be  written  by  Har  Monica.  The 
pictures  showed  St.  Nick  delivering  a  generous 
supply  of  toys  at  the  home  of  a  typical  Ameri- 
can boy  and  upon  finding  a  harmonica  in  the 
pack  St.  Nick  evidently  stopped  work  for  the 
night,  as  a  final  picture  shows  him  playing  the 
harmonica  with  much  enjoyment. 


Every  Dealer 

WILL  WANT  A  COPY  OF  THE 


NINETY-SIX     PAGES  TWO    HUNDRED    AND    FIFTY  PHOTOGRAPHS 

—THIRTY  NEW  INSTRUMENTS 


ALL  ABOUT  THE  NEW 
PROFESSIONAL  FLOATING 


HEAD  SNARE  DRUM 

Send  a  postal  for  yours  today — Mailed  free 

Jg&fy  Mfg.  Co. 

INDIANAPOLIS,  INDIANA 
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EUROPEAN  HEADQUARTER 

hUl^V^    I      Wm       %■  1  68  Milton  St.  (Fore  St.)  E.C.  2.  Clerken well  1448  £ 


December  Business  in  British  Trade 

Eclipsed  Most  Optimistic  Expectations 

Gramophone  Factories  Working  Day  and  Night  to  Keep  Up  With  Demand — Trade    Will  Be 
Well  Represented  at  Industries  Fair — New  Gramophone  Manufacturers — Other  Trade  News 


London,  E.  C,  December  30. — My  last  two  or 
three  reports  may  have  appeared  unduly  op- 
timistic in  regard  to  the  position  of  affairs  in 
talking  machine  circles  in  this  country,  but  even 
those  reports  fail  adequately  to  give  a  correct 
impression  of  the  tremendous  business  done 
these  last  few  weeks.  The  only  other  time 
comparable  with  them  was  at  the  same  period 
last  year,  but  this  season's  trade,  if  anything, 
eclipses  even  1925.  The  trade  here  has  never 
known  such  a  time  and  it  has  been  a  real  pleas- 
ure to  call  on  manufacturers  and  dealers, 
though  the  time  they  have  been  able  to  give 
to  interested  callers  has  been  very  small. 
Despite  much  augmented  staffs,  the  overwhelm- 
ing rush  of  orders,  by  post,  telephone  and 
telegraph,  as  well  as  from  personal  calls,  made 
it  impossible  to  cope  with,  and  manufacturers 
and  wholesalers  are  still  working  at  the  high- 
est pressure  to  fill  Christmas  orders  in 
addition  to  the  abnormally  heavy  demands  for 
the  New  Year's  festivities.  The  big  recording 
companies  have  been  literally  working  day  and 
night.  The  huge  factories  of  the  Gramophone 
Co.,  at  Hayes,  have,  in  fart,  only  slackened 
between  the  hours  of  2  o'clock  on  Sunday 
afternoons  and  7  o'clock  on  Monday  mornings. 
The  British  Industries  Fair 

The  following  members  of  the  Gramophone 
industry  have  been  allocated  space  in  the  1927 
British  Industries  Fair,  to  be  held  at  the  White 
City,  from  February  21  to  March  4:  A.  J. 
Balcombe,  Barnett  Samuel  &  Sons,  Boumphrey 
Arundel  &  Co.,  Ltd.,  G.  A.  Bryan,  Ltd.,  Cabinet 
Gramophone  Co.,  Collaro,  Ltd.,  Crystalate  Mfg. 
Co.,  Ltd.,  Duophone  &  Unbreakable  Record 
Co.,  Ltd.,  Garrard  Engineering  Co.,  C.  Gilbert 
&  Co.,  T.  J.  Gilbert,  Golden  Melody,  Ltd., 
Gramostyles,  Ltd.,  L.  A.  Jaccard,  Johnson 
Talking  Machine  Co.,  Linguaphone  Institute, 
Perophone,  Ltd.,  Peter  Pan  Gramophone  Co., 
Piccaninny  Gramophone  Co.,  Portable  Gramo- 
phone Co.,  S.  M.  T.  Gramophone  Co.,  Smith 
&  Co.  (Gramophones),  Ltd.,  J.  Stead  &  Co., 
Ltd.,  and  the  Gramophone  Co.,  Ltd. 

Two  New  Gramophone  Companies 

Two  new  gramophone  companies  recently 
incorporated  under  the  Companies  Act  are 
Worldecho,  Ltd.,  with  a  nominal  capital  of 
£25,000  in  £1  shares,  formed  to  acquire,  work 
and  deal  with  a  secret  process  applicable  for 
the  manufacture  of  gramophone  records  and 


SPRINGS 

VICTOR 

1</4"x.022x17',  bent  each  end  No.  0543  $.57 

1  V4"x.022xl8'  6"  marine  ends  No.  3014  .57 

1V4"x.022x17'  bent  arbor  No.  53C.2  .50 

l%"x.022xl3'  bent  arbor  No.  5423  .48 

l'4"x. 022x9'  bent  arbor  No.  5427  .38 

l'A"x.022x9',  bent  each  end  No.  0542  .38 

l"x. 020x13'  0"  marine  ends  No.  2141  .35 

l"x.020xir/  marine  ends  No.  3335  .38 

l"x. 020x15'  bent  arbor  No.  5304  .30 

l"x. 020x15',  bent  at  each  end  No.  (1540  .30 

COLUMBIA 

l"x. 028x10'  crimp  arbor,  newstyle.  No.  20009  .61 

l"x.028xl0'  Universal   No.  2051  .32 

l"x. 028x11'  Universal   No.  2951  .30 

l"x.030xll'  hook  ends  40 

l"xll'  for  motor  No.  1  No.  1219  .84 

HEINEMAN 

l"x. 025x12'  motors.  Nos.  33  &  77  35 

1  3/16"x.020xl9',  also  Pathe  70 

1  3/10"x.026xlT   No.  4  .60 

8AAL-8ILVEIITONH 

l"x. 027x10',  rectangular  hole  No.  144  .89 

l"x. 027x13'.  rectangular  hole  No.  145  .45 

l"x. 027x10',  rectangular  hole  No.  140  .58 

Terms,  2  per  cent  cash  with  order. 

TALKING  MACHINE  SUPPLY  CO.,  PARK  RID6E.NI 

Complete  catalogue  on  request 


(with  modifications)  for  the  manufacture  of 
wireless  and  electrical  materials,  etc.,  and  Re- 
production, Ltd.,  with  a  nominal  capital  of 
£6,000  in  £1  shares,  formed  to  manufacture  and 
deal  in  gramophones,  etc.  Its  specialty  is  a 
sideboard  holding  on  the  right  a  high-class 
gramophone  and  on  the  left  a  new  wireless 
receiver,  while  a  center  chamber  conceals  a 
specially  designed  loud  speaker  automatically 
operated  by  either  instrument. 

The  Solophone  the  Latest 
New  gadgets  in  connection  with  the  gramo- 
phone regularly  make  their  appearance  here.  One 
of  the  latest  is  the  "Solophone,"  put  on  the 
market  by  the  Solophone  Co.,  of  High  Holborn, 
this  city.  The  object  of  this  invention  is  to 
enable  one  or  more  individuals  to  listen  to 
gramophone  music  in  the  same  room  in  which 
there  are  other  people  who  do  not  wish  to 
listen. 

Brief  Paragraphs  of  Interest 

The  Crystalate  Mfg.  Co.,  Ltd.,  manufacturer 
of  the  well-known  "Imperial"  records,  has 
opened  new  premises  at  63  Farringdon  road, 
London,  E.  C.  I.,  which  will  be  under  the  man- 
agement of  Warnford  Davis,  and  the  recording 
department  will  be  superintended  by  "Will" 
Ditcham,  a  popular  musician  and  recording  ex- 
pert. 

Gramophone  shares  on  the  market!  These 
reflect  the  very  healthy  condition  of  the  leading 
companies  and  indicate  the  activity  of  the  trade 
generally:  Columbia  10s.  shares  now  stand  at 
53s.,  as  compared  with  39s.  6d.  a  year  ago; 

Sanger  Bros.,  Inc.,  Bought 
by  the  T.  E.  Swann  Co. 

Dallas,  Tex.,  January  7. — The  T.  E.  Swann 
Co.,  Victor  distributor,  has  purchased  the  stock, 
fixtures  and  good  will  of  Sanger  Bros.,  Inc.,  also 
a  Victor  distributing  firm,  and  will  continue  the 
business  with  no  change  in  policies.  The  entire 
personnel  of  Sanger  Bros,  has  been  retained. 
Lester  Burchfield,  vice-president  and  general 
manager  of  the  Swann  Co.,  will  direct  the  busi- 
ness. 


Useful  Gift  From  Wall  Kane 


The  Wall  Kane  Needle  Mfg.  Co.,  Inc.,  of 
Brooklyn,  N.  Y.,  greeted  its  many  friends  in 
the  industry  at  the  beginning  of  the  year  with 
a  daily  memorandum  pad  for  the  desk  similar 
to  the  one  presented  last  year. 

As  this  issue  is  going  to  press,  N.  Cohen, 
president  of  the  company,  accompanied  by  Mrs. 
Cohen,  left  for  a  mid-Winter  vacation  in 
Florida. 


Pension  Plan  Announced 


General  James  G.  Harbord,  president  of  the 
Radio  Corp.  of  America,  New  York,  recently 
outlined  the  pension  and  disability  system  in- 
augurated whereby  the  2,000  employes  of  the 
company  will  benefit.  Plans  include  that  any 
male  reaching  the  age  of  sixty-five,  or  any 
female  sixty,  who  has  been  twenty  years  or 
more  in  the  continuous  employ  of  the  company 
shall  be  retired  and  receive  a  pension  based 
upon  their  annual  salary  and  length  of  service. 


the  Gramophone  Co.'s  £1  shares  (ordinary) 
being  in  the  region  of  64s.,  as  compared  with 
51s.  a  year  ago;  the  Columbia  (International) 
option  certificates  stand  at  8s.,  and  the  6l/2  per 
cent  debentures  at  110^4;  Duophone  Unbreak- 
able Record  Co.'s  shares  (fully  paid)  are  at 
8s.  4^4;  Edison  Bell  (ordinary)  at  26s. 

Messrs.  Edison,  Bell,  Ltd.,  have  just  taken 
over  spacious  showrooms  in  the  center  of  the 
West  End  of  London,  on  the  corner  of  New 
Burlington  and  Regent  streets. 

The  "Viva-tonal"  Columbia — the  new  1927 
scientific  gramophone — has  created  another  rec- 
ord for  the  Columbia  Co.,  the  entire  product 
for  the  first  season  being  oversold  by  Novem- 
ber 16 — two  months  to  the  day  from  its  intro- 
duction. 

World's  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on' 
application. 


PHONOGRAPH  SALES 
EXECUTIVE  WANTED 

Well  known  in  the  trade,  whose  experience,  aptitude 
and  previous  responsibilities  make  him  the  man  we 
want  to  take  charge  of  marketing  a  phonograph 
specialty.  Address  "Box  1589,"  care  The  Talking 
Machine  World,  383  Madison  Ave.,  New  York  City. 


JOBBERS  WANTED 

Jobbers  wanted  on  Popular  Priced  Line 
of  Phonographs  for  Texas  and  the  South. 
Also  one  for  the  Far  West.  Charmaphone 
Co.,  Pulaski,  New  York. 


WANTED:  Salesmen  wanted  to  sell  popular 
priced  line  of  phonographs.  One  for  the  East 
and  one  for  the  Far  South.  Address  with  full  par- 
ticulars Charmaphone  Co.,  Pulaski,  New  York. 

WANTED :  Salesman.  Opportunity  with  dis- 
tributor of  radios  and  phonographs  for  territory 
in  Eastern  Pennsylvania.  A  proposition  where 
consistent  work  will  give  present  results  and  fu- 
ture opportunity.  Give  complete  details  of  ex- 
perience, age,  reference  and  compensation  in 
first  letter.  Address  "Box  1591,"  care  The  Talking 
Machine  World,  383  Madison  Ave.,  New  York 
City. 

WANTED— (Eastern  Representative.  High- 
grade  salesman  who  sells  Eastern  set  manu- 
facturers to  sell  them  a  nationally  known  item. 
On  commission  basis.  Address  Metal  Devices 
Corp.,  2640  N.  Maplewood  Ave.,  Chicago,  111. 

POSITION  WANTED— Factory  production  manager  or 
similar  position.  Six  years'  experience  all  details  of  phono- 
graph record  manufacture.  Familiar  with  distributors'  or- 
ders, etc.,  follow-up,  service  and  shipments.  Further  par- 
ticulars to  interested  parties.  Address  "Box  15S8,"  care 
The  Talking  Machine  World,  383  Madison  Ave.,  New 
York  City. 

POSITION  WANTED — Salesmanager  and  Executive. 
The  man  for  whom  this  advertisement  is  written  was  for 
many  years  a  highly  successful  salesmanager  and  executive 
for  one  of  the  very  largest  manufacturers  of  phonograph 
records  in  the  world.  He  made  an  enviable  reputation 
for  himself  among  the  trade  of  the  country  because  of  his 
earnestness,  honesty  and  reliability.  He  possesses  broad 
and  thorough  sales  knowledge  and  experience,  an  unusual 
ability  to  select,  train  and  get  the  most  loyal  cooperation 
from  his  men,  and  a  personality  that  won  him  the  sincere 
friendship  and  respect  of  the  trade — large  and  small.  Be- 
sides bein^  an  exceptional  correspondent  and  an  origi- 
nator of  virile  promotion  matter,  he  has  a  keen  advertis- 
ing sense.  This  man  is  bound  to  prove  a  valuable  adjunct 
to  any  organization  requiring  an  energetic,  ably  equipped 
and  dependable  executive.  He  seeks  to  connect  as  sales- 
manager  with  a  substantial  and  progressive  phonograph  or 
radio  concern  having  borne  office  in  New  York  City  or  be- 
come Eastern  representative  of  an  out-of-town  manufacturer 
who  desires  to  operate  a  branch  office  in  New  York.  Ad- 
dress "Box  1590,"  care  The  Talking  Machine  World,  383 
Madison  Ave.,  New  York  City. 


January  15,  1927 


THE    TALKING    MACHINE  WORLD 


127 


LEMtiNffiWOBLMIUSI 


Year  as  a  Whole  Was  an  Active  One  in 

Both  the  Popular  and  Standard  Fields 

Popular  Publishing  Perhaps  Suffering  from  the  Release  of  Too  Many  Titles  to  a  Certain  Extent 

— The  Group  Sale  Plan  in  the  Popular  Field 


The  year  as  a  whole  has  been  a  very  active 
one  for  both  the  popular  and  standard 
branches  of  the  sheet  music  industry.  During 
the  late  weeks  of  November  and  the  holiday 
period  that  followed  popular  sales,  however, 
have  been  a  little  below  normal.  There  is 
nothing,  however,  of  a  permanent  character 
about  this  and  it  is  really  only  the  record  of  the 
popular  industry  which  has  for  the  past  several 
years  had  frequent  ascending  and  descending 
demand. 

It  probably  will  be  a  long  period  before  the 
popular  sheet  music  industry  attains  a  more 
balanced  yearly  business,  first,  because  the  merit 
and  appeal  of  the  songs  issued  each  season  are 
the  criterion  and,  second,  because  there  are 
numerous  other  factors  which  affect  popular 
sales.  When  songs  sold  at  ten  cents  per  copy 
the  syndicate  stores  that  did  most  of  the  busi- 
ness were  handling  so  much  merchandise.  Nor 
at  that  time  were  there  so  many  outside  factors 
that  tended  to  limit  popular  sales.  To-day 
the  popular  music  business  is  evidently  looked 
upon  as  a  luxury.  As  such  it  will  receive  treat- 
ment accordingly.  It  has,  however,  so  many 
things  strongly  in  its  favor  that  it  is  often  able 
to  break  down  all  sales  resistance  and  this  ac- 
counts in  some  measure  for  the  rise  and  fall 
in  the  scale  of  sales. 

In  these  days  of  specialization  and  concen- 
tration the  sales  resistance  in  presenting  this 
luxury  would  be  far  less  if  there  were  a  more 
restricted  output.     This  may  not  be  brought 


Sheffield  &  Spencer,  Inc., 

Enter  Publishing  Field 


First  Numbers  of  New  Firm  Are  "The  Broken 
Heart  Mender,"  "Tender  and  True"  and 
"Hours,  That  Wonderful  Hour  With  You" 


The  latest  addition  to  the  music  publishing 
field  is  the  firm  of  Sheffield  &  Spencer,  Inc. 
Heads  of  the  firm  are  two  well-known  members 
of  the  music  industry,  George  Sheffield,  a  re- 
cording manager,  having  been  associated  with 
the  Aeolian  Co.  for  a  number  of  years,  and 
Herbert  Spencer,  the  other  member  of  the  firm, 
one  of  the  best  known  of  present-day  song 
writers  and  one  who  has  had  a  measure  of  suc- 
cess for  over  twenty  years.  He  has  been  asso- 
ciated with  such  publishing  firms  as  Jerome  H. 
Remick  &  Co.  and  M.  Witmark  &  Sons.  Among 
his  best  known  songs  are  "Underneath  the 
Stars,"  "Egypt,"  "In  Your  Dreamy  Eyes,"  "In 
the  Candlelight,"  "Me  Neenyth"  and  others.  He 
recently  concluded  a  tour  of  the  Keith  circuit 
with  his  wife  Fleta  Jan  Brown,  who  collabor- 
ates with  him,  writing  the  lyrics  to  his  melodies. 

The  new  firm  begins  business  with  a  waltz 
ballad  entitled  "The  Broken  Heart  Mender." 
The  number  has  already  been  tried  out  and  it 


about  because  each  publisher  feels  that  his  cata- 
log is  of  worthy  caliber  and  should  produce 
its  quota  of  sales.  All  publishers  viewing  the 
situation  in  like  manner  tends  to  bring  about  a 
surplus  of  goods,  more  than  the  public  can 
assimilate  in  one  season. 

Popular  publishers  have  tried  somewhat  to 
offset  present-day  conditions  by  encouraging  re- 
tailers to  sell  songs  in  groups  of  three  for  $1. 
This  is  a  measure  which,  when  carried  out  on  a 
national  scale,  should  send  up  sales  totals  to  a 
higher  than  present  volume.  The  industry, 
however,  has  not  had  100  per  cent  co-operation 
in  carrying  out  this  idea.  The  sales  measure 
of  this  character,  together  with  the  intensive  ex- 
ploitation of  worth-while  songs,  would  do  much 
to  lure  customers  into  music  stores  and  limit 
sales  resistance. 

One  thing  is  certain  when  sales  are  slow,  and 
that  is,  the  issuance  of  more  songs  does  not  im- 
prove the  problem.  In  such  an  event  it  is  no 
time  for  retrenching  as  far  as  exploitation 
methods  are  concerned,  but  it  would  be  worth 
while  to  see  the  effect  of  more  intensive  ex- 
ploitation on  fewer  offerings.  In  an  abnormal 
period  where  the  publisher  continues  100  per 
cent  activities  on  a  restricted  number  of  songs 
it  should,  at  least,  result  in  keeping  his  organ- 
ization intact  and  still  make  profits.  This  would 
allow  a  "breathing  spell"  and  the  retention  of 
the  full  organization,  which  would  be  in  a  posi- 
tion to  extend  itself  further  when  sales  were 
again  ascending. 


is  said  its  early  indications  of  success  were  one 
of  the  inducements  for  the  organization  of  the 
new  firm.  Other  numbers,  published  by  the 
new  firm,  are  "Tender  and  True,"  a  melody 
fox-trot  and  a  waltz  ballad  called  "Hours,  That 
Wonderful  Hour  With  You."  The  new  firm  has 
opened  up  offices  at  1595  Broadway,  New  York 
City,  Mr.  Sheffield  handling  the  executive  and 
sales  department  and  Mr.  Spencer  in  charge  of 
the  professional. 

New  Berlin  Numbers 

Score  in  Ziegfeld  Show 

Irving  Berlin,  who  has  probably  written  more 
successful  popular  numbers  this  season  than  in 
some  years,  is  in  the  midst  of  further  activities. 
The  latest  of  his  songs  is  "Blue  Skies,"  which 
is  being  presented  in  the  new  Ziegfeld  produc- 
tion "Betsy."  "Blue  Skies"  is  sung  by  that  popu- 
lar artist,  Belle  Baker,  who,  by  the  way,  plays 
the  part  of  Betsy  in  the  piece.  Following  her 
rendition  of  "Blue  Skies"  at  the  "Betsy"  pre- 
miere in  the  New  Amsterdam  Theatre,  on  Tues- 
day night  of  last  week,  Belle  Baker  was  not 
only  recalled  time  and  time  again  but  the  audi- 
ence was  not  satisfied  until  Irving  Berlin  him- 
self took  a  bow. 


Among  the  popular  successes  written  by  Ber- 
lin for  this  season's  catalog  of  Irving  Berlin, 
Inc.,  are  "Just  a  Little  Longer,"  "Because  I 
Love  You,"  "How  Many  Times,"  "I'm  On  My 
Way  Home"  and  "That's  a  Good  Girl."  Besides 
these  popular  numbers,  Berlin  has  contributed 
some  new  songs  for  this  season's  edition  of 
the  musical  comedy  "The  Cocoanuts."  The 
Berlin  songs  appearing  in  "The  Cocoanut"  show 
include  "Ting-a-ling  the  Bell'll  Ring,"  "Why  Do 
You  Want  to  Know  Why,"  "Florida  By  the 
Sea,"  "The  Monkey  Doodle  Doo,"  "Lucky  Boy" 
and  "We  Should  Care." 

Harry  Engel  Joins  Irving 
Berlin,  as  Sales  Manager 


Harry  Engel,  who  for  the  past  five  years  has 
been  associated  with  Robbins-Engel,  Inc.  and 
who  is  known  to  thousands  of  retailers  through- 


Harry  Engel 

out  the  country  through  his  transcontinental 
trade  trips,  has  just  been  appointed  sales  man- 
ager of  Irving  Berlin,  Inc. 

Harry  Engel,  almost  through  his  entire  busi- 
ness career,  has  been  associated  with  the  music 
industry.  His  experience  has  been  quite  varied, 
covering  practically  every  phase  of  production 
and  a  most  thorough  knowledge  of  the  music 
publishing  business.  For  the  past  two  years  he 
has  given  close  attention  to  both  the  popular 
and  standard  branches  of  music  publishing. 
Through  his  many  activities,  including  close 
relationship  with  producers,  mechanical  repro- 
duction companies,  large  photoplay  organiza- 
tions, and  a  wide  acquaintance  in  vaudeville  and 
the  orchestra  field,  he  comes  to  the  Berlin  or- 
ganization with  special  qualifications  for  his 
new  duties. 

Going  with  such  an  active  and  important 
popular  publishing  concern  as  Irving  Berlin, 
Inc.,  it  gives  Harry  Engel  an  opportunity  of 
bringing  to  his  new  activities  the  experience  ob- 
tained by  his  close  connections  with  the  music 
merchants  of  the  country. 


THE   NEW  HOME  — OF  — THE  NEW  HIT 

The  Ballad  Fox-Trot  Beautiful 

EVERY  LITTLE  WHILE 

(NEW  ADDRESS) 

Fred  Steele,  Inc.,  745  Seventh  Ave.,  New  York  City 
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THAT'S  WHAT 
I  CALL  A  PAL 


Above  Songs  Featured  By  Orchestra  And  Vaudeville,  Acts  From  Coast  To  Coast 

IRVING  BERLIN  INC.,    1607  Broadway,  New  York 


De  Sylva,  Brown,  Henderson,  Inc. 

Enter  the  Music  Publishing  Field 

New  Firm  Has  as  President  and  General  Manager,  Robert  Crawford,  Formerly  Sales  Manager 
of  Irving  Berlin,  Inc. — Others  in  It  Are  De  Sylva,  Brown  and  Henderson 


John  McGormack  Sings 

"The  Far-Away  Bells" 

Popular  Tenor  Features  That  Chappell-Harms 
Number  in  Victor  Talking  Machine  Co.  Radio 
Concert  on  New  Year's  Night 


Among  the  songs  featured  by  John  McCor- 
mack  in  his  Victor  radio  concert  program  on 
New  Year's  night  was  a  Chappell-Harms,  Inc., 
number  "The  Far-Away  Bells.''  This  is  a  typi- 
cal McCormack  offering  and  it  is  understood 
that  he  plans  to  program  it  frequently  during 
the  present  season.  Doubtless  also  it  will  ap- 
pear on  one  of  the  early  lists  of  Victor  releases. 

"The  Far-Away  Bells"  has  indications  of  be- 
ing one  of  the  most  successful  numbers  ever 
issued  by  the  Chappell-Harms  organization.  The 
great  interest  shown  in  this  offering  by  concert 
artists  demonstrates  it  to  be  a  number  of  un- 
usual caliber. 

Bernard  Prager  to  Enter 

Ranks  of  Matrimony 

Engagement  of  Edward  B.  Marks  Traveler  to 
Miss  Meryle  Leventhal  Is  Announced 


Bernard  Prager,  traveling  representative  for 
the  Edward  B.  Marks  Music  Co.,  will  soon  en- 
ter the  ranks  of  the  benedicts.  Mr.  and  Mrs. 
Jacob  Leventhal  have  announced  the  engage- 
ment of  their  daughter,  Meryle,  to  Mr.  Prager, 
the  event  to  take  place  in  the  Spring  following 
Mr.  Prager's  return  from  a  trip  through  the 
West. 

Bernard  Prager  has  been  with  the  Marks 
firm  for  over  fifteen  years  entering  the  employ 
of  that  company  as  a  stock  boy  in  the  short 
trouser  age.  Miss  Leventhal,  the  bride-to-be,  is 
an  amateur  singer  and  dancer  of  considerable 
talent  and  incidentally  is  the  nice  of  Joe  Young, 
of  the  popular  song  writing  team  of  Lewis  and 
Young. 


Davis  Columbia  Recordings 

Joe  Davis,  head  of  the  Triangle  Music  Pub- 
lishing Co.,  1658  Broadway,  New  York  City,  and 
who  appears  on  several  radio  broadcasting  pro- 
grams as  "The  Melody  Man,"  has  made  his  two 
first  vocal  records  for  the  Columbia  Phono- 
graph Co.  The  numbers  recorded  arc  "I've  Lost 
All  My  Love  For  You"  and  "I  Don't  Want  to 
Forget."  It  is  understood  also  that  Joe  Davis 
has  closed  arrangements  with  the  Brunswick- 
Balke-Collender  Co.  whereby  he  is  to  make  a 
series  of  Brunswick  records. 


The  Letter  Music  Co.,  of  Syracuse,  N.  Y., 
has  opened  a  branch  in  the  Weber  Building, 
Carthage,  N.  Y.,  with  Carlton  Miller,  of  Syra- 
cuse, as  manager.  The  concern  has  an  attrac- 
tive and  completely  equipped  store. 


One  of  the  most  important  announcements 
made  in  the  popular  publishing  field  is  that 
of  the  organization  of  a  new  publishing  firm  of 
De  Sylva,  Brown,  Henderson,  Inc.,  of  which 
Robert  Crawford,  former  sales  manager  of  Irv- 
ing Berlin,  Inc.,  is  president  and  general  man- 
ager. The  personnel  of  the  new  firm  are  all 
well-known  and  successful  song  writers,  includ- 
ing Bud  De  Sylva,  Lew  Brown  and  Ray  Hen- 
derson. 

The  company  has  leased  an  entire  floor  at  745 
Seventh  avenue,  New  York  City,  and  the  build- 
ing in  the  future  is  to  be  known  as  the  De 
Sylva,  Brown,  Henderson  building.  Artistic  pro- 
fessional studios,  executive  offices  and  other 
adjuncts  of  the  popular  publishing  business  are 
now  being  planned  for  the  new  quarters  and  it 
is  hoped  to  make  them  among  the  most  attrac- 
tive in  the  industry. 

De  Sylva,  Brown  and  Henderson  are  the  writ- 
ers of  the  outstanding  numbers  in  this  season's 
"George  White's  Scandals,"  including  "Black 
Bottom,"  "Lucky  Day"  and  other  songs. 

A  resume  of  the  songs  these  writers  have  con- 
tributed to  the  popular  field  includes  some  of 
the  most  prominent  successes.  Among  them: 
"Bye,  Bye  Blackbird,"  "Then  I'll  Be  Happy," 
"Cottage  Small  By  a  Waterfall,"  "Kiss  in  the 
Dark,"  "I'd  Climb  the  Highest  Mountain,"  "Sit- 

"Dorothy  Lee  Display 

Contest"  Is  Extended 


ting  On  Top  of  the  World,"  "Follow  the  Swal- 
low," "That  Old  Gang  of  Mine,"  "April 
Showers,"  "Memory  Lane"  and  many  others. 

The  new  publishing  firm  of  De  Sylva,  Brown. 
Henderson,  Inc.,  will  have  exclusive  right  to  all 
songs  by  these  writers.  They  have  several  new 
shows  in  preparation  and  several  songs.  Among 
the  numbers  that  will  be  introduced  at  once 
to  the  trade  are  those  from  the  present  success, 
"Big  Boy,"  of  which  Al  Jolson  is  the  star,  in- 
cluding: "It  All  Depends  on  You,"  "I  Want  To 
Be  Miles  Away  From  Every  One,"  "I'm  Just  a 
Little  Closer  To  You,"  "Oh  Baby  Don't  We  Get 
Along,"  a  novelty,  "I  Wonder,  I  Wonder  How  I 
Look  When  I'm  Asleep"  and  "Y'ou  Won't  See 
Me  If  I  See  You  Out  With  Anybody  Else." 

While  the  new  firm  will  publish  ballads,  love 
songs  and  other  types  of  offerings,  it  will  also 
make  a  specialty  of  clean  novelty  songs,  with 
which  the  above  writers  have  had  unusual  suc- 
cess. In  addition  the  firm  of  De  Sylva,  Brown, 
Henderson,  Inc.,  will  publish  the  songs  of  many 
outside  writers.  The  company  intends  to  build 
up  a  healthy  catalog  at  once,  open  branch  offices 
throughout  the  country  and  appoint  many  ter- 
ritorial representatives.  Details  of  the  future 
plans  of  the  company  are  to  be  announced 
shortly,  following  the  opening  of  the  new  offices 
which  was  scheduled  during  the  next  two  weeks. 

"Muddy  Water"  Offers 

a  New  Type  of  Song 


Closing  Date  Advanced  to  February  1  in  Con- 
sideration for  Those  Dealers  Who  Were  Pre- 
vented from  Participating  By  the  Holidays 


The  "Dorothy  Lee  Display  Contest,"  arranged 
by  the  Sam  Fox  Publishing  Co.  of  New  York 
and  Cleveland,  O.,  has  been  extended  until  Feb- 
ruary 1.  Originally  it  was  scheduled  to  close  on 
December  31  but  because  of  the  fact  that  many 
music  merchants  were  unable,  due  to  holiday 
activities,  to  take  part,  the  Fox  Co.  following 
many  requests  decided  on  the  later  date  of 
closure. 

The  "Dorothy  Lee  Display  Contest"  is  on' 
three  songs  by  this  successful  writer:  "In  the 
Heart  of  the  Hills,"  "Out  of  the  Dusk  to  You" 
and  "One  Fleeting  Hour."  The  material  for  the 
displays  is  furnished  gratis  by  the  Fox  organiza- 
tion and  there  are  no  special  qualifications.  The 
judges  are  three  members  of  the  trade  press  and 
'here  are  numerous  prizes  with  duplicates  in 
case  of  ties,  etc.  Shortly  after  the  contest  closes 
decision  will  promptly  be  made  as  to  the  win- 
ners. Interest  in  the  contest  is  widespread,  ac- 
cording to  reports  from  the  trade.  .   


Number  Has  Some  of  the  Character  of  a  Negro 
Spiritual  and  Flavor  of  the  "Blues" 


A  popular  publisher  has  been  quietly  ad- 
vancing the  interest  of  the  new  popular  song 
and  dance  called  "Muddy  Water."  The  number 
has  some  of  the  character  of  a  negro  spiritual, 
with  a  flavor  of  the  "blues,"  which  are  some- 
what related.  Nora  Bayes  is  already  singing 
"Muddy  Water"  in  her  tour  of  the  Loew  photo- 
play houses.  The  number  is  being  programmed 
on  dance  floors  and  over  the  radio. 


Featuring  "Thinking" 


Wilmington,  N.  C.  January  4. — When  in- 
terviewed recently  by  a  reporter  from  the 
Wilmington  Star  Miss  Maie  Sinclair,  the  new 
manager  of  the  Music  Shop,  seemed  to  be  think- 
ing, and  when  asked  what  she  was  doing  she 
laughingly  responded  that,  as  she  was  playing 
"Thinking,"  she  simply  could  not  help  from 
thinking  about  how  wonderful  this  new  song 
hit,  "Thinking,"  .\\ras,    ' 
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Paul  Specht  Has  Had  Inter- 
esting and  Varied  Career 

Choir  Boy,  Symphony  Orchestra  Violinist, 
Music  Publisher,  Dance  Orchestra  Leader, 
Composer,  Record  and  Radio  Favorite 


We  occasionally  hear  of  the  romance  of  busi- 
ness, and,  of  course,  more  often  of  the  romance 
of  art.  That  these  two  can  be  combined  and 
give  us  the  romance  of  business  and  art  has 
been  demonstrated  by  the  rise  to  international 
importance  of  Paul  Specht,  the  orchestra  leader, 
exponent  of  modern  syncopation  and  director  of 
over  twoscore  musical  combinations. 

Paul  Specht  started  as  a  choir  boy.  Later  he 
received  high  honors  in  the  study  of  the  violin. 
He  has  played  with  several  of  the  foremost  sym- 


Paul  Specht  Before  the  "Mike" 

phony  orchestras  and  has  given  many  individual 
concert  performances.  His  name  appears  as 
composer -on  a  number  of  publications  with  vari- 
ous catalogs  in  the  United  States.  This  is  well 
known,  but  it  is  not  so  generally  known  that  Paul 
was  once  a  music  publisher.  In  the  early  days 
of  what  is  considered  modern  jazz  Paul  Specht 
visualized  the  commercial  possibilities  of  this 
type  of  music  and  entered  the  publication  field. 
With  the  development  of  the  first  Paul  Specht 
orchestra,  however,  the  demands  for  his  time 
became  heavy  and  seeing  greater  possibilities 
for  exploiting  this  type  of  music  in  the  orches- 
tra field  he  discontinued  the  publishing  business, 
took  his  orchestra  to  a  leading  hotel  in  Detroit 
and  achieved  national  prominence.  Following 
this  he  was  brought  to  New  York  by  the  Colum- 
bia Phonograph  Co.  for  a  series  of  recordings 
and  won  immediate  success.  His  orchestra  then 
entered  Broadway,  appearing  on  the  Hotel  Astor 
roof,  and  in  those  days  his  appearances,  in  the 
Broadway  vernacular,  were  a  "knockout."  His 
type  of  music  became  in  great  demand  so  he 
then  formed  an  orchestra  booking  exchange, 
took  many  young  players  under  his  wing,  gave 
them  thorough  instruction  and  in  a  short  space 
of  time  he  was  booking  all  sizes  of  musical  com- 
binations for  both  public  and  private  functions. 

Not  satisfied  with  the  laurels  he  had  achieved 
he  made  his  first  trip  to  England  and  repeated 
his  successes  and  followed  out  similar  activities 
in  the  education  and  booking  of  orchestras  on 
the  other  side.  To-day  Paul  Specht's  orches- 
tras not  only  appear  everywhere  in  the  United 
States  but  are  known  in  the  leading  hotels  and 
restaurants  of  Europe.  This  is  all  supplemented 
by  the  numerous  recordings  for  leading  talking 
machine  record  companies  made  by  these  or- 
chestras under  the  Specht  banner. 

Paul  Specht  was  one  of  the  first  orchestras 
to  broadcast,  and  despite  great  pressure  in  the 
early  days  of  radio  made  by  music  publishers 
and  his  many  other  interested  friends,  he  con- 
tinued his  radio  broadcasting.  He  is  still  a  star 
in  this  field.  From  this  it  can  be  seen  that  Paul 
Specht  had  underneath  his  artistic  temperament 
and  his  commercial  ability  a  fighting  streak. 
This  latter  is  the  phase  of  Paul  Specht's  char- 


acter which  could  be  greatly  enlarged  upon,  but 
in  this  instance  it  will  be  only  briefly  reviewed  to 
the  extent  of  the  fight  he  has  made  for  the  past 
few  years  against  the  English  labor  unions  and 
other  English  authorities  on  the  restrictions 
placed  on  the  entry  of  American  musicians 
into  that  country.  This  depite  the  fact  that  we 
have  no  such  restrictions  against  English  artists 
in  this  country.  He  still  continues  the  fight 
against  these  restrictions  both  here  and  on  the 
other  side  and  he  was  instrumental  in  bringing 
before  the  House  of  Representatives  in  March 
of  last  year  hearings  on  "Restricting  Passport 
Visas  in  Certain  Cases." 

So  the  chap  who  was  once  a  choir  boy  for 
over  six  years  to-day  must  be  recognized  as  a 
real  "he  man,"  a  fighter,  a  business  man,  orches- 
tra leader,  composer  and  artist. 


"Fox  Progressive  Elementary 
Series"  Widely  Advertised 

Work  for  Juvenile  Bands  and  Orchestras  Fea- 
tured by  Cleveland  Publishing  Firm  in  School 
Media — Publishers  in  Educational  Drives 


The  growth  of  young  orchestras  and  bands 
throughout  the  country  is  shown  through  the 
preparation  by  several  publishers  of  special 
material  for  these  new  organizations.  One  of 
the  latest  publishing  organizations  to  enter  the 
education  of  the  young  band  and  orchestra  is 
the  Sam  Fox  Publishing  Co.,  New  York  and 
Cleveland,  Ohio,  which  some  time  ago  an- 
nounced the  "Fox  Progressive  Elementary 
Series."  This  series  is  for  young  bands  and  or- 
chestras and  is  available  separate  or  combined. 

The  whole  series  has  been  arranged  with 
great  care  and  is  the  work  of  successful  in- 
structors to  these  young  organizations.  It  is 
divided  into  three  parts,  the  first  two  being  in- 
structive, while  the  third  part  contains  melo- 
dious compositions  that  will  appeal  to  the 
young  students. 

The  reception  of  the  "Fox  Progressive  Ele- 
mentary Series"  has  already  indicated  its  wide 
usefulness  and  this  has  induced  the  Fox  organ- 
ization to  inaugurate  an  extensive  advertising 
program  in  school  magazines  and  other  media 
in  order  to  bring  it  further  recognition.  This 
series  is  sold  through  the  retailer  and  for  that 
reason  the  present  program  is  interesting. 


Tommy  Stacks  Features 

"Raggedy  Rose"  Song 

Featured  Singer  With  Clicquot  Club  Eskimos 
Singing  New  E.  B.  Marks  Number 


Tommy  Stacks,  phonograph  and  radio  artist 
and  feature  vocalist  of  the  Harry  Reser  Clicquot 
Club  Eskimos,  is  introducing  a  new  Edward  B. 
Marks  publication  entitled  "Raggedy  Rose," 
written  by  John  Milton  Hagen  and  Marian  Gil- 
lespie, writer  of  the  success,  "When  You  Look 
in  the  Heart  of  a  Rose."  Tommy  Stacks  is 
the  singer  heard  every  Thursday  night  with 
the  Clicquot  Club  Eskimos  over  WEAF  and 
fourteen  other  stations.  Mr.  Stacks  is  also 
known  for  his  excellent  vocal  recordings  for 
Brunswick,  Columbia,  Okeh  and  other  leading 
phonograph  companies. 


Joe  Davis  to  Direct 

Viola  McCoy's  Recordings 

Viola  McCoy,  famous  blues  singer,  who  is  the 
feature  entertainer  at  the  Club  Alabam,  in 
Philadelphia,  Pa.,  recently  signed  a  contract  to 
record  twenty-four  songs  for  the  race  catalog 
of  the  Cameo  Record  Corp.  during  1927.  All  of 
her  recordings  will  be  under  the  direction  of 
Joe  Davis,  head  of  the  Triangle  Music  Publish- 
ing Co.,  who  secured  the  contract  for  her.  Her 
first  releases  will  be  "Papa  If  You  Can't  Do 
Better"  and  "I'm  Savin'  It  All  For  You." 


m 


Jou  Cant  GoWrontf 
With  Any  WIST  Song' 


The  1927  Waltz  Hit 

"In  A  Little 
Spanish  Town 


A  Hit  Any  Day! 

"SUNDAY" 


A  High  Flying  Hit 

"  Just  A 
Bird's-Eye  View" 

(OS  My  Old  Kentucky  Home) 


The  New  "Cry"  Hit 

"It  Made  You 
Happy" 

(When  You  Made  Me  Cry) 


Its  "Got"  Everything 

"I've  Got  the  Girl" 


The  Neir  Ballad  Hit 


Take  in  the  Sun, 
Hang  Out  the  Moon" 

(Rock  Me  in  a  Cradle 
oE  Dreams) 


LEO.  FEIST,  Inc. 

Feist  Bldg., 
231-235  W.  403*  St. 
HEW  YORK,  N.Y. 
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Jbu  Cant  Go  Wronti 
With  Jy'mSJ' Song' 


A  Clever  Comedy  Song 

"If  I  Didn't  Know 
Your  Husband 
And  You  Didn't  Know 
My  Wife" 


A  Neic  Hit  by  the  Writers  of 
"That's  W  hy  I  Love  You" 

''Thinking 
of  You" 


A  New  Kahn-Donaldson  Song 

"He's  The  Last 
Word" 


A  Diff'rent  Donaldson  Novelty 

"  Sam,  The  Old 
Accordion  Man" 


That  "Alarming"  Novelty  Song  \ 

"FIRE" 


^  Fas<  muling  Fox-Trot  Melody 

"Wistful  and 
Blue" 


LEO.  FEIST,  Inc. 

Feist  Bldff., 
231-235  W.40^hSt, 
HEW  YORK,  N.Y. 


Fred'K.  Steele,  Inc.,  Moves     Puts  Her  Personality  in 
to  New  and  Larger  Quarters  Her  Radio  Programs 


<5  Enterprise  and  Foresight  of  Fred  Steele  Re- 
sponsible in  Large  Measure  for  the  Rapid 
Rise  of  Young  Publishing  Firm 


Fred  K.  Steele,  Inc.,  which  for  the  past  sev- 
eral months  has  successfully  introduced  several 
popular  successes,  is  now  moving  into  new  and 
larger  quarters  in . order  to  care  for  the  legiti- 
mate expansion  of  the  business. 

On  Monday  of  this  week  it  opened  new 
studios  in  the  northern  wing  on  the  fourth  floor 
of  745  Seventh  avenue,  New  York  City.  In 
its  new  quarters  it  has  enlarged  executive 
offices,  several  demonstration  booths,  a  band 
and  orchestra  department  and  a  shipping  de- 
partment. 

The  rapid  rise  of  this  young  publishing  firm 
can  be  credited  to  its  wide  selection  of  popular 
numbers  and  to  the  energetic  work  of  Fred 
Steele,  the  head  of  the  company,  'who  has  had 
long  experience  in  the  popular  publishing  field, 
and  to  his  assistant,  Billy  Heageny. 

The  firm  has  had  unusual  success  with  the 
ballad  fox-trot,  "Ev'ry  Little  While,"  which  has 
been  programmed  widely  in  vaudeville  and  has 
frequently  been  radio  broadcast  and  is  one  of 
the  feature  numbers  of  George  Olsen  and  His 
Hotel  Pennsylvania  Music.  A  Victor  record  by 
this  latter  musical  combination  will  be  released 
sometime  in  February. 

Under  the  enlarged  nlans  of  Fred  K.  Steele, 
Inc.,  the  company  will  be  enabled  to  greatly 
extend  its  activities.  Its  other  songs  that  have 
met  with  success  include  "Will  You  Think  of 
Me?"  a  waltz  ballad,  "Oo-gle-oo-glee-ee,"  the 
"Monkey  Song"  and  "Florence!  Cut  It  Out," 
described  as  the  laugh  song. 

Fred  Steele,  who  is  greatly  rer-ponsible  for 
the  success  of  this  publishing  firm,  has  a  host 
of  friends  in  the  music  trade  in  the  professional 
field,  including  artists  and  band  and  orchestra 
leaders.  This,  together  with  his  sound  judg- 
ment of  song  material,  can  be  credited  with  the 
firm's  quick  success. 


Youngstown  Go.  Opens 

Sheet  Music  Section 


Youngstown,  O.,  January  4. — Miss  Catherine 
Townley,  well-known  radio  artist  from  WTAM, 
Cleveland,  was  the  featured  entertainer  at 
the  opening  of  the  new  sheet  music  department 
at  the  store  of  the  Youngstown  Music  Co.  Pro- 
grams continued  throughout  Saturday  afternoon 
and  evening,  with  a  number  of  other  profes- 
sionals taking  part  in  the  program. 

Mat  Siegel,  for  many  years  a  vaudeville  star 
and  now  a  singer  and  musician  of  note,  will  be 
in  charge  of  the  new  department  which  will  fea- 
ture a  most  complete  line  of  sheet  music,  par- 
ticularly radio  hits. 


Taylor  Widely  Sung 

Deems  Taylor,  the  composer  who  will  be 
honored  in  February  by  the  introduction  of  his 
opera  "The  King's  Henchman,"  has  long  been 
noted  as  a  writer  on  musical  topics.  In  addi- 
tion he  has  written  some  well-known  orches- 
tral works  and  many  successful  songs.  That 
these  are  no  ordinary  numbers  is  attested  by 
the  fact  that  in  the  present  programs  of  Reinald 
Werrenrath  no  less  than  five  compositions  of 
Deems  Taylor  appear.  These  songs,  all  pub- 
lished by  J.  Fischer  &  Bro.,  include  "Captain 
Stratton's  Fancy,"  "Plantation  Love  Song," 
"The  Messenger,"  "The  Rivals"  and  "A  Song 
for  Lovers." 


Moves  to  New  Home 


'Cookie,"  First  Artist  to  Broadcast  in  the  Far 
West,  Also  Wins  Success  Before  the  Micro- 
phone in  the  East 


"Cookie,"  the  "California  sunshine  girl,"  is 
now  appearing  in  Eastern  radio  programs  fol- 


I  "Cookie" 

lowing  several  years  of  success  in  similar  activi- 
ties in  Pacific  Coast  centers.  "Cookie,"  by  the 
way,  was  the  first  artist  to  broadcast  in  the 
Far  West.  Some  of  her  appearances  before  the 
microphone  have  been  made  in  the  East  over 
station  WMCA  and  have  produced  so  much 
comment  that  many  other  broadcasting  stations 
bid  for  her  services. 

We  have  many  excellent  radio  singers,  but 
most  of  these  confine  their  activities  to  the  mere 
rendering  of  songs.  The  song  interpreters, 
which  are  so  popular  in  vaudeville  and  photo- 
play houses,  invariably  are  unable  to  get  over 
their  effects  in  their  radio  work.  This  is  due 
to  the  failure  on  the  part  of  the  audience  to  see 
the  facial  expressions  and  such  body  movements 
that  add  to  the  value  of  interpretations  in  vaude- 
ville. There  are,  however,  a  few  radio  artists 
that  have  succeeded  in  getting  over  their  per- 
sonality by  radio  and  "Cookie"  is  one  of  them. 
In  her  radio  appearances  she  is  accompanied  on 
the  piano  by  Miss  Ida  Warshauer,  now  with 
Sherman,  Clay  &  Co.  in  New  York. 


New  Novelty  Song  Popular 

A  new  novelty  song  entitled  "You're  Like  a 
Lavaliere,  Always  Around  Somebody's  Neck,"  is 
winning  prominence  in  vaudeville.  The  number 
is  distributed  through  the  Edward  B.  Marks 
Music  Co.,  sales  agent  for  Ross  Gorman.  The 
number  is  written  by  Frank  J.  Sabas,  Penn- 
sylvania representative  for  the  Marks  Co.,  and 
Jesse  Greer,  a  well-known  melody  writer  who 
is  on  the  staff  of  Robbins-Engel,  Inc.,  and  who 
has  had  many  successes. 


New  Hagen  Number 

John  Milton  Hagen,  composer  cf  "Gigolo" 
and  "Raggedy  Rose"  and  other  popular  songs, 
who  is  also  well  known  as  a  director  of  pub- 
licity, is  announced  as  co-author  of  "The  Radio 
Murder,"  with  Dana  A.  Rush.  This  production 
will  shortly  be  produced  by  Leon  de  Costa,  who 
is  also  producer  of  "The  Blonde  Sinner,"  a  cur- 
rent Broadway  success,  and  the  musical  show  of 
last  season  called  "Kosher  Kittv  Kellv." 


New  Consolidated  Issues 


The  Goodell  Piano  Co.,  which  has  operated 
warerooms  at  Beaumont,  Tex.  for  a  consider- 
able period,  has  moved  the  business  to  Houston. 


The  Consolidated  Music  Publishing  House, 
Chicago,  recently  released  several  new  numbers 
including  "Mercy!  Percy!,"  a  comic  fox-trot; 
"You  Broke  My  Heart,"  a  fox-trot  ballad;  "I've 
Lost  My  Dog,"  a  comic  fox-trot,  and  "Why 
Should  I  Care  If  You  Don't,"  a  waltz  ballad. 
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Victor  Talking  Machine  Go. 

LIST  FOR  JANUARY  7 

20359  To-night  You  Belong  to  Me — Waltz, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
I've  Got  the  Girl! — Fox-trot, 

George  Olsen  and  His  Music  10 

20360  Take  in  the  Sun,  Hang  Out  the  Moon — Fox-trot, 

Jan  Garber  and  His  Orch.  10 
Sweetie  Pie — Fox-trot. Jan  Garber  and  His  Orch.  10 
20352  Meadow  Lark — Fox-trot, 

George  Olsen  and  His  Music  10 
Sweet  Thing — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 

20331  Do-Do-Do   Gertrude  Lawrence  10 

Someone  to  Watch  Over  Me, 

Gertrude   Lawrence  10 
LIST  FOR  JANUARY  14 

20368  Put  Your  Arms  Where  They  Belong — Waltz, 

.  Jesse  Crawford  with  Nat  Shilkret 

and  the  Victor  Orch.  10 
Within  the  Prison  of  My  Dreams — Waltz, 

Jesse  Crawford  with  Nat  Shilkret 

and  the  Victor  Orch.  10 
20367  I'm  Tellin'  the  Birds,  Tellin'  the  Bees — Fox-trot, 

George  Olsen  and  His  Music  10 
Steppin'    Around — Fox-trot, 

Jan  Garber  and  His  Orch.  10 

20371  To-night  You  Belong  to  Me   Gene  Austin  10 

It  Made  You  Happy  When  You  Made  Me  Cry, 

Gene  Austin  10 

20372  I'm  Tellin'  the  Birds,  Tellin'  the  Bees, 

Jack   Smith  10 

Clap  Yo'  Hands   Jack  Smith  10 

LIST  FOR  JANUARY  21 
2037S  Where  Do  You  Work-a   John?— Fox-trot, 

Waring's  Pennsylvanians  10 
I  Love  the  College  Girls — Fox-trot, 

Waring's  Pennsylvanians  10 

20379  Wouldn't  You  ?— Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
Tuck  in  Kentucky  and  Smile! — Fox-trot, 

Edwin  J.  McEnelly's  Orch.  10 

20381  Give  Me  a  Ukulele  and  a  Ukulele  Baby  (And 

Leave  the  Rest  to  Me) — Fox-trot,  - 

Irving"  Aaronson  and  His  Commanders  10 
Ev'rything's  Peaches   (For  Peaches  and  Me)  — 
Fox-trot, 

Irving  Aaronson  and  His  Commanders  10 

20361  Like  He  Loves  Me   Beatrice  Lillie  10 

Nicodemus   Beatrice  Lillie  10 

20380  Mary  Lou   The  Revelers  10 

I  Know,  That  You  Know  The   Revelers  10 

LIST  FOR  JANUARY  28 
35797  Poet  and  Peasant  Overture — Part  1  (von  Suppe), 

Victor  Symphony  Orch.  12 
Poet  and  Peasant  Overture — Part  2  (von  Suppe), 

Victor  Symphony  Orch.  12 

35808  In  a  Monastery  Garden  (Ketelbey), 

Victor  Concert  Orch.  12 
Romance   (Tschaikowsky)  .  .Victor  Concert  Orch.  12 

20384  Cielito  Lindo   Mexican  Tipica  Orch.  10 

Mexican  Dances   Mexican  Tipica  Orch.  10 

35806  Adeste   Fideles   (Oh,   Come,   All   Ye  Faithful) 
(Oakley- Portugal), 

Associated  Glee  Clubs  of  America  12 
The  Lost  Chord  (Proctor-Sullivan), 

Associated  Glee  Clubs  of  America  12 

20277  Jesus,  Saviour,  Pilot  Me   Henry  Burr  10 

Nearer  My  God  to  Thee   Peerless  Quartet  10 

35809  Gems  From  "The  Desert  Song," 

Victor  Light  Opera  Company  12 
Gems  From  "Countess  Maritza," 

Victor  Light  Opera  Company  12 

20382  Nola   Carson  J.  Robison  10 

Whistle-itis   Carson  J.  Robison  10 

20375  Sam  'n'  Henry  Rollin'  the  Bones. Sam  'n'  Henry  10 
Sam  'n'  Henry  Buying  Insurance.  Sam  'n'  Henry  10 

20369  Just  a  Melody. Vernon  Dalhart-Carson  J.  Robison  10 
Far  Away  in  Hawaii, 

Vernon  Dalhart-Carson  J.  Robison  10 
35803  Messaggio  di  S.  E.  Benito  Mussolini  al  Popolo 
Nord — Americano  ed  Agli  Italiani  di  America, 

Raccolto  por  la  Chicago  Tribune  12 
Messaggio  di  S.  E.  Benito  Mussolini  al  Popolo 
Nord — Americano  ed  Agli  Italiani  di  America, 

Raccolto  por  la  Chicago  Tribune  12 

20391  If  I'd  Only  Believed  in  You  Jane  Green  10 

Don't  Be  Angry  With  Me   Aileen  Stanley.  10 

DANCE  RECORDS 
20390  My   Baby   Knows   How — Fox-trot, 

Coon-Sanders  Orch.  10 
Brainstorm — Fox-trot   Coon-Sanders  Orch.  10 

20370  Blame  It  on  the  Waltz — Waltz. 

Edwin  J.  McEnelly's  Orch.  10 


One  Golden  Hour — Waltz, 

Nat  Shilkret  and  the  Victor  Orch.  10 
20373  The  Riff  Song— Fox-trot, 

Nat   Shilkret  and  the  Victor  Orch.  10 
One  Alone — Fox-trot, 

Nat   Shilkret   and   the   Victor   Orch.  10 
20392  Maybe — Fox-trot  (From  "Oh,  Kay!"), 

Jesse  Crawford-Nat  Shilkret 

and  the  Victor  Orch.  10 
Someone  to   Watch   Over   Me — Fox-trot  (From 
"Oh,  Kay!")  ...George  Olsen  and  His  Music  10 
RED  SEAL  RECORDS 
6619  The  Two  Grenadiers  (Schumann), 

Feodor  Chaliapin  12 
The  Midnight  Review  (Glinka), 

Feodor  Chaliapin  12 
6614  Carnival  of  Venice — Part  1   (Arban-Benedict)  — 

In  Italian   Toti  Dal  Monte  12 

Carnival  of  Venice — Part  2  (Arban-Benedict) — 
In  Italian   Toti  Dal  Monte  12 

1203  Teresita    Mia    (My    Little    Teresa)  (Nicto)— 

In  Spanish   Emilio  de  Gogorza  10 

La  Sevillana   (A  Lady  of  Seville)    (Yradier) — 

In  Spanish   Emilio  de  Gogorza  10 

9016  Pomp  and  Circumstance — March   (No.  1  in  D) 
(Elgar), 

Sir   Edward   Elgar-Royal    Albert    Hall    Orch.  12 
Pomp  and   Circumstance — March   (No.   2  in  A 
Minor)  (Elgar), 

Sir   Edward    Elgar-Royal    Albert    Hall    Orch.  12 
1169  Tristan  and  Isolde — Liebestod — Part  1  (Wagner), 

Alfred  Hertz-San  Francisco   Symphony  Orch.  10 
Tristan  and  Isolde — Liebestod — Part  2  (Wagner), 
Alfred  Hertz-San  Francisco   Symphony  Orch.  10 

1209  Oriental   Romance   Fritz  Kreisler  10 

Invocation   (Owen-Kreisler)   Fritz  Kreisler  10 

1208  Rigoletto — La  donna  e  mobile  (Woman  is  Fickle) 

(Verdi) — In  Italian   Giovanni  Martinelli  10 

Tosca — E   lucevan   le   stelle    (The    Stars  Were 
Shining)    (Puccini) — In  Italian, 

Giovanni   Martinelli  10 

1204  Santa  Lucia — Neapolitan  Folk  Song  .Tito  Schipa  10 
Vieni  Sul  Mar  (Come  to  the  Sea) — Neapolitan," 

Tito  Schipa  10 
COMPLETE  KREUTZER   SONATA  RECORDS 
IN  ALBUM 

9001  Kreutzer  Sonata   (Sonata   No.   9  in   A  Major) 

Adagio    sostenuto — Presto    (First  Movement) 
(Beethoven,  Op.  47), 

Isolde  Menges-Arthur  De  Greef  12 
Kreutzer     Sonata — Presto     (First  Movement) 
(Recorded  in  Europe) — Violin  and  Piano. 

Isolde  Menges-Arthur  De  Greef  12 

9002  Kreutzer  Sonata — Presto  (First  Movement), 

Isolde  Menges-Arthur  De  Greef  12 
Kreutzer   Sonata — Theme  and  Variation   No.  1 
(Second  Movement)   (Recorded  in  Europe)  — 
Violin  and  Piano, 

Isolde  Menges-Arthur  De  Greef  12 

9003  Kreutzer    Sonata — Variations    Nos.    2    and  3 

(Second  Movement) — Violin  and  Piano, 

Isolde  Menges-Arthur  De  Greef  12 
Kreutzer     Sonata — Variation     No.     4  (Second 
Movement)  (Recorded  in  Europe) — Violin  and 
Piano   Isolde  Menges-Arthur  De  Greef  12 

9004  Kreutzer   Sonata — Finale — Presto   (Third  Move- 

ment)— Violin   and  Piano, 

Isolde  Menges-Arthur  De  Greef  12 
Kreutzer   Sonata   (Sonata  No.   9   in   A  Major) 
Finale — Presto     {Third     Movement)  (Beet- 
hoven. Op.  47)  (Recorded  in  Europe) — Violin 
and  Piano  ...Isolde  Menges-Arthur  De  Greef  12 


Columbia  Phono.  Co.,  Inc. 


CELEBRITY  SERIES 
5065-M  Caro  Mio  Ben   (Thou  All  My  Bliss)  (Gior- 

dani) — Soprano  Solo   Elsa  Alsen 

Rinaldo :    Lascia  ch'io   pianga   (Sadly  I  Lan- 
guish)   (Handel)  —  Soprano   Solo. Elsa  Alsen 
9029-M  La  Juive:  Rachel!  quan  du  Seigneur  la  grace 
tutelaire    (Jewess   When   the   Grace   of  the 
Lord   Entrusted   Thee   to   Me)    (Halevy) — 

Tenor  Solo   Charles  Hackett 

Le  Cid:  O  Souverain,  O  juge  peret  (Almighty 
Lord)   (Massenet) — Tenor  Solo, 

Charles  Hackett 

7119-MValse  in  A  Minor,  Op.  34,  No.  2  (Chopin)— 

Piano  Solo   Ignaz  Friedman 

(1)  Etude,  Op.  10,  No.  12;  (2)  Etude,  Op.  10, 
No.  7  (Chopin) — Piano  Solo.  Ignaz  Friedman 
127-M  Silver   Threads   Among  the   Gold    (Danks) — 

Baritone  Solo   Oscar  Seagle 

Love's   Old   Sweet    Song    (Molloy) — Baritone 
Solo   Oscar  Seagle 


12 
12 


12 
12 
12 
10 
10 
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128-M  Minuet  in  G,  No.  2  (Beethoven) — Violin  Solo, 

Duci  De  Kerekjarto  10 
Serenade  (Drdla) — Violin  Solo, 

Duci  De  Kerekjarto  10 
5067-M  In    a    Monastery    Garden    (Ketelbey) — Vocal 

Chorus   Court  Symphony  Orch.  12 

In    a    Chinese    Temple    Garden    (Ketelby) — 

Vocal  Chorus   Court  Symphony  Orch.  12 

5066-M  Song  of  the   Volga   Boatmen — Russian  Folk 

Song   Don  Cossacks  Choir  12 

Monotonously  Rings  the  Little  Bell — Russian 

Folk  Song  ■ —  Don  Cossacks  Choir  12 

DANCE  MUSIC 

826-  D  Some  of  These  Days— Fox-trot, 

Ted  Lewis  and  His  Band,  with  Sophie  Tucker  10 
Bugle  Call  Rag— Fox-trot, 

Ted  Lewis  and  His  Band,  with  Sophie  Tucker  10 
828-D  I'm  Tellin'  the  Birds,  Tellin'  the  Bees  How 
I  Love  You — Fox-trot,  with  Vocal  Chorus 
by  The  Foursome.  .Paul  Ash  and  His  Orch.  10 
Take  in  the  Sun,  Hang  Out  the  Moon — Fox- 
trot, with  Vocal  Chorus  by  The  Foursome, 

Paul  Ash  and  His  Orch.  10 
819-D  (I've  Grown  So  Lonesome)  Thinking  of  You 
— Fox-trot,   with  Vocal   Chorus   by  Johnny 

Morris   Paul  Specht  and  His  Orch.  10 

It  Made  You  Happy  When  You  Made  Me 
Cry — Fox-trot,  with  Vocal  Chorus  by  Johnny 
Morris   Paul  Specht  and  His  Orch.  10 

805-  D  In  a  Little  Spanish  Town — Waltz,  with  Vocal 

Chorus  by  Frank  Harris, 

The  Cavaliers  (Waltz  Artists)  10 
Trail   of   Dreams — Waltz, 

The  Cavaliers  (Waltz  Artists)  10 
811-D  I'd  Love  to  Call  You  My  Sweetheart— Fox- 
trot, with  Vocal  Chorus  by  Charles  Kaley, 

The  Radiolites  10 
There's  a  Little  White  House — Fox-trot,  with 
Vocal  Chorus  by  Charles  Kaley, 

The  Radiolites  10 

803-  D  Fire! — Fox-trot,   with   Vocal  Chorus  by  Tom 

Stacks   Harry  Reser's  Syncopators  10 

We'll  Have  a  Kingdom  (From  "The  Wild 
Rose") — Fox-trot,  with  Vocal  Chorus  by 
Gladys  Rice  and   Tom  Stacks, 

Harry  Reser's  Syncopators  10 
802-D  Clap   Yo'   Hands    (From   "Oh,   Kay!")— Fox- 
trot, with  Vocal  Chorus  by  The  Crooners, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
Do-Do-Do  (From  "Oh,  Kay!")— Fox-trot, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 

804-  D  Leander   (From   "Katja,   the   Dancer") — Fox- 

trot, with  Vocal  Chorus  by  Charles  Kaley, 

Howard  Lanin  and  His  Orch.  10 
Just  for  To-night  and  If  You  Cared  (From 
"Katja,  the  Dancer") — Medley  Waltz, 

Howard  Lanin  and  His  Orch.  10 
825-D  Why  Do  Ya  Roll  Those  Eyes— Fox-trot,  with 

Vocal  Chorus.. Earl  Burtnett  and  His  Orch.  10 
Ricketts — Fox-trot, 

Earl  Burtnett  and  His  Orch.  10 

823-  D  Brotherly   Love — Fox-trot.  .New  Orleans  Owls  10 

Blowin'  Off  Steam — Fox-trot, 

New  Orleans  Owls  10 

824-  D  I've    Got    the    Girl! — Fox-trot,    with  Vocal 

Chorus, 

Don  Clark  and  Los  Angeles  Biltmore  Hotel  Orch.  10 
Idolizing — Fox-trot,    with    Vocal    Chorus  by 

Betty  Patrick, 
Don  Clark  and  Los  Angeles  Biltmore  Hotel  Orch.  10 

816-  D  That's  My  Girl— Fox-trot,  with  Vocal  Chorus 

by  Ralph  Bennett   The  Seven  Aces  10 

Don't  Take  That  Black  Bottom  Away — Fox- 
trot  The  Seven  Aces  10 

817-  D  The  Chant— Fox-trot. 

Fletcher  Henderson  and  His  Orch.  10 
The  Henderson  Stomp — Fox-trot, 

Fletcher  Henderson  and  His  Orch.  10 
813-D  Brown  Sugar — Fox-trot, 

Cook  and  His  Dreamland  Orch.  10 
High  Fever — Fox-trot 

Cook  and  His  Dreamland  Orch.  10 
VOCAL  NUMBERS 
807-D  I'm  Tellin'  the  Birds,  Tellin'  the  Bees  How 

I  Love  You — Vocal   Charles  Kaley  10 

Hello,  Bluebird— Vocal   Charles  Kaley  10 

810-D  The  Little  White  House  (From  "Honeymoon 

Lane")— Vocal   Kate  Smith  10 

Mary  Dear  (From  "Honeymoon  Lane") — 
Vocal   Kate  Smith  10 

806-  D  Rags  ..Art  Gillham  (The  Whispering  Pianist)  10 

Just  a  Little  Longer, 

Art  Gillham  (The  Whispering  Pianist  10 

827-  D  (I've  Grown  So  Lonesome)  Thinking  of  You 

—Vocal  Ruth  Etting  10 

(Continued  on  page  132) 
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LATEST  RECORD  BULLETINS— (Continued  from  page  131) 


814-  D 

80S-D 

815-  D 
822-D 

820-  D 

821-  D 


743-D 
747-D 
746-D 
81S-D 
809-D 
812-D 

50025-  D 

50026-  D 

15110-  D 

15112-  D 

15111-  D 
15114-D 

15113-  D 
15109-D 


Just  a  Bird's-eye  View  (Of  My  Old  Kentucky 

Home) — Vocal   Ruth  Etting 

Sunday — Vocal  Seger  Ellis 

Ain't  That  Too  Bad— Vocal  Seger  Ellis 

Hello!  Swanee,  Hello! — Novelty, 

The  Four  Aristocrats 
She's  Still  My  Baby — Novelty, 

The  Four  Aristocrats 

Me  Too — Vocal   Peggy  Bernier 

Sweet  Thing — Vocal   Peggy  Bernier 

Cherie.  I  Love  You — Vocal  .Vincent  Van  Tuyl 
The  Promise  in  Your  Eyes — Vocal, 

Vincent  Van  Tuyl 

Susan  Jane — Vocal  Duet, 

The  Gold  Dust  Twins  (Goldy-Dusty) 
Stop  That  Knocking  at  the  Door — Vocal  Duet, 
The  Gold  Dust  Twins  (Goldy-Dusty) 
Country  Bred  and  Chicken  Fed, 

Dale  Wimbrow  (The  Del-Mar-Va 
Songster)  and  His  Rubeville  Tuners) 
It  Takes  a  Good  Woman  (To  Keep  a  Good 
Man  at  Home), 

Dale  Wimbrow  (The  Del-Mar-Va 
Songster)  and  His  Rubeville  Tuners) 
My  Wild  Irish  Rose — Tenor  Solo, 

William  A.  Kennedy 
The  Lass  From  County  Mayo — Tenor  Solo, 

William  A.  Kennedy 
In    the    Evening    by    tie    Moonlight — Male 

Quartet   The  Shannon  Quartet 

Where  the  Silvery  Colorado  Wends  Its  Way 

— Male  Quartet   The  Shannon  Quartet 

A  Little  Bit  of  Heaven — Male  Quartet, 

The  Shannon  Quartet 
Where     the     River     Shannon     Flows — Male 

Quartet   The  Shannon  Quartet 

Ezekial  Saw  the  Wheel, 

Fisk  University  Jubilee  Singers 
Little  David... Fisk  University  Jubilee  Singers 

.  INSTRUMENTAL  MUSIC 
Clap  Vo'  Hands  (From  "Oh,  Kay!") — Piano 

Solo;  Fox-trot   George  Gershwin 

Do-Do-Do   (From  "Oh,  Kay!") — Piano  Solo; 

Fox-trot   George  Gershwin 

Someone   to    Watch    Over    Me    (From  "Oh, 
Kay!") — Piano  Solo;  Fox-trot, 

George  Gershwin 
Maybe  (From  "Oh,  Kay!") — Piano  Solo;  Fox- 
trot  George  Gershwin 

Peer  Gynt  Suite:  Morning,  Part  1  (Grieg), 

Columbia  Concert  Orch. 
Peer  Gynt  Suite:  Ase's  Death,  Part  2  (Grieg), 
Columbia  Concert  Orch. 
Peer    Gynt    Suite:    Anitra's    Dance,    Part  3 

(Grieg)   Columbia  Concert  Orch. 

Peer  Gynt  Suite:  In  the  Hall  of  the  Moun- 
tain King,  Part  4  (Grieg), 

Columbia  Concert  Orch. 
FAMILIAR  TUNES— OLD  AND  NEW 
Shouting   on   the  Hills, 

Smith's  Sacred  Singers 

The  Eastern  Gate  Smith's  Sacred  Singers 

A   Charge   to   Keep — Vocal  Trio, 

The  Wisdom  Sisters 
Jesus  Is  All  the  World  to  Me — Vocal  Trio, 

The  Wisdom  Sisters 
Let  Me  Call  You  Sweetheart, 

McMichen's  Melody  Men 
Sweet  Bunch  of  Daisies, 

McMichen's  Melody  Men 
My  Isle  of  Golden  Dreams — Vocal  Duet, 

Bob  Nichols-Riley  Puckett 
Don't  You  Remember  the  Time? — Vocal  Duet, 
Bob  Nichols-Riley  Puckett 
Weeping  Willow  Tree — Vocal  Duet, 

Burnett-Rutherford 
Pearl  Bryan — Vocal  Duet.  .Burnett-Rutherford 
We  Sat  Beneath  the  Maple  on  the  Hill — Vocal 

Duet   Al  Craver-Charlie  Wells 

The  Fate  of  Kinnie  Wagner — Vocal.  .Al  Craver 


Fox-trot   Green  Brothers  Novelty  Band 

10      51875  Mother   Dear    (Alexander) — Waltz,   with  Vocal 

10  Refrain  by  Arthur  Hall..... Jack  Stillman's  Orch. 

10  My     Mother's     Lullaby      (A'Dair-  Weinberg) — 

Waltz,  with  Vocal  Refrain  by  Arthur  Hall, 
10  Jack  Stillman's  Orch. 

51SS0  The  Nightmare  (Riley-Meyers-Handler) — Fox-trot, 
10  Hotel  Commodore  Dance  Orch.  (Dir.  B.  Levitow) 

10  I'm  on  My  Way  Home  (Berlin) — Fox-trot, 

10  F.  W.  Wadsworth  and  His  Orch. 

10       51878  Hurricane  (Mertz) — Fox-trot, 

Red  and  Miff's  Stompers 
10  Black  Bottom  Stomp  (Morton) — Fox-trot, 

Red  and  Miff's  Stompers 
10      51886  Hello!  Swanee,  Hello!  (Coslow-Britt)— Fox-trot, 

with  Vocal  Refrain  by  Arthur  Fields, 
10  Oreste  and  His  Queensland  Orch. 

Some  Day  (Spier-Polla) — Fox-trot, 

Duke  Yellman  and  His  Orch. 
10      51887  Because    I    Love    You    (Berlin) — Waltz,  with 
Vocal  Refrain  by  Arthur  Hart. 
Don  Voorhees  and*  His  Earl  Carroll's  Vanities  Orch. 
The  Prisoner's  Sweetheart  (Walsh) — Waltz, 
10  Duke  Yellman  and  His  Orch. 

51S88  Somebody's    Eyes    (Klages-Voorhees) — Fox-trot, 
10  with  Vocal  Refrain  by  Arthur  Hart, 

Don  Voorhees  and  His  Earl  Carroll's  Vanities  Orch. 
10  No  One  But  You  Knows  How  to  Love  (Trent- 

Frazer-Breen-DeRose) — Fox-trot, 
10  B.  A.  Rolfe  (Trumpet-Virtuoso)  and  Palais  d'Or  Orch. 

51890  My   Baby's   Back    (Cock-a-Doodle,   I'm   Off  My 
10  Noodle)  (Tohnson-Sherman-Tobias) — Fox-trot, 

B.  A.  Rolfe  (Trumpet-Virtuoso)  and  Palais  d'Or  Orch. 
10  Sunday    (Miller-Cohn-Stein-Krueger)  —  Fox-trot, 

with  Vocal  Refrain  by  Arthur  Hart, 
10  Don  Voorhees  and  His  Earl  Carro'ls  Vanities  Orch. 

51895  Clap  Yo'  Hands  (From  "Oh,  Kay!")  (I.  and  G. 
10  Gershwin) — Slow  Fox-trot, 

10  Hotel  Commodore  Dance  Orch.  (Dir.  B.  Levitow) 

Do-Do-Do  (From  "Oh,  Kay!")  (I.  and  G.  Gersh- 
win)— Fox-trot, 

10  Hotel  Commodore  Dance  Orch.  (Dir.  B.  Levitow) 

518S5  Thinking  of  You  (I've  Grown  So  Lonesome) 
10  (Donaldson-Ash) — Fox-trot,  with  Vocal  Refrain 

by  Arthur  Fields, 

Oreste  and  His  Queensland  Orch. 
10                Roses    for    Remembrance    (Kahn-Curtis) — Fox- 
trot  F.  W.  Wadsworth  and  His  Orch. 

10 
12 


Brunswick  Records 


12 
12 


12 


10 
10 


10 
10 
10 
10 
10 
10 


in 
10 


10 
10 


Edison  Disc  Records 


51881 


51869 


51879 


51882 


51884 


51883 


51892 


5  1 1  'j  ' 


51894 


51891 
51889 


51876 


ALREADY  RELEASED 
SPECIALS 

I'd  Love  to  Call  You  My  Sweetheart  (Goodwin- 
Shay-Ash)   ....Johnny  Marvin  (The  Ukulele  Ace) 

I  Can't  Get  Over  a  Girl  Like  You  (Loving  a 
Boy  Like  Me)  (From  "Lemaire's  Affairs") 
(Ruskin-Broones), 

Johnny  Marvin  (The  Ukulele  Ace) 

John  Henry — Singing,  with  Harmonica  and 
Guitar, 

E.  V.  Stoneman  (The  Blue  Ridge  Mountaineer) 
Wild  Bill  Jones — Singing,  with  Harmonica  and 
Guitar, 

E.  V.  Stoneman  (  The  Blue  Ridge  Mountaineer) 
Nearer  My  God  to  Thee  (Mason) — Organ, 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
One    Sweetly    Solemn     Thought     (Ambrose)  — 

Organ,  . 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
For  My  Sweetheart  (Kahn-Donaldson) — Fox-trot, 

Don  Voorhees 
Because  I  Love  You  (Berlin) — Fox-trot;  Pianos, 

Don  Voorhees 
Shultz  1-  Back  Again   (With  His  Boom,  Boom, 

Boom)    (PcaseNclson-Bernic)   Billy  Jones 

I  Can't  Believe  the  Tales  of  Hoffman  (Meskill- 
Sicgcl-Taley) — Descriptive  Tenor  Duet, 

Al  Campbll-Jack  Kaufman 
Tin:  Dying  Girl's  Message — Singing,  with  Violin, 

Harmonica  and  Guitar   Vernon  Dalhart 

If  I  Could  Hear  My  .Mother  Pray  Again  (Rowe- 
Vaughn)—  Singing,    with    Violin,  Harmonica 

and  Guitar  Vernon  Dalhart-Carson  Robison 

1     Must     Have    an    Italian    Gal  (Yellen-Van- 

Schenck)  —  Male  Voices   Sherman-Ryan 

Sandy  MacPherson  (The  Tightest  Man  in  Town) 

( Fishcr-Meskill) — Male  Voices  Sherman-Ryan 

My   Old   New   Hampshire   Home    (Sterling- Von 

Tilzer)   Walter  Scanlon  and  Chorus 

The  Girl  I  Loved  in  Sunny  Tennessee  (Ilraistcd- 

Cartcr)   Walter  Scanlan  and  Chorus 

Country  Bred  and  Chicken  Fed  (Wimbrow), 

Dale  Wimbrow  (The  Del-Mar-Va  Songster) 
and  His  Rubeville  Tuners 
So  Long  North  (I'm  Headin'  South)  (Wimbrow), 

Dale  Wimbrow  (The  Del-Mar-Va  Songster) 
and  His  Rubeville  Tuners 

The  Big  Bass  Viol  (Bohannon)  Gus  Reed 

Any  Old  Port  in  a  Storm  (Lamb-Mills) .:  .Gus  Reed 
Back   to  the   Faith   of   My  Childhood  (Ackley- 

Acklcy)   Homer  Rodeheaver  and  Chorus 

The  Church  by  the  Side  of  the  Road  (Poole- 

Acklcy)   H inner  Rodeheaver  and  Chorus 

FLASHES 

Idolizing    (Messcnhcirm  r     \l>rahamson  ■  West) — ■ 

Fox-trot   Ross  Gorman  and  His  Orch. 

That's  What  God  Madi    Mothers  For  (Wood)— 


LONG  PLAYING  RECORDS 
TWENTY-FOUR  MINUTES 

10001  Carmen — Selections  (G.  Bizet), 

American  Concert  Orch. 
Aida — Selections    (Verdi)  ..  .American  Concert  Orch. 
1002  Recollections  of  Gilbert  and  Sullivan: 

"Favorite  Airs  from  H.  M.  S.  Pinafore,"  "The 
Pirates  of  Penzance"  and  "The  Mikado," 

Herbert  Soman's  Salon  Orch. 
Memories  of  Victor  Herbert: 

"Naughtv  Marietta,"  "The  Red  Mill,"  "Mile. 
Modiste,"  "Babes  in  Toyland"  and  "The  For- 
tune Teller"   Herbert  Soman's  Salon  Orch. 

10003  Vespri  Siciliani  Overture  (G.  Verdi)  and  Mala- 

guena — Boabdil  (Moszkowski), 

American  Concert  Orch. 
Manon — Selections    (Massenet)    Festival  Dance 
and  Valse  of  the  Hours — Coppelia  (L.  Delibes), 

American  Concert  Orch. 

10004  Egmont  Overture  (Beethoven)  Sodero's  Band — 

Cupid's  Pranks — Caprice   (R.  Stahl). 

Edison  Woodwind  Ensemble 
La   Bella   Cubana — Habanera    (J.    White)  Trio 
Cubano;   Spanish  Dance  No.  7   (P.  de  Sara- 
sate)  Violin  Solo — Albert  Spalding,  and  Cig- 
arieres — Habanera  (Gervasio-Tobani), 

Edison  Woodwind  Ensemble 

10005  Amoureuse  Valse   (R.  Berger),  American  Con- 

cert Orchestra;  Danse  Hongroise — Transcrip- 
tion (Ring-Hager),  Transcribed  by  Rudy  Wie- 
doeft;  Serenade — Spanish  Waltz  (O.  Metra), 
American  Concert  Orchestra;  Iolanthe — Selec- 
tions (Gilbert-Sullivan),  Sodero's  Band;  Then 
You'll  Remember  Me— The  Bohemian  Girl  (M. 

W.  Balfe),  Trumpet  Colo   Edna  White 

FIRST  FORTY-MINUTE  RECORD 

30001  Dinner  Music  No.  1: 

The  Prince  of  Pilsen — Selections  (G.  Luders)  ; 
Wiener  Blut  Waltz  (Vienna  Life)  (J. 
Strauss);  The  World  Is  Waiting  for  the  Sun- 
rise (E.  Lockhart-E.  Seitz) ;  Hungarian  Dance, 
No.   5    (J.  Brahms), 

Hotel  Commodore  Ensemble  (Dir.  B.  Levitow) 
Dinner  Music  No.  2: 

Woodland — Selections  (G.  Luders)  ;  Serenade 
— Les  Millions  d'Arlequin  (R.  Drigo) ;  A 
Little  Love,  a  Little  Kiss  (A.  Ross-L.  Silesi) ; 
Serenata  (Moskowski), 

Hotel  Commodore  Ensemble  (Dir.  B.  Levitow) 
SECOND   FORTY-MINUTE  RECORD 

30002  William  Tell  Overture  (G.  Rossini);  Lucia— Sex- 

tet (G.  Donizetti);  La  Gioconda — La  Furlana 
(A.  Ponchielli);  Tannhauser  March  (R.  Wag- 
ner)  Sodero's  Band 

Poet  and  LVasant  Ov.  'u'"e  ( F.  Von  Supdc), 
American  Symphony  Orchestra;  Norma — Hear 
Me,  Norma  (V.  Bellini),  Flute  and  Clarinet 
Duet.  Julius  Spindler-Anthony  Giammatteo; 
La  Gioconda — Dance  of  the  Hours  (A.  Pon- 
chielli)  American  Symphony  Orch. 


Edison  Blue  Amberol  Records 


5248 
5259 
5260 
5261 
5262 
5263 
5264 
5266 

5267 

5268 
5269 
5270 
5271 

5272 
5273 


Hum!  Hum!  Hum!  Hum  Your  Troubles  Away- 
Male  Voices  National  Male  Quartet 

That's  What  God  Made  Mothers  For — Fox  trot. 

Green  Bros.  Novelty  Band 
Don't  Let  the  Deal  Go  Down — Singing,  Fiddle, 

Harmonica  and  Guitar   Vernon  Dalhart 

For   My    Sweetheart —Fox-trot  (Piano). 

Don  Voorhees 

I'd  Love  to  Call  You  My  Sweetheart. 

Tohnnv  Marvin — "The  Ukulele  Ace" 
Stars  (Are  the  Windows  of  Heaven)  -Fox-trot, 

11.  A.  Rolfe  and  His  Palais  d'Or  Orch. 
Don't  Sing  Aloha  When  I  Go — Singing  and  In 

strumcntat   The  Four  Aristocrats 

Thinking  of  You  (I've  Grown  So  Lonesome)-- 

Fax-trot   Oreste  and  His  Queensland  Orch. 

Vocal  Refrain  by  Arthur  Fields 
The    Dying    Girl's    Message — Singing,  Violin. 

Harmonica  and  Guitar   Vernon  Dalhart 

Hello  Bluebird   Vaughn  de  I  rath 

Baby  Face — Fox  trot   Markets'  Orch. 

Rose  of  the  World.  ..  .Victor  Herbert  and  His  Orch. 
I've  Loved  Her  Ever  Since  She  Was  a  Baby 

Comic  Song   Harry  Lauder 

Softly,  Unawares   Sousa's  Hand 

Roll,  Ionian,  Roll...  Fisk  University  Jubilee  Quartet 


10248 


3368 


3394 


3354 


3338 


3378 


335S 


10235 


3370 


3387 


3382 


3332 


3359 


3399 


3396 


33S0 


336; 


339S 


50075 


31M 


34H1 


3313 


3377 


RECORD  LIST  FOR  JANUARY  20 

Morgen  (To-morrow) — Strauss — Soprano  With 
Orch.  (In  German) — Violin  Obbligato  by  Max 
Rosen   Claire  Dux 

Mondnacht  (Moonlight)  —  Schumann  —  Soprano 
With  Orch.  (In  German) — Violin  Obbligato 
by  Max  Rosdii   Claire  Dux 

Hello  Bluebird — Fox-trot  (Friend) — For  Dancing 
(Vocal  Trio  by  Keller  Sisters- Lynch). 

Vincent  Lopez  and  His  CaS3  Lopez  Orch. 

I'm  on  My  Way  Home — Fox-trot  (Berlin) — For 
Dancing  (Vocal  Trio  by  Keller  Sisters-Lynch). 

Vincent  Lopez  and  His  Casa  Lopez  Orch. 

If  I'd  Only  Believed  in  You — Fox-trot  (Davis- 
Akst) — For  Dancing  (With  Vocal  Duet). 

Ben   Bernie   and   His   Hotel   Roosevelt  Orch. 

I'm  Tellin'  the  Birds,  Tellin'  the  Bees,  How  I 
Love  You — Fox  trot  (Brown-Friend)  —  For 
Dancing  (With  Vocal  Duet). 

Ben   Bernie  and   His   Hotel   Roosevelt  Orch. 

Cherie,  I  Love  You — Waltz  (Goodman) — For 
Dancing  (With  Vocal  Chorus), 

Ben  Selvin  and  His  Orch. 

Am  I  Wasting  My  Time  on  You — Waltz  (John- 
son-Bibo)   Jack   Denny  and   His  Orch. 

Don't  Be  Angry  With  Me — Fox  trot  (Donald- 
son)— For  Dancing  (With  Vocal  Chorus), 

Frank  Black  and  His  Orch. 

The  Two  of  Us — Fox-trot  (Phillips  Campbell- 
Connelly) — For  Dancing  (With  Vocal  Chorus), 

Frank  Black  and  His  Orch. 

Short  an'  Sweet  (Tracey-Ehrlich-Dougherty) — 
Tenor  W  ith  Piano   Ray*  Perkins 

Do-Do-Do  (From  "Oh.  Kay!')  (Gershwin)— 
Tenor  W  ith  Piano   Ray  Perkins 

Long  Ago  (Robison) — Tenor  With  Violin  and 
Guitar   Vernon  Dalhart 

We  Will  Meet  at  the  End  of  the  Trail  (A 
Tribute  to  Rudolph  Valentino)  (Jean  Acker — 
Mrs.  Rudolph  Valentino) — Tenor  With  Violin 

and  Guitar   Vernon  Dalhart 

LIST  FOR  JANUARY  27 

I  Love  You  Truly  (Jacobs-Bond) — Contralto 
W  ith  Orch  Marie  Morrisey 

Long,  Long  Ago  (Bayly) — Contralto  With  Orch., 

Marie  Morrisey 

I've  Got  the  Girl! — Voice  and  Guitar  With 
Piano  (Piano  by  Sammy  Stept)   Nick  Lucas 

Hello  Bluebird  (Friend) — Voice  and  Guitar  With 
Piano  (Piano  by  Sammy  Stept)   Nick  Lucas 

Take  in  the  Sun.  Hang  Out  the  Moon  (Rock  Me 
in  a  Cradle  of  Dreams)  (Lewis-Young-Woods) 
— Comedian  With  Orch.  (Whistling  by  Carson 
Robison)   Wendell  Hall 

I'm  Tellin'  the  Birds,  Tellin'  the  Bees,  How  I 
Love  You  (Brown-Friend) — Comedian  With 
Orch.   (Whistling  by  Carson  Robison), 

Wendell  Hall 

I  Never  Knew  What  the  Moonlight  Could  Do — 
Fox-trot  (Coslow-Spier) — For  Dancing. 

Jack  Denny  and  His  Orch. 

My  Baby  Knows  How! — Fox-trot  (Davis-Akst- 
Richman) — For  Dancing. Ben  Selvin  and  His  Orch. 

Crazy  Quilt — Fox-trot  (Van  Loan) — For  Danc- 
ing The  Wolverines 

You're  Bumin'  Me  Up  (Turning  Me  Down) — 
Fox-trot  (Frisch-Bergere-Forman) — For  Danc- 
ing  The  Wolverines 

Lonely  Acres — Fox-trot  (Robison) — For  Danc- 
ing .  .Ernie  Golden  and  His  Hotel  McAlphin  Orch. 

Everything's  Peaches  (For  Peaches  and  Me) — 
Fox-trot  (Squires) — For  Dancing, 

Ernie  Golden  and  His  Hotel  McAlphin  Orch. 
RECORD  LIST  FOR  FEBRUARY  3 

When  Da-  Is  Done — Fox-trot  (De  Sylva- 
Katscher) — For   Dancing  (With  Vocal  Chorus), 

Harry   Archer  and   His  Orch. 

There  Ain't  No  Maybe  in  My  Baby's  Eyes — 
Fox-trot  (Kahn-Egan-Donaldson) — For  Danc- 
ing  (With  Vocal  Chorus). 

Harry  Archer  and  His  Orch. 

Half  a  Moon  (From  "Honeymoon  Lane") — Fox- 
trot (Reynolds-Dowling-Hanley) — For  Dancing 
(With  Vocal  Chorus), 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 

The  Little  White  House  (From  "Honeymoon 
Lane")  —  Fox-trot  (Dowling-Hanley)  —  For 
Dancing  (With  Vocal  Chorus), 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 

All  Alone  Monday  (From  "The  Ramblers")  — 
Fox-trot  (Kalmar-Ruby) — For  Dancing  (With 
Vocal  Chorus)   Colonial  Club  Orch. 

You  Will — Won't  You?  (From  "Criss-Cross") 
—  Fox-trot  (Caldwell-Harbach-Kern)  —  For 
Dane:ng   (With   Vocal  Chorus). 

Colonial  Club  Orch. 

When  You're  Lonely  (Lucas-Thompson) — Voice 
and  Guitar  With  Piano  (Piano  by  Sammy 
Stept)   Nick  Lucas 

Because  I  Love  You  (Berlin) — Voice  and  Guitar 
With   Celeste   (Celeste  by  Sammy  Slept). 

Nick  Lucas 

'Deed   I    Do    (Hirsch-Rose) —  Vocal    Duet  With 

Piano   Macy-Smalle — "The  Radio  Aces" 

Hello,     Swanee,     Hello     (Coslow-Britt) — Vocal 

Duet  With  Piano  .Macy-Smalle — "The  Radio  Aces" 
La    Boheme — Racconto  de   Uodolfo  (Rudolph's 
Narrative)    (Act    I)    (Puccini) — Tenor  With 

Orch.  (In  Italian)   Mario  Chamlee 

Manon — Ah!   Fuvez  douce  image  (Depart.  Fair 
Vision)    (Act   III)    (Scene   11)    (Massenet)  — 
Tenor  With  Orch.   (In   French)   ..Mario  Chamlee 
Go    Down.    Moses— Negro    Spiritual    (Arr.  by 
Weaver) — Male  Voices. 

University  of  North  Carolina  Glee  Club. 

P.   J.   Weaver.  Director 
I  Couldn't  Hear  Nobody  Pray    Negro  Spiritual 
(Arr.  bv  Weaver)— Male  Voices. 

University   of   North   Carolina  Glee  Club, 
P.   J.   Weaver.  Director 

RECORD  I  1ST  FOR  FEBRUARY  10  : 
Lonely  Eyes— Fox-trot  (Davis-Akst)  -  For  Danc- 
ing (With  Vocal  Duet). 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Who'll    lie   the   One  -Fox  trot    ( Klages Coering- 
Pettis  Bernie)   -  For    Dancing    (W  ith  Vocal 
Duet)  .Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Dreaming  the  Walt/  Away-    Waltz  (Rose-White 
man) — For  Dancing  (With  Vocal  Chorus). 

Ray  Miller  and   His  Orch. 
In  llv  Garden  of  Memory— Waltz  (Buckley) 
For    Dancing    (With    Vocal  Chorus), 

Ray   Miller  and   His  Orch. 
Clap  Yo'  Hands  -Fox  trot— Intro. :  "Fidgety  Feel" 
(From   "Oh,   Kay!")    (Gershwin) — For  nam- 
ing  (Piano   Duet    With  Orch.), 

Phil  Oliman-Victor  Arden  With  Their  Oreh. 
1  in  Do  Do     Fox  not   Intro    ''Someone  to  Watch 
Over   Me"    (Gershwin)     For   Dancing  (Piano 


January  15,  1927 


THE    TALKING    MACHINE  WORLD 


133 


LATEST  RECORD  BULLETINS— (Continued  from  page  132) 


Duet  With  Orch., 

Phil  Ohman-Victor  Arden  With  Their  Orch. 
3246  Star    Spangled    Banner     (Key-Smith)  —  Mixed 

Voices   Toronto  Mendelssohn  Choir, 

Dr.  H.  A.  Fricker,  Conductor 
Scots  Wha  Hae  (Arr.  by  Leslie) — Mixed  Voices, 

Toronto  Mendelssohn  Choir 
Dr.  H.  A.  Fricker,  Conductor 
50090  "1812"  Overture— Part  I  (Solennelle)  (Tschai- 
kowsky) — Symphony  Orch., 

Cleveland  Orch.,  Nikolai  Sokoloff,  Conductor 
"1812"  Overture— Part  II  (Solennelle)  (Tschai- 
kowsky) — Symphony  Orch., 

Cleveland  Orch.,  Nikolai  Sokoloff,  Conductor 
3162  John  Peel  (Old  English  Hunting  Song) — Male 

Voices  ....University  of  Kansas  Men's  Glee  Club, 
Prof.  Thos.  A.  Larremore,  Director, 
Ivan   L.    Roberts,    Student  Director 
I'm  a  Jayhawk  (Bowles)  (Arr.  by  Larremore) — 
Male  Voices, 

University  of  Kansas  Men's  Glee  Club 
Prof.  Thos.  A.  Larremore,  Director, 
Palmer  J.  Stephens,  Student  Director 
3374  Where  Do  You  Work-a,  John?  (Push-a  Push-a 
Push) — Fox-trot    (Weinberg-Marks- Warren) — ■ 

For  Dancing  Six  Jumping  Jacks 

If  You  Can't  Land  'er  on  the  Old  Veranda 
(Then  You  Can't  Land  'er  at  All) — Fox-trot 
(Tobias-Silver) — For  Dancing  .Six  Jumping  Jacks 


Okeh  Records 


40724 


40725 


40727 


40728 


40729 


40722 


40723 


40726 


45071 


45072 


45073 


8420 


8421 


8422 


8423 


40730 


40731 


40735 


JANUARY  3  RELEASE 
POPULAR  DANCE  RECORDS 
Hello!  Swanee,  Hello!  (Coslow-Britt) — Fox-trot, 
Mike  Markels'  Orch. 
Take  in  the  Sun,  Hang  Out  the  Moon  (Rock  Me 
in  a  Cradle  of  Dreams)  (Lewis-Young- Woods) 
— Fox-trot,  with  Chorus  by  Lem  Clegg, 

Arkansaw  Travelers 
Do-Do-Do  (From  "Oh,  Kay!")  (Gershwin-Gersh- 
win)— Fox-trot,  with  Chorus  by  Billy  Jones, 
Vincent  Rizzo  and  His  Hotel  Sylvania  Orch. 
Clap  Yo*  Hands  (From  "Oh,  Kay!")  (Gershwin- 
Gershwin) — Fox-trot,    with    Chorus   by  Billy 
Jones, 

Vincent  Rizzo  and  His  Hotel  Sylvania  Orch. 
I  Can't  Get  Over  a  Girl  Like  You  (Loving  a 
Boy    Like    Me)    (Ruskin-Broones)— Fox-trot, 
with  Chorus  by  Lem  Clegg.  Arkansaw  Travelers 
Brown  Sugar  (Barris) — Fox-trot, 

Arkansaw  Travelers 
Shine  On,   Harvest   Moon   (Norworth-Bayes) — 
Fox-trot,  with  Chorus  by  The  Crooners, 

Justin  Ring's  Yellow  Jackets 
Lonely  Eyes  (Davis-Akst) — Fox-trot,  with  Chorus 
by  The  Crooners. Justin  Ring's  Yellow  Jackets 
You  Broke  My  Heart  (But  Now  I'm  Laughing 
at    You)     (Fall-Jacobson-Condon)  —  Fox-trot, 
with  Chorus  by  Bill  Galper, 

Howard  Israel-Al  Hall  and  Their  Peerless 
Serenaders  of  Al  Tearney's  Town  Club 
I've  Lost   My   Dog   (Buckley) — Fox-trot,  with 
Chorus  by  Al  and  Pete, 

Howard  Israel-Al  Hall  and  Their  Peerless 
Serenaders  of  Al  Tearney's  Town  Club 
POPULAR  VOCAL  RECORDS 
Hello!    Swanee,   Hello!    (Coslow-Britt)— Banjo, 
Piano  and  Traps  Accomp. .The  Peerless  Four 
Take  in  the  Sun,  Hang  Out  the  Moon  (Rock  Me 
in  a  Cradle  of  Dreams)  (Lewis-Young-Woods) 
— Banjo,  Piano  and  Traps  Accomp., 

The  Peerless  Four 
My  Baby  Knows  How  (Davis-Akst-Richman) — 

Tenor,  with  Piano   Seger  Ellis 

It  Made  You  Happy  When  You  Made  Me  Cry 
(Donaldson) — Tenor,  with  Piano.  .Seger  Ellis 
I  Found  a  Million  Dollar  Baby  (In  a  Five  and 
Ten  Cent  Store)    (Rose-Fisher) — Tenor,  with 

Piano  by  Dave  Kaplan  Billy  Jones 

Elsie    Shultz-En-Heim     (Friend-Silver) — Tenor, 

with  Piano  by  Dave  Kaplan  Billy  Jones 

OLD-TIME  TUNE  RECORDS 
Work,  for  the  Night  Is  Coming  (Walker-Mazen) 

— Organ  Accomp  The  Jenkins  Family 

Beautiful  Garden  of  Prayer  (Scroll-Filmore) — 

Organ  Accomp  The  Jenkins  Family 

Sweet  Bunch  of  Daisies — Singing,  with  Guitar, 

Charlie  Newman 
Rock  All   Our  Babies  to   Sleep— Singing,  with 

Guitar  and  Yodeling  Charlie  Newman 

Portland  Fancy — Square  Dance,  with  Two 
Fiddles,,  Clarinet,  Piano  and  Drums, 

Plymouth  Vermont  Old  Time  Barn  Dance 
Orchestra,  with  Uncle  John  Wilder 
Lady   Washington    Reel— Straight    Dance,  with 
Two  Fiddles,  Clarinet,  Piano  and  Drums, 

Plymouth  Vermont  Old  Time  Barn  Dance 
Orchestra,  with  Uncle  John  Wilder 
RACE  RECORDS 
Pratts  City  Blues  (Hill-Jones) — Contralto,  with 
Piano  by  R.  M.  Jones  and  Trumpet  by  Louis 

Armstrong   Bertha  "Chippie"  Hill 

Pleadin'  for  the  Blues  (Hill-Jones)— Contralto, 
with  Piano  by  R.  M.  Jones  and  Trumpet  by  L. 

Armstrong   Bertha  "Chippie  Hill 

My  Soul  Be  on  Thy  Guard— Spiritual— Sermon, 

Rev.  H.  R.  Tomlin,  Assisted  by  Rigolette  Quintet 
Come  Ye  That  Love  the  Lord — Spiritual— Sermon, 
Rev.  H.  R.  Tomlin,  Assisted  by  Rigolette  Quintet 
Milk  Cow  Blues  (Freddie)— Singing,  with  Guitar, 

Papa  Freddie 

Muddy   Water   Blues    (Freddie)— Singing,  with 

Guitar   ■,-P?-P,a  Freddie 

Big  Butter  and  Egg  Man  From  the  West  (yen- 
able) — Fox-trot,  with  Chorus  by  Louis  Arm- 
strong and  May  Alix, 

Louis  Armstrong  and  His  Hot  Five 
Sunset  Cafe  Stomp  (From  "Sunset  Cafe  Revue  ) 
(Venable)— Fox-trot,  with  Chorus  by  May  Alix, 
Louis  Armstrong  and  His  Hot  Five 
TANUARY   15  RELEASE 
POPULAR  DANCE  RECORDS 
Pretty  Lips  (Donaldson-Straight) — Fox-trot,  with 
Chorus  by  Tom  Stacks, 

Harry  Reser's  Jazz  Pilots 
That's    a    Good    Girl    (Berlin)— Fox-trot,  with 
Chorus  by  Tom  Stacks, 

Harry  Reser's  Jazz  Pilots 
What's  the  Use  of  Crying,  (Kendel-Forbstein) 
—Fox-trot,  with  Chorus  by  Arthur  Hall, 

Harry  Raderman's  Red  Hotters 
A   Little   Music   in   the   Moonlight  (Crossman- 
Stanley)—  Fox-trot,    with    Chorus    by  Arthur 

Hall   Harry  Raderman's  Red  Hotters 

(I've  Grown  So  Lonesome)  Thinking  of  You 
(Donaldson-Ash)— Fox-trot,  with  Chorus  by 
Sammy  Fain  and  Artie  Dunn, 

The  Happy  Hour  Orch. 
Who    Do    You    Love?    (From    Earl  Carroll's 
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"Vanities")  (Klages-Frey-Rich)  —  Fox-trot, 
with  Chorus  by  Sammy  Fain  and  Artie  Dunn, 

The  Happy  Hour  Orch.  10 

40736  Wouldn't  You?  (From  "Greenwich  Village  Fol- 

lies") (Murphy)- — Fox-trot, 

Harry  Raderman's  Red  Hotters  10 
Sunday  (Miller-Cohn-Stein-Krueger) — Fox-trot, 

Harry  Raderman's  Red  Hotters  10 

40737  You  Will,   Won't  You?   (From  "Criss-Cross") 

(Caldwell-Harbach-Kern)  — ■  Fox-trot,  with 

Chorus  by  Lem  Cleg  Mike  Markers  Orch.  10 

Never  Without  You  (Davis-Burke) — Fox-trot, 
with  Chorus  by  Lem  Cleg, 

Mike  Markels'  Orch.  10 
POPULAR  VOCAL  RECORDS 

40732  Angel   Eyes    (Lewis-Young-Santly) — Tenor-Bari- 

tone, with  Piano   Okeh  Kut-Ups  10 

Cock-a-Doodle,  I'm  Off  My  Noodle,  My  Baby's 
Back  (Johnson-Sherman-Tobias)  —  Tenor-Bari- 
tone, with  Piano   Okeh  Kut-Ups  10 

40733  Rags    (Kahal-Fain-Silver-RichmanJ  —  Contralto, 

with  Accomp.  by  Justin  Ring  Trio. Alma  Rotter  10 
To-night  You  Belong  to  Me  (Rose-David) — Con- 
tralto, with  Accomp.  by  Justin  Ring  Trio, 

Alma  Rotter  10 

40734  Kiss  Your  Little  Baby,  Good-night!  (Donaldson- 

Straight) — Tenor,  with  Piano  Seger  Ellis  10 

Have    You    Forgotten?    (Yellen-Ager) — Tenor, 

with  Piano   Seger  Ellis  10 

OLD-TIME  TUNE  RECORDS 

45074  Aunt  Hager's  Blues — Two  Guitars  and  Mandolin, 

Scottdale  String  Band  10 
Southern  Blues  (Head-Pritchett-Freeman) — Two 
Guitars  and  Mandolin. . Scottdale  String  Band  10 

45075  Down  Among  the  Hills  of  Tennessee — Singing, 

with  Guitar     Morgan  Dennan 

Naomi  Wise — Singing,  with  Guitar, 

Morgan  Dennan  10 

45076  Just  an  Old- Fashioned  Gospel  Is  Needed  To-day 

(Grum) — Sacred  Vocal  Duet,  with  Piano, 

Rev.  and  Mrs.  C.  A.  Dougherty  10 
No  Disappointment  in  Heaven  (Lehman) — Sacred 
Vocal  Duet,  with  Piano, 

Rev.  and  Mrs.  C.  A.  Dougherty  10 
RACE  RECORDS 

8424  Plantations  Joys  (Russell) — Fox-trot, 

Luis  Russell's  Heebie  Jeebie  Stompers  10 
Please  Don't  Turn  Me  Down  (Barbarian) — Fox- 
trot  ...Luis  Russell's  Heebie  Jeebie  Stompers  10 

8425  Bouncing  Blues  (Welsh) — Baritone,  with  Piano 

by  R.  M.  Jones  and  Fiddle  by  C.  Black, 

Nolan  Welsh  10 
Nolan  Welsh's  Blues   (Welsh-Jones) — Baritone, 
with  Piano  by  R.  M.  Jones  and  Fiddle  by  C. 
Black   Nolan  Welsh  10 

8426  Everybody's  Down  on  Me  (Davis)— Sermon,  with 

Singing   Deacon  Leon  Davis  10 

Didn't  It  Rain  (Davis) — Sermon,  with  Singing, 

Deacon  Leon  Davis  10 

8427  Mournful     Blues     (Delaney) — Contralto,  with 

Accomp.  by  Trombone,  Cornet  and  Piano, 

Sara  Martin  10 
George    Stockade    Blues    (Delaney) — Contralto, 

with  Accomp.  by  Trombone,  Cornet  and  Piano, 

Sara  Martin  10 

8428  Religion  Is  a  Fortune — Spiritual, 

Wheat  Street  Female  Quartet  of  Atlanta  10 
My  Way  Is  Cloudy — Spiritual, 

Wheat  Street  Female  Quartet  of  Atlanta  10 

8429  The  Blind  Man  by  the  Wayside — Spiritual;  Ser- 

mon, wifh  Singing   Rev.  J.  M.  Gates  10 

I'm  Gonna  Die  a  Witness — Spiritual;  Sermon, 
with  Singing   Rev.  J.  M.  Gates  10 


Vocalion  Records 


RECORD  LIST  FOR  JANUARY  20 
15486  Take  in  the  Sun,  Hang  Out  the  Moon  (Rock  Me 
in  a  Cradle  of  Dreams)  (Lewis- Young- Woods) 
— For  Dancing  (With  Vocal  Chorus), 

Tuxedo  Orch. 
Don't  Be  Angry  With  Me — Fox-trot  (Donald- 
son)— For   Dancing   (With   Vocal  Chorus), 

Jay's  Chelsea  Orch. 
15482  I've   Grown   So   Lonesome  Thinking  of  You — 
Fox-trot    (Donaldson-Ash) — For  Dancing 
(With  Vocal  Trio), 

The  Ambassadors,  Direction  of  Louis  Katzman 
If  I'd  Only  Believed  in  You — Fox-trot  (Davis- 
Akst) — For  Dancing  (With  Vocal  Trio), 

The  Ambassadors,  Direction  of  Louis  Katzman 
15493  Some  Day  Sweetheart — Fox-trot  (Spikes  Bros.) — 
For  Dancing, 

King  Oliver  and  His  Dixie  Syncopators 
Dead     Man     Blues — Fox-trot     (Morton)  —  For 
Dancing  .King  Oliver  and  His  Dixie  Syncopators 

15488  Ev'rything's  Peaches  (For  Peaches  and  Me) — 

Fox-trot  (Squires) — For  Dancing, 

The  Bostonians 
You're  Burnin'  Me  Up  (Turnin'  Me  Down) — 
Fox-trot   (Frisch-Bergere-Gorman) — For  Danc- 
ing  The  Tennessee  Tooters 

15491  Long  Ago  (Robison) — Tenor  With  Violin  and 

Guitar   Vernon  Dalhart 

We  Will  Meet  at  the  End  of  the  Trail  (A 
Tribute  to  Rudolph  Valentino)  (Jean  Acker- 
Mrs.  Rudolph  Valentino) — Tenor  with  Violin 

and  Guitar   Vernon  Dalhart 

5028  Hand  Me  Down  My  Walking  Cane — Vocal  Duet 
With  Harmonica,  Mandolin  and  Guitar, 

Lester  McFarland-Robt.  A.  Gardner 
I  Was  Born  Four  Thousand  Years  Ago — Vocal 
Duet  With  Harmonica,  Mandolin  and  Guitar, 

Lester  McFarland-Robt.  A.  Gardner 
5045  Don't  Let  Your  Deal  Go  Down— Tenor  With 

Violin,  Harmonica  and  Guitar   ..Vernon  Dalhart 
Billy   Richardson's   Last   Ride  (Meeks-Robison) 
— Tenor  With  Violin,  Harmonica  and  Guitar, 

Vernon  Dalhart 
RECORD  LIST  FOR  JANUARY  27 

15489  I  Never  Knew  What  the  Moonlight  Could  Do 

— Fox-trot  (Coslow-Spier) — For  Dancing, 

Frivolity  Club  Orch. 
Some   Day — Fox-trot    (Spier-Polla) — For  Danc- 
ing  Frivolity  Club  Orch. 

15490  Lonely   Acres — Fox-trot    (Robison) — For   Dane-  _ 

ing   The  Bostonians 

My  Baby  Knows  How — Fox-trot  (Davis-Akst- 
Richman) — For  Dancing  (With  Vocal  Chorus), 

Kensington  Serenaders 
15485  Take  in  the  Sun,  Hang  Out  the  Moon  (Rock 
Me  in  a  Cradle  of  Dreams)    (Lewis- Young- 
Woods) — Comedienne  With  Orch..  .Peggy  English 
Who'll    Be    the    One?  (Klages-Goering-Pettis- 
Bernie) — Comedienne  With  Orch. ...  Peggy  English 

8003  El  Faisan— Waltz   (Miguel  Lerdo  de  Tejada)— 

For  Dancing   The  Castilians 

Debajo  de  un  Sombrero — Fox-trot  (J.  del  Moral- 
Federico  Ruiz)— For  Dancing   The  Castilians 

8004  Los   Yaquis    (Cancion   Mevicana)    (Del  Moral 


Cervantes) — Baritone  With   Orch.    (In  Span- 
ish)  Juan  Pulido  With  The  Castilians 

Le  Negra  Noche  (Dark  Night)  (Uranga) — Bari- 
tone With  Orch  .(In  Spanish), 

Juan  Pulido   With  The  Castilians 
RECORD  LIST  FOR  FEBRUARY  3 

Where  Do  You  Work-a,  John?  (Push-a  Push-a 
Push) — Fox-trot  (Weinberg-Marks-Warren) — 
For  Dancing  (With  Vocal  Chorus)  .Six  Hayseeds 

Oh!  How  I  Love  Bulgarians — Fox-trot  (Dixon- 
Henderson)  —  For  Dancing  (With  Vocal 
Chorus)   Tuxedo  Orch. 

Washboard  Blues — Fox-trot  (Carmichael-Calla- 
han-Mills) — For  Dancing, 

Red  Nichols  and  His  Five  Pennies 

That's  No  Bargain — Fox-trot  (Nichols) — For 
Dancing   Red  Nichols  and  His  Five  Pennies 

Deliverance  Will  Come — Voice  and  Banjo, 

Uncle  Dave  Macon 

Uncle  Dave's  Beloved  Solo — Voice  and  Banjo, 

Uncle  Dave  Macon 

You  Can  Tell  the  World  About  This— Sermon 
With  Singing, 

Rev.  J.  M.  Gates  and  His  Congregation 

Four  and  Twenty  Elders — Sermon  With  Singing, 

Rev.  J.  M.  Gates  and  His  Congregation 

Tack  Annie — Fox-trot  (Barbarin-Oliver) — For 
Dancing  ..King  Oliver  and  His  Dixie  Syncopators 

New  Wang  Wang  Blues — Fox-trot  (Busse-John- 
son-Mueller) — For  Dancing, 

King  Oliver  and  His  Dixie  Syncopators 

El  Novillo  Despuntado  (The  Mull  With  the 
Blunted  Horns)  (Cancion  Popular  Mexi- 
cana)  (Rep.  Rapa-Rubio) — Vocal  Duet  With 
Guitars   Noloesca-Ramirez 

La  Mula  (The  Mule)  (Rep.  Rapa-Rubio)  (Can- 
cion Popular  Mexicana) — Vocal  Duet  With 
Guitars   Noloesca-Ramirez 

Yiddish  Yiddish  Yiddish  (Gilrod-Sandler)  — 
Tenor  With  Orch  (In  Yiddish)  ..Aaron  Lebedeff 

Siomka  Wert  a  Chusen  (Siomka  Becomes  a 
Groom)  (Gilrod-Sandler)— Tenor  With  Orch. 
(In  Yiddish)   Aaron  Lebedeff 

There  Ain't  No  Maybe  in  My  Baby's  Eyes — 
Fox-trot  (Kahn-Egan-Donaldson) — For  Danc- 
ing (With  Vocal  Chorus)   Vanderbilt  Orch. 

Lonely  Eyes — Fox-trot  (Davis-Akst) — For  Danc- 
ing (With  Vocal  Chorus)   Vanderbilt  Orch. 

RECORD  LIST  FOR  FEBRUARY  10 

When  Day  Is  Done — Fox-trot  (De  Sylva- 
Katscher) — For  Dancing  (With  Vocal  Chorus), 

Vanderbilt  Orch. 

Who'll  Be  the  One — Fox-trot  (Klages-Goering- 
Pettis-Bernie) — For  Dancing  (With  Vocal 
Chorus)   Al  Goering's  Collegians 

Crazy  Quilt — Fox-trot  (Van  Loan) — For  Danc- 
ing  Tennessee  Tooters 

Fire! — Fox-trot  (Gay- Whiting) — -For  Dancing 
(With  Vocal  Chorus)   Six  Hayseeds 

Atlanta  Black  Bottom — Fox-trot — For  Dancing, 

Fess  Williams'  Royal  Flush  Orch. 

High  Fever — Fox-trot  (Sanders) — For  Dancing, 

Fess  Williams'  Royal  Flush  Orch. 

Where  Do  You  Work-a,  John?  (Weinberg-Marks- 
Warren) — Tenor  With  Piano   Arthur  Brown 

If  My  Baby  Cooks  As  Good  As  She  Looks 
(Kahal-Carroll) — Tenor  With  Piano. Arthur  Brown 

Kitty  Wells — Instrumental  (Al  Hopkins,  Vocal- 
ist)  Hill  Billies 

Betsy  Brown — Instrumental  (Al  Hopkins,  Vocal- 
ist Hill  Billies 

Something's  Always  Sure  to  Tickle  Me — -Voice 
and  Banjo   Uncle  Dave  Macon 

In  the  Good  Old  Days  of  Long  Ago — Voice 
and  Banjo   Uncle  Dave  Macon 

Besame — Vals  (Kiss  Me)  (Grever) — For  Danc- 
ing  Meximarimba  Band 

Cuando  Te  Alejas  De  Mi  Lado — Vals  Hawaiana 
(When  You  Leave  My  Side)  (Garcia) — For 
Dancing   Meximarimba  Band 


15500 


15498 


5001 


1053 


1049 


8005 


13043 


15502 


15501 


15487 


1058 


15499 


5018 


5004 


8010 


Pathe  Phono  &  Radio  Corp. 

DANCE  RECORDS 

36553  I'm  Tellin'  the  Birds,  Tellin'  the  Bees,  How  I 

Love   You — Fox-trot,   with  Vocal   Chorus  by 
Arthur  Fields  ....Willie  Creager  and  Entertainers 
Who'll    Be    the    One? — Fox-trot,    with  Vocal 
Chorus  by  Arthur  Fields, 

Willie  Creager  and  Entertainers 

36554  We'll    Have    a    Kingdom    (From    "The  Wild 

Rose") — Fox-trot,  with  Vocal  Chorus  by  Arthur 

Fields   Willie  Creager  and  Entertainers  10 

Brand  New  Mama — Fox-trot  Golden  Gate  Orch. 

36555  Idolizing — Fox-trot,  with  Vocal  Chorus  by  John 

Ryan   John  Sylvester  and  His  Orch. 

All  Night  Long — Fox-trot,  with  Vocal  Chorus  by 
John  Ryan   Miami  Troupe 

36556  I've  Got  the  Girl — Fox-trot,  with  Vocal  Chorus 

by  John  Ryan  John  Sylvester  and  His  Orch. 

(Continued  on  page  134) 


134 


THE    TALKING    MACHINE  WORLD 


January  IS,  1927 


LATEST  RECORD  BULLETINS—  (Continued  from  page  133) 


Tuck  in  Kentucky  (And  Smile) — Fox  trot,  with 
Vocal  Chorus  by  John  Ryan, 

Lee  Morse's  Blue  Grass  Boys 

36557  Heebie  Jeebies — Fox-trot   The  Red  Heads 

Black  Bottom  Stomp — Fox  trot  The  Red  Heads 

3655S  I'll  Fly  to  Hawaii, 

Phil  Hughes  and  His  High  Hatters 
Don't  You  Remember? — Vocal  Chorus  by  Tom 
Stacks   Phil  Hughes  and  His  High  Hatters 

36559  Sweet  Thing — Vocal  Chorus  by  Arthur  Fields, 

Van  and  His  Orch. 
Who     Are     You     Vamping     Tonight? — Vocal 
Chorus  by  Arthur  Fields  Van  and  His  Orch. 

36560  Fire — Vocal  Chorus  by  Tom  Stacks, 

Phil  Hughes  and  His  High  Hatters 
Hot  Puppy  Papa — Vocal  Chorus  by  John  Ryan, 

Miami  Troupe 

36561  Do-Do-Do   (From   "Oh,  Kay!") — Vocal  Chorus 

by  Arthur  Fields. Willie  Creager  and  Entertainers 
We  Were  Meant  for  Just  One  Another — Vocal 
Chorus  by  John  Ryan  Miami  Troupe 

36562  Thinking  of  You — Vocal  Chorus  by  John  Ryan, 

The  Virginia  Creepers 
Piano  Tuner's  Dream,  "American  Suite  No.  2," 

Deep  River  Orch. 

36563  Angel  Eyes — Vocal  Chorus  by  John  Ryan, 

The  Virginia  Creepers 
Darby   Hicks,   "American   Suite  No.  3," 

Deep  River  Orch. 

36564  Oh,  How  She  Could  Play  the  Ukulele— Vocal 

Chorus  by  John  Ryan  The  Virginia  Creepers 

When  I'm  in  Your  Arms — Vocal  Chorus  by  John 
Ryan   The  Virginia  Creepers 

36565  The  Chant   Original  Memphis  Five 

One  Sweet  Letter  From  You. Original  Memphis  Five 

36566  Take  in  the  Sun,  Hang  Out  the  Moon. 

Willard  Robison  Orch. 
Calling   Willard  Robison  Orch. 

36567  Some  Day   Don  Voorhees  and  His  Orch. 

The  Sphinx   Don  Voorhees  and  His  Orch. 

36568  Old  Folk's  Shuffle— Clarinet  Solo  Jimmy  Lytell 

Red  House  Blues — Clarinet  Solo  Jimmy  Lytell 

25200  I'm  Tellin'  the  Birds,  Tellin'  the  Bees,  How  I 

Love  You — Voice  and  Orchestra, 

Cliff  Edwards  and  His  Hot  Combination 
I  Never  Knew  What  the  Moonlight  Could  Do — 
Voice  and  Orchestra   Cliff  Edwards 

25201  The   Little   White    House    (From  "Honeymoon 

Lane") — Voice  and  Orchestra. 

Lee  Morse  and  Her  Blue  Grass  Boys 
Lonely  Nights — Voice  and  Guitar. .  .Miss  Lee  Morse 

25202  Jersey  Walk  (From  "Honeymoon  Lane") — Voice 

and  Orchestra, 

Lee  Morse  and  Her  Blue  Grass  Boys 
With  All  My  Heart — Voice  and  Orchestra, 

Lee  Morse  and  Her  Blue  Grass  Boys 

32222  My   Baby  Knows — Voice,  with   Piano  Accomp. 

by  I.  Brotzsky   Annette  Hanshaw 

Calling  Me  Home — Voice,  with  Own  Accomp.  on 
Violin   Annette  Hanshaw 

32226  Do-Do-Do    (From    "Oh.    Kay !")— Voice,  with 

Piano  Accomp.  by  I.  Brotzsky. .  .Annette  Hanshaw 
If  I'd  Only  Believed  in  You — Voice,  with  Piano 
Accomp.  by  I.  Brotzsky  Annette  Hanshaw 

32223  For  My  Sweetheart — Voice  and  Orchestra, 

Jay  C.  Flippen  and  His  Gang 
Short  and  Sweet — Voice  and  Orchestra, 

Jay  C.  Flippen  and  His  Gang 
32225  Moonlight  on  the  Ganges — Voice  and  Piano. 

Willard  Robison 

Harlem  Blues — Voice  and  Piano ...  .Willard  Robison 
POPULAR  VOCAL  RECORD 

32224  It  Made  You  Happy  When  You  Made  Me  Cry 

— Tenor   Jimmy  Flynn 

Wishing — Tenor   Jimmy  Flynn 

32227  Climbing  Up  the  Ladder  of  Love   (From  Earl 

Carroll's  "Vanities") — Vocal  Duet. 

Smith  Bros.  (Lambert  and  Hillpot) 
In  a  Little  Garden — Vocal  Duet, 

Smith  Bros.  (Lambert  and  Hillpot) 
NOVELTY  RECORD 
21175  Christmas  Morning  at  Clancy's— Descriptive, 

Steve  Porter  and  Co. 
Casey's  Birthday  Party — Novelty, 

Russell  Hunting  (The  Original  Michael  Casey) 


322-H 

307-  H 
320-H 

305-H 

308-  H 
323  H 

318-H 
321  H 

315  H 
314-H 

313  II 


Harmony  Records 


DANCE  SELECTIONS 
Sidewalk  Blues — Fox-trot   (Vocal   Chorus  by 
Hal  White, 

Ross    Gorman    and    His  Virginians 
Come  Day — Go  Day — Fox-trot  (Vocal  Chorus 
by  Hal  White. 

Ross    Gorman    and    His  Virginians 
When  I'm  in  Your  Arms — Fox-trot, 

Tommy  Christian  and  His  Orch. 
The  Sphinx — Fox-trot, 

Lou   Gold  and   His  Orch. 
Here  or  There  (As  Long  As  I'm  With  You) 
— Fox-trot   (Vocal  Chorus  by  Frank  Corn- 
well)   Frank  Cornwell  and  His  Orch. 

Since  I  Found  You — Fox-trot  (Vocal  Chorus 
by  Frank  Cornwell). 

Frank  Cornwell  and  His  Orch. 
I'd  Love  to  Call  You  My  Sweetheart — Fox- 
trot (Vocal  Chorus  by  Paul  Hagan), 

The  Astorites 
A  Little  Music  in  the  Moonlight — Fox-trot, 

The  Harmonians 
Where     Do    You     Work-a,     John — Fox-trot 
(Vocal  Chorus  by  Tom  Stacks). 

The  Night  Club  Orch. 
Yiddisha  Charleston — Fox-trot, 

W.  M.  C.  A.  Broadcasters 
There's  a  Little  White  House  (From  "Earl 
Carroll's     Vanities")  —  Foxtrot  (Vocal 
Chorus  by  Johnny  Ryan. 

Bar  Harbor  Society  Orch. 
Climbing   Up   the    Ladder   of   Love  (Vocal 
Chorus  by  Irving  Kaufman), 

Lou  Gold  and  His  Orch. 

Nifia — Fox-trot   Royal  Troubadours 

Sumatra — Fox-trot  (Vocal  Chorus  by  Ed- 
win Grosso)   Royal  Troubadours 

There  Ain't  No  Maybe  in  My  Baby's  Eyes 
— Foxtrot  (Vocal  Chorus  by  Robert  Ben- 
jamin)  The  Harmonians 

Tell  Me  To-night— Fox-trot  (Vocal  Chorus  by 

Johnny  Ryan)   The  Harmonians 

Never  Without  You — Fox-trot  (Vocal  Chorus 

by  Edwin  Grosso)  Royal  Troubadours 

Too  Many  Kisses  in  the  Summer — Fox-trot, 
Manhattan  Dance  Makers 
Clap   Yo'   Hands   (From   "Oh,   Kay!")— Fox- 
trot   (Vocal   Chorus  by   Irving  Kaufman), 
Lou  Gold  and  His  Orch. 
Do-Do-Do    (From    "Oh,    Kay!")  —  Fox-trot 
(Vocal  Chorus  by  Irving  Kaufman), 

Lou  Cold  and  His  Orch. 
Angel  Eyes — Fox-trot     (Vocal     Chorus  by 
Arthur  Fields)  ..Manhattan  Dance  Makers 
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I   Need  Lovin' — Fox-trot   (Vocal  Chorus  by 
Arthur  Fields)   ..Manhattan  Dance  Makers 

316-  H  It  Takes  a  Good  Woman   (To  Keep  a  Good 

Man  at  Home) — pox-trot  (Vocal  Chorus  by 

Arthur  Fields)   University  Six 

Wait'll  You  See   (My  Brand  New  Mama) — 
Fox-trot   University  Six 

311-  H  Original     Black     Bottom     Dance  —  Fox-trot 

(Vocal  Chorus)   Georgia  Strutters 

VOCAL  SELECTIONS 
306-H  It  Made  You  Happy  When  You  Made  Me 

Cry — Vocal   Honey  Duke  and  His  Uke 

I've  Grown  So  Lonesome  (Thinking  of  You) 
— Vocal  Honey  Duke  and  His  Uke 

309-  H  Cherie,  I  Love  You — Novelty  Singing  Quartet, 

The  Harmonizers 
Take  in  the   Sun,   Hang  Out  the  Moon — 
Novelty  Singing  Quartet.. The  Harmonizers 

317-  H  If  All  the  Stars  Were  Pretty  Babies — Vocal, 

Irving  Kaufman 
You  Know — I  Know  Everything's  Made  for 
Love — Novelty  Singing  Quartet. 

The  Harmonizers 

312-  H  I  Don't  Want  to  Forget — Vocal, 

The  Melody  Man  (Joe  Davis) 
I've  Lost  All  My  Love  for  You — Vocal, 

The  Melody  Man  (Joe  Davis) 
319-H  Stay  Away  From  My  Man — Vocal  Duet, 

The  Record  Boys 
Brother  Pollasses'  Sermon  on  the  Letter  F 
— Vocal   Al  Bernard 

310-  H  Hello!    Swanee— Hello!— Vocal    .Beth  Challis 

If  You  Can't  Land  'Er  on  the  Old  Veranda 
—Vocal   Beth  Challis 
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Regal  Records 


DANCE  RECORDS 
Thinking   of  You — Fox-trot. 

Sam  Lanin's  Dance  Orch. 

'Deed  I  Do — Fox-trot  Al  Lentz's  Dance  Orch. 

Tell  Me  To-night — Fox-trot.  .Hollywood  Dance  Orch. 
Just  a  Little  Bunch  of  Red,  Red  Roses — Fox- 
trot  Hollywood  Dance  Orch. 

In  a  Little  Spanish  Town — Waltz, 

Adrian  Schubert's  Salon  Orch. 
My  Sweetheart  Waltz — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Do-Do-Do    (From    "Oil,    Kay!")— Fox-trot, 

Imperial  Dance  Orch. 
Clap  Yo'  Hands  (From  "Oh,  Kay!") — Fox-trot, 

Imperial  Dance  Orch. 
Angel  Eyes — Fox-trot   ....Sam  Lanin's  Dance  Orch. 

Love  Moon — Fox-trot   Missouri  Jazz  Band 

Mellophone  Stomp — Fox-trot, 

Ken  Meyer's  Novelty  Trio 
Echoes  From  Oklahoma — Fox-trot, 

Ken  Meyer's  Novelty  Trio 
It  Made  You  Happy  When  You  Made  Me  Cry 

— Fox-trot   Willie  Creager's  Dance  Orch. 

Delilah — Fox-trot   Hollywood  Dance  Orch. 

Take  in  the  Sun,  Hang  Out  the  Moon — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Never  Without  You — Fox-trot. Imperial  Dance  Orch. 
Ev'rything's  Made  for  Love — Fox-trot, 

Willie  Creager's  Dance  Orch. 
Lovely  Eyes — Fox-trot. Willie  Creager's  Dance  Orch. 
VOCAL  RECORDS 

I  Can't  Get  Over  a  Girl  Like  You — Tenor  Solo, 

with  Orch.  Accomp  ..Irving  Kaufman 

Lazy  River — Tenor  Solo,  with  Piano  Accomp., 

Charles  Keene 

Sunday — Contralto  Solo. Evelyn  Preer  and  Her  Gang 
Cock-a-Doodle — I'm  Off  My  Noodle,  My  Baby's 

Back — Contralto  Solo. Evelyn  Preer  and  Her  Gang 
To-night  You  Belong  to  Me — Tenor  Solo,  with 

Orch.  Accomp  Irving  Kaufman 

I'm   Looking  for   a   Girl  Named   Mary — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

Where  Do  You  Work-a,  John, — Male  Duet,  with 

Piano  Accomp  The  Radio  Imps 

She  Said  and  I  Said — Male  Duet,  with  Piano 

Accomp  The  Radio  Imps 

Rags — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
Let's  Forgive  and  Forget — Baritone  Solo,  with 

Orch.   Accomp  .....Arthur  Fields 

Hello,  Bluebird — Baritone  Solo,  with  Orch.  Ac- 
comp Arthur  Fields 

While   I   Have   You — Tenor   Solo,   with  Piano 

Accomp  Charles  Keene 

I'm  Tellin'  the  Birds,  How  I  Love  You — Male 

Duet,  with  Piano  Accomp  The  Radio  Imps 

Tired  Hands — Tenor  Solo,  with  Orch.  Accomp., 

Billy  Burton 
The   Little   White   House    (From  "Honeymoon 

Lane") — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
Precious — Tenor  Solo,  with  Piano  Accomp., 

Charles  Keene 

HAWAIIAN  RECORD 
Aloma — Hawaiian  Guitar  Duet,  with  Vocal  Re- 
frain   Ferera-Paaluhi 

Hawaiian    Love    Nest — Hawaiian    Guitar  Duet, 

with  Vocal  Refrain   Ferera-Paaluhi 

For    My    Sweetheart — Banjo    Solo,    with  Vocal 

Refrain   Eddie  Peabody 

'Deed  I  Do — Banjo  Solo,  with  Vocal  Refrain, 

Eddie  Peabodv 

RACE-  RECORDS 
I've    Left    This    World    Behind — Sermon,  with 

Choir   Rev.  J.  M.  Gates 

The    Funeral    Train    a-Coming — Sermon,  with 

Choir   Rev.  J.  M.  Gates 

I  Knew  I  Got  Religion,  Yes,  Yes — Sermon,  with 

Choir   Rev.  J.  M.  Gates 

Death's  Black  Train — Sermon,  with  Choir. 

Rev.  J.  M.  Gates 
I  Needs  a  Plenty  Grease  in  My  Frying  Pan — 

Comedienne,  with  Jazz  Band  Accomp. ..  Mandy  Lee 
Crap  Shootin'  Papa,  Mama  Done  Caught  Your 
Dice — Comedienne,  with  Jazz  Band  Accomp., 

Mandy  Lee 


Banner  Records 


1S86 
1887 
1S88 

1889 
1890 
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1899 
1900 

2139 

1901 

1902 
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Take  in  the  Sun,  Hang  Out  the  Moon — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

Love  Moon — Fox-trot   Imperial  Dance  Orch. 

Ev'rything's  M?de  for  Love — Fox-trot, 

Willie  Creager's  Dance  Orch. 

Delilah — Fox-trot   Imperial  Dance  Orcn. 

Do-Do-Do   (From  "Oh,  Kay!")— Fox-trot, 

Missouri  Jazz  Band 
Clap  Yo'  Hands  (From  "Oh,  Kay!") — Fox-trot, 

Missouri  Jazz  Band 
Tell  Me  To-night — Fox-trot  .Imperial  Dance  Orch. 
'Deed  I  Do — Fox-trot  ....Al  Lentz's  Dance  Orch. 
It  Made  You  Happy  When  You  Made  Me  Cry 

— Fox-trot   Willie  Creager's  Dance  Orch. 

Lonely  Eyes — Fox-trot  .Willie  Creager's  Dance  Orch. 
Mellophone   Stomp — Fox-trot, 

Ken  Moyer's  Novelty  Trio 
Echoes   From   Oklahoma — Fox-trot, 

Ken  Moyer's  Novelty  Trio 
VOCAL  RECORDS 
To-night  You  Belong  to  Me — Tenor  Solo,  Orch. 

Accomp  Irving  Kaufman 

Let's  Forgive  and  Forget — Baritone  Solo,  Orch. 

Accomp   Arthur  Fields 

Where    Do    You    Work-a,    John? — Male  Duet, 

Piano  Accomp  The  Radio  Imps 

She   Said  and  I   Said — Male  Duet,   Piano  Ac- 
comp The  Radio  Imps 

I  Can't  Get  Over  a  Girl  Like  You — Tenor  Solo, 

Orch.  Accomp  Irving  Kaufman 

Precious — Tenor    Solo,    Orch.  Accomp., 

Charles  Keene 

Sunday — Contralto  Solo. Evelyn  Preer  and  Her  Gang 
Cock-a-Doodle — I'm  Off  My  Noodle,  My  Baby's 

Back — Contralto  Solo. Evelyn  Preer  and  Her  Gang 
Hello  Bluebird — Baritone  Solo,  Orch.  Accomp., 

Arthur  Fields 
Lazy  River — Tenor  Solo,  Piano  Accomp., 

Charles  Keene 
The   Little   White   House    (From  "Honeymoon 
Lane") — Tenor  Solo,  Orch.  Accomp., 

Irving  Kaufman 
I'm   Looking  for  a   Girl   Named   Mary — Tenor 

Solo,  Orch.  Accomp  Irving  Kaufman 

I'm  Tellin'  the  Birds,  How  I  Love  You — Male 

Duet,  Piano  Accomp  The  Radio  Imps 

While  I  Have  You — Tenor  Solo,  Piano  Accomp., 

Charles  Keene 

Rags — Tenor  Solo,  Orch.  Accomp. ..  Irving  Kaufman 
Tired  Hands — Tenor  Solo,  Orch.  Accomp., 

Billy  Burton 
For  My  Sweetheart — Banjo  Solo,  Vocal  Refrain, 

Eddie  Peabody 
'Deed  I  Do — Banjo   Solo,  Vocal  Refrain, 

Eddie  Peabody 

HAWAIIAN  RECORD 
Aloma — Duet,  Hawaiian  Guitars — Vocal  Refrain, 

Ferera-Paaluki 
Hawaiian   Love   Nest — Duet,   Hawaiian  Guitars 

Vocal   Refrain   Ferera-Paaluki 

RACE  RECORDS 
Crap  Shootin'  Papa,  Mama  Done  Caught  Your 
Dice — Comedienne,  Jazz  Band  Accomp., 

Mandy  Lec 

I  Needs  a  Plenty  Grease  in  My  Frying  Pan — 

Comedienne,  Jazz  Band  Accomp.  ...Mandy  Lee 
Death's  Black  Irain — Sermon  With  Choir, 

Rev.  J   M.  Gate;. 
I  Know  I  Got  Religion,  Yes,  Yes — Sermon  With 

Choir   Rev.  J.  M.  Gates 

The    Funeral    Train  A-Coming — Sermon  With 

Choir   Rev.  J.  M.  Gates 

I've    Left    This    World    Behind — Sermon  With 

Choir  Rev.  J.  M.  Gatej 


Domino  Records 


DANCE  RECORDS 

1883  Angel  Eyes — Fox-trot  Sam  Lanin's  Dance  Orch. 

Never  Without  You-  Fox  trot. 

Hollywood  Dance  Orch. 

1884  Thinking  of  You — Fox-trot. Sam  Lanin's  Dance  Orch, 
Just  a   Little   Hunch  of  Red,   Red   Roses  Fox- 
trot  Hollywood   Dance  Orch. 

1885  In  a  Little  Spanish  Town— Waltz, 

Adrian  Schubert's  Salon  Orch. 
My  Sweetheart  Waltz— Waltz. 

Adrian   Schubert's  Salon  Orch, 


3856 
3S60 

3858 

3S55 
3862 
3S57 

3859 
3S54 

3S61 

3865 

3870 

3869 

3864 
3868 

3863 

3866 
3807 


DANCE  RECORDS 
Angel  Eyes — Fox-trot  ....  Sam  Lanin's  Dance  Orch. 
Never  Without  You — Fox-trot, 

Hollywood  Dance  Orch. 

Thinking  of  You — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Just  a  Little  Bunch  of  Red,  Red  Roses — Fox- 
trot Hollywood  Dance  Orch. 

In  a  Little  Spanish  Town — Waltz, 

Adrian  Schubert's  Salon  Orch. 
My   Sweetheart  Waltz — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Take  in  the  Sun,  Hang  Out  the  Moon — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

Love  Moon — Fox-trot   Imperial  Dance  Orch. 

Ev'rything's  Made  for  Love — Fox-trot, 

Willie  Creager's  Dance  Orch. 

Delilah — Fox-trot   Imperial  Dance  Orch. 

Do-Do-Do  (From  "Oh,  Kay!") — Fox-trot, 

Missouri  Jazz  Band 
Clap  Yo'  Hands  (From  "Oh,  Kay!") — Fox-trot, 

Missouri  Jazz  Band 
Tell  Me  To-night — Fox-trot  ...Imperial  Dance  Orch. 

'Deed  I  Do — Fox-trot   Al  Lentz's  Dance  Orch. 

It  Made  Y'ou  Happy  When  You  Made  Me  Cry 

— Fox-trot   Willie  Creager's  Dance  Orch. 

Lonely   Eyes — Fox-trot, 

Willie  Creager's  Dance  Orch. 
Mellophone  Stomp — Fox-trot, 

Ken  Moyer's  Novelty  Trio 
Echoes   From   Oklahoma — Fox-trot, 

Ken  Moyer's  Novelty  Trio 
VOCAL  RECORDS 
To-night  You  Belong  to  Me — Tenor  Solo,  Orcn. 

Accomp  Irving  Kaufman 

Let's  Forgive  and  Forget — Baritone  Solo,  Orch. 

Accomp  Arthur  Fields 

Where    Do    You    Work-a,   John? — Male  Duet, 

Piano  Accomp  The  Radio  Imps 

She  Said  and  I  Said— Male  Duet,  Piano  Ac- 
comp The  Radio  Imps 

I  Can't  Get  Over  a  Girl  Like  You— Tenor  Solo, 

Orch.  Accomp.  Irving  Kaufman 

Precious — Tenor  Solo,  Orch.  Accomp., 

Charles  Keene 

Sundav  Contralto  Solo.Evelvn  Preer  and  Her  Gang 
Cock-a-Doodle— I'm  Off  My  Noodle,  My  Baby  » 

Hack  -Contralto  Solo. Evelyn  Preer  and  Her  Gang 
Hello  Bluebird — Baritone  Solo,  Orch.  Accomp., 

Arthur  Fields 
Lazy   River — Tenor  Solo,  Piano  Accomp., 

Charles  Keene 
The    Little    White    House    (From  "Honeymoon 
Lane") — Tenor  Solo,  Orch.  Accomp., 

Irving  Kaufman 
I'm    Looking   for  a   Girl   Named   Mary — Tenor 

Solo.  Orch.  Accomp  Irving  Kaufman 

I'm  Tellin'  the  Birds,  How  I  Love  You — Male 

Duet,  Piano  Accomp  The  Radio  Imps 

While  1  ll.ue  You — -Tenor  Solo,  Piano  Accomp., 

Charles  Keene 

Rags  lYnm  Sl In.  Ou  h,  Accomp.. .  Irving  Kaufman 
Tired  H  inds  -Tenor  Solo,  Orch.  Accomp., 
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Billy  Burton 

3871  For  My  Sweetheart — Banjo  Solo,  Vocal  Refrain, 

Eddie  Peabody 
'Deed  I  Do — Banjo  Solo,  Vocal  Refrain, 

Eddie  Peabodv 

HAWAIIAN  RECORD 
0167  Aloma — Duet,  Hawaiian  Guitars,  Vocal  Refrain, 

Ferera-Paaluhi 
Hawaiian   Love  Nest — Duet,   Hawaiian  Guitars, 
Vocal  Refrain   Ferera-Paaluhi 

RACE  RECORDS 
3874  Crap  Shootin'  Papa,  Mamma  Done  Caught  Your 
Dice — Comedienne,   Jazz   Band  Accomp.. 

Mandy  Lee 

I  Needs  a  Plenty  Grease  in  My  Frying  Pan — 
Comedienne,  Jazz  Band  Accomp  Mandy  Lee 

3872  Death's  Black  Train— Sermon  With  Choir, 

Rev.  J.  M.  Gates 
I  Know  I  Got  Religion,  Yes,  Yes — Sermon  With 
Choir   Rev.  J.  M.  Gates 

3873  The    Funeral    Train  a-Coming — Sermon  With 

Choir   Rev.  J.  M.  Gates 

I've    Left    This    World    Behind— Sermon  With 
Choir  Rev.  J.  M.  Gates 


Emerson  Records 


3087 

3088 
3089 

3090 

3091 

3092 

3093 
3094 

3095 

3096 
3097 

3098 

3099 

3100 

10732 

10731 
10221 

10634 

10635 
10633 
10207 

10612 

10629 


DANCE  RECORDS 
It  Made  You  Happy  When  You  Made  Me  Cry — 
Fox-trot,  with  Vocal  Chorus, 

Fred  Hall  and  His  Orch. 
Here  or  There,  As  Long  As  I'm  With  You — 
Fox-trot,  with  Vocal  Chorus, 

Marlborough  Dance  Orch. 
There   Ain't  No   Maybe  in   My  Baby's   Eyes — 

Fox-trot   Original  Indiana  Five 

Brown  Sugar — Fox-trot   Original  Indiana  Five 

In  a  Little  White  House — Fox-trot,  with  Vocal 

Chorus   Fred  Hall  and  His  Orch. 

The  Sphinx — Fox-trot,  with  Vocal  Chorus, 

Fred.  Hall  and  His  Orch. 
Angel  Eyes — Fox-trot,  with  Vocal  Chorus, 

Marlborough  Dance  Orch. 
I'll  See  You  in  Kentucky — Fox-trot,  with  Vocal 

Chorus   Marlborough  Dance  Orch. 

Cock-a-Doodle,    I'm    Off    Mv    Noodle — Fox-trot, 

with  Vocal  Chorus   Pennsylvania  Syncopators 

So  Will  I — Fox-trot,  with  Vocal  Chorus, 

— Bert  Kaplan  and  His  Collegians 
When  I'm  in  Your  Arms — Fox-trot,  with  Vocal 

Chorus   Bert  Kaplan  and  His  Collegians 

Nina — Fox-trot,  with  Vocal  Chorus, 

California  Melody  Orch. 
Trail  of  Dreams — Waltz.  .Marlborough  Dance  Orch. 

All  for  You— Waltz  California  Melody  Orch. 

Clap  Yo'  Hands — Fox-trot,  with  Vocal  Chorus, 

Pennsylvania  Syncopators 
Tell  Me  To-night — Fox-trot,  with  Vocal  Chorus, 

Fred  Hall  and  His  Orch. 

VOCAL  RECORDS 
I  Found  a  Million  Dollar  Baby — Tenor  Solo, 

Arthur  Fields 
I'm  Going  to  Park  Myself  in  Your  Arms — Nov- 
elty Solo   Gertrude  Dwyer 

Calling  Me  Home — Tenor  Solo  Charles  Hart 

Rags — Tenor  Solo   Charles  Hart 

Why  Should  We  Marry? — Novelty  Duet, 

Arthur  Fields-Gertrude  Dwyer 

Since  I  Found  You — Tenor  Solo  Arthur  Fields 

I  Need  Lovin' — Novelty  Solo, 

Honey  Duke  and  His  Uke 
Thinking  of  You — Novelty  Solo. 

Honey  Duke  and  His  Uke 
Ev'rything's   Made  for  Love — Quartet, 

Emerson  Quartet 

Sunday — Quartet   Emerson  Quartet- 
Mary  Lou — Tenor  Solo   Arthur  Fields 

Lonely  Acres — Tenor  Solo   Arthur  Fields 

SACRED  RECORDS 
The  Crucifix — Tenor  and  Baritone  Duet, 

Reed  Miller-Lane  Rogers 

Face  to  Face — Baritone  Solo  Lane  Rogers 

The  Palms — Baritone  Solo   Royal  Dadmun 

The  Holy  City — Baritone  Solo  Royal  Dadmun 

Holy,  Holy,  Holy   Cathedral  Quartet 

Rock  of  Ages   Cathedral  Quartet 

HAWAIIAN  RECORDS 
Aloha  Oe  Medley — Hawaiian, 

Toots  Paka  Hawaiian  Co. 

Puu  O  Hulu   Toots  Paka  Hawaiian  Co. 

Maui  Aloha — Hawaiian  Guitars  Ferera-Franchini 

Kohala  March — Hawaiian  Guitars.  .  .Ferera-Franchini 

Kilma  Waltz   Toots  Paka  Hawaiian  Co. 

Hilo  March   Toots  Paka  Hawaiian  Co. 

Wailana  Waltz — Hawaiian  Guitars.  .Ferera-Franchini 
Kawaihau — Waltz,  with  Hawaiian  Guitars, 

Ferera-Franchini 

IRISH  RECORDS 
Irish  Barn  Dance — Irish  Dance.  .Flannigan  Brothers 
The  Maid  Is  Not  Twenty  Yet — Irish  Dance, 

Flannigan  Brothers 

Macush'a — Tenor  Solo   Walter  Scanlan 

Nora — Tenor  Solo   Walter  Scanlan 


Hire  Theatre  to  Give  Radio 
Party  to  the  General  Public 

Members  of  Northwest  Radio  Trade  Association 
Reproduce  Balkite  and  Victor  New  Year's 
Programs  to  Thousands — Theatre  Is  Crowded 


Minneapolis,  Minn.,  January  5. — A  number  of 
the  jobber  and  manufacturer  members  of  the 
Northwest  Radio  Trade  Association  gave  a 
radio  party  to  the  public  of  this  city  on  New 
Year's  Day  by  renting  the  Lyceum  Theatre, 
installing  Victor  Orthophonic-Radiolas  and  re- 
producing the  Balkite  and  Victor  radio  pro- 
grams for  a  three-hour  concert  of  such  artists 
as  the  New  York  Symphony  Orchestra,  under 
Walter  Damrosch,  John  McCormack,  Rosa 
Ponselle,  Alfred  Cortot,  George  Gershwin, 
Mischa  Elman  and  the  Victor  Salon  Orchestra. 
Thousands  attended  the  event  and  telegrams 
were  sent  to  the  artists  at  the  WEAF  studios 
in  New  York,  thanking  them  for  the  concert. 
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Edward  E.  Shumaker  Elected  Presi- 
dent of  Victor  Talking  Machine 
Co   3 

Powel  Crosley,  Jr.,  Takes  Over  the 
Management    and    Presidency  of 
De  Forest  Co   3 

Prosperity  in    1927   Rests  With  the 

Retailer    4 

Analysis  of  the  Radio  Service  Prob- 
lems of  Talking  Machine  Dealers  .      1  0 

A   Budget   of   Profit  Winning  Sales 

Wrinkles   11 

New  Methods  Needed  to  Build  Sales 

of  Talking  Machines  and  Records      1  2 

Canvassing  Won  Quick   Success  for 

Farling    16 

Money  Making  Suggestions  for  Am- 
bitious Merchants   20 

There  Is  a  Big  Market  in  Portables 

for  Kiddies'  Use    22 

Business  Outlook  for  192  7    24 

Nation-Wide  Survey  of  Radio  Servic- 
ing Methods    24 

Reaching  Common  Ground  on  Radio 

Legislation   25 

Sales  Practices  That  Help  Retailers.  .  25 

Growth  of  Musical  Appreciation.  ...  25 

Radio    Service    Builds    Profits  for 

Schott   26 

Creating  a  Home  Atmosphere  in 
Stores  Eliminates  Evil  of  Home 
Demonstration   28 

How  Consistent  Advertising  Has 
Built  Big  Sales  Volume  for  Bloom- 
inardale    30 


Interesting  Proposals  Regarding  the 
Broadcasting  Legislation  Made  by 
C.  R.  Smith   32 

Music  Should  Be  Basis  of  Phono- 
graph and  Record  Merchandising, 
Says  G.  C.  Jell   35 


Featuring  the  Musical  Possibilities  of 
the  Talking  Machine  


48 


Basic  Conditions  Sound  1927  Out- 
look Is  Bright,  Say  Trade  Leaders 
(Interesting  Symposium  Covering 
Conditions  in  Talking  Machine  and 
Radio  Trade  of  Past  Year  and 
Conclusions  Regarding  Outlook  for 
1927)   54-62 

"Nothingness  of  Vacuum  Tube  Its 
Most  Important  Feature,''  Says  Dr. 
Goldsmith    76 

Latest  Summary  of  Exports  and  Im- 
ports of  Talking  Machines  and 
Records    112 

New  Series  of  Victor  Radio  Concerts 
Has  Auspicious  Start  on  New 
Year's  Day    116 

New  Stores  and  Changes  Among 
Talking  Machine  Dealers  During 
the  Past  Month    118 

In  the  Musical  Merchandise  Field  121-125 

With  More  Efficient  Merchandising 
the  Coming  Year  Should  Be  a 
Most  Profitable  One    121 

Samuel  Buegeleisen  Urges  Education 

of  the  Public   122 

Toledo  Music  Instructors  Advocate 
200  Minutes'  Practice  a  Week  for 

Pupils    123 

Gleanings  From  the  World  of  Music  ..127 


CORRESPONDENCE  FROM  LEADING  CITIES 
Kansas  City,  40 — Cincinnati,  50 — Buffalo,  51 — Milwaukee,  66 — St.  Louis,  67 — Rich- 
mond, 70 — Baltimore,  72 — New  York,  74 — Minneapolis  and  St.   Paul,   80 — Boston, 
82 — Toledo,     83 — Pittsburgh,     84 — Cleveland,   86 — Philadelphia,   92-96— Chicago, 
101-108  Los  Angeles,    1  16  News  From  The  World's  European  Office,  126. 


The  sponsors  of  the  program  were:  G.  C. 
Beckwith  Co.,  Fansteel  Products  Co.,  Inc., 
Findley  Electric  Co.,  French  Battery  Co.,  R. 
M.  Laird  Electric  Co.,  Lucker  Sales  Co.,  Na- 
tional Lead  Battery  Co.,  W.  S.  Nott  Co., 
Reinhard  Bros.  Co.,  The  Roycraft  Co.,  Stewart- 
Warner  Co.,  Western  Motor  Supply  Co.  and 
the  Williams  Hardware  Co. 


Convention  of  Ediphone 

Distributors  in  Cleveland 


Arthur  L.  Walsh  Among  Those  Who  Attend 
Sessions — Charles  Edison  Delivers  Message 
Through  the  Medium  of  a  Special  Record 


Beck,  Inc.,  Chartered 

Papers  of  incorporation  for  Beck,  Inc.,  Cam- 
den, N.  J.,  have  been  filed  recently  by,  Frank 
Voigt,  for  the  purpose  of  dealing  in  phono- 
graphs.    Capital  stock  of  Hie  firm  is  $10,000. 


Alex.  M.  Burnham  has  taken  over  the  busi- 
ness of  Jones  Motrola  Sales  Co.,  of  New  York 
City  . 


Arthur  L.  Walsh,  vice-president  and  general! 
manager  of  the  phonograph  division  of  Thos. 
A.  Edison,  Inc.,  was  among  the  factory  execu- 
tives who  attended  the  convention  of  Ediphone 
distributors  held  in  Cleveland  early  this  month. 
Being  unable  to  attend  the  convention  in  per- 
son, Charles  Edison  delivered  an  important 
message  to  the  Ediphone  men  through  the 
medium  of  a  special  record,  and  Mr.  Walsh 
wrote  a  special  song,  "Say  It  to  the  Ediphone," 
which  was  also  presented  at  the  convention  in 
record  form. 
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New  Principles  Natural  Tone 

New  Methods  Full  Volume 

New  Formulas    Supreme  Quality 
Today's  Masterpiece 

The  improved  Qennett  sales  plan  eliminates  every  possibility  of 
dead  stock*  New  quotations  guarantee  larger  profits 
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NEWSPAPERS  aU  over  the  United 
States  have  devoted  large  space  to 
Thomas  A.  Edison's  revolutionary  de- 
velopment of  the  phonograph.  The 
tongues  of  a  whole  nation  have  been  set 
wagging  about  this  new  phonograph 
that  does  what  no  other  phonograph 
has  ever  done. 

National  magazines,  farm  papers  and 
newspapers  in  the  chief  buying  centers 
have  carried  Thomas  A.  Edison's  own 
account  of  his  latest  achievement. 

in  1927,  the  fiftieth  anniversary  of  Mr. 
Edison's  invention  of  the  phonograph, 
one  of  the  largest  advertising  efforts 
ever  engaged  in  will  carry  the  story  of 
the  GREATER  Edison  into  every  Amer- 
ican home  day  in  and  day  out,  week  in 
and  week  out — continuously! 

Draw  your  own  conclusions.  Don't  miss 
the  perfectly  obvious.  EDISON  DEAL- 
ERSHIP NEVER  MEANT  SO  MUCH! 

Write,  phone  or  wire. 


THOMAS  A.  EDISON,  Inc. 
Orange,  N.  J. 
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and  new  reproducing 
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. . .  record  container  for 
thirty  selections. 


New  Sonora  Portable.  Remarkable 
Volume— Rich,  Deep  Tones  and  at  the 
lowest  price  in  the  history  of  this  quality 
instrument  —Twenty-five  dollars. 
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Compromise  Radio  Bill  Passed  by  the 

House  and  Is  Presented  to  the  Senate 

Provides  for  National  Radio  Commission  of  Five  Members  to  Serve  for  Six  Years,  Having  Powers 
for  the  First  Year  of  Granting  and  Revoking  Licenses — Secretary 
of  Commerce  Given  Power  After  First  Year 


As  this  is  being  written,  the  new  bill  designed 
to  provide  Federal  control  over  radio  broadcast- 
ing and  to  clear  up  the  annoying  situation  that 
has  existed  since  that  matter  was  taken  out 
of  the  hands  of  the  Secretary  of  Commerce,  has 
been  passed  by  the  House  of  Representatives 
and  has  gone  to  the  Senate.  It  is  probable  that 
before  this  issue  of  The  World  is  in  the  hands 
of  its  readers  the  measure  will  have  been  passed 
by  the  Senate  and  been  approved  by  President 
Coolidge. 

The  new  radio  bill  is  a  compromise  between 
the  White  Bill  sponsored  by  the  House  and  the 
Dill  Bill  introduced  in  the  Senate,  as  worked 
out  after  considerable  discussion  by  the  Con- 
ference Committee.  The  work  progressed  some- 
what more  rapidly  than  was  expected,  in  the 
realization  that  some  such  legislation  was  im- 
perative to  prevent  the  broadcasting  by  radio 
reaching  a  state  of  complete  chaos. 

A  National  Radio  Commission 

Under  the  bill  as  passed  by  the  House  and 
presented  to  the  Senate  there  is  to  be  appointed 
a  National  Radio  Commission  of  five  members, 
each  of  whom  shall  reside  in  the  particular  zone 
of  the  five  into  which  the  country  is  divided,  of 
which  he  will  have  charge.  The  commissioners 
will  be  appointed  by  the  treasurer  to  serve  six 
years  and  for  one  year  will  be  given  original 
jurisdiction  in  the  granting,  renewal,  and  re- 
vocation of  all  licenses  and  the  making  of  all 
regulations,  with  the  Secretary  of  Commerce 
acting  in  an  administrative  capacity.  After  that 
time  the  secretary  will  have  the  power  of  regu- 
lation except  as  to  revocation  of  licenses  and 
controversial  matters. 

This  is  a  blending  of  the  Senate  demand  for 
a  commission  with  full  power  and  the  House 
idea  of  vesting  authority  in  the  Secretary. 

The  Commission  will  have  power  to  classify 
stations,  prescribe  the  nature  of  their  service, 
assign  wave  bands,  power  and  time,  determine 
the  location  of  stations,  regulate  the  kind  of 
apparatus,  including  the  "purity"  and  sharpness 
of  emission,"  regulate  interference,  establish 
zone  areas  for  stations,  regulate  chain  broadcast- 
ing and  hold  hearings,  with  power  to  compel  the 
production  of  books  and  documents. 

During  the  first  year  the  Secretary  of  Com- 
merce must  refer  all  applications  for  licenses  or 
for  renewal  or  modification  of  licenses  to  the 
commission.  After  the  first  year  he  would  refer 
only  applications  in  controversy. 

The  secretary,  when  he  assumes  control,  is 
authorized  to  suspend  the  license  of  any  opera- 
tor for  two  years  upon  proof  of  failure  to  obey 
a  ship  captain,  damaging  apparatus,  sending 
superfluous,  profane  or  obscene  language  or  will- 
fully interfering  with  other  communication. 

He  is  to  inspect  all  apparatus  and  report  viola- 
tions to  the  commission,  designate  call  letters 
and  "may"  refer  to  the  commission  at  any  time 
any  matter  "the  determination  of  which  is 
vested"  in  him  by  the  measure.  Appeals  from 
his  decisions  may  be  made  to  the  commission, 
whose  opinions  will  be  final,  subject  only  to 
court  appeal. 

May  Limit  Stations 

Obviously  framed  for  the  control  of  chain 
broadcasting  stations,  the  commission  is  author- 
ized to  make  special  regulations  to  govern  any 
set  of  stations  if  conducive  to  better  service. 


The  commission  has  absolute  authority  to  limit 
the  number  of  broadcasting  licenses  and  may 
issue  as  many  as  necessity  demands. 

The  clause  that  no  one  shall  knowingly  utter 
any  slander  or  libelous  communication  by  radio 
under  penalty  of  fine  not  exceeding  $1,000  or  one 
year  in  jail,  or  both,  was  retained. 

It  is  provided  that  the  license  does  not  cover 
a  vested  right,  excepting  for  the  period  of  its 
issuance.  The  provision  requiring  a  station  to 
keep  a  log  was  modified  to  read  that  the  com- 
mission may  require  this  if  it  sees  fit.  The  pro- 
vision was  made  that  the  commission  shall 
make  a  "fair,  efficient  and  equitable"  distribution 
of  wave  lengths  rather  than  as  set  forth  in  the 
House  bill  that  there  be  an  equal  distribution  of 
licenses  among  the  zones.  The  provision  which 
would  have  given  at  least  one  wave  length  to 
each  State  was  dropped. 

"Paid  for"  Broadcasting 

All  matter  broadcast  by  any  radio  station  for 
which  money  is  paid  must  be  announced 
as  "paid  for"  or  "furnished  by,"  but  the 
qualifying  provision  which  read,  "and  there  shall 
be  no  discrimination  as  to  charges,  terms  or 
services  to  advertisers"  was  eliminated. 

The  new  law  would  take  effect  immediately 


upon  passage  by  Congress  and  approval  by  the 
President,  but  sixty  days'  grace  is  allowed  sta- 
tions before  they  are  subject  to  any  penalties 
provided  for  in  the  bill. 

Five  Radio  Zones 

Licenses  for  broadcasting  stations  are  limited 
to  three  years,  and  licenses  in  other  cases  to 
five  years.  All  licenses  are  supposed  to  be  re- 
newed after  the  passage  of  the  act,  but  sixty 
days'  grace  is  granted. 

The  Commissioners  are  "staggered"  for  terms 
of  one  to  six  years,  but  after  one  year  all  serv- 
ing six  years.  They  must  not  be  financially  inter- 
ested in  making  or  selling  apparatus  or  trans- 
mitting radio.  They  are  to  receive  $10,000  the 
first  year  and  $30  for  each  subsequent  day  of 
service. 

The  five  zones,  from  each  of  which  a  Com- 
missioner would  be  appointed  by  the  President, 
are : 

1.  — Maine,  New  Hampshire,  Vermont,  Massa- 
chusetts, Connecticut,  Rhode  Island,  New  York, 
New  Jersey,  Delaware,  Maryland,  District  of 
Columbia,  Porto  Rico  and  the  Virgin  Islands. 

2.  — Pennsylvania,  Virginia,  West  Virginia, 
Ohio,  Michigan  and  Kentucky. 

3.  — North  Carolina,  South  Carolina,  Georgia, 
Florida,  Alabama,  Tennessee,  Mississippi,  Ar- 
kansas, Louisiana,  Texas  and  Oklahoma. 

4.  — Indiana,  Illinois,  Wisconsin,  Minnesota, 
North  Dakota,  South  Dakota,  Iowa,  Nebraska, 
Kansas  and  Missouri. 

5.  — -Montana,  Idaho,  Wyoming,  Colorado, 
New  Mexico,  Arizona,  Utah,  Nevada,  Washing- 
ton, Oregon,  California,  Hawaii  and  Alaska. 


Sonora  Go.  Not  Planning  to 
Merge  With  Any  Company 

S.  O.  Martin,  President  of  Company,  Corrects 
Erroneous  Impression — Outlines  the  Sonora 
Phonograph  Co's  Plans  for  This  Year 


adjustment  to  the  varying  strengths  of  radio 
amplification. 

"Though  our  new  phonograph  models  of  1926 
sold  more  than  80  per  cent  in  dollars  in  excess 
of  our  new  models  of  1925  and  Sonora  radio 


S.  O.  Martin,  president  of  the  Sonora  Phono- 
graph Co.,  Inc.,  New  York  City,  in  response 
to  several  inquiries  made  recently,  has  an- 
nounced definitely  that  this  company  has  not 
merged  and  does  not  contemplate  merging  with 
any  other  manufacturing  organization  in  the 
radio  industry.  During  the  past  month  various 
rumors  have  been  circulated  as  to  Sonora's 
plans  for  affiliation  with  another  manufacturer, 
and  in  order  to  correct  this  erroneous  impres- 
sion Mr.  Martin  stated  definitely  that  no  such 
plans  are  contemplated. 

Referring  to  Sonora's  activities  in  1927,  Mr. 
Martin  advised  The  World  as  follows: 

"I  am,  of  course,  glad  to  tell  you  that  we 
are  in  the  happy  situation  this  year  of  having 
our  models  in  final  or  sample  form  ready  well 
in  advance  relatively  of  recent  years,  and  at  the 
same  time  with  such  light  inventories  that 
present  Sonora  stocks  should  have  practically 
disappeared  in  the  course  of  normal  sales,  as 
the  1927  models  gradually  step  into  the  line 
month  by  month  from  January  to  May.  Five 
new  phonograph  models,  with  completely  new 
sound  passages  secured  after  constant  research 
and  experimentation,  will  also  have  new  ex- 
ternal designs  calculated  to  harmonize  with 
these  new  tone  results. 

"In  radio  at  least  three  new  models  of  six 
and  seven  tube  construction  will  be  ready  in 
May,  none  too  soon  to  take  the  place  of  our 
three  models  of  only  recent  manufacture. 
Speakers  in  two  models  are  already  in  process, 
the  unit  for  which  we  are  bending  every  effort 
to  have  equal  to  the  best,  with  special  at- 
tention   to    uniformity    in    performance  and 


S.  O.  Martin 
sets  in   1926  sold  more  than  10  per  cent  in 
dollars  in  excess  of  the  Sonora  radio  sets  of 
1925,  we  are  none  the  less  confident  that  in 
1927  we  shall  do  better." 


Radio  Burns,  Martinsburg,  W.  Va.,  recently 
added  a  complete  line  of  talking  machines. 
See  second  last  page  for  Index  of  Articles  of  Interest  in  this  issue  of  The  World 
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Spasmodic  sales 
drives  followed 
by  inaction  are 
the  main  causes 
of  the  seasonal 
slwnps   in  sales 


Constant  Promotion 
Is  Vital  Trade  Necessity 


The  dominant  need  of  the  retail  talking 
machine  business  to-day  is  more  efficient  and 
effective  methods  of  sales  promotion.  The 
industry  has  passed  the  stage  when  intensive 
merchandising  campaigns  can  suddenly  be 
terminated  to  make  way  for  long  periods  of 
inactivity  on  the  ground  that  there  are  natural 
slack  seasons  at  certain  periods  of  the  year 
when  it  is  a  useless  waste  of  money  to  attempt 
to  keep  business  up  to  par. 

Reason  for  Uneven  Sales  Curve 

Spasmodic  sales  promotion  is  the  primary 
cause  of  the  uneven  sales  curve  existing  in  the 
retail  talking  machine  trade  at  the  present  time. 
The  effect  of  business  building  campaigns  is 
cumulative.  Experience  proves  this  conclu- 
sively. It  is  the  constant  hammering  away 
throughout  the  entire  year  and  the  proper 
utilization  of  all  the  factors  that  make  up  a 
well-rounded  sales  promotion  drive  that  bring 
the  dealer  to  his  objective — a  volume  of  sales 
in  every  department  of  his  business  that  insures 
a  satisfactory  profit  on  the  investment. 
Trained  Salesmen  to  the  Fore 

And  not  the  least  important  factor  in  the 
sales  campaign  is  salesmanship.  Of  what  avail 
to  arouse  the  interest  of  the  public  in  expensive 
talking  machines,  radio  sets  or  musical  mer- 
chandise through  the  medium  of  costly  adver- 
tising, direct  mail,  etc.,  unless  the  dealer  has  a 
sales  organization  equipped  to  make  the  most 
of  the  opportunity.  Competition  among  dealers 
is  keen — more  intense  than  ever  before  in  the 
history  of  the  business.  There  are  a  number 
of  perfected  lines  on  the  market.  Each  has 
talking  points  not  possessed  by  the  others. 
There  is  room  for  all  to  profit  if  the  dealers 
themselves  cultivate  the  broad  markets  at  .their 
very  doors.  But  they  cannot  profit  to  the 
maximum  degree  unless  the  salesmen  have  the 
knowledge  and  ability  to  present  the  fine  new 
instruments  in  such  a  way  that  people  who  "just 
dropped  in  to  see  and  hear  the  new  talking 
machine"  or  other  product  leave  the  store  minus 
the  first  payment  on  one  of  the  instruments. 
In  the  last  analysis  all  this  means  that  the 
sales  force  must  be  trained  to  sell  a  better 


By  Robert  L.  Kent 


and  higher  priced  product.  It  means  that  the 
order  taker,  the  mentally  lazy  salesman,  has 
no  place  in  the  talking  machine  store.  It  means 
that  every  member  of  the  retail  organization, 
from  the  proprietor  down  to  the  errand  boy, 
must  be  on  his  toes  in  the  interest  of  develop- 
ment of  the  business.- 

Profits  in  Repeat  Sales 

There  is  another  angle  of  the  talking  machine 
business  to  which  too  little  attention  is  given; 
namely,  repeat  sales  and  replacement  business. 
Each  purchaser  of  a  talking  machine  is  a  pros- 
pect at  least  for  records  and  perhaps  for  a 
radio  set  or  small  musical  instrument.  The 
dealer  who  has  been  in  business  a  year  or  more 
should  have  a  valuable  list  of  prospects;  a  list 
composed  entirely  of  customers.  There  is  a 
growing  realization  among  the  more  progres- 
sive dealers  of  the  value  of  the  record  depart- 
ment. These  far-sighted  men  became  convinced, 
and  later  experience  has  proved  their  expecta- 
tions correct,  that  the  sale  of  records  can  be 
made  a  substantial  part  of  the  business — a 
department  ranking  second  to  none  from  the 
standpoint  of  profit. 

This  progressive  view  is  indicated  by  the 
prominence  given  to  record  departments  in  the 
stores  and  by  the  effort  devoted  to  record  sales 
promotion.  One  metropolitan  dealer  has  given 
over  the  choicest'  part  of  his  main  floor  to  the 
record  racks  and  demonstration  booths.  He  is 
actively  going  after  record  business.  It  is  sig- 
nificant that  record  sales  at  this  store  top  the 
$50,000  a  year  mark.  He  gets  twelve  turnovers 
a  year  on  his  investment  in  records.  That  is 
the  way  to  make  "money  in  this  or  any  other 
business. 

Another  reason  for  the  dealers'  awakening 
to  the  value  of  the  record  department  is  the 
fact  that  a  record  sale  does  not  at  the  present 
time  mean  a  transaction  of  a  dollar  or  so. 
Practically  every  important  record  manufac- 
turer is  now  making  records  in  sets  which  are 
sold  to  the  public  in  albums,  so  that  with  the 
music-lovers  throughout  the  country  a  music 
library  is  being  built  up  as  is  the  library  of 
literature,  and  the  unit  sale  of  an  album  set 


Repeat  sales  and 
replacement  bus- 
iness, sources  of 
profit  that  are 
often  overlooked 
by  retail  dealers 


brings  the  dealer  an  average  price  of  $10,  with 
the  certitude  that  the  purchaser  of  the  set  of 
orchestral  records  is  a  likely  prospect  for 
future  releases  of  similar  recordings.  It  is  not 
to  be  supposed  that  the  handling  of  this  type 
of  record  business  need  be  confined  to  any 
one  type  store;  the  appeal  of  music  is  universal 
and  all  dealers  can  sell  the  album  sets  by  in- 
telligent merchandising. 

Each  sale  of  a  record  to  the  owner  of  a  talk- 
ing machine  has  three  great  advantages:  First, 
it  means  a  cash  sale  for  the  dealer.  Second: 
The  interest  of  the  owner  of  the  instrument  is 
kept  alive  and  thus  the  retailer  is  reasonably 
certain  of  making  future  sales  to  that  indi- 
vidual. Third:  People  who  buy  records  usually 
attend  to  the  matter  personally.  They  visit  the 
store.  This  gives  the  merchant  the  opportu- 
nity of  interesting  each  record  buyer  in  some 
other  product.  These  things  all  may  seem 
trivial,  and  perhaps  they  are,  but  the  fact 
remains  that  merchandising  efficiency  demands 
that  complete  advantage  be  taken  of  every  pos- 
sibility of  increasing  sales.  So  much  for  records. 
Replacement  Sales  Add  to  Radio  Profits 

In  the  radio  department  the  situation  is 
somewhat  different.  The  extra  profit  lies  in 
sales  of  replacement  of  accessories.  Batteries, 
fortunately,  do  not  last  forever,  nor  do  tubes. 
In  the  course  of  a  year  the  talking  machine 
dealer  can  do  a  surprisingly  large  volume  of 
business  in  these  items.  And  the  investment  is 
small.  Turnover  should  be  frequent;  not  very 
difficult  to  accomplish  when  the  smallness  of 
stock  and  the  potential  demand  are  considered. 
Then,  too,  there  is  a  steadily  expanding  market 
for  eliminators,  loud  speakers  of  the  improved 
types,  chargers,  etc.,  and  intelligent  sales  effort 
should  be  richly  rewarded. 

Neglect  of  any  department  automaticall v  re- 
duces sales  volume  in  that  branch  of  the  busi- 
ness. The  sales  promotion  campaign  should 
cover  the  entire  stock  handled.  The  dealer  has 
the  merchandise  and  the  public  seems  to  be 
plentifully  supplied  with  money.  Basic  condi- 
tions are  ripe  for  prosperity  in  the  talking 
machine  field. 


Jobber's  Attention! 

Under  Your  Own  Name 

SELL 

Popular  Priced  Portable  Phonographs 

[  Boost  Your  Own  Brand 
W^Jxy  I\Ot  I        Lessen  Competition 

|.  Enlarge  Your  Profits  . 

Our  large  Manufacturing  Facilities  will  enable  you  to  buy  good  portable  phonographs  at  low  prices. 
We  can  conform  to  any  special  requirement  for  colors  or  covering  materials.  Estimate  your  needs 
for  1927  and  we  will  be  pleased  to  quote  you  prices  that  will  be  interesting. 

NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

Note  New  Address  64  Wooster  Street,  New  York 
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A  Musical  Invention  that  has 

Thrilled  the  World 


A  New  Brunswick  Panatrope 

February  19th  issue  of  The  Saturday  Evening  Post  carries 
a  full  page  in  color  on  a  new  Brunswick  Panatrope, 
Model  P-13.  This  color  advertisement  will  also  be  in 
March  American  Magazine  and  March  Good  Housekeeping 


NO  musical  instrument  has  a  more 
fascinating  "sales  story"  than 
the  Brunswick  Panatrope.  Electrical 
reproduction  ...  an  entirely  new  prin- 
ciple .  .  .  joint  achievement  of  the 
four  world  leaders  in  acoustical  and 
electrical  science  ...  no.  wonder  the 
Brunswick  Panatrope  has  taken  the 
country  by  storm.  Additional  proof  of 


Brunswick's  policy  of  constantly  im- 
proving the  merchandising  position  of 
the  Brunswick  dealer  is  evidenced  by 
this  newest  Panatrope  model,  the  P- 1  3 . 
Here  is  de  luxe  Panatrope  equipment 
.  .  .in  a  beautiful  cabinet ...  at  a  popu- 
lar price— $575.  Certainly  no  musical 
merchandise  has  greater  sales  appeal 
than  this  Brunswick  Panatrope  model. 


Panatropes  <  Phonographs  «  Radiolas  ■•  Records  ^^"^ 


The  Brunswick  Panatrope, 
Model  P-13.  Cabinet  in  wal- 
nut with  curly  maple  overlays. 
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Bell  &  Howell  Filmophone  Synchronizes 
Sound  and  Action  in  Movies  for  the  Home 

New  Bell  &  Howell  Product,  the  Filmophone,  Synchronizes  the  Phonograph  and  Motion  Picture 
and  Talking  Moving  Pictures  Are  Now  Possible  for  Home  Entertainment 


Chicago,  III.,  February  7. — Musical  motion  pic- 
tures are  now  available  for  the  home  following 
a  series  of  successful  experiments  in  the  com- 
bining of  moving  pictures  with  the  phonograph, 
according  to  an  announcement  made  here  to- 
day by  J.  H.  McNabb,  president  of  the  Bell  & 
Howell  Co.,  the  well-known  manufacturer  of 
Filmo  motion  picture  cameras  and  projectors 
in  this  city. 

This  new  process  synchronizes  two  estab- 
lished and  successful  inventions,  the  motion  pic- 
ture and  the  phonograph,  in  a  new  development 
called  the  Filmophone.  It  is  now  being  pro- 
duced solely  for  use  with  sixteen  millimeter 
film,  the  popular  home  type  of  motion  picture 
projector. 

In  a  statement  to-day  by  Mr.  McNabb,  whose 
personal  research  and  activities  in  the  motion 


Filmophone  Reel  View  of  Beethoven's  ' 

picture  world  are  largely  responsible  for  this 
new  development,  he  stated: 

"After  months  of  experimental  work  we  have 
now  produced  a  successful  method  of  combin- 
ing sound  and  light  for  the  home  motion  picture 
audience-  An  important  and  interesting  feature 
of  this  new  method  is  that  the  phonograph  still 
retains  all  of  its  qualities  of  sound  reproduc- 
tion and  can  be  used  entirely  apart  from  the 
Filmophone,  and,  likewise,  that  the  motion  pic- 


ture projector  remains  usable  in  the  showing 
of  pictures  apart  from  the  Filmophone." 

According  to  Mr.  McNabb,  the  new  device 
operates  as  follows:    "What  appears  to  be  an 
ordinary  motion  picture  film  is  placed  in  the 
projector  which  is  focused  in  the  regular  man- 
ner upon  a  sheet  or  screen.    At  the  same  time 
a  record  is  placed  on  the  phonograph.    The  two 
instruments  are  started  together.    The  result 
is  that  figures  on  the  screen  not  only  move — 
they  talk,  sing  or  actually  play  musical  instru- 
ments as  the   case  may  be.     The   sound,  of 
course,  comes  from  the  record  that  is  playing 
in  accord  with  the  action  on  the  screen.  Yet 
the  realism  is  so  startling  that  the  first  impres- 
sion is  uncanny.    This  new  method  is  a  remark- 
able combination  of  sound,  light  and  action. 
"The  first  production  designed  for  use  with 
the     Filmophone  is 
Beethoven's  'Moon- 
light  Sonata.'  By 
simply     placing  the 
Filmophone  picture 
reel  on  the  projector 
and  the  accompanying 
Filmophone  record 
on     the  phonograph 
— the    action    of  the 
picture  and  the  music 
become  as  one.  The 
thrill   experienced  by 
the    audience    in  the 
home  when  Beethoven 
takes    his  place 
thoughtfully    at  the 
piano  and  pours  out 
his    soul    in   the  im- 
mortal  'Moonlight 
Moonlight  Sonata"  Sonata'  is  a  startling 

revelation.  The  blind  girl,  in  ecstasy,  stands 
near.  The  whole  beautiful  story  is  portrayed 
on  the  screen  before  you  and  at  the  same  time 
it  is  beautifully  told — and  the  music  played — 
by  the  Filmophone  record  on  the  phonograph. 
Movie,  music  and  story  blend  as  one  in  a  mar- 
velous re-creation. 

"The  practicability  of  this  new  means  of  home 
entertainment  is  assured,"  Mr.  McNabb  said, 
"by  the  fact  that  I  have  incorporated  Filmo 


Why 
BIRNBACH 

PRODUCTS 

Sell! 

because  — 

They  Are  Quality 
Products 

Easy  for  the  Dealer 
to  Handle 

Attractively  Packaged 

Nationally  Advertised 

and 

Accepted  as  the  Best 
by  the 
Radio  Trade 


rotect  your  set  / 


BIRNBACH  BATTERY  CABLE 


Simplifies  the 

connecting  of  Radio  Batteries 
Separate  Colored  Wires 

3  Conductor  Cables 
Soldered  Terminals  (zq] 

(Jlso  made  in  6-7-8  Wire  Cables  W  Ci 

for  the  NEW  POWER  TUBES 


Improve  your  reception 


11   by  placing  your  jjoud  Speaker  any  *  i 
distance  from  your  Receiver 

_  BOIRNBACH 

2QA  Extension  Cord 
with  Connector  $wa0i 

Write  for  Catalog 

BIRNBACH  RADIO  CO. 

370  SEVENTH  AVE.       NEW  YORK  CITY0 


Beethoven  and  His  Friend,  the  Blind  Girl 

Picture  Plays,  Inc.,  an  organization  for  the 
express  purpose  of  producing  sixteen  millimeter 
Filmophone  films  and  phonograph  records,  and 
our  studios  and  laboratories  at  Hollywood  are 
already  in  operation,  with  cameramen,  directors, 
actors,  property  men  and  location  men  selected 
and  now  working  on  early  releases.  This  is  the 
fi  "St  and  only  sixteen  millimeter  producing  com- 
pany of  its  kind  in  the  world." 

The  Filmo  Picture  Plays,  Inc.,  studios  and 
laboratories,  have  been  established  in  Holly- 
wood, Cal-,  by  the  Bell  &  Howell  Co.  for  the 
purpose  of  making  their  own  plays  for  regular 
reels,  as  well  as  Filmophone  releases. 


B.  B.  Gonheim  Joins  Sales 
Staff  of  the  Garryola  Go. 

B.  B.  Conheim,  well  known  in  the  music 
trade  for  the  past  seven  years,  has  joined  the 
staff  of  the  Carryola  Co.  of  America,  Milwaukee, 
Wis.,  manufacturer  of  Carryola  portables,  as 
special  sales  representative.  During  his  asso- 
ciation with  the  industry  Mr.  Conheim  has  ac- 
quired an  intimate  familiarity  with  the  prob- 
lems of  the  music  dealer  and  he  is  a  valuable 
addition  to  the  Carryola  force.  In  accordance 
with  the  extensive  plans  of  the  Carryola  organi- 
zation Mr.  Conheim  will  spend  practically  all 
of  his  time  in  the  field,  visiting  the  dealers  and 
co-operating  with  them  in  every  possible  way 
in  the  stimulation  of  Carryola  sales.  He  is 
admirably  qualified  for  his  new  work  and  the 
results  of  his  activities  are  verv  gratifying. 


W.  G.  Fuhri  on  Two-Week 
Trip  Throughout  Southwest 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  Inc., 
is  at  present  away  from  his  desk  on  an  impor- 
tant two  weeks'  trip  through  the  Southwest 
Mr.  Fuhri's  reports  from  the  cities  that  he  has 
already  visited  indicate  a  general  confidence  in 
the  business  outlook  among  Columbia  dealers 
that  is  very  encouraging.  January  Columbia 
sales  were  excellent,  with  branch  managers  re- 
porting increasing  demand  for  Columbia  records 
as  well  as  for  the  Masterworks  Series. 


W.  K.  Badger  in  New  Post 

Cleveland,  O.,  February  7. — Walter  K.  Badger, 
for  the  past  three  years  sales  manager  of  the 
WorkRite  Mfg.  Co.,  of  this  city,  has  been  ap- 
pointed sales  representative  for  the  Stromberg- 
Carlson  Telephone  Mfg.  Co.  in  the  Cleveland 
and  Toledo  districts.  Mr.  Badger  brings  to  his 
new  activities  a  thorough  knowledge  of  radio 
and  phonograph  merchandising. 
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More  Sales  for  Brunswick 
"Light>Ray"  Electrical  Records 


JSE  all  holidays,  birthdays,  anniver- 
saries,  and  other  special  occasions 
to  push  record  sales.  A  Brunswick  color 
advertisement  in  February  12th  Liberty 
Magazine  suggests  "Light- Ray"  Electri- 
cal Records  as  Valentine  favors.  Such 
ideas  as  this  can  be  profitably  used  by 
every  Brunswick  dealer.  A  record  tie-up 
with  every  special  event  and  holiday,  the 
urging  of  records  as  birthday  and  anni- 
versary gilts,  will  give  added  impetus 
to  your  record  business.  Remember, 
Brunswick's  "Light-Ray"  electrical  re- 
cording method  (music  by  photography) 
is  NEWS  which  is  constantly  attracting 
more  phonograph  owners  to  renewed 
interest  in  recorded  music. 


"Send  a  Brunswick  'Light-Ray'  Record  as  Your 
Valentine" — a  suggestion  offered  Liberty  readers 
by  Brunswick  in  the  February  1 2th  issue. 


Some  Outstanding  Brunswick  Records 

of  the  Month 


"When  You're  Lonely"  . . .  "Because  I  Love  You" 

— sung  by  Nick  Lucas,  "The  Crooning  Trouba- 
dour." 3367 

"'Deed  I  Do"  . . .  "Hello,  Swanee,  Hello"  —  vocal 
duets  with  piano.  Macy  &  Smalle,  "The  Radio 
Aces."  3398 

"Half  a  Moon"  .  .  .  "The  Little  White  House"— 

fox  trots  with  vocal  chorus.  Ben  Bernie  and  His 
Hotel  Roosevelt  Orchestra.  3396 


"Muddy  Water"  . . .  "Hello,  Swanee,  Hello"— fox 

trots  with  vocal  chorus.  Ben  Bernie  and  His 
Hotel  Roosevelt  Orchestra.  3414 

"I  Love  the  Moonlight"  —  fox  trot  with  vocal 
chorus.  . . .  "Song  of  Shanghai" — fox  trot.  Jack 
Denny  and  His  Orchestra.  3400 

"1812"  Overture  —  Parts  I  and  II  (Tschaikow- 
sky).  Cleveland  Symphony  Orchestra,  Nikolai 
Sokoloff,  Conductor.  50090 
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Instalment  Plan  Sound, 

National  Survey  Shows 

Business,  Industry  and  Banking  Interests  of 
Larger  Cities  Call  Instalment  Selling  "Eco- 
nomically Sound"  in  Questionnaire 


Instalment  selling  is  economically  sound,  ac- 
cording to  bankers,  business  men  and  industrial 
leaders  in  the  principal  cities  throughout  the 
country,  who  answered  a  questionnaire  sent  out 
by  the  Portland  Oregonian,  a  newspaper  of 
Portland,  Ore.,  that  has  just  completed  a  six- 
months"  survey  of  instalment  buying.  Question- 
naires were  sent  to  bankers  in  every  city  with  a 
population  in  excess  of  50,000  for  distribution  to 
fourteen  diversified  businesses  as  well  as  to 
leaders  in  industry  and  economics.  Instalment 
selling,  the  replies  to  the  questionnaires  indi- 
cated, directly  or  indirectly  increased  production 
and  made  for  general  business  prosperity,  and 
increased  buying  during  the  Summer  months. 

These  facts  are  of  especial  interest  to  the 
talking  machine  trade,  which  is  almost  entirely 
an  instalment  business.  It  is  interesting  to  note 
in  connection  with  the  sales  of  talking  machines 
on  the  instalment  plan  that  in  the  two  years  of 
1924  and  1925  there  was  a  gain  of  5  per  cent  in 
i-tanding  on  instruments  sold  on  a  time  basis. 
In  1925  instalment  sales  totaled  $174,000,000,  in- 
stalment paper  amounted  to  $134,000,000  and  the 
average  outstanding  was  $84,000,000. 


ing  Machine  Co.  has  placed  on  the  market  a 
new  improved  sound  box,  known  as  Xo.  4, 
which  is  balanced  with  the  amplifying  system 
of  the  old  type  Victrolas.  The  No.  4  sound  box 
is  produced  in  nickel  and  gold-plated  finishes. 

In  a  message  to  the  trade,  Roy  A.  Forbes, 
manager  of  sales  and  merchandise  of  the  Victor 
Co.,  said  in  part: 

"The  No.  4  sound  box  does  not  give  Orthophonic  re- 
sults on  the  old  type  instrument,  for  the  new  Ortho- 
phonic  Victrola  is  far  more  than  just  an  improved  sound 
box — but  it  does  provide  better  reproduction  of  the  new 
Orthophonic  Victor  records  when  played  on  the  old  type 
instrument,  and  will  even  reproduce  the  mechanical  record 
more  satisfactorily  than  any  other  type  of  reproducer  be- 
cause it  is  balanced  with  the  amplifying  system  of  the 
former  Victrolas. 

"Sell  the  No.  4  sound  box  to  the  thousands  of  homes 
in  which  there  are  'silent'  Victrolas  of  former  types, 
which  are  ready  to  respond  to  an  appeal  of  a  new  type 
Victor  sound  box  through  which  the  new  records  can  be 
enjoyed  in  a  new  and  better  way — at  slight  cost. 

"It  is  to  your  interest  to  reach  this  large  market, 
which  is  literally  at  your  very  door  step,  and  reach  it 
quickly.  It  is  the  key  to  unlimited  record  sales  through 
the  entrance-way  afforded  by  the  new  sound  box." 


over  four  acres  in  the  heart  of  the  Emeryville 
industrial  district.  The  property  is  bounded  by 
Forty-fifth  street,  Horton,  Park  and  Holden 
avenues  and  has  excellent  spur  track  facilities, 
eliminating  any  problems  of  shipping. 


Oklahoma  Talking  Machine 
Go.  Joins  With  Swann  Co. 


Following  the  Absorption  of  Sanger  Bros.,  Two 
Prominent  Southwest  Wholesalers  Join  Forces 
—To  Be  Known  as  T.  E.  Swann  Co. 


Magnavox  Co.  Secures 

Space  for  a  New  Plant 

Manufacturer  of  Radio  Products,  Oakland,  Cal., 
in  Line  With  Expansion  Plan,  Buys  Western 
Aluminum  Co.  Plant  for  Factory  Site 


Oklahoma  City,  Okla.,  February  4. — Following 
the  announcement  of  the  purchase  of  the  Victor 
wholesale  firm  of  Sanger  Bros.,  Dallas,  Tex.,  by 
the  T.  E.  Swann  Co.,  which  appeared  in  The 
Talking  Machine  World  last  month,  a  subse- 
quent statement  relates  that  the  Swann  organ- 
ization has  joined  with  the  Oklahoma  Talking 
Machine  Co.,  the  consolidated  firm  to  be  known 
as  the  T.  E.  Swann  Co. 

The  quarters  occupied  by  the  Oklahoma 
Talking  Machine  Co.  are  being  retained,  with 
the  same  personnel  as  heretofore.  E.  L.  Grat- 
igny,  former  president  of  the  local  Victor  job- 
bing house,  will  continue  in  charge  of  the  Okla- 
homa City  headquarters. 


New  Victor  Sound  Box 

for  Old  Style  Victrolas 

Victor  Talking  Machine  Co.  Marketing  Sound 
Box  Designed  to  Provide  Improved  Repro- 
duction of  New  Recordings 


In  order  that  owners  of  the  old  type  Vic- 
trolas can  secure  better  reproduction  of  the  new 
electrically  recorded  records  the  Victor  Talk- 


F.  M.  Steers,  president  of  the  Magnavox  Co., 
of  Oakland,  Cai.,  manufacturer  of  Magnavox 
radio  products,  announces  that  the  company  has, 
as  part  of  its  rapid  expansion,  taken  over  the 
old  established  Western  Aluminum  Mfg.  Co.,  of 
Emeryville. 

The  aluminum  plant  adjoins  the  vacant  prop- 
erty recently  purchased  by  the  Magnavox  Co., 
in  Emeryville,  and  on  which  it  will  build  a 
large  new  factory  to  accommodate  its  growing 
volume  of  radio  and  electrical  specialty  products 
business.  This  will  give  Magnavox  two  large 
and  modern  plants  which  are  urgently  needed. 

The  new  acquisition  gives  the  Magnavox  Co. 


Become  Distributor  for 

Kellogg  Radio  in  Buffalo 

The  Wholesale  Radio  Equipment  Co.,  of 
Buffalo,  N.  Y.,  has  been  appointed  distributor  of 
the  Kellogg  radio,  according  to  a  recent  an- 
nouncement made  by  R.  K.  Smith,  sales  man- 
ager of  the  radio  division  of  the  Kellogg 
Switchboard  &  Supply  Co.,  Chicago.  Exten- 
sive plans  are  being  prepared  for  opening  up 
the  Buffalo  territory  and  the  big  drive  begins 
with  a  dinner  soon  to  be  given  to  Buffalo  deal- 
ers by  T.  A.  White  of  the  Wholesale  Radio 
Equipment  Co. 


PEERLESS 

ART  ALBUMS 

All  Peerless  Albums  are  quality  albums.  From  the  finest  Art  Mission 
Album  produced  for  individual  10  and  12  inch  records  or  in  combination  to 
the  smallest  album  for  a  portable  machine  these  products  are  all  of  the  Peer- 
less high  standard.  Send  for  a  sample  of  the  Art  Mission  Album  in  the  size 
you  can  use  and  note  the  attractive  binding,  gold  embossing  and  the  popular 
price.  Also  send  for  catalog  of  our  entire  line  of  albums,  record  holders  and 
record  carrying  cases. 

Peerless  Portables 

New  and  Greater  Values 

A  genuine  leather  covered  portable  made  to  retail  at  $25  is  the  leader  in  the  Peerless 
line  of  small  instruments.  This  machine  has  an  unusual  tone  quality,  a  sturdy  motor 
and  a  record  holder  of  album  type  of  sufficient  size  to  hold  an  entire  evening's  pro- 
gram. A  display  of  these  portables  attracts  attention  and  a  demonstration  assures  sales. 

Genuine  Leather  Covered 
in  Black,  Brown  and  Blue 


Retails 


*15 


AA       A  New  Standard  of 
"U       Quality  in  a  Popular 
Priced  Instrument 
Cetall 


25 


Write  for  Sample  of  the  above  and  ask  abcut  our 
wonderful  value  in  the  Peerless  $15.00  Portable 


PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 

636-638  BROADWAY,  NEW  YORK 
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No.  602.  Universal  Receiver, 
Art  Console.  6-tubes.  Price  less 
accessories  but  witk  external  Cone 
Speaker,  East  of  Rockies  $365; 
Rockies  and  West  $400;  Canada 
$475. 


No.  502  Receiver,  Art  Console, 
5-tubes,  Price,  less  accessories  but 
including  external  Cone  Speaker, 
East  of  Rockies  $325;  Rockies  and 
West  $355;  Canada  $380. 


lo  ]jour  Choicest  Trade 

^our  most  influential  radio  prospects  are  attracted  to  your 
store  by  your  Stromberg- Carlson  franchise.  Whether 
they  are  wealthy,  or  merely  comfortably  well  off,  it  is  the 
"lawyer,  doctor,  merchant,  chief,"  who  decide  the  standards 
of  the  "butcher,  baker,  and  candlestick  maker,"  in  radio  as 
in  automobiles. 


No.  7  Wall  Type  Cone  Speaker. 
Sound  board  finished  in  mahogany. 
Price,  including  Suspension  Cord 
and  Cord  for  attaching  to  Receiver. 
East  of  Rockies  $30;  Rockies  and 
West  $34;  Canada  $40 


Other Stromberg-Carlsons  range 
in  price,  less  accessories,  as  low  as 
$180.00  East  of  the  Rockies; 
$192.50  Rockies,  and  West; 
$225.00  Canada. 


RlfflS 


It  is  to  this  highly  desirable  clientele  that  the  Stromberg- 
Carlson  particularly  appeals.  For  people  of  greatest  intelligence 
usually  possess  the  finest  appreciation  of  music  in  the  original, 
and  they  recognize  in  the  Stromberg- Carlson  an  instrument 
capable  of  the  most  flawless  musical  reproduction. 

An  increasing  number  of  followers  are  advertising  Strom- 
berg-Carlson  leadership  more  and  more  every  day. 

Stromberg -Carlson  Telephone  Mfg.  Co. 

ROCHESTER,  NEW  YORK 


Makers  of  voice  transmission  and  voice  reception  apparatus  for  more  than  thirty  years. 
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Analysis  of  the  Radio  Service  Problems 
of  Talking  Machine  Dealers 

Nation-wide  Survey  of  Radio  Servicing  Methods  of  Talking  Machine  Dealers  Shows  That  the  Number  of 
Lines  Carried  Has  No  Bearing  on  Service  Costs,  Provided  All  Lines  Are  Quality 
Products — Service  Department  Can  Be  Made  Profitable 


(The  second  of  a  series  of  articles  analyzing  the 
radio  service  problems  of  retail  talking  machine  dealers 
and  suggesting  solutions  that  have  stood  the  acid  test  of 
experiment  based  upon  a  questionnaire  sent  to  dealers 
throughout  the  country  by  The  Talking  Machine  World. 
—Editor.) 

That  there  exists,  in  the  trade,  a  wide 
divergence  of  opinion  as  to  whether  the  radio 
lines  handled  by  the  retail  dealer  have  a  bearing 
on  the  service  problem,  was  indicated  in  the 
answers  to  the  questionnaire  that  was  sent  to 
dealers  throughout  the  country  by  The  Talking 
Machine  World  in  an  effort  to  secure  data  on 
radio  servicing  conditions.  That  there  is  con- 
siderable misunderstanding  in  the  trade  regard- 
ing the  relationship  of  merchandise  to  service 
overhead  was  clearly  evident  from  the  answers 
received. 

Quality  Products  Reduce  Service  Need 

Quality  is  of  first  importance  in  considering 
selection  of  radio  lines,  according  to  a  majority 
of  merchants.  The  talking  machine  dealer,  who 
selects  a  line  or  lines  on  the  basis  of  sturdiness 
of  construction,  foolproof  as  far  as  it  is  pos- 
sible to  obtain  in  a  radio  set,  and  last  but  not 
least,  beauty  of  finish,  has  taken  the  initial 
step  to  keep  service  costs  within  reasonable 
bounds.  But  there  are  other  considerations  that 
must  receive  the  attention  of  the  dealer.  While 
the  line  should  possess  the  merits  noted  above, 
the  merchant  must  be  certain  that  the  company 
making  the  product  stands  back  of  the  mer- 
chandise to  the  extent  of  making  good  on  de- 
fects that  show  up  after  the  sale  to  the  con- 
sumer. Lacking  this  the  dealer  gambles  on 
losing  the  good  will  of  his  customers,  his  most 
important  asset. 

How  Live  Dealer  Makes  Service  Pay 

The  radio  service  department  can,  at  least, 
be  made  to  pay  its  own  way,  according  to  C. 
Rothauser,  manager  of  the  radio  department,  of 
the  Broad  &  Market  Music  Co.,  of  Newark, 
N.  J.,  who  bases  his  assertion  on  the  record  of 
his  own  department,  which  not  only  pays  its 
way  but  actually  proves  profitable. 

When  this  concern  decided  to  enter  radio, 
products  and  market  were  thoroughly  studied, 
with  the  result  that  the  company  decided  to 
handle  only  lines  that  came  up  to  a  high  stand- 
ard regarding  quality.  Instead  of  confining  the 
stock  to  only  two  or  three  lines  as  so  many 
dealers  do,  the  Broad  &  Market  Music  Co. 
secured  the  local  agency  for  nine  of  the  lead- 
ing makes  of  radio,  and  in  addition  it  features 
the  combination  radio-talking  machines.  'We 
have  what  is  probably  the  greatest  variety  of 
fine  radio  to  be  found  in  any  single  store  in 
the  State,"  pointed  out  Mr.  Rothauser,  "We 
handle  all  these  lines  for  the  simple  reason 
that  investigation  proved  to  us  that  radio  buy- 
ers do  a  great  deal  of  shopping  before  deciding 
on  the  set  they  want  to  buy.  When  a  dealer 
handles  one  or  two  sets  many  prospects  enter 
the  store,  listen  to  the  sales  talk  and  demonstra- 
tion, and  then  visit  other  near-by  stores  to  hear 
other  makes.  Once  a  customer  gets  into  our  de- 
partment he  or  she  realizes  that  we  handle 
many  of  the  leading  makes  of  sets  and  that 
there  is  no  need  to  shop  in  the  other  stores. 
They  do  their  shopping  right  here,  and  because 
our  products  are  the  best  obtainable,  once  they 
are  sold  they  stay  sold. 

System  in  the  Service  Department 

"Wc  have  systematized  our  service  depart- 
ment so  that  it  is  more  than  paying  its  own  way. 


The  theory  that  by  handling  a  number  of  lines 
the  dealer  is  complicating  his  service  problem 
and  increasing  overhead  is  erroneous,  as  our 
experience  has  proved  conclusively.  What  dif- 
ference does  it  make  if  the  service  man,  instead 
of  being  called  out  to  service  only  one  or  two 
makes  of  sets,  has  eight  or  ten  different  makes 
to  keep  in  first-class  operating  condition?  It  is 
up  to  the  service  man  to  know  the  technical 


Trained  service  men  should  be 
able  to  repair  any  standard 
make  oi  radio  set  so  that 
number  oi  lines  carried  has 
no  appreciable  effect  on  serv- 
ice costs.  Charges  for  service 
can  be  made  without  the  loss 
of  customer  good-will.  Serv- 
ice men  can  be  trained  to  sell 
parts  and  accessories.  This  is 
the  second  of  a  series  of  arti- 
cles in  The  Talking  Machine 
World  that  will  discuss  in  de- 
tail radio  service  and  the  rem- 
edy for  excessive  costs. 


details  of  radio.  If  he  does  not  the  dealer  would 
do  better  to  replace  him  with  a  man  who  knows 
his  business. 

"We  have  only  expert  service  men  in  our 
employ;  five  individuals  comprising  the  per- 
sonnel of  the  department.  Each  man  operates 
his  own  automobile.  The  company  pays  for 
gas,  oil  and  garage,  $10  per  week  being  allowed 
each  man  for  these  expenses.  The  first  step  in 
our  service  to  the  customer  is  made  at  the  time 
of  delivery  of  the  sets.  Each  morning  our 
three  trucks  leave  the  store  with  the  sets  sold 
the  preceding  day.  These  trucks  are  carefully 
routed  to  cover  different  sections  as  quickly  as 
possible.  Three  service  men  are  assigned  to 
cover  the  routes  of  the  trucks  and  install  the 
sets  delivered.  An  installation  charge  is  added 
to  the  sale  price  of  the  radio  set.  We  give  thirty 
days  free  service  and  after  that  period  a  mini- 
mum charge  of  $1.00  per  call  is  made.  A  charge 
of  $2.00  is  made  on  out-of-town  calls. 

No  Complaints  to  Charge 

"We  have  more  than  4,000  radio  customers  on 
our  books  and  we  have  yet  to  hear  a  com- 
plaint because  of  our  method  of  charging.  This 
charge  is  comparatively  small,  but  when  it  is 
taken  into  consideration  that  each  of  the  five 
service  men  makes  between  fifteen  and  twenty 
calls  a  day,  the  revenue,  per  man,  is  consider- 
able and  goes  a  long  way  to  cover  the  cost  of 
operating  the  service  department.  The  service 
men  are  routed  in  much  the  same  manner  as  the 
delivery  men.  They  cover  territory  within  a 
radius  of  fifty  miles  of  the  store  with  minimum 
loss  of  time.  Each  man  lias,  in  his  car,  batteries, 
tubes,  chargers,  and  other  equipment,  with 
which  to  meet  emergencies,  and  of  course,  the 
regular  charge  is  made  for  any  items  needed 
for  replacements  to  sets  that  arc  being  serviced. 
Training  Service  Men  to  Sell 

"Another  point,  and  to  my  mind  one  of  the 
most  important  factors  in  making  the  radio  de- 


partment a  revenue  producer:  The  right  kind  of 
service  man  should  not  only  understand  the 
mechanical  details  of  his  job,  but  he  should  be 
taught  to  sell.  His  opportunities  are  many.  The 
service  man  will  not  amount  to  much  as  a 
salesman,  however,  unless  the  dealer  makes  it 
worth  his  while.  We  give  our  service  men  2 
per  cent  commission  on  all  sales,  and  I  want  to 
tell  you  they  overlook  few  opportunities  of  mak- 
ing that  commission.  We  are  constantly  en- 
deavoring to  aid  them  in  the  sales  end  of  their 
work.  We  actively  co-operate  by  giving  point- 
ers in  salesmanship,  and  the  results  have  been 
surprising.  Our  average  weekly  profit  from 
sales  made  by  these  men  is  $50. 

"All  our  service  efforts  are  directed  toward 
one  object — creating  customer  satisfaction.  That 
we  have  succeeded  in  this  without  loss  to  our- 
selves brought  about  by  excessive  service  costs 
is  indicated  by  the  fact  that  many  of  our  cus- 
tomers bring  in  their  friends  to  select  a  radio 
set.  Some  customers  have  been  responsible  for 
three  or  four  sales  and  one  man  has  brought 
about  sales  of  radio  sets  to  eighteen  of  his 
friends.  That  is  concrete  proof  of  the  success 
of  our  policy." 

The  important  points  brought  out  by  Mr. 
Rothauser  are  that,  provided  quality  products 
are  handled,  the  number  of  lines  has  no  bearing 
on  service  cost,  assuming,  of  course,  that  the 
service  men  are  experts  in  their  field;  a  charge 
can  be  made  for  all  service  without  danger  of 
losing  good  will  and  sales;  service  men,  if  prop- 
erly trained  and  compensated,  are  in  a  position 
to  and  can  sell  accessories,  thus  providing 
revenue  that  should  go  far  toward  making  the 
service  department  profitable. 

The  next  article  of  the  series  will  appear  in  the 
March  IS  issue  of  The  Talking  Machine  World 
and  it  mill  deal  with  the  subject  of  percentage 
of  cost  of  service  in  comparison  to  total  overhead 
of  the  radio  department  and  in  addition  ivill  present 
a  simple  method  whereby  the  dealer  can  keep  track 
of  service  costs. 

Guitry  and  Printemps  Are 

Radio  and  Record  Fans 

Famous  French  Actor  and  Actress  Have  Freed- 
Eisemann  Receivers  Installed  in  Home  and 
Theatre — Enjoy  Recorded  Music 


Sacha  Guitry,  distinguished  French  dramatist 
and  actor,  as  well  as  his  talented  wife,  Yvonne 
Printemps,  are  radio  fans.  Upon  his  arrival  in 
New  York  recently,  M.  Guitry  requested  the 
immediate  installation  of  two  Freed-Eisemann 
receivers,  one  in  his  dressing  room  in  the 
Chanin  Theatre  and  the  other  in  his  suite  in  the 
Ambassador  Hotel.  M.  Guitry  declares  that  the 
mystery  of  radio  gives  it  as  wide  an  appeal  as 
the  phonograph  and  he  also  enjoys  listening  to 
records  by  well-known  artists. 


Davega  Adds  Store  to  Chain 


Davega,  Itu\,  has  bought  from  the  Schov- 
crling,  Daly  &  Gales  Co.,  the  retail  store  located 
at  302  Broadway,  corner  of  Duane  street — a 
landmark  of  Old  New  York  It  is  planned  to 
expand  this  store  with  the  additional  lines  of 
merchandise  which  Davega,  Inc.,  handles. 
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the  cosl:  of  a  dissatisfied 
customer?  *    *    *    *  * 

* 

Then  you  know  you  can 
afford  to  sell  nothing  but 

the  hesf  in  vacuum  tubes. 

Many  years  of  experience  developing  and  making  Mazda  Lamps  have  given  to 
the  Radiotron  laboratories  and  factories  a  skill  that  cannot  be  matched  RCA 
Radiotrons  are  far  ahead  in  quality— and  always  will  be.  And  they  are  far 
ahead  of  all  competitors  in  sales.  Surely  gambling  with  inferiors  doesn't  pay' 
RADIO  CORPORATION  OF.  AMERICA 
NCW   Y°rk  Ch-*g°  San  France 
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Radiola  28.  with  8 
Radiotrons.  list.  $260 
RCA  Loudspeaker 
104,  complete,  list. 
$275 

A.  C.  Package  for 
adapting  Radiola  28 
for  use  with  Loud- 
speaker 104  on  the 
50-60  cycle.  110  volt 
current,  $35 


Ask  your  distributor 
lor  an  A.  C.  Drive 
Radiola  28.  which  is 
all  ready  for  connec- 
tion to  the  RCA 
Loudspeaker  104. 
thereby  reducing 
time  and  cost  of  in- 
stallation 


I 
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(T{pdiola  l8  with  Loudspeaker  io4 

JNothing  so  far  has 
approached  this  com- 
bination *  *  either  in 
electrical  performance 
ormusical  reproduction 

The  RADIOLA  28,  eight-tube  super- heterodyne — 
with  its  keen  sensitivity  and  unequalled  selectivity 
still  stands  as  the  finest  receiver  for  far  country 
homes  or  crowded  skyscraper  centers. 

The  RCA  Loudspeaker  104 — revolutionary  when 
it  was  first  introduced — is  stilt  revolutionary.  It 
reproduces  so  faithfully  that  it  was  immediately 
adopted  by  the  leading  phonographs,  too.  And  it 
still  stands  unsurpassed. 


Radiola  20, 
ith  Radiotrons,  list,  $115 


It  is  not  merely  a  loudspeaker,  with  a  battery  elimi- 
nator, but  it  is  a  new  and  finer  type  of  musical 
instrument,  drawing  its  current  from  the  lighting 
socket,  and  bringing  new  possibilities  of  fine  music 
to  thousands  of  homes. 

f  r  t 

Remember  that  the  profit  on  one  sale  of  this  combination  is 
more  than  that  of  three  or  four  lower  priced  sets.  Follow  the 
intensive  advertising  of  this  RCA  combination  with  intensive 
selling — and  you  will  reap  profits  that  run  into  very  large  figures! 
Demonstration  plus  time  payments  make  the  sale. 

r  r  t 

RADIO  CORPORATION  OF  AMERICA 
New  York  Chicago  San  Francisco 


Radiola  26, 
with  6  Radiotrons,  list,  $225 


RCA^Rjadiola 
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LOUDSPEAKER. 
104 


List.  $275 
(For  50  60  cycle.  110  volt.  A  C. 
lightinc  circuit) 


e  loudspeaker  that  has 
made  radio  triumph  in 


music 


I 


~oudspeaker 
52 — with  a  power  am- 
plifier. A.C.  operated. 
List    ....  $140 


T  was  in  the  designing  of  this  remark- 
able loudspeaker  that  the  develop- 
ment of  the  modern  era  of  "electrical 
reproduction  of  music"  began.  It  oper- 
ates from  the  lighting  socket — makes 
possible  infinitely  finer  musical  tone  — 
at  any  volume. 

When  adapted  with  Radiola  25  or  28, 
it  eliminates  all  batteries.  With  most 
other  sets,  it  does  away  with  "B"  bat- 


teries. It  makes  any  good  radio  set  en- 
tirely new  in  performance — makes  it 
modern. 

In  point  of  public  demand  as  well  as 
proved  performance,  the  RCA  Loud- 
speaker 104  is  the  leading  musical  in- 
strument of  radio  today!  Sell  it  by  home 
demonstration  —  and  it  quickly  sells. 

RADIO  CORPORATION  OF  AMERICA 


RCA  Loudspeaker 
1 00 — clear  at  any  volume 
a  set  can  give  it.  List.  $35 
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Profi  t  Wnm'i^  Sales  Wrinkles 

Assist    the    Commuter    and   Profit— Uses  Testimonials  in  Advertisements— Gives  Non-Technical 
Explanation  of  Batteries— A  Prairie  Schooner  Demonstration— Have  the  Customer 
Supply  Names  of  Prospects— Other  Profitable  Stunts 


A  talking  machine  dealer,  located  in  the  cen- 
ler  of  the  office  building  district  of  lower  New 
York  City,  whose  patrons  consist  largely  of 
commuters  living  in  the  suburbs,  including 
Long  Island,  New  Jersey  and  Westchester,  has 
evolved  a  clever  plan  to  stimulate  record  sales. 
Cards  have  been  distributed  among  the  office 
workers  announcing  that  records  ordered  in  the 
morning  may  be  called  for  in  the  evening  as 
the  patrons  walk  to  the  subway  stations.  The 
orders  received  in  the  morning  are  wrapped 
and  when  the  customer  calls  in  the  evening  the 
package  is  handed  over  and  payment  is  received. 
There  is  no  delay  and  this  is  appreciated  be- 
cause in  the  evening  there  is  a  great  rush  for 
trains.  As  a  result  of  this  service  record  sales 
have  increased  tremendously  and  the  contacts 
brought  about  through  customers  purchasing 
records  has  increased  sales  of  the  new  talking 
machines  considerably.  Unusual  service  by  the 
retail  talking  machine  dealer  always  is  a  sound 
investment. 

Elective  Testimonials 

C.  B.  Burke,  secretary  and  treasurer  of  the 
South  Bend  Radio  Co.,  radio  dealer  of  this  city, 
has  inaugurated  a  direct  testimonial  advertising 
series  in  his  local  newspapers.  Each  evening 
the  advertisement  is  devoted  to  one  testimonial 
from  a  local  radio  set  owner,  with  the  ad- 
monition, "Watch  for  your  neighbor's  name." 
Mr.  Burke  reports  that  he  has  traced  $9,000 
worth  of  Atwater  Kent  radio  business,  directly 
or  indirectly,  through  this  one  series  of  adver- 
tisements and  that  the  space  only  costs  him 
$5.20  a  day. 

Explains  the  Batteries 

Very  often  a  radio  set  owner  who  has  the 
recharging  of  batteries  done  by  the  dealer  from 
whom  he  purchased  the  set,  will  ask  "How 
long  will  the  recharge  last?"  and  complain 
that  the  last  time  it  lasted  a  week  less  than 
usual,  blaming  the  dealer  for  the  happening. 
To  make  plain  the  workings  of  batteries  and 
to  eliminate  complaints  of  the  kind  mentioned, 
B.  H.  Schlomberg,  owner  of  the  Florence  Radio 
Parlor,  Brooklyn,  N.  Y.,  some  time  ago  sent 
to  his  customers  a  card  with  a  short  article, 
entitled  "Your  Storage  Battery."  Referring  to 
the  question  asked  regarding  the  length  of  time 
a  recharge  will  last,  it  read:  "There  is  only 
one  way  to  answer  this  intelligently  without 
being  technical.  For  instance,  your  storage 
'A'  battery  has  the  manufacturer's  rating  of 
100  Ampere  Hours  (Not  Volts).  Let  us  assume 
that  your  set  is  a  five-tube  broadcast  receiver 
and  the  tubes  are  rated  as  one-quarter  ampere 
each;  therefore,  five  times  one-quarter  ampere 


equals  one  and  one-quarter,  that  means  the 
amount  of  current  drawn  from  your  battery 
during  operation  each  hour;  this  divided  into 
one  hundred  gives  you  eighty,  so,  therefore, 
there  are  eighty  hours  (not  days  or  months)  of 
use,  however  you  use  it.  Your  'B'  batteries 
likewise." 

Clever  Demonstration 

Here  is  a  "Western"  demonstration  stunt 
used  quite  effectively  by  the  Western  Sales  Co., 
of  Ponca  City,  Okla.,  Atwater  Kent  dealer  at 
that  point:  A  Model  32  set  and  Atwater  Kent 
speaker  were  installed  in  the  prairie  schooner 
and  furnished  music  and  amusement  for  the 
entire  city.  W.  M.  Davidson,  of  the  Western 
Sales  Co.,  is  shown  boarding  the  schooner 
after  paying  for  the  noon  luncheon  for  his 
six-cylinder  ox-motor.    The  check  was  $10,  but 


he  says  it  was  worth  the  money.  Incidentally, 
the  steers  and  the  schooner  were  borrowed 
from  the  famous  "101  Ranch,"  located  near 
Ponca  City,  and  it  was  necessary  to  import  a 
driver  from  Arkansas  for  the  occasion. 

Uses  Customer  File 

The  progressive  talking  machine  dealer  has 
or  should  have  two  valuable  lists  of  names, 
i.  e.,  a  prospect  list  and  a  list  of  customers. 
The  latter  can  be  made  the  equal  of  the  former 
as  a  means  of  securing  new  business.  Here  is 
how  the  Broad  &  Market  Music  Co.,  of  New- 
ark, N.  J.,  is  cashing  in  on  its  list  of  the  names 
of  customers.  The  following  letter,  which  is 
self-explanatory,  resulted  in  more  than  150  re- 
plies and  a  fine  volume  of  business: 

Dear  Friend: 

We  thank  you  for  your  loyal  support  in  the  past, 
which  has  enabled  us  to  stay  for  the  next  fifteen  years 
in  our  old  home. 

You  undoubtedly  have  many  friends,  who  have  ad- 
mired your  radio  set  and  wished  they  had  one  like  it. 
We  will  make  it  possible  for  them  to  own  the  best 
radio  set  in  existence  and  would  like  you  to  be  our 
silent  salesman. 

For  each  of  your  friends,  introduced  by  you  who  buys 
radio  from  us,  we  give  you  a  handsome  commission,  as 
our  appreciation.  All  you  have  to  do  is  to  introduce 
your  friends  to  us,  or  have  them  mention  your  name, 
at  the  time  of  sale,  and  we  will  do  the  rest. 

Remember,  your  friends  only  need  to  make  a  deposit, 


and  pay  the  balance  on  a  liberal  agreement,  weekly  or 
monthly,  as  they  prefer.  Please  also  remember  that  on 
all  accessories,  like  tubes,  batteries,  etc.,  we  will  give 
you  a  liberal  discount  off  the  regular  price,  a  courtesy 
to   our  customers  only. 

Bring  all  your  friends,  the  more  the  merrier,  we  have 
radiqs  for  them  all.  You  know  we  have  one  of  the 
largest    radio   departments    in   the   United  States. 

Reducing  Credit  Risks 

Talking  machine  and  radio  dealers  who  sell 
chiefly  on  the  instalment  basis  have  various 
forms  to  be  filled  by  applicants  for  credit  and 
each  store  proprietor  devises  a  series  of  ques- 
tions which  in  his  opinion  are  best  suited  to 
ascertain  the  credit  standing  of  the  class  of 
people  with  whom  he  deals.  Those  dealers 
whose  clientele  is  composed  chiefly  of  members 
of  the  small-salaried  factory  worker  or  laboring 
class  might  be  interested  in  the  information 
secured  by  the  International  Phonograph  Co., 
which  in  addition  to  asking  the  usual  questions 
regarding  residence,  length  of  time  at  present 
•address,  business  connections,  length  of  time 
with  employer,  names  and  addresses  of  relatives 
as  references,  also  has  the  following  form 
filled  in: 

I  am  a  member  in  gcod  standing 

Society  or  Union  '.  

Secretary  »  

Address   

Meetings  at  

Children  Attending  School 

Name    School   Address  

Name    School   Address  

This  store  has  often  found  that  the  informa- 
tion obtained  from  the  foregoing  has  been  most 
valuable  in  tracing  the  new  addresses  of  delin- 
quent customers  who  had  moved  and  were  care- 
less in  informing  the  store,  of  the  change. 

Theatre  Tie-up 

There  are  numerous  methods  of  co-operating 
with  local  theatres  for  the  betterment  of  busi- 
ness and  Victor  representatives  in  Oakland, 
Cal.,  realizing  this,  managed  to  effect  a  tie-up 
which  resulted  in  stimulating  the  sales  of  rec- 
ords of  a  recording  artist  to  a  considerable 
extent.  Aileen  Stanley,  Victor  artist  and  vaude- 
ville favorite,  appeared  for  the  week  of  January 
15  at  the  Oakland  Playhouse,  and  for  a  week 
previous  to  the  opening  date  some  of  this  star's 
records  were  played  each  night  and  the  an- 
nouncement was  made  to  the  audience  that  they 
were  listening  to  the  records  of  Miss  Stanley, 
who  would  appear  in  person  the  following 
week.  During  the  week's  engagement  a  Vic- 
trola  played  continuously  in  the  lobby  attract- 
ing passersby.  The  theatre  profited,  the  dealers 
profited  and  the  mutual  tie-up  was  beneficial 
to  all. 

Round  Out  Selling  Talk 

The  Chicago  Opera  Co.,  Victor  artists,  New 
York  Symphony  Orchestra,  the  Atwater  Kent 
hours — what  splendid  subjects  to  be  incor- 
porated in  the  radio  dealer's  selling  talks.  With 
the  hook-ups  of  twenty  and  more  stations  for 
each  of  these  features  practically  every  section 
can  enjoy  them  and  dealers  should  take  advan- 
tage of  the  opportunity. 


National  Record  Albums 

Made  of  the  best  materials  and  finished  by  experienced 

workmen 

PORTABLE  ALBUMS 
ALBUMS  FOR  CABINETS 

ALBUMS  BOUND  IN  CLOTH  or  ART  MISSION 

Albums  for  Export  Our  Specialty 
Write  Cor  list  of  19XJ  styles  and  prices 

National  Publishing  Co.,  239-245  South  American  St.,  Philadelphia,  Pa. 
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Simplified  Science 

in  the  Salesmen's  Selling  Talk 

What  Do  You  Say  to  the  Customer  Who  Wants  to  Know  the  Difference 
Between  the  Old  and  New  Talking  Machine  Products  on  Your  Floors 


The  present  tendency  among  manufacturers 
of  talking  machines  is  to  take  the  public  into 
their  confidence  through  national  advertising, 
telling  them  frankly  the  difference  between  the 
old  and  the  new  in  recording  and  reproduction. 
Probably  nothing  more  clearly  than  this  could 
show  the  extraordinary  change  that  has  taken 
place  in  the  public  attitude  towards  science  in 
general.  Twenty  years  ago  it  would  have  been 
absurd,  from  an  advertising  standpoint,  to  write 
advanced  physics  into  any  kind  of  copy,  no 
matter  in  how  diluted  a  form.  To-day  it  is 
not  only  possible  but  desirable  to  do  this. 
Science  and  the  Public 

Now,  merchants  who  watch  carefully  the  shift- 
ing tides  of  public  opinion  and  feeling  will 
usually  find  that  the  advertising  experts  em- 
ployed by  the  great  manufacturers  are  the  best 
of  beacon  lights.  When,  therefore,  we  find  them 
actually  talking  the  physics  of  modern  phono- 
graph recording  and  reproduction,  we  feel  fairly 
safe  in  taking  their  example  home  to  ourselves 
and  applying  it  to  our  own  requirements. 

In  other  words,  the  wise  merchant  will,  by 
this  time,  have  perceived  that  the  great  buying 
public  has  almost  universally  acquired  some 
smattering  of  knowledge  concerning  the  propa- 
gation and  transmission  of  sound. 

The  public  of  to-day  is  quite  ready  to  have 
the  phonograph  sold  to  it,  but  the  process  of 
selling  will  have  to  be  pretty  complete  and 
quite  well  thought  out.  To  tell  the  story  well 
is  to  make  sales  easily;  to  tell  it  poorly  is  to 
miss  them. 

What  have  we  then  to  say  to  the  inquirer 
who  comes  to  find  out  something  about  one  of 
the  new  makes  of  talking  machine  or  some  of 
the  new  electrical  recordings?  Plainly  we  may 
be  quite  as  open  and  frank  as  our  knowledge 
will  allow  us  to  be. 

An  Imaginary  Conversation 

"The  new  era  in  the  phonograph  world,"  one 
can  imagine  a  salesman  saying,  "began  when  to 
the  phonograph  records  were  applied  the  new 
principles  of  sound  transmission  which  had  been 
gradually  worked  out  by  the  telephone  investi- 
gators in  their  laboratories  during  many  years. 
These  principles  only  became  practically  appli- 
cable a  very  short  time  ago  and  as  soon  as  they 
could  be  applied  to  the  special  case  of  the 
phonographic  record  they  were  so  applied. 
What  has  since  happened  simply  shows  that 
there  is  absolutely  no  limit  to  the  possibilities 
of  recording  or  of  reproduction.  There  is  no 
doubt  that  the  day  is  rapidly  approaching  when 
within  a  few  days  of  a  great  performance  of 
opera,  of  oratorio,  of  symphony,  of  the  proceed- 
ings of  a  great  political  convention  or  of  the 
speech  of  a  great  orator,  records  will  be  on 
sale  which  were  made  during  the  actual  event, 


and  which  will  reproduce  every  slightest  detail 
with  perfect  fidelity  and  with  all  the  volume  of 
the  original,  as  heard  from  a  favorable  place  in 
the  audience.  Such  records,  forming  a  perma- 
nent library  of  imperishable  performances, 
caught  at  the  instant  of  inspiration  and  instinct 
with  a  sense  of  space  and  of  reality,  will  be  in 
evervone"s  home  at  the  lowest  cost. 


In  selling  the  new  type  talk- 
ing machines  and  records  to 
owners  of  old  type  instru- 
ments, the  dealer  must  be  able 
to  give  a  logical  and  convinc- 
ing explanation  of  the  superi- 
ority of  the  new  over  the  old. 
Incorporate  the  explanation  of 
the  new  methods  of  recording 
into  your  sales  talks. 


"Even  at  this  very  moment  the  records  on 
sale  here  and  now  give  us  almost  all  these 
wonders. 

"And  how  is  it  done?  That  would  be  too 
long  a  story  to  tell  in  scientific  detail;  nor 
would  this  interest  you.  But  this  much-  may 
be  said:  the  old  system  involved  catching  the 
sound  waves  of  performed  music  or  of  other 
sounds  in  a  horn  and  impressing  them  thence 
upon  a  glass  diaphragm  sufficiently  sensitive  to 
respond  to  the  very  tiny  amount  of  energy 
carried  on  the  air.  To  get  near  enough  to  the 
horn  was  always  the  difficulty,  especially  when 
more  than  one  voice  or  instrument  was  used, 
and  became  an  impossibility  with  a  large  body 
of  instruments.  Under  the  old  arrangements 
in  fact,  only  comparatively  small  bodies  of 
singers  or  instrumentalists  could  be  used  in 
the  recording  room,  and  no  ingenuity  of  seating 
could  assure  equal  treatment  to  each  type  and 
style  of  instrument  or  voice. 

Simplified  Science 

"Now,  all  is  changed.  The  orchestra  may 
gather  in  any  suitable  place,  in  the  concert  hall 
itself  if  required,  and  may  be  seated  in  its 
accustomed  order,  with  conductor,  strings, 
wood-wind,  brass,  drums,  with  soloist  if  there 
is  any,  in  fact  with  everything  as  it  would  be 
for  an  ordinary  performance.  In  fact,  if 
necessary,  as  was  said  before,  the  recording 
may  be  done  during  an  ordinary  concert.  But, 
however  that  may  be,  the  point  is  that  to-day 
one  merely  sets  up  a  slender  post  on  wheels 
which  carries  what  looks  rather  like  a  some- 
what exaggerated  telephone  receiver.    This  is 


the  microphone.  When  it  is  placed  in  front 
of  the  body  of  musicians  it  receives  every 
sound  that  floats  toward  it  on  the  air,  with  a 
sensitive  power  far  surpassing  even  that  of  the 
human  ear.  The  tiny  sound  vibrations  impinge 
upon  a  diaphragm  which,  as  it  moves,  makes 
and  breaks  a  sensitive  electric  current.  The 
air  vibrations  are  turned  into  electric  vibrations. 
Thence  the  electric  energy  may  be  stepped  up 
to  any  required  amplitude,  so  that  when  at 
last  the  revolving  wax  disc  is  reached  which 
is  to  embalm  them  imperishably,  and  from 
which  your  record  is  to  be  struck  off,  the  tiniest 
and  most  delicate  weak  sound  is  impressed  in 
the  soft  material  to  a  depth  that  shall  assure 
its  returning  to  your  ear  whenever  you  wish, 
in  all  its  original  power,  and  if  needed,  even  in 
more  than  that  power. 

"The  details  are  intensely  interesting,  of 
course,  but  they  are  not  matter  for  inaccurate 
comment.  One  system  uses  the  action  of  a 
vibrating  ray  of  light,  set  in  motion  by  the 
sounds,  upon  a  selenium  cell,  whereby  electrical 
currents  are  made  and  broken.  Others  work 
directly,  by  a  refinement  of  the  telephonic 
method.  In  all  cases,  however,  electric  energy 
is  obtained  from  the  original  sounds  and  it  is 
this  electric  energy,  standing  between  music 
and  disc,  which  accounts  for  the  wonders  of 
present-day  recordings 

The  Machines 

"The  new  machines,  of  course,  have  been 
designed  primarily  to  care  for  the  enormously 
greater  power  and  range  of  the  new  recordings. 
They  are  mainly  a  development  and  refinement 
of  the  older  types,  having  larger  tone  chambers, 
built  often  on  the  principle  of  reflecting  sound 
back  and  forth  in  order  to  obtain  sufficient 
length  to  develop  properly  the  long  waves  of 
the  low  bass  tones.  One  well-known  type  uses 
radio  receiving  principles  and  works  through 
vacuum  tubes,  having  immense  possibilities  of 
volume  and  power. 

"In  a  word,  the  talking  machine  and  the 
record  of  to-day  are  in  no  way  to  be  compared 
with  their  predecessors.  They  are  not  only  new 
but  utterly  novel  and  revolutionary.  \\  hat 
they  do  has  never  been  done  before  and  they 
have  no  rival  in  their  field. 

"Whatever  you  may  think  of  the  modern 
phonograph,  you  must  never  think  of  it  in  terms 
of  the  old  one.  The  latter  had  its  great  and  won- 
derful place  to  fill,  and  filled  it  nobly.  It  still 
brings  comfort,  entertainment  and  cheer  to  hun- 
dreds of  thousands.  But  it  is  superseded,  and 
jn  its  place  is  something  so  much  more  wonder- 
ful that  comparisons  are  out  of  the  question." 

All  of  which  may  constitute  a  poor  sales  talk; 
but  so  far  as  it  goes,  it  appeals  to  its  author 
as  being  better  than  some  he  has  heard. 
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Time  Payment  Plan  a  Boon  to  Retailers 

Radio  Corporation's  Plan  for  Financing  Time  Payment  Sales  of 
Radiolas  Contains  No  Contingent  Liability  for  the  Retail  Dealer 

By  H.  T.  Melhuish,  Manager,  Sales  Administration 


Of  the  total  sales  in  1925  dealers  sold  for  cash 
only  20  per  cent  of  all  phonographs,  only  25 
per  cent  of  all  automobiles  and  washing  ma- 
chines and  only  35  per  cent  of  all  vacuum  clean- 
ers and  furniture.  The  remainder  were  all  sold 
on  instalments.  This  means  that  instalment 
sales  represented  80  per  cent  of  phonograph 
sales,  75  per  cent  of  automobile  and  washing 
machine  sales  and  approximately  65  per  cent  of 
vacuum  cleaner  and  furniture  sales. 

Radio  Instalment  Sales  Have  Increased 

During  the  same  year  practically  87  per  cent 
of  all  radio  sets  were  sold  for  cash  and  only  13 
per  cent  on  the  instalment  plan.  During  1926 
the  demand  for  instalment  sales  of  radio  have 
greatly  increased,  and  it  is  probable  that  when 
the  figures  have  been  compiled  it  will  be  shown 
that  radio  sales  made  on  the  instalment  plan 
this  year  will  have  practically  doubled.  It  is 
only  natural  that  this  should  be  so.  The  very 
high  percentage  of  instalment  sales  shown  above 
are  all  for  commodities  used  in  the  home,  and 
radio  has  taken  its  place  among  them. 

The  growth  of  time  payment  sales  of  radio 
during  the  present  year  has  placed  the  problem 
of  how  to  handle  this  business  very  squarely 
before  Radiola  dealers,  and  you,  as  one  of  those 
dealers,  must  determine  whether  or  not  you  can 
afford  to  permit  this  growing  demand,  which 
means  increased  sales  volume,  to  go  to  your 
competitor.  There  is  probably  not  a  dealer  but 
who  will  admit  that  he  must  carry  a  constantly 
increasing  volume  of  time-payment  sales. 
Is  Your  Working  Capital  Working? 

Now  you,  as  a  Radiola  dealer,  may  for  the 
present  be  content  to  carry  these  unpaid  bal- 
ances yourself,  permitting  them  to  pyramid  in 
value  every  month  in  the  year.  But  have  you  con- 
sidered what  this  will  do  to  your  working  capital 
and  what  it  means  to  have  contingent  defaults 
hanging  over  your  head  at  all  times?  It  must 
be  obvious  to  nearly  every  dealer  that  he  can- 
not continue  indefinitely  to  carry  these  accounts 
himself,  because  it  ties  up  more  working  capital 
than  the  average  dealer  can  afford.  Moreover, 
there  will  be  defaults  in  some  instances,  as 
has  been  proved  by  long  experience,  and  every 
such  default  represents  a  loss  of  profit  and  a 
reduction  of  working  capital. 

It  is  obvious,  therefore,  that  every  radio 
dealer  must  be  prepared  to  extend  time-payment 
sales  to  his  customers  and  that  most  dealers 
can  not  long  afford  to  tie  up  their  working  cap- 
ital in  carrying  these  accounts.  Some  dealers 
have  seen  fit  to  move  this  liability  a  step  away 


from  them  by  discounting  the  paper  in  their 
bank,  or  with  various  good  financing  companies. 
While  such  a  step  solves  the  difficulty  of  tied- 
up  working  capital,  it  has  made  no  change  in 
the  dealer's  liability  in  the  case  of  default,  for 
in  either  of  these  cases  the  dealer  must  endorse 
the  paper  and  guarantee  full  payment. 
Time  Payment  Plan  With  Complete  Protection 
More  than  two  years  ago  the  Radio  Corp.  of 
America  recognized  that  the  demand  for  finance 


sions  were  no  more  than  three  per  cent  and 
the  monthly  delinquencies  only  ten  per  cent. 
These  percentage  figures  are  extremely  small, 
yet  the  resulting  loss  would  be  so  great  that 
the  average  dealer  would  be  operating  on  a 
very  small  margin  of  profit,  if  not  an  actual 
loss. 

The  Answer  Depends  Upon  Conditions 

The  answer  to  the  question  of  whether  a 
dealer  can  afford  to  sell  on  instalments  may 
depend  somewhat  upon  the  dealer's  financial 
conditions,  and  on  how  small  a  margin  of  profit 
he  can  afford  to  operate.  If  the  dealer  must 
absorb  losses  arising  from  defaults  and  delin- 
quencies he  is  reducing  his  margin  of  profit 
and,  therefore,  the  greater  proportion  of  time- 
payment  business  he  carries,  the  less  margin  of 
profit  may  be  expected.  In  such  cases  it  may 
be  definitely  stated  that  the  average  dealer  can- 
not afford  to  meet  the  increasing  demand  for 
instalment  sales. 

If,  however,  the  dealer  takes  advantage  of 
the  opportunity  provided  by  the  Radiola  time 
payment  plan,  he  not  only  has  all  of  his  work- 
ing capital  unimpaired,  but  eliminates  any  losses 
due  to  repossessions  or  delinquencies,  so  that 
time  payment  sales  do  not  in  any  way  reduce 
his  margin  of  profit.  The  Radiola  dealer  can 
very  well  afford  to  meet  the  increasing  de- 
mand for  time  payment  sales  on  this  plan 
which  will  give  him  the  added  advantage  of  a 
much  greater  volume  of  business  and  greater 
profits. 


H.  T.  Melhuish 

sales  by  Radiola  dealers  would  shortly  become 
a  very  important  factor  not  only  in  the  volume 
of  business  which  those  dealers  might  do,  but 
also  in  the  stability  of  the  dealer  and  his  ability 
to  continue  without  serious  losses.  After  long 
negotiations  arrangements  were  finally  made  by 
the  Radio  Corp.  of  America,  which  would  per- 
mit a  dealer  to  finance  Radiola  time-payment 
sales  without  any  contingent  liability  to  the 
dealer.  This  plan  was  devised  only  with  the 
thought  in  mind  of  how  the  dealer  might  best 
be  served  so  that  his  capital  would  not  be  tied 
up  in  carrying  time-payment  sales,  nor  would 
he  suffer  any  financial  loss  in  the  defaults  of  his 
customers  which  were  sure  to  occur. 

If  any  dealer  doubts  the  importance  and  finan- 
cial danger  of  the  contingent  liability  of  carrying 
his  own  paper,  or  of  endorsing  it  for  discount 
in  his  bank  or  a  finance  company,  let  him 
figure  what  his  loss  would  be  if  his  reposses- 


Radio  Reception  Improved 
by  New  Portland  Ordinance 

Portland,  Ore.,  February  4. — An  ordinance  has 
been  passed  by  the  city  council  prohibiting  the 
operation  of  violet  rays,  X-ray  and  similar 
instruments  that  interfere  with  radio  reception 
between  the  hours  of  7  p.  m.  and  11  p.  m.  The 
ordinance  was  the  result  of  numerous  confer- 
ences between  radio  listeners,  broadcasting  sta- 
tions, operators  of  the  instruments,  physicians 
and  city  officials — the  physicians  claiming  that 
the  ordinance  would  not  interfere  with  their 
work.  The  ordinance  exempts  emergency  cases. 
The  punishment  for  violation  of  the  ordinance 
is  $500  fine,  six  months'  imprisonment,  or  both. 


Earle  K.  Hawken  &  Sons,  Springfield,  O.,  re- 
cently held  the  formal  opening  of  their  new 
retail  store  at  19  North   Fountain  avenue. 


The  perfected  Single  Dial  Set ! 


Shamrock  condensers  are  synchronized 
to  a  hair's  breadth  and  no  model  is  equipped 
with  this  condenser  until  it  is  subjected 
to  exhausting  tests  in  special  devices  built 
and  owned  exclusively  by  Shamrock. 


As  a  result  the  Shamrock  Radio  possesses 
a  degree  of  selectivity  enjoyed  by  few — 
even  the  most  expensive  models. 

Ask  for  our  "fair-play"  dealers'  plan. 


Makers  of  Famous  SHAMROCK  STANDARD  PARTS 

SHAMROCK  MANUFACTURING  COMPANY 
Main  Office  and  Factory:  196  Waverly  Ave.,  Newark,  N.  J. 


Model  A 
De  Luxe  Table  Type 
Perfected  Single  Dial  Control 
Price  $95 

Slightly  higher   West  of  the  RoekieJ 

A  handsome  cabinet  of  duotone  Satin 
finish  French  Walnut  exquisitely  de- 
signed with  space  for  double  duty 
batteries.  Can  be  operated  from 
house  current  with  any  standard 
equipment. 
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For  Your  Protection! 

KIMS  Dealers  Qet  Every  Inquiry 


A  "KING"  dealer  contract  means  just  what  it  says.  When 
(ZSx.  we  grant  an  exclusive  territory,  it  is  exclusive.  Every 
inquiry  from  that  territory  is  referred  to  you.  Every  lead  is 
given  to  you  promptly. 

^  All  this  is  made  certain  by  the  system  pictured  above. 
Every  letter  we  receive  (except  those  from  our  dealers)  is 
checked  against  our  master  maps.  Signals  are  attached  to 
the  letters  showing  territory  and  dealer's  name.  Then  we 
make  sure  that  that  inquiry,  or  that  bit  of  information,  is 
passed  on  at  once.  For  time  is  of  importance  if  the  dealer 
is  to  realize  full  benefit  from  the  lead  so  referred. 

Absolute  protection,  made  sure  by  "King"  methods,  means 
more  profit  for  you 


Plus  this  adequate  guarantee  of  territorial  rights,  we  offer  you: 

1  A  thoroughly  good  line  of  band  instruments  and  saxo- 
phones. You  know  "King"  quality. 

2  Intensive,  persistent  advertising.  National  magazines  and 
"class"  publications  carry  the  "King"  story  to  your  cus- 
tomers every  month. 

3  Maximum  discounts. 

4  An  adequate  financing  plan  for  the  handling  of  time-paper. 

5  Intelligent  co-operation.  Direct  mail  campaigns,  display 
material,  forceful  catalogs,  imprinted  literature— these  are 
just  a  part  of  the  "King"- planned  co-operative  selling 
service. 


more  profit  for  you.  service. 

Every  feature  you  seek  is  offered  to  you  in  the  "King"  dealership  contract 

Many  good  territories  are  still  open.  Each  week  makes  that  number  less.  Our 
mutual  profit  suggests  a  discussion  of  your  territory  now.  May  we  have  that  opportunity? 


A  PteseniiBan.  of 

■the 

Exclusive  Agency 


Band  Insirumen fs 

■>'.■..    Prepared  for 


"Tte  H.N.W  hitc  Corapong 


THE  H.  N.  WHITE  CO. 

5215-84  Superior  Avenue 
CLEVELAND,  OHIO 
Makers  of 


.  .       t         Band  Instruments 
,       WHITE  CO.,  Makers  of  Kmg  nana 
THE  H.  N .  W"JT.EveC  c  eveland,  Ohio 
5^5.84   Supenor  Ave..  C  alQng  wth 

n  Send  your  latest  c.»lo«and  dgcou , 
□  complete  ^  p,an  fot 


q  Also  send  information 


financing 


sales 
Name  of  Firm 
itAUiiAxial  — 
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Money-Making  Suggestions 
for  Ambitions  Merchants 

Dealer    Secures    Motion    in    Record    Display — A  Live  Prospect  List  for  a  Small  Outlay — Let 
the  Public  Work  the  Dials— Tie-up  With  the  Radio  Concerts  and  Build  Sales 


Of  all  the  factors  which  enter  into  the  prepa- 
ration and  arrangement  of  a  successful  window- 
display,  motion  is  considered  by  most  author- 
ities to  be  the  greatest  aid  in  attracting  the 
eyes  and  attention  of  passers-by.  In  a  great 
many  cases,  due  to  the  nature  of  the  merchan- 
dise which  is  being  displayed,  it  is  next  to 
impossible  to  secure  motion  in  the  window.  To 
make  up  for  the  loss  of  this  factor,  color,  lights, 
artistic  arrangements,  balance  and  other  qual- 
ities are  embodied  in  the  presentation  to 
stimulate  the  appeal  for  the  product.  Talking 
machine  dealers  who  feature  records  can  secure 
the  element  of  motion  in  their  windows  in  an 
effective  manner  without  the  expenditure  of  a 
penny  by  duplicating  the  practice  of  a  mid- 
West  dealer  who,  while  carrying  a  full  line  of 
musical  instruments,  features  records  above  all 
other  merchandise.  This  establishment  has 
dozens  of  records  suspended  from  the  ceiling 
of  the  window  by  threads  with  two,  three  or 
even  four  records  on  each  thread.  The  air 
currents  provided  by  the  opening  and  closing 
of  the  door  are  sufficient  to  keep  the  records 
revolving  in  different  directions,  thus  present- 
ing an  interesting  and  ever-changing  spectacle 
which  keeps  crowds  coming  into  the  store. 

$C?      C?      v  -    ©      v  w 
o  v      \p  v 

Radio  dealers  throughout  the  country  have 
tried  numerous  methods  of  gathering  prospect 
lists  for  the  benefit  of  their  sales  staffs  with 
varying  degrees  of  success,  but  it  is  doubtful  if 
any  dealer  can  surpass  that  of  W.  Cv  Peden, 
Atwater  Kent  dealer  of  Marietta,  Okla.,  who 
for  the  sum  of  $42.50  gathered  a  list  of  names 
and  addresses  of  808  families,  of  which  ninety- 
two  owned  a  radio  set,  358  did  not  own  a  set 
and  did  not  intend  to  buy  this  year;  313  who 
wanted  to  buy  a  set  this  year,  and  forty-four 
families  were  in  doubt  as  to  when  they  would 
buy.  Mr.  Peden  had  a  display  booth  at  the 
County  Fair  and  through  giving  away  souvenirs 
managed  to  have  visitors  to  the  Fair  register 
their  answers  to  a  series  of  questions  as  to 
whether  or  not  they  owned  a  radio  set  and 
when  they  intended  to  buy.  For  the  trifling 
sum  mentioned  above  Mr.  Peden  secured  not 
only  the  list  of  313  live  prospects  to  work  on 
immediately,  but  also  secured  the  names  of  set 
owners  to  whom  he  can  make  an  appeal  for 
accessory  business,  and  more  than  400  names 
of  non-owners  to  be  followed  up  after  the  close 


of  this  year.  Similar  campaigns  to  secure  pros- 
pects can  be  arranged  at  any  store  and  the 
awarding  of  some  small,  inexpensive  souvenirs 
or  prizes  for  some  form  of  competition  would 
repay  well  for  the  time  and  money  expended. 

ip       «p       u)       u)       lb  3) 

Allowing  the  public  when  they  visit  the  store 
to  manipulate  the  dial  or  dials  of  a  radio  set 
and  have  them  feel  the  glow  of  achievement  in 
bringing  in  a  station  is  the  reason  given  by  a 
Brooklyn,  N.  Y.,  Sonora  radio  dealer  for  many 
of  his  sales.  This  dealer,  who  is  a  strong  booster 
for  the  Sonora  line,  stocking  that  set  exclu- 
sively, plays  the  instrument  constantly  during 
the  evenings  and  consequently  attracts  a  great 
number  of  passers-by.  Those  who  become 
interested  through  the  quality  of  tone  and  enter 
the  store  to  inquire  the  name  of  the  set  are 
invited  to  sit  before  the  receiver  and  see  what 
they  can  do  toward  bringing  in  other  stations. 
"It  is  surprising,"  states  this  dealer,  "to  see 
with  what  delight  they  turn  the  dials  and  how 
they  feel  they  have  accomplished  something 
worthy  of  congratulation."  Adding  as  an  after- 
thought, "although  my  three-year-old  daughter 
does  the  same  thing."  Nevertheless,  this  inter- 
est, so  easily  awakened,  has,  in  many  cases,  led 
to  sales  of  receivers.. 

^    jjj    S    ib    $    $  ^ 

The  series  of  Victor  radio  concerts,  which 
are  being  given  at  intervals  of  two  weeks, 
afford  Victor  dealers  a  remarkable  opportunity 
of  reaching  the  public  to  interest  them  in  the 
purchase  of  the  combination  Orthophonic  and 
Radiola  and  to  stimulate  the  sale  of  record? 
to  that  portion  of  the  public  who  have  already 
purchased  such  instruments.  The  Victor  Co. 
prepares  for  each  concert  a  mass  of  display 
material  for  dealers'  use.  Leaflets  giving  the 
program  for  the  evening,  together  with  a  list 
of  the  records  which  have  been  made  by  the 
artists  who  are  broadcasting,  are  sent  to  dealers 
for  distribution  to  their  customers.  In  con- 
nection with  the  third  concert  of  the  year, 
given  the  latter  part  of  last  month,  the  Victor 
Co.  suggested  that  dealers  take  advantage  of 
the  event  by  sending  the  following  letter  to 
customers  who  have  purchased  an  Orthophonic 
Radiola: 

Dear  Mrs.  (or  Mr.): 

On  Friday  evening,  January  28,  at  9  o'clock,  the  third 


Victor  concert  will  be  broadcast  through  a  chain  of 
important  stations. 

You  will  probably  have  several  of  your  friends  with 
you  on  that  evening  to  share  the  pleasure  of  this  im- 
portant concert  received  through  your  wonderful  new 
Orthophonic  Victrola  Radiola.  To  make  the  concert  even 
more  interesting,  we  are  sending  you  several  programs 
which  list  the  great  artists  who  will  perform,  the  music 
they  will  sing  or  play  and  the  records  of  the  selections 
in   the  program. 

To  make  your  radio  party  complete,  we  shall  also  he 
very  glad  to  send  you,  without  obligation  on  your  part, 
a  collection  of  the  new  Orthophonic  records,  including 
some  of  the  selections  broadcast,  so  that  you  may  enjoy 
some  of  the  numbers  more  than  once  during  the  evening. 

Our  'phone  number  is   .    Please  afford  us  the 

pleasure  of  serving  you  in  this  way  by  telephoning  us 
to-day. 

Very  truly  yours. 
In  an  explanatory  footnote  dealers  were  told 
that  the  purpose  of  sending  records  out  on  ap- 
proval was  to  afford  them  a  timely  opportunity 
to  call  after  the  concert  and  secure  the  names 
of  the  guests  of  the  evening.  While  the  Victor 
concerts  are  designed  for  Victor  dealers,  the 
dealers  who  carry  other  lines  of  records  can 
adopt  a  similar  plan  when  artists  whose  records 
they  carry  are  to  be  heard  in  concert  over  the 
air. 

$A  tfj  £  A  tfj  tf» 
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A  metropolitan  dealer  who  has  won  a  con- 
siderable amount  of  success  in  selling  album 
sets  of  records  of  the  better  class  of  music  has 
devised  a  unique  system  of  advertising  in  the 
daily  papers  which  can  be  given  credit  for  a 
goodly  percentage  of  the  sales.  Briefly,  his 
plan  is  this:  a  small  column  or  two-column 
advertisement  is  inserted  on  the  amusement 
page  of  the  leading  newspapers,  with  the  name 
of  the  orchestra  conductor  or  featured  artist 
appearing  in  prominent  type — the  name  of  the 
store  and  the  fact  that  records  are  being  sold 
is  subordinated  to  the  artist's.  At  first  glance 
the  advertisement  appears  to  be  calling  the 
reader's  attention  to  the  personal  appearance 
of  the  musician  or  musical  organization.  It  is 
not  until  the  full  advertisement  is  read  that  the 
truth  is  ascertained  and  it  then  seems  that  the 
leader's  interest  has  been  won  and  more  atten- 
tion is  given  the  advertisement  than  would 
ordinarily  be  the  case.  At  any  rate,  the  dealer 
who  is  conducting  this  type  of  advertising  cam- 
paign is  reaping  profits  and  he  feels  that  hi? 
methods  are  to  a  great  degree  responsible  for 
the  extra  business. 

$A  ^  A  A  A  A 
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Is  the  talking  machine  store  gradually  turn- 
ing into  a  headquarters  for  home  entertainment 
rather  than  an  establishment  devoted  exclu- 
sively to  musical  instruments?  Within  the  past 
few  years  there  seems  to  be  a  tendency  on  the 
part  of  many  dealers  to  add  considerably  to  the 
lines  which  they  carry  and  among  the  new  addi- 
tions are  items  of  merchandise  which  have  no 
relation  to  music.  Particularly  is  this  true  of 
stores  located  on  streets  traversed  by  a  large 
crowd  of  transients  and  in  the  vicinity  of  rail- 
road depots  and  other  locations  where  the  pass- 
ing throng  is  great.  Among  the  lines  which 
have  been  added  with  profit  by  many  dealers 
are  home  moving  picture  cameras,  regular  cam- 
eras, gift  cards,  novelties,  toys,  and  a  partic- 
ularly profitable  side  line  has  been  the  agency 
for  the  development  of  films.  The  Terminal 
Radio  &  Music  Shop,  located  near  the  Long 
Island  division  of  the  Pennsylvania  Station  in 
New  York,  has  had  great  success  with  the  han- 
dling of  suitable  side-lines,  which,  in  addition 
to  bringing  profits  averaging  annually  between 
$8,500  and  $9,000,  possess  the  happy  faculty  of 
interfering  but  little  with  the  regular  routine 
of  business.  In  addition  the  regular  lines,  con- 
sisting of  records,  radio  sets  and  accessories, 
showed  a  greater  profit  during  the  month  of 
December  than  any  other  month  in  the  history 
of  the  establishment,  proving  that  suitable  side- 
lines do  not  interfere  with  the  store's  chief 
source  of  revenue. 


The  piano  department  of  the  George  S.  Dales 
Co.,  Akron  O.,  has  been  sold,  and  the  establish- 
ment will  expand  its  talking  machine  and  radio 
departments. 


Without 
Question 

America's 
Finest 

RADIO 
CABINETS 

New  Catalog 
for  Season 
1926-1927 
Just  Off  Press 

Write  Today 

Unless  You  Have  a 
Few  of  These  Ffigh- 
Grade,  Quality  Cabi- 
nets on  Your  Sales 
Floor  You  Cannot 
Serve  Your  Good 
Customers. 

Cabinets  for  Every  Pur- 
pose— Three  Complete 
Lines 


THE  PIERSON  COMPANY,  836  Cedar  Street,  ROCKFORD,  ILL. 
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Majestic  TT  Current  Supply 

delivers  pure  direct  current-from  your  light  socket 


Majestic  Standard-B 

Capacity  seven  tubes  or 
six  plus  1  power  tube.45 
miliamperes  at  135  volts. 

$26.50 

West  of  Rocky  Mts.,  £29.00 
Raytheon  Tube  £6.00  extra 


Majestic  Super-B 

Capacity  one  to  twelve  tubes, 
including  the  use  oE  power 
tubes.  45  mils.  Simg* 
at  ISO  volts . .  JfV»VV 

(AS  ILLUSTRATED)  » 

West  of  Rocky  Mts.  £31.50 
Raytheon  Tube  £6.00  extra 


Majestic  Master-B 

Positive  control  of  all 
output  voltage  taps.  For 
sets  having  high  current 
draw  or  heavy  biasing 
batteries.  60  mils,  at 
150  volts. 

$31.50 


West  of  Rocky  Mts.  £34.00 
Raytheon  Tube  £6.00  extra 


No  acid  or  liquid.  No  filament  to  burn  out.  No  hum.  Voltage  can  be  accurately  adjusted  to  meet  varying 

Superior  performance.  conditions  in  every  city — and  on  any  set. 

DEPENDABLE,  ECONOMICAL  and  DURABLE.  Give  a  demonstration  to  your  customers  on  THEIR 

Will  positively  give  you  better  reception.  sets.  It  sells  itself. 

GRIGSBY-  GRUNOW*-  HINDS  *  CO.  4558  ARMITAGE  AVE,  CHICAGO-ILL 
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Carl  D.  Boyd  an  Official 
of  Apex  Electric  Mfg.  Go. 

Popular  Executive  Made  Vice-President  in 
Charge  of  Merchandising  of  Well-known  Chi- 
cago Radio  Manufacturing  Concern 


Carl  D.  Boyd,  one  of  the  most  popular  and 
experienced  executives  in  the  radio  industry,  re- 
signed as  director  of  sales  promotion  of  the 
Reichmann  Co.,  and  as  a  director  of  that  organ- 
ization in  January,  and  is  now  vice-president 
in  charge  of  merchandising  of  the  Apex  Electric 
Mfg.  Co.,  Chicago,  111.,  manufacturer  of  Apex 
radio  receivers  and  Apex  automotive  products. 
Mr.  Boyd,  on  becoming  identified  with  the  Apex 
Co.,  purchased  an  interest  in  the  firm. 

The  announcement  of  Carl  D.  Boyd's  new 
activities  will  be  of  general  interest  to  the  en- 
tire radio  industry,  for  he  numbers  among  his 
friends  jobbers,  dealers  and  manufacturers  from 
coast  to  coast.  A  thoroughly  competent  sales 
and  merchandising  executive,  Mr.  Boyd  has 
been    identified    with    electrical    activities  for 


nearly  twenty  years,  having  been  associated  in 
the  past  with  the  Kellogg  Switchboard  &  Sup- 
ply Co.,  and  more  recently  serving  as  sales 
manager  of  the  radio  division  of  the  French 
Battery  Co. 

In  addition  to  his  merchandising  and  manu- 
facturing activities,  Mr.  Boyd  has  been  an  en- 
thusiastic member  of  the  Radio  Manufacturers' 
Association,  giving  the  organization  his  whole- 
hearted efforts  in  connection  with  its  many  con- 
structive plans.  At  the  present  time  he  is  vice- 
president  of  the  R.  M.  A.,  and  a  member  of  its 
directorate,  and  his  thorough  knowledge  of 
radio  affairs  has  made  him  one  of  the  most 
valuable  members  of  this  very  important  organ- 
ization. 

In  connection  with  the  plans  of  the  Apex 
Electric  Mfg.  Co.,  Mr.  Boyd  said:  "It  is  rather 
early  for  us  to  make  any  announcement  as  to 
our  line  of  radio  receivers  for  this  year,  but 
needless  to  say,  we  plan  on  keeping  pace  with 
the  development  of  the  art  and  within  a  period 
of  ninety  days  our  models  and  plans  of  distribu- 
tion for  1927-28  will  be  announced. 

"This  organization  has  a  very  well  equipped 


and  modern  factory  for  the  manufacturing  of 
all  of  the  component  parts  entering  into  the 
radio  receiver.  The  engineering  department  is 
well  equipped  and  manned  by  men  who  know 


It's  the  Quality  of  the  Goods  that 
gets  the  Dollars  in  the  Till 


No  matter  how  clever  the  advertising,  nor  how  pro- 
fusely it  is  distributed,  if  the  quality  of  the  mer- 
chandise isn't  there  to  back  it  up  the  public  is  not 
impressed. 

Musical  Instruments  are  no  exception  to  the  rule. 
And  without  exception,  the  musical  instrument 
dealers  who  are  substantially  successful  are  those 
who  have  sought  profits  in  volume  sales  of  quality 
goods,  rather  than  volume  profits  in  occasional  sales 
of  instruments  of  lesser  excellence. 

The  Buescher  Company  is  proud  of  the  success, 
without  exception,  of  its  dealers.  For  this  success 
is  credited  almost  entirely  to  the  unapproached 
quality  of  True-Tone  Instruments.  And  we  think 
that  is  the  best  foundation  upon  which  to  build  for 
permanency. 

There  is  still  some  territory  not  yet  closed.  We  are 
advancing  slowly  but  surely.  It  might  pay  you  to 
investigate  the  Buescher  Proposition. 


Address  Wholesale  Department 

Buescher  Band  Instrument  Co* 

ELKHART,  INDIANA 


INSTRUMENTS 


Carl  D.  Boyd 

radio  design  and  engineering  intimately,  and  as 
before,  we  will  continue  to  manufacture  appa- 
ratus of  the  very  highest  type  possible  to  make. 

"Our  mode  of  distribution  for  1927-28  will  be 
through  jobber  and  dealer  structure  in  the  auto- 
motive, music,  electrical,  radio  and  hardware 
fields,  the  same  as  last  year." 


L.  L.  Sebok  With  Record 
Division  of  Brunswick  Co. 


C.  D.  MacKinnon,  manager  of  the  record  sales 
department  of-  the  Brunswick-Balke-Collender 
Co.,  Chicago,  announced  late  in  January  the  ap- 
pointment of  L.  L.  Sebok  to  an  important  post 
in  the  record  division.  He  has  been  placed  in 
charge  of  the  foreign  record  division,  his  posi- 
tion including  supervision  of  both  recording 
and  sales  work,  with  headquarters  in  New  York. 

For  eight  years,  from  1919  to  1926,  Mr.  Sebok 
was  associated  with  the  Columbia  Phonograph 
Co.,  foreign  recording  division,  and  prior  to 
that  time  he  was  engaged  in  exporting  mer- 
chandise from  Europe  to  South  America.  W  hile 
with  the  Columbia  Co.  he  spent  considerable 
time  in  missionary  work  for  the  various  Co- 
lumbia branch  offices,  and  in  1923  and  1924  he 
held  the  position  of  foreign  record  sales  man- 
ager in  the  Columbia  executive  offices. 

The  foreign  record  division  of  the  Brunswick 
Co.  in  both  its  recording  and  sales  efforts  will 
have  many  important  advantages,  because  of 
the  material  available  to  its  foreign  connec- 
tions, such  as  the  Deutsche  Gramophone  Co., 
Berlin.  There  will  be  introduced  the  Symphony 
Series,  which  will  include  many  noted  foreign 
opera  stars  and  concert  artists  and  will  be  com- 
parable to  the  Brunswick  Hall  of  Fame,  com- 
posed of  recordings  by  famous  American  art- 
ists. In  commenting  upon  the  possibilities  for  for- 
eign recordings  in  America,  Mr.  Sebok  said, 
"The  Brunswick  Co.  recognizes  the  tremendous 
market  represented  by  the  foreign  record  field, 
and  despite  immigration  restrictions  thousands 
of  people  are  coming  to  America  every  year 
and  making  their  homes  here.  America  is  said 
to  be  the  'melting  pot.'  but  the  'melting' 
process  does  not  make  the  newcomer  to  our 
shores  forget  his  home  melodies  and  folk  songs. 
European  people  are  more  or  less  music  lovers 
and  spend  their  money  liberally  in  comparison 
to  the  average  American.  In  the  Brunswick- 
foreign  recording  division  we  plan  to  answer 
the  demand  existing,  starting  with  the  most  im- 
portant languages  and  adding  others  at  fre- 
quent intervals.  Through  the  Deutsche  Gramo- 
phone Co.,  Brunswick  can  secure  the  best  for- 
eign recordings,  and  moreover  can  arrange  ex- 
pedition-; through  its  foreign  connection  by 
means  of  which  recordings  of  genuine  home  or- 
ganizations and  artists  can  be  secured." 


Columbia 

^Announces 


The  fifth  of  a  series 


2 pages  facing 

in  color 
in 


THE  SATUIWS1Y 
EVENING  POST 
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The  restricted  limits  of  the  approximately  natural  tonal  range 
of  the  phonograph,  represented  {Ungrammatically. 


Sound-photograph  of  phonograph  reproduction — exposure  one- 
twentieth  of  a  second.    In  the  absence  of  detail  appears  the 
cause  of  that  "phonograph  tone"  universally  recognized  as 
characteristic  of  all  phonograph  music. 
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The  vastly  broadened  tonal  range  of  the  Viva-tonal  Columbia. 


Sound-photograph  of  reproduction  by  the  Viva-tonal  Columbia,  showing  its  unprece- 
dented wealth  of  detail.   The  "phonograph  tone"  is  absolutely  non-existent  in  the  music 
of  the  Viva- tonal  Columbia.    "Viva-tonal"  means  living  tone  and  the  tone  of  the 
instrument  is  precisely  "like  life  itself". 


Here  is  the  successor  to  the^ 


YOU  must  not  regard  the  new  Viva- 
tonal  Columbia  as  a  phonograph.  It 
plays  from  records,  certainly — but  there 
the  resemblance  ends.  Its  outward  design 
is  only  a  faint  indication  of  the  discoveries 
it  embodies  and  of  the  musical  reality  it 
creates. 

Recently  developed  scientific  understand- 
ing of  sound-wave  characteristics  and  acous- 
tic projection  made  the  Viva-tonal  Colum- 
bia possible. 

For  example,  where  the  phonograph  em- 
ployed a  "sound  box,"  the  needle  of  the 
Viva-tonal  Columbia  is  attached  to  an 


acoustic  transmitter  of  exceeding  sensitive- 
ness and  capacity. 

The  "  tone  arm,"  a  familiar  feature  ot  the 
phonograph,  is  supplanted  by  a  micro- 
metered  sound-wave  conduit. 

The  "  tone  chamber,"  which  in  the  phono- 
graph was  merely  a  horn  cleverly  adapted 
to  confined  space,  is  replaced  by  a  progres- 
sively balanced  continuation  ot  the  sound- 
wave conduit — shaped,  fabricated,  finished 
and  positioned  in  accordance  with  lately 
discovered  principles  of  acoustic  science. 

Practically  the  entire  range  of  musical 
vibrations  audible  to  the  human  ear  is 


within  the  scope  of  the  Viva-tonal  Colum- 
bia—  to  receive  and  to  project  without  dis- 
tortion. 

Every  softest  shade  and  richest  depth  of 
sound  the  human  ear  can  receive,  the  Viva- 
tonal  Columbia  reproduces — in  unimagined 
beauty  of  orchestral  instrumentation,  in  al- 
most miraculous  illusion  ot  the  singer's 
presence. 

Give  your  imagination  free  rein,  build 
up  your  expectation  without  restraint,  then 
hear  the  new  Viva-tonal  Columbia  and  try 
to  be  prepared  for  an  instant  of  amazement 
at  its  very  first  opulent  note. 
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Columbia 


IF  YOU  SEE  SALLY 

( Donaldson, Kahn  &  Egan) 


TED  LEWIS  AND  HIS  BAND 


phonograph. 


The  four  models  of  the  new  Viva-tonal 
Columbia  shown  here  are  typical  of  the 
entire  line  which  your  dealer  will  show  you, 
or  describe  for  you  fully.  All  are  exquisite 
examples  of  fine  cabinet  workmanship  in 
mahogany  or  walnut.  Each  is  a  master- 
piece in  design  and  finish,  embodying  the 
utmost  in  dignity  and  appropriateness. 

Columbia  New  Process  Records 

Viva-tonal  Recording  .  .  made  the  new  way  —  electrically 

The  epoch-making  electrical  process  of  recording  used  in  Columbia  New 
Process  Records  is  offered  to  the  public  by  the  Columbia  Phonograph 
Company  through  arrangement  with  the  Western  Electric  Company. 

1819  Broadway.  New  York 


Columbia  Phonograph  Company 


Viva-tonal  Columbia,  Model  710, 
S175,  Model  700.  ilbO 


Viva-tonal  Columbia,  Model  611, 
SI  15,  Model  601.  $90 


Viva-tonal  Columbia.  Model  650, 
$150 
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UNPRECEDENTED 


There  is  no  better  example  of  prog- 
ress in  the  talking  machine  field  than 
Columbia. 

The  Viva-tonal  Columbia,  the  suc- 
cessor to  the  phonograph,  Columbia 
New  Process  Records,  made  the  new 
way — electrically  (Viva-tonal  Record- 
ing), plus  Columbia  service  to  the 
trade  and  to  the  consumer,  make  a 
combination  unequalled  in  phono- 
graph history. 

May  we  tell  you  the  complete  Col- 
umbia sales  story? 


COLUMBIA  PHONOGRAPH  COMPANY 
1819  Broadway  New  York  City 


Tt#$  I  S  P*i  OK  MR.  H  U'A  Sotrd*. 
No*  IIW2J  v  W  42b  Ar  l>  dc  A^to.  1920; 
Hum  hwttuirMl  n„,.  ,Vc.  it.96." 
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Plan  Daytime  Broadcasting  to  Help 

Dealers  in  Demonstrating  Radio  Sets 

Radio  Division  of  National  Electrical  Manufacturers  Association  Plans  to  Broadcast  for  an  Hour 
on  a  Nation-wide  Basis  Every  Week  Day — Will  Materially  Assist  Dealers 


Plans  of  the  members  of  the  Radio  Division 
of  the  National  Electrical  Manufacturers  Asso- 
ciation, announced  recently,  call  for  the  most 
extensive  radio  broadcasting  program  ever 
projected.  At  a  meeting  of  the  Radio  Division 
held  at  the  Association  headquarters,  30  East 
Forty-second  street,  New  York,  the  following 
resolution  was  passed: 

"Whereas  there  is  an  urgent  need  for  day- 
light broadcasting  of  a  high-grade  program  for 
the  purpose  of  enabling  radio  dealers  to  demon- 
strate receiving  sets  during  regular  business 
hours;  therefore  be  it  resolved;  that  the  Radio 
Division  of  the  National  Electrical  Manufac- 
turers Association  establish  a  NEMA  hour  for 
the  aforesaid  purpose. 

"It  has  been  evident  to  the  radio  manufac- 


turers for  some  time,"  said  L.  B.  F.  Raycroft, 
of  the  Electric  Storage  Battery  Co.,  Philadel- 
phia, who  is  vice-president  in  charge  ot  the 
Radio  Division  of  NEMA,  "that  the  dealers  in 
many  cities  and  towns  in  the  United  States 
have  been  handicapped  in  making  sales  due  to 
the  lack  of  appropriate  broadcasting  during 
business  hours.  This  is  not  the  case  in  a  few 
cities,  but  this  condition  exists  nationally. 

"Members  of  the  Radio  Division  of  NEMA 
include  practically  all  the  leading  radio  manu- 
facturers in  the  United  States  and  supply  about 
85  per  cent  of  the  radio  apparatus  sold  in  this 
country." 

"According  to  the  present  plan  it  is  proposed 
to  broadcast  for  an  hour  on  a  nation-wide  basis 
every  week  day,  and  we  have  secured  an  option 


on  both  the  Red  and  Blue  networks  of  the 
National  Broadcasting  Co.  Inasmuch  as  no 
other  'hour'  is  placed  on  the  air  more  frequently 
than  once  a  week,  and  very  few  of  the  regular 
weekly  hours  are  on  a  nation-wide  basis,  we 
believe  that  the  NEMA  hour  will  transcend  any 
broadcasting  program  ever  attempted,"  said 
Alfred  E.  Waller,  managing  director  of  the 
National  Electrical  Manufacturers  Association. 

Discussing  this  further,  Mr.  Raycroft  said: 
"The  best  available  statistics  show  that  some 
20,000,000  homes  in  the  United  States  are  not 
yet  supplied  with  radio  sets.  This  is  an  exceed- 
ingly large  market  and  we,'  as  a  group,  are 
naturally  interested  in  providing  the  right  kind 
of  a  program  for  prospective  buyers,  who  nat- 
urally want  to  hear  a  set  in  operation  before 
purchasing  it." 


The  Standard  Phonograph  House,  St.  Louis, 
Mo.,  has  moved  to  new  and  larger  quarters  at 
1334  Franklin  avenue.  This  enterprising  con- 
cern has  been  enjoying  a  steadily  growing  busi- 
ness, making  the  move  necessary. 


A  sturdy 
packing 
case  made 
from  light 
tough 
Plywood 


THE  SPEEDY  SAFE  ECONOMICAL  PACK  FOR  FURNITURE,  PHONOGRAPHS  AND  RADIO  CABINETS 


Jiffycase  is  the  ideal  container  for  furniture.  A 
light,  tough,  sturdy  box — it  completely  encloses 
the  article  shipped,  bringing  it  to  the  dealer  in 
class  A  condition  at  the  lowest  possible  freight  cost. 

Jiffycased  furniture  never  needs  refinishing.  It 
cannot  become  scratched  or  marred  in  transit.  It 
is  easily  and  quickly  unpacked  and  the  case  can 
be  used  again  by  the  dealer  if  he  desires. 


Many  large  manufacturers  have  adopted  the  Jiffy- 
case system  of  packing  because  it  means  utmost 
speed  in  the  packing  room  and  utmost  safety  for 
their  product  without  the  need  of  pads  and  wrap- 
pings. 

Dealers  everywhere   should   demand  Jiffycased 
-shipments,  and  wise,  progressive  manufacturers  will 
meet  that  (leinanfT'before  it  is  made. 


Complete  information  on  request 
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Another  great  S<llcS 


HOW  $325  {list  pice) 


Number  Seven-three  Ortho-phonic  Victrola  Kadiola 

Batteries   operating   Radiola   in   special  indoor  antenna,  with  ground.  Separate 

compartment   accessible   from    front    of  lids  for  Victrola  and  Radiola  compart- 

cabinet.   Complete  set  of  Radiotrons  fur-  ments.    Spring  motor  runs  ten  minutes 

nished.    Lever  operated  control-valve  without  rewinding.    Non-set  automatic 

permits   instantaneous   change  from  eccentric  groove  brake.  Record  stops auto- 

Orthophonic  Victrola  music  to  radio  re-  matically  without  presetting.  Equipped 

ception.   Controls  forward — easy  to  oper-  with  Victor  Record   albums.  Capacity 

ate  —  tunes  with  one  hand.    Snap-switch,  for  forty  Victor  Records.    All  equipment 

positive  battery  control.    Outdoor  or  self-contained. 


VICTOR     TALKING      MACHINE  CO. 
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Opportunity 

for  Victor  Dealers 

A  special  list  price  of  $325  has 
been  placed  on  Models  7-3  and  7-30 
Biggest  value  ever  offered! 

Here  is  a  profit-making  opportunity!  The  popular  Ortho- 
phonic  Victrola  Radiolas  Number  Seven-three  and  Seven- 
thirty  with  new  list  price  of  $32.5! 

Every  two  weeks  the  Victor  Company  is  broadcasting 
the  world's  greatest  artists  in  a  series  of  the  finest  radio 
programs  ever  known.  Place  one  of  these  instruments  in 
every  good  prospect's  home  for  these  concerts  and  it  will 
sell  itself. 

Victor  radio  programs  and  this  new  list  price  of  $32.5 
on  a  fine  Orthophonic  Victrola  with  a  five-tube  Radiola 
will  stimulate  your  entire  Victor  business. 


CAMDEN,     NEW     JERSEY,     U.    S.  A. 
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The  Inveterate  Shopper 

By  w.  a.  Moneue        a  Trade  Evil— The  Remedy 


How  many  of  you  radio  salesmen  have  heard, 
with  a  sinking  heart,  the  words  "It's  the  best 
I've  heard,  but  I'm  going  to  try  all  the  others 
before  I  buy"  come  tripping  out  of  the  mouth 
of  a  fair  prospect?  How  many  fond  hopes  have 
been  dashed  by  such  a  simple  sentence! 

The  fault  for  the  condition  suggested  by  these 
words  lies  with  the  dealers.  We  have  encour- 
aged the  idea  of  installing  the  radio  set  in  the 
customer's  home  for  trial,  and  this  idea  has 
been  carried  so  far  that  we  are  like  the  man 
who  had  the  bear  by  the  tail.  He  could  not 
let  go — nor  can  we!  We  have  created  the 
impression  that  no  radio  could  be  purchased 
that  hasn't  been  thoroughly  tried  out  in  the 


customer's  home,  and  each  dealer  is  always 
anxious  to  show  his  wares  in  comparison  with 
his  competitor. 

The  following  sketch,  .based  on  an  actual 
experience,  will  illustrate  the  difficulty  in  selling 
a  radio  set  to  a  type  of  prospect  who  is  adding 
materially  to  retail  selling  overhead: 

He  Thought  He  Had  the  Order— But 
Jimmie  Nesbitt  was  a  radio  salesman  with 
average  intelligence  and  sales  ability.  He  had 
finished  erecting  an  aerial  on  top  of  Mrs. 
Thorpe's  house,  and  that  night,  after  supper, 
Jimmie  carefully  went  over  the  operation  of 
•  the  set  with  Mrs.  Thorpe,  explaining,  caution- 
ing and  demonstrating.  Finally  he  felt  that  she 
had  absorbed  enough  from  him  to  enable  him 
to  leave  with  some  assurance  that  she  could 
amuse  herself  after  he  had  gone.  He  then 
shut  off  the  radio,  told  her  who  the  company 
was  back  of  this  radio,  about  the  sales  and 
service  plan  of  his  firm,  gave  her  the  price  and 
got  out  his  order  book  to  try  arid  close  the 
sale. 

But  Mrs.  Thorpe  was  not  ready  yet — she 
wanted  to  spin  the  dials  some  more,  and  any- 
way, "this  is  the  first  night  you  have  put  it  in, 
don't  your  firm  give  more  than  one  night  to 
try  a  radio  set?  How  could  anybody  make  up 
their  minds  in  just  one  night  about  a  radio? 
Why,  I  haven't  had  a  sound  from  South  Amer- 
ica or  Africa  yet!  And  doesn't  Australia  have 
any  broadcasting  stations,"  asked  Mrs.  Thorpe. 

Jimmie  patiently  explained  that  any  radio  set 
was  limited  to  picking  up  the  waves  which 
reached  it  with  sufficient  power  to  be  amplified 
and  brought  forth  as  sound.  He  told  her  that 
at  the  present  time  he  did  not  think  it  possible 
for  the  waves  to  reach  us  from  Africa  or  Aus- 
tralia so  as  to  be  made  audible. 

Jimmie  again  went  over  the  operation  of  the 
set  with  her,  begging  her  to  pay  attention  to 
what  he  was  telling  her,  showing  her  that  by 
keeping  the  battery  setting  constant  and  by 
judicious  use  of  the  volume  control,  she  could 
bring  in  all  the  stations  on  the  dial  without  a 
squeal  of  any  kind. 

"Yes,  yes,"  she  broke  in,  "I  understand — you 
showed  me  that  before.  Tune  it  in  on  New 
York  City  I  want  to  hear  Babe  Ruth  sing." 
Jimmie  sighed,  then  explained  that  it  was  next 
to  impossible  to  reach  New  York  City  from 
Colorado  unless  one  could  catch  a  chain  of 
stations  rebroadcasting  from  New  York.  He 
also  maliciously  added  that  he  did  not  know- 
Babe  Ruth  could  sing! 

"Well,  what  can  he  do  if  he  can't  sing?"  she 
demanded,  "and  what  will  your  old  radio  reach 
anyhow?  A  person  might  just  as  well  not 
have  a  radio  set  at  all  if  she  cannot  reach  what 
she  wants  to  hear." 

Jimmie  put  away  his  order  book  and  decided 
to  call  it  a  night.  There  seemed  no  further  use 
in  trying  to  get  the  order  signed  just  then.  He 
hoped  that  perhaps  to-morrow  night  she  would 
be  more  reasonable,  so  with  many  cautioning 
words  and  repetition  of  instructions  he  left  the 
fair  lady  and  the  radio. 

Another  Try  for  a  Sale 

The  next  night  Jimmie  called  for  a  further 
demonstration  and  he  brought  in  an  excellent 
program  for  them  to  listen  to.  He  again 
broached  the  subject  of  Mrs.  Thorpe's  purchas- 
ing this  radio  set.  She  met  him  impatiently 
again,  complaining  that  she  hated  to  be  hurried 
m  anything,  and  especially  in  this  matter,  for 
she  was  "enjoying  the  radio  a  lot"  and  "didn't 
want  anything  to  spoil  It  for  her."  But  as 
Jimmie  was  persistent  she  finally  agreed  to  let 
him  know  definitely  in  the  morning.  So  again 
Jimmie  left  without  an  order. 


The  next  morning  Jimmie  called  around  in 
good  season,  and  Mrs.  Thorpe  met  him  with  a 
bright  smile.  "Do  come  in,"  she  said,  "I  was 
just  thinking  about  you." 

Persistence  Unrewarded 

Jimmie  replied  politely,  and  after  a  short 
general  conversation  got  down  to  business. 

"You  enjoyed  the  radio,  did  you  not,  Mrs. 
Thorpe?"  he  asked. 

"Oh,  yes,  ever  so  much.  I  just  think  that 
radio  is  too  wonderful  for  words!  To  think 
that  you  can  sit  in  your  own  room  and  hear 
sounds  from  all  over  the  earth!"  she  gushed. 

"The  price  on  this  set  suits  you,  does  it? 
You  think  you  like  this  better  than  the  higher- 
priced  set  that  I  showed  you  at  first?"  he  asked. 

"Oh,  yes,  and  I  want  to  pay  cash.  I  think 
I  can  afford  that  much  for  amusement,  and  I 
do  not  like  this  time  payment  business,"  she 
replied. 

"Well,  that  is  fine,"  cried  the  surprised 
Jimmie.  "I'll  just  make  out  the  order.  You 
sign  it  here  "  showing  her  the  dotted  line. 

Did  she  pick  up  the  pencil  and  sign?  Did 
she?    She  did  not!    Instead,  she  smiled  sweetly 
and  said:    "Yours  is  the  best  I've  heard — but — 
I'm  going  to  try  them  all  before  I  buy!" 
A  Solution  of  the  Difficulty 

What  are  we  going  to  do  about  this?  Should 
this  condition  continue?  Shall  we  try  arid  make 
the  best  of  a  bad  situation,  or  shall  we  put 
on  our  thinking  caps  and  think  straight  through 
this  dilemma?  I  offer  the  following  suggestion 
for  improving  business: 

That  each  radio  retailer  fix  up  a  soundproof 
demonstrating  room,  with  plenty  of  chance  to 
demonstrate  the  different  models  he  is  selling. 
That  the  salesmen  bring  in  prospects  in  the 
evening,  one  family  at  a  time,  show  them  all 
of  the  line,  get  the  prospect  to  decide  on  about 
which  set  fits  his  particular  purse,  and  demon- 
strate that  set.  If  the  salesman  can  get  the 
order  right  there,  take  a  deposit  and  the  fol- 
lowing day  install  the  set  in  the  customer's 
home.  If  there  is  some  interference  in  the  cus- 
tomer's home  and  it  is  discovered  after  the  set 
is  installed,  correct  it  if  possible.  If  it  is  not 
possible  to  correct  it,  the  fact  remains  that  no 
other  set  will  work  there  either.  If  he  is  not 
satisfied  with  its  performance,  refund  his  money 
less  your  expenses. 

If  the  customer  cannot  be  closed  during  the 
first  demonstration,  let  him  go  to  the  other 
dealers'  stores  and  listen  to  their  sets.  Keep 
track  of  him  and  follow7  up.  But  keep  the  radio 
set  out  of  his  house  until  he  decides  on  the 
one  he  will  buy,  then  install  and  service  it. 

Federated  Radio  Trade 

Ass'n  Meeting  Scheduled 

St.  Louis,  Mo.,  February  10. — The  annual  meet- 
ing of  the  Federated  Radio  Trade  Association 
will  be  held  at  the  Coronado  Hotel,  here,  on 
Friday  and  Saturday  of  this  week,  February 
14  and  15.  Indications  point  to  a  large  attend- 
ance of  representatives  of  other  radio  trade 
associations.  Word  has  been  received  that  B. 
W.  Ruark,  of  the  Radio  Manufacturers'  Associa- 
tion, and  Paul  B.  Klugh,  of  the  National  Associ- 
ation of  Broadcasters,  will  visit  the  conference. 
The  keynote  of  the  annual  gathering  is  "to  make 
our  organization  more  valuable  to  the  industry," 
and  to  this  end  instead  of  a  general  meeting 
with  a  lot  of  speeches  the  Association  will  be 
in  executive  session  almost  continually,  discuss- 
ing and  deciding  on  activities  that  it  and  its 
member  associations  can  engage  in  during  the 
coming  year. 


Now  1 1 

The  KENT  Attachment 
with  the 

KENTONE 


SENSITIZED  REPRODUCER 


The  KENTONE  Attachment  has  been  a 
successful  and  standard  product  tor  over 
twelve  years.  With  the  new  KENTONE 
SENSITIZED  REPRODUCER  these  two 
products  in  combination  now  are  avail- 
able at  reasonable  prices. 

Write  for  catalog  of  complete  line 
of    tone    arms    and   sound  boxes 

F.  C.  KENT  CO. 

Irvlngton,  N.  J. 
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This  is  the  battery  that  adds  to  the 

dealer's  prestige 


The  Eveready  Layerbilt  is  abso- 
lutely the  longest  lasting  dry  cell 
"B"  battery  ever  developed,  as 
proved  by  the  experience  of  thou- 
sands of  dealers  and  of  radio  users. 
Modern  sets  that  "chew  up"  the 
smaller  Light-Duty  size  of  battery 
are  easily  handled  by  the  Eveready 
Layerbilt.  You  can  unhesitatingly 
recommend  it  for  all  loud-speaker 
sets. 

The  remarkable  service  of  the 
Eveready  Layerbilt  is  due  to  its 
unique,  patented  construction.  All 
other  dry  cell  "B"  batteries  are 
assembled  of  cylindrical  cells,  with 


much  waste  space  between  them, 
and  many  soldered  connections 
bridging  the  gaps.  The  Eveready 
Layerbilt,  however,  is  built  of  flat 
layers  of  current-producing  mate- 
rials, making  automatic  connection 
with  each  other.  Every  available 
inch  inside  the  battery  case  is  occu- 
pied usefully.  This  construction 
gives  the  user  more  battery  for  his 
money,  and  that  battery  is  more 
efficient. 

Don't  let  the  public  think  that 
the  smaller  Light-Duty  batteries, 
because  they  cost  somewhat  less,  are 
more  economical.    The  Eveready 


Layerbilt  lasts  more  than  twice  as 
long,  and  doesn't  cost  anything  like 
twice  as  much.  It  is  by  far  the 
most  economical  to  use  and  the  most 
satisfactory  for  you  to  sell. 

NATIONAL  CARBON  CO.,  Inc. 
New  York  San  Francisco 

Atlanta  Chicago  Kansas  City 

Unit  of  Union  Carbide  and  Carbon  Corporation 

Tuesday  night  is  Eveready   Hour  Night — 9 
P.  M.,  Eastern  Standard  Time,  through  the 
following  stations : 


WEAF-JVeiti  York 

wjAR-Providence 

WEEl-Boston 

\vt  AG-Worcester 

WFI-Philadelpkia 

WGR-Buffalo 

WCAE-Pittsbtirgh 

v/SAi-Cinrinuati 


W'GY-Schenectady 


WTAM-Cleveland 
wwj-Detroit 
WGN-C/u'cago 
vioc-Davenport 
„._-.  /  Minneapolis 
wcco  \St.  Paul 
ksd-S/.  Louis 
wrc -Washington 
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NEW  YORK,  FEBRUARY  15,  1927 

Federal  Control  of  Radio  Broadcasting 

'  I  AHE  national  legislation  for  the  control  of  radio  broadcasting, 
the  result  of  the  compromise  between  the  House  and  the  Senate, 
reflects  in  no  small  measure  the  power  of  public  opinion  and  of 
organized  demand  for  a  law  or  laws  designed  to  smooth  out  a 
rjither  complicated  situation.  Not  so  long  ago  it  appeared  as 
though  the  House  and  Senate  had  reached  a  deadlock  regarding 
the  respective  merits  of  their  bills,  and  that  there  was  little  likeli- 
hood of  any  satisfactory  radio  legislation  being  passed  by  the  pres- 
ent short  session  of  Congress.  The  pressure  brought  to  bear — to 
have  some  measure,  if  only  a  temporary  one,  adopted  for  the  pro- 
tection of  the  industry  and  the  public— had  its  effect  and  we  will 
soon  have  a  recognized  power  to  regulate  broadcasting  even  though 
the  law  itself  is  in  the  nature  of  a  compromise. 

It  is  to  be  hoped  that  in  the  regulation  of  broadcasting  the 
commissioners  to  be  appointed  will  not  go  at  the  matter  without 
some  authoritative  knowledge  of  the  situation  itself  and  the  prob- 
lems to  be  met.  At  the  present  time  there  are  so  many  broadcast- 
ing stations  already  licensed  that  within  certain  sections  of  the 
available  wave  band  the  matter  of  tuning  becomes  work  for  an  ex- 
pert, except  with  the  most  finely  adjusted  receivers.  Then,  too, 
there  are  said  to  be  close  to  two  hundred  new  stations  planned  and 
awaiting  only  some  sort  of  permit  to  enable  them  to  take  their 
places  on  the  air.  Altogether  the  need  for  regulation,  and  intelli- 
gent regulation,  is  genuine  and  pressing. 

The  radio  bill  itself  as  finally  adopted  by  the  Conference  Com- 
mittee, although  admittedly  a  compromise,  embraces  many  of  the 
points  of  the  original  White  and  Dill  bills.  In  the  first  place,  it 
provides  for  five  regional  commissioners,  to  have  general  power 
over  the  granting  of  licenses  and  other  such  matters  during  the 
first  year,  which  in  a  measure  carries  out  the  idea  of  the  Dill  bill, 
but  at  the  same  time  the  placing  of  other  powers  in  the  hands  of 
the  Secretary  of  Commerce,  with  the  proviso  that  he  have  general 
charge  after  the  first  year,  reflects  the  aims  of  the  White  bill.  In 
other  sections  of  the  measure,  too,  the  effects  of  compromise  and 
consolidation  are  apparent. 


The  main  point,  however,  is  that  Federal  legislation  covering 
radio  broadcasting  is  actually  under  way.  Although  all  the  details 
may  not  please  those  interested  in  such  a  measure,  any  law  that 
will  prevent  confusion  in  the  air  is  to  be  welcomed.  The  radio 
industry  is  so  large  and  its  possibilities  are  so  great  that  to  have 
it  seriously  injured  through  the  activities  of  a  comparatively  few 
radio  broadcasters  should  be  out  of  the  question. 

Great  credit  is  due  to  the  officials  and  members  of  the  various 
organizations  within  the  radio  industry,  and  to  a  number  of  promi- 
nent Congressmen  and  public  men  generally  for  the  energetic  and 
efficient  manner  in  which  the  case  of  both  the  public  and  the  in- 
dustry was  presented  to  Congress.  The  issue  has  been  clouded 
at  various  times  by  charges  and  counter-charges,  but  in  spite  of 
these  handicaps  the  need  of  some  definite  regulation  has  been  rec- 
ognized and  heeded.  From  the  dollars  and  cents  standpoint,  the 
new  radio  bill  means  a  saving  for  the  industry7  of  millions  of  dollars 
in  potential  business.    That  much  is  certain. 


What  the  Victor  Co.  Stock  Sale  Indicates 

T  F  the  recent  placing  on  the  market  of  the  three  new  issues  of 
Victor  Talking  Machine  Co.  stock  proved  nothing  else  it  proved 
that  public  confidence  in  the  improved  talking  machine  and  its 
future  has  been  restored  and  is  at  the  moment  noticeably  strong. 
The  first  announcement  of  the  stock  issue  aroused  immediate  in- 
terest, and  that  this  interest  was  genuine  was  indicated  by  the  ra- 
pidity with  which  the  new  issues  were  taken  up  by  investors.  With 
the  placing  of  the  Victor  stock  on  the  New  York  Stock  Exchange, 
the  various  issues  showed  immediate  strength,  with  quotations  at 
par  and  in  certain  cases  somewhat  above  par. 

What  has  actually  been  accomplished  is  no  news  to  the  trade. 
Two  years  ago,  it  is  no  exaggeration  to  say,  a  $40,000,000 
stock  issue  in  the  talking  machine  trade  would  have  gone  begging. 
The  public  had  apparently  been  weaned  away  through  other  attrac- 
tions and  no  one  knew  that  better  than  manufacturers  and  dealers 
in  talking  machines  themselves.  Just  how  successful  the  new 
types  of  instruments  and  the  new  methods  of  recording  have  been 
in  re-establishing  the  talking  machine  as  a  desirable  factor  in  home 
entertainment  is  most  strongly  reflected  in  the  demand  for  the 
\  ictor  Co.  issues. 

From  the  trade  angle,  or  rather  from  the  standpoint  of  those 
directly  interested  in  the  distribution  of  Victor  products,  what 
breeds  additional  confidence  is  that  there  remain  in  control  of  the 
destinies  of  that  company  those  men  who  have  been  most  deeply 
concerned  in  visualizing  and  developing  the  new  products.  The 
election  of  E.  E.  Shumaker  to  the  presidency  of  the  company  kept 
the  promise  of  the  bankers  that  the  personnel  would  not  be  changed 
with  the  transfer  of  control,  and  those  who  have  been  acquainted 
with  what  the  Victor  Co.  has  been  doing  the  past  few  years  are, 
or  should  be,  familiar  with  the  important  part  that  Mr.  Shumaker 
has  played  in  casting  precedent  aside  and  grasping  those  new  ideas 
that  have  meant  so  much  not  only  to  the  Victor  Co.  itself,  but  for 
the  industry  as  a  whole. 

The  talking  machine  industry  has  effected  a  pronounced  come- 
back. There  have  been  given  to  distributors  those  products  that 
have' registered  with  the  public  and  just  how  profitable  this  oppor- 
tunity will  prove  for  the  industry  rests  largely  upon  the  attitude 
of  the  individual  dealer.  If  it  is  accepted  for  what  it  is  actually 
worth,  he  should  be  in  for  a  real  period  of  prosperity.  If  he  is 
inclined  to  rest  and  travel  with  the  tide  then  he  may  not  realize  so 
much.  The  main  point  is  that  the  talking  machine  has  regained 
in  a  great  measure  its  former  place  in  public  favor.  That  in  itself 
reduces  sales  resistance  to  a  minimum. 


Two  Basic  Factors  of  Retail  Success 

THE  success  of  the  talking  machine  dealer's  business  rests  pri- 
marily on  two  factors,  assuming  that  he  and  his  staff  have  ordi- 
nary selling  ability.  These  two  factors  are  turnover  and  terms. 
The  fact  that  a  retailer  has  sold  a  large  number  of  instruments  and 
a  very  sizable  bunch  of  records  does  not  mean  much  unless  these 
sales  represent  a  proper  turnover  of  stock  and  capital.  The  retailer, 
for  instance,  may  do  a  tremendous  business  in  instruments  and  a 
verv  sizable  record  trade,  and  yet  find  that  through  poor  manage- 
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ment  his  profits  are  merely  paper  profits  and  the  cash  is  tied  up  in 
slow-moving  stock  or  long-time  paper. 

Experience  has  shown  that  the  best  way  to  secure  turnover  on 
record  stock  is  to  devote  as  much  attention  to  featuring  standard 
and  classical  selections  and  album  collections  as  is  given  to  the  cur- 
rent popular  hits.  In  other  words,  good  music  may  require  slightly 
more  effort  in  the  demonstrating  and  selling  than  the  current  hits, 
but  its  vogue  lasts  practically  forever,  while  that  of  the  popular 
song  is  distinctly  transitory.  With  records  of  the  latter  type  it 
has  been  no  unusual  thing  for  a  dealer  to  be  rushed  with  orders  for 
one  week  and  then  find  himself  the  following  week  with  several 
hundred  records  of  that  same  selection  gathering  dust  on  his 
shelves.  By  giving  attention  to  all  types  of  records,  he  can  keep 
his  stock  and  demand  balanced  to  a  point  where  he  can  secure  in- 
creased turnover  and  still  maintain  a  moderate  stock. 

Record  sales  have  been  the  backbone  of  the  business  since  its 
inception,  though  dealers  have  found  it  hard,  at  times,  to  realize 
that  the  selling  of  one  machine  for  several  hundred  dollars  is  not 
a  greater  accomplishment  than  selling  various  groups  of  records  at 
probably  half  the  price.  It  happens,  however,  that  record  sales,  for 
the  most  part,  represent  cash  transactions,  making  for  stock  turn- 
over and  the  maintenance  of  liquid  capital.  The  same  dollar  volume 
of  machine  sales,  unless  properly  handled,  may  mean  tying  up  the 
dealer's  cash  for  a  period  of  a  year  or  a  year  and  a  half.  Too 
much  of  this  long-time  business  can  do  more  to  cripple  a  dealer's 
operations  than  any  other  factor  in  the  business. 

The  main  thing,  therefore,  is  for  the  dealer  to  give  thought  to 
stock  turnover  as  much  as  to  volume  and  to  keep  his  capital  assets 
as  liquid  as  possible  through  insistence  upon  reasonable  terms.  Sales 
that  are  handled  simply  to  meet  competition  and  gratify  the  custo- 
mers are  not  always  profitable  sales  by  any  means. 


Good  Daylight  Radio  Programs  to  Help  Trade 

T)  ROADCASTING  is  naturally  the  foundation  stone  of  the  radio 
business,  and  without  broadcasting  the  end  of  the  industry 
would  come  quickly.  That  fact  being  recognized,  it  must  also  be 
considered  that  although  broadcasting  is  in  a  sense  a  thing  apart 
from  the  merchandising  of  radio  receivers,  the  two  divisions  must 
work  in  close  harmony  if  they  are  to  jointly  meet  with  the  greatest 
measure  of  success. 

That  broadcasting  has  shown  a  remarkable  improvement  dur- 
ing the  past  year  is  admitted,  for  through  the  farsightedness  and 
generous  spirit  of  such  trade  factors  as  A.  Atwater  Kent,  Bruns- 
wick-Balke-Collender  Co.,  Columbia  Phonograph  Co.,  the  Victor 
Co.,  Crosley  Co.,  the  Fansteel  Products  Co.,  and  many  others  not 
connected  with  the  industry,  the  public  has  been  privileged  to  hear 
in  their  homes,  through  the  medium  of  the  radio  receivers,  con- 
certs by  some  of  the  greatest  operatic  and  concert  stars  and  organi- 
zations of  the  day.  These  elaborate  programs  have  all  tended 
to  establish  radio  on  a  firm  basis  with  the  better  element  of  the 
citizenry. 

From  a  trade  angle,  however,  there  now  comes  the  complaint 
that  although  these  elaborate  concerts  have  been  and  are  being 
given,  they  are  for  the  most  part  scheduled  for  the  night  and  there 
are  many  periods  during  the  day  when  the  best  stations  are  either 


silent  or  offering  programs  that  admittedly  serve  to  fill  in  the  time. 
The  owner  of  a  radio  receiver  may  be  quite  content  to  hear  the 
elaborate  programs  at  night  when  he  has  more  leisure,  but  the 
dealer  who  seeks  to  build  up  a  volume  of  sales  during  the  daylight 
hours  frequently  finds  himself  handicapped  through  the  lack  of  a 
suitable  broadcast  program.  Plans  have  been  launched  by  dealers 
for  a  movement  to  have  the  broadcasters  give  thought  to  this  ques- 
tion of  all-day-around  programs  of  good  features,  not  so  much  for 
the  entertainment  of  the  public  as  for  the  convenience  of  the  dealer 
in  selling  the  receivers  to  make  the  broadcasting  worth  while. 

The  hard-boiled  customer  who  wants  to  hear  how  leading 
orchestras  or  singers  are  brought  in  by  a  given  set  is  often  not 
satisfied  with  hearing  the  announcement  of  a  new  recipe  for  angel 
cake.  It  may  be  that  he  can  be  persuaded  to  visit  the  dealer's  store 
on  some  evening  when  the  broadcast  programs  are  particularly 
generous,  but  that  brings  with  it  all  the  dangers  that  lurk  in  a 
postponed  sale.  Given  time,  the  customer  may  forget  about  the 
whole  matter  or  decide  to  buy  from  a  competitor.  Suitable  pro- 
grams during  the  day  will  solve  the  problem 


Home  Demonstration  an  Expensive  Sales  Method 

THE  type  of  people  who  visit  food  shows  for  the  purpose  of 
gathering  enough  samples  to  stock  their  larder  for  a  week  or  so, 
and  those  who  order  gowns  on  approval  in  order  that  they  may 
have  new  raiment  for  special  occasions  at  the  expense  of  the  mer- 
chant, have  their  counterparts  in  individuals  who  apparently  be- 
lieve in  getting  as  much  as  possible  of  their  home  musical  enter- 
tainment free  by  taking  advantage  of  the  willingness  of  certain 
dealers  to  furnish  various  types  of  musical  instruments  and  radios 
for  demonstration  in  the  homes  without  charge. 

The  slogan  of  many  a  merchant  has  been  that,  once  in  the 
home,  the  chances  are  nine  to  ten  that  the  instrument  will  be  pur- 
chased and  stay  there,  but  actual  experience  has  shown  that  under 
present  conditions  this  proportion  is  greatly  over-estimated.  When 
cartage,  wear  and  tear  on  instruments,  salesmen's  time  and  the 
other  factors  are  considered,  the  home  demonstration,  particularly 
in  the  case  of  talking  machines  and  radio,  proves  a  most  expensive 
form  of  selling  and  generally  leaves  little  profit  in  its  wake.  That 
this  fact  is  recognized  is  evident  by  movements  on  foot  in  various 
sections  of  the  country,  sponsored  by  trade  associations,  to  have  the 
practice  of  giving  home  demonstrations  discontinued. 

There  are,  of  course,  prospective  customers  who  are  honestly 
trying  to  make  up  their  minds  regarding  various  types  of  instru- 
ments and  feel  that  they  can  judge  best  by  having  those  instruments 
in  their  homes,  but  it  is  found  that  even  these  well-meaning  people, 
after  having  tested  out  two  or  three  phonographs  and  as  many  dif- 
ferent radio  receivers,  are  generally  as  much  at  sea  regarding  their 
relative  merits  as  before,  and  it  simmers  down  to  a  question  of 
straight  salesmanship.  That  being  so,  it  is  much  better  to  have  that 
salesmanship  demonstrated  in  the  store  where  proper  facilities  are 
maintained  for  displaying  various  instruments  in  the  line  and  for 
closing  the  deal  on  the  spot.  If  a  majority  of  retailers  will  take 
this  view  of  the  situation  and  refuse  to  yield  to  the  temptation  of 
getting  the  instrument  into  the  home  before  the  sale  is  made,  then 
the  average  profit  in  selling  will  be  far  more  satisfactory. 


z 


P  AU  SIN 


Here's  one  good  selling  point  to  remember  about 
the  Octacone  Speaker.  You  can  knock  or  drop  it, 
accidentally  or  otherwise,  on  a  concrete  floor  if  you 
wish,  and  it  still  will  reproduce  just  as  clearly  and 
sweetly  as  it  ever  did.  If  you  have  your  doubts  as 
to  the  value  of  this  selling  feature  try  the  same  ex- 
periment with  any  other  six  speakers. 


Slightly  higher 
west  of  the  Rockies 


Pausin  Engineering  Company 

727  Frelinghuysen  Ave.,  Newark,  N.  J. 


Licensed  Under  Frank  E.  Miller, 
Patent  Numbers  1,190,787,  1,220,669, 
1.294,137.     Other  Patents  Pending. 
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Frequent  Turnover 

Measures  Profits  in 
Record  Department 

By  C.  H.  Mansfield 

Manager.  Phonograph  and  Radio  Department,  Fitzgerald  Music  Co. 
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If  you  would  make  an  outstanding  success 
is  a  record  department  manager  then  try  for 
frequent  turnover.  It  is  far  better,  and  far  safer, 
to  order  records  every  day  than  every  week, 
or  even  twice  a  week. 

Turnover  Measures  Profits 

The  biggest  profits  come  in  modern  merchan- 
dising through  turnover.  To  the  young  lady 
or  young  man  in  the  record  department,  to 
whom  this  is  merely  a  vague  term,  I  wish  to 
give  an  example  of  what  turnover  means.  We 
will  say  that  a  certain  record  stock  represents, 
at  list  price,  $5,000.  And,  as  an  example,  say 
that  the  record  department  does  a  business  of 
$2,500  list  price  per  month.  Then  it  naturally 
turns  its  record  stock  over  six  times  per  year. 
Therefore,  if  the  same  record  department,  with 
one-half  the  stock  does  the  same  amount  of 
business  per  month  it  will  naturally  turn  over 
its  stock  twelve  times  per  year.  Therefore, 
much  more  money  will  be  made  on  the  same 
amount  of  business. 

Of  course,  if  your  jobber  is  several  hundred 
miles  away  then  there  is  more  difficulty,  but 
few  stores  in  the  United  States  are  more  than 
two  days  removed  from  the  jobber  at  most,  and 
in  those  cities  where  the  jobber  is  removed 
this  far  I  believe  the  customers  will  be  more 
willing  to  excuse  a  store  for  being  out  of  a 
record  than  customers  in  the  city  where  a 
jobber  is  located,  and  where  naturally  they  are 
accustomed  to  larger  stocks. 

The  Bugbear  of  Overstock 

I  have  been  through  all  periods  of  the  record 
business,  and  I  know  that  the  most  dangerous 
habit)  of  all  is  the  one  so  often  employed  of 
ordering  records  less  frequently.  Ordering  only 
a  day's  supply  at  a  time  insures  you  against  a 


big  overstock  on  any  numbers.  Even  with 
judicious  daily  ordering  you  are  going  to  have 
to  keep  a  clear  head  and  a  cautious  eye  to  pre- 
vent that  business  bugbear  of  overstock  from 
getting  into  your  records. 

Daily  Record  Ordering  Is  Safest 

No  matter  how  popular  you  think  a  record 
is  going  to  be,  be  careful  and  stick  to  your 
rule  of  ordering  one  day's  supply  at  a  time. 
Remember  dealer's  record  stocks  every  year  are 
filled  with  numbers  that  looked  like  sure  sellers 
when  they  were  bought.  A  check  up  of  stocks 
will  undoubtedly  show  that  almost  invariably 
the  numbers  on  which  dealers  are  greatly  over- 
stocked are  numbers  that  at  one  time  were  big 
sellers.  Just  think  that  over  when  you  are 
tempted  to  order  a  week's  or  a  month's  supply 
at  one  time. 

If  a  new  record  sounds  unusually  good  to  you, 
and  you  feel  sure  you  can  sell  an  average  of 
fifteen  a  day  or  one  hundred  during  the  next 
week,  just  control  yourself  and  order  the  one 
day's  supply  and  then  reorder  it  every  day.  I 
have  been  told  by  many  young  ladies  in  record 
departments  that  it  seems  so  silly  to  order  the 
same  records  each  day — records  that  they  felt 
were  going  to  be  good  sellers  for  weeks  to 
come.    It  would  be  sill}'  to  do  otherwise! 

Even  though  you  have  been  selling  fifteen 
or  twenty  of  one  particular  number  every  day 
for  days  or  weeks  or  months,  and  the  demand 
seems  to  be  growing  rather  than  slackening, 
just  you  keep  up  the  ordering  of  your  day's 
supply  each  day  and  watching  closely  for  the 
downward  curve  in  that  record's  popularity,  for 
it  will  come  some  day  just  as  sure  as  you  are 
alive. 

I  have  known  of  several  cases  where  some 
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particular  record  sold  steadily  for  over  a  year, 
and  even  more,  and  then  in  less  than  two 
weeks'  time  stopped  selling-  because  another 
record  of  the  same  selection,  more  beautifully 
rendered,  was  issued.  The  first  record  became 
dead  stock  immediately. 

How  Profits  Are  Wiped  Out 
In  one  case  of  this  kind  I  know  of  a  dealer 
who  was  selling  some  eighty-five  or  one  hun- 
dred of  a  particular  record  every  ten  days  or 
two  weeks.  Another  record  of  the  same  selec- 
tion was  issued  and  it  killed  the  first  record 
and  this  dealer  was  caught  with  eighty  of  this 
record  on  hand.  This  particular  case  was  over 
one  year  ago  and  in  that  year,  with  the  efforts 
of  everyone,  he  has  been  able  to  dispose  of 
only  ten  of  these  old  records.  But  he  has  only 
been  able  to  dispose  of  those  ten  by  deceiving 
those  customers  who  did  not  know  of  the  more 
beautiful  rendition.  This  dealer  now  has  sev- 
enty records,  representing  the  net  profit  on 
some  three  hundred  or  more  other  records. 
It  seems  that  the  profit  on  hundreds  of  other 
records  must  go  to  make  up  the  loss  on  this 
dead  stock. 

It  is  true  that  the  record  exchange  plans 
offered  by  some  companies  will  eventually  take 
care  of  some  of  these  overstocks,  but  I  can 
show  you  records  in  overstocks  that  have  been 
there  for  two  and  three  years  awaiting  the 
mercy  of  the  exchange  plan,  and  even  though 
the  record  exchange  plan  eventually  takes  care 
of  much  of  your  overstock,  if  this  stock  remains 
long  much  of  your  profit  is  taken  by  lack  of 
frequent  turnover. 

Analysis  of  Profit  Through  Turnover 

A  simple  way  of  understanding  why,  or  how. 
money  is  made  on  frequent  turnover,  can  best 
be  illustrated  by  the  following: 

As  an  example,  say  that  you  have  $100  to 
invest  in  a  record  stock.  If  you  buy  $100  worth 
of  records  and  sell  them  all  in  a  given  period 
of  time,  say  one  week,  then  you  have  the  $100, 
after  deducting,  say,  an  imaginary  net  profit, 
after  paying  expenses,  of  $10,  to  invest  at  once 
in  another  stock  of  records.  You  sell  this  sec- 
ond stock  also  in  the  same  given  length  of  time, 
just  one  week,  and  you  have  made  another  $10 
and  so  on. 

But,  just  for  example,  say  that  through  un- 
wise buying  you  find  $50  worth  of  these  records 
move  just  twice  as  slowly,  and  it  takes  twice 
the  given  time,  or  two  weeks,  to  move  them. 
Then  you  turn  over  $50  only  during  the  one 
week's  time,  making  a  profit  of  only  $5,  and 
it  takes  two  weeks  to  make  the  other  $5  froni 
the  slower  moving  numbers. 

Thus,  in  two  week-;,  you  have  made  only  $15 
net  profit  when  you  should  have  made  $20  In 
a  year  with  the  100  per  cent  weekly  turnover 
(Continued  on  pacts  27) 
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Valley  Forge's  greatest  con- 
tribution to  the  phonograph 
industry.  Our  task  was  to 
make  a  good  reproducer  at  a 
moderate  price.  And  we  be- 
lieve we  did  our  part  won- 
derfully well!  It  would  take 
pages  to  tell  you  what  it  will 
do,  but  just  a  few  seconds  to 
find  out  for  yourself. 
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products  and  keeping  the  cost  down* 
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Frequent  Turnover  Measures  Record  Profits 


(Continued 

you  would  make  $520  net  profit,  while  as  illus- 
trated, in  the  second  phase  of  the.  example, 
if  you  consistently  take  two  weeks  to  turn  your 
stock  you  would  make  only  $390  net  profit. 

You  would  soon  find  at  this  rate,  with  an 
accumulating  stock  of  slower  moving  numbers, 
that  your  investment  in  records  would  be  in- 
creasing as  you  would  be  forced  to  take  your 
profits  each  week  to  invest  in  your  faster- 
moving  stock. 

Of  course,  these  examples  are  only  hypo- 
thetical, but  I  believe  that  they  illustrate  the 
idea  of  turnover  fairly  well. 

More  About  Profit 

Now,  by  ordering  frequently  and  in  smaller 
quantities,  you  increase  the  profits  of  your  de- 
partment from  other  angles  as  follows: 

First,  you  keep  the  stock  assets  liquid.  Sec- 
ond, you  release  money  from  record  stock  that 
can  earn  profits  elsewhere.  Third,  you  elim- 
inate the  loss  that  must  come  from  dead,  un- 
movable  stock.  So  while  volume  is  very  im- 
portant, remember  that  a  clean  stock  and  fre- 
quent turnover  are  equally  important. 

Bear  in  mind  that  there  is  more  profit  in 
doing  $1,000  worth  of  business  each  month  on 
a  record  stock  of  $1,500,  than  there  is  in  doing 
$1,500  worth  of  business  "on  a  record  stock  of 
$5,000  or  $6,000.  If,  we  will  say,  with  an  aver- 
age investment  of  $5,000  in  records,  you  do 
a  $30,000  record  business  a  year  and  show  a 
net  profit  of  $3,000,  then  if  you  do  the  same 
amount  of  business  on  $2,500  worth  of  stock 
you  have  increased  your  turnover  100  per  cent, 
and  increased  the  percentage  of  profit  on  the 
investment  100  per  cent  also. 

But  there  will  be  additional  profits  due  to 
more  rapid  turnover,  for  the  other  $2,500  can 
be  used  in  many  ways  and  can  earn  its  own 
profit  which  might  be  equal  to  or  greater  than 
the  $3,000  profit  in  the  record  department. 
Keeping  Stock  Down 

A  very  clear  example  of  the  advantage  of 
keeping  your  stock  down  and  operating  on  as 
small  a  stock  as  possible,  is  given  below: 

Percent  of 

Aver.       Av.  mo.       Yearly  Profit  on  In- 

Stock        Sales      Turnover        Profit  vestment 

1  $5,000        $2,500        6  times       $1,500  30% 

2  2,500         2,500      12  times         1,500  60% 

As  above  outlined,  you  will  see  that  you 
double  your  percentage  of  profit  on  capital 
invested  by  doing  the  same  amount  of  business 
on  one-half  as  much  stock.  This  may  seem 
a  little  far-fetched  to  some  people,  but  I  assure 
you  there  are  many  stores  that  could  do  just 
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from  page  26) 
as  much  business  on  half  the  record  stock  they 
are  now  carrying.  The  additional  money  that 
is  tied  up  in  a  slow-moving  record  stock  could 
be,  as  before  outlined,  put  to  much  better  use 
earning  a  profit  elsewhere. 

As  I  have  said  before,  volume  is  indeed  the 
big  goal  to  strive  for,  but  in  obtaining  this 
volume  be  sure  that  you  keep  your  stock  down 
to  a  minimum  so  that  your  turnover  will  be 
frequent. 

Daily  Inventory  Plan 

One  very  good  way  to  keep  the  reins  in  your 
band  on  the  record  stock  situation  is  to  draw 
up  a  form  as  below  and  keep  it  posted  daily. 
First  you  obtain  an  actual  inventory  of  record 
stock  and  each  day  you  post  up  records  sold 
and  records  received.  Thus  by  adding  records 
received  to  your  inventory  and  subtracting  rec- 
ords sold  you  have  the  figures  of  your  daily 
inventory — and  you  can  tell  from  day  to  day 
whether  your  inventory  is  going  up  or  down. 
As  an  example: 

Increase 

Records  Records   Net  In-    or  Re- 

Inven-       Rec'd  Sold      ventory  duction 

Date      tory       To-day      Total     To-day     To-day   to  date 

1  $5,621.00  $126.00  $5,747.00  $138.25  $5,608.75  R-12.25 

2  5,608.75      86.50    5,695.25      92.00    5,603.25  R-18.75 

In  spite  of  your  first  impression  to  the  con- 
trary— this  daily  inventory  report  is  very  easy 
and  practically  no  trouble  to  keep  and  will 
positively  not  take  more  than  five  minutes  of 
your  time  each  day  and  such  daily  information 
will  be  of  inestimable  benefit  in  keeping  your 
record  stock  down  and  increasing  turnover. 

It  will  undoubtedly  be  much  easier  to  keep 
this  inventory  record  by  figuring  your  inven- 
tory and  daily  purchases  and  sales  on  a  retail 
price  basis,  due  to  the  fact  that  the  figures  can 
then  be  taken  from  the  cash  register  each  day  in 
a  lump  sum.  The  retail  price  is  most  practical 
due  to  the  fact  that  various  discounts  are  given 
on  different  series  of  records — and  it  would 
require  too  much  time  to  segregate  the  sales 
each  day  and  figure  the  cost  of  records  in  each 
series  sold. 

By  keeping  such  a  record  you  always  know 
exactly  where  you  stand  and  you  are  given  a 
definite  goal  and  incentive  for  reducing  your 
stock.  When  your  record  stock  shows  an  up- 
ward trend  you  don't  have  to  wait  until  the 
end  of  the  month  to  find  it  out,  you  know  it 
immediately  and  you  can  correct  it  at  once  by 
going  to  your  numerical  inventory  and  locating 
the  numbers  that  are  beginning  to  freeze.  With- 
out delay  you  can  then  immediately  begin  to 
push  and  sell  those  numbers. 

Listing  Overstocked  Records 

Of  course,  it  goes  without  saying  that  every 
record  department  manager  should  keep  a  nu- 
merical stock  list  of  records  and  keep  it  posted 
daily  so  that  one  can  quickly  see  on  what  rec- 
ords they  are  overstocked.  This  list  of  over- 
stock numbers  should  be  posted  in  prominent 
places  on  the  record  racks  so  that  the  sales- 
people will  have  constantly  in  front  of  them 
what  records  to  push. 

An  overstock  on  a  number  does  not  always 
necessarily  mean  that  that  particular  number 
is  dead — in  most  cases  it  merely  means  that 
customers  have  quit  asking  for  'it.  Many  over- 
stock records  can  be  quickly  sold  if  the  record 
salespeople  will  just  suggest  and  play  these 
records  for  customers.  Of  course,  the  older  an 
overstock  record  becomes  the  more  difficult  it 
is  to  dispose  of  it — hence  the  necessity  of  keep- 
ing a  sharp  eye  on  the  numerical  stock  list 
so  that  the  overstock  numbers  can  be  bulletined 
at  least  once  a  week  to  the  salespeople  so  that 
they  may  in  turn  know  just  what  numbers  to 
push. 

One  thing  to  bear  in  mind  is  this  fact — that 
many  large  overstocks  do  not  necessarily  mean 
large  quantities  of  a  few  numbers — but  as  a 
mle  mean  principally  a  few  too  many  of  a 
great  many  different  numbers.  The  daily  order- 
ing and  careful  watching  of  a  numerical  inven- 
tory will  circumvent  this  situation  and  aid  ma- 
terially in  producing  profits. 
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QUALITY 


e>ILENT  ^MOTOR 


MODEL  DS 


PAST  PERFORMANCE  COUNTS 

A  TRIAL  WILL  CONVINCE  YOU 


Double  Barrel. 

Will  play  five  10-inch  records. 

Positive  silent  operation. 

Silent  rugged  winding  drive. 

Double  bearing  support  to  winding  shaft. 

Adjustable  Turn  Table  takes  up  bushing. 


Specifications 

Adjustable  ball  bearings  on  governor  shaft. 

No  jumping  springs. 

Self  lubricating  turn  table  shaft. 

Three  ball  spring  governor. 

Ball  thrust  on  turn  table  shaft. 


Silent  Motors  have  stood  the  test.  Manufac- 
turers appreciate  the  quality,  and  the  dealer 
enjoys  the  freedom  and  satisfaction  of  pleasing 
the  public. 

If   you   do   not   know   the  quality   of  Silent 


Motors  let  us  prove  our  claim. 

Increased  facilities  have  made  it  possible  in 
our  new  plant  to  permit  our  serving  the  manu- 
facturer with  greater  efficiency  plus  value  with 
lower  costs  than  ever  before. 


MODEL  S.  M.  SIMPLEX 
ESPECIALLY  DESIGNED  FOR  PORTABLES 

POWER  LIQHTWEIQHT  COMPACT 

Silent  Motor  Corporation 


HERMAN  SEGAL.  President 
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Announcement 

The  New  ADD-A-PHONIC  Reproducer 


MR.  DEALER:  A  surprise  awaits 
you  in  the  recreation  of  your  old 
phonograph  stock,  from  which  you 
will  hear  the  marvels  of  TONE 
REPRODUCTION  science  has 
brought  you. 


EUREKA ! 


flWe  have  found  in  the  ADD-A- 
PHONIC  REPRODUCER, 
through  the  aid  of  science  and  ex- 
tensive research,  marked  develop- 
ment in  Tone  Reproduction.  The 
carefully  planned  acoustical  bal- 
ance designed  with  a  straight  line 
frequency,  opens  a  new  market  for 
Reproducers.  A  revelation  on  the 
old  phonograph,  a  marked  improve- 
ment on  the  modern  phonograph. 
It  is  especially  beneficial  to  the 
Portable. 

Ruggedness  of  construction  to- 
gether with  extreme  sensitivity,  will 
prove  the  factors  of  durability  and 
pleasing  rendition. 

flThe  full  range  of  tone  values  are 
free  and  not  pinched,  assuring  even 
register  and  the  fidelity  of  both 
bass  and  treble. 

ffA  demonstration  will  prove  our 
claims. 

11  The  ADD  A-PHONIC  REPRO- 
DUCER is  made  by  the  same 
Manufacturer  who  has  produced 
the  ADD-A-TONE  loud  repro- 
ducer, so  well  known  to  the  trade. 

flA  few  remaining  jobbing  terri- 
tories now  open. 

UNIQUE  REPRODUCTION  CO. 

HERMAN  SEGAL,  President 

317-323  East.  34th  Street 
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Public  Shows  Faith  in  Talking  Machine 

by  Oversubscribing  for  Victor  Stock 

Public  Offering  of  $16,500,000  7  Per  Cent  Cumulative  Prior  Preferred,  95,000  Shares  of  6  Per 
Cent  Cumulative  Convertible  and  415,000  Shares  of  Common  Is  Oversubscribed 


No  more  positive  indication  of  the  return 
of  the  talking  machine  to  public  favor  could  be 
found  than  in  the  manner  in  which  the  new 
stock  of  the  Victor  Talking  Machine  Co.,  issued 
under  the  auspices  of  Speyer  &  Co.  and  J.  &  W. 
Seligman  &  Co.,  was  literally  grabbed  by  the 
investing  public  to  an  extent  that  resulted  in  a 
substantial  oversubscription,  making  necessary 
an  allotment  of  stock  in  proportion  to  the  sub- 
scriptions sent  in. 

The  public  offering  consisted  of  an  issue  of 
$16,500,000  of  7  per  cent  cumulative  prior  pref- 
erence stock,  with  a  par  value  of  $100  and 
offered  at  $98  per  share;  95,000  shares  of  6  per 
cent  cumulative  convertible  preferred  stock,  of 
no  par  value,  offered  at  $90  per  share,  and 
415,000  shares  of  common  stock,  no  par  value, 
offered  at  $38  per  share. 

The  stock  issue  was  authorized  at  a  meeting 
of  the  stockholders  of  the  company  in  Camden 
on  January  17  and  the  books  were  opened  to 
the  public  on  January  19  for  the  sale  of  the  7 
per  cent  preference  stock,  the  other  issues  being 
made  available  to  the  public  at  later  dates.  It 
is  explained  that  the  new  issues  do  not  repre- 
sent a  refinancing  of  the  company,  but  with 
the  exception  of  the  244,230  shares  of  common 
held  by  the  company  for  conversion  of  the 
cumulative,  convertible  preferred  stock  at  the 
rate  of  two  shares  of  common  for  each  share  of 
convertible  preferred  all  the  stock  will  be 
issued  in  exchange  from  the  outstanding  350,000 
shares  of  common  stock  of  $100  par  value. 

The  prior  preference  stock  of  the  company, 
the  first  to  be  offered,  at  $98  per  share,  will  be 
redeemable  in  whole  or  in  part  at  $115  per 
share  and  each  share  will  carry  voting  rights. 
A  sinking  fund  starting  in  1928  will  retire  3  per 
cent  of  the  outstanding  issue  each  year,  if  avail- 
able, at  $115  or  less.  When  the  stock  was 
offered  in  the  United  States  through  a  number 
of  prominent  banking  houses,  it  was  offered 
simultaneously  for  subscription  in  various  Eu- 
ropean centers  where  it  likewise  proved  in  great 
demand. 

Just  prior  to  the  opening  of  the  subscription 
books  to  the  public  the  Victor  Co.  advised  all 
its  wholesalers  and  dealers  of  the  new  stock 


issues  in  order  that  those  who  desired  might 
participate  directly  in  the  progress  of  the  com- 
pany by  subscribing  in  advance  to  the  public  at 
large.  Special  arrangements  were  made  where- 
by these  Victor  Co.  representatives  could  re- 
ceive particular  consideration  in  the  allotment 
of  the  security. 

The  new  stock  has  been  placed  on  the  New 
York  Stock  Exchange  and  each  of  the  three 
classes  immediately  commanded  a  premium,  not 
only  significant  of  the  standing  of  the  stock  in 
the  eyes  of  the  investing  public,  but  of  the 
effect  of  the  statement  regarding  the  Victor 
Co.'s  business  as  offered  by  Edward  E.  Shu- 
maker,  president  of  the  company,  who  in  his 
letter  to  the  bankers  reported  earnings  in  1926, 
with  the  last  quarter  estimated,  of  $8,000,000 
after  Federal  taxes  and  reserves  for  deprecia- 
tion of  about  $1,140,000. 

"Since  organization  in  1901,"  Mr.  Shumaker 


continues,  "the  company's  business  has  been 
profitable  in  every  year  with  the  single  excep- 
tion of  1925.  In  that  year  net  earnings  were 
$931,358,  before  writing  all  depreciation,  losses 
due  to  the  abandonment  of  old  models  and  ex- 
traordinary expenses  incident  to  the  develop- 
ment and  introduction  of  new  instruments  and 
processes.  The  company  has  paid  about  $37,- 
500,000  in  cash  dividends.  A  stock  dividend  of 
416^3  per  cent  was  paid  in  1911  and  of  600  per 
cent  in  1922." 

The  company  entered  1927  with  a  production 
schedule  for  the  first  half  year,  based  on  orders 
on  hand,  that  is  one  of  the  heaviest  for  any 
corresponding  period  in  its  history. 

Current  assets  on  September  30,  1926,  shown 
by  the  consolidated  balance  sheet,  including 
$12,971,138  in  cash  and  marketable  securities, 
were  $25,129,913,  as  against  current  liabilities 
of  only  $2,817,249.  Such  net  current  assets  ex- 
ceeded the  par  value  of  the  prior  preference 
stock.  Total  net  assets  were  $51,093,812,  equal 
to  about  $246  per  share  of  prior  preference 
stock.  The  valuable  patents,  rights  and  trade 
names  are  carried  at  $1;  the  master  records  and 
matrices  for  its  entire  collection  of  records 
are  likewise  carried  at  $1.  No  valuation  is 
included  for  good-will. 


Old  Type  Phonographs  Are 
Modernized  by  the  Merola 

New  Product  of  Crosley  Radio  Corp.,  Operated 
in  Conjunction  With  Radio  Set,  Converts 
Mechanical  Phonograph  Into  Electric  Type 


Cincinnati,  O.,  February  4. — Owners  of  the 
old  type  phonographs  will  be  interested  in  the 
new  product  of  the  Crosley  Radio  Corp.,  the 
Merola,  which,  operating  in  conjunction  with 
a  radio  set,  converts  a  mechanical  phonograph, 
playing  a  disc  record,  into  an  electric  repro- 
ducing instrument.  The  Merola,  it  is  claimed, 
eliminates  needle  scratch,  increases  volume  and 
enables  a  more  complete  reproduction  of  the 
entire  musical  scale,  without  distortion.  The 
Merola  derives  its  name  from  the  initial  letters 
of  "magnetic  electric  reproduction."  In  an 
interesting  article  by  John  R.  Loofbourow,  of 
the  Department  of  Physics  of  the  University 
of  Cincinnati,  the  Merola  is  described  as  "a 
substitute  tone  arm  for  the  phonograph.  It  is 
attached  by  a  cord  to  the  detector  socket  of  a 
radio  receiving  set  and  the  music  from  the 
record  is  thereby  reproduced  through  the  radio 


Solves  Battery  Eliminator  Sales 
and  Service  Problems — 


THE  dealer  owes  it  to  himself  to  handle  only 
such  devices  as  will  perform  satisfactorily. 
When  you  sell  a  Battery  Eliminator  show  its 
performance  by  testing  it  with  a  Weston  Model 
489  Battery  Eliminator  Voltmeter — it  will  assure 
customer  confidence. 

This  double  range  battery  eliminator  voltmeter 
has  a  very  high  internal  resistance  (1,000  ohms 
per  volt),  which  means  that  only  a  very  slight 
amount  of  current  (one  milliampere  for  full  scale 
deflection)  is  drawn  from  the  eliminator  for  its 
operation. 


WESTON  ELECTRICAL  INSTRUMENT  CORPORATION 

190  Weston  Avenue,  Newark,  N.  J. 


STANbARb.THE.WARLb.AYER, 

WESTON 

Ttimeers  since 1888 


set  and  the  loud  speaker.  The  Merola  also  is 
equipped  with  a  volume  control  device." 

Further,  the  writer  states:     "The  two  vital 


The  Crosley  Merola 

features  of  the  electrically  reproducing  system 
which    explain    its    superiority    to  mechanical 
systems  of  reproduction  are,  first,  the  replacing 
of  the  usual  diaphragm 
by    a    light,  sensitive 
armature,   and  second, 
the    replacing    of  the 
horn   by   a  distortion- 
less, cone-type  speaker. 

For  adjusting 
the  loudness  of  the 
reproduced  music  a 
volume  control  is  pro- 
vided. This  consists 
of  a  rheostat  which  is 
connected  across  the  armature  coil  in  such  a 
way  that  when  all  of  the  resistance  of  the 
rheostat  is  cut  out  the  coil  is  short-circuited. 
To  increase  the  volume  more  resistance  is  cut 
into  the  circuit." 

The  installation  of  the  Merola  is  a  simple 
matter  and  consists  merely  of  putting  the  plug 
in  the  detector  socket  of  the  radio  set  and 
connecting  the  extra  lead  wire  to  the  detector 
"I!  plus"  terminal  of  the  set. 


Interior  of  Unit 


RCA  Receives  Largest 

Radio  Compass  Order 

The  largest  single  order  ever  received  For 
direction  finder  or  radii)  compass  installations 
has  jusl  lnen  awarded  to  the  Radio  Corp.  of 
America  In  I  lie  steamship  interests  allied  with 
the  United  States  Steel  Corp.,  according  to 
David  Sarnoff,  vice-president  and  general  man- 
ager of  RCA.  Mr.  Sarnoff  states  that  the  order 
provides  fof  100  radio  compass  installations  in- 
volving more  than  a  quarter  of  a  million  dol 
lars.  The  radio  compass  has  proved  a  boon  to 
navigators,  it  is  said. 
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The  JUNIOR  CONE  is  the 
Outstanding  Speaker  for  1927 

UTAH  RADIO  PRODUCTS  CO.,  1421  S.  MICHIGAN  AVE.,  CHICAGO 

17'/Wn.  Senior  Cone  *16  13-ln.  Junior  Cone  *10  14-in.  Standard  $22-50  j,i.|n.junK>r  *12'50  ny^in.  x  13'/2  in.  Booh  *19 


&cuch,  Oris  &4juaJiasn£&exi, 
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How  Specializing  in  Irish  Records  Built 
Profits  for  O'Byrne  De  Witt  Music  House 

Seventy-five  Per  Cent  of  Total  Business  for  Year  in  Irish  Record  Department — Does  Large  Mail 
Order  Business — Advertising  and  Direct  Mail  as  Aids  to  Sales 


The  profitable  merchandising  of  talking  ma- 
chine records  presents  to  dealers  angles  that 
are  many  and  varied.  There  are  so  many  meth- 
ods of  advertising,  demonstrating  and  pushing 
these  items  of  stock  that  it  is  sometimes  diffi- 
cult to  choose  the  one  which  is  best  suited  to 
the  store,  and  in  many  cases  the  dealer  utterly 
neglects  this  department  and  lets  the  records 
sell  themselves.  Dealers  throughout  the  coun- 
try have  found  it  exceedingly  profitable  to  put 
special  sales  effort  on  the  records  of  one  type 
or  of  one  nationality.  When  a  store  is  located 
in  a  section  which  has  for  its'  residents  a  ma- 
jority of  one  race  or  nationality,  sales  promotion 
centered  on  one  class  of  recordings  is  certain 
to  result  in  sales.  Every  country  has  its  music 
and  its  music-lovers  and  a  dealer  who  is  in  a 
position  to  serve  these  prospective  customers 
and  fails  to  take  full  advantage  of  his  oppor- 
tunities is  neglecting  a  sure  source  of  income. 
A  Retail  Specialist 

Some  twelve  years  ago  the  O'Byrne  DeWitt 
Music  House,  talking  machine  dealer,  which  had 
been  meeting  with  average  success  in  the  five 
years  of  its  existence,  inaugurated  an  entirely 
new  policy  and  specialized  in  the  selling  of 
Irish  records,  with  all  the  advertisements  of 
the  store  carrying  the  line  "Irish  Music  House." 
The  founder  of  the  business,  Mrs.  Ellen 
O'Byrne  DeWitt,  whose  death  the  latter  part 
of  last  year  was  regretted  throughout  the  talk- 
ing machine  industry  and  trade  because  of  the 
influence  and  prestige  which  she  had  gained  in 
the  metropolitan  retail  music  trade  for  so  many 
years,  was  well  qualified  to  foster  the  dissemina- 
tion of  Irish  music,  for  the  knowledge  and  ap- 
preciation of  Irish  music  was  inherent  in  her 
and  from  early  days  until  the  day  of  her  death 
she  always  took  a  leading  part  in  matters  per- 
taining to  Ireland  and  the  betterment  of  her 
native  land. 

A  Wide  Market 

Despite  the  fact  that  in  1915  the  catalog  of  Irish 
records  made  by  the  manufacturers  was  limited, 
the  venture  succeeded,  and  in  1916  it  became 
necessary  for  the  O'Byrne  DeWitt  establish- 
ment to  seek  larger  quarters,  selecting  the  pres- 
ent location  at  1398  Third  avenue,  New  York. 


The  success  which  this  store  won  in  selling 
Irish  records  convinced  manufacturers  that 
there  was  a  wide  market  for  these  records  and 
when  the  patent  rights  which  had  been  held  by 
a  few  companies  expired,  other  manufacturers 
became  interested  and  with  the  guarantee  of 
large  orders  from  O'Byrne  DeWitt  began  to 


Mrs.  Ellen  O'Byrne  DeWitt 


press  Irish  music  in  steadily  increasing  quanti- 
ties to  meet  the  ever-growing  demand. 

International  Advertising 
From  the  start  the  business  increased  stead- 
ily, not  only  among  residents  of  New  York  but 
all  over  the  United  States,  Canada,  and  in  fact 
all  over  the  world.  A  consistent  advertising 
policy  has  been  followed  since  early  days  and 
the  name  O'Byrne  DeWitt,  the  Irish  Music 
Store,  has  appeared  in  Irish  newspapers  and 
magazines  in  various  cities  and  countries. 
Personal  inquiries  and  mail  orders  resulted  in 
the  building  up  of  a  mailing  list  which  at  the 
present  time  contains  10,000  names  of  active 
customers.  Every  month  a  catalog  of  Irish 
records  prepared  and  printed  by  the  store  is 
sent  to  these  customers,  for  since  the  beginning 


of  the  business  the  direct  mail  and  advertising 
literature  has  been  always  designed  to  fit  the 
store's  methods  of  business.  The  catalog 
groups  the  list  of  Irish  records  of  various  manu- 
facturers, the  classification  being  by  artists 
rather  than  by  make  of  record. 

A  $100,000  Business 

The  total  business  closed  during  the  year  of 
1926  was  in  the  neighborhod  of  $100,000,  of 
which  75  per  cent  was  in  the  Irish  record  de- 
partment. Of  this  type  of  record  sales  15  per 
cent  is  attributed  to  the  mail  order  department 
from  orders  all  over  the  world.  About  25,000 
records  are  carried  in  stock,  of  which  20,000  or 
80  per  cent  are  Irish  records. 

Immediately  prior  to  the  death  of  the  founder 
last  December  a  second  O'Byrne  DeWitt  Music 
House  was  opened  in  the  Roxbury  section  of 
Boston,  Mass.,  and  the  volume  of  business  for 
the  first  month  makes  it  evident  that  it  will  be 
as  successful  as  is  the  New  York  establishment. 
With  the  opening  of  this  branch  the  Victor 
agency  was  granted  to  both  stores  and  while 
the  policy  of  specializing  in  Irish  recordings 
will  be  continued,  more  attention  will  be  given 
the  instrument  end  of  the  business  in  the  fu- 
ture. 

A  Profitable  Sideline 

Justus  O'Byrne  DeWitt,  Jr.,  and  James 
O'Byrne  DeWitt,  sons  of  the  founder,  are  carry- 
ing on  the  business,  and  the  latter  stated  to  the 
writer  that  plans  for  the  expansion  of  the  Irish 
book  department,  which  was  started  about  a 
year  ago,  are  being  made.  A  department  head 
who  is  well  versed  in  Irish  literature  also  will 
be  engaged.  This  department,  which  is  return- 
ing a  nice  profit,  carries  about  one  thousand 
titles  of  authentic  Irish  literature. 

Columbia  Artists  Win 
Fiddling  and  Guitar  Honors 

Old-time  Fiddlers'  and  Guitar  Players'  Con- 
ventions Held  in  Alabama — Columbia  Record- 
ing Artists  Acclaimed  as  Winners 


Montgomery,  Ala.,  February  4. — One  of  the 
main  attractions  held  recently  in  this  city  was 
the  Old-time  Fiddlers'  Convention  in  the  City 
Auditorium.  The  attendance  was  the  greatest 
of  any  riddling  convention  held  in  this  city  in 
quite  a  while.  There  were  fiddlers  from  all 
over  the  South  competing  and  this,  added  to  the 
fact  that  there  were  quite  a  few  former  cham- 
pions in  the  contest,  made  the  program  most 
interesting.  There  were  old  ones  and  young 
ones,  professionals  and  amateurs — but  each  a 
good  fiddler. 

Clayton  McMichen,  champion  fiddler  of 
Georgia,  and  an  exclusive  Columbia  recording 
artist,  easily  walked  away  with  first  prize.  The 
judges  were  almost  unanimous  in  their  de- 
cision of  selecting  "Mac"  as  the  best  fiddler  at 
the  convention. 

This  included  the  rendering  of  a  variety  of 
selections  such  as  popular  songs,  sacred  num- 
bers, old-time  tunes,  and  the  imitation  of  ani- 
mals which  McMichen  did  remarkably  well. 
His  imitation  of  dogs  on  a  fox  hunt  deserves 
special  praise. 

Contributing  to  make  the  convention  success- 
ful was  the  Old  Guitar  Players'  Convention 
which  followed  the  Fiddlers'  Convention.  In- 
cluded in  those  competing  for  the  prize  were 
some  of  the  best-known  and  most  popular  guitar 
players  of  the  South. 

Riley  Puckett,  the  blind  Champion  guitar 
player  of  the  South,  Columbia  artist,  easily  took 
first  prize.  Riley  is  well  known  throughout  the 
South  not  only  for  his  remarkable  guitar  play- 
ing but  for  his  fine  voice  as  well  and  there  is  a 
large  demand  for  his  records. 

It  is  interesting  to  note  that  these  two  cham- 
pions, two  of  Columbia's  most  popular  old  fa- 
miliar tunes  artists,  are  also  members  of  the 
famous  Skillet-Lickers,  of  which  Gid  Tanner  is 
the  leader,  another  Columbia  recording  troupe, 
whose  popularity  in  the  South  is  beyond  ri- 
valry. 


Televocal  QUALITY  TUBES 


Dependable  and  a  Technical  Triumph 


A RADIO  TUBE  that  is  non- 
microphonic  —  won't  short. 
Sold  in  matched  units;  tested, 
balanced  and  plainly  marked  de- 
tector, radio  frequency  or  audio 
frequency. 

DEALERS  AND  JOBBERS 

Ask  for  particulars  on  this  new  and 
better  radio  tube  that  costs  no  more. 


Televocal  Coi'p'n. 

67  A  Fifth  Ave.  -  -  New  York 


Dealer's  Name  

City   State. 

Jobber's  Name  

City   State. 
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IT  STAYS  SOLD! 

^o"IFS7'ANDS" 
or  "BUTS" 


THE  FARRAND  "B"  Elimi- 
nator is  a  little  higher  in 
price,  BUT  ...  it  is  trouble-free 
and  stays  sold!  No  matter  the 
type  of  set,  no  matter  the  num- 
ber of  tubes,  it  does  its  job  com- 
pletely, perfectly,  without  a 
whimper  or  a  let-down — provid- 
ing up  to  200  volts,  if  necessary. 
Get  in  touch  with  your  distribu- 
tor TODAY.  Begin  featuring 
Farrand  "B"  Eliminators  NOW 
while  the  demand  is  at  its  height. 

FARRAND  MFG.CO.,i»c. 

LONG  ISLAND  CITY  *  NEW  YORK 
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They're  Right! 

Atlas  Plywood  Packing  Cases  were  first  designed  and  built  for  phonograph  shipments. 
And  the  continued  preference  of  the  largest  phonograph  manufacturers  for  Atlas  Cases 
proves  that  they  do  what's  expected  of  them — and  more. 

Atlas  Packing  Cases  protect  finely  finished  cabinets  better  than  any  other  shipping  con- 
tainers made.  They  will  stand  more  transit  racking.  They  will  save  you  more  money 
in  freight.  That's  why  the  wisest  radio  manufacturers  as  well  as  phonograph  manufac- 
turers turn  to  Atlas  Plywood  Packing  Cases.    They  KNOW  they're  right. 


CARRY  THE  WEIGHT  —  S/J VE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


PARK  SQUARE  BUILDING,  BOSTON,  MASS. 

New  York  Office  Chicago  Office 

90  West  Broadway  649  McCormick  Building 
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Max  Targ  Appointed  Mutual 
Factory  Representative 

Will  Represent  Mutual  Phono  Parts  Co.  in 
Middle  West— Well  Known  Throughout  the 
Trade  From  Coast  to  Coast 


Andrew  P.  Frangipane,  secretary  and  gen- 
eral manager  of  the  Mutual  Phono  Parts  Co., 
New  York  City,  has  announced  the  appoint- 
ment of  Max  Targ  as  direct  factory  representa- 
tive for  Mutual  products  in  the  Middle  West, 
with  headquarters  in  Chicago.  Mr.  Targ  was 
in  New  York  during  the  latter  part  of  Janu- 
ary, making  his  headquarters  with  the  Mutual 
Phono  Parts  Co.,  during  which  time  he  com- 
pleted arrangements  for  this  representation 
with  Mr.  Frangipane. 

Mr.  Targ  is  one  of  the  prominent  figures  in 
the  talking  machine  industry  and  numbers  a 
host  of  friends  in  the  field  from  coast  to  coast. 
He  is  particularly  well  known  through  his  con- 
nection with  the  Targ  &  Dinner  Music  Co., 
distributor,  Chicago,  which  has  distributed  the 
Mutual  line  for  a  number  of  years  with  great 
success,  and  he  is,  therefore,  thoroughly  familiar 
with  its  many  merits. 

With  Mr.  Targ's  wide  acquaintanceship  and 
tremendous  enthusiasm  the  popularity  of 
Mutual  products  in  the  Middle  West  may  be 
well  assured.  The  Mutual  line  consists  of  a 
wide  assortment  of  tone  arms,  sound  boxes, 
and  has  as  its  leader  the  Super  Saxophonic 
reproducer  with  Saxo  tone  arm,  both  of  which 
are  of  the  modern  type  of  phonograph  repro- 
ducers. 

Important  New  Position 

for  Amos  E.  Russell 

Amos  E.  Russell,  who  is  well  and  favorably 
known  in  the  talking  machine  and  radio  indus- 
tries, owing  to  his  sales  activities  in  these  fields, 
has  been  appointed  manager  of  the  Kelvinator- 
Albany,  with  offices  at  194-196  Lark  street, 
Albany,  N.  Y.  During  the  past  year  Mr.  Russell 
was  in  charge  of  sales  for  this  company  and 
made  such  a  splendid  showing  that  his  new 
post  is  the  recognition  of  his  ability  and  indus- 
try. Mr.  Russell  has  long  been  active  in  musical 
and  social  circles  around  the  Capital,  and  for 
many  years  was  sales  manager  of  Cluctt  &  Sons 
piano  house.  He  is  a  member  of  the  Kiwanis 
Club,  Albany  Consistory  and  other  Masonic 
bodies. 


In  New  Home 


The  talking  machine  department  of  the  new 
Strouss,  Hirshbcrg  Co.,  Youngstown,  O.,  is  one 
of  the  largest  in  the  eastern  section  of  the 
State.  In  its  new  establishment,  the  company 
is  giving  much  attention  tp  this  department. 


On  World  Tour  in  Interest 

of  Atwater  Kent  Radio 

Major  W.  J.  Avery,  in  Charge  of  Atwater  Kent 
Foreign  Sales  Department,  on  Journey  that 
Will  Consume  the  Entire  Year 


Major  W.  J.  Avery,  in  charge  of  the  foreign 
sales  department  of  the  Atwater  Kent  Mfg.  Co., 
Philadelphia,  left  New  York  January  8  for  an 
extended  trip  abroad.  His  trip  has  been  plan- 
ned as  a  result  of  a  decided  increase  in  the  de- 
mand for  Atwater  Kent  radio  sets  and  speakers 
in  foreign  markets. 

The  journey  planned  by  Major  Avery,  as  he  is 
known  among  his  intimates,  is  perhaps  the  most 


Major  W.  J.  Avery 

extended  trip  ever  taken  in  the  interest  of  radio 
by  an  American  representative.  In  fact  the 
U.  S.  Government  foreign  trade  authorities  were 
so  much  interested,  that  foreign  consular  at- 
taches have  been  asked  to  co-operate  with  him 
wherever  he  is  scheduled  to  stop.  He  will  visit 
England,  France,  Spain,  Portugal,  Holland, 
Denmark,  Norway,  Sweden,  Germany,  Poland, 
Greece  and  Italy,  returning  to  Philadelphia  in 
May  to  attend  the  Atwater  Kent  distributors' 
convention.  He  will  then  make  a  second  trip 
which  will  include  India,  South  Africa,  Australia, 
New  Zealand,  Philippine  Islands,  China,  Japan 
iiid  Hawaii,  returning  to  Philadelphia  in  Janu- 
ary, 1928. 

Prior  to  joining  the  Atwater  Kent  Mfg.  Co., 
Mr.  Avery  was  connected  with  the  foreign  sales 
department  of  the  Baldwin  Locomotive  Works. 
I  I  is  familiarity  with  the  export  market  accounts 
to  some  extent  for  the  success  he  has  achieved 
since  joining  the  Atwater  Kent  Co. 

The  A.  E.  Jones  Music  Co.  recently  opened  a 
new  store  in  East  Market  street,  Akron,  O.,  and 
a  complete  stock  of  talking  machines  and  rec- 
ords is  carried. 


Federal  Court  Dismisses 
Suit  Against  Brandes  Corp. 

Judge  J.  L.  Bodine  Declares  Lektophone  Cone 
Patents  Were  Not  Infringed  by  the  Brandes 
Products  Corp. — Case  Involved  Millions 


The  patent  infringement  suit  brought  by  the 
Lektophone  Corp.,  Jersey  City,  against  the 
Brandes  Products  Corp.,  of  Newark,  N.  J.,  was 
recently  dismissed  by  Judge  Joseph  L.  Bodine 
in  the  Federal  District  Court  of  New  Jersey  at 
Trenton.  The  court  declared  the  Lektophone 
cone  patents  were  not  infringed  by  Brandes  and 
the  bill  was  dismissed  with  costs  on  the  plain- 
tiff. 

Cone  speakers  to  the  value  of  several  million 
dollars,  being  sold  throughout  the  country,  were 
affected  by  this  action.  The  case  was  an  at- 
tempt by  Lektophone  to  stop  the  manufacture 
of  cone  speakers  by  Brandes  and  to  secure  com- 
pensation for  the  profits  on  sales  made. 

"The  mere  fact  that  royalties  have  been  paid 
demonstrates  that  those  paying  have  been  un- 
duly timid  or  sagacious,"  Judge  Bodine  said. 
"The  action  of  business  men  and  attorneys  at 
law  is  not  a  substitute  for  the  judgment  of  the 
court  after  a  full  hearing." 

The  decision  was  based  upon  prior  art  as  dis- 
closed in  the  earlier  Lumiere  patents,  which 
Judge  Bodine  declared  "a  complete  anticipa- 
tion." The  Judge  also  considered  the  writings 
of  Starling  and  Cole  as  an  employment  of  the 
same  principle  of  using  a  conical  sound  board. 

Grosley  "Lowave"  Short  Wave 
Device  Placed  on  Market 

"Lowave"  Picks  Up  Short-Wave  Signals  and 
Rebroadcasts  Them  on  Long-Wave  Length 
for  Reception  on  Standard  Sets 

Cincinnati,  O.,  February  4. — The  Crosley  Radio 
Corp.  has  placed  on  the  market  the  "Lowave," 
a  device  which  is  in  itself  a  miniature  broad- 
casting station,  which  picks  up  short-wave  sig- 
nals and  rebroadcasts  them  on  a  long-wave 
length  adaptable  to  reception  by  any  radio  set. 

The  unit  consists  essentially  of  a  small  short- 
wave receiving  set  with  detector  and  one  stage 
of  audio  frequency  and  an  oscillator  tube  ad- 
justed to  operate  within  the  broadcasting 
range.  The  "Lowave"  is  both  compact  and 
rugged  and  is  encased  in  a  cabinet  about  one- 
third  the  size  of  an  ordinary  five-tube  radio 
set.  The  device  is  intended  primarily  for  use 
in  conjunction  with  sets  having  four  or  more 
tubes. 

A  petition  in  bankruptcy  was  recently  filed 
against  the  Merit  Talking  Machine  Co.,  121  Fast 
One  Hundred  and  Twenty-fifth  street,  New 
York.  John  P.  Daly  has  been  appointed  re- 
ceiver. 
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With  1927  comes  the  5th 
Year  of  PAL,  the  oldest  and 
best  known  Portable  Phono- 
graph in  the  country* 

Just  as  the  original  PAL 
represented  the  utmost  in 
value  at  the  time  it  was  in- 
troduced, each  succeeding 
season  has  found  PAL  con- 
stantly improved — leading 
in  the  wonderful  progress 
portable  phonographs 
their  present  state  of 
perfection* 


retail/ 


WIST  AND  FAR 
SOUTH   ADD  10% 


PORTABLE  PHONOGRAPH 
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cfhi  Greatest  fine  of  Portables 

fiver  Offered  to  the  Trade 


KOM  PACT 

(For  West  and  South  add  10%) 
(Canada.  S17.50) 


(For  West  and  South  add  10%) 
(Canada,  $25.00) 


.#_DeLuxe 


(For  West  and  South 
add  10%) 
(Canada  135.00) 


Retail/ 


You  can  get  prompt  shipments  of  Plaza 
Portables  from  these  leading  jobbers 


Atlanta,  Ga. 
Atlanta  Sales  Company 
39  Cone  Street 

Atlanta,  Ga. 
James  K.  Polk,  Inc. 
181  Whitehall  Street 

Boston,  Mass. 
Drayton-Erisman,  Inc. 
34  Avery  Street 

Birmingham,  Ala. 
E.  E.  Forbes  Piano  Company 
1922  Third  Avenue 

Baltimore,  Md. 
Columbia  Wholesalers,  Inc. 
205  West  Camden  Street 

Chicago,  111. 
Chicago  Musical  Instrument  Co. 
214  South  Wabash  Avenue 

Cincinnati,  Ohio 
Arthur  Brand  &  Company 
1618  Vine  Street 

Cleveland,  Ohio 
Cleveland  Phonograph  Co. 
5300  Harvard  Avenue 

Cincinnati,  Ohio 
M.  W.  Fantle  Company 
119  West  4th  Street 


Dallas,  Texas 
James  K.  Polk,  Inc. 
1315  Young  Street 

Denver,  Colo. 
Moore-Bird  Company 
1720  Wazee  Avenue 

Des  Moines,  Iowa 
Harger  &  Blish 
112  Eleventh  Street 

Detroit,  Mich. 
Wm.  A.  Carroll,  Inc. 

16487  Woodward  Avenue 

Elmira,  New  York 
Amusement  Novelty  Supply  Co. 
Carroll  Street 

Ft.  Worth,  Texas 
Novelty  Sales  Company 
512  Dan  Waggoner  Bldg. 

Louisville,  Ky. 
Belknap  Hardware  Co. 
Ill  East  Main  Street 

Milwaukee,  Wis. 
Music  Arts  Corporation 
517  Grand  Avenue 

Montreal,  Canada 
Standard  Phono.  Acc.  &  Supply  Co. 
1270  St.  Lawrence  Blvd. 

Louisville,  Ky. 
Stratton  &  Terstegge  Co. 


New  Orleans,  La. 
Diamond  Music  Company 
341  Baronne  Street 

Minneapolis,  Minn. 
Superior  Sales  Company 
500  Kasota  Building 

New  Orleans,  La. 
Junius  Hart  Piano  House 
123  Carondelet  Street 

Providence,  R.  I. 
George  Gerber  &  Co. 
84  Weybosset  Street 

Oklahoma  City,  Okla. 
Lattin  Phonograph  Co. 
408  Main  Street 

Philadelphia,  Pa. 
Everybody's  Talk.  Mach.  Co. 

810  Arch  Street 

Philadelphia,  Pa. 
M.  D.  Swisher 

115  South  10th  Street 

Portland,  Ore. 
Seiberling-Lucas  Music  Co. 
151  Fourth  Street 

Richmond,  Va. 
C.  B.  Haynes  Company 

19  West  Broad  Street 

Richmond,  Va. 
James  K.  Polk,  Inc. 

811  West  Broad  Street 


Salt  Lake  City,  Utah 
Columbia  Stores 
221  South  West  Temple 

St.  Louis,  Mo. 
Shapleigh  Hardware  Co. 
4th  &  Washington  Avenue 

Spokane,  Wash. 
Fobes  Supply  Company 

Vancouver.  Canada 
H.  V.  MacKinnon  &  Son 

Seattle,  Wash. 
Seattle  Hardware  Co. 

San  Francisco,  Cal. 
Frederick  H.  Thompson 
1131  Mission  Street 

Salt  Lake  City,  Utah 
Strevell-Patterson  Hdw.  Co. 

Toronto,  2,  Canada 
The  Sun  Record  Company 
210  Adelaide  Street,  West 

Los  Angeles,  Cal. 
Yale  Radio  Electric  Co. 
1111  Wall  Street 

Knoxville,  Tenn. 
Sterchi  Brothers 
418  Gay  Street 

Tampa.  Florida 
Tampa  Hardware  Company 
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The  only  $ 
Portable 
with  a 

i 

double 
spring 
Motor' 


PAL  is  the  only  $25  portable  phonograph  with  a  double  spring  motor,  and  is 
the  easiest  selling  Portable  in  the  field. 

Its  remarkable  value,  pleasing  appearance,  wonderful  tone,  and  sturdy  con- 
struction are  but  a  few  of  the  many  outstanding  features  which  have  made 
PAL  the  undisputed  favorite  both  with  the  dealer  and  the  buying  public. 

By  concentrating  on  PAL  you  will  be  assured  of  REAL  profits 

PLAZA  MUSIC  COMPANY  NEW  YORK,  N.  Y. 
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This  MICRO-PHONIC  Outfit 

actually  changes  an  old  style  phonograph  into  a 

DEEP  RICH  TONE  Instrument 


This  is  the  BIGGEST  thing  in  a 
phonograph  accessory  ever  offered 


very  owner  of  an  old  style  phonograph  will 
JU/  readily  buy  one  of  these  Micro-phonic  Out- 
fits. By  merely  substituting  it  on  their  own 
phonographs,  they  can  get  that  deep  rich  tone 
of  the  new  high-priced  models. 


DISTRIBUTORS 

Wide  Awake  jobbers 
can  cash  in  on  the 
big  demand  for  these 
Micro-phonic  Outfits. 
Write  today. 


End  Your  Trade-in  Worries 

This  Micro-phonic  Outfit  is  the  solution  to  your  trade-in 
worries.  Equip  the  machines  you  trade  in  with  the  Micro- 
phonic Outfit  and  you  will  find  a  ready  market  for  them. 


Reproducer  Only 


LIST 


Liberal  Discounts 


ADVERTISING?  HELPS—  An  attractive  display  card  together  with  a 
complete  advertising  service  of  window  strips,  circulars,  newspaper  mats, 
etc.,  is  supplied  free  to  all  Micro-phonic  dealers. 
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Standardization  Is  Aiding  Materially  in 

Stabilization  of  the  Radio  Industry 

A.  J.  Carter,  Chairman  of  the  Standards  Committee  of  the  Radio  Manufacturers'  Association,  Tells 
of  Aims  of  Organization  to  Standardize  the  Entire  Industry 


There  has  been  recently  a  great  deal  of  com- 
ment through  the  medium  of  the  press  regard- 
ing the  need  for  standardization  in  the  radio 
industry.  It  is  apparent  that  the  radio  public 
does  not  realize  what  great  strides  have  already 
been  made.  Neither  do  they  appreciate  what  a 
vast  amount  of  research  is  required. 

Great  care  must  be  taken  to  prevent  stand- 
ards from  being  adopted  that  will  limit  or  re- 
tard the  development  of  new  products  and  ideas. 
Consequently  this  is  a  task  that  can  be  done 
only  by  engineers  who  have  had  experience  in 
every  phase  of  the  industry. 

The  Radio  Manufacturers'  Association  is 
ideally  equipped  to  carry  out  this  work  since 
it  is  composed  of  the  principal  and  representa- 
tive manufacturers  of  the  radio  industry,  con- 
sequently having  the  support  and  co-operation 
of  their  engineering  departments. 

The  work  is  being  carried  out  systematically 
by  means  of  sub-committees  composed  of  engi- 
neers and  representatives  of  interested  manu- 
facturers. Public  opinion  and  that  of  manufac- 
turers is  solicited  by  means  of  questionnaires. 
This  information,  supplemented  by  the  experi- 
ence of  engineers,  forms  the  basis  of  a  recom- 
mended standard  specification  which  is  submit- 
ted at  a  regular  meeting  for  final  acceptance. 

Sub-committees  have  been  formed  to  investi- 
gate the  following  subjects.  Many  of  their 
recommendations  have  already  been  adopted; 
others  will  make  their  reports  at  subsequent 
meetings:  Wiring  devices  (cords,  colors,  cord 
tips,  etc.),  variable  condensers  and  dials,  rheo- 
stats, transformers,  plugs,  jacks  and  switches, 
sockets,  receiving  sets,  vacuum  tubes,  test  in- 
struments, arresters  and  aerials,  panels,  resist- 
ance units,  fixed  condensers  and  radio  wiring  for 
buildings. 


New  committees  are  being  formed  from  time 
to  time  and  this  work  will  be  carried  on  indefi- 
nitely. It  is  the  aim  of  the  R.  M.  A.  eventually 
to  standardize  the  entire  industry. 

The  co-operation  of  the  Institute  of  Radio 
Engineers  and  the  excellent  support  of  the  in- 
dustry given  as  a  whole  have  resulted  in  bring- 
ing about,  in  two  years,  a  degree  of  standard- 
ization that  required  from  six  to  ten  years  in 
the  automobile  and  other  industries. 

It  would  be  too  lengthy  to  give  details  re- 
garding the  benefits  already  derived  from  this 
work.  One  of  the  most  important  effects,  how- 
ever, has  been  the  tendency  toward  stabilization, 
which  is  brought  about  in  the  following  man- 
ner: 

The  raw  material  supplier  is  benefited  because 
there  is  a  greater  demand  for  standard  material. 
Consequently  he  can  anticipate  demands,  carry 
a  larger  stock,  and  give  better  deliveries  at  a  re- 
duced cost. 

The  manufacturer  having  a  ready  source  of 
raw  material  can  keep  his  plant  running  con- 
stantly, make  prompt  deliveries,  thus  preventing 
cancellation  of  delayed  orders. 

Radio  misfits  have  practically  ceased  to  exist. 
Parts  are  interchangeable,  therefore  the  dealer 
and  jobber  are  not  required  to  carry  duplicate 
stocks  of  parts.  The  manufacturer  has,  in  this 
way,  earned  the  confidence  of  the  trade.  In 
view  of  this,  the  jobber  and  dealer  are  likely 
to  order  in  advance  of  the  consumer  demand. 

Standardization  has  already  enabled  manufac- 
turers to  furnish  the  consumer  with  a  better 
product  at  a  lower  cost. 

The  radio  industry  has  made  rapid  progress 
and  it  is  largely  due  to  the  foresight  of  the 
R.  M.  A.  which  has  worked  indefatigably  to 
bring  about  stabilization. 


Fansteel  Products  Co.,  Inc.,  Chicago, 

Declares  300  Per  Cent  Stock  Dividend 

Manufacturer  of  Balkite  Radio  Power  Units  Presenting  Walter  Damrosch,  of  the  New  York  Sym- 
phony Orchestra,  on  the  Air  in  Weekly  Appearances 


Chicago,  III.,  February  4. — The  Fansteel 
Products  Co.,  Inc.,  North  Chicago,  through 
the  directors  of  the  company,  at  a  meeting  held 
early  in  January,  declared  a  stock  dividend  of  300 
per  cent,  reflecting  most  emphatically  the  pros- 
perous condition  of  the  company.  Later  in  the 
month  the  stockholders  met  to  vote  on  a  pro- 
posed increase  in  capital  stock  from  40,000  to 
160,000  shares. 

The  company  manufactures  Balkite  radio 
power  units,  including  straight  and  trickle  bat- 
tery chargers,  B-battery  eliminators,  and  com- 
bination units  eliminating  both  A  and  B  bat- 
teries and  operating  from  a  lighting  circuit.  The 
increasing  demand  for  devices  and  equipment 
that  will  permit  radio  receivers  being  operated 
directly  from  lighting  circuits  has  resulted  in 
a  large  volume  of  business  for  the  Fansteel 
Products  Co.  during  the  past  year  which  has 
surpassed,  by  a  wide  margin,  all  previous 
records. 

Incidentally,  the  company  has  made  a  host 
of  friends  among  radio  listeners-in,  and  has  con- 
tributed a  full  measure  to  the  cause  of  good 
music  and  the  appreciation  of  good  music 
through  the  medium  of  its  weekly  broadcasting 
programs  through  station  WEAF,  New  York, 
and  an  extensive  hook-up  taking  in  a  large  sec- 
tion of  the  country.  For  this  purpose,  the  com- 
pany engaged,  early  in  the  season,  the  services 
of  Walter  Damrosch  and  his  famous  New  York 
Symphony  Orchestra,  and  as  a  result  it  has 
been  offering  programs  regarded  by  authorities 
as   being   among  the   most    constructive  and 


entertaining,   musically,   ever   put   on   the  air. 

The  programs  are  given  each  Saturday  eve- 
ning, and  are  presented  alternately  by  Mr. 
Damrosch  alone  as  a  lecture-recital,  and  by 
the  full  orchestra.  Mr.  Damrosch  is  not  only 
a  musician  and  pianist  of  exceptional  talent,  but 
he  has  the  ability  to  illustrate,  understandingly, 
very  intricate  musical  compositions  through  the 
medium  of  the  piano.  His  several  lecture-re- 
citals on  Wagner's  "Ring  of  the  Nibelungs," 
each  being  devoted  to  one  of  the  several  operas 
making  up  the  "Ring"  or,  at  least,  to  an  act  or 
two  of  one  of  the  operas,  may  be  said  to  stand 
forth  as  a  classic  among  radio  programs,  for 
Mr.  Damrosch  demonstrated  his  ability  to  pro- 
duce through  the  medium  of  the  piano  alone 
the  tones  of  many  orchestral  instruments  and 
groups  of  instruments,  and  to  explain  with 
great  clarity  the  outstanding  features  of  the 
several  operas. 

The  music  offered  by  the  orchestra  includes 
the  works  of  the  greatest  of  the  composers,  and 
Mr.  Damrosch  takes  occasion  to  explain,  in  con- 
siderable detail,  the  story  of  the  compositions 
and  something  of  the  life  and  work  of  each 
composer.  In  short,  through  the  generous 
spirit  of  the  Fansteel  Co.,  the  radio  public  have 
been  receiving  this  season  a  most  helpful  and 
practical  course  in  musical  appreciation  right  in 
their  own  homes. 

The  Balkite  Hour  has  added  significance  for 
the  admirers  of  Damrosch  and  the  New  York 
Symphony  through  the  fact  that  Mr.  Damrosch 
has  announced  his  forthcoming  retirement  from 


the  concert  stage  after  an  experience  of  over 
forty  years  as  a  conductor,  to  devote  his  life  to 
increasing  music  appreciation,  through  the  pub- 
lic, by  means  of  the  radio. 

That  the  Balkite  Hour  of  radio  entertain- 
ment sponsored  by  the  Fansteel  Products  Co., 
Inc.,  has  become  widely  popular  is  indicated 
by  the  number  of  letters  received  from  fans 
throughout  the  country.  An  interesting  chart 
based  on  these  letters  of  appreciation  has  been 
prepared  by  the  company.  The  chart  shows  the 
returns  by  States  and  per  thousand  of  popula- 
tion in  each  State,  and,  in  a  measure,  shows 
where  radio  fans  enjoy  good  music  most.  Ac- 
cording to  the  chart  the  Middle  West  is  appar- 
ently more  appreciative  of  good  music  than  any 
other  section  of  the  country,  Iowa  leading  the 
list  with  one  letter  to  each  2,500  of  population. 


Victor  Talking  Machine  Co.  has  made  a 
special  release  of  "Because  I  Love  You," 
coupled  with  "The  Far-Away  Bells,"  both  sung 
by  John  McCormack. 


Men  capable  of  doing 
precision  work  are  rare. 
For  a  quarter  of  a  century 
the  National  Lock  Co. 
has  been  handpicking  its 
army  of  metal  workers. 
The  result  is  hardware  of 
accuracy,  durability  and 
uniformity  of  finish.  Get 
a  catalog  of  Rockford 
Hardware  -  it  will  pay  you. 

Rational  hock  fib., 
Rockford,  ///. 

U.  S.  A. 

Cable  Address:  NATLOCK 

Rockford 

Hardware 

Branch  Sales  Offices: 


Chicago,  111. 
Cincinnati,  O. 
Detroit,  Mich. 
Evansville,  Ind. 
Grand  Rapids,  Mich. 
High  Point,  N.  C. 


Sheboygan,  Wis. 


St.  Louis,  Mo. 
Indianapolis,  Ind. 
Jamestown,  N.  Y. 
Los  Angeles,  Cal. 
Milwaukee,  Wis. 
Seattle,  Wash. 
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The  ULTRA  (Pho»fc) 

The  Three  Greatest  Selling 

for  the  Progressive 

Widely  Imitated— But  Never  Equalled 


HE  demand  for  quality  re- 
L  producers  is  established.  It 
is  a  demonstrated  fact  that  the 
public  demands  them  and  that 
the  dealers  who  sell  the  most 
records  and  the  greatest  number 
of  the  new  type  talking  ma- 
chines are  those  who  have  paved 
the  way  by  featuring  ULTRA 
REPRODUCERS. 

Before  the  discovery  of  the 
phonic  principle  of  reproduc- 
tion, almost  anyone  could  make 
reproducers.  Such  reproducers 
could  be  said  to  have  been  95% 
completed  when  they  left  the 
mold  at  the  casting  foundry.  But 
TODAY  —  with  the  exacting 
requirements  of  the  new  elec- 
trically cut  records  —  only  a 
reproducer  scientifically  con- 
structed of  a  scientifically  pro- 
portioned alloy,  can  bring  out 
properly  what  has  been  put 
into  these  records. 

ULTRA  is  the  recognized 
standard  by  which  all  repro- 
ducers are  judged  and  valued. 
That  is  why  it  is  so  widely  imi- 
tated in  appearance — but  never 
duplicated  in  performance. 


The 
Singlephase 

ULTRA  $8.50 

is  the  famous  reproducer  which  repro- 
duces the  ringing  high  notes  and  the  boom- 
ing bass,  with  equal  fidelity. 

The  brilliance  of  its  performance  startled 
both  dealers  and  public  and  made  it  almost 
overnight  an  enormous  success.  It  not 
only  brings  you  a  worth  while  profit,  but 
will  greatly  increase  your  record  sales 
through  its  fine  reproduction. 


The  AUDAK  COM 

Makers  of  Acoustical  and  Electricall 
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LINE  *»  19X7 

Opportunities  in  Reproducers 
Music  Merchant 


The 
Polyphase 

ULTRA  $12.50 

Just  as  the  Rolls-Royce  fills  a  demand  for 
the  last  word  in  cars  among  those  who 
demand  and  will  pay  for  the  finest,  so  the 
Polyphase  fills  the  demand  for  the  last 
word  in  reproducers.  The  Polyphase  is 
free  from  the  slightest  phonographic  trace. 
It  has  no  nodes  to  spill  or  splash.  It  is  ad- 
justable so  that  its  acoustic  impedance  can 
be  suited  to  the  phonograph  on  which  it  is 
used. 


The 
Revelation 

ULTRA  $5.so 

In  response  to  requests  from  dealers  the 
REVELATION  ULTRA  has  been  created. 

A  high  type  product,  at  a  low  price,  made 
of  finest  quality  materials  and  in  the  scien- 
tifically studied  manner  for  which  Audak 
products  are  known  everywhere. 

Your  jobber  will  gladly  demonstrate  its  su- 
periority. 


The  Music  Merchant — the 
jobber — and  all  of  their 
customers  —  certainly  are 
in  danger  of  disappoint- 
ment through  buying  imi- 
tations. We  are  taking 
the  necessary  steps  to  stop 
infringements.  But  for  your 
own  protection  look  for 
"The   Audak  Company" 

(Stamped  on  every  genuine 
instrument) 

This  tag  will  hereafter 
be  attached  to  every 
Genuine  ULTRA 


PANY, 


565  Fifth  Ave., 
New  York  City 


Apparatus  for  More  Than  10  Years 
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Interesting  Comments  on  Salesmanship 

by  a  Veteran  Talking  Machine  Retailer 

Broadened  Merchandising  Plan  Is  Essential  to  Full  Measure  of  Success  in  Selling  the  New  and 
Improved  Talking  Machines  and  Records — Plenty  of  Room  for  Improvement,  Says  Dealer 


A  talking  machine  dealer  who  has  been  in  the 
business  for  well  over  twenty  years,  took  occa- 
sion to  express  himself  recently  as  distinctly  out 
of  sympathy  with  the  abundance  of  talk  that  has 
been  going  around  about  the  need  of  new  mer- 
chandising methods  to  move  machines  and  rec- 
ords, without  proper  respect  being  paid  to  the 
fundamentals  of  salesmanship  which,  in  a  broad 
sense,  have  not  changed  one  iota  throughout  the 
ages.  While  The  Talking  Machine  World  does 
not  necessarily  agree  with  all  the  points  em- 
phasized in  this  article,  nevertheless,  the  views 
of  the  dealer  are  presented  to  the  trade  for  what 
they  may  be  worth. 

"I  am  beginning  to    be  fed  up,"  he  declared, 


AUTOMATIC  "A"  POWER  with  "B"  POWER  CONTROL 


"with  the  advice  that  has  been  given  so  freely 
to  the  dealer,  urging  him  to  learn  a  lot  of  new 
selling  tricks  and  to  discard  the  old  methods  as 
being  archaic  and  useless,  because  I  have  seen 
several  promising  dealers  who  have  disrupted 
their  organizations  in  an  effort  to  try  a  lot  of 
new  stunts  and  have  lost  sales  momentum  there- 
by. This  high  pressure  stuff  is  fine  for  the  fel- 
low who  wants  to  make  a  quick  showing  regard- 
less of  how  or  who  belongs  to  that  fraternity 
that  specializes  in  selling  products  of  the  sort 
that  never  produce  a  resale  or  require  a  return 
visit,  but  a  talking  machine  man  can  rest  well 
content  with  a  proper  application  of  the  tried 
and  true  sales  methods  with  such  modification 
of  course  that  may  be  necessary  to  meet  a  cur- 
rent situation. 

Proved  Sales  Methods  Best 
"What  should  be  stressed  by  those  who  seek 
to  increase  sales  volume  is  not  that  entirely 
new  sales  plans  could  be  adopted  but  that  a 
proper  amount  of  energy  should  be  put  back  of 
those  methods  which  have  already  proved  their 
worth  in  good  times  and  bad.  From  Biblical 
times,  and  undoubtedly  before,  there  has  been 
no  radical  change  in  basic  selling  methods. 
The  merchants  of  ancient  Egypt,  for  instance, 
sold  their  wares  by  the  simple  method  of  dis- 
playing to  prospective  customers  what  they  had 
to  offer,  with  their  rugs,  their  fabrics  and  their 
simple  mechanical  contrivances  spread  out  in 
the  street  or  in  bazaars  where  they  could  be  ex- 
amined freely.  Twenty  centuries  later  the  basic 
idea  is  for  the  merchant  to  let  the  customer 
know  what  he  has  to  offer  by  advertising,  win- 
dow and  store  display,  and  demonstration.  The 
growth  of  the  population  and  the  nations  of  the 
world  has  made  necessary  some  improvement 
over  the  quiet  and  limited  display  as  found  in 
the  ancient  bazaars,  but  that  same  display  and 
demonstration  are  as  essential  now  as  they 
were  a  score  of  centuries  ago. 

"What  is  needed  to-day  is  not  so  much  the 
schooling  of  merchants  in  so-called  revolution- 
ary sales  methods,  based  often  on  theory,  but  an 
intelligent  and  persistent  campaign  on  the  part 
of  manufacturers  and  wholesalers  to  encourage 
the  retailer  to  make  proper  use  of  the  age-tested 
sales  methods  that  are  already  at  his  command. 
Broadened  Merchandising  Plan  Essential 
"Although  the  basic  sales  methods  have  not 
changed  throughout  the  centuries,  the  system 
of  their  application  has  naturally  changed  and 
been  broadened  to  a  tremendous  degree.  The 
talking  machine  dealer  does  not  have  to  display 
his  machines  and  records  under  an  awning  by 
the  roadside,  nor  does  he  cry  his  wares  above 
the  general  turmoil  and  then  barter  with  those 
who  may  be  attracted.  He  has  attractive  ware- 
rooms,  well-lighted  windows,  generally  a  cen- 
tral business  location  for  the  display  of  his 
lines.  He  has  the  advantages  of  the  newspaper 
and  the  circular  to  carry  his  message  broadcast 
over  the  land,  instead  of  having  it  limited  to 
the  range  of  his  voice,  and  he  has  offered  for 
his  guidance  a  list  price  that  enables  him  to 
offer  the  customer  fair  value  and  yet  make  a 
worth-while  profit.  In  other  words,  the  facilities 
have  improved,  but  the  essentials  of  selling 
have  not  changed. 

"Make  this  soak  into  the  minds  of  those  re- 
tailers who  are  wandering  about  aimlessly  try- 
ing this  new  idea  and  that  and  getting  nowhere 
with  any  of  them.  Let  them  advertise  their 
lines  locally,  rather  than  wait  for  the  prospec- 
tive customer  to  stumble  over  the  doorstep;  let 
them  demonstrate  and  display  persistently  and 
intelligently,  so  that  the  greatest  number  may 
hear  the  new  instruments  and  records  for  them- 
selves and  thus,  by  the  natural  law  of  averages, 
increase  the  sales  percentages,  and  then  let  them 
so  govern  their  terms,  unafraid  of  competition, 


that  the  collecting  of  accounts  is  done  within  a 
reasonable  time  and  with  a  minimum  of  risk. 
Room  for  Improvement 
"I  have  not  changed  my  sales  methods  since  I 
have  been  in  the  talking  machine  business.  I 
have  improved  them  as  I  saw  the  opportunity 
to  do  so,  but  I  have  at  no  time  ever  considered 
the  junking  of  a  system  I  know  to  be  sound  for 
the  purpose  of  substituting  plans  that  simply 
look  well  on  paper.  I  have  taken  full  advantage 
of  the  mails,  of  newspapers,  of  the  manufac- 
turers' co-operation,  but  most  particularly  of 
the  friends  I  have  made  among  the  general  pub- 
lic through  my  business.  I  believe  that  by 
pounding  away  along  the  accepted  line  I  have 
won  considerable  business  away  from  those  fel- 
lows who  are  inclined  to  vacillate  and  try  this 
stunt  and  that.  What  my  business  demands  is 
that  I  advertise  and  demonstrate  ray  goods,  sell 
them,  and  then  collect  the  money.  There  is  no 
new  method  that  can  ever  take  the  place  of 
that  system." 

Auditorium  Model  Victrola 
Aids  New  Orleans  Trade 

Dealers  Co-operate  With  Appearance  of  Audi- 
torium Orthophonic  in  Local  Theatre — Full- 
page  Advertisements  in  Newspapers 


New  Orleans,  La.,  February  4. — The  Victor 
line  of  Orthophonic  talking  machines  received 
a  wonderful  stimulus  in  this  territory  because 
of  the  inclusion  of  several  numbers  played  by 
the  Auditorium  model  Orthophonic  Victrola  in 
the  program  of  the  Strand  Theatre  during  the 
week  of  January  10.  A  diversified  program  was 
given  to  capacity  audiences  during  the  week, 
the  records  played  including  those  of  such 
artists  as  the  Philadelphia  Symphony  Orchestra, 
Marion  Talley,  Fritz  Kreisler,  Sousa  and  His 
Band,  and  numerous  other  Victor  orchestras 
and  vocalists. 

A  number  of  full-page  advertisements  ap- 
peared in  local  papers  calling  the  public's  atten- 
tion to  the  event,  this  publicity  being  arranged 
for  through  the  co-operative  action  of  Victor 
dealers,  including  Philip  Werlein,  Ltd.,  Maison 
Blanche  Co.,  L.  Grunewald  Co.,  Ltd.,  Dwyer 
Piano  Co.,  D.  H.  Holmes  Co.,  Ltd.,  Collins 
Piano  Co.,  Music  Shop  and  the  Harry  B.  Loeb 
Piano  Co.,  Inc. 

In  addition  to  the  co-operative  advertise- 
ments dealers  inserted  separate  advertisements 
in  conjunction  with  the  theatre's  publicity  illus- 
trating different  models  of  the  Orthophonic 
line. 

Decorative  Hardware  for 
Radio-Phonograph  Cabinets 

An  attractive  line  of  decorative  hardware  for 
radio  and  phonograph  cabinets  is  now  being 
carried  in  stock  for  immediate  delivery  by  H. 
A.  Guden  Co.,  New  York.  Mr.  Guden  states 
that  a  very  satisfactory  business  has  been  done 
on  this  fancy  hardware,  which  has  proved  very 
popular  among  manufacturers  of  the  better  type 
of  cabinets. 


Praises  Edison  Repair  Shop 

Syracuse,  N.  Y.,  February  4— Blaustein's  Music 
Store,  211  North  Salina  street,  is  justly  proud 
of  a  letter  recently  received  from  the  head- 
quarters of  Thomas  A.  Edison,  Inc.,  East 
Orange,  N.  J.,  paying  tribute  to  the  high  quality 
of  work  done  by  this  concern  in  repairing  Edi- 
son products.  The  testimonial  has  been  framed 
and  is  exhibited  in  the  store. 


Alpha  Radio  Go.  Moves 

The  Alpha  Radio  Supply  Co.,  Inc.,  radio  job- 
ber, moved  to  new  and  larger  quarters  at  520 
Broadway,  New  York,  the  first  of  February.  The 
move  was  made  necessary  by  increased  sales. 


Unipower  AC-6-HA,  for  201-A  Tubes  or  equivalent— $42.50. 
AC-4,for  199  tubes  or  equivalent — $33.00. 

Why  UNIPOWER 
cuts  Service  Costs 

UNIPOWER  is  easy  to  sell  to  your 
customers.  It  gives  them  automatic 
radio  "A"  power  from  your  light  sock- 
ets— gives  them  power  operation  under 
one  control — "A"  and  "B"  from  the 
radio  set  switch. 

Unipower  cuts  your  service  costs  in 
many  ways.  For  example: 

1.  Ease  of  installation — Unipower  re- 
quires no  special  wiring.  It  is  far  easier 
to  install  than  a  storage  battery  and 
charger  combination. 

2.  Guards  against  overcharge  —  The 
automatic  cut-off  principle  in  the  rec- 
tifying cell  of  Unipower  is  an  exclusive 
Gould  feature  and  guards  against  dam- 
aging overcharge. 

3.  Corrosion  avoided — There  is  no  bi- 
metallic construction  in  Unipower's 
battery  compartment.  This  feature  and 
the  lead  wire  used  in  all  connections 
eliminate  corrosion  and  internal  elec- 
trical resistances. 

Unipower  employs  the  proven  trickle 
charge  plus  an  indispensable  rapid 
charge  rate.  A  simple  dial  adjustment 
sets  the  trickle  charge  rate  to  the  re- 
quirements of  any  particular  set. 

Write  us  or  your  jobber  for  full 
details  of  this  profitable  line.  Gould 
Storage  Battery  Co.,  Inc.,  250  Park 
Avenue,  New  York  City. 

Vnipower  is  manufactured  by  the  makers 
of  the  famous  Gould  Batteries  for  automo- 
biles, submarines,  railways,  farm-lighting, 
fire  alarm  service  and  emergency  city-power 
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Announcing  for  1927 

An  Amazing  Achievement! 

Our  new  Saxophonic  Instruments  in  combination 
with  the  famous  ULTRA  (phonic)  Reproducer, 
made  by  the  Audak  Co.,  are  the  outstanding  develop- 
ment in  recorded  entertainment  permitting  a  refine- 
ment of  sound  reproduction  possible  in  no  other  way. 


The  Standard  by  which  all  repro- 
ducers  are   judged  and  valued ! 


MODEL  175 

Consolette  Grand 

42VHICH    30W10E   21' DEEP 


Five 
Models 

of 
Twelve 


MODEL  20O 

Ohe  Sonnet^* 

43"HIGH   3O'WI0E  ai'OEEP 


A  Phonograph  of  Artistic  Beauty.    Jacobean  Period  with  Burl  Walnut 
Front  and  Birdseye  Maple  Panels  with  Rose  Decorations. 


An    Instrument   of    Distinction,    featuring   full   length   amplifying  tone 
chamber   with    the   improved   Saxophonic   Equipments,    makes    this  the 
Phonograph  with  the  Magic  Voice. 


Model  110 
34  in.  High.  35  in.  Wide,  22  in.  Deep 


Model  85 
Saxophonic  Consolette 
36  in.  High,  21  in.  Wide,  21  in.  Deep 


Model  125 
34  in.  High,  35  in.  Wide.  22  in.  Deep 


Write  at  once  for  Our  Booklet  and  Special  Discount  and 
Act  Quickly.    Be  first  to  offer  these  new  instruments  to 
the  trade  who  are  ready  to  receive  them. 

PLAYER  -  TONE  TALKING  MACHINE  CO. 


Office  and  Sales  Rooms:  632  Grant  St.,  Pittsburgh,  Pa. 


■ 
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Kol  s  te  r 


Lake  Village,  Ark. 
The  Kolster  is  certainly  a  "HUMDINGER!"  We  have  tried 
out  some  of  the  very  best,  but  here  in  this  remote  location  we 
are  able  to  get  a  great  list  of  stations,  even  in  the  daytime. 

Bucyrus,  Ohio 
The  Kolster  is  a  perfect  instrument.    All  you  read  about  it 
is  more  than  true.   In  listening  to  it  you  feel  as  though  you 
are  in  the  presence  of  an  artist. 

San  Antonio,  Texas 
The  Kolster  is  undoubtedly  the  very  best  and  finest  radio 
built  at  the  present  time.  We  have  been  able  to  out-perform 
any  other  standard  radio  built  within  $100  of  the  price. 

Warrensburg,  Mo. 

The  Kolster  is  certainly  there  with  the  goods.  Very  simple 
to  operate  which  appeals  to  the  women.  Good  tone,  plenty 
of  selectivity  and  volume. 

West  Barrington,  R.  I. 

The  Kolster  is  the  most  selective  I  have  ever  operated.  The 
tonal  quality  of  the  Kolster  is  unsurpassed.  I  have  logged 
90  stations  in  a  few  weeks. 

Girard,  111. 

We  think  more  of  our  Kolster  franchise  than  all  others  we 
have  had  anything  to  do  with.  Nothing  else  sounds  good  to 
us  for  there  is  nothing  to  take  the  place  of  Kolster's  tonal 
quality. 

Coffeyville,  Kansas 
The  Kolster  line  this  year  seems  to  me  to  be  the  beet  that  it 
is  possible  for  any  dealer  to  handle.   The  sixes  are  marvelous 
and  as  for  the  eights — well,  I  just  can't  describe  them,  they 
are  just  too  good  for  words. 


Hannibal,  Mo. 

'To  say  we  are  enthusiastic  over  the  Kolster  line  is  put-^-™ 
ting  it  mildly.  There  are  very  few  people  in  our  City  I 
today  who  do  not  own  a  Kolster  and  who  wouldn't  like  I 
to  own  one.  WE  WOULDN'T  TAKE  $5,000  CASH^ 
FOR  THE  KOLSTER  FRANCHISE.  ^ 

Farmington,  W.  Va. 
I  have  been  in  the  radio  game  since  1913,  starting  as  an 
amateur  with  a  small  spark  transmitter,  and  have  followed 
the  development  of  radio  broadcasting  very  closely  since  its 
inception.  It  is  a  pleasure  to  tell  you  that  the  Kolster  is  the 
best  receiver  I  have  ever  heard. 


Surprise 

FROM  all  over  the  country  letters  are  pour- 
ing in  from  dealers  and  owners  telling  of 
the  wonderful  results  obtained  from  Kolsters. 


This  spontaneous  acclaim  confirms  our  policy 
of  letting  Kolsters  prove  their  own  superiori- 
ty by  demonstration. 

Read  what  dealers  like  yourself  have  to  say 
about  Kolsters, 


Bowmanstown,  Pa. 
We  have  never  heard  a  radio  so  wonderful  as  the  Kolster. 
We  have  asked  our  jobber  to  consider  our  application  for 
the  Kolster  franchise  and  we  feel  if  you  will  grant  us  this 
most  valuable  franchise,  we  can  do  a  most  wonderful  job 
for  you. 

Baltimore,  Md. 
The  Kolster  is  marvelous.  Every  demonstration  means  a  sale. 

Lansing,  Mich. 
In  less  than  three  hours  after  receiving  a  Kolster,  we  got  48 
stations,  including  all  throughout  the  Southeast  and  two  of  the 
California  stations.    It  is  absolutely  the  best  set  I  have  ever 
operated. 

Los  Gatos,  Cal. 
We  are  very  enthusiastic  over  the  Kolster.  The  different 
parties  we  demonstrated  the  sets  to  were  so  well  satisfied  with 
their  performance  that  they  did  not  want  to  listen  to  any 
other  sets.  To  demonstrate  a  Kolster  is  to  sell  it. 

Kolster- 


FEDERAL- BRAN  DES,  INC. 
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Results 


Dealers 


WE  MADE  no  claims — To  distributors  and 
dealers  we  said  the  same,  "Hear  a 
Roister.''  We  asked  dealers  to  say  the  same 
to  customers. 

For  we  were  convinced  that  Kolster  superi- 
ority was  self-evident. 

The  wisdom  of  such  a  policy  has  been  con- 
firmed. 

If  you  have  not  yet  heard  a  Kolster,  requj 
a  demonstration  of  your  jobber,  or  myus 
the  coupon  below  at  once. 


Waterford,  Pa. 
It  seems  to  me  that  the  Kolster  is  the  last  word  in  receiving 
sets.  In  this  case  it  is  certainly — "Hearing  is  believing." 

Aberdeen,  So.  Dak. 
The  Kolster  is  certainly  going  fine  in  South  Dakota  and  it  is 
a  pleasure  to  have  such  a  wonderful  set  to  sell. 

New  Orleans,  La. 
The  first  time  we  tried  out  the  Kolster  we  got  Pittsburgh, 
Cincinnati,  Chicago,  Omaha,  St.  Louis,  Denver,  Fort  Worth, 
Houston  and  others.  We  received  more  volume  than  any 
set  I  have  ever  listened  to. 

Fort  Myers,  Fla. 
We  firmly  believe  the  Kolster  to  be  the  best  instrument  ob- 
tainable and  have  come  to  this  conclusion  after  making 
comparisons. 

Brandes 

Woolworth  Building,  New  York,  N.  Y. 


Cumberland,  Md. 
After  serving  12  years  in  the  U.  S.  Navy,  after  handling 
every  type  of  receptor  since  the  days  of  the  slide  tuner  and 
crystal  with  one  earpiece,  I  want  to  state  right  here  that  the 
Kolster  is  the  finest  set  I  have  ever  operated.  Volume,  selec- 
tivity and  simplicity  are  certainly  remarkable. 

New  Bedford,  Mass. 

The  Kolster  out-performs  any  instrument  we  have  ever 
handled  and  we  have  handled  a  good  many  of  different  makes. 

Chicago,  III. 

We  do  not  know  of  any  receiver  on  the  market  that  we 
would  rather  sell  or  own  personally  than  the  Kolster. 

Fair  Haven,  Vt. 

ler  of  ours  told  us  that  he  had  owned  several  re- 
ceiving sefWaefore  the  Kolster,  but  is  most  enthusiastic  over 
the  Kolster,  saying  that  he  gets  all  near-by  stations  with  fine 
volume  and  ge^as  distant  a  station  as  Fort  Worth,  Texas. 

Fayette,  Mo. 

We  consider  the  KMster  in  a  class  by  itself  and  do  not  know 
of  any  radio  that  compares  with  it  in  tone  quality,  volume 
and  distance. 

an  Antonio,  Texas 
We  have  just  had  word  from  a  customer  who  says,  "In  all 
my  years  of  experieBce  with  radio,  the  Kolster  is  the  finest 
instrument  I  have  Mrer  heard." 

#Youngstown,  Ohio 
We  certainly  would  not  want  to  trade  our  Kolster  franchise 
for  any  other  Me.    We  know  from  experience  that  the 
Kolster  gives  me  truest  representation  of  the  human  voice 
with  the  projpr  amount  of  volume 

m     Concord  Junction,  Mass. 
The  reports  we  receive  from  our  customers  of  Kolster  sets  con- 
firm ouipbelief  that  they  are  the  finest  money  can  buy.  Start- 
ing tBnCTl  at  0  and  turning  it  slowly  brings  in  stations  fast- 
er than  they  can  be  written  down. 


FEDERAL-BRANDES,  Inc.  69 
Woolworth  Bldg.,  New  York,  N.  Y. 

Please  arrange  a  Kolster-Brandes  demonstration.  It  is  under- 
stood that  this  does  not  obligate  me. 


Name- 
Street 


City 


State 
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SagfeTALKINS  MACHINE 


[Editor's  Note — This  is  the  sixty-fifth  of  a  series  of 
articles  by  William  Braid  White  devoted  to  the  various 
interesting  opportunities  which  prevail  in  the  domain  of 
education  for  the  retailer  of  talking  machines.  The  subject 
is  one  of  great  interest  and  we  commend  these  articles  to 
the  consideration  of  all  who  are  devoting  attention  to  the 
featuring  and  developing  of  the  musical  possibilities  of 
the  talking  machine.] 

The  Art  of  Demonstration 


As  things  stand  to-day  the  salesman  has  to 
consider  what  he  ought  to  pick  out  for  demon- 
stration of  the  musical  possibilities  of  the 
talking  machine,  rather  than  to  wonder  whether 
he  has  enough  material  for  his  purposes.  The 
wealth  of  new  material  is,  in  fact,  immense, 


This  Construction 
Makes  Satisfied  Owners 

The  old  policy  of  "quality  first" 
gets  real  results  this  year  just  as 
it  has  every  other  year. 

Questions  of  pride  aside,Slagle 
has  never  built  anything  but  the 
best  sets  he  knows  how,  because 
he  wants  every  set  he  sells  to  be 
a  good  will  maker.  That's  why 
you'll  always  find  Slagle  sets 
equipped  with  every  tested  im- 
provement. No  radical  changes 
every  year,  because  basic  design 
is  scientifically  correct.  Materials 
and  workmanship  are  everything 
that  money  and  experience  can 
obtain. 

Our  selling  policies  and  helps 
combine  with  a  good  set  to  make 
an  attractive  proposition  for  first 
class  dealers.  Wouldn't  you  like 
to  know  all  about  it? 

Let  us  tell  you 

Slagle  Radio  Company 

Fort  Wayne,  Indiana 


for  every  new  record  that  comes  out  is  now 
just  one  more  example  of  the  wonders  of  the 
electrical  recording.  Thus,  save  in  regard  to 
voices  or  instrumental  performances  of  which 
the  authors  can  no  longer  be  heard  in  the  flesh, 
virtually  everything  which  the  talking  machine 
merchant  has  to  sell  to-day  is  completely  new. 
Which  simplifies  the  demonstration  problem 
very  considerably. 

Now,  I  have  been  talking  a  good  deal  lately 
in  this  department  about  recitals  and  recital 
giving.  The  name  "recital"  must  not  frighten 
any  reader  away  from  considering  what  has 
been,  and  is  being,  set  forth  here  on  this  sub- 
ject, because  that  is  the  only  name  we  have 
for  our  purpose.  All  that  the  name  means  is 
"public  demonstration."  A  pianoforte  recital 
which  brings  forward  the  name  of  the  instru- 
ment used  is,  in  reality,  from  the  trade 
standpoint,  a  demonstration  in  public  of  that 
pianoforte,  whatever  it  may  be  artistically.  And 
a  demonstration  in.  public  of  the  records  a 
merchant  has  to  sell  is  a  matter  of  business, 
even  though  it  must  also  be  a  matter  of  artistic 
propriety. 

Art  in  Commerce 

In  other  words,  when  a  merchant  undertakes 
to  exploit  the  records  and  the  machines  he 
has  to  sell  by  means  of  recitals,  his  object  is 
necessarily  practical  and  commercial;  for  which 
reason  indeed  it  ought  also  to  be  most  care- 
fully planned  on  the  artistic  side.  Which 
constitutes  the  excuse  for  the  paragraphs  which 
follow. 

I  think  that  at  this  time,  when  everything 
in  the  phonograph  field  is  new  and  there  is 
as  yet  no  definitely  formed  public  opinion  on 
which  to  rely,  every  merchant  ought  to  do  all 
in  his  power  to  create  a  community  interest 
by  giving  public  demonstrations  at  every  pos- 
sible opportunity.  Thus,  the  luncheons  of  the 
business  clubs,  like  Rotary  and  Kiwanis,  are 
good  for  this  purpose,  because  music  is  always 
welcome  and  the  demonstration  speaks  for 
itself,  needing  no  blurb  or  selling  talk  to  help 
it  and  consequently  being  free  from  most  of 
the  objectionable  features  which  these  clubs, 
taught  by  experience,  now  carefully  avoid.  But 
I  am  specially  thinking  of  something  different, 
which  likewise  I  believe  to  be  still  more  valu- 
able from  a  selling  standpoint,  because  it  com- 
bines the  feature  of  social  tone  with  its  other 
advantages  and  because  it  appeals  to  the  women 
of  the  community. 

The  Semi-Private  Aspect 

I  refer,  of  course,  to  the  semi-public,  semi- 
private  recital,  given  in  a  private  house  as  a 
matter  of  co-operation  between  the  merchant 
and  some  hostess.  One  cannot,  of  course,  go 
to  a  great  lady  of  the  town  and  ask  her  to 
help  one  sell  phonographs  and  records;  but 
one  can  propose  to  her  a  new  form  of  enter- 
tainment, possessing  the  charm  of  novelty 
combined  with  general  appeal.  Everything  in 
these  matters  depends  on  how  one  puts  the 
suggestion.  But  at  any  rate  there  is  no  ques- 
tion whatever  as  to  the  great  possibilities  of 
the  private  house  recital,  if  only  it  be  managed 
with  a  little  diplomacy  and  care. 

Personally  I  should  always  wish  to  begin 
with  the  principal  musical  club  of  the  town 
which  will  almost  certainly  be  composed  prin- 
cipally of  women.  The  head  of  this  club, 
whether  president  or  power  bthind  the  presi- 
dential chair,  will  certainly  be  the  musical 
dictator  of  the  community.  Suppose  now,  one 
were  to  go  to  this  feminine  Mussolini  and  say 
to  her,  in  effect: 

To  Madame  Mussolini 
My  dear  Madame.    It  would  give  me  a  great  deal  of 
pleasure  to  be  allowed  to  present  to  some  of  your  own 
musical  friends,  in  your  own  house,  at  your  own  pleas- 


ure as  to  date,  a  first  hearing  of  the  new  music  from 
"Tristan  and  Isolde,"  recently  recorded  by  the  San 
Francisco  Symphony  Orchestra,  under  the  baton  of  Alfred 
Hertz,  most  famous  of  living  Wagnerian  conductors.  Then, 
too,  I  should  like  your  friends  to  hear  Sir  Edward 
Elgar's  conducting  of  his  own  world-famous  Pomp  and 
Circumstance  Marches,  which  he  composed  for  the 
coronation  of  Edward  the  Seventh,  and  which  are  played 
now  for  recording  by  the  Royal  Albert  Hall  Orchestra. 
And  seeing  that  1927  is  the  anniversary  year  of 
Beethoven's  death,  your  friends  will  certainly  wish  to 
hear  something  choice  among  the  works  of  that  master. 
What  could  be  better  than  the  marvelous  new  recording 
by  Isolda  Menges  and  Arthur  DeGreef  of  the  so-called 
"Kreutzer"  Sonata,  for  violin  and  piano,  about  which 
Tolstoi  made  such  a  fuss  years  ago  in  his  story  by  the 
same  name? 

You  will  remember,  Madame  Mussolini,  that  music  is 
recorded  now  under  actual  performing  conditions  and 
with  complete  fidelity,  not  only  with  every  note  of  the 
score  included,  but  with  the  authentic  voice  of  every 
instrument,  from  the  highest  note  of  the  piccolo  to  the 
lowest  of  the  contrabass  in  the  grand  orchestra,  and 
with  the  whole  range  both  of  the  piano  and  of  the 
violin  in  the  smaller  numbers.  The  music  I  have  men- 
tioned is  among  the  latest  to  be  recorded  by  the  new 
electrical  process  and  I  should  much  like  to  have  the 
critical  opinion  of  yourself,  backed  by  that  of  your 
musical  friends,  upon  some  of  these  recordings  before 
I  myself  decide  how  far  I  should  try  to  exploit  them 
in   a  commercial   way.     You  see  the  point,   of  course. 

Let  me  make  a  further  suggestion:  Suppose  you  allow 
me  the  privilege  of  assuming  responsibility  for  the  cost 
of  the  invitations,  for  the  clerical  labor  of  despatching 
them  to  your  friends,  and  for  the  details  of  the  evening, 
so  far  as  these  may  involve  any  outlay.  The  social 
part  of  the  affair,  both  before  and  during  the  proceed- 
ings, will,  of  course,  be  entirely  in  your  own  hands, 
so  eminently  capable  in  such  matters.  As  for  me,  it  will 
be  my  privilege  to  supply  the  needed  music  and  the  machine 
for  reproducing  it.  If  one  of  the  club  would  care  to  say 
a  few  words  upon  each  of  the  works  we  shall  perform, 
nothing  would  please  me  better. 

And  the  Reason 

And  if  you  wonder  why  I  should  wish  to  go  to  all 
this  trouble,  for  my  own  self,  I  answer  that  the  new 
recordings  are  so  novel,  so  revolutionary,  and  are  going 
along  so  many  new  and  hitherto  unexplored  musical 
pathways,  that  I  am  inclined  hardly  to  trust  my  own 
judgment.  I  should  like  to  get  the  unbiased  criticism 
of  the  best  musical  minds  in  the  city.  With  their  re- 
actions to  this  new  achievement  before  me  I  shall  know- 
better  what  to  do  in  a  commercial  way.  Of  course  I 
want  to  sell  this  new  recording  and  the  new  machines 
that  reproduce  it;  and  equally,  of  course,  I  shall  not 
refuse  to  answer  if  one  of  your  friends  asks  what  these 
things  cost;  but,  on  the  other  hand,  I  shall  not  intro- 
duce the  subject  at  our  private  audience.  And  now 
what  date  shall   we  set? 

Perhaps  something  like  that  would  furnish 
a  good  opening.  Certainly  no  one  will  deny 
that  there  are  already  on  the  market  records 
of  quality  sufficiently  high  to  give  the  most 
critical  audience  all  that  they  can  ask  for.  The 
Columbia  Masterworks  and  Victor  classics  I 
would  especially  recommend  to  the  careful 
merchant  who  desires  to  build  up  a  high-class 
trade.  For  it  is  on  high-class  trade,  I  believe, 
that  the  phonograph  business  of  the  future  is 
to  be  based. 

There  cannot  be  too  much  high-grade  ex- 
ploitation, for  it  is  the  intelligent  people  to 
whom  we  must  henceforth  appeal.  The  sort  of 
thing  I  have  been  talking  about  is  worth  the 
thought  and  consideration  of  every  live  re- 
tailer. 

Aerovox  Representatives 

Attend  Sales  Conference 

Eastern  representatives  of  the  Aerovox  Wire- 
less Corp.,  manufacturer  of  radio  apparatus,  re- 
cently attended  a  sales  conference  at  the  com- 
pany's new  plant  in  Brooklyn. 

Aerovox  executives  state  that  the  company  is 
enjoying  a  splendid  business,  and  will  shortly 
announce  several  new  items.  It  was  the  con- 
sensus of  opinion  that  indications  pointed  to- 
ward an  early  start  by  manufacturers  of  radio 
receivers  and  eliminators  in  1927.  The  meeting 
closed  with  a  banquet  by  the  Schultz-McGregor 
Corp.,  advertising  agency  for  Aerovox. 
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EMPIRONIC 

SOUND  BOX 

and  Drawn  Brass  Tone  Arm 

MUSIC  through  the  Empironic  Sound  Box  is  the  musical  image  of  the  artist  him- 
self! All  the  experience  gained  during  the  twelve  years  of  our  devotion  to  the 
interests  of  the  talking  machine  business  is  embodied  in  The  Empironic.  We  believe  this 
reproducer  is  the  greatest  of  all  the  "phonic"  type  sound  boxes,  basing  this  opinion  upon 
the  findings  of  experts  after  a  thorough  investigation  of  the  sound  box  market. 

To  hear  the  Empironic  is  to  like  it!  To  like  the  Empironic  will  start  a  sales  activity 
that  will  be  a  revelation  to  jobbers  and  dealers  from  both  the  profit  angle  and  public  serv- 
ice angles.    Retailing  at  $8,  the  margin  is  large  for  both  jobber  and  dealer. 

In  connection  with  The  Empironic  Sound 
Box,  we  also  announce  a  tone  arm  sensation — 
one  with  continuous  taper  and  long  amplifying 
chamber  of  DRAWN  BRASS.  This  tone  arm 
is  different  from  any  other  on  the  market  inas- 
much as  it  is  in  ONE  PIECE. 

Become  acquainted  with  these  two  startling 
products.  Write  us  for  samples  (at  special 
prices)  and  start  your  Empironic  profits. 

J 

Th£  Empire  Phono  Parts  Co. 

(Established  in  1914) 
Wm.  J.  McNamara,  President 

10316  MADISON  AVENUE 
Cleveland  Ohio 
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C/he  Largest  Makers  of  Portable 


(arryola 
Master 


Real  Dealer  Profits 


THE  announcement  in  the  January  is-  Dealers    everywhere    are    finding  it 

sue  of  Talking  Machine  World  of  our  profitable  to  introduce  publicly  the  new 

wonderful  new  line  of  Carryola  Portables  Carryola  models.  The  one  established  line 

created  an  instant  response.  Sales  in  Janu-  which  insures  the  merchant  his  full  legiti- 

ary  reached  the  highest  point  in  Carryola  mate  profit  and  brings  him  above  price 

history.  competition. 


The  Master  is  available 
in  five  beautiful  colors 
besides  black,  with  em- 
bossed art  cover  and  rec- 
ord album  artistically 
alrbrushed.  Genuine  Du 
Pont  Fabrikold  hand- 
finished  covering.  Looks 
exact  I  y  like  leather. 
Stronsrly  built  of  three- 
ply  veneer.  Easy  to  carry. 


J 


CARKYOLA  G)MPANY  of  AMERICA 

64  7  Gin  ton  Street  Milwa  ukee,  Wisconsin 
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Helping  Dealers  Sell 

his  own — and  our  National  Advertising  in  the  Sat- 
urday Evening  Post,  Liberty,  True  Story,  American 
Weekly,  etc.,  which  is  bringing  thousands  of  buying 
customers  to  Dealers'  Stores. 

All  this  cooperation  comes  to  the  Carryola  Dealer 
without  charge.  And  we're  glad  to  be  in  a  position 
to  give  him  the  support  that  every  music  merchant 
should  enjoy. 

CARRYOLA  COMPANY  of  AMERICA. 

647  Clinton  Street  Milwaukee.Wisconsm 


MOST  music  merchants  throughout  the  United 
States  are  enjoying  a  fine  profitable  volume 
of  Carryola  sales. 

We're  glad  to  give  them  a  world  of  help — a  fine 
Window  Display  Cut-Out,  lithographed  in  6  colors 
— an  attractive  Counter  Display  Card — Special 
3-Color  Pamphlets  for  mailing  and  store  distribu- 
tion— Ready-Made  Cuts  for  their  advertising- — 
Prepared  Ads  for  the  dealer  who  hasn't  time  to  write 
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Bringing 

More 

Dollars 

to  the 

Dealer 


The  first,  big,  wide-open,  sales-making  opportunity  of  the  new  year  for  all 
Victor  Dealers  comes  with  the  timely  announcement  of  a  new  and  lower 
list  price  on  the  Victrola-Radiola  combination  No.  7-3.  Henceforward, 
this  ideal  instrument  will  sell  at  the  extremely  popular  price  of  $325. 

In  this  Victrola  combination,  No.  7-3,  a  truly  extraordinary  value  is  pre- 
sented and  every  Victor  Dealer,  with  a  little  bit  of  intelligent  effort  and 
earnest  application,  will  experience  a  bright  new  era  of  volume  sales,  turn- 
over and  extended  profits. 

The  No.  7-3  is  a  "brilliant  star"  through  and  through.  Hitch  your  wagon 
to  it  and  refuse  to  slow  up  until  many  milestones  of  profits  have  been 
left  far  in  the  background. 


C  BRUNO  &  SON,  INC. 

Victor  Distributors  to  the  Dealer  Only 
351-353  Fourth  Avenue  New  York,  N.  Y. 

1834— Almost  One  Hundred  Years  of  Dependable  Service  to  the  Music  Trade— 1927 
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VITA-PHONIC  PRODUCTS 


JOSEPH  E.  RUDELL 

83  Greene  Street  New  York  City 

Canadian  Distributors :  Standard  Phono.  Supply  Co.,  Montreal 


Outside  Follow-up  of  "Hot"  Prospects  to 
Close  Sales  of  New  Instruments  Essential 

The  Comparatively  High  Price  of  the  New  Type  Instruments  Makes  the  House-to-House  Canvass 
of  Small  Value — Sales  Promotion  Work  Leading  to  Demonstrations  Necessary 


The  old  method  of  house-to-house  can- 
vassing insofar  as  the  expensive  new  talking 
machines  and  combination  instruments  are 
concerned  is  valueless  as  a  sales  builder.  This 
is  so  for  many  reasons,  although  outside  sell- 
ing is  of  the  utmost  importance  in  closing 
deals  that  involve  considerable  sums  of  money. 
Instead  of  a  general  canvass,  as  is  found 
worth-while  in  moving  stocks  of  lower-priced 
instruments,  the  outside  selling  must  be  con- 
fined to  actual  sales  work,  the  missionary  ef- 
fort being  confined  to  advertising,  direct  mail 
and  other  forms  of  sales  promotion  that  tend 
to  arouse  the  interest  of  prospects  to  the  point 
where  they  voluntarily  visit  the  store  to  see 
and  hear  the  instruments. 

Selection  of  Prospects 

A  product  that  is  designed  in  price  and 
quality  to  interest  the  masses  can  profitably 
be  sold  by  straight  house-to-house  selling,  but 
an  instrument  that  sells  at  varying  prices  up 
to  $1,000  is  too  expensive  for  the  average  in- 
dividual. Therefore,  the  number  of  prospects 
are  limited  to  people  who  have  means.  This 
results  in  a  narrower  sales  field,  but  on  the  other 
hand  each  sale  represents  a  substantially  larger 
profit.  Because  of  the  fewer  logical  prospects 
for  the  expensive  models  and  also  the  type  of 
people  who  must  be  sold  on  their  merits 
house-to-house  canvassing  would  be  wasteful 
merchandising.  Mounting  overhead  would 
seriously  reduce  profits.  But  once  the  dealer 
secures  the  name  of  an  interested  person  out- 
side selling  becomes  necessary,  just  as  in  the 
case  of  pianos.  If  an  individual  visits  the  store 
for  the  purpose  of  a  demonstration  of  a  high- 
priced  instrument  he  or  she  has  concretely 
indicated  interest  and  it  is  an  inefficient  and 
shortsighted  dealer  or  salesman  indeed  who 
fails  to  secure  the  name  and  address  of  the 
prospect,  together  with  some  definite  informa- 
tion to  be  used  as  the  basis  of  follow-up, 
preferably  follow-up  by  an  experienced  sales- 
man, a  man  who  can  get  to  the  prospect  in 
his  or  her  own  home  and  close  the  deal  on 
the  spot. 

Real  Salesmanship  Necessary 

Much  has  been  said  and  written  about  the 
need  for  improved  methods  of  selling  to  get 
volume  of  sales  of  the  latest  instruments  that 
have  been  placed  on  the  market.  The  im- 
portance of  this  human  factor  in  sales  promo- 
tion is  indisputable,  whether  it  be  on  the  floor 
or  in  follow-up  of  a  hot  prospect.  Indeed,  the 
outside  salesman  must  have  all  the  qualities  of 
a  good  floor  man  and  in  addition  he  must  possess 
the  aggressiveness  and  endurance  to  keep  after 
the  prospect  until  the  sale  is  closed  or  lost. 


Suppose  the  man  who  makes  personal  outside 
contact  with  prospects  does  fail  in  three  cases 
out  of  four  to  make  a  sale.  If  he  can  close 
one  deal  in  four  for  a  $1,000  instrument  he  is 
making  money  for  his  firm.  He  is  bringing  in 
business  that  would  probably  be  lost  were  it 
not  for  the  outside  follow-up.  Let  any  dealer 
who  doubts  this  try  it.  How  many  people 
come  into  your  store  and  after  listening  to  one 
of  the  fine  new  models  walk  out  after  making 
some  vague  remark  about  not  being  ready 
to  make  the  purchase  at  the  moment?  Each 
time  this  happens  the  chances  are  that  a  sale 
is  lost;  a  sale  that  might  be  made  if  the  right 
man  were  immediately  put  on  the  job  of  main- 
taining contact  with  the  prospect.  When  a 
dealer  spends  a  considerable  sum  of  money  for 
advertising  with  the  purpose  in  view  of  getting 
people  into  the  store,  and  when  the  advertising 
and  the  product  bring  about  the  desired  results, 
and  then  analysis  discloses  the  discouraging 
fact  that  the  majority  of  the  people  walk  out 
without  buying  something  is  wrong.  The 
fault  lies  not  with  the  public,  but  with  the  sales- 
man or  dealer.  Immediate  personal  follow-up 
might  be  the  solution  of  the  problem. 


Dunkirk,  N.  Y.,  Dealer 

Has  Unique  Service  Plan 

Flat  Charge  of  $7.50  is  Made  for  Erecting 
Aerial— Free  Call  Twice  Each  Month — Letter 
to  Patrons  Tells  of  Service  Plan 


A  radio  service  plan  that  is  somewhat  out  of 
the  ordinary  has  been  evolved  by  Steckers' 
Sporting  Goods  Store,  Atwater  Kent  dealer  of 
Dunkirk,  N.  Y.  This  firm  charges  $7.50  to  put 
up  an  aerial,  regardless  of  time  required.  The 
customer  is  taught  how  to  operate  a  set  until  it 
brings  in  at  least  five  stations.  The  firm  offers 
to  leave  a  set  on  free  trial  three  days  and  three 
nights.  If  more  time  is  required  a  charge  of 
fifty  cents  a  day  is  made.  If  the  customer 
wishes  to  return  a  set  he  agrees  to  buy  the 
aerial  at  $7.50. 

Within  thirty  days  after  purchase  the  cus- 
tomer gets  all  the  service  calls  he  may  need, 
and  thereafter  he  is  entitled  to  two  free  calls  a 
month. 

The  following  letter  which  this  store  sends  to 
its  customers  outlines  the  plan: 

"A  service  man  will  call  on  you  with  all 
the  necessary  apparatus  for  testing  your 
set,  tubes,  battery,  aerial,  ground,  etc., 
every  two  weeks,  at  regular  intervals. 
You  may  ask  him  for  all  the  information 


regarding  operation  of  your  receiving  set 
you  desire. 

"He  will  leave  a  duplicate  copy  describing 
clearly  the  condition  of  your  entire  ap- 
paratus, and  the  original  copy  will  be  on 
file  at  our  store  for  future  reference.  This 
system  will  make  it  possible  for  us  to  know 
at  a  glance  in  what  condition  your  radio 
set  is,  and  make  it  much  easier  for  us  to 
give  service  in  the  future. 

"These  two  monthly  calls  are  to  be  ab- 
solutely free  to  our  customers  purchasing 
receiving  sets  from  us.  There  will  be  a 
minimum  charge  of  $1.00  per  month  to 
others  wishing  this  service. 

"We  will  also  publish  every  evening  in 
the  Dunkirk  Observer  a  survey  of  the  radio 
reception  of  the  previous  night,  making  it 
very  easy  to  check  up  on  the  reception  re- 
ceived on  your  radio  set  that  same  night." 


A.  K.  Jobber  Changes  Name 
to  Briggs-Hagenlocher 

Formerly  Known  as  Briggs  United  Electrical 
Service,  Inc. — Management,  Officers  and  Per- 
sonnel Remain  the  Same 


Erie,  Pa.,  January  28. — Official  announcement  has 
been  made  of  the  change  of  name  of  the  At- 
water Kent  and  Pooley  distributor  of  this  city. 
The  Briggs  United  Electrical  Service,  Inc.,  is 
now  Briggs-Hagenlocher,  Inc.  It  is  announced, 
however,  that  there  has  been  no  change  in  the 
stockholders,  management,  officers,  directors  or 
personnel  of  the  staff,  nor  has  there  been  any 
change  in  the  location.  The  Briggs-Hagen- 
locher Co.  will  also  continue  to  handle  the 
same  line  without  any  changes.  It  is  stated 
that  the  new  name  has  been  adopted  to  asso- 
ciate the  management  of  the  Briggs  United 
Electrical  Service,  Inc.,  with  the  firm  name  and 
still  retain  enough  of  the  old  name  so  as  not 
to  lose  the  identity  of  a  long-established  busi- 
ness. The  officers  of  Briggs-Hagenlocher,  Inc., 
are  Ernest  Hagenlocher,  president,  and  Frank 
Hagenlocher,  secretary  and  treasurer. 


Album  for  Nut-Cracker  Suite 


The  album  and  explanatory  folder  for  the 
"Nut-Cracker  Suite,"  which  was  recently  re- 
leased on  three  twelve-inch  double-faced  records 
are  now  available  to  dealers,  and  the  Victor  Co. 
is  urging  its  representatives  to  secure  albums  to 
hold  the  records  and  the  folder,  which  will  help 
purchasers  to  secure  a  better  understanding  of 
this  work  of  Tschaikowsky. 


Excell  Co.  Chartered 


The  Excell  Phonograph  Manufacturing  Co., 
Chicago,  111.,  has  been  incorporated  with  a  cap- 
ital, stock  of  $100,000. 
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Chicago  Civic  Opera  Co.  Broadcasts 

Under  the  Auspices  of  the  Brunswick  Co. 

Scenes  From  "Faust"  and  "II  Trovatore"  Broadcast  Over  a  Big  Hook-up  of  Stations  With  Tre- 
mendous Success — Brunswick  Co.  Promises  a  Full  Series  Next  Season 


During  the  past  month  radio  broadcasting  has 
made  the  most  tremendous  strides  in  influencing 
public  opinion  since  the  inception  of  the  indus- 
try. Through  the  generosity  of  the  Bruns- 
wick-Balke-Collender  Co.,  manufacturer  of  Pana- 
tropes,  Brunswick  Radiolas,  phonographs  and 
records,  on  two  separate  occasions  the  Chicago 
Civic  Opera  Co.  broadcast  over  a  hook-up  of 
stations  that  included  among  its  listeners-in 
estimated  audiences  of  10,000,000  on  each  occa- 
sion. On  Friday,  January  21,  the  second  act  of 
"Faust,"  as  sung  by  the  members  of  the  Chi- 
cago Civic  Opera  Co.,  at  the  Auditorium  in  Chi- 
cago, was  broadcast  country-wide  with  twenty- 
five  stations  participating  in  the  hook-up  and 
others  picking  it  up  for  retransmission.  On  the 
following  Friday,  January  28,  the  second  of  the 
operatic  broadcasts  was  heard,  the  last  two 
scenes  from  Verdi's  "II  Trovatore"  being  sung 
over  a  hook-up  of  stations  even  greater  than 
that  of  the  previous  week. 

The  broadcasting  was  done  under  the  direc- 
tion of  the  National  Broadcasting  Co.,  which  in 
the  first  broadcast  used  station  KWY,  in 
Chicago,  for  the  direct  broadcast,  with  tele- 
phone circuits  carrying  the  program  to  WJZ 
and  WEAF,  New  York;  WEEI  and  WBZ,  Bos- 
ton; WCSH,  Portland,  Me.;  WGY,  Sche- 
nectady; WCAE  and  KDKA,  Pittsburgh; 
WJAR,  Providence;  WGN,  Chicago;  KSD,  at 
St.  Louis;  WOC,  Davenport;  WCCO,  Minne- 
apolis and  St.  Paul;  WSAI,  Cincinnati;  WLIT, 
Philadelphia;  WRC,  Washington;  WDAF, 
Kansas  City;  WWJ,  Detroit;  WGR,  Buffalo; 
WTAG,  Worcester,  Mass.,  and  WTAM,  Cleve- 
land. For  the  presentation  of  "II  Trovatore," 
in  addition  to  the  above,  the  following  stations 
were  also  included  in  the  hook-up:  WHAS, 
Louisville;  WSB,  Atlanta;  WMC,  Memphis"; 
WMS,  Nashville;  WEBH  and  WMAQ,  Chicago. 
On  both  occasions  KDKA,  Pittsburgh,  a  short- 
wave station,  rebroadcast  the  program  to  the 
Pacific  Coast  for  retransmission  if  conditions 
were  suitable. 

The  publicity  given  the  broadcasts  by  the 
newspapers  of  the  country  was  tremendous. 
For  a  month  prior  to  the  first  program  and  on 
the  days  following  the  broadcasts  columns  of 
space  were  devoted  to  the  importance  of  the 
events  as  marking  a  new  development  of  the 
radio  receiver  as  a  means  of  home  entertain- 
ment. For  the  initial  concert  in  the  leading 
cities  music  critics  reviewed  the  performance 
just  as  though  they  were  sitting  in  the  Audi- 
torium and  in  their  reviews  the  criticisms  were 
most  favorable. 

The  artists  appearing  in  the  presentation  of 
the  garden  scene  from  "Faust"  were  Edith 
Mason  as  Marguerite;  Charles  Hackett  as  Faust; 


Irene  Pavlowska  as  Siebel:  Maria  Claessens  as 
Dame  Marthe,  and  Yanni  Marcoux  as  Mephis- 
topheles.  The  act  lasted  for  fifty-five  minutes 
and  the  radio  reception  was  such  that  the  voices 
and  orchestra  came  over  in  most  cases  as 
though  the  listener-in  was  present  in  the  audi- 
torium. Some  fifteen  microphones,  located  in 
various  parts  of  the  stage  and  orchestra  pit, 
picked  up  the  music  and  the  mixing  panel  back 
of  the  stage  made  it  possible  for  trie  radio  ex- 
perts to  control  the  reception  to  secure  the  best 
results. 

In  the  presentation  of  "II  Trovatore"  the 
soprano  role  of  Leonora  was  sung  by  Claudia 
Muzio,  the  tenor  role  of  Manrico  by  Forrest 
Lamont,  the  baritone,  Count  di  Luna,  by  Rich- 
ard Bonelli  and  the  mezzo  soprano  of  Azucena 
by  Augusta  Lenska.  The  battery  of  fifteen 
microphones  of  the  previous  week  was  aug- 
mented in  order  that  the  chorus  voices  off  stage 
in  the  "Miserere"  aria  eould  be  heard. 

These  two  programs  which  were  given  in  the 
nature  of  experiments  proved  so  successful  that 
the  Brunswick-Balke-Collender  Co.,  in  conjunc- 
tion with  the  Chicago  Civic  Opera  Co.,  an- 
nounced that  next  season  they  would  present  a 
regular  schedule  of  operatic  broadcasts — a  real 
treat  for  music  lovers. 


Important  Executive  Change 
in  the  Weber-Rance  Corp. 

The  resignation  of  M.  L.  Miller  as  vice-presi- 
dent and  sales  manager  of  the  Weber-Rance 
Corp.,  well-known  New  York  radio  distributor, 
has  been  announced  by  John  W.  Weber,  Jr., 
president  of  the  company.  Mr.  Miller  will 
take  a  short  rest  before  resuming  his  activities 
elsewhere  in  the  radio  industry. 

The  appointment  of  Joseph  A.  Kerr,  former 
sales  promotion  manager  of  the  Weber-Rance 
Corp.,  to  succeed  Mr.  Miller  as  sales  manager, 
has  also  been  announced.  Mr.  Kerr  has  had 
extensive  experience  in  the  radio  distribution 
field  and  is  widely  known  among  dealers  in  the 
metropolitan  district. 


New  York  Freed-Eisemann 
Retailers  Double  Sales 


Freed-Eisemann  dealers  in  New  York  and  vi- 
cinity during  the  past  three  or  four  months 
have  doubled  the  sales  made  in  the  correspond- 
ing period  a  year  ago.  In  making  this  an- 
nouncement, Alex  Eisemann,  treasurer  and  mer- 
chandising director  of  the  Freed-Eisemann 
Radio  Corp.,  stated  that  these  sales  have  been 


made  at  list  prices  and  that  there  have  been  no 
"bargain  sales"  of  the  company's  product. 

"One  retail  store  sold  2,400  sets  in  four 
months  at  regular  list  prices,"  Mr.  Eisemann 
said,  "and  high  grade  accessories  were  furnished 
with  most  of  these  sets,  power  units  meeting 
with  an  ever-increasing  public  demand.  The 
year  1926  was  one  of  the  most  satisfactory  years 
in  the  history  of  Freed-Eisemann  radio,  and  the 
outlook  for  1927  is  very  promising." 


Coast  Ass'n  Considers 

Problems  of  the  Trade 


Talking  Machine  Division  of  the  Music  Trades 
Association  of  Northern  California  Holds 
Interesting  Dinner  Meeting 


San  Francisco,  Cal.,  February  3. — The  talking 
machine  division  of  the  Music  Trades  Associa- 
tion of  Northern  California  held  a  meeting  re- 
cently in  the  form  of  a  dinner,  followed  by  dis- 
cussions, at  the  Hotel  Stewart.  Every  month  a 
dinner  meeting  of  the  Association  is  held  at  this 
hotel.  This  was  the  first  devoted  exclusively 
to  the  talking  machine  interests  of  the  northern 
California  dealers.  There  were  between  eighty 
and  eighty-five  persons  present,  including  some 
of  the  dealers'  wives  and  business  women  con- 
nected with  the  phonograph  departments.  Deal- 
ers from  as  far  away  as  Salinas  were  present. 

The  meeting  was  called  by  Shirley  Walker, 
president  of  the  Music  Trades  Association  of 
Northern  California,  who  presided.  Leading 
spirits  in  the  affair  were  C.  McGregor,  of  the 
Brunswick  branch  here,  who  led  the  meeting, 
and  Walter  S.  Gray,  president  of  the  Walter  S. 
Gray  Co.,  wholesaler  of  phonograph  accessories, 
etc.,  who  made  an  able  speech  on  the  handling 
of  the  old  machines  and  trade-in  values  on  them. 
Another  of  those  who  made  excellent  speeches, 
full  of  suggestions  for  the  trade,  was  C.  Marlin, 
music  dealer  of  Palo  Alto,  who  spoke  on  "Rec- 
ords." Through  the  courtesy  of  the  Victor 
Talking  Machine  Co.,  Miss  Aileen  Stanley  sang. 
The  Columbia  Phonograph  Co.  contributed  its 
latest  stars,  Gypsy  and  Marta.  A  committee  has 
been  appointed  to  discuss  allowances  on  the 
older  type  of  phonographs  taken  by  the  dealers 
as- "trade-ins." 


Re-elect  Gulbransen  Officers 


Chicago,  III.,  January  28. — The  officers  and  di- 
rectors of  the  Gulbransen  Co.,  manufacturer  of 
Gulbransen  pianos,  were  re-elected  at  the  an- 
nual meeting  held  this  week.  They  are:  A.  G. 
Gulbransen,  president  and  treasurer;  C.  Gul- 
bransen, vice-president;  Edward  B.  Healy,  sec- 
retary. The  directors  are  A.  G.  Gulbransen,  C. 
Gulbransen,  Edward  B.  Healy,  A.  H.  Boettcher, 
G.  A.  McDermott,  L.  W.  Peterson  and  C.  H. 
Berggren.  The  earnings  for  the  year  of  1926 
gave  the  company  a  satisfactory  net  profit  for 
the  eleventh  successive  year. 


EE 


Watch  for 
The  Mutual  Advertisement 
in  the  Next  Issue 


Mutual  Phono  Parts  Manufacturing  Corp. 


610-614  BROADWAY 


(Cor.  Houston  St.) 


NEW  YORK  CITY 


MAX  TARG,  Factory  Representative,  229  W.  Randolph  St.,  Chicago,  111. 


Canadian  A.m.-  gcren  a  (,<nr.  Ltd.,  tion  Kins  si.,  w.,  Toronto 
Industrie*  I  nldaa,  8.  \  ..  Balderaa  I  hi,  Mexico  City,  Mex. 
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BCTOBS 

Playertone  Talking  Machine,  t  o..  6S'i  Grant  St..  Pittsburgh,  Pa. 
ShaplriKh  Hardware  To..  1th  St.  anil  Washington  Ave.,  St.  Lohls,  Mo. 
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TEWART 


This  beautiful  walnut  console  is 
a  recent  addition  to  the  Stewart- 
Warner  line.  One  dial,  six  tubes. 


Our  Protective  Policy 
is  Making  Money  for 
Thousands  of  Dealers 

It  Will  Interest  You 


The  Stewart'Warner  Protective  Policy 

Stewart- Warner  Blue  Ribbon  Dealers  are  selected  and  served  by  our  exclusive 
distributors,  the  Stewart- Warner  Wholesale  Radio  Distributors. 

As  each  distributor  has  a  definite  territory,  he  can  give  his  dealers  unusual  pro- 
tection. Prices  are  maintained,  and  a  Stewart-Warner  Dealer  doesn't  walk  around 
the  corner  to  find  his  prospects  being  sold  by  another  Stewart- Warner  Dealer. 
He  is  given  the  opportunity  to  carry  on  a  real  business  in  his  immediate  neighbor- 
hood— an  opportunity  to  make  money.  The  success  of  our  Dealers  is  our  success. 

A  Complete  Line 

With  a  complete  line  ranging  from  the  popular-priced  table  models  to  the 
handsomely  designed  consoles,  Stewart -Warner  Blue  Ribbon  Dealers  are  en- 
abled to  sell  all  prospects  who  wish  to  purchase  a  quality  receiver  made  by  a 
well-known  manufacturer 

Distributors'  Service  to  Dealers 

As  Stewart- Warner  Wholesale  Distributors  are  handling  Stewart- Warner  ex- 
clusively and  are  not  interested  in  other  radio  lines,  Stewart -Warner  Dealers 
receive  a  maximum  amount  of  service.  Every  Distributor  has  a  trained  technical 
man  whose  services  are  at  the  disposal  of  our  dealers. 

National,  Year*'Round  Advertising 

Throughout  the  year,  Stewart-Warner  Matched-Unit  Radio  is  kept  before  the 
public  eye.  Magazines,  outdoor  painted  billboards,  posters,  newspapers  and 
broadcast  advertising  will  all  be  made  use  of  during  1927 


STEWART- WARNER  SPEEDOMETER  CORPORATION 
1824  DIVERSEY  PARKWAY.  CHICAGO,  U.  S.  A. 
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TWICE 


REPRODUCERS  AS  OUR  NEAR 


(On  Pacific  Coast  $8.50) 


MERCHANDISING  LEADERSHIP 

In  1926  we  sold  twice  as  many  repro- 
ducers as  our  nearest  competitor — this 
means  merchandising  leadership.  In 
1927  our  continued  leadership  is  vouched 
for  by  your  satisfaction  in  the  past. 


PHONOGRAPH  REPRODUCER 

SYMPHONIC     SALES  CORPORATION, 
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AS  MANY 

EST  COMPETITOR  IN  1926 


(On  Pacific  Coast  $5.50) 


ENGINEERING  LEADERSHIP 

We  are  proud  to  announce  the  new 
Overture  ^Reproducer,  A  "junior" 
Symphonic  for  those  who  want  to 
sell  a  good  reproducer  at  a  price. 

*Mr.  Dealer:  Test  the  Overture  against  any 
competitive  reproducer,  regardless  of  price. 


PHONOGRAPH  REPRODUCER 

MADE  BY  SYMPHONIC 


3  7  0    SEVENTH    AVENUE,    NEW  YORK 
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Short  Term  Contracts  Aid  to  Collections 

The  Margin  of  Radio  Profit  Does  Net  Allow  for  Heavy  Collec- 
tion Costs  —  Eliminate  the  Possibility  of  Trouble  at  Time  of  Sale 


The  retail  talking  machine  dealer's  profit  lies 
in  the  last  few  payments  on  the  talking  machine 
or  radio.  If  he  is  compelled  to  repossess  the 
instrument  because  the  purchaser  can  not  meet 
the  payments  or  for  some  reason  or  another 
decides  that  he  will  not  pay  any  more  the 
profit  on  the  transaction  is  lost  and  all  the  ex- 
pense incidental  to  making  the  sale,  as  well 
as  the  cost  of  service  and  bookkeeping  in  carry- 
ing the  account,  comes  directly  out  of  the  pocket 
of  the  dealer.  This  useless  expense  reduces 
the  profit  on  other  sales,  thus  making  the  re- 
tail merchant  carry  the  double  burden  of  lost 
profit  on  a  sale  and  additional  overhead 
brought  about  by  necessity  for  repossession. 
The  High  Cost  of  Credit 

Operation  of  any  business  where  sales  on  an 
instalment  basis  are  in  the  majority  means  a 
considerable  increase  in  the  overhead.  Nat- 
urally, then,  anything  the  dealer  can  do  to  cut 
down  losses  on  instalment  sales  as  well  as  re- 
duce the  expense  incidental  to  extending  credit 
means  so  much  more  profit.  There  is  no  doubt 
of  the  fact  that  while  many  retailers  have 
achieved  the  basis  of  mercantile  success — turn- 
over— they  are  failing  to  realize  the  profits  that 
normally  should  accrue  from  business  volume. 
The  answer  undoubtedly  lies  in  slipshod  and 
costly  collection  methods.  It  is  useless  to 
achieve  volume  sales  unless  the  dealer  can  be 
reasonably  certain  that  the  money  will  be  paid 
when  due. 

Loose  Selling  Methods  Vs.  Credit  Risk 

Many  collection  troubles  are  caused  by  faulty 
selling.  If  the  salesman  secures  a  good  down 
payment  and  with  the  aid  of  the  credit  manager 
"sells"  the  customer  on  the  idea  of  a  short  term 
contract  the  dealer  has  a  much  better  chance  of 
getting  all  the  money  due  than  if  the  first  pay- 
ment is  very  small  and  the  contract  covers  a 
period  extending  over  fifteen  months  or  two 
years.  If  instead  of  trying  to  sell  terms  the  sales- 
man sells  the  instrument  and  also  emphasizes 
the  importance  of  cleaning  up  the  account  at 
the  earliest  possible  date  the  result  will  be 
that  the  dealer  stands  a  fair  chance  of  getting 
his  money,  and  those  customers  who  are  try- 


ing to  get  "something  for  nothing"  on  the 
basis  of  a  few  dollars  down  will  not  be  en- 
abled to  buy.  A  successful  dealer  summed  up 
this  angle  of  instalment  selling  in  a  single 
sentence:  "Extend  credit  only  to  people  proved 
good  risks  by  investigation  of  references." 
Simplifying  Collecting 
When  the  dealer  sells  to  every  Tom,  Dick 
and  Harry  he  is  compelled  to  use  aggressive 
methods  of  collecting.  He  finds  that  he  needs 
a  collector,  a  man  who  is  able  to  wheedle 
money  out  of  reluctant  customers.  He  also  dis- 


Repossession  of  a  radio  set 
practically  eliminates  the  deal- 
er's profit.  Faulty  selling  with 
a  small  down  payment  and  a 
long  term  contract  is  in  many 
instances  the  reason  why  the 
collection  department  encoun- 
ters difficulty  in  bringing  in 
payments  when  they  are  due. 


covers  that  collections  letters  are  necessary; 
usually  a  series  of  from  three  to  six  and  some- 
times more  letters  are  sent  out,  and  while 
these  letters  do  bring  in  the  bulk  of  .the  money 
due,  a  follow-up  man  must  be  employed  to  get 
after  the  hardshell  delinquent  who  pays  no  at- 
tention whatever  to  a  dunning  letter.  All  of 
this  adds  to  the  burden  of  overhead.  The 
margin  of  profit  on  a  talking  machine  or  radio 
set  is  not  so  large  that  the  dealer  can  afford 
to  spend  much  money  for  collections;  especial- 
ly the  type  of  merchant  who  is  compelled  to  sell 
his  paper  to  a  financing  company  in  order  to 
secure  cash  for  the  continued  operation  of  the 
business. 

Educating  the  Instalment  Buyer 
Educate  the  instalment  buyer  to  make  the 
payments  at  the  store  personally  or  mail  check 
or   money    order   when    the    payment    is  due 


CONE 

PACKED 
IN  WOOD 

No  Speaker  at  any  price  is  more  care- 
fully packed.  In  keeping  with  its  high 
quality  as  a  radio  reproducer,  the  Meis- 
tersinger  is  shipped  in  a  specially  de- 
signed all-wood  box  with  handle  strap, 
-  ready  to  carry  out  of  your  store.  Thus, 
you  are  assured  perfect  delivery  from 
your  jobber  and  no  come-backs  for 
breakage  from  your  customers. 

In  addition  to  this  no  breakage  feature,  Tower 
is  the  only  Cone  utilizing  an  adjustable  direct- 
drive  unit  with  EIGHT  points  of  contact  with 
the  cone— PATENTED.  The  Meistersinger  may 
be  uied  both  as  a  wall  AND  table  model.  It  is 
the  only  low  priced  speaker  with  the  quality 
features  usually  associated  with  more  expensive 
types. 

)  oil  can  make  money  with  Tower. 
Write  for  distributor's  mime. 

TOWER    MFG.    CORP.,    Beaton,  Mats. 


and  the  credit  department — in  many  cases  the 
store  manager  or  the  proprietor —  will  be  re- 
lieved of  considerable  detail  and  much  expense. 
There  will  be  no  necessity  of  the  monthly 
sending  out  of  letters  and  the  services  of  a 
collector  may  be  dispensed  with.  When  delin- 
quencies do  occur  the  dealer  or  some  member  of 
the  organization  can  write  a  personal  letter 
or  get  in  touch  with  the  customer  over  the 
phone  or  by  visiting  the  home.  This  should  not 
happen  very  often  in  the  average  retail  store 
where  sales  are  made  only  after  checking  up  on 
the  reliability  of  the  prospect.  Then,  too,  the 
personal  touch  is  invaluable  in  retaining  good 
will.  It  is  a  proved  fact  that  very  few  people 
deliberately  set  out  to  cheat.  Usually  some 
situation  arises  after  the  instrument  has  been 
purchased  that  compels  economy — sickness,  head 
of  family  out  of  work,  etc., — and  the  butcher, 
baker  and  grocer  are  paid,  while  the  talking 
machine  dealer  is  compelled  to  wait.  Invari- 
ably leniency  at  times  like  these  will  bring 
the  dealer  out  on  top  from  the  standpoint  of 
good  will  and  getting  his  money. 


20,000  Retail  Outlets 

for  Gold  Seal  Radio  Tubes 


Gold  Seal  radio  tubes  are  now  on  sale  in  more 
than  20,000  retail  outlets  throughout  the  country, 
according  to  a-recent  announcement  of  the  Gold 
Seal  Electrical  Co.,  Inc.,  New  York  Com- 
menting upon  the  remarkable  growth  in  distri- 
bution and  sales  of  Gold  Seal  tubes,  James  W. 
Duff,  president  of  the  organization,  stated  that 
two  years  ago  Gold  Seal  had  only  twenty-five 
customers.  At  that  time  the  average  daily 
production  of  the  first  Gold  Seal  factory  was 
about  500  tubes.  Today,  Mr.  Duff  declared,  the 
capacity  of  six  Gold  Seal  factories  is  over  13,000 
lubes  per  day. 

"Sound  merchandising  and  real  dealer  co- 
operation are  the  secret  of  Gold  Seal  success," 
Mr.  Duff  said.  "Gold  Seal  has  become  an  im- 
portant factor  in  the  national  radio  tube  market. 
Quality  is  paramount  in  our  product,  backed  by 
attractive  packaging  and  displays,  persistent  ad- 
vertising and  maintenance  of  dealer  and  con- 
sumer good  will.  As  the  radio  industry  forges 
ahead  in  its  resistless  progress,  Gold  Seal  will 
always  be  found  among  the  leaders  in  this  great 
field.  Our  research  laboratories  are  constantly 
working  to  improve  our  product  in  accordance 
with  the  newest  developments  in  the  manufac- 
ture and  design  of  radio  tubes." 


Custer  Music  Go.  Opens  Store 

CANTON,  O.,  February  4. — The  W.  L.  Custer 
Music  Co.,  which  went  into  bankruptcy  some 
months  ago,  has  opened  a  store  in  its  old  loca- 
tion on  North  Cleveland  avenue,  where  it  is 
selling  the  stock  of  merchandise  from  the 
Dover,  O.,  store.  There  is  a  probability  that 
the  Custer  Co.  will  re-engage  in  business  here 
m  the  near  future. 


Attractive  Fada  Poster 


An  attractive  poster  in  color  featuring  the 
Fada  6  has  been  prepared  by  the  advertising  de- 
partment of  F.  A.  D.  Andrea,  Inc.,  for  the  bene- 
fit of  Fada  dealers.  A  handsome  booklet  illus- 
trating and  describing  the  entire  Fada  line  is 
also  going  out  to  dealers  for  distribution  to  the 
public. 


Ralph  F.  Tryon,  manager  of  the  radio  de- 
partment of  l.istenwalter  &  Gough,  Inc.,  of  San 
Francisco,  Cal.,  died  on  January  13. 
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REMINGTON 


MFG.  CORP. 


SUPER-HARMONIC 


TRADE  MARK 


PORTABLE 


IN  the  SUPER-HARMONIC  Portable  we  have  in- 
corporated the  highest  developments  of  engineering 
skill  and  acoustical  science  which  heretofore  were  only 
obtainable  in  the  large  and  expensive  cabinet  type 
phonographs. 

THE  SUPER-HARMONIC 
produces  the  new  broad 
tones  with  that  super-clarity 
and  definition.  The  entire  range 
of  musical  sound  held  in  per- 
fect balance — solo  or  ensemble 
the  reproduction  is  of  the  ut- 
most fidelity  and  the  result 
when  played  with  either  the 
new  type  or  old  type  records  is 
a  tone  of  great  volume,  warmth 
and  beauty. 

THE  SUPER-HAR- 
MONIC in  point,  size 
— compactness  and  weight 
is  ideal  and  sells  at  a  price 
no  higher  than  the  OLD 
TYPE  portables. 


Slightly  higher  in  the 
Far  West  and  Canada 


Colors:  Black,  Blue,  Gray,  Green  and  Maroon 

Powerful  motor — all  brass  gooseneck  throw-back  tone 
arm.  Covered  with  the  finest  materials  in  newest 
grains — three 'ply  wood  boxes — hardware  of  the  best. 

SUPER  HARMONIC  SOUND  BOX 

The  Remington  Super-Harmonic  Sound  Box  is  new  in  construction — made 
entirely  of  brass — there  are  no  screws,  loose  parts  or  springs  to  get  out  of 
adjustment  and  will  last  indefinitely.  We  claim  greater  volume  of  tone 
without  blasts — equip  the  old  type  phonographs  with  this  sound  box  and 
you  will  be  astounded  at  the  character  of  its  tone. 


Finished  in  nickel 
and  oxidized   


$8.00 


Gold  plate 


$10.00 


JOBBERS— DEALERS:  WRITE  FOR  SAMPLES,  DISCOUNTS, 
TERRITORY  NOW— IMMEDIATE  DELIVERIES. 

Not  Assemblers,  Every  Part,  Excepting 
Motors  Made  in  Our  Own  Plant 


Remington  Manufacturing  Corp 

BRIDGETON,  N.  J. 

No  connection  with  any  other  Company  bearing  this  name 
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Myers  Radio  Tube  Corp. 

Is  Sold  and  Reorganized 

Purchasers  of  Well-known  Concern  Will  Re- 
tain Name  and  Continue  Standards  of  Manu- 
facture— New  Equipment  Installed 


Cleveland,  O.,  February  3. — Reorganization  of 
the  M3rers  Radio  Tube  Corp.,  of  this  city,  has 
been  announced.  The  purchase  of  the  Myers 
Corp.  was  closed  early  this  month  and  the  new 
owners  already  have  begun  operation  of  the 
plant  under  their  own  management. 

The  corporation  name,  well  known  for  a  num- 
ber of  years  throughout  the  radio  industry,  will 
be  retained  by  the  new  owners,  who  have  an- 
nounced that  the  same  high  standards  of  manu- 
facture and  inspection  which  made  Myers' 
tubes  favorably  known  to  the  trade  and  the 
consumers  will  be  maintained.  The  plant  here 
is  being  equipped  with  new  and  improved  equip- 
ment to  increase  production  and  enable  the  re- 


organized corporation  to  meet  the  growing  de- 
mand for  high  quality  radio  tubes. 

All  of  the  executives  of  the  reorganized  cor- 
poration have  had  years  of  manufacturing  and 
sales  experience  and  have  given  considerable 
study  to  the  radio  industry  and  to  the  trend 
of  consumer  demand.  The  research  and  engi- 
neering departments  are  headed  by  well-known 
engineers  who  have  attained  unusual  success  in 
the  radio  field. 

Freed-Eisemann  Canadian 
Jobber  Reports  Big  Demand 

Interest  in  broadcast  reception  in  Canada  was 
never  greater  and  more  sets  are  now  being  sold 
there  than  ever  before,  according  to  Harry 
Joyce,  of  Toronto  Auto  Accessories,  Ltd.,  dis- 
tributor for  Freed-Eisemann  radio  products.  Mr. 
Joyce  recently  visited  the  Freed-Eisemann  fac- 
tory in  Brooklyn  and  stated  that  the  line  is  en- 
joying great  popularity  in  Canada. 


Bert  Ennis  in  Important 

Post  With  Standard  Corp. 

Well-known  Publicity  Expert  to  Handle  Ex- 
ploitation Campaign  in  the  Interest  of  Stand- 
ardyne  Radio  Set 


Worcester,  Mass.,  February  7.— The  Standard 
Radio  Corp.,  of  this  city,  through  Ben  W.  Fink, 
general  manager  of  the  company,  has  announced 
the  engagement  of  Bert  Ennis  of  New  York 
City  to  exploit  the  new  Standardyne  multi-valve 
set.  This  new  set,  made  by  the  Standard  Radio 
Corp.,  makers  of  the  Standardyne  Six,  uses  only 
one  tube,  a  multi-valve.  In  the  short  time  that 
it  has  been  on  the  market  it  has  proved  .very 
popular.  Accordingly,  it  has  been  decided  to 
place  a  nation-wide  advertising  and  exploitation 
campaign  in  back  of  it. 

Bert  Ennis,  who  is  head  of  the  Coast  to  Coast 
Publicity  Service,  is  one  of  the  foremost  pub- 
licity experts  and  is  particularly  well  known  in 
the  field  of  motion  pictures. 

G.  L.  Smith  Making  Radio 
Survey  of  Southern  Field 

President  of  Diamond  T  Radio  Manufacturers 
Sees  Growing  Radio  Trade  With  South,  Cuba 
and  Latin  American  Countries 


C.  L.  Smith,  president  of  the  Diamond  T 
Radio  Manufacturers,  manufacturers  of  radio 
sets,  South  Bend,  Ind.,  left  recently  on  a  trip  to 
Miami,  Fla.,  and  Havana,  Cuba,  combining  busi- 
ness and  pleasure.  While  in  Miami,  he  made  a 
thorough  radio  survey  of  the  Southern  States 
and  called  a  sales  convention  of  all  Southern 
Diamond  T  radio  salesmen. 

Mr.  Smith  is  giving  much  of  his  time  to  Cu- 
ban distributors,  cementing  relations  and  in 
general  assisting  in  the  establishment  of  the 
radio  industry  bordering  South  America,  as  be- 
ing on  a  permanent  basis  and  that  they  are 
bound  and  due  to  enjoy  the  same  radio  pros- 
perity as  is  now  existing  in  the  United  States, 
Canada  and  Europe. 

Proof  of  the  prosperity  and  stability  of  the 
radio  industry,  in  the  countries  bordering  South 
America,  now  about  to  become  a  realization,  is 
afforded  by  noting  the  contents  of  interesting 
letters  submitted  daily  to  this  factory  by  radio 
enthusiasts  over  the  country  at  large,  to  the 
effect  that  programs  of  HHK  of  Haiti  Islands, 
located  southeast  of  Cuba,  are  frequently  heard 
between  the  hours  of  eight  and  nine  p.  m. 
with  good  volume.  It  may  be  taken  from  these 
letters  that  distance  now  means  very  little  to 
the  radio  industry,  thus  opening  up  radio  mar- 
kets not  only  to  South  American  countries  and 
its  neighboring  territories,  but  to  other  mar- 
kets that  have  heretofore  been  considered  as 
not  being  worthy  of  very  intensive  exploita- 
tion efforts. 

Fada  Sales  Manager  Makes 

Analysis  of  1926  Sales 

An  analysis  of  1926  sales  recently  made  by 
Louis  J.  Chatten,  general  sales  manager  for 
Fada  radio,  revealed  the  fact  that  the  average 
radio  dealer  did  a  greater  volume  of  business  in 
that  year  than  he  did  the  year  before.  In  the 
case  of  franchised  dealers  of  F.  A.  D.  Andrea, 
Inc.,  the  volume  averaged  three  times  as  much 
per  dealer  in  1926  as  compared  with  1925,  ac- 
cording to  Mr.  Chatten.  This  statement  is 
based  on  actual  checking  of  the  business  done 
against  the  number  of  dealers  handling  the  lines 
throughout  the  United  States. 

"The  true  significance  of  these  figures,"  said 
Mr.  Chatten,  "is  that  the  franchised  dealer  is 
now  taking  the  sale  of  radio  seriously.  This 
means  better  dealers,  who  are  making  money 
for  themselves  and  for  those  whose  lines  they 
handle." 


Now  is  the  real  selling  season 
for  light  socket  radio 
power  devices  ^ 


The  New 
Balkite  Charger 

MODEL  J.  Has  two  charg- 
ing rates:  A  low  trickle 
charge  rate  and  a  high  rate 
for  rapid  charging  and 
heavy  duty  use.  Can  thus 
he  used  either  as  a  trickle 
or  as  a  high  rate  charger 
and  combines  their  advan- 
tages. Noiseless.  Large 
water  capacity.  Visible 
electrolyte  level.  Rates: 
with  6-volt  battery,  2.5  and 
.5  amperes;  with  4-volt 
battery,  .8  and  .2  ampere. 
Special  model  for  25-40 
cycles  with  1.5  amperes 
high  rate.  Price  $19.50. 
West  of  Rockies  $20.  (In 
Canada  $27.50.) 


Balkite 
Trickle  Charger 

MODEL  K.  For  those  who 
require  a  charger  of  limited 
capacity  only.  Can  be  left 
on  continuous  or  trickle 
charge  thus  automatically 
keeping  the  battery  at  full 
power.  Converts  the  "A" 
battery  into  a  light  socket 
"A"  power  supply.  Charg- 
ing rate  about  .5  ampere. 
Over  350,000  in  use.  Price 
$10.  West  of  Rockies 
$10.50.  (In  Canada  $15.) 

All  Balkite  Radio  Power 
Units  operate  from  1 10- 
120  volt  AC  current 
with  models  /or  both  60 
and  50  cycles.  Also  a  25- 
40  cycle  model  /or  the 
Balkite  Charger. 


Keep  your  radio  department  oper- 
ating at  a  PROFIT  by  pushingBalkite 
—  the  standard  line  in  this  field 

Your  greatest  problem  during  the  coming 
months  is  to  keep  your  radio  department 
operating  at  a  profit.  It  can  be  done.  It's  en- 
tirely a  question  of  choosing  the  right  lines 
to  push,  of  concentrating  on  those  which 
you  know  can  be  sold  in  volume. 

Balkite  is  one  of  those  lines.  During  the 
1925-26  season  the  sales  of  Balkite  Radio 
Power  Units  were  15%  greater  after  than 
before  January  1st.  With  Balkite  the  sell- 
ing season  is  60  to  90  days  later  than  that 
of  most  radio  lines. 

This  i9  logical.  Every  sale  of  a  radio  set 
creates  a  Balkite  prospect.  In  a  few  cases  the 
Balkite  sale  is  made  at  the  time  the  set  is 
sold,  but  usually  it  follows  a  month  or  two 
later.  That  is  why  Balkite  sales  continue 
to  mount  months  after  the  peak  in  set  sales 
is  passed. 

True  as  this  has  been  in  past  years,  it 
will  be  even  more  true  this  year,  for  this  is 
the  greatest  of  all  seasons  for  light  socket 
radio  power  devices.  Never  has  public  inter- 
est in  this  type  of  equipment  been  so  great; 
never  have  sales  been  so  large.  And  as  usual 
Balkite  is  the  leader  in  this  field. 

Take  advantage  of  this  situation  for  your 
profit.  Feature  Balkite,  which  you  know 
will  sell,  for  the  coming  months.  Prolong 
your  selling  season  60  to  90  days,  and  keep 
your  radio  department  operating  at  a  profit. 

FANSTEEL  PRODUCTS  COM  PAN  Y,  Inc. 

North  Chicago,  Illinois 


Three  New 
Balkite  "B"s 

Balkite"B'*  eliminates  *'B" 
batteries  and  supplies  "B" 
current  from  thelight  sock- 
et. Noiseless.  Permanent. 
Employs  no  tubes  and  re- 
quires no  replacements. 
Three  new  models.  The 
new  popular  priced  Balkite 
"B"-Wat  $27.50  for  sets  of 
5  tubes  or  less  requiring  67 
to  90  volts.  Balkite  "B"-X 
(illustrated^,  for  sets  of  8 
tubes  or  less;  capacity  30 
milliamperes  at  135voIts — 
$42.Balkite"B"-Y,forany 
radio  set:  capacity  40  milli- 
amperes at  150  volts — $69. 
(In  Canada  "B"-W  $39; 
"B"-X $59.50  "B"-Y  $96. ) 


Balkite  Combination 

When  connected  to  the 
"A'*  battery  this  new  Bal- 
kite Combination  Radio 
Unit  supplies  automatic 
power  to  both  "  A"  and**B" 
circuits.  Controlled  by  the 
filament  switch  on  your  set. 
Entirely  automatic  in  oper- 
ation. Can  be  put  either 
near  the  set  or  in  a  remote 
location.  Will  serve  any  set 
nowusing  either  4  or  6-volt 
"A"  batteries  and  requiring 
not  more  than  30  milliam- 
peres at  135  volts  of  "B"  cur- 
rent—  practically  alt  sets  of 
up  to  8  tubes.  Price  $59.50. 
(In  Canada  $83.) 


Kadio  Tower  Unit 


The  Balkite  Line  of  Electrolytic  Device*  is  Protected  by  Edgar  . 


W.  Engle  U.  S.  Rei»*uc  Patent  No.  16,43s.  Dated  Oct.Vi,  19J6 
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HEINEMAN  MOTOR  No.  77 


THE 


Standard  ^Kotor 


Standard  means  first  choice;  the  best 
Standards  are  earned  not  claimed. 
Millions  of  Heineman  Motors  distrib- 
uted during  the  past  ten  years  have 
served    the     Phonograph  Manufac- 


turer, the  Dealer  and  the  Phono- 
graph Owner  with  such  complete 
satisfaction  that  Heineman  Motors 
have  earned  first  place  in  the  phono- 
graph industry.  They  are  standard; 
best. 


Phonographs  with  Heineman  Motors  are  quality  phonographs 

Okeh  Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 

HEINEMAN  MOTORS— OK  EH-TRUETONE  NEEDLES 

25  West  45th  Street 
New  York,  N.  Y. 
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Boyd  Senter 

Exclusive  Okeh  Artist 


JAZZ  !     JAZZ !     JAZZ ! 

Hear  the  clarinet  marvel !  Boyd 
Senter  has  the  most  advanced 
technic  in  clarinet  playing — the 
" hottest"  record  to  20  on  sale* 


HIS  FIRST 

OKffvRECORD 

Guitar  Accompaniment 
by  the  "hottest"  and  most  up-to-date 
guitar  player  in  the  country 

ED.  LANG 

No.  40755  — 10  in.,  75c. 

NEW  ST.  LOUIS  BLUES 
BAD  HABITS 

Clarinet,  Piano  and  Quitar 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qenercd  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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Where  Do  You  Work- A  John! 

OKtfv  Records 

No.  9301  — 10  in.,  75c. 

The  great  Italian  hit 
The  fastest  selling  record  ON  SALE 

There  is  a  reason  I 

It  is  convulsing  an  Italian 
nation  with  laughter 


Sung  by 


Ruby-De  Russo 

The  popular 
vaudeville  stars 


Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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OKEH 

Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 
OKEH-TRUETONE  NEEDLES    —    HEINEMAN  MOTORS 

25  West  45th  Street,  New  York,  N.  Y. 


A  POINT  TO 
MORE  SALES 

Too  often,  so  small  a 
thing  as  a  needle  point 
is  the  difference  between 
selling  a  record  and  put- 
ting it  back  in  stock. 
For  more  sales  use  only 
Okeh  Needles  in  every 
booth. 
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Sales  Campaigns  by  Toledo  Dealers  Have 
Stimulated  Demand  in  Early  Weeks  of  Year 

Result  of  Aggressive  Drives  Felt  in  Sales  of  All    Products — Grinnell    Bros.    Staff    Guests  of 
.  Management  at  Dinner — Many  Dealers  Granted  Franchises — Other  Trade  Activities 


-  Toledo,  O.,  February  7. — Contrary  to  the  gen- 
erally accepted  fact  that  the  early  months  of  the 
year  are  quiet,  slow  and  altogether  devoid  of 
orders,  merchants  are  putting  as  much  vim  and 
vigor  into  selling  as  before  the  holidays,  with 
the  result  that  trade  in  most  stores  is  better 
than  last  year. 

The  Lion  Store  Music  Rooms  are  conducting 
a  sales  campaign  which  has  for  its  purpose  ac- 
quainting people  with  the  fact  that  an  Ortho- 
phonic  Victrola  can  be  purchased  for  a  small 
sum  of  money.  A  very  short  sales  letter  is  go- 
ing to  prospects  with  the  question  in  large  type: 
"Did  you  know  you  can  purchase  a  new  Ortho- 
phonic  for  $95?"  The  object,  as  explained  by 
Manager  Lawson  S.  Talbert,  is  to  overcome 
the  propaganda  that  new  machines  cost  hun- 
dreds of  dollars.  A  booth  display  of  more  than 
100  figures  of  recording  artists  with  the  state- 
ment— you  can  have  all  of  these  artists  and 
more  right  in  your  own  home — is  aiding  record 
sales,  Miss  Zola  Osborn  stated.  Here  record 
girls  always  try  to  sell  one  better  record  to  a 
customer.  A  reason  for  this  is  a  better  sale  is 
consummated  and  interest  in  the  talking 
machine  is  kept  alive.  Miss  Irene  Moorehead  is 
a  new  member  of  the  record  staff. 

According  to  Doyle  Wyre,  manager  of  the 
radio  department,  sales  are  going  ahead  very 
fast  and  plans  for  next  season  are  already  being 
considered.  This  is  in  line  with  plans  of  manu- 
facturers who  are  now  investigating  the  market 
to  ascertain  what  people  desire  most  in  radio 
reception.  For  this  purpose  L.  Willman,  vice- 
president  of  the  Electric  Research  Laboratories, 
Chicago,  was  in  the  city  recently.  He  held  a 
conference  here  with  Norman  Cook,  of  Mc- 
Alpins,  Cincinnati;  John  O'Malley,  of  the  Root 


Dry  Goods  Co.,  Terre  Haute,  Ind.,  and  Doyle 
Wyre,  radio  managers  and  buyers. 

At  the  J.  W.  Greene  Co.,  talking  machine  and 
radio  sales  are  ahead  of  last  year,  E.  A.  Kopf 
reported.  This  early  increase  was  accomplished 
by  salesmen  going  after  business  vigorously 
right  after  the  first  of  the  year.  Then  by  means 
of  a  teaser  campaign  in  the  newspapers,  aug- 
mented with  a  full-page  spread,  every  trade-in 
phonograph  and  radio  set  in  the  store  was 
closed  out  during  a  three-day  drive.  A  similar 
effort  at  the  Fremont,  O.,  branch  store  proved 
equally  successful. 

The  entire  force  of  Grinnell  Bros,  recently 
were  guests  of  the  management  at  dinner  at  the 
Hotel  Secor.  Places  were  marked  for  more 
than  sixty,  persons.  Elmer  Grinnell  and  Secre- 
tary S.  E.  Clark,  from  the  Detroit  headquarters, 
were  present.  Larry  Richardson,  of  the  Victor 
Talking  Machine  Co.,  also  spoke.  Henry  C. 
Stucke,  in  charge  of  the  local  store,  attended 
the  Grinnell  managers'  meeting  in  Detroit  re- 
cently. 

The  Toledo  Radio  Co.  closed  a  very  satisfac- 
tory volume  of  sales  the  first  month  of  the 
year,  according  to  Arthur  Laybourn,  secretary. 
The  demand  for  Sparton  radio  is  very  brisk.  A 
number  of  new  dealers  have  been  granted  Spar- 
ton  franchises  recently,  including  J.  W.  Row- 
lands Co.,  Lima,  O. ;  C.  E.  Rothenberger, 
Napoleon,  O.;  A.  P.  Rothenberger  &  Son,  Mont- 
pelier,  O.;  D.  S.  Cartwell,  Wapakoneta,  O.;  Aid- 
rich  Radio  Co.,  Wauseon,  O.;  Koepfer  Hard- 
ware Co.,  Swanton,  O.;  McLaughlin  &  White, 
Nevada,  O.;  Hobart  Bowlus  Co.,  Pemberville, 
O.,  and  Crane-Halleck  Co.,  Bowling  Green,  O. 

Ralph  Crane,  of  the  Crane-Halleck  Co.,  Bowl- 
ing Green,  O.,  reports  the  house  experienced  the 


best  radio  season  in  its  history  the  past  months. 
Orthophonic  Victrolas  also  enjoyed  a  large  sale. 

Fred.  W.  Pifer,  of  the  Amplion  Corp.  of 
America,  while  in  the  city  the  past  week,  re- 
ported sales  for  the  past  twelve  months  above 
the  previous  year.  Demand  for  January  has 
been  brisk  with  the  outlook  for  a  long  radio 
buying  season  very  bright.  Several  improve- 
ments in  Amplion  products  are  contemplated 
within  the  near  future. 

The  Goosman  Piano  Co.,  Toledo,  closed  one 
of  the  most  successful  January  sales  in  the  his- 
tory of  the  store,  Fred.  N.  Goosman  stated. 
Vigorous  efforts  were  devoted  to  selling  people 
in  outside  communities  as  well  as  those  in  the 
city.  Thousands  of  circulars  were  used  in  con- 
nection with  newspaper  space.  Starr  and  Co- 
lumbia machines  in  large  numbers  were  sold. 
Also  Gennett,  Columbia  and  Harmony  records. 

The  Whitney-Blaine-Wildermuth  Co.,  in  the 
new  store  at  Adams  and  Erie  streets,  is  grad- 
ually gaining  momentum  for  the  record  and 
phonograph  departments.  Victor  and  Brunswick 
lines  are  dealt  in.  In  the  radio  section  Zenith, 
Atwater  Kent,  A.  C.  Dayton  and  Mohawk  sets 
are  carried. 


Radio  Corp.  Dealers  Put 

Sales  Aids  to  New  Uses 

A  new  use  for  the  mats  of  advertisements 
designed  to  enable  the  dealer  to  tie  up  locally 
with  RCA  general  advertising  has  been  found 
by  several  RCA  authorized  dealers,  according 
to  reports  to  the  Radio  Corp.'s  headquarters  in 
New  York.  These  mats  are  distributed  free  of 
charge  through  the  RCA  district  offices.  In 
addition  to  publishing-  these  advertisements  in 
their  local  newspapers,  several  dealers  reported 
that  they  have  had  various  sizes  of  handbills 
and  mailing  pieces  printed  from  these  mats  on 
good  quality  paper  or  cardboard.  One  dealer 
wrote  that,  although  there  is  no  local  news- 
paper in  his  community,  the  mats  were  of 
definite  value  to  him  when  used  in  this  wav. 


Helycon  Motors 


The  use  of  Helycon  No.  3  Three 
Spring  Motor  has  proven  profitable 
to  makers  of  phonographs  because 
of— 

—  ease  of  installation 

—  its  few  parts 
— inter  changeability  of  parts 

—  absence  of  trouble  when  installed 

No  dimension  of  any  Helycon  or  Pulwel  Motor  has 
ever  been  changed.  Helycon  and  Pulwel  Motors  are 
made  in  four  types  and  seven  sizes  to  meet  every 
phonograph  requirement.  Helycon  No.  3  illustrated 
is  one  of  the  complete  family  of 

Helycon  and  Pulwel  Motors 
Helycon  Tonearms  and 
Reproducers 


Helycon  Motor  No.  3 
Three-Spring 

"Precision  Built" 


Pollock -Welker,  Limited 

Pioneers  in  the  Phonograph  Industry 

KITCHENER  —  CANADA 

Cattle  Address — Polwel,  Kitchener  Code— A.B.C.  5th  Edition,  Bentley's 
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Creating  Demand  Through  Better  Displays 


Presentation  of  Artistic  Models  in  the  Proper 
Setting  in  Window  and  Store  an  Aid  to  Sales 

By  W .  J.  Stensgaard 

Director,  Display  Division,  Stenart-W  arner  Speedometer  Corp. 


It  has  indeed  been  interesting  to  me  to  have 
had  the  opportunity  of  making  quite  a  thorough 
survey  of  merchandising  conditions  insofar  as 
they  concern  radio  in  general.  It  is  my  duty 
to  aid  our  thousands  of  dealers  with  all  prob- 
lems concerning  the  better  showing  of  our  radio 
products,  so  that  they  may  reap  the  greatest 
profit  from  capacity  sales.  We  consider  that 
radio  is  in  most  every  sense  a  piece  of  furniture 
insofar  as  its  place  in  the  home  is  concerned. 
This  forms  the  base  for  our  reason  to  feel  that 
if  we  encourage  its  presentation  as  such  the 
dealer  finds  less  resistance  in  making  the  sale. 

We  are  all  familiar  with  the  fact  that  radio 
is  being  sold  by  almost  every  type  of  retail 
store,  from  garages,  drug  stores,  hardware, 
furniture,  department  and  the  specialized  radio 
shop.  When  we  make  a  thorough  investiga- 
tion as  to  the  success  of  these  various  types  of 
dealers  we  find  that  their  facilities  for  show- 
ing the  product  in  the  proper  way  usually  is  a 
definite  indication  of  what  can  be  expected  in 
sales.  We  at  the  same  time  also  realize  that 
certain  technical  knowledge  and  service  also  en- 
ter into  it,  but  where  a  dealer  is  first  in  a  posi- 
tion to  make  a  good  presentation  of  the  radio, 
he  usually  acquires  the  balance.  I  do  not  mean 
to  say  that  a  dealer  must  have  a  large  space  or 
large  windows — but  whatever  size  his  space  he 
must  make  it  suitable  for  showing  radio — if  he 
cares  to  overcome  that  resistance  on  the  part  of 
the  customer- 
Presenting  the  Console 

I  have  noticed,  for  instance,  dealers  showing 
console  models,  standing  on  tile,  concrete  or 
other  types  of  floors  entirely  foreign  to  furni- 
ture appeal.  First  you  must  know  that  people 
who  have  the  buying  power  and  taste  for  a 
console  usually  have  a  home  with  suitable  sur- 
roundings and  like  a  certain  degree  of  refine- 
ment. Seeing  this  radio  console  on  a  rug  would 
add  much  value  to  the  model  and  quickly  cut 


the  resistance  otherwise  created  by  its  not 
appearing  "just  right"  to  the  prospective 
buyer.  At  other  times  I  have  noticed  a  radio 
shown  against  a  white  wall,  or  unsightly 
shelving,  all  of  which  is  more  noticeable  and 
detracts  from  the  beauty  of  the  radio.  By  plac- 
ing an  inexpensive  tapestry,  a  neat  wall  paper 
paneling  or  other  good  treatments  back  of  the 
set  you  likewise  add  to  it  apparent  value  and 
make  it  easier  for  the  customer  to  concentrate 
on  the  radio  he  is  interested  in.  Pay  particular 
attention  to  note  that  you  are  surrounding  your 
sets  with  an  atmosphere  that's  adding  value  to 
the  radio,  for  you  remember  it  is  much  easier  to 
detract  from  their  appearance,  and  make  them 
even  look  inferior.  I  have  known  instances 
where  customers  actually  bought  the  same  set 
at  another  store,  not  because  the  set  was  better 
— but  because  it  looked  better  to  them,  simply 
because  the  merchant  had  made  it  his  business 
to  see  that  it  was  shown  right. 

Protect  Your  Merchandise 

Do  not  leave  the  sets  in  the  window  long 
enough  to  get  sunburnt  or  blistered — people 
don't  realize  how  it  happened  and  think  it  the 
fault  of  the  inferior  finish  itself.  I  have  heard 
dealers  say,  "Well,  I  can't  let  all  my  sets  get 
damaged,  so  I  just  leave  these  in" — and  for  just 
this  he  may  be  losing  more  business  than  he 
can  tabulate.  Change  the  sets  often,  then  the 
bleaching  or  blistering  will  not  occur,  your  mer- 
chandise will  look  fresh  and  of  quality. 

When  you  are  taking  a  set  to  a  home  for 
demonstration,  make  sure  you  know  the  type  of 
home  you  are  going  in.  I  know  of  an  instance 
where  a  man  entered  the  store  and  requested 
a  radio  sent  to  his  house  so  that  they  might 
hear  it.  The  dealer  asked  what  model,  and  he 
replied,  "Oh,  that  don't  make  much  difference. 
I  want  to  hear  the  set  and  then  I  can  decide  on 
the  model" — at  this  the  dealer  selected  a  console 
selling  for  about  $150,  and  took  it  to  the  home 


Which  One  Are  You? 

The  Record  Dealer  whose  customers  are 

1.  Youths  keen  for  latest  hits  phrased  in  volume 

and  spirit, 

2.  Responsive  to  the  beauty  of  orchestral  master- 

pieces ; 

3.  Foreigners  who  want  to  hear  their  own  lan- 

guages in  song; 

4.  Colored  people  who  want  to  hear  the  greatest 

among  Race  Artists. 

You  may  be  one  or  all  with  satisfac- 
tion to  all  if  you  sell  ^^jjj^J^  T^CCOI'dS 

Phonograph  Corporation 


Netr  York  Distributing  Division 


15-17  West  18th  Street 


New  York  City 


for  demonstration.  Upon  entering  the  home  he 
found  it  to  contain  some  very  fine  furnishings — 
among  these  being  a  two-thousand-dollar  grand 
piano — naturally  enough  the  finish  on  the  cheap 
console  indeed  looked  inferior  when  compared 
to  such  furnishings,  and  the  wife  immediately 
compared  the  quality  of  the  instrument  to  its 
outward  appearance  in  comparison  to  her  other 
furniture.  This  dealer  had  the  opportunity  to 
sell  one  of  his  best  models,  but  through  lack  of 
information  sent  out  a  set  that  created  an  un- 
favorable impression  immediately.  Learn  your 
customers'  needs — it  is  easier  to  show  the  best 
first  and  then,  if  you  have  misjudged  his  ability 
to  buy,  show  the  next  best. 

Cluttering  the  Floor  a  Mistake 

Another  big  mistake  is  the  cluttering  together 
a  mass  of  every  type  of  radio — make  your  floor 
look  neat  and  have  it  arranged  in  keeping  with 
good  taste.  By  adding  a  few  touches  of  the 
home  here  and  there  you  will  accomplish  much. 
Use  a  lamp,  a  chair  and  perhaps  a  bouquet  of 
flowers  to  add  color.  Show  the  radio  at  one 
side  of  a  false  window  effect — and  remember 
that  your  investment  in  such  improvements  will 
bring  real  dividends  in  quicker  turnover,  due  to 
your  having  overcome  resistance  instead  of 
creating  it. 

Radio  Compared  to  Automobile  Industry 

Radio  can  well  be  compared  to  the  automo- 
bile industry  in  many  ways — there  was  a  time  in 
the  auto  game  that  it  was  necessary  to  make  an 
endless  amount  of  every  type  of  demonstration 
to  convince  the  prospective  buyer  as  to  the 
quality  of  the  car.  Now  has  come  the  day 
w  hen  as  many,  if  not  more,  cars  are  sold  without 
a  demonstration  than  with  one.  Why?  Because 
the  public  have  come  to  know  the  product  of 
a  manufacturer  and  know  he  cannot  break  that 
confidence.  Now  the  dealer  is  coming  to  know 
the  value  of  properly-  showing  his  cars  in  at- 
tractive surroundings,  and  the  manufacturer  has 
come  to  know  the  value  of  appearance  in  his 
product  and  their  color  finish.  So  it  is  with 
radio  to  a  degree — we  have  passed  through  the 
stage  when  you  must  make  a  long  competitive 
demonstration  with  every  other  make,  and  peo- 
ple are  buying  in  confidence — naturally  the 
radio  is  not  as  far  advanced  as  the  car  industry, 
but  has  even  progressed  more  rapidly,  but  it  is 
still  necessary  to  demonstrate  in  a  large  per- 
centage of  sales.  But  let  us  also  come  to  realize 
that  radio  is  more  like  furniture  than  the  car 
and  must  have  value  and  appearance  and  this  is 
exactly  where  the  proper  showing  of  radio  in 
the  right  atmosphere  plays  a  bigger  part  than 
you  may  realize.  Just  prove  it  to  yourself. 
Place  a  set  in  one  end  of  your  room,  and  take 
particular  interest  in  showing  it  in  an  attractive 
way.  Show  the  same  set  in  another  part  of  the 
room  without  any  of  this,  and  notice  to  which 
set  the  customer  is  attracted.  Merchandising 
radio  will  prove  more  successful  for  you  if  you 
will  employ  these  few  suggestions. 


The  illustration  which  appears  above  gives  a  view  of 
the  interior  display  of  the  radio  department  of  Maude: 
Bros.,  Chicago,  III.  The  exposition  materials  which  con- 
sist of  corner  columns  in  a  gold  polychrome  finish  with 
connecting  grilles  of  wrought  iron  and  drapes  of  green  and 
gold  damask  were  designed  and  prepared  by  the  display 
department  of  the  radio  division  of  the  Stewart-Warner 
Speedometer  Corp.,  whose  products  are  featured  in  the 
above  display. 
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RADIO  "A"  BATTERY 

reduced  in  price 

The  highest  type  radio  "A"  Battery — 
now  at  a  lower  price  —  effective  Feb. 
1st.  Vesta  Radio  Batteries  have  over- 
size plates  and  separators  for  longer 
life  and  power. 


Light-Socket  Radio  "A"  Power  Unit 

Trickle  Charger  and  "A"  Battery  all  in  one 
clear  glass  case  with  Built-in  Hydrometer.  2 
capacities:  25  Amp.  $25.00.  50  Amp,  $27.50. 
Pacific  Coast,  add  $1.50. 

Light-Socket  Trickle  Charger 

keeps  the  battery  at  full  charge.  Hooks  up  with 
light  socket.  Safe,  economical  and  noiseless. 
List  $10.  Pacific  Coast,  $10.50. 

The  Vesta  Non-microphonic  Tubes 

New  construction,  minimizing  damage  in  ship- 
ping and  handling.  No  more  grief  because  of 
damaged  filaments  or  microphonic  noises. 

X-201A  Vesta  Tube  $2. 
%  199  Vesta  Tube  $2.25. 

X-171  Vesta  Tube  $4.50. 


Mail  coupon  ^  _ 

to  nearest  Vesta  ^  ^ 

Central  or 

VESTA  BATTERY 

CORP. 
2100  Indiana  Ave.,  Chicago. 

Please  have  your  Central  Distributor 
near  me  present  the  Vesta 

□  Radio  Line       □  Auto  Battery  Line 


T.M.W.-Feb. 


Name. 


Address  . 
City  


For  the  Success 
of  Tour  Radio  Department 

IN  your  search  for  radio  units  that  will 
minimize  the  cost  and  annoyance  of 
trouble  and* ♦♦♦on  the  other  hand,  ren- 
der such  satisfactory  service  that  cus- 
tomers will  speak  highly  of  your  line — 

—  let  us  direct  your  attention  to  the 
Vesta  Quality  Units*  It  means  real 
money  to  you  to  build  good  will,  espe- 
cially at  this  stage  of  the  radio  business* 

Put  Vesta  Units  to  the  test — and  learn 
first  hand  of  this  quality  that  will  pro- 
mote the  success  of  your  radio  depart- 
ment* 

VESTA  BATTERY  CORPORATION 

l%  2100  Indiana  Ave.,  Chicago,  U.  S.  A. 

takers  of  Vesta  Quality  Automobile 
"**«,^         and  Radio  Batteries — for  30  Years 


TUNE   IN   WFKB  —  VESTA   BROADCASTING   STATION  —  217.3  METERS 
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Pooley  Go.  Launches  Drive 
on  Armchair  Cabinet  Model 


National  Consumer  Campaign  Sponsored  by 
Pooley  Co.  Features  Popular  Cabinet  Equip- 
ped With  Atwater  Kent  Radio  Receiver 


Grosley  Announces  New 

Direct  Light  Circuit  Set 

Six-Tube  Receiver  Operates  Direct  From  the 
Electric  Light  Socket — Power  Supply  Unit 
Eliminates  A,  B  and  C  Batteries 


Third  Victor  Radio  Concert 
Helps  Make  Radio  History 

Program,  Together  With  That  of  Chicago  Opera 
Co.,  Makes  Night  a  Most  Notable  One — Bori, 
Martinelli,  Casals  and  Orchestra  Heard 


Philadelphia,  Pa.,  February  5. — The  armchair 
model  of  the  Pooley  cabinet,  equipped  with  At- 
water Kent  radio,  made  by  the  Pooley  Co.,  of 
this  city,  is  being  strongly  featured  in  the  na- 
tional consumer  campaign  being  conducted  in 
leading  magazines  by  this  company.  This  model 
was  introduced  to  the  trade  last  May  at  the 
annual  convention  of  Pooley  distributors.    It  is 


A  new  six-tube  set  operating  direct  from  the 
light  socket  has  been  announced  by  the  Crosley 
Radio  Corp.  and  shipments  already  have  been 
made  to  dealers.  This  set,  known  as  the  "A-C- 
7,"  is  supplied  in  the  table  cabinet  and  a  con- 
sole with  built-in  speaker.  The  power  supply 
unit  accompanies  these  sets  and  replaces  A,  B 
and  C  batteries. 

All  the  present  Crosley  models  will  continue 
to  be  manufactured,  the  new  sets  being  merely 
additions  to  the  line.  With  one  exception  the 
prices  of  older  models  will  remain  as  before. 
That  exception  is  the  "R.F.L.90,"  a  six-tube 
set,  incorporating  the  Radio  Frequency  Labora- 
tories' balanced  radio  frequency  circuit,  the  list 
price  of  which  has  been  slightly  increased. 


Featuring  Armchair  Model  Cabinet  in  Ad 

a  radical  departure  in  radio  cabinet  construction 
and  not  only  is  different  from  any  other  model 
in  the  Pooley  line,  but  different  from  any  other 
on  the  market.  Although  it  very  often  takes  a 
long  time  for  new  models  to  become  popular, 
the  armchair  model  came  into  almost  instant 
popularity.  It  visualizes  to  a  great  extent  the 
trend  in  radio  appeal  and  the  distinct  change 
from  its  early  mechanical  aspect  to  an  article  of 
home  entertainment  which  can  be  operated 
simply  and  with  great  ease  and  comfort. 

Although  the  armchair  model  was  originally 
featured  as  an  adjunct  to  the  armchair  in  the 
den  of  the  man  of  the  house,  it  has  been  found 
through  experience  that  it  has  an  equally  strong 
appeal  to  the  ladies.  Accordingly,  recent  pub- 
licity has  pictured  the  armchair  model  in  the 
sewing  room  while  milady  occupies  the  arm- 
chair, relaxes  and  sews.  The  national  publicity 
of  the  Pooley  Co.  has  also  been  directed  more 
or  less  to  the  lady  of  the  house  and  Pooley  ad- 
vertising may  be  found  in  several  women's 
magazines. 

The  armchair  model  is  about  the  size  of  a 
side  table  and  its  flat  top  allows  it  to  serve  in 
this  respect-  In  addition,  it  is  a  complete  At- 
water Kent  radio  set  with  the  Pooley  floating 
horn  and  space  for  both  A  and  B  batteries. 


Stromberg-Carlson  Go.  to 
Operate  Station  WHAM 

Rochester,  N.  Y.,  February  5. — Transfer  of  own- 
ership and  operation  of  the  local  radio  station 
WHAM  to  the  Stromberg-Carlson  Telephone 
Mfg.  Co.  of  Rochester,  makers  of  radio  sets,  has 
just  been  announced. 

The  station,  which  is  on  the  roof  of  the  East- 
man School  of  Music,  has  been  operated  jointly 
for  five  years  by  The  Rochester  Democrat  and 
Chronicle  and  The  Rochester  Times-Union,  the 
programs  originating  chiefly  in  the  Eastman 
Theatre  and  the  School  of  Music. 

W.  Roy  McCanne,  president  of  the  Stromberg 
Carlson  Co.,  said  that  the  station  equipment 
would  be  increased  to  1,000-watt  power  and  that 
the  station  would  be  affiliated  with  the  National 
Broadcasting  Co.  It  also  is  planned  to  expand 
the  programs  through  co-operation  with  the 
School  of  Music. 

These  changes,  however,  it  was  said,  prob- 
ably will  not  be  made  until  next  Fall,  the  station 
continuing  during  the  next  few  months  on  its 
present  basis  in  the  Schenectady-Syracuse-Buf- 
falo  chain. 


The  third  of  the  1927  series  of  radio  concerts 
of  the  Victor  Talking  Machine  Co.  was  broad- 
cast on  Friday,  January  28,  from  station  WEAF, 
New  York,  with  a  hook-up  of  twenty-six  sta- 
tions of  the  National  Broadcasting  Co.  to  an 
audience  estimated  at  approximately  10,000,000. 
The  artists  heard  were  Lucrezia  Bori,  soprano; 
Giovanni  Martinelli,  tenor,  and  Pablo  Casals, 
'cellist,  together  with  the  Victor  Salon  Or- 
chestra directed  by  Nathaniel  Shilkret. 

Miss  Bori  and  Mr.  Martinelli  were  heard  in 
both  solos  and  in  a  number  of  duets,  and  as  a 
surprise  number  for  an  encore  Miss  Bori  sang 
Irving  Berlin's  latest  ballad,  "What  Does  It 
Matter,"  the  announcer  explaining  that  the  com- 
poser had  telephoned  the  song  by  long  distance 
from  Palm  Beach,  Fla.,  to  Mr.  Shilkret  on  Fri- 
day morning,  and  during  the  day  he  had  or- 
chestrated it,  with  the  result  that  millions  of 
people  heard  it  within  twenty-four  hours  of 
the  time  the  composer  received  the  inspiration. 

Due  to  the  fact  that  a  short  time  after  the 
Victor  concert  the  second  of  the  Chicago  Opera 
Co.'s  programs  was  broadcast  the  evening 
was  one  of  the  most  notable  in  music  broad- 
casting in  the  history  of  radio.  The  fourth 
of  the  Victor  series  of  concerts  will  be  broadcast 
on  February  11  from  a  large  hook-up  of  sta- 
tions. 


Joseph  D.  Noel  in  New  Post 

Lawrence,  Mass.,  February  4. — Joseph  D.  Noel, 
well  known  in  the  retail  music  field,  has  ac- 
cepted the  position  of  manager  of  the  Modern 
Salon  of  Music,  494  Essex  street.  This  new 
establishment  carries  the  complete  line  of 
Columbia  Viva-tonal  phonographs  and  New 
Process  Columbia  records,  and  the  Kolster  and 
Freed-Eisemann  radio  receivers. 


Vicco  Co.  Incorporated 

The  Vicco  Radio  and  Phonograph  Co.,  New 
York,  was  recently  incorporated  at  Albany  with 
a  capital  stock  of  $10,000.  The  incorporators 
are  V.  and  R.  Lictenberg  and  A.  Waldmann. 


Prohibit  Store-Door  Playing 

A  city  ordinance  has  been  passed  at  Knox- 
ville,  Tenn.,  prohibiting  talking  machine  dealers 
from  playing  instruments  in  front  of  their  doors. 
The  reason  for  the  passage  of  this  act  is  that 
the  store-door  playing  resulted  in  stopping 
traffic  because  of  the  congregation  of  large 
crowds. 


STYLE  21 
Genuine  Mahog 
any     or  Walnut 
only. 

STYLE  21-B 
Same    with  both 
top  panels  hinged 
to  accommodate 
Radio  Panel. 


Phonographs  and 
Radio  Cabinets 


These  illustrations  show  several 
of  the  many  late  models  of 
our  line,  which  have  been  re- 
designed, right  up  to  the  min- 
ute, With  especial  reference  to 
the  Radio-Phonograph  Combina- 
tion, destined  to  be  the  standard 
household  unit. 


STYLE  17 
Genuine  Mahog- 
any   or  Walnut 
Phonograph  only 


These  instruments  are  produced 
in  all  the  popular  finishes  and 
styles,  including  Uprights,  Con- 
soles and  Wall  Cabinets,  and 
our  facilities  enable  us  to  make 
prompt  deliveries  and  most  at- 
tractive trade  prices.  Catalog 
and  price  list  mailed  on  request. 


STYLE  85— RADIO  CONSOLE 
Accepts  Panels  Up  to  8x26  Inches. 


STYLE  1 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 
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All  Standard  Types 


TypeGSX-112 
High  power  tubes 
for  use  in  improv- 
ing  tone  and 
volume. 

List  price  $4.50 


Types  GSX-201a 
and 
Gs-201a 
The  popular  gen- 
eral purpose  type, 
for  amplifier  or  de- 
tector.   Long  life 
andhigh  efficiency. 

List  price  $2.00 


Master  of 
the  Air! 


Type  GSX-216B 
Foruseinbatteryelimina- 
"  .  1.  ,»^tifv  alternating 


tors  to  rectify  altern 
current-advantageous,  n 

tube  equipped  sets. 

List  price  $7.50 


Type  GSX-171 

High  power  tubes 
for  use  in  last  stage 
of  audio  amplifica- 
tion giveincreased 
volume. 

List  price  $4.50 


T.M.W.2-27  COUPON 
GOLD  SEAL  ELECTRICAL  CO  Inc. 
?50  Park  Avenue,  New  York,  N.  Y. 

Gentl^;Send  me  full ^ 
Gold  Seal  line  and  your  attractive  p 


Name  — 
Address 
*~-^City_ 


Profit  by  the  advantages  which  Gold  Seal 
leadership  brings  to  dealers — profit-making 
aids  such  as: 

— superior  quality,  insured  by  finest  materials, 
design  and  workmanship. 

—a  guarantee  that  means  what  it  says  and  thai 
is  backed  by  a  record  of  square  dealing. 

— national  advertising  that  makes  customers  and 
helps  dealers. 

— up-to-date  dealer  cooperation  that  really  helps. 

That  is  why  Gold  Seal  jobbers  and  dealers  are  en- 
thusiastic about  this  fast  selling  line.  Gold  Seal  has 
achieved  national  recognition  on  real  performance. 
If  you  are  not  yet  sharing  in  its  success— don't  wait 

Mail  this  coupon  today 
and  get  full  particulars 

GOLD  SEAL  ELECTRICAL  CO. 

INCORPORATED 

250  PARK  AVE.,  NEW  YORK 


Gold  Seal 

.  RadioTubes  . 


Jobbers— A  fewat- 
tractive  territories 
still  open  —  write 
for  details  at  once. 
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Important  Activities  Feature  the  Month 

Throughout  the  Greater  New  York  Field 

Okeh    Phonograph   Corp.   Expands   Territory — Wanamaker    Music    Department    Rearranged — 
Columbia  Line  Added  by  Saul  Birns  Stores — Branch  Store  Opened — Morris  Shop  Celebrates 


The  post-holiday  lull  which  existed  in  the 
metropolitan  music  trade  until  about  the  middle 
of  last  month  was  dissipated  by  a  demand  which 
started  at  that  time  and  which  has  been  consist- 
ently steady  to  the  time  of  writing.  In  fact  it 
cannot  be  said  that  a  real  slackness  existed,  for 
in  several  sections  of  New  York  and  surround- 
ing territory  the  sale  of  machines  for  the 
month  of  January  equaled  and  in  some  cases  ex- 
ceeded that  of  December,  and  throughout  the 
entire  district  records  sold  in  increasing  quanti- 
ties, a  satisfactory  condition  indeed. 

Distributor  Expands  Territory 

The  Distributing  Division  of  the  Okeh 
Phonograph  Corp.  recently  added  all  of  New 
England   to   the   territory   served   by   it  and 


No  Lost  Sales 

Unless  you  carry  Sonochorde  you  are 
losing  good  sales — not  only  Sonochorde 
Cones  but  also  sales  of  receiving  sets. 

Sonochorde  is  now  recognized  as  a  pre- 
eminent "demonstrating  speaker."  That 
is  why  manufacturers  often  advise  their 
dealers  to  use  Sonochorde  in  demon- 
strating their  sets.  Sonochorde  tone 
quality  and  volume — on  both  music 
and  voice,  both  high  and  low  notes, — 
as  well  as  its  distinctive  beauty,  com- 
pletes sales  that  would  otherwise  be 
lost. 

Sonochorde — the  original  cone  with  the 
silk  front  and  protected  back — is  fur- 
nished in  three  models— Table,  Wall 
and  Floor  Standard. 

Order  a  sample  and  let  Sonochorde 
increase  your  sales — both  speakers 
and  sets.  If  Sonochorde  does  not 
equal  or  exceed  your  expectations 
we'll  refund  your  money. 

BOUDETTE  MFG.  CO. 


Chelsea,  Mass. 

Factory  Sales  Aficnls 
Hastings  Electric  Sales  Co. 


Harry  Fox,  manager,  reports  that  for  January 
and  the  early  part  of  February  business  has 
been  exceedingly  satisfactory.  The  new  Okeh 
electrically  recorded  records  are  in  big  demand 
as  is  the  rest  of  the  line  carried,  which  includes 
Odeon  records,  the  Berg  Artone  and  Swanson 
de  luxe  portable  phonographs,  and  Okeh  need- 
les. A  contest  among  the  salesmen  is  being 
conducted  to  increase  the  sale  of  needles  with 
three  prizes  aggregating  $100  being  offered. 
The  contest  started  January  1  and  will  termi- 
nate April  1. 

Wanamaker  Rearranges  Departments 

The  talking  machine,  radio,  record  and  mu- 
sical merchandise  and  band  instrument  depart- 
ments of  John  Wanamaker  have  been  changed 
about  and  at  the  present  time  are  situated  adjacent 
to  each  other,  with  one  section  of  the  store 
housing  the  entire  stock  of  musical  instruments 
and  accessories.  E.  J.  McDonald,  who  recent- 
ly succeeded  Hugh  Ernst  as  manager  of  the 
talking  machine  and  radio  departments,  reports 
business  satisfactory.  No  announcement  of  his 
plans  has  been  made  as  yet  by  Mr.  Ernst. 
Makes  Enviable  Record  in  Year 

On  February  1  William  Schneider  completed 
his  first  year  as  manager  of  the  talking  machine 
department  of  Bloomingdale's  and  during  that 
time  compiled  an  enviable  record  for  the  de- 
partment. During  the  year  the  department  ex- 
ceeded in  volume  of  sales  any  other  year  in  its 
history,  exceeding  by  a  large  margin  1922,  which 
was  the  previous  high  year.  The  increase  over 
1925  was  approximately  $100,000.  During  the 
past  month  a  sale  of  used  phonographs  resulted 
in  the  moving  of  eighty  instruments  in  one  day — 
an  advertisement  in  the  Sunday  newspapers  be- 
ing the  medium  responsible  for  the  showing. 
Saul  Birns  Featuring  Columbia  Line 

The  entire  Columbia  line  of  Viva-tonal  phono- 
graphs and  New  Process  Columbia  records  are 
now  being  carried  in  the  three  Saul  Birns  Mu- 
sic Stores,  one  of  which  is  situated  in  Brooklyn, 
the  others  in  New  York.  Mr.  Birns  is  planning 
a  vigorous  campaign  to  introduce  the  Columbia 
products  to  his  trade. 

Opens  Third  Branch 

The  third  of  the  chain  of  stores  of  the  York--* 
ville  Radio  Co.  was  recently  opened  near  the 
Eighty-sixth  street  entrance  of  the  East  Side 
subway.  The  three  stores  are  under  the  direc- 
tion of  Sid  Vorzimer,  who  makes  his  headquar- 
ters at  147  East  Eighty-sixth  street.  This  re- 
tail concern  is  sponsor  for  a  series  of  concerts 
broadcast  over  station  WMCA  and  has  won  a 
wide  reputation  through  this  and  other  pub- 
licity mediums. 

Becomes  a  Victor  Dealer 

The  O'Byrne  De  Witt  Music  Shop,  which  spe- 
cializes in  Irish  records,  has  again  taken  on  the 
Victor  line  of  Orthophonic  Victrolas  and  Ortho- 
phonic  records.  This  establishment,  which  has 
a  world-wide  reputation  for  stocking  a  most 
complete  library  of  Irish  music,  is  certain  to 
prove  a  most  effective  outlet  for  Victor  Irish 
records. 

Enjoying  a  Good  Business 

Marconi  Bros.,  Columbia  dealers,  report  that 
business  for  January  was  satisfactory,  with  all 
types  of  merchandise  selling  well.  Records  in 
particular  were  in  demand  with  the  better  class 
of  music  in  especial  favor.  This  establishment 
is  conducting  an  aggressive  campaign  to  build 
up  a  volume  of  the  better  class  record  sales, 
including  the  Columbia  Maslcrworks  scries,  and 
to  this  end  carries  an  advertisement  in  the  pro- 
gram of  Carnegie  Hall  musical  events  with 
good  results. 

Morris  Music  Shop  Held  Open  House 

Starting  on  January  22  and  continuing  for  a 
week  I  he  Morris  Music  Shop,  l.?9  East  Fordham 
road,  held  open  house  for  its  friends  and  patrons', 


following  the  period  of  enlargement  and  re- 
modeling which  has  transformed  the  establish- 
ment into  one  of  the  most  attractive  music 
headquarters  in  New  York.  Appropriate  cere- 
monies were  held  each  night  for  a  week  with 
prominent  recording  artists  providing  the  en- 
tertainment. The  high  spot  of  the  week  was  a 
banquet  and  dance  held  at  the  Hotel  Concourse 
Plaza  on  the  evening  of  January  23,  when 
Morris  Nimcowitz,  proprietor  of  the  store,  was 
host  to  his  many  friends  in  the  music  trades. 
This  store  recently  added  the  complete  Columbia 
line  of  Viva-tonal  phonographs  and  New  Process 
records  to  its  large  stock. 

Fada  Six  Tube  Radio  Sets 
Housed  in  Artistic  Cabinets 

Four  Models  in  New  Line  Marketed  by  F.  A.  D. 
Andrea,  Inc. — Fada  Six  -  Tube  Receiver's 
Popularity  Continues — Sets  Shielded 


Art  furniture  models  of  classic  design  now 
house  the  new  Fada  six-tube  radio  unit,  one  of 
the  latest  products  of  the  laboratory  of  F.  A.  D. 
Andrea,  Inc.  The  Fada  console,  in  Italian  ren- 


Fada  Radio  in  Fine  New  Cabinet 


aissance  design,  is  illustrated  herewith.  Three 
other  models  of  art  furniture  are  included  in  the 
new  line. 

The  Fada  six  is  the  circuit  that  has  proved 
so  popular  this  Winter.  It  is  totally  shielded, 
and  possesses  the  same  characteristics  as  the 
eight-tube  set,  according  to  Fada  engineers. 

British  Manufacturer  Was 
Guest  at  R  M  A  Meeting 

Capt.  J.  W.  Barber  Gave  Interesting  Talk  Com- 
paring Radio  in  Europe  and  the  United  States 
— Predicts  International  Reception 


The  enthusiasm  and  interest  of  Eastern  mem- 
bers of  the  Radio  Manufacturers'  Association 
were  shown  in  the  large  attendance  at  the  Janu- 
ary luncheon  meeting  of  the  Association  held  at 
the  Commodore  Hotel,  New  York  City.  B.  W. 
Ruark,  executive  secretary  of  the  organization, 
presided  at  the  luncheon. 

Capt.  J.  W.  Barber,  of  the  Brownie  Wireless 
Co.,  of  Great  Britain,  Ltd.,  who  is  making  a  tour 
of  the  United  States  in  the  interests  of  his  firm, 
was  the  guest  of  honor  and  delivered  an  inter- 
esting speech  on  radio  conditions  in  Europe  as 
compared  with  conditions  in  the  United  States. 
Capt.  Barber  pointed  out  that  broadcasting  in 
Great  Britain  is  so  organized  that  it  is  not 
necessary  for  radio  sets  to  be  as  highly  selec- 
tive as  in  the  United  States.  He  stated  that  a 
l.i  rue  volume  of  business  is  consequently  done 
in  crystal  sets  and  one-tube  receivers.  Capt. 
Barber  predicted  that  the  day  is  not  far  distant 
when  radio  listeners  in  the  United  States  will 
be  able  to  receive  at  will  the  programs  broad- 
east  by  the  leading  European  stations. 

Mr.  Ruark  announced  that  more  than  half  of 
the  20,000  square  feet  of  display  space  available 
at  the  RMA  Trade  Show  at  the  Stevens  Hotel. 
Chicago,  next  June,  had  already  been  contracted 
for  and  indications  were  that  every  foot  of  space 
Would  he  utilized  by  radio  manufacturers. 
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FOR  ELECTRICALLY  RECORDED 
RECORDS  THERE  fS  MO  BETTER 
NEEDLE  MADE 


Sriltiantone  STEEL  NEEDLE  CO.  of  AMERICA,  INCORPORATED 

370  SEVENTH  AVE.  NEW  YORK  CITY 
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TRADE  MARK 


for 

lower  sales  costs 
quicker  turnover 


That's  where  your  profits  are,  Mr.  Jobber  and 
Dealer!  Stevens  Speakers  have  won  an  en- 
viable reputation  for  easy  selling — on  sight 
and  demonstration  in  competition  with  all 
others — bar  none!  Their  superiority  is  evi- 
dent— even  to  the  non-technical  purchaser. 


It's  No  Wonder  They 
Sell  With  These 
Features! 

^  The  patented  Burtex 
'  Diaphragm,  exclusive 
wirii  Stevens — only  seam- 
less diaphragm  made — a 
fabric  base  formed  under 
tension  into  the  conoidul 
( continuous  curve)  shape 
for  perfect  sound  repro- 
duction — .resilient  and 
immune  to  all  atmos- 
pheric conditions  and  ef- 
fects. 

2  The  Tensile  Tension 
*  Unit  —  another  Stev- 
ens development  —  bal- 
anced correctly,  non- 
freezable  —  produces 
perfect  tone  quality  un- 
der high  voltage. 

^    Mahogany  Sounding 
Board  —  greatly  in- 
creases     resonance  and 
\  olume,  as  in  a  piano. 

Stimulate  Sales  Now 

and  increase  your  profits 
with  this  fast  selling  line. 
Don't  put  it  off  —  write 
now  for  details  of  our  at- 
tractive proposition  in 
jobbers. 


9 


Model  "A" 

1  7 1  -  inch  diameter, 
complete  with  easel 
base  (as  illustrated) 
and  silk  hanginp  cord, 
a  decorative  addition 
to  the  finest  interiors 
for  hanging  on  wall  or 
tahlc  use. 

List  Price  $25 


Model  "B*» 

14  inches.  Similar  to 
Mode)  "A"  but  small- 
er, lias  Burtex  dia- 
phragm, resonant  wood 
sounding  hoard,  and 
powerful  balanced 
armature  unit,  giving 
remarkable  volume 
witJi  highest  tone  qual- 
ity. Finished  in  rich, 
mahogany  shades  to 
match  many  of  the 
standard  sets. 

Price  $16.50 


STEVENS  &  COMPANY,  Inc. 

lo  ll!  East  Houston  St.  New  York  Citj 

Miulf  h\  the  Pioneers  in  Cone  Speakers 


US  PRpr, 


b  BY 


*<5lMERIC/lN 
p^TENT  ppOTECT|0rf 
^(^ORPORATION 


Plan  to  Reorganize  the  Utah  Branch  of 

the  Association  of  Music  Industries 

Committee  Appointed  to  Proceed  With  Reorganization  Plans  Following  Visit  in  January  of 
President  Uhl  to  Salt  Lake  City — Honored  by  Music  Merchants  at  Dinner 


Salt  Lake  City,  Utah,  February  3. — The  Utah 
branch  of  the  Association  of  Music  Industries 
Hi  America  has  taken  on  a  new  lease  of  life, 
following  a  v4sjt  of  President  Uhl  to  Salt  Lake 
City  during  January.  Mr.  Uhl  was  the  guest 
of  honor  at  a  dinner  given  by  the  music  mer- 
chants of  the  State  at  the  Hotel  Utah,  and  after 
delivering  an  address  in  which  he  stressed  the 
importance  of  association  activities  and  the 
greatness  of  the  music  business  a  committee 
was  appointed  to  proceed  with  the  reorganiza- 
tion of  the  local  association,  which  had  not  been 
active  for  the  past  three  or  four  years. 

The  committee  appointed  to  revive  the  organ- 
ization has  appointed  officials  as  follows,  to 
serve  till  early  in  April  next  when  the  first  an- 
nual meeting-  and  convention  will  be  held  in  Salt 
Lake  City,  and  be  it  noted  that  the  phono- 
graph men  are  well  represented:  President, 
Alvin  A.  Beesley,  manager  of  the  Beesley  Mu- 
sic Co.,  and  president  of  the  old  association; 
first  vice-president,  D.  H.  Dalzell,  manager  of 
the  Columbia  Stores  Co.,  distributor  for  Colum- 
bia phonographs;   second  vice-president,  J.  C. 


McClain,  Utah  Music  Co.;  third  vice-president, 
G.  C.  Spratt,  manager  of  the  Brunswick  Co., 
Brunswick  distributor;  secretary,  Fred  Beesley, 
Sr.,  Beesley  Music  Co.;  treasurer,  J.  Donald 
Daynes,  treasurer  of  the  Daynes-Beebe  Music 
Co.  Executive  committee,  Thomas  J.  Holland, 
director  of  the  Glen  Bros. -Roberts  Music  Co., 
and  manager  of  the  Salt  Lake  City  store,  chair- 
man; T.  Evan  Ashworth,  manager  music  de- 
partment Z.  C.  M.  I.;  Fred  Bain,  assistant  man- 
ager John  Elliot  Clark  Co.,  the  well-known 
Victor  distributor. 

The  April  gathering  will  be  a  state  affair  and 
music  merchants  all  over  Utah  will  be  invited 
to  participate.  It  is  expected  that  a  banquet 
will  be  held  in  connection  with  this  event. 

Salt  Lake  City  members  of  the  Association 
will  hold  a  luncheon  at  the  Chamber  of  Com- 
merce every  other  week  at  which  business  mat- 
ters will  be  discussed  informally.  Every  quar- 
ter there  will  be  an  evening  meeting  in  which 
all  employes  of  the  music  houses  affiliated 
with  the  Association  will  be  invited  to  be 
present. 


New  York  Talking  Machine      Yahr-Lange  Activity  in 

Men  Amend  Constitution        Various  Ways  Is  Resultful 


Change  in  Constitution  Provides  for  Election 
of  Sectional  Vice-Presidents — Executive  Com- 
mittee to  Meet  With  Radio  Makers 


The  Talking  Machine  and  Radio  Men,  Inc., 
New  York,  New  Jersey  and  Connecticut,  started 
their  1927  activities  with  the  first  meeting  of  the 
year  at  noon  on  January  12  at  the  Cafe  Boule- 
vard, New  York.  A  representative  gathering  of 
manufacturers,  jobbers  and  dealers  attended  the 
initial  1927  meeting.  The  chief  business  trans- 
acted was  the  amending  of  the  constitution  to 
provide  for  the  election  of  sectional  vice-presi- 
dents, three  in  Manhattan,  one  in  Kings  county, 
one  in  New  Jersey,  one  in  Bronx  county  and 
one  to  represent  the  manufacturers  and  jobbers. 
The  vice-presidents  so  elected  will  displace 
those  who  formerly  occupied  the  posts  of  the 
vice-presidents  chosen  according  to  the  lines  of 
talking  machines  carried.  They  will  have  the 
right  to  call  sessions  of  active  members  located 
in  their  territories  to  pass  upon  all  local  mat- 
ters but  shall  not  have  the  power  to  bind  the 
association  in  any  way. 

President  Irwin  Kurtz  announced  that  steps 
had  been  taken  to  modify  the  law  passed  Sep- 
tember 1,  which  serves  to  complicate  and  make 
almost  prohibitive  the  expense  of  repossessing 
musical  instruments.  An  amendment  will  short- 
ly be  offered,  it  is  expected,  to  exclude  talking 
machines  and  radios  from  being  affected. 

It  v9as  announced  that  the  members  of  the 
executive  committee  of  the  association  would 
meet  with  radio  manufacturers  and  jobbers  on 
February  2  at  the  Hotel  Commodore  to  discuss 
ways  and  means  >>i  aiding  the  retail  radio  situ- 
ation and  eliminating  undesirable  trade  prac- 
tices. More  than  a  hundred  imitations  have 
been  sent  radio  concerns  and  a  large  number  of 
acceptances  had  been  received  at  the  time  of 
the  meeting. 

Harry  Sparks,  of  t he  Sparks- Wellington  Co., 
Jackson,  Mich.,  manufacturer  of  Sparton  radio 
receivers,  and  Ray  Day,  Eastern  representative 
of  that  company,  were  introduced  tt>  the  mem- 
bers and  each  spoke  a  few  words,  praising  the 
activities  of  the  association  and  pledging  their 
assistance  whenever  they  could  be  of  aid. 

The  next  meeting  of  the  association  will  take 
place  on   February   10  at    the  Cafe  Boulevard 
Gordon  C,  Sleeper,  head  of  the  Sleeper  Radio 
&  Mfg.  Co.,  will  demonstrate  and  explain  the 
new  Sleeper  line  of  receivers, 


Fred  E.  Yahr,  president  of  Yahr-Lange,  Inc., 
Milwaukee,  distributor  of  Sonora  phonographs 
and  radio  receivers  in  Wisconsin  and  national 
distributor  of  Super-Ball  antenna,  recently 
made  a  trip  to  New  Orleans,  Cuba  and  Hon- 
duras. He  was  accompanied  by  his  family  and  ' 
left  Milwaukee  shortly  before  the  holidays, 
spending  Christmas  in  New  Orleans  and  cele- 
brated New  Year's  Day  in  Cieba,  Honduras. 
During  his  stay  in  Havana  Mr.  Yahr  appointed 
two  additional  distributors  in  that  city  and 
upon  his  return  to  Milwaukee  stated  that  he 
was  well  pleased  with  the  aggressive  manner 
in  which  Super-Ball  jobbers  in  Cuba  have  in- 
creased to  large  volume  the  sale  of  the  popular 
antenna. 

One  hundred  and  sixty  twenty-four-sheet  bill- 
boards are  being  used  in  the  city  of  Chicago 
during  the  month  of  February  to  advertise  the 
Super-Ball  antenna,  sixty  of  them  being 
illuminated.  In  the  billboard  advertisements  a 
Super-Ball  antenna  is  shown  installed  on  a  roof 
on  the  right  side  of  the  board,  and  on  the 
left-hand  side  is  an  illustration  of  a  lady  tun- 
ing in  a  radio  set  in  her  home.  As  a  result  of 
the  campaign  in  Chicago,  the  firm  expects  a 
large  increase  in  sales  throughout  the  Central 
States. 


A.  K.  Radio  Hour  Continues 
Popular  With  the  Public 

The  concerts  provided  through  the  generosity 
of  A.  Atwater  Kent,  president  of  the  Atwater 
Kent  Mfg.  Co.,  continue  to  be  one  of  the  most 
popular  radio  hours  and  also  continue  to  pro- 
vide the  dealer  with  an  excellent  tie-up  in  his 
merchandising  plans.  Among  the  artists  ap- 
pearing since  the  last  issue  of  The  Talking 
Machine  W  orld  have  been  Mme.  Maria  Kurcnko. 
soprano,  and  Salvatore  De  Stefano,  harpist; 
Florence  Austral,  soprano;  Alexander  Brailow- 
sky,  pianist,  and  John  Amadio,  flutist;  Titta 
Ruffo,  baritone,  who  provided  a  program  of  ex- 
clusively Italian  numbers;  Mary  Lewis,  popular 
soprano  of  the  Metropolitan  Opera  Co.,  and 
Josef  Hofmann,  pianist. 


The  Central  Union  Trust  Co.  of  New  York 
has  been  appointed  transfer  agent  for  819,915 
shares  of  common  stock  of  the  Victor  Talking 
Machine  Co. 
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The  New 


De  Luxe  Reproducer 


MAXIMILIAN  WEIL, 

the  acoustical  and  electrical  ex- 
pert, has  made  more  progress  in 
designing  modern  sound  repro- 
ducers than  anyone  else.  His  work 
has  gained  international  endorse- 
ment and  his  reproducers  are  yet 
unequalled  by  any  other  in  the 
market. 

Weil  has  now  collaborated  with 
us  in  producing  the 

New 


Especially  Matched  to  Artone 
Phonographs. 


Artone  Phonographs  from  Model 
65  upward  now  equipped  with 
this  new  Reproducer. 


SOLD  SEPARATELY  AT 

LIST 
PRICE 


$£50 


HEARING  IS  BELIEVING! 


Your  simplest  and  quickest  test  of  this  new  Artone  Deluxe  Repro- 
ducer is  to  play  your  favorite  record  with  one  of  them!  Your  de- 
cision will  be  instantly  favorable. 

The  Outstanding  Features  of  the  New  Berg  Artone 

De  Luxe  Reproducer: 


1.  Clear  and  natural  tone  through  the  entire  musical  scale! 

2.  Amazing  volume   especially  when  playing  the  new  electrically  cut 

records! ! 

3.  Special  aluminum  alloy  diaphragm  that  will  not  blast  or  weaken  under 

severest  test!!! 

4.  An  ingenious  device  for  automatically  sealing  the  reproducer  to  the 

tone  arm,  making  it  acoustically  tight. 


BERG  A.  T.  &  S.  CO.,  Long  Island  City,  N.  Y. 
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Artone  No.  65,  nickel  finish  $65 
Artone  No.  75,  gilt        "  $75 


Artone  No.  85,  nickel  finish  $85 
Artone  No.  95,  gilt        11  $95 


COMPLETE 
IN  1926 


BERGA.X&S.CO. 


£^ —  '7 


NEW  TABLE  MODELS  — 


ArtoJie  No.  22      Artone  No.  18 


Artone  No.  1  $30 


$22.50 


$18.50 
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Artone  No.  125,  ttvo'tone  finish  $125 


Artone  No.  80,  two-tone  finish  $95 
Artone  No.  81,  gilt  "  $110 


GREATER 
IN  1927 


ORDER 
SAMPLES 
TODAY 


Long  Island  City,  N*Y* 


NEW  TABLE  MODELS  — 


Artone  No.  25      Artone  No.  35 


$25 


$35 


Artone  No.  8  $15 
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1927 

JUNIOR  FLYER 
MOTORS 

Adopted  100%  for 
Smaller  Models  of 


FLYER  MOTORS 


The  Berg  A*  T*  &  S.  Co.,  Inc. 


Makers  of 


Estimate  Using  100,000  of 
These  Dependable  Motors 
in  1927 


Designed  and  Manufactured  by 

THE  GENERAL  INDUSTRIES  CO. 

Formerly  named  The  General  Phonograph  Mfg.  Co. 

ELYRIA,  OHIO 
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THE    TALKING    MACHINE  WORLD 


Hold  Semi-Annual  Meeting 
of  Radio  Division  of  NEMA 


Radio  Division  of  National  Electrical  Manufac- 
turers' Association  Holds  Three-Day  Conven- 
tion— Plan  Daily  Daytime  Concerts 


The  first  semi-annual  meeting  of  the  newly 
organized  Radio  Division  of  the  National  Elec- 
trical Manufacturers'  Association  recently  held 
at  the  Waldorf-Astoria  Hotel  in  New  York 
brought  forth  as  its  outstanding  feature  a  plan 
to  engage  in  an  extensive  program  of  national 
broadcasting  to  be  known  as  the  NEMA  Hour. 
This  proposal  is  outlined  in  detail  in  an  article 
on  page  19  of  this  issue  of  The  Talking  Ma- 
chine World. 

Louis  B.  F.  Raycroft,  of  the  Electric  Storage 
Battery  Co.,  Philadelphia,  was  elected  vice- 
president  of  the  Radio  Division  and  presided  at 
the  convention.  The  various  committee  meet- 
ings during  the  three  days'  session  touched  upon 
the  interests  of  the  manufacturer,  merchandiser 
and  the  public  at  large.  Recommendations  were 
formulated  to  promote  the  simplification  of  the 
operation,  installation  and  servicing  of  radio  in 
the  home,  in  addition  to  minimizing  any  hazards 
resulting  from  the  use  of  radio  apparatus.  The 
committee  on  broadcasting,  of  which  M.  C. 
Rypinski,  of  Federal-Brandes,  Inc.,  is  chairman, 
sponsored  a  resolution  which  was  adopted  by 
the  convention  endorsing  the  work  of  the  Na- 
tional Radio  Coordinating  Committee  in  at- 
tempting to  secure  adequate  broadcasting  legis- 
lation in  Congress. 

A  banquet  brought  the  convention  to  a  close. 
H.  M.  Aylesworth,  president  of  the  National 
Broadcasting  Co.;  Dr.  Alfred  N.  Goldsmith, 
chief  broadcast  engineer,  Radio  Corp.  of  Amer- 
ica; and  Douglas  Rigney,  vice-president  and 
general  manager  of  A.  H.  Grebe  &  Co.,  were 
speakers,  discussing  interestingly  various  phases 
of  broadcasting  and  manufacturing  problems 
which  affect  the  radio  industry  as  a  whole.  The 
next  meeting  will  be  held  at  Hot  Springs,  Va., 
June  13  to  18. 


Ortho-sonic  Radio  Set 

Substitutes  for  Minister 


An  innovation  in  church  service  appeared  re- 
cently in  New  Zealand  when  a  Model  C  30 
Federal  Ortho-sonic  receiver  filled  the  gap  left 
by  a  minister  who  was  called  away  unexpectedly 
from  his  church.  This  information  comes  from 
Spedding,  Ltd.,  of  Auckland,  New  Zealand, 
wholesalers  in  that  far-off  territory  for  the  Fed- 
eral Radio  Corp. 

According  to  E.  R.  Boucher,  managing  direc- 
tor of  Spedding,  Ltd.,  an  elaborate  anniversary 
service  had  been  planned  for  the  congregation 
at  Christ  Church,  New  Zealand.  About  the  same 
time  the  curate  at  Greendale,  twenty-five  miles 
from  Christ  Church,  was  called  away  on  a  spe- 
cial mission.  The  Greendale  congregation  ac- 
cordingly determined  to  take  advantage  of  the 
fine  ceremonies  in  Christ  Church,  and  made  ar- 
rangements with  the  distributor  in  that  city  to 
install  a  Model  C  30  Ortho-sonic  in  their  own 
little  edifice.  All  Greendale  attended  the  serv- 
ice, which  was  broadcast  from  Christ  Church. 
Reception  was  perfect  and  the  C  30  Ortho-sonic 
will  be  used  regularly  during  the  minister's  ab- 
sence. 


San  Francisco   Radio  Show 


A  great  deal  of  interest  is  being  shown  in  the 
1927  Pacific  Radio  Exposition,  according  to  W. 
T.  Aschenbrenner,  secretary  of  the  Pacific  Radio 
Trade  Association.  Although  the  fourth  an- 
nual San  Francisco  radio  show  at  the  Civic 
Auditorium  will  not  be  held  until  August  20, 
more  than  50  per  cent  of  the  entire  booth 
space  has  already  been  sold.  Anthony  A. 
Tremp,  who  managed  last  •  year's  Exposition, 
will  again  manage  this  year's  show. 


%e  Old  Way 

each  time  you  turned 
your  set  on  or  off  you 
had  to  operate 

3  Switches 


1-2-3 


JVOW 


you  operate  everything 
with  ONE  switch* 
the  SET  SWITCH 


BRACH 


CONTROLIT 


Joes  it*mOMATICAllY 

Manufactured  by  the  Makers  of  the 

Famous  BRACH 
LIGHTNING  ARRESTERS 


MCMBKR 


L.  S.  BRACH  MFG.  CO. 

NEWARK, N.J.  TORONTO,  CAN. 
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Distributors 
of 


STHt  INSTkUHCMT  0»OU»UT» 
onor 


New  Reproducing  Sonora 
Phonographs  .  .  .  Model  C 
Radio  Receiving  Set  .  .  . 
Highboys  . . .  and  Speakers 


The  Artophone  Corporation, 

1622  Pine  Street, 
St.  Louis,  Mo. 

Barker  Wholesale  Company, 
Barker  Building, 
Los  Angeles,  Calif. 

J.  H.  Burke  Company, 

221  Columbus  Avenue, 
Boston,  Mass. 

Doerr,  Andrews  *  Doerr, 

Minneapolis.  Minn. 

Gibson-Snow  Co.,  Inc., 
Syracuse,  N.  T. 

Greater  City  Phono.  Co.,  Inc., 
78  Fifth  Avenue, 
New  York,  N.  T. 

Hassler  Texas  Co., 

2216  Commerce  Street, 
Dallas,  Texas. 

Kohler  Distributing  Co., 
63  Minna  Street, 
San  Francisco,  Cal. 

McPhllben-Keator,  Inc., 

68  Thirty-fourth  Street, 
Brooklyn,  N.  Y. 

Moore-Bird  St  Company, 

1720  Wazee  Street, 
Denver,  Colo. 

Pennsylvania  Phono.  Dlst.  Co., 
1015  Chestnut  Street; 
Philadelphia,  Pa. 
917  Wabash  Building, 
Pittsburgh.  Pa. 
1747  Chester  Avenue, 
Cleveland,  Ohio. 

James  K.  Polk,  Inc., 

181  Whitehall  Street, 
Atlanta,  Ga. 
811  W.  Broad  Street, 
Richmond,  Va. 

Reliance  Battery  Products  Co., 
2211  So.  Eighth  Street. 
Council  Bluffs,  Iowa. 

C.  A.  Richards,  Inc., 

100  E.  45th  Street,  New  York,  N.  Y. 
Canadian  &  Export  Distributors. 

C.  D.  Smith  Drai  Co., 
St.  Joseph,  Mo. 

Sterling  Roll  and  Record  Co., 

137  W.  Fourth  Street,  Cincinnati,  O. 

Strevell-Paterson  Hardware  Co., 
Salt  Lake  City,  Utah. 

The  Tay  Sales  Company, 

231  N.  Wells  Street, 
Chicago,  III. 

Fahr-liSnge,  Inc., 

Milwaukee.  Wis. 

442  E.  Lafayette  Avenue, 

Detroit,  Mich. 


New  Model  Victrola  Is 

Introduced  to  the  Trade 


Uses  Photos  to  Increase 

Federal  Ortho-sonic  Trade 


Model  No.  7-3  to  Be  Supplied  in  Alternate  De- 
sign and  Finish — Latest  Product  to  Be  Known 
as  Victrola  No.  7-30 — Price  Reduction 


Arrangements  have  been  made  by  the  Victor 
Talking  Machine  Co.  to  supply  the  Ortho- 
phonic  Victrola  Radiola  No.  7-3  in  an  alternate 
design  and  finish,  according  to  an  announcement 
that  has  been  sent  to  the  trade  by  Roy  A. 
Forbes,  manager  of  sales  and  merchandise  of 
the  Victor  Co.  The  new  design,  which  is  a 
pleasing  shade  of  brown,  is  most  attractive,  and 
will  be  known  as  Victrola  No.  7-30.  The  first 
shipments  of  the  new  models  have  already  been 
made. 

It  is  the  intention  of  the  Victor  Co.,  accord- 
ing to  Mr.  Forbes,  to  continue  both  designs  in- 
definitely, although  production  plans  call  for  the 
manufacturing  of  first  one  model  and  then  the 
other,  enabling  dealers  to  order  in  advance  so 
that  they  will  have  adequate  stocks  of  each 
model. 

In  line  with  its  policy  of  providing  dealers 
with  sales  aids  on  the  various  instruments  bear- 
ing the  Victor  trade  mark,  circulars  have  been 
prepared  for  retail  distribution. 

Victrola  Models  7-3  and  7-30  are  consoles  and 
may  be  obtained  with  spring  motor,  disc  elec- 
tric motor  or  Universal  electric  motor.  The 
cabinet  is  of  the  semi-wall  type,  Spanish  style, 
mahogany  veneered.  A  special  compartment, 
accessible  from  the  front  of  the  cabinet,  has 
been  provided  for  dry  batteries  used  in  operat- 
ing the  Radiola.  Equipment  includes  a  com- 
plete set  of  Radiotrons.  The  instrument  con- 
tains several  interesting  features,  including  lever 
operated  control  valve,  which  permits  instan- 
taneous change  from  the  Orthophonic  Victrola 
music  to  radio  reception.  The  cabinet  is  equip- 
ped with  Victor  record  albums,  having  a  ca- 
pacity of  forty  records. 

Shortly  following  the  announcement  of  this 
new  model,  Mr.  Forbes  issued  a  statement  to 
the  trade  regarding  a  material  price  reduction 
in  both  the  7-3  and  7-30  models  Victrolas  and 
also  in  the  six-tube  Florenza.  The  first-named 
models  were  reduced  from  $375  to  $325,  in- 
struments with  spring  motors,  and  from  $410 
to  $360  for  instruments  with  electric  motor  equip- 
ment. The  Florenza  model  instruments  were 
reduced  from  $550  to  $475,  spring  motors,  and 
from  $585  to  $510,  electric  motor  equipped. 
This  price  reduction  went  into  effect  as  of  Feb- 
ruary 1. 

Dealers  were  advised  by  the  Victor  Co.  to 
compile  an  inventory  of  the  stock  on  hand  of 
these  models  and  send  it  to  the  Victor  Co., 
which  issued  to  the  wholesaler  with  whom  the 
dealer  trades  a  merchandise  credit  to  apply 
against  future  purchases  of  the  7-3  and  7-30 
models.  Dealers  were  also  advised  that  if  they 
preferred  it  they  could  apply  this  credit  against 
the  purchase  of  models  1-1  and  1-2. 


Intensive  Sales  Drive  on 

"Jiffycase"  Shipping  Gases 

Tlie  Northwestern  Cooperage  &  Lumber  Co., 
Gladstone,  Mich.,  is  launching  an  intensive  sales 
drive  in  the  phonograph  and  radio  fields  in  the 
interests  of  its  "Jiffycase"  shipping  cases.  The 
firm  is  an  old-established  organization  with  a 
record  of  thirty-five  years  of  successful  achieve- 
ment, producing  hard  maple  flooring,  birch 
veneers,  panels,  plywood  and  lumber,  and 
about  three  years  ago  the  executives  of  the 
firm  turned  their  attention  to  the  shipping  case 
market.  Since  that  time  "Jiffycase"  packs  have 
been  used  by  a  number  of  nationally  prominent 
phonograph,  radio  and  furniture  manufacturers. 

C.  L.  Strcv,  of  Wabash,  Ind.,  special  sales 
and  field  representative,  travels  the  entire  coun- 
try in  tin  interest  of  Northwestern  Cooperage 
products  and  is  well  known  to  many  radio  and 
phonograph  executives. 


Live  New  Haven  Wholesaler  Photographs  Car- 
load Shipments  of  Radio  Sets  and  Mails  These 
"Announcements"  to  Dealers 


The  Crown  Light  &  Radio  Co.,  of  New  Haven, 
Conn.,  which  has  been  receiving  full  carload 
shipments  of  Ortho-sonic  sets  from  the  Federal 
Radio  Corp.,  Buffalo,  N.  Y.,  makes  a  practice 
of  photographing  each  consignment  before  it  en- 


Each  Case  Contains  an  Ortho-sonic 

ters  the  warehouse.  These  photos  are  used  in 
local  newspaper  advertising,  and  are  distributed 
among  the  New  Haven  trade  as  a  silent  an- 
nouncement that  more  Orthc-sonics  have 
arrived. 


"Sales  Booster"  Plan 

for  Atwater  Kent  Dealers 


Dealers  Throughout  Country  Have  Found 
Plan  Most  Successful  in  Securing  Prospects 
and  in  Closing  Sales 


The  Atwater  Kent  Manufacturing  Co., 
through  its  Bulletin,  is  recommending  to  its 
dealers  a  "Sales  Booster"  plan,  which  has  been 
especially  designed  to  secure  for  the  dealer  a 
list  of  live  prospects  for  radio  sets  and  acces- 
sories and  methods  of  converting  prospects 
into  buyers. 

The  equipment  included  with  the  "Sales 
Booster"  consists  of  a  binder  containing  200 
questionnaire  sheets,  sufficient  for  1,000  names, 
a  filing  box  with  sliding  back  for  salesmen's 
prospect  cards  and  a  telephone  card  to  be  hung 
on  the  telephone  when  the  "Sales  Booster" 
plan  is  being  used. 

The  plan  briefly  summed  up  is  this:  The 
dealer  or  a  member  of  his  staff  telephones  a 
family,  states  that  a  survey  is  being  made  of 
radio  conditions  and  asks  a  number  of  questions 
regarding  the  set  owned  by  the  family,  or,  it 
no  radio  receiver  is  owned,  inquiries  as  to  why 
no  set  has  been  purchased.  The  answers  to  the 
questions  are  set  down  in  the  spaces  provided 
on  the  questionnaire  sheet. 

The  information  obtained  from  these  con- 
versations is  passed  on  to  the  members  of  the 
salts  staff,  who  keep  track  of  the  progress 
made  on  the  cards  provided  especially  for 
the  purpose. 

Atwater  Kent  dealers  in  all  sections  of  the 
country  have  used  the  plan  with  success  and 
have  lent  enthusiastic  endorsements  to  its 
merits. 


Turns  Light  Rays  Into  Music 

The  photo-electric  organ,  an  instrument 
wherebj  light  rays  are  flashed  from  behind  a  re- 
volving perforated  disc,  the  impulses  being  re- 
ceived in  a  photo-electric  cell  a  distance  away 
to  be  transformed  into  tones  similar  to  the  pipe 
organ,  was  demonstrated  to  the  members  of  the 
New  York  Electrical  Society  at  the  Engineering 
Auditorium,  New  York,  the  latter  part  of  last 
month.  Several  selections  were  played,  the 
music  being  carried  from  one  side  of  the  stage 
to  the  other  by  means  of  the  light  rays  and 
amplified  for  the  benefit  of  the  audience. 
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CROSLEY 
1927  Radios 

Each  set  giving  the  utmost 
in  radio  enjoyment  at  its 
price.  All  prices  slightly 
higher  West  of  the  Rooky 
.Mountains.  All  prices  are 
without  accessories. 


The  5-50  —  $50 

Enthusiastic  owners  report 
amazing  performance  —  a 
drum  delivering  stations 
loud,  clear  and  sharp; 
each  an  almost  impercepti- 
ble turn  of  the  drum  apart. 
Write  station  letters  on 
drum,  return  to  them  at 
will.  Single  drum  Station 
selector,  Acuminators,  pow- 
er tube  adaptability  and 
all  metal  chassis  that 
shields  the  units  from  each 
other.  Beautifully  finish- 
ed. Mahogany  cabinet, 
rose  gold  trimmings. 
6-Tube    Model— G-GO— $60. 


Tno  5-75  Console— $75 

This  set  includes  ideas  for 
radio,  reception  perfection 
not  found  in  any  other 
radio.  Marvelous  exclusive 
Crosley  "Crescendon"  and 
"Acuminators"  increase 
volume  on  distant  stations 
and  bring  in  programs  en- 
tirely missed  and  passed 
by  on  ordinary  one-dial 
control  radios.  Console 
model  stands  40  inches 
high.  Thb  Crosley  Musi- 
eoito  i;i  skillfully  built  into 
the  cabinet  in  a  manner 
which  is  both  an  artistic 
and  an  acoustical  triumph. 
Ample  space  for  batteries 
and  accessories. 
6 -Tube  Model,  in  Console. 
G-85— $85 


"6   Tube  RFL-90" 
Console,  $90 

Introducing  the  double 
drum  station  selector ! 
Crosley 's  winn  in  g  non  -  as  - 
dilating  perfectly  balanced 
tuned  radi  o  set.  Includes 
Musicone  skillfully  built 
into  exquisite  console  ma- 
hogany cabinet  of  two-tone 
finish  to  match  finest  sur- 
roundings. Room  for  bat- 
teries and  all  accessories; 
40  inches  high;  SO1^ 
inches  wide. 


The    Crosley  Musicone 

The  Secret  of  the  populari- 
ty of  this  biggest  selling 
loud  speaker  on  the  market 
lies  in  its  actuating  unit. 
This  and  NOT  the  cone 
shape  is  the  reason  for  its 
perfect  -reproduction  of  all 
audible  .sound.  BIO  WARE 
of  imitations.  There  is 
only  one  genuine  Musicone. 
It  is  built  solely  by  Cros- 
ley under  mass  production 
methods  which  makes  its 
unmatehable  value  possible. 


-as  long  as  I  can pick  up  27 
programs  inbO  minutes  beside  our5  Locals 
interference  nvorit  bother  me 

I  sat  down  the  other  night  with  this  Crosley  set.  One  control. 
Beginning  at  one  end  of  the  broadcasting  wave  band,  I  tuned  in 
27  stations,  loud  and  clear,  just  like  the  Cincinnati  stations;  three 
of  which  were  going  full  blast.  I  listened  to  each  program;  identi- 
fied it;  didn't  hear  any  others  in  the  background,  and  passed  on  to 
the  next, — all  with  one  finger.  It  was  between  7 :00  and  7:30  P.  M. 
Central  Standard  Time. 

The  air  was  certainly  full.  Some  of  the  stations  were  less  than  a 
dial  marking  apart.  It  is  amazing  how  the  jiggers  they  call  "acumi- 
nators" helped  on  such  fine  separation. 

Even  using  a  hundred-foot  aerial  the 
local  stations  were  easy  to  go  through. 
One  of  them  only  a  few  blocks  from 
my  home. 

Some  radio,  I  call  it!  $50.00  seems 
too  little.  I'd  like  to  see  some  two 
hundred  dollar  sets  do  as  well!" 

Write  Dept.  26,  for  Catalog 

The  Crosley  Radio  Corporation 

Powel  Crosley,  Jr..  Pres. 
CINCINNATI,  OHIO 

Crosley  sets  are  licensed  under  Armstrong  U.  S.  Patent 
No.  1,113,149,  or  under  patent  applications  of  Radio  Fre- 
quency Laboratories,  Inc.,  and  other  patents  issued  and 
pending. 


40 


LOCAL 
STATION 


Single  Dium 
Control 


LOCAL 
STATION 


Prices  slightly  higher  West  of  the 
Rocky  Mountains 


The  above  scale  read- 
ing shows  how  .sta- 
tions picked  up  by 
Mr,  X — appeared  on 
the  Crosley  graphic 
drum  station  selector. 

Name  on  request. 


CROSLEY  192T  FEATURES 
Many  exclusive — others  found 
only  in  highest  priced  radios. 

THE  "CRESCENDON" 
When,  on  ordinary  radios, 
ears  must  strain  to  catch  a 
station  miles  away,  a  turn 
of  tUe_  Crescendon  on  Cros- 
ley radios  instantly  swells 
reception  to  room  filling  vol- 
ume. An  exclusive  Crosley 
feature. 


ALL-METAL  SHIELDED 
CHASSIS 
This  truly  r  rea  t  r  a  di  0 
achievement,  found  in  several 
Crosley  sets,  furnishes  a  sub- 
stantial frame  for  mounting 
elements,  produces  excellent 
alignment  of  condensers, 
shields  tho  units  from  'each 
other,  prevents  interstage, 
improves  the  stability  of  the 
circuit,  increases  selectivity 
and  saves  costs  by  standard- 
izing  this    phase   of  manu- 


facture. 

TIHl,  SINGLE-DRUM 
STATION  SELECTOR 
Nothing  in  radio  espials  the 
joy  or  tho  convenience  of 
single  drum  control.  Crosley 
single  drum  control  enables 
you  to  find  tho  stations 
sought  without  log  book  or 
"tuning." 

"THE  ACUMINATORS" 
Crosley    Acuminators  permit 
tuning  in — loud  and  clear — 
weak    stations    passed  over 


and  entirely  missed  by  or- 
dinary single  dial  radios.  In 
tuning  high  powered  and  lo- 
cal stations  they  arc  not 
used.  They  arfc  an  exclusive 
Ci  osley  feature. 

POWER  TUBES 
Powei  tube  adaptability 
marks  tho  Crosley  "5-50", 
"5-75"  and  "RFL"  sets. 
Th  i  s  f  eaturo  ty  pi  ties  Crosley 
provision  for  best  radio  re- 
ception at  moderate  cost. 
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Canton,  O.,  Dealers  Agree  Not  to  Give 

Home  Demonstrations  of  Radio  Receivers 

Claim  This  Type  of  Selling  Is  No  Longer  Necessary — Victor  and  Atwater  Kent  Radio  Concerts 
Stimulate  Sale  of  Radio  Sets — A.  B.  Sauer  Music  Co.  Takes  Over  Clark  Music  Co. 


Akron-Canton,  O.,  February  7. — While  indus- 
trial conditions  are  still  far  from  normal,  there 
has  been  a  noticeable  improvement  in  the  talk- 
ing machine  business  since  the  holidays  and 
dealers  in  both  Akron  and  Canton  maintain  bet- 
ter business  is  ahead  for  February  and  March. 
Much  of  the  radio  business  which  failed  to 
materialize  in  December  was  closed  the  past 
month,  contributing  a  nice  volume  of  business 
to  all  dealers  in  the  district.  The  Victor  artists, 
Atwater  Kent  hour  and  others  are  doing  much 
to  create  a  demand  for  radio  receivers  of  all 
kinds,  it  is  said. 

Radio  dealers  of  Canton  have  agreed  not  to 
place  a  radio  in  any  home  on  trial  in  the  future. 
Dealers  claim  that  radio  is  no  longer  in  the  ex- 
perimental stage  and,  like  the  piano  and  talking 
machine,  radios  are  now  standard  musical  mer- 
chandise and  should  be  sold  on  the  same  plan 
as  other  instruments. 

Earle  Poling,  Akron  Victor  dealer,  is  heading 
a  movement  to  bring  to  Akron  the  Chicago 
Civic  Opera  Co.  for  a  single  performance.  Mr. 
Poling,  for  several  years,  has  been  instru- 
mental in  promoting  a  concert  series  which  has 
given  Akron  the  most  notable  artists  in  the  con- 
cert world. 

The  George  A.  Clark  Music  Co.  store  at 
Elyria,  O.,  has  been  taken  over  by  the  A.  B. 


Sauer  Music  Co.,  of  Lorain,  and  within  a  short 
lime  many  improvements  will  be  made,  it  is 
announced.  Miss  Ella  Graham  has  been  made 
manager  of  the  store. 

Dan  Gregory  and  his  Victor  recording  or- 
chestra appeared  at  Virginia  Gardens,  Rock 
Springs  Park,  Chester,  for  three  days  recently 
and  made  a  great  hit.  Newest  record  offering.-; 
of  this  well-known  band  were  much  in  demand 
in  Victor  stores  in  East  Liverpool  and  other 
upper  Ohio  Valley  towns. 

D.  W.  Lerch  Co.  was  the  exclusive  talking 
machine  exhibitor  at  a  Furniture  Exposition 
held  in  Canton  the  past  week.  This  concern 
presented  the  newest  types  of  Victor  and 
Brunswick  machines,  in  addition  to  several  well- 
known  makes  of  radios  and  accessories. 

The  Cherry  Music  Co.,  Market  avenue,  Can- 
ton, has  been  discontinued. 

Al  Waltamath,  of  the  Alford  &  Fryar  Piano 
Co.,  is  conducting  a  sale  of  the  bankrupt  stock 
of  the  W.  S.  Custer  Music  Co.,  Canton,  in  the 
original  location. 

Victor  dealers  of  Akron  and  district  profited 
with  the  return  to  the  Keith  Theatre,  at  Akron, 
this  week,  of  the  Goodrich  Silvertown  Cord 
Orchestra.  The  second  appearance  of  the  band 
in  less  than  two  months  stimulated  record  sales 
of  this  widely  known  recording  band. 


Powel  Crosley,  Jr.,  Plans 

Big  Daily  Tube  Output 

In  Assuming  the  Management  of  the  De  Forest 
Radio  Co.,  Mr.  Crosley  Plans  10,000  Daily 
Tube  Production — No  Plans  as  Yet  for  Sets 


Cincinnati,  O.,  February  5. — Powel  Crosley, 
Jr.,  president  of  the  Crosley  Radio  Corp.,  who 
recently  took  over  the  management  of  the 
De  Forest  Radio  Co.  of  New  Jersey,  plans  to 
produce  10,000  vacuum  tubes  daily  through  the 
audion  division  of  the  De  Forest  Co.  Mr. 
Crosley  has  not  as  yet  announced  how  he  will 
conduct  the  receiving  set  end  of  the  business, 
but  it  is  thought  that  he  will  utilize  the  facilities 
for  the  production  of  high-price  receivers  under 
the  De  Forest  name. 

Under  the  terms  of  the  agreement  by  which 
Mr.  Crosley  obtained  control  of  the  De  Forest 
Co.  he  has  full  power  to  direct  the  policies  of 
the  corporation  as  he  sees  fit.     He  also  has 


the  right  to  appoint  new  members  to  the  board 
of  trustees.  This  complete  power  will  enable 
him  to  adopt  the  same  methods  in  directing 
the  De  Forest  concern  that  have  proved  so 
successful  in  the  Crosley  Radio  Corp.  and  the 
Amrad  Corp.  In  taking  over  the  De  Forest 
company,  Mr.  Crosley  retained  the  services  of 
Dr.  Lee  De  Forest  as  vice-president  and  con- 
sulting engineer. 


The  Improved 

Amplion  Cone 

The  instantaneous  acceptance  of  this  fine 
new  model  is  due  to  its  success  in  the  great- 
est test  of  Cone  type  speakers — clear,  clean 
reproduction  of  speech. 

National  magazine  advertising  carrying  this 
thought  to  over  6,000,000  readers  a  month 
is  helping  all  Amplion  Dealers  to  increase 
their  sales. 


The  new  improved  Am- 
plion Patrician  which  as- 
sembles a  48"  air-column 
in  a  hand-carved,  mahog- 
any cabinet  18"xl2"x9" 
is  now  listed  ai  $50.00 


Model  AC-12    -    -    List  $30.00 

Do  not  fail  to  investigate  the  sales  possibilities  of 
these  fine  new  /hnflion  models. 

The  Amplion  Corporation  of  America 

Suite  C,  280  Madison  Ave.    -   New  York  City 

The  Amplion  Corporation  of  Canada  Ltd.,  Toronto 


AMPLION 


Survey  Shows  Radio  More 

Popular  in  Big  Cities 

A  nation-wide  survey  of  home  equipment 
conducted  by  the  General  Federation  of 
Women's  Clubs,  the  result  of  which  was  pub- 
lished in  the  Woman's  Home  Companion, 
showed  that  the  popularity  of  radio  is  greater 
in  the  large  cities  than  it  is  in  isolated  com- 
munities. The  survey  covered  over  8,000,000 
homes,  representing  about  32,000,000  people, 
and  showed  that  in  communities  of  less  than 
1,000  people  radio  sets  are  found  in  18.7  per 
cent  of  the  homes;  in  cities  with  a  population 
between  50,000  and  100,000  26.6  per  cent  of  the 
homes  are  radio  equipped  and  in  cities  of  100,- 
000  and  over  26.1  per  cent  had  radios. 


M.  Marks  Now  With  Broad- 
caster Corp.  of  Chicago 

St.  Louis,  Mo.,  February  4. — M.  Marks,  of  this 
city,  \vas  recently  appointed  district  representa- 
tive of  the  Broadcaster  Corp.  of  Chicago,  111., 
having  been  allotted  the  exclusive  territory  of 
Missouri,  Arkansas,  Oklahoma,  southern  Illinois 
and  Memphis,  Tenn.  Mr.  Marks  is  well  known 
in  the  music  and  radio  trades  and  has  a  wide 
experience,  which  fits  him  for  his  new  position. 


New  RCA  Billboard  Poster 


A  new  billboard  poster  printed  in  the  vivid 
colors  characteristic  of  RCA  displays  has  been 
prepared  for  the  use  of  all  RCA  dealers.  Radi- 
ola  28-Loudspeaker  104  combination  is  featured 
with  the  wording  "Lighting  Socket  Radio  Per- 
fected." This  twenty-four-sheet  poster  is  dis- 
tributed free  of  charge  to  all  dealers. 


SCULLY 


RECORDING 
MACHINES 

SHAVING 
MACHINES 

MASTER 
WAX 

SUPPLIES 
JOHN  J.  SCULLY 

3265  MAIN  STREET 
BRIDGEPORT,  CONN. 

TELEPHONE  BARNUM  4998 

Phil  Ravis  Adds  Banking 

to  His  Numerous  Duties 


President  of  Peerless  Album  Co.  One  of  the 
Organizers  of  Claremont  National  Bank,  in 
New  York — Becomes  a  Director 


Phil  Ravis,  president  of  the  Peerless  Album 
Co.,  638  Broadway,  New  York  City,  is  one  of 
the  organizers  of  the  Claremont  National  Bank, 
174th  street  and  Southern  Boulevard,  New  York 


Phil  Ravis 

City.  Mr.  Ravis,  although  taking  a  very  active 
part  in  organizing  this  new  bank,  will,  however, 
confine  his  future  activities  to  acting  as  a  direc- 
tor. Mr.  Ravis  has  associated  with  him  a 
number  of  prominent  members  of  the  Bronx 
Board  of  Trade.  The  bank  will  have  its  own 
home  in  a  newly  constructed  building  designed 
purposely  to  carry  on  banking  activities. 

Mr.  Ravis,  who  for  many  years  has  manufac- 
tured record  albums  of  all  kinds,  recently  in- 
troduced a  new  leather-covered  portable  talking 
machine.  Aside  from  the  motors  and  some 
minor  equipment,  the  various  parts  are  made  in 
the  Peerless  Album  factory.  Later  the  Peerless 
Album  Co.  will  bring  out  other  types  of  port- 
ables, including  a  camera  size. 


Use  Congratulatory  Message 
in  Firm's  Advertising 

Johnson  City.  Tenn.,  February  4. — The  Harr 
Furniture  Co.,  local  Columbia  dealer,  recently 
used  a  telegram  sent  by  the  Columbia  Phono- 
graph Co.,  notifying  it  that  it  was  the  third 
largest  purchaser  of  Columbia  Yiva-tonal 
phonographs  and  Columbia  New  Process  rec- 
ords in  that  State,  very  effectively  in  its  adver- 
tising. 

Reproducing  the  telegram  conspicuously  in 
advertisements  served  ;i<  a  very  effective  atten- 
tion-getter. It  also  called  to  the  attention  of 
the  local  people  the  size  and  the  volume  of 
business  their  local  dealer  was  getting,  as  com- 
pared to  that  of  the  larger  dealers  in  the  larger 
cities. 
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Atwate  r  Kent 

RADIO  • 


It  isn't  even  sprinkled 


THERE  are  6,000,000  radio  receivers 
in  American  homes  —  and  more  than 
1,000,000  of  them  are  Atwater  Kent  Re- 
ceivers. 

Sounds  like  a  lot?  It  is. 

But  put  it  the  other  way!  There  are 
27,000,000  homes — and  21,000,000  of 
them — three  out  of  four — have  no  radio! 

Who  can  talk  of  a  saturated  market  when 

63  per  cent  of  homes  have  automobiles 
4  2  per  cent  have  phonographs 
65  per  cent  have  telephones 
55  per  cent  have  electricity 
22  per  cent  have  radio 

ONLY  22  per  cent  have  what  everybody 
wants — radio!  And  a  very  large  number  of 
the  seis  now  in  use  are  relics  of  the  past — 
home-made  or  otherwise  obsolete  —  and 
will  have  to  be  replaced. 


Who  says  the  market  is  saturated  ?  It 
isn't  even  sprinkled! 

*  *  * 

We  doubled  our  sales  in  1925.  Thanks  to 
the  enthusiastic  cooperation  of  our  dealers 
and  the  advent  of  theAtwater  KentONE  Dial 
Receiver,  we  doubled  them  again  in  1  926. 

For  1927  —  who  in  your  town  have 
Radio  and  who  haven't?  And  who  among 
the  present  owners  are 
ready  for  better  sets — the 
irresistible  Atwater  Kent 
One  Dial  Receivers  which 
no  one  can  try  without 
wanting  ? 

Model  35,  illustrated, 
6-tube  One  Dial  Receiver, 
less  tubes  and  batteries,  but 
with  batter v  cable  attached, 
$70.  Speaker,  Model  H, 
$21. 


ATWATER  KENT  MANUFACTURING  COMPANY 

4725  Wissahickon  Avenue        A.  Atwater  Kent,  President        Philadelphia,  Pa. 


Write  for  illustrated  booklet  of  Atwater  Kent  Radio 


Prices  slightly  higher  from  the  Rockies  west,  atid  in  Canada 
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ELECTRICALLY  RECORDED 

8VVEST  32nd.  ST,  NEW  YORK  CITY 


Campaign  Features  Deca-        Becomes  Assistant  Manager     Special  Atwater  Kent  Sec- 
Disc  Automatic  Phonograph     of  Brunswick  Foreign  Dept.  tion  in  Erie  Newspaper 


Automatic  Instrument  Permits  Continuous 
Playing  of  Records,  Eliminating  Changing  of 
Records  and  Winding 


Waynesboro,  Pa.,  February  7. — The  Deca-Disc 
Phonograph  Co.,  of  this  city,  is  placing  an  in- 
tensive campaign  behind  its  product,  the  Deca- 
Disc  automatic  phonograph.  This  device  al- 
lows the  selection  of  ten  records  and  the  play- 
ing of  these  ten  records  continuously,  or,  if  pre- 
ferred, any  predetermined  number  of  records, 
and  then  automatically  stopping.  Although  this 
device  was  brought  out  some  years  ago,  up  to 
the  present  time  it  has  been  largely  used  in 
stores  as  an  entertainment  feature.  Through  a 
process  of  development  and  refinement  it  has 
now  reached  the  state  where,  despite  its  almost 
human  action,  the  machinery  is  so  compact 
that  it  can  be  placed  within  the  ordinary  home 
type  of  talking  machine.  In  an  interview  with 
Clarence  Croft,  secretary  of  the  company,  Mr. 
Croft  stated:  "We  have  realized  that  the  owner 
of  the  phonograph  is  no  more  anxious  to  get 
up  everj'  few  minutes  to  change  the  record  and 
wind  the  machine  than  he  is  to  crank  his  auto- 
mobile every  time  he  starts.  The  self-starter 
had  a  very  beneficial  effect  upon  the  automo- 
bile industry,  and  I  believe  that  in  the  same  way 
the  Deca-Disc  will  greatly  stimulate  talking  ma- 
chine sales.  Up  to  the  present  time  it  has  been 
necessary  for  the  owner  of  the  talking  machine 
to  attend  the  machine  after  the  playing  of  each 
record,  or  in  other  words  about  every  three 
minutes,  and  after  every  few  playings  wind  the 
machine.  With  the  Deca-Disc  all  this  detail  has 
been  eliminated.  After  the  selection  of  the  ten 
records  to  be  played  all  that  is  necessary  is  to 
push  a  button  and  your  own  phonograph  will 
continue  to  play  these  ten  records  as  long  as 
you  keep  the  current  on  and  it  needs  no  at- 
tention during  that  whole  period  of  time." 

The  Deca-Disc  Phonograph  Co.  is  situated  in 
a  modern  manufacturing  plant  in  this  city.  All 
automatic  parts  used  in  the  construction  of  the 
device  are  made  in  this  factory.  A  freight  sid- 
ing leading  directly  to  the  plant  permits  great 
convenience  in  the  shipping  of  the  product. 
The  officers  of  the  Deca-Disc  Co.  are  as  follows: 
M.  H.  Landis,  president;  G.  T.  Shearer,  vice- 
president;  John  B.  Eader,  treasurer;  Clarence 
Croft,  secretary;  W.  K.  Kauffman,  superintend- 
ent, and  N.  E.  Geiselman,  assistant  secretary 
and  treasurer  in  charge  of  office. 


Addington  Branch  Opened 

Appai.achia,  Va.,  February  4. — The  Addington 
Jewelry  Co.,  talking  machine  dealer,  handling 
the  Columbia,  Victor  and  Pathe  lines,  recently 
'luncd  a  completely  stocked  branch  store  on 
Railroad  street. 


E.  C.  de  Villaverde  Has  Assumed  His  New 
Duties  at  Chicago  Headquarters 


E.  C.  de  Villaverde  was  recently  appointed 
assistant  manager  of  the  foreign  department  of 
the  Brunswick-Balke-Collender  Co.,  Chicago,  ac- 
cording to  an  official  announcement  made  at  the 
headquarters  of  the  firm  a  few  weeks  ago.  Mr. 
de  Villaverde  assumed  his  new  duties  on  Janu- 
ary 24,  making  his  headquarters  in  Chicago. 

For  the  past  twenty  years  he  has  been  ac- 
tive in  the  export  business,  receiving  his  early 
training  in  the  talking  machine  trade  with  the 
Columbia  Phonograph  Co.  export  department 
many  years  ago.  He  has  traveled  continuously 
in  all  parts  of  the  world  for  the  past  ten  years 
and  speaks  five  languages. 

In  making  the  announcement  of  Mr.  de  Vill»- 
verde's  appointment,  Z.  E.  Salisbury,  manager  oi 
the  Brunswick  foreign  department,  stated  that 
the  export  business  of  the  firm  has  grown  so 
rapidly  that  there  was  a  need  of  an  executive  of 
Mr.  de  Villaverde's  qualifications  in  the  depart- 
ment. In  the  past  Mr.  Salisbury  has  been  forced 
to  travel  quite  extensively  and  the  addition  re- 
cently made  will  allow  him  to  spend  more  time 
at  the  Chicago  headquarters.  The  foreign  de- 
partment of  the  Brunswick-Balke-Collender  Co. 
handles  the  export  sales  of  the  firm's  prod- 
ucts, including  Brunswick's  new  musical  instru- 
ment, Panatropes,  Brunswick-Radiolas,  records 
and  billiard  equipment. 


Oro-Tone  Go.  Introduces 

a  New  Type  Tone  Arm 

The  Oro-Tone  Co.,  Chicago,  III.,  one  of  the 
oldest  and  most  successful  manufacturers  of 
tone  arms  and  sound  boxes,  has  just  placed 
on  the  market  a  new  product  known  as  the 
D-l  full-curved  type  tone  arm.  This  tone  arm, 
which  was  perfected  in  the  Oro-Tone  engineer- 
ing department  after  considerable  testing  and 
experimenting,  embodies  several  distinctive 
features  and  has  met  all  tests  beyond  the  high- 
est expectations  of  the  company's  executives. 

The  new  tone  arm  is  of  large  size  with  walls 
of  heavy  brass  uniformly  thick.  Leigh  Hunt, 
of  the  Oro-Tone  Co.,  in  announcing  this  new 
product  to  the  trade  states  that  the  construction 
of  the  D-l  tone  arm,  plus  its  airtight  assembly 
throughout,  absolutely  prevents  loss  of  sound 
and  tone  valuation.  A  double  row  of  ball- 
bearings in  the  base  prevents  tipping  or 
binding  and  assures  permanency  of  operation. 
The  new  Oro-tone  D-l  full-curved  type  tone 
arm  is  supplied  in  10^-inch  length  only,  and 
it  is  expected  that  this  new  Oro-Tone  product 
will  meet  with  the  general  approval  of  the 
trade. 


Eight  Pages  of  Erie  Dispatch-Herald  Are  De- 
voted to  News  and  Feature  Stories  of  At- 
water Kent  and  His  Organization 


Erie,  Pa.,  February  4. — The  Erie  Dispatch- 
Herald  under  date  of  January  16,  issued  an  im- 
posing Atwater  Kent  radio  section  of  eight 
pages.  The  front  page  contained  a  picture  of 
A.  Atwater  Kent,  president  of  the  company,  to- 
gether with  two  articles  over  his  signature.  A 
replica  of  the  millionth  set  and  the  great  At- 
water Kent  plant  in  Philadelphia  were  also 
shown.  From  the  first  to  the  last  page  the  sec- 
tion was  replete  with  Atwater  Kent  news, — 
manufacturing,  sales  and  broadcasting.  Photo- 
graphs were  shown  of  Vernon  W.  Collamore, 
sales  manager,  R.  E.  Smiley,  district  manager 
and  George  H.  Jaud,  of  the  Atwater  Kent  sales 
staff. 

The  local  distributor,  Briggs-Hagenlocher, 
Inc.,  is  featured  in  an  article  illustrated  with  pic- 
tures of  Ernest  and  Frank  Hagenlocher  and 
Harry  N.  lies,  sales  executive.  A  picture  is  also 
shown  of  the  Briggs-Hagenlocher  service  car. 
In  addition  to  the  news  contents,  the  local  dis- 
tributors and  dealers  have  used  considerable  ad- 
vertising space  to  feature  Atwater  Kent  radio. 


The  Weber-Rance  Corp. 

Takes  on  Burgess  Battery 

The  latest  addition  to  the  line  of  radio 
products  handled  by  the  Weber-Rance  Corp., 
New  York  jobber,  is  the  Burgess  battery.  This 
will  be  sold  in  the  metropolitan  district  along 
with  the  many  other  radio  products  distributed 
by  the  Weber-Rance  organization,  including 
Ijosch,  Crosley  and  Ferguson  receivers. 


New  Radiotron  Cartons 


New  Radiotron  Display  Cartons  are  available 
for  all  RCA  Authorized  Dealers.  The  cartons 
are  printed  in  a  striking  combination  of  red, 
white  and  black  and  were  designed  to  Providi- 
an effective  way  of  calling  the  attention  of  the 
customer  to  Radiotrons.  One  type  of  carton 
will  hold  three  Radiotrons  of  the  UX-201-A  size 
and  the  other  will  accommodate  four  UX-199's. 


New  Association  Directors 


Milwaukee.  Wis.,  February  5. — At  a  special 
meeting  of  the  Board  of  Directors  of  the  Wis- 
consin Radio  Trade  Association  held  recently 
three  new  members  were  elected  to  the  Board. 
They  are:  Charles  Kreck,  Kreck  Co.,  Milwaukee: 
Henry  M.  Stcussy,  Kesselman-O'Driscoll  Co., 
Milwaukee,  and  Clarence  Bates,  Hates  Radio 
I'orp.,  Milwaukee. 
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OUR  INSURANCE 

oA  'Declaration  of  Policy 

fNo  Surplus  Stocks  of  Freed- Eisemann  Sets — No  "Dumping" if 


O.  Your  stock  of  Freed -Eisemann 
sets  is  worth  its  value,  and  it  always 
will  be  —  that  value  will  be  main- 
tained. 

(L  The  Freed-Eisemann  dealer  fran- 
chise gives  ironclad  protection  and 
the  most  liberal  dealer  discount  of 
any  nationally  advertised  line. 

CL  Improvement  in  design  goes  for- 
ward constantly,  but  with  no  drastic 
changes. 


Now  is  the  time  when  your  stock  of 
radio  sets  needs  protection.  Every  Freed- 
Eisemann  set  is  backed  by  a  company 
of  powerful  financial  strength. 

Last  Year's  Record  Doubled! 

In  New  York,  America's  most  com- 
petitive market,  almost  twice  as 
many  Freed-Eisemann  sets  were 
sold  in  four  months  as  compared 
with  sales  in  a  similar  period  last 
year. 


FORGE  AHEAD— WITH  PROFIT— WITH 

FIliE  IE  ID*  IE  II  SEMAN  HRadio 

Assets  Over  Liabilities  $1,000,000 

FREED-EISEMANN    RADIO    CORPORATION-BROOKLYN,    NEW  YORK 
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Wisconsin  Radio  Trade  Association  Plans 
Combined  Music  and  Radio  Show  for  1927 

Invites  Music  Dealers  to  Co-operate  With  This  Year's  Radio  Exposition  for  Combined  Showing 
of  Instruments — Jobbers  and  Dealers  Report  Satisfactory  Business — 'Other  News 


Milwaukee,  Wis.,  February  8. — Business  in 
phonographs  and  radios  continues  to  be  good, 
according  to  wholesale  and  retail  dealers  in 
Milwaukee.  Conditions  in  these  two  fields  are 
good,  according  to  reports,  the  public  being 
thoroughly  sold  in  most  instances  on  the  merits 
of  the  new  phonographs  and  radios,  and  the 
buying  spirit  being  manifest  generally  through 
the  trade.  William  F.  Armstrong,  manager  of 
the  phonograph  and  record  department  of  the 
Boston  Store,  stated  that  he  finds  interest  in 
phonographs  at  present  as  great  as  it  was  in 
the  forepart  of  December,  and  that  it  is  con- 
stantly on  the  increase. 

Following  the  introduction  of  this  Victor 
Orthophonic  machine  to  Milwaukee,  Mr.  Arm- 
strong states  that  a  very  favorable  impression 
has  been  created  in  the  minds  of  the  public  and 
that  the  reaction  on  business  has  been  corre- 
spondingly good.  The  public  has  been  filled 
with  a  greater  confidence  in  the  new  machines, 
according  to  Mr.  Armstrong,  and  this  has  bred 
the  realization  of  the  quality  of  performance 
which  they  are  able  to  give  and  the  desire  to 
possess  one  of  the  machines.  Air.  Armstrong 
expects  that  January's  figures  for  1927  will 
show  an  increase  of  100  per  cent  or  more  over 
those  for  1926. 

Harry  Goldsmith,  of  the  Badger  Talking 
Machine  Co.,  Victor  jobber,  stated  that  business 
continues  to  be  extremely  satisfactory,  not  only 
in  Milwaukee,  but  throughout  the  State,  and 
that  the  outlook  for  the  year  is  very  optimistic. 
The  Badger  Talking  Machine  Co.  spon- 
sored the  appearance  of  the  Victor  Orthophonic 
Auditorium  model  at  the  Automobile  Show,  and 
received  many  favorable  comments  on  their 
work,  the  showing  of  this  machine  resulting 
in  a  great  deal  of  good  publicity  for  the  Ortho- 
phonic. 

Brunswick  sales  have  been  on  the  constant 
increase,  according  to  Edward  Herzog,  of  Ed- 
mund Gram,  Inc.  Mr.  Herzog  believes  that  in- 
dications of  future  business  in  the  Panatrope 
are  very  good. 

Plans  for  the  merging  of  the  Wisconsin  Radio 
Trade  Association  and  the  Wisconsin  Associa- 
tion of  Music  Merchants  have  been  dropped 


The  Wisconsin  Radio  Trade  Association  has 
invited  the  music  men  to  jqin  them  in  the  1927 
Radio  Exposition  and  to  make  a  radio  and 
music  show. 

Considerable  publicity  has  been  given  of  late 
to  the  fact  that  Wisconsin  is  a  leader  in  radio 
manufacture,  and  the  public  has  shown  great 
interest  in  the  facts  which  have  been  brought 
out  in  recent  surveys. 

The  Great  Lakes  Radio  Corp.  has  leased  the 
radio  department  of  the  Gether  Piano  Store,  and 
has  appointed  J.  E.  Banks  as  manager  of  the 


Cincinnati,  O.,  February  8. — An  enthusiastic 
get-together  sales  meeting  was  held  by  the  local 
branch  of  the  Brunswick-Balke-Collender  Co. 
the  evening  of  January  28.  This  was  for  the 
special  benefit  of  Brunswick  dealers  in  Greater 
Cincinnati,  w'hich  includes  suburbs  on  both  sides 
of  the  Ohio  River.  There  were  inspirational  ad- 
dresses by  J.  E.  Henderson,  local  manager;  O. 
P.  Harris,  of  Chicago,  special  representative  of 
the  company  in  this  territory,  and  other  speak- 
ers of  ability.  According  to  Mr.  Henderson  the 
demand  for  the  Panatrope  and  other  Bruns- 
wick products,  including  phonographs  and  rec- 
ords, is  increasing. 

Frank  Le  Fevre,  manager  of  the  Baldwin  Vic- 
trola  Shop,  has  adopted  a  plan  which  has  re- 
duced to  a  minimum  the  trouble  which  formerly 
arose  in  getting  the  money  for  records  that  had 
been  sent  out  on  approval,  in  connection  with 
the  purchase  of  a  new  talking  machine.  There- 
fore, after  each  machine  has  been  delivered  the 
purchaser  is  sent  a  letter  which  tells  how  many 
records  were  sent  on  approval.  If  a  certain 
number  of  records  were  contracted  for  at  the 
time  the  machine  was  bought,  and  if  a  larger 
number  of  records  were  sent,  to  give  the  cus- 
tomer a  chance  to  make  a  selection,  the  follow- 


department.  Mr.  Banks  is  a  radio  engineer  of 
experience  and  authority.  He  is  a  graduate  of 
Boston  Tech,  taking  Master's  work  at  Cor- 
nell University  and  further  studying  of  radio 
engineering  at  Columbia  University.  During  the 
Great  War  Mr.  Banks  was  a  radio  expert  in 
the  British  Air  forces  and  subsequently  in  the 
United  States  Air  Service.  The  Priess  radio 
is  featured  in  this  department. 

Announcement  has  been  made  that  the  J.  B. 
Bradford  Piano  Co.  will  close  its  branch  store 
located  on  the  South  side  of  the  city,  at  608 
Mitchell  street.  Stock,  fixtures  and  furniture 
are  being  offered  in  a  closing  sale.  The  store 
will  be  closed  about  March  1.  At  the  main 
store  of  the  company  it  was  said  that  the  new 
arrangement  would  allow  for  a  greater  concen- 
tration of  energy  on  the  store  which  is  located 
at  411  Broadway,  and  that  the  sales  force  of 
the  company  would  be  enlarged. 


ing  form  letter  is  mailed,  with  the  name  and 
salutation  filled  in: 

This  will   advise  you  that  the   

records  delivered  with  your  phonograph  on   

 are  on  approval  for  four  days.    It  is  your  privilege 

within  that  time  to  select  those  numbers  you  like  and  to 
return  any  that  you  do  not  like. 

Your  contract  with  us  provides  for  $   worth 

of  records,  to  be  paid  for  as  you  make  your  payments  on 
the  phonograph.    Any  records  in  excess  of  this  amount  not 

returned  to  us  by  will  be  charged  to  your 

regular  account,  and  will  be  payable  according  to  our 
usual  terms,  in  30  days  from  the  date  of  our  charge. 

If  no  records  are  included  in  the  contract,  but 
if  records  are  sent  on  approval,  the  following 
letter  is  sent  to  the  customer: 

This  will  advise  you  that  the    records 

delivered  with  your  phonograph,  on    1927, 

are  on  approval  for  four  days.  You  have  the  privilege 
within  that  time  of  selecting  those  numbers  you  like,  and 
returning  those  you  do  not  like. 

Any  records  not  returned  by    will  be 

charged  to  your  account,  and  will  be  payable,  according 
to  our  usual  terms,  in  30  days  from  date  of  charge. 

Morris  Fantle,  who  some  time  ago  opened  up 
a  service  shop  for  talking  machine  dealers  in 
connection  with  his  other  business,  has  just 
added  two  new  departments.  One  of  these  will 
be  devoted  to  radio  repair  service  and  the  other 
department  will  be  devoted  to  the  refinishing 
of  cabinets  for  dealers. 

The  Starr  Piano  Co.,  as  a  result  of  a  sales 
drive,  has  disposed  of  its  surplus  of  talking 
machines.  "Our  Gennett  Electrobeam  records, 
which  were  received  a  few  days  ago,  are  meet- 
ing with  approval,"  explained  W.  J.  Purnell.  E. 
1.  Pauling,  vice-president,  has  fully  recovered 
from  his  recent  operation  for  appendicitis  and 
is  once  more  back  at  his  desk.  Miss  Rosett 
KLenney,  formerly  of  Louisville,  has  been  added 
to  the  sales  force  in  the  record  department. 

At  the  Chubb-Steinberg  Music  Shop  a  splen- 
did business  was  reported  by  Ely  Steinberg. 
W  hile  Paul  Whiteman  and  his  famous  orches- 
tra were  here  at  Castle  Farm,  the  first  week  of 
February,  this  firm  took  advantage  of  the  oppor- 
tunity to  push  their  Victor  records.  Full-page 
advertisements  were  used  in  newspapers. 

Ford  &  Glenn,  famous  Columbia  recorders,  did 
a  stunt  here  the  latter  part  of  January  which 
attracted  a  lot  of  attention.  This  consisted  of 
broadcasting  from  the  sidewalk,  which  is  said 
to  be  the  first  time  this  was  ever  done.  Accord- 
ing to  Miss  Rose  Helberg,  local  manager  for 
the  Columbia  Phonograph  Co.,  the  comedy  act 
of  the  two  men,  together  with  the  newspaper 
comment  made,  did  a  great  deal  to  increase  the 
demand  for  records  they  have  made.  It  is  stated 
that  a  representative  of  the  Columbia  company 
will  be  in  this  city  the  last  two  weeks 
Of  February,  to  familiarize  the  trade  with 
the  Beethoven  Masterworks  Series.  The  Bee- 
thoven centennial  is  to  be  observed  March  20  to 
26,  and  naturally  this  will  do  much  to  stimulate 
the  demand  for  these  records. 


Investigate  This  New 

Two  Rate 

Trickle  Charger 


investigate  j 


List  Price  East  of  the 
Koekies — without  bulb — 


The  latest,  most  efficient  charger  of  its  kind  on  the  market. 

Two  charging  rates  may  be  obtained  by  simply  throwing 
the  Toggle  Switch  on  the  outside  of  the  charger. 

Delivers  Vi  ampere  and  V/2  amperes.  Uses  a  2  am- 
pere tungar  bulb  with  specially  designed  transformer. 

$11.00 

You  Need  This  Acme  Automatic  Control  Switch 

Entirely   automatic   in   its  operation. 

When  the  receiving  set  is  turned  on  the  Trickle  Charger 
is  automatically  disconnected  from  a  Hattery  and  B 
Power  Unit  is  connected  to  set.  When  set  is  turned  off, 
it  automatically  connects  the  Trickle  Charger  to  the  Stor- 
age Battery  and  starts  the  charge,  disconnecting  the  B 
Eliminator  from  the  set  and  line. 

This  switch  may  be  used  with  any  set  regardless  of  type 
of  charging  equipment.  Attractive  in  appearance.  Guar- 
anteed. 

C  c  ft  ft     Complete,  East 
"I  the  Rockies. 

Acme  Charging  Equipment  is  nationally  known  for  its 
excellent  performance. 

Ask  your  Jobber  or  turtle  us  for  complete  information  on  our 
entire  line  of  Acme  Charging  EquifmTnt. 

THE   ACME   ELECTRIC   and   MANUFACTURING  COMPANY 

14)8  Hamilton  Avenue  Cleveland,  Ohio 


Cincinnati  Brunswick  Dealers  Make 

Plans  at  Get-together  Sales  Meeting 

Brunswick  Officials  Speak  at  Meeting  of  Greater   Cincinnati   Music   Dealers — Appearances  of 
Recording  Artists  Stimulate  Record  Sales — Gennett  Records  Prove  Popular 
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AT  LAST 


LONG  DISTANCE 


TRADE     MARK  H&G 


RADIO 


QUALITY  and 
PERFORMANCE 

For  $100 


THE  QUALITY  GOES  IN  BEFORE  THE  NAME  GOES  ON 


6  TUBES  [FORUSEWITHl 


POWER  TUBES  J 

CONDENSERS  PERMANENTLY 
BALANCED    ON    ONE  SHAFT 


PRICE  (Less  Accessories)  $100 


4 

Full  Metal  Shielding 
1  Control  Knob  one) 

SINGLE  DIAL— SELF  LOGGING 
ELECTRICALLY  ILLUMINATED 
SENSITIVE— SELECTIVE 
COMPACT— POWERFUL 

Tested  by  the  same  Zenith  experts,  and  with 
the  same  care,  as  the  Zenith  DeLuxe  Models 
Priced  at  $650.  to  $2500. 


\T/^VTT7  I  The  only  complete  radio  line  on 
i\  KJ  W  ♦      ZENITH,  $100.  to  $2500.— Wire  or  i 


the  market — 
write  for  details. 


ZENITH  RADIO  CORPORATION  chicag™ 
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The  Big  Value  at 
a  New  Low  Price  I 

The  VICTROLA-RADIOLA 


Victrola-Radiola  7-3,  $325 

The  Victor  Company  has  reduced  the  list  price  of  the  Victrola  No.  7-3 
from  $375  to  $325.  This  affords  YOU  an  opportunity  for  additional  sales. 
Mr.  E.  E.  Shumaker,  President  of  the  Victor  Talking  Machine  Company, 
issued  a  statement  a  few  days  ago  that  the  VICTROLA-RADIOLA  sales 
for  1926  exceeded  $17,000,000. 

Are  You,  Mr.  Victor  Dealer,  getting  Your  Share  of  this  Big  Business? 

A  Prominent  Radio  Manufacturer  has  Compiled  the  Following  Statistics: 

63  PER  CENT  OF  HOMES  HAVE  AUTOMOBILES 

42  PER  CENT  HAVE  PHONOGRAPHS 

65  PER  CENT  HAVE  TELEPHONES 
55  PER  CENT  HAVE  ELECTRICITY 

22  PER  CENT  HAVE  RADIOS 

Consider  this,  Mr.  Victor  Dealer,  out  of  27,000,000  homes  in  the  United 
States— 21,000,000  have  no  radio— and— 15,660,000  HAVE  NO  PHONO- 
GRAPH. Surely,  a  fertile  field  for  you  to  demonstrate  a  VICTROLA- 
RADIOLA  No.  7-3. 

Our  service  department,  manned  by  experts,  makes  us  an  ideal 
distributor  from  whom  to  get  your  VICTROLA- RADIOL  AS 


Wholesa le  Distrihutors 

VICTROLAS  —  RADIO  —  ACCESSORIES 

DISTRIBUTING  CO.,  INC. 

New  York  City 


28  West  23rd  Street 
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Garryola  Executives  Keep 
in  Close  Touch  With  Trade 


Don  T.  Allen,  Vice-President  of  Company, 
Plans  Trip  to  Eastern  Centers — Geo.  T. 
Haugh  Home  From  Tour  of  Southeast 


The  importance  of  keeping  in  direct  personal 
touch  with  the  retail  and  wholesale  trade  is 
thoroughly  recognized  by  the  executives  of  the 
Carryola  Co.,  and  the  traveling  program  for  the 
next  few  months  will  keep  the  Carryola  execu- 
tives on  the  firing  line  continuously. 

Geo.  T.  Haugh,  sales  manager  of  the  com- 
pany, returned  recently  to  Milwaukee  from  an 
important  trip  to  the  Southeast.  He  is  now 
starting  on  a  trip  to  the  Pacific  Coast,  via 
Kansas  City,  Denver  and  other  trade  centers 
in  this  section  of  the  country,  returning  by  way 
of  Spokane,  Billings  and  the  Northwest. 

Don  T.  Allen,  vice-president  of  the  company, 
is  starting  on  a  trip  to  the  Eastern  centers  of 
distribution,  which  will  probably  consume  about 
two  weeks.  H.  Don  Leopold,  advertising  and 
sales  promotion  manager,  is  mapping  out  a 
schedule  which  will  include  frequent  visits  to 
important  trade  areas  in  the  mid-West.  E.  B. 
Conheim,  special  representative,  is  now  calling 
upon  dealers  in  St.  Louis  territory. 

Among  the  recent  visitors  to  the  Carryola 
executive  offices  in  Milwaukee  were  Gus  Blanc- 
and,  president  of  the  Southern  Aluminum  Co., 
New  Orleans,  La.;  Col.  H.  R.  Brokaw,  of  this 
organization,  and  C.  Midler  Jones,  secretary  of 
the  Aluminum  Specialty  Co.  These  visitors 
from  the  South  spent  practically  all  of  their 
time  in  the  Carryola  factories,  inspecting  the 
1927  line  and  completing  their  .plans  for  the 
merchandising  of  these  products  in  Southern 
territory.  The  companies  they  represent  arc 
recognized  as  among  the  largest  and  most  suc- 
cessful portable  phonograph  sales  organizations 
in  the  country,  and  they  are  marketing  Carry- 
ola products  exclusively. 


Court  Decision  Favors 

the  DeForest  Radio  Co. 


Federal  Judge  HughJJ.  Morris,  of  the  United 
States  District  Court  of  the  District  of  Dela- 
ware, recently  decided  in  favor  of  the  DeForest 
Radio  Co.  in  the  suit  brought  by  the  General 
Electric  Co.  for  alleged  infringement  of  the 
Coolidge  Patent  on  ductile  tungsten  filament  as 
used  in  radio  tubes  and  incandescent  lamps. 
This  case  was  instituted  in  1924. 

Judge  Morris,  in-  his  decision,  dismissed  the 
bill  of  complaint  filed  by  the  General  Electric 
Co.  and  decreed  the  Coolidge  Patent  invalid, 
holding  "the  ductibility  of  tungsten  to  be  an 
inherent  quality  and  therefore  not  patentable." 

The  DeForest  organization  looks  upon  the 
winning  of  this  important  suit  as  a  happy 
event  in  the  new  DeForest  history.  It  was 
only  several  weeks  ago  that  a  new  directorate 
was  elected  with  Powel  Crosley  as  president, 
and  Dr.  Lee  DeForest  as  vice-president  and 
chief  consulting  engineer.  At  that  time  some 
of  the  newspapers  throughout  the  country  in 
reporting  the  reorganization  inadvertently  re- 
ferred to  the  DeForest  position  as  one  of 
'  bankruptcy."  This  was  quite  erroneous  inas- 
much as  the  DeForest  Co.  had  been  operated 
by  trustees  through  a  receiver  in  equity. 


New  "B"  Power  Supply 

to  Be  Known  as  Pandora 


The  Brooklyn  Metal  Stamping  Corp.,  718  At- 
lantic avenue,  Brooklyn,  N.  Y.,  which  has  been 
an  active  factor  in  the  development  of  radio 
devices,  has  just  announced  a  new  "B"  power 
supply  which  is  being  marketed  under  the  trade 
name  "Pandora-"  This  "B"  eliminator  is  de- 
signed in  a  neat  metal  box  half  the  size  of  an 
ordinary  "B"  battery.  It  is  highly  efficient,  has 
no  hum  or  buzz  and  for  that  reason  is  available 


for  all  console  types  of  cabinets.  It  operates 
from  a  light  socket  without  the  use  of  tubes. 
It  is  being  marketed  in  three  types:  type  B 
for  sets  having  six  tubes,  type  M  for  all  stand- 
ard sets  and  type  S,  a  model  for  higher-pow- 
ered sets. 


G.  M.  Goldsmith  Is  Ad 

Director  of  Everybody's 


Cunningham  Announces 

Tube  Price  Reductions 


List  prices  on  the  Cunningham  CX  301-A  de- 
tector and  amplifier  and  the  CX  313  full-wave 
rectifier  tubes  have  been  reduced,  according  to 
an  announcement  to  the  trade  by  H.  H.  Frost, 
general  sales  manager  of  E.  T.  Cunningham, 
Inc.,  New  York.  CX  301-A,  formerly  $2  is  now 
$1.75  and  CX  313,  formerly  $6  is  now  $5. 

"We  are  glad  to  quote  these  reduced  prices 
because  the  radio  public  has  made  them  pos- 
sible," said  Mr.  Frost.  "Cunningham  tubes 
broke  all  sales  records  during  1926.  The  enor- 
mous demand  for  the  CX  301-A  has  made  pos- 
sible quantity  production. 


Philadelphia,  Pa.,  February  8. — Everybody's 
Talking  Machine  Co.,  maker  of  Honest  Quakei 
main  springs  and  talking  machine  repair  mate- 
rials and  also  distributor 
of  Okeh  records,  has  an- 
nounced the  appoint- 
m  e  n  t  of  George  M. 
Goldsmith  as  advertising- 
director  of  the  company. 
Mr.  Goldsmith  is  well 
qualified  for  this  impor- 
tant position  and  is  al- 
ready hard  at  work 
planning  for  the  adver- 
tising of  Honest  Quaker 
products  for  1927.  Mr. 
G.  M.  Goldsmith  Goldsmith  is  a  grad- 
uate of  Gettysburg  Academy  and  has  also 
attended  the  University  of  Pennsylvania.  His 
experience  in  the  field  has  been  extensive. 


Magnavox 

J  M  Cone  Speakers 


STANFORD  MODEL 

now  $23,50 

Reduced  from  $35 


CORNELL  MODEL 

now  $16 

Reduced  from  $22.50 


Big  price  reduction 
Bigger  selling  opportunities 

The  1926  success  of  Magnavox  Cone  Speakers  enables 
us  to  sell  them  in  larger  quantities  in  1927,  hence  lower 
prices — a  consistent  Magnavox  policy. 

These  two  models  will  be  continued.  They  have  the 
same  ear-value  and  eye-value  that  justified  our  1926 
prices — sales  will  multiply  at  the  new  prices.  They 
are  backed  by  strong  national  advertising.  You  can 
now  offer  your  customers  startling  value. 

W e  offer  an  exceptionally  favorable  proposition  in  Magna- 
vox Cone  speaker  units  and  Magnavox  circuit  chasses  for  in- 
corporation in  your  own  cabinet.    Write  for  full  information. 

The  Magnavox  Company 

General  Offices  and  Factory:  Oakland,  California 

Chicago  Sales  Office:  1315  South  Michigan  Avenue 
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Brunswick  Special  Representatives  Train 

Dealers  to  Sell  the  Company's  Products 

C.  T.  McKelvy,  Sales  Promotion  Manager  of  Phonograph  Division  of  Brunswick  Co.,  Gives 
Requisites  for  Dealer's  Success  and  Tells  How  Company  Is  Aiding  Its  Retailers 


"The  music  merchant  must  either  go  for- 
ward or  backward — he  can't  stand  still,  and 
even  to  remain  where  he  is  he  must  run  like — " 
said  C.  T.  McKelvy,  sales  promotion  manager 
of  the  phonograph  division  of  the  Brunswick- 


C.  T.  McKelvy 

Balke-Collender  Co.,  Chicago.  "Nothing  is 
more  disheartening  to  us  all  than  to  see  a  once 
prosperous  music  account  gradually  drop  out 
of  the  picture  because  the  manager  or  owner 
of  the  business  is  •  satisfied. 

"There  is  more  business  being  done  to-day 
than  ever  before,  but  competition   is  keener, 


this  intensive  effort  is  put  in  effect  on  the  out- 
side the  music  merchant  will  begin  to  share 
proportionately  with  the  automobile,  electric 
refrigeration,  real  estate,  insurance  and  many 
others.  The  turnover  of  the  dollar  is  on  the 
outside,  not  on  the  in- 
side of  the  store. 

"The     a  u  t  o  m  obile, 
e  1  e  c  trie  refrigeration, 
sewing    machine,  etc., 
represent    the  fellows 
on     the     outside,  not 
looking  in  but  cashing 
in.     The  music  dealer 
who  refuses  to  throw 
his  intensified  effort  in 
the    form    of    trained      Sydney  Schwartz 
salesmen  into  the  outside  selling  field  represents 
the  fellow  on  the  inside,  not  looking  out  but 
out  in  the  field  selling. 

"The  Brunswick  Panatrope  is  not  a  phono- 
graph, and  the  order-taking  methods  used  in 
selling  $75,  $100  and  $150  units  must  be  dis- 
carded for  bigger  and  better  selling  methods 
which  are  absolutely  essential  in  selling  a  musi- 
cal instrument  such  as 
the  Brunswick  Pana- 
trope. 

"Do  you  remember 
how  the  United  States 
spread  cantonments  all 
over  the  country  at  a 
cost  of  millions  of  dol- 
lars prior  to  sending 
men  to  France?  Men 
had  to  be  trained  in 
order  that  they  might  O.  P.  Harris 

hold  their  own  on  the  battlefield  with  trained 
men  of  other  nations.  The  selling  field  to-day- 
is  the  battle  ground  and  if  automobile  salesmen, 
electric  refrigeration  salesmen,  cash  register 
salesmen,  electrical  appliance  salesmen,  insur- 
ance men,  real  estate  men,  etc.,  are  trained  and 
out  in  the  field  participating  in  the  turnover  of 


W.  J.  Lorenzo  Ralph 

and  there  are  more  salesmen  on  the  firing  line 
— salesmen  not  only  interested  in  selling  musi- 
cal products,  but  salesmen  selling  everything 
from  toothbrushes  to  steamships,  and  naturally- 
more  fellows  are  participating  in  the  division 
of  every  dollar  spent. 

"Outside  selling  is  paramount  to  the  music 
dealer's  success  to-day,  and  aggressive  outside 
effort  employing  trained  men  must  be  placed 
in  effect  by  representative  music  merchants 
throughout  the  country  at  once.    As  soon  as 

MICA 
DIAPHRAGMS 

Immediate  delivery — all  gizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 

B^fnTiM  PHILADELPHIA,  PA.  Fllaa»t"V»IU. 


Hooke  R.  T.  Devlin 

the  dollar,  isn't  it  only  reasonable  to  believe 
that  before  musical  instrument  salesmen  can 
compete  intelligently  and  successfully  they,  too, 
must  be  trained? 

"Any  individual  can  walk  into  the  music  mer- 
chant's store  to-day  and  say,  'I  am  a  salesman'. 
The  music  merchant  takes  him  at  his  word  and 
employs  him.  This  m:in  works  for  two  or  three 
weeks  (in  his  way)  on  a  small  drawing  account 
or  some  other  arrangement,  then  quits.  How 
much  money  have  you  lost  on  jiist  such  men? 

"The  music  industry  needs  new  blood.  We 
need  high-type  men — men  who  are  capable  of 
selling  a  high-priced  unit — men  who  are  ca- 
pable of  approaching  the  class  of  people  who 
are  financially  able  to  purchase  a  $700  or  a 
$2,700  unit.  Such  men  cannot  be  picked  at 
random,  and  it  is  only  by  a  constructive  sales- 
building  program  that  music  dealers  will  have 
such  men  at  their  disposal. 

"The  Brunswick  Co.  offers  to  its  dealers  a 
Brunswick  Panatrope  Salesmanship  Course  of 
training,  prepared  by  men  who  have  made  a 
life  study  of  selling.  This  constructive  course 
has  been  gotten  up  in  a  simple  readable  form. 


and  the  course  is  being  conducted  by  the  Busi- 
ness Training  Corp.  of  New  York.  The  course 
does  not  deal  in  theoretical  selling  or  general- 
ities, but  with  the  actual  product  which  the 
dealer  has  to  sell,  and  the  various  units  of  the 
course  are  retained  by  sales  people  as  a  perma- 
nent, tangible,  ready  reference. 

"The  gentlemen  whose  pictures  appear  on 
this  page  are  trained  men — trained  by  the 
Brunswick  Co.  for  the  purpose  of  rendering  as- 
sistance to  music  dealers  interested  in  the  sale 
of  Brunswick  products — not  to  sell  an  order  to 
the  music  dealer,  thank  him  for  the  order,  and 
leave,  but — to  pass  on  a  constructive  sales  pro- 
gram to  the  music  dealer.  The  special  repre- 
sentative of  the  Brunswick  Co.  stays  right  with 
the  dealer  until  this  program  is  developed  to 
such  a  point  where  it  can  be  successfully  car- 
ried out  by  the  dealer's  sales  people. 

"The  special  representative  of  the  Brunswick 
Co.  is  in  a  position  to  address  public  audiences, 
educate  retail  sales  people,  and  to  discuss  in- 
telligently any-  problems  confronting  the  music 
merchant  to-day. 

"The  following  subjects  represent  the  ma- 
terial upon  which  the  special  representative's 
work  is  based:  Contact  with  public;  demon- 
stration— fit  the  musical  mind;  solution  of  trade- 
in  problem;  environment;  the  music  merchant 
and  radio;  the  piano  salesman;  floor  selling;  rec- 
ord selling;  outside  selling;  window-selling;  ad- 
vertising; telephone  salesmanship;  policy  and 
service;  the  dealer  as  a  public  servant. 

"During  the  past  year  our  experience  has  con- 
vinced us  that  the  problem  confronting  the 
music  industry  to-day  is  man-power,  but  before 
man-power  can  be  developed,  the  music  mer- 
chant must  get  interested  in  the  music  business. 

"There  is  not  a  finer  or  better  business  than 
the  music  business,  but  a  great  many  music 
merchants  have  drifted  into  a  rut,  lost  interest 
and  have  become  a  lot  of  order-takers,  simply- 
catering  to  public  demand. 

"Get  interested  in  the  music  business,  Mr. 
Music  Dealer,  or  get  out  and  get  into  some 
other  business  more  interesting  to  you.  Order- 
takers  are  through.  Discuss  your  problems 
with  one  of  those  special  representatives.  Be 
receptive  to  new  ideas  and  plans.  Let's  keep 
the  music  industry-  apace  with  manufacturers 
in  other  lines." 


A.  M„  Blackman  a  Benedict 


Albert  M.  Blackman,  son  of  T.  Newcomb 
Blackman,  president  of  the  Blackman  Dis- 
tributing Co.,  New  York  City,  Victor  and  radio 
distributor,  was  married  on  January  27  to  Miss 
Charlotte  Hudson  Barck,  daughter  of  Mr.  and 
Mrs.  C.  Albert  Barck,  New  Rochelle,  N.  Y. 
The  Rev.  Dr.  Robert  Gardner  McGregor,  pas- 
tor of  the  North  Avenue  Presbyterian  Church, 
New  Rochelle,  performed  the  ceremony  at  the 
church,  which  was  followed  by  a  reception  in 
the  church  house.  T.  Newcomb  Blackman 
served  as  best  man  and  among  the  ushers  were 
Robert  Kantor  Fagan,  Earl  Backe,  Edgar 
Palmer  and  August  Saltzman. 

The  bride  is  a  graduate  of  Miss  Beard's 
School,  East  Orange,  N.  J.  Mr.  Blackman  is 
a  graduate  of  the  University  of  Pennsylvania 
and  is  associated  with  the  Blackman  Distribut- 
ing Co.,  where  he  is  acquiring  an  intimate 
knowledge  of  the  company's  extensive  activities. 
Vfter  a  trip  to  Quebec  and  Montreal,  Canada. 
Mr.  and  Mrs.  Blackman  will  reside  in  New 
Rochelle. 


The  Period  Phonograph  Co.,  New  York,  was 
recently  incorporated  at  Albany  with  a  capital 
stock  of  $25,000  and  F.  Boetschm  and  F.  Winter 
are  the  incorporators. 


COTTON  FLOCKS 

Air  floated,  ill  injurioua  foreign  matter  eliminated 
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Portable  Phono  graphs 


j         Tj  ^Jhe  Sensation  of  the  |t 
I  Vhnno&ranh  World  in  I 


Price  $3000 

Slightly  higher  in 
Far  West  and  South 


GianTone  is  built  under  the  same  rigid 
specifications  that  made  the  Gypsy 
and  Aristocrat  successes  in  the  port- 
able field.  The  same  high  degree  of 
quality  materials  and  skillful  work- 
manship are  embodied  in  all  Caswell 
models. 


Ohe  Sensation  of  the 
Thonograph  World  in 

Volume 
Tone 
Value 


GianTone,  the  super  portable,  the  sen- 
sation of  the  phonograph  world, 
rivals  the  console. 

No  console  phonograph  reproduces  in 
volume  and  beauty  of  tone  more  ex- 
actingly  than  does  the  GianTone. 

For  GianTone  re-creates  in  an  amaz- 
ing way  the  natural  beauty  of  tone, 
with  a  volume  heretofore  striven  for, 
but  which  Caswell  only  successfully 
achieved. 

A  rare  treat  is  in  store  for  you  when 
you  first  hear  the  GianTone.  Then 
only  will  you  fully  realize  its  true 
value — its  merchandising  value. 

True  to  the  traditions  of  the  past, 
Caswell  continues  to  build  on  its 
original  policy  of  liberal,  fair,  square 
dealing. 

Jobbers  and  Dealers — For  permanency 
build  with  Caswell.    Write  or  wire  for 
your  sample  GianTone 


ELL 


Portable  Phonographs  of  distinction 

Milwaukee ,  U.S.A. 
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Brunswick  Co.'s  Broadcasting  Activ- 
ities Aid  Twin  Cities  Music  Trade 

Broadcasts  by  Chicago  Civic  Opera  Co.  and  Other  Organizations  Have  Been  of  Material  Assist- 
ance in  Stimulating  Brunswick  Sales — Columbia  Records  Selling  Well — Other  News 


St.  Paul  and  Minneapolis,  Minn.,  February  7. 
— Columbia  records  are  going  great,  says  Mrs. 
Helen  D.  Beggs,  manager  of  the  Minneapolis 
Columbia  headquarters.  Ray  Covert,  the  pop- 
ular Minneapolis  tenor,  has  made  his  first 
Columbia  recording,  "Pretty  Lips,"  and  pres- 
ent indications  are  for  a  big  demand.  The 
Lagoon  Theatre,  where  Covert  sings,  is  giving 
the  record  wonderful  publicity.  A  picture  of 
the  record  is  thrown  on  the  screen,  while  the 
spotlight  is  turned  on  a  Columbia  Viva-tonal, 
which  plays  the '  song.  Bob  Brose's  Orchestra 
finishes  the  piece  with  the  Viva-tonal. 

A  large  volume  of  sales  of  portables  is  noted 
at  Columbia  headquarters.  These  instruments 
come  in  two  styles:  the  Columbia  at  $40  and 
the  Harmony  at  $25. 

Morton  Sherdahl,  who  recently  made  his 
debut  as  a  Columbia  recording  artist  with  a 
Swedish  record,  was  at  the  Hennipin  Orpheum 
the  week  of  February  6  and  dealers  staged 
very  effective  tie-ups. 

A.  J.  Heath,  manager  of  the  Northwest  dis- 
trict, was  at  the  Columbia  office  the  past  week. 
Profiting  by  Brunswick  Publicity 

Brunswick  dealers  are  enjoying  the  results 
of  the  splendid  publicity  given  the  Brunswick 
line  by  the  recent  radio  events.  The  two  con- 
certs from  Chicago  when  the  Chicago  Civic 
Opera  Company  broadcast  on  January  21  an 
act  from  "Faust"  and  on  January  28  a  part  of 
"II  Trovatore"  were  received  with  enthusiasm. 
On  January  24  the  Symphony  Orchestra  of 
Minneapolis,  exclusive  Brunswick  recorders, 
gave  a  radio  concert  that  was  one  of  the  big 
events  of  the  year.  All  eighty-five  members 
played  under  the  direction  of  Henri  Verbruggen 
and  unlimited  pains  had  been  taken  to  make  the 
broadcasting  as  perfect  as  possible.  The  direc- 
tor gave  an  explanatory  talk  preceding  the  num- 
bers. The  concert  was  made  possible  by  the 
Dayton  Co.,  the  big  Minneapolis  department 
store,  which  is  celebrating  its  silver  anniversary. 
The  Minneapolis  Symphony  Orchestra  is  now 
on  a  6,000-mile  tour  which  will  undoubtedly 
benefit  Brunswick  dealers  in  the  places  visited. 

Robert  T.  Devlin,  special  representative  of 
the  Brunswick  Co.,  has  been  visting  the  Twin 
City  dealers  this  week. 

William  J.  Collins,  vice-president  of  the  Cable 
Piano  Co.,  left  on  a  trip  to  Miami  on  January 
29.  He  will  visit  Mr.  and  Mrs.  Neil  Schu- 
macker,  who  formerly  lived  in  Minneapolis 
when  Mr.  Schumacker  was  with  the  Cable 
organization. 

George  Harms  Piano  Co.,  of  Aberdeen,  S.  D., 
will  open  its  splendid  new  store,  featuring  the 
Brunswick  line,  some  time  in  February. 
Heavy  Ordering  of  Victor  Products 

At  the  George  C.  Beckwith  Co.,  Victor  head- 
quarters, the  orders  have  bettered  anticipation 
on  the  higher-priced  instruments.  The  smaller 
types  are  moving  in  such  quantities  that  the 
shipping  room  is  a  little  better  able  to  supply 
the  demand.  The  national  advertising  cam- 
paign on  the  Orthophonic  record  has  resulted 
in  a  big  demand  here.  The  street  car  cards 
have  been  especially  commented  upon. 


Two  notable  Victor  artists  whom  the  Twin 
Cities  have  enjoyed  recently  were  Pablo  Casals, 
world's  premier  'cellist,  who  played  with  the 
Minneapolis  Symphony  Orchestra,  and  Feodor 
Chaliapin,  who  brought  his  opera,  "The  Barber 
of  Seville,"  here  on  January  28. 

Recent  visitors  to  Victor  headquarters  in- 
cluded A.  C.  Hayes,  of  J.  J.  Hayes  &  Son,  Aus- 
tin, Minn.;  W.  B.  Hall,  of  the  Hall  Music 
House,  Brainerd,  Minn.,  and  H.  E.  Week,  of 
Spring  Valley. 

R.  C.  Coleman,  manager  of  the  radio  division 
of  the  Beckwith  Co.,  finds  a  parallel  demand 
in  radio  for  the  higher-priced  models.  The 
smaller  towns  in  the  Northwest  are  ordering 
$400  instruments  quite  consistently. 

Ortho-sonic  representatives  report  the  Mon- 
tana territory  in  an  especially  fine  condition 
and  many  orders  are  coming  in  from  there  to 
prove  it.  The  market  is  crowded  with  pur- 
chasers of  socket  powers  and  eliminators.  Mr- 
Coleman  says  the  Sandar  line,  for  which  the 
Beckwith  Co.  recently  became  Northwest  dis- 
tributor, is  going  very  well  for  its  short  term 
in  the  trade  here. 

The  Victor  booth  at  the  Auto  Show  is  in  an 
advantageous  position  and  thousands  will  pass 
and  stop  before  the  display  of  Orthophonic 
machines,  Electrolas,  Federal  Ortho-sonic  and 
Mohawk  radio. 

Big  Sales  Drive  a  Success 

In  spite  of  the  extreme  cold  the  Foster  & 
Waldo  sale  that  marked  the  expiration  of  their 
lease  on  the  old  store  was  unquestionably  the 
largest  in  the  country  and  in  the  world.  It 
double  discounted  all  predictions.  Over  2,500 
instruments  were  sold  and  every  used  piano  in 
stock  was  disposed  of.  Music  people  from  New 
York  and  Chicago  and  other  points  were  here 
to  observe  the  sale.  Over  $20,000  was  spent 
in  the  month  for  advertising. 

Foster  &  Waldo  will  now  do  business  entirely 
from  their  beautiful  new  store.  April  will  mark 
the  fiftieth  anniversary  of  this  well-known  firm's 
establishment. 

Advertising  Gets  Results 

The  Metropolitan  Music  Co.  is  enjoying  the 
fruits  of  a  series  of  advertisements  which  are 
called  "The  Bargain  for  To-day."  The  high 
standard  of  Metropolitan  goods,  the  firm's  busi- 
ness integrity  and  advertising  truthfulness  have 
been  conducive  to  a  gratifying  response. 
Stromberg-Carlson,  RCA  and  Atwater  Kent 
units  are  going  very  well  at  the  Metropolitan 
Co.  The  sale  of  records  is  fair  and  the  sheet 
music  department  is  doing  an  average  volume 
of  business. 

J.  T.  Sayward,  of  the  Aeolian  Co.,  was  a 
visitor  to  the  Metropolitan  offices  and  was  fol- 
lowed by  G.  E.  Mansfield,  of  the  Kurtzman  Co., 
who  is  on  his  way  to  the  Coast. 


The  Cable  Piano  Co.  recently  featured  the 
Brunswick  records  of  Newman  travel  talks  in  its 
Toledo,  O.,  store  window  displays.  The  attrac- 
tive presentation  of  these  recordings  resulted 
in  a  decided  increase  in  sales  and  heightened 
consumer  interest. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Lmt    ub    figurm    on    your  rmquirummntt 

MADE  BY 

PLYWOOD  CORPORATION,       Goldsboro,  N.  C. 

Mill,  in  V...  N.  C.  and  S.  C. 


Get  Rid  of  that 

NASAL  TWANG 

on  Your  Phonograph 

This  remarkable  reproducer, 
with  its  patented  Double  Ac- 
tion, gives  sounds  t  he  natural- 
ness, warmth  of  color,  rhythm 
and  twanglessexpression  of  the 
original  tones.  Makes  old  ma-  m 
chines  rival  New  Models.  M 


THE 


RESURRECTONE 


;.TRAOimAnie  registered 


Improve  your  ma- 
chine—make  it  sweet, 
clear,  natural.  Satis- 
faction guaranteed,  or 
money  refunded-five 
days  free  trial.  $7.50 
only.Fits  any  machine 
— state  make.  Send  to 
Hotf  ay  Phonograph  Co. 
145  East  92nd  Street 
New  York  City 
or  at  your  Dealer. 


©  1927— Patented  in  U.  S. 
Distributors  wanted. 


DOUBLE 

ACTION 

on  Rephonle 
Diaphragm 

DOUBLE 
QUALITY 


A.  and  Foreign  Countries 
Export  a  Specialty. 


Boyd  Senter  Becomes 

Exclusive  Okeh  Artist 


Famous  Clarinet  Player  to  Record  Only  for 
Okeh  Phonograph  Corp. — National  Campaign 
Planned  to  Feature  His  Records 


The  Okeh  Phonograph  Corp.,  New  York,  an- 
nounced recently  that  Boyd  Senter,  who  is  con- 
sidered one  of  the  finest  clarinet  players  in  the 
country,  had  signed  an   exclusive  Okeh  con- 


Boyd  Senter 

tract.  Mr.  Senter  has  achieved  country-wide 
popularity  and  in  his  role  as  a  featured  star 
with  Publix  Units  has  won  the  enthusiastic 
praise  of  the  public  and  clarinet  enthusiasts. 

A  distinguishing  feature  of  Mr.  Senter's  Okeh 
records  will  be  accompaniments  by  Eddie 
Lang,  who  is  considered  one  of  the  most  ca- 
pable guitar  players  in  America.  The  Okeh 
records  made  by  these  two  artists  during  the 
next  few  years  will  not  be  duplicated  by  any 
similar  combination  of  players. 

The  Okeh  Phonograph  Corp.  is  already  mak- 
ing plans  for  an  intensive  publicity  campaign 
featuring  Boyd  Senter's  records,  and  the  fact 
that  Mr.  Senter  was  one  of  the  outstanding 
artists  in  the  recent  presentation  of  "Opera  vs. 
Jazz"  at  the  Paramount  Theatre  in  New  York 
will  be  featured  in  the  exploitation  of  the 
records. 


The  M.  O'Neil  Co.,  Akron,  O.,  plans  the  erec- 
tion of  a  new  modern  department  store  of  six 
floors  and  basement,  with  a  patrons'  garage. 
It  is  expected  that  building  operations  will  be 
started  in  the  Spring.  Plans  call  for  the  ex- 
pansion of  the  talking  machine  and  piano  de- 
partments. 
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An  Automatic  Phonograph 

The  only  one  in  the  world  that  plays  ten  10  or  12  inch  records 
continuously  or  a  predetermined  number  of  records  and  stops 


After  playing  the  ten  rec- 
ords it  restores  them  to  the 
original  position  and  repeats 
the  process  until  the  current 
is  turned  off. 

In  spite  of  this  mechanical 
action  that  is  almost  human, 
it  is  fool-proof,  simple  and 
compact  and  will  fit  in  any 
ordinary  sized  cabinet. 

It  is  the  only  practical  auto- 
matic and  continuous  pho- 
nograph built  for  home  use. 


The  Deca-Disc  will  revolutionize  the  phonograph  industry.  It  will 
do  what  the  self-starter  has  done  to  the  automobile  and  at  the  same 
time  will  increase  record  sales. 

Remember,  Mr.  Dealer,  your  customers  are  no  more  willing  to  wind 
the  phonograph  every  three  minutes  and  change  the  record  than 
they  were  to  crank  their  automobile  each  time  they  started  it. 

DEALERS  AND  JOBBERS 

A  number  of  districts  have  been  atvarded.  Write 
tO'day  for  full  particulars  and  territory  assignment 


r 


DECA-DISC  PHONOGRAPH  CO. 

WAYNESBORO  PENNSYLVANIA 
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"B"  Eliminator 

TESTING 
Problem  Solved 


THE  enormous  popularity  of  the  "B" 
Eliminator  has  presented  new  prob- 
lems of  servicing  to  the  dealer.  Hereto- 
fore instruments  offered  for  testing  "B" 
Eliminators  have  been  confined  to  the 
professional's  kit. 

It  is  estimated  that  much  of  the  dealer's 
after-sales  servicing  on  "B"  Eliminators 
comes  from  customers  who  have  tried  to 
read  "B"  Eliminator  voltage  with  their 
"B"  battery  voltmeter. 

For  the  simple  voltmeter  used  for  test- 
ing "B"  batteries  cannot  be  used  for  test- 
ing increased  power  delivered  by  the  "B" 
Eliminator. 

To  meet  this  latest  problem,  Sterling  has 
introduced  the  new  High  Resistance 
voltmeter  designed  to  test  "B"  Elimina- 
tors as  well  as  "B"  batteries  and  other 
D.  C.  circuits.  This  new  voltmeter  is  an 
essential  part  of  your  business;  it  enables 
you  to  show  your  customers  the  exact 
voltage  of  any  "B"  Eliminator  under  all 
conditions.  It  is  also  a  splendid  selling 
line,  for  the  majority  of  your  "B"  Elimi- 
nator customers  will  want  to  possess  one 
of  these  universally  useful  voltmeters  for 
testing  their  "B"  Eliminators  at  home. 

On  your  ability  to  answer  these  questions 
may  rest  the  success  or  failure  of  a  "B" 
Eliminator  sale 

Will  the  "B"  Eliminator  actually  deliver 
the  total  voltage  needed  for  your  cus- 
tomer's set? 

Is  this  voltage  properly  adjusted  so  that 
detector,  intermediate  and  power  tubes 
are  getting  just  the  right  amount  which 
they  should  have? 

Have  your  customers  made  the  mistake 
of  trying  to  test  a  "B"  Eliminator  with 
a  voltmeter  which  was  intended  for 
testing  batteries  only? 
Are  your  customers  using  too  much  volt- 
age, thus  overloading  and  shortening  the 
life  of  their  tubes? 

Only  a  high  resistance  voltmeter  will 
enable  you  to  answer  all  these  vital  ques- 
tions; and  never  before  has  such  a  meter 
as  this  new  Sterling  R-415  been  avail- 
able to  the  public  and  the  trade. 

Unless  you  have  the  professional  R-410 
"B"  power  tester  you  can  not  afford  to 
be  without  this  meter  for  store  Elimi- 
nator demonstration  and  service  calls. 


3 

R-415  VOLTMETER 

A  laboratory  meter  at  this 
remarkably  low  list  price  of 

$8.50 

THE  STERLING  MFG.  CO. 

2831  Prospect  Ave.  Cleveland,  O. 


Music  to  Minimize  the 

Shock  of  an  Operation 

Specially  Designed  Device  With  Earphones,  In- 
vented by  Maximilian  Weil,  Head  of  the 
Audak  Co.,  Successfully  Used  in  Hospital 


American  Bosch  Announces 
Two  New  Cruiser  Models 


Due  to  an  especially  designed  device  with 
earphones,  an  invention  of  Maximilian  Weil, 
well-known  acoustical  scientist  and  head  of  the 
Audak  Co.,  music  has  been  successfully  em- 
ployed at  St.  Mark's  Hospital,  New  York,  dur- 
ing the  past  month  to  minimize  the  "psychic 
shock"  experienced  by  adults  while  undergoing 
operations  performed  under  spinal  anaesthesia. 

Henry  E.  Meeker,  president  of  St.  Mark's  Hos- 
pital, in  an  interview  with  reporters,  said:  "The 
value  of  the  musical  operation  was  first  proved 
in  distracting  the  attention  of  children  having 
their  tonsils  and  adenoids  removed.  Later  it 
was  tried  out  on  adults  who  were  forced  to  un- 
dergo operations  without  the  aid  of  ether  be- 
cause of  weak  heart  or  lungs.  Music  was  found 
extremely  effective  in  diverting  their  thoughts 
from  the  operation. 

Using  the  equipment  of  Maximilian  Weil  a 
"musical  operation"  was  recently  performed  by 
Dr.  J.  S.  Bresnahan  and  an  assistant.  In  this 
operation  an  earphone  device  was  used,  the 
phonograph  sounds  being  transmitted  to  the 
patient.  The  records  were  played  in  a  room 
one  hundred  feet  distant  and  were  inaudible  to 
the  operating  surgeon. 

Air.  Wreil's  device  is  on  the  same  basis  with 
slight  improvements  that  were  found  so  suc- 
cessful in  the  Audak  record  demonstrators 
which  prior  to  electric  recordings  were  popular 
everywhere.  There  is  a  headpiece  in  which  a 
system  of  electro-magnets  is  arranged  similar 
to  a  radio  receiving  set.  From  this  a  trans- 
mitting wire  is  extended  down  the  corridor  to 
the  room  where  the  phonograph  is  being  played. 
Thus  none  others  but  the  patient  hear  the  music 
nor  is  there  any  danger  of  dust  from  the  record 
in  the  operating  chamber. 

Music  has  long  been  known  to  have  curative 
value,  the   National  Association   for   Music  in 
Hospitals  having  given  ten  thousand  musical 
programs  in  hospitals  during  the  past  year. 
I  

Fifth  Salon  de  la  Musique 
in  Paris  From  May  14  to  29 

The  fifth  annual  Salon  de  la  Musique  will 
take  place  from  May  14  to  29,  at  the  Paris 
Fair,  which  will  be  held  at  the  Pare  des  Foires 
et  Expositions,  Paris,  France.  This  event  is 
each  year  growing  in  importance  and  is  at- 
tracting manufacturers  and  dealers  from  all 
countries.  Because  of  the  international  charac- 
ter of  the  Paris  Fair,  it  is  expected  that 
exhibitors  from  many  countries  will  participate. 
At  the  1927  exposition  there  will  be  a  number 
of  closed  booths,  so  that  exhibitors  will  have 
better  acoustical  conditions  under  which  they 
can  demonstrate  their  products. 

The  space  to  be  occupied  by  the  Salon  de 
la  Musique  will  be  greater  this  year  than  at 
any  other  time,  to  meet  the  requirements  of 
the  increasing  number  of  exhibitors,  contracts 
received  making  certain  the  larger  space. 


Perryman  Electric  Go. 

Reduces  Prices  of  Tubes 


A  reduction  in  the  list  price  of  certain  types 
of  Perryman  tubes  has  been  announced  by  the 
Perryman  Electric  Co.,  Inc.,  New  York.  RH 
201-A  formerly  listed  at  $2  is  now  $1.75,  and 
PR  213  formerly  $6  is  now  $5.  H.  B.  Foster, 
general  sales  manager  of  the  Perryman  organ- 
ization, stated  that  his  company  is  enjoying  a 
successful  season  and  the  demand  for  Perryman 
lubes  has  been  most  gratifying.  Plans  are  now 
under  way  which  provide  for  increased  manu- 
facturing and  production  efficiency,  according 
to  Mr,  Foster. 


Imperial  Cruiser,  a  Cabinet  Type  Receiver,  and 
the  Royal  Cruiser,  a  Table  Model,  Are  New 
Additions  to  Bosch  Line 


The  Imperial  Cruiser,  a  cabinet  type  receiver 
of  unusual  design,  and  the  Royal  Cruiser,  a 
table  model,  are  recent  additions  to  the  radio 


Imperial  Cruiser  Cabinet  Receiver 

products  of  the  American  Bosch  Magneto  Corp., 
Springfield,  Mass.  They  are  illustrated  here- 
with. The  colonial  style  of  the  Imperial 
Cruiser  was  designed  to  express  the  beauty 
which  exists  in  simplicity  of  design.  When 
closed,  this  new  Bosch  receiver  appears  as  art 
artistic  cabinet.    Two   full-length   doors  open 


Royal  Cruiser  Table  Model 

to  disclose  the  simplified  radio  control  at  chair- 
arm  height,  thus  assuring  comfortable  opera- 
tion. A  removable  panel  gives  access  to  all 
batteries  and  power  units.  The  Imperial 
Cruiser,  which  is  a  five-tube  receiver  with  uni- 
fied control,  is  sold  complete  with  the  Library 
Ambotone  reproducer. 

The  Royal  Cruiser  has  the  well-known  Bosch 
Cruiser  chassis,  with  five  tubes  and  unified  con- 
trol, in  a  cabinet  of  selected  walnut,  and  is 
artistically  high-lighted.  It  provides  single-dial 
simplicity  of  operation. 


Eckharmonic  Folder  Issued 


An  attractive  new  folder  has  been  issued  on 
the  Eckharmonic  radio  by  the  Eckhardt  Corp., 
Philadelphia,  Pa.  This  folder,  which  is  de- 
signed to  convey  quality  atmosphere,  is  a  par- 
ticularly attractive  piece  of  literature  and  sets 
forth  in  interesting  detail  the  many  distinctive 
points  of  the  Eckharmonic  radio.  On  one  page 
of  the  folder  is  a  statement  regarding  the  qual- 
ity of  the  Eckharmonic  signed  by  Walter  I.. 
Eckhardt,  president  of  the  company. 
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The  Oro-Tone  Co.  is  the 
largest  exclusive  manufactur- 
er of  tone  arms  and  repro- 
ducers in  the  ivorld. 

THINK  IT  OVER 


All  Oro-Tonc  products  are 
fabricated  from  the  raw  ma- 
terial into  the  finished  product 
in  our  ozvn  factory. 

WORTH  THINKING 
OVER! 


The  No.  90  Military  Oro- 
Phone,  xvlien  used  in 
connection  with  the  nezv 
P-l  lone  arm.  presents 
(he  ultimate  in  musical 
reproduction. 


Newest  ORO-TONE  Achievement 

the  D'l  FulLCurved  Type  Tone  Arm  I 


New  and  graceful  in  design — capable  and 
true  in  transmitting  reproduced  music! 

This  newest  ORO-TONE  product  is  a 
superior  replacement  tone  arm.  It  pos- 
sesses features  that  not  only  assure  rich, 
full-toned  music,  but  also  guarantee  easy 
selling  and  rapid  profit-bringing  turnover. 

It  is  of  large  size,  with  walls  of  heavy 
brass  uniformly  thick.  This  construction, 
plus  the  airtight  assembly  throughout, 
absolutely  prevents  loss  of  sound  and  tone 
values!  A  double  row  of  ball-bearings  in 
the  base  prevents  tipping  or  binding,  and 
assures  permanency  of  operation.  Can  be 
supplied  in  10^4  inch  length  only. 


Using  the  D-l  tone  arm  in  combination 
with  the  No.  90  Military  Oro-Phone  repro- 
ducer, enables  you  to  guarantee  the  ulti- 
mate in  reproduced  music  to  your  trade. 
Every  note — as  loudly  or  as  softly  as  you 
wish — can  be  reproduced  with  utmost  fidel- 
ity. Thousands  of  old-style  phonographs 
in  your  city  need  this  combination  to  suc- 
cessfully reproduce  the  new  electrically 
recorded  records. 

Take  advantage  of  this  great  sales  oppor- 
tunity! Demonstrate  this  fine  new  tone 
arm — it  is  a  quick  profit-maker.  Stock  it 
now!  Details  mailed  immediately  upon 
request. 


MANUFACTURERS  and  JOBBERS:  Write  for  Samples  and  Prices. 

THE  ORO-TONE  COMPANY 

1010  George  Street      Chicago,  Illinois,  U.S.A. 


0  for  a  better  tone 


THE    TALKING    MACHINE  WORLD 


February  15,  1927 


Tie-ups  With  Nation-wide  Broadcasts 

Aid  Kansas  City  Music  and  Radio  Trade 

Dealers  Take  Advantage  of  Opportunity  to  Demonstrate  Combination  Instruments — Also  Aids 
Record  Sales — Business  for  the  Past  Month  Has  Been  Normal 


Kansas  City.  Mo.,  February  8. — Talking  ma- 
chine demand  in  Kansas  City  during  the  past 
month  has  been  normal  but  not  active,  the 
quietness  being  especially  noticeable  because  it 
followed  the  heavy  Christmas  business  of  the 
last  half  of  December.  However,  considerable 
newspaper  advertising  has  been  undertaken  by 
local  phonograph  dealers,  and  with  the  unprece- 
dented offerings  which  the  retailers  are  able  to 
make  in  the  new  machines  it  is  certain  that 
they  will  get  the  business  which  is  to  be  gotten 
Radio  tie-ups  with  the  nationally  broadcast 
classical  and  grand  opera  programs  have  given 
the  dealers  a  fine  opportunity  to  demonstrate 
combination  machines  at  public  gatherings,  with 
the  added  opportunity  to  promote  interest  in 
the  recordings  of  high-class  music  played  on 
the  radio  programs. 

The  sale  of  records  has  been  the  focal  point 
of  activity  in  the  phonograph  lines  since 
Christmas,  this  being  the  natural  reaction-  to 
the  large  number  of  talking  machines  placed  in 
homes  as  Christmas  gifts. 

The  Columbia  wholesale  office  has  finished 
a  very  satisfactory  month,  following  a  more 
than  satisfactory  thirty  days'  period  in  Decem- 
ber. W.  R.  Ockenden,  manager  here,  reports 
that  conditions  throughout  his  territory  augur 
well  for  1927,  which  he  believes  will  be  a  fine 
year.  Mr.  Ockenden  says  that  the  dealers  in 
his  territory,  where  the  national  advertising  of 
the  Columbia  is  not  placed  in  the  local  papers, 
have  been  doing  much  newspaper  advertising 
of  their  own,  and  find  that  the  response  of  the 
public  to  this  publicity  has  been  fine. 

The  Edison  distributing  company  here,  under 


the  managership  of  W.  R.  MacDonald,  had  a 
fine  Christmas  business,  with  deliveries  coming 
through  in  good  shape,  and  Mr.  MacDonald 
looks  upon  1927  as  a  very  promising  yea.'  for 
the  Edison  company  in  this  territory. 

J.  C.  Clinkenbeard,  head  of  the  phonograph 
department  of  North  Mehornay's,  says  that 
conditions  with  the  retail  trade  are  normal  for 
this  period  of  the  year.  Mr.  Clinkenbeard  looks 
upon  the  new  improved  machines  as  a  great 
opportunity  for  the  dealers  to  bring  the  talking 
machine  busine^>  out  of  the  slump  which  it 
dipped  into  with  the  advent  of  the  radio. 

The  Brunswick-Balke-Collender  Co.  branch  in 
Kansas  City  found  January  a  quiet  month  in 
some  respects,  with,  however,  the  brightest 
prospects  for  the  ensuing  months  which  have 
been  indicated  for  some  time-  Although  they 
are  able  to  make  deliveries  in  all  lines  from 
the  branch  here,  it  is  the  higher-priced  Pana- 
tropes  that  have  been  the  hardest  to  keep  in 
stock.  This  is  a  situation  which  the  Brunswick 
house  here  has  noticed  during  the  entire  Fall 
and  Winter  so  far,  and  is  a  very  encouraging 
sign.  The  unit  of  sale  during  the  Christmas- 
business  showed  a  predominance  of  the  larger 
rather  than  the  smaller  unit.  \V.  C.  Hutchings, 
of  Chicago,  assistant  general  sales  manager  for 
the  phonograph  division  of  the  Brunswick- 
Balke-Collender  Co.,  was  in  Kansas  City  to 
visit  the  local  branch  on  February  1. 

H.  H.  Dixon,  manager  of  the  record  depart- 
ment of  the  Brunswick  here,  says  that  the  rec- 
ord business  during  January  has  been  excep- 
tional, the  increased  demand  following  the  sale 
of  mam   machines  ;it   Christmas.    Mr.  Dixon 


finds  that  there  is  a  race  on  between  the  melo- 
dious record  and  the  blue  type,  with  a  slight 
edge  to  the  melodious  tune. 

The  Knabe  Studios  report  the  sale  of  Ortho- 
phonics  keeping  up  well  during  January,  with, 
however,  a  noticeable  let-up  beginning  with  the 
first  of  the  year.  Record  sales  have  been  fine 
with  this  store. 


New  Saxophonic  Line  Is 

Meeting  With  Approval 

Pittsburgh.  Pa.,  February  7. — The  Player-Tone 
Talking  Machine  Co.,  of  this  city,  reports  the 
dosing  of  an  excellent  year,  with  every  prospect 
of  increasing  its  business  substantially  in  192.7. 
The  new  Saxophonic  line  is  meeting  with  the 
hearty  approval  of  the  trade  and  the  twelve 
different  models  comprising  the  line  offer  an 
opportunity  to  develop  an  active  demand  for 
consoles,  uprights  and  consolettes.  At  the 
Chicago  and  New  York  Furniture  Markets. 
M.  S.  Levenson,  secretary  of  the  company, 
interviewed  representative  dealers  from  all 
parts  of  the  country  and  received  substantial 
orders  calling  for  immediate  delivery.  The 
model  175  Consolette  Grand  and  the  model  200 
Sonnet  received  particular  attention. 

One  of  the  features  of  the  new  Saxophonic 
line  is  the  sound  reproduction  equipment, 
which  includes  the  popular  Ultraphonic  repro- 
ducer and  the  well-known  Silent  motor.  This 
equipment  is  being  featured  by  the  company 
in  its  sales  campaign,  for  the  Player-Tone  ex- 
ecutives realize  after  many  years'  experience 
in  the  phonograph  industry  that  the  reproducer, 
tone  arm  and  motor  must  represent  actual 
value  to  tlie  trade  and  public.  The  Saxophonie 
line  of  new  type  phonographs  is  being  mer- 
chandised profitably  by  dealers  everywhere  and 
the  Player-Tone  Talking  Machine  Co.  is  leaving 
nothing  undone  to  co-operate. 
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KELLOGG  Radio 


To  such  dealers,  Kellogg's 
1  92  7  merchandising  plans 
will  be  full  of  interest.  We 
believe  we  can  open  your  eyes 
to  new  possibilities  of  volume 
and  profit  and  we  shall  be 
glad  to  receive  your  invitation 
to  discuss  the  matter  with 
you. 

A  line  from  you  will  enable 
us  to  present  this  all-impor- 
tant subject  for  your  consid- 
eration without  entailing  any 
obligation  on  your  part. 


Dept.  21-B 

1066  West  Adams  St. 
CHICAGO 


Kellogg  Model  507 — Containing 
the  standard  6-tube  chassis — a 
handsome  walnut  "table  set" — 
makes  an  investment  in  Radio  at 
its  best  for  the  moderate  list  of 
$215. 


New  Brunswick  Pittsburgh  Branch  Manager 

Anticipates  Record-breaking  Sales  Total 

G.  M.  Jensen,  New  Head  of  Brunswick  Branch,  Receives  Warm  Welcome  From  Trade — Chauncey 
R.  Parsons  Resigns  as  Talking  Machine  Department  Manager  of  Rosenbaum  Co. 


Pittsburgh,  Pa.,  February  8. — The  outlook  for 
business  in  the  talking  machine  trade  in  the 
Steel  City  and  vicinity  is  considered  as  excep- 
tionally good  by  the  leading  distributors  and  re- 
tailers in  the  industry. 

G.  M.  Jensen  Is  Optimistic 

Ope  of  the  optimists  in  the  trade  here  is  G. 
M.  Jensen,  manager  of  the  Pittsburgh  offices  of 
the  Brunswick  Co.  Mr.  Jensen  is  a  recent  new- 
comer to  Pittsburgh,  but  is  much  pleased  with 
what  he  has  found  in  the  Steel  City.  He  said: 
"I  am  gratified  beyond  expression  at  the  warm 
welcome  that  was  accorded  me  by  the  Bruns- 
wick dealers  and  I  hope  to  repay  their  courtesy, 
if  possible,  by  giving  them  the  service  that  char- 
acterizes the.  Brunswick  organization.  In  my 
visits  to  local  dealers  I  have  found  a  splendid 
morale  prevailing  and  it  appears  to  me  as 
though  we  were  in  for  a  very  good  season  this 
Spring.  With  our  dealer  helps  and  special  serv- 
ice that  is  given  to  Brunswick  dealers  I  feel  as 
though  new  records  in  sales  will  be  made  here. 
I  appreciate  more  than  ever  that  the  condi- 
tions that  now  prevail  will  make  it  most  essen- 
tial for  salesmen  to  be  well  equipped  when  th-ey 
go  out  to  deal  with  prospects.  In  other  words, 
knowledge  on  the  part  of  a  Brunswick  salesman 
of  the  Brunswick  line  will  be  of  vast  benefit  in 
dealing  with  prospective  patrons.  Then,  too,  it 
will  enable  the  salesman  to  put  over,  if  that 
term  can  be  applied,  to  the  buyer  the  idea  of  a 
high-grade  instrument.  With  the  ■  elaborate 
styles  and  various  types  that  the  Brunswick 
have  to  offer,  it  will  be  a  comparatively  easy 
matter  for  the  salesman  to  aid  the  buyer  to 
come  to  a  decision  to  buy  for  permanence  as 


well  as  beauty  and  ornamentation.  As  I  have 
intimated,  the  situation  in  the  music  world  here 
augurs  well  for  the  Brunswick  line  and  we  be- 
lieve that  the  dealers  will  have  a  generous  share 
of  the  business  that  Spring  is  bound  to  bring." 
Orthophonic  Used  in  Concert 

George  S.  Hards,  the  well-known  Victor  deal- 
er of  Dormont,  a  suburb  of  Pittsburgh,  had 
charge  of  a  musicale  and  concert  held  in  the 
Dormont  Bank  recently  when  an  Orthophonic 
Victrola  was  utilized.  Several  hundred  persons 
were  present  and  enjoyed  the  music. 

C.  R.  Parsons  Resigns  as  Manager 

Chauncey  R.  Parsons,  for  the  past  seven  and  a 
half  years  manager  of  the  talking  machine  de- 
partment of  the  Rosenbaum  Co.,  on  February  1 
terminated  his  connection  with  the  company  and 
is  now  located  in  New  York.  Mr.  Parsons,  who 
is  widely  known  as  a  tenor  soloist,  is  planning 
to  study  in  New  York  for  the  further  cultivation 
of  his  voice  and  plans  later  to  leave  for  Europe 
to  study  there  for  an  operatic  career.  During 
his  residence  in  Pittsburgh,  Mr.  Parsons  made 
many  friends  in  the  trade  and  he  was  the  honor 
guest  at  a  number  of  dinners  in  his  honor  prior 
to  leaving  Pittsburgh.  The  sales  staff  of  the 
Rosenbaum  Co.,  phonograph  department,  pre- 
sented him  with  a  gold  knife  and  chain  to  ac- 
company the  gold  watch  that  was  presented  by 
some  admiring  friends.  On  the  evening  of 
January  31  Mr.  Parsons  gave  a  farewell  con- 
cert over  KIKA  radio  station,  where  he  had 
sung  for  several  years  at  regular  inter- 
vals. Thomas  A.  Coyne,  assistant  to  Mr.  Par- 
sons, succeeds  him  in  the  managership  of  the 
talking  machine  department  at  the  Rosenbaum 


Co.  Mr.  Coyne  has  been  in  the  talking  machine 
field  for  about  five  years  and  is  well  known. 
The  firm  handles  the  Victor,  Brunswick  and 
Sonora  lines  and  has  a  very  extensive  series  of 
demonstration  rooms  on  the  mezzanine  floor  of 
the  building. 

Interesting  News  Brieflets 

George  Schroeder,  president  of  the  Schroeder 
Piano  Co.,  one  of  the  leading  music  houses  in 
western  Pennsylvania,  with  branches  at  Butler 
and  Charleroi,  is  now  en  route  to  the  Pacific 
Coast  for  a  three  months'  trip  and  will  make  a 
visit  to  Hawaii  before  his  return. 

The  S.  Hamilton  Co.,  which  operates  phono- 
graph departments  in  five  stores,  has  an- 
nounced the  installation  of  a  complete  line  of 
Viva-tonal  Columbias  and  the  New  Process 
Columbia  records. 

Atwater  Kent  radio  dealers  report  sales  of 
radio  sets  exceptionally  good.  The  Sunday  eve- 
ning Atwater  Kent  radio  hour  is  eagerly  awaited 
by  radio  enthusiasts  in  this  city  and  vicinity 
and  scores  of  Atwater  Kent  sets  are  sold,  it 
was  stated,  the  week  following  the  recitals  "on 
the  air." 

The  Ideal  Phono  Parts  Co.,  of  Pittsburgh, 
according  to  the  president,  Paul  Susselman,  is 
looking  forward  to  a  very  brisk  Spring  business. 
The  firm  is  distributor  for  the  Pathephonic 
phonograph  and  the  Carryola  line. 

"As  far  as  I  can  see,  the  outlook  for  our 
business  is  very  good,"  said  I.  M.  Goldsmith, 
president  of  the  Player  Tone  Talking  Machine 
Co.,  whose  Saxophonic  models  have  found  a 
marked  welcome  in  the  retail  trade  throughout 
the  country. 

Walter  Damrosch,  who  recently  retired  as  di- 
rector of  the  New  York  Symphony  Orchestra, 
spent  several-  days  in  Pittsburgh  the  end  of 
January,  conducting  his  musicians  in  three  con- 
certs here.  Mr.  Damrosch,  in  an  interview  with 
a  local  newspaperman,  paid  a  high  tribute  to 
the  radio  as  a  means  of  spreading  good  music. 
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KEEP  YOUR  CAR 
BATTERIES  PROPERLY 
CHARGED 


CHARCE 


KEEP  YOUR 
"K  BATTERIES 
PROPERLY  CHARGED 


BOTH 


DIRECT  FROM  ELECTRIC  LIGHT  SOCKET 


WITH  THE 

REG.     U.  S.     -PAT.  OFF". 


3  AMPERE  CHARGER 

Even  if  the  Elkon  Three  Ampere  charger  were  not  equipped  with  the  Elkon  Rectifier  its  simplicity, 
effectiveness,  and  general  economy  of  operation  would  still  make  it  a  pronounced  success. 

BUT,  equipped  with  the  ELKON  BONE  DRY  rectifier,  it  occupies  an  exclusive  and  unique  position, 
far  in  advance  of  any  similar  device. 

It  operates  at  considerably  less  cost  than  other  types  of  chargers  ....  and  without  attention. 
It  is  bone  dry,  operating  without  acids,  alkalis,  tubes,  moving  parts  or  water. 

It  is  rugged,  strongly  built,  can  be  taken  or  used  anywhere,  so  that  it  is  ideal  for  charging  both  "A" 
batteries  and  car  batteries. 

SIMPLY  CONNECT  IT  TO  LIGHT  SOCKET,  TURN  IT  ON,  LEAVE  IT  ON.  It  will  not  over- 
charge, because  it  has  the  inherent  Elkon  tapering  characteristic,  by  which  the  charge  decreases  as 
the  battery  becomes  replenished. 

It  causes  no  interference,  it  makes  NO  NOISE,  it  has  nothing  to  burn  out,  break,  spill,  or  spoil.  Short 
circuiting  cannot  harm  it. 

As  the  size  of  radio  sets  is  increasing,  as  well  as  the  number  of  hours  of  daily  use  of  the  set,  this 
charger  is  becoming  more  and  more  popular,  and  you  will  find  that  your  customers  not  only  know  it 
but  want  it. 

An  almost  indefinite  life  of  service,  at  low  operating  and  upkeep  expense. 
List  Price,  $17.50.    Pacific  Coast  price  slightly  higher. 


Subsidia  ny   of  P.  R.  Mallony   &   CO.  Inc. 


Weehawken,  N.  J. 


Inc. 


Manufacturers  of  Elkon   Trickle   Charger,  Elkon  3  Ampere  Charger,  Elkon  "A"  Power. 
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you  can  do  away  with 
your  6  volt  storage 

'A  BATTERIES 


ONCE  AND 
FOR  ALL 

AMP*"  ***** 

MH|       REG.    U.S.    PAT.    OFF.  J|A 

ELKONftPOWER 

• 

More  than  a  year  ago  Elkon  announced  to  a  doubting  trade,  and  a  doubting  public,  the  first  Trickle  Charger 
that  operated  WITHOUT  LIQUIDS  OF  ANY  KIND,  WITHOUT  TUBES,  MOVING  PARTS,  NOISE  OR 
INTERFERENCE. 

Today  there  is  no  doubt  anywhere.   Thousands  of  Elkon  Trickle  Chargers,  from  coast  to  coast  have 

proved, — are  proving, — that  the  exclusive  Elkon  principle  of  BONE  DRY  rectification  is  among  radio's  revo- 
lutionary developments. 

In  the  ELKON  "A"  POWER,  the  Elkon  rectification  principle  is  accomplishing  in  the  field  of  storage  "A"  bat- 
tery elimination  what  the  Trickle  Charger  has  done  in  its  field.  It  provides  at  last  perfect  "A"  elimination  in 
every  sense  of  the  word. 

FLAWLESS  RECEPTION  equal  to  the  finest  high  capacity  storage  battery  at  its  infrequent  best, 

now,  tomorrow  ....  next  year,  for  an  hour  or  twenty-four  hours,  for  any  set  of  more  than  two  tubes  suitable 
for  use  in  homes.   All  this  is  assured  by  the  Elkon  "A"  Power  and  more. 

For  with  an  Elkon  "A"  Power  installed  in  place  of  "A"  batteries  you  are  not  changing  one  nuisance  for  another. 
There  are  NO  DANGEROUS  OR  CORROSIVE  ACIDS  OR  ALKALIS  with  the  Elkon,  NO  DISTILLED 
WATER  to  replace,  NO  TUBES,  NO  MOVING  PARTS,  NOTHING  TO  ADJUST  OR  NEED  ATTEN- 
TION. 


Remember  that  the  Elkon  principle  of  rectification  is  a  demonstrated,  time-tested  success, 
ever  been  t>ut  out  under  the  Elkon  name  we  are  ashamed  to  own  as  ours. 


That  nothing  has 


The  public  knows  Elkon,  national  advertising  and  its  own  inherent  merit  are  making  it  even  better  known. 

If  you  are  interested  in  a  line  that  is  worthy  to  offer  your 
customers,  proven  in  principle  and  operation,  and  profitable 
to  handle  you  are  interested  in  ELKON. 

Elkon  "A"  Power,  List  Price,  $60.00 


E&. 


]/  Suhs.d.ary  or  P.  R.  Mallory  & 


TT 


Weehawken,  N.  J. 


Manufacturers  of  Elkon  Trickle  Charger,  Elkon 
Three  Ampere  Charger,  Elkon  "/I"  Power. 
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:«DSTON 


ENGLAND 


New  England  Music  Trade  Association 

Votes  to  Join  National  Organization 

Plans  to  Hold  a  Ladies'  Night  at  New  Hotel  Statler  Are  Made  at  Meeting  of  Association — 
Alan  Steinert  Succeeds  H.  Shoemaker  at  Eastern  Talking  Machine  Co. — Other  News 


Boston,  Mass.,  February  8. — The  annual  meet- 
ing of  the  New  England  Music  Trade  Asso- 
ciation was  held  at  Mrs.  Shipman's  restaurant 
in  Carver  street,  Boston,  the  latter  part  of  Janu- 
ary, with  President  R.  G.  Knuepfer  presiding, 
and  representing  the  talking  machine  division 
of  the  organization,  Harry  L.  Spencer  was  on 
hand  to  take  part  in  the  proceedings.  It  was 
voted  to  have  a  Ladies'  Night  at  the  new  Hotel 
Statler  as  soon  after  the  opening  of  the  hotel  as 
practicable,  this  in  spite  of  the  fact  that  some 
wanted  the  party  a  stag  affair.  The  place  New 
England  holds  in  the  business  of  the  country 
was  made  the  subject  of  some  discussion  but  the 
consensus  of  opinion  finally  was  that  "there's 
nothing  the  matter  with  New  England."  It  was 
voted  to  have  the  New  England  Association 
join  the  national  body.  Because  of  his  splendid 
administration,  Mr.  Knuepfer  was  urged  to  re- 
main in  office  another  term,  and  the  old  officers 
were  accordingly  re-elected  as  follows:  Presi- 
dent R.  G.  Knuepfer;  First  Vice-president,  Shep- 
ard  Pond;  Second  Vice-president,  Frank  Beal; 
Secretary  and  Treasurer,  William  F.  Merrill; 
Executive  Board,  Edward  S.  Payson,  chairman, 
Bradford  C.  Edmands,  Jerome  Murphy,  Walter 
Gillis  and  Frank  Beal. 

Brunswick  Co.  in  New  Home 
Harry  L.  Spencer,  New  England  manager  of 
the  talking  machine  department  of  the  Bruns- 
wick Co.,  has  finally  moved  to  the  new  location 
at  314-316  Stuart  street,  Back  Bay,  where  the 
entire  business  of  the  company,  talking 
machines  as  well  as  billiard  tables  and  equip- 
ment, is  now  located  under  the  one  roof.  Harry 
and  his  staff  are  located  on  the  second  floor 
where  the  offices  and  the  display  rooms  are.  On 
the  third  floor  will  be  the  record  and  machine 
storage  facilities  and  accommodations  for  the 
technicians  of  the  concern.  The  fourth  floor 
will  be  devoted  to  shops,  repair  rooms  and 
other  purposes.  The  ground  floor  is  given  over 
exclusively  to  the  billiard  business  of  the  house. 
The  month  of  January  showed  a  most  en- 
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couraging  increase  in  business  for  the  Bruns- 
wick and  the  out-of-town  demand  for  goods, 
especially  the  newest  models,  has  been  about  all 
that  Manager  Spencer's  men  could  take  care  of. 
Some  new  agency  connections  for  handling  the 
Brunswick  include  G.  E.  Bates,  of  Calais,  Me.; 
J.  F.  McHenry,  of  Machias,  Me.;  J.  H.  Gammon, 
of  Port  Kent,  Me.,  and  H.  C.  Buxton,  of  Fort 
Fairfield,  Me. 

Alexander  Steinert  in  Europe 

Alexander  Steinert,  head  of  M.  Steinert  & 
Sons,  sailed  for  Europe  Saturday,  January  29, 
accompanied  by  Mrs.  Steinert.  They  will  visit 
the  Riviera  and  Paris,  in  which  latter  city  they 
will  meet  Air.  Steinert's  younger  son,  Alexander 
Lang  Steinert,  the  young  composer,  who  is  now 
a  resident  of  the  French  capital  where  he  is  also 
studying.  Mr.  and  Mrs.  Steinert  will  be  away, 
three  months. 

E.  A.  Cressey  Visits  Gotham 

E.  A.  Cressey,  of  the  C.  C.  Harvey  Co.,  has 
been  over  in  New  York  enjoying  himself,  ac- 
companied by  Mrs.  Cressey,  both  of  whom 
thoroughly  enjoyed  their  visit.  George  Horan, 
of  the  radio  department  of  the  Harvey  house,  is 
back  after  a  short  illness  and  Wallace  W.  Flagg, 
of  the  same  concern,  is  back  at  his  desk  after  a 
siege  of  illness. 

H.  Shoemaker  in  New  Post 

On  January  22  Herbert  Shoemaker  resigned 
from  the  Eastern  Talking  Machine  Co.  where 
he  had  been  in  charge  for  a  number  of  years 
and  on  the  following  Monday  associated  himself 
with  the  radio  division  of  the  American  Bosch 
Magneto  Corp.  He  will  make  his  headquarters 
in  Chicago  and  his  jurisdiction  will  be  what  is 
known  as  the  Chicago-Detroit  territories. 
Alan  Steinert  With  Eastern  Co. 

On  Monday,  January  24,  Alan  Steinert  offi- 
cially assumed  the  duties  of  Mr.  Shoemaker  at 
the  Eastern  quarters  in  Essex  street.  Mr.  Stein- 
ert is  a  son  of  Rudolph  Steinert  of  the  New 
Haven  Steinert  store.  He  is  a  graduate  of  Yale, 
class  of  '23,  and  following  his  graduation  from 


college  he  went  abroad  for  a  year.  Returning, 
he  went  to  Leominster,  where  he  made  a  close 
study  of  the  piano  business  of  the  Jewett  Piano 
Co.  He  then  came  to  Boston  and  has  since 
been  associated  with  the  Boylston  street  store  of 
M.  Steinert  &  Sons.  For  nearly  two  weeks  be- 
fore Mr.  Shoemaker  relinquished  his  connection 
with  the  Eastern  Co.  Alan  Steinert  was  at  the 
wholesale  quarters  making  a  first-hand  study  of 
the  business  under  Mr.  Shoemaker's  careful 
guidance. 

Receives  Sonora  Minuet  Model 

The  J.  H.  Burke  Co.,  at  219  Columbus  avenue, 
which  handles  the  Sonora  line  for  this  territory, 
has  just  got  in  a  new  model  of  Sonora,  known 
as  the  Minuet,  which  is  the  latest  type  with  a 
long  horn.  Joe  Burke  says  January  was  a  pretty 
good  month.  Both  Joe  and  his  brother,  Tom. 
were  over  in  New  York  a  week  or  more  ago  in 
conference  with  the  Sonora's  executive  family. 
E.  D.  Coots,  division  sales  manager  of  the 
Sonora,  was  here  for  about  ten  days.  Good  re- 
ports come  from  the  territory  in  Connecticut 
now  operated  by  Robert  Stewart,  who  makes 
his  headquarters  at  Hartford  and  who  was 
added  to  the  New  England  Sonora's  personnel 
the  beginning  of  the  year. 

Phonograph  Society  for  Providence 

A  group  of  local  talking  machine  men  went 
over  to  Providence,  R.  I.,  yesterday  to  help  or- 
ganize a  phonograph  society  similar  to  that 
existing  in  Boston,  and  which  is  known  as 
the  Boston  Gramophone  Society.  The  meet- 
ing was  held  at  one  of  the  studios  in  that  city 
and  there  was  an  attendance  of  nearly  forty  in- 
terested persons.  Among  those  who  went  to 
Providence  were  William  S.  Parks,  of  the  Co- 
lumbia Co.;  Harry  L.  Spencer,  of  the  Bruns- 
wick Co.;  James  A.  Frye,  of  the  Victor  Co.;  and 
some  of  the  local  officers  of  the  Phonograph 
Monthly  Review. 

Reports  Brisk  Record  Demand 

The  January  business  in  the  Columbia  line,  as 
reported  by  New  England  Manager  Parks,  was 
especially  good  in  records,  but  rather  slow  in  in- 
struments. Manager  Parks  is  to  have  a  confer- 
ence, shortly,  with  an  executive  interested  in  the 
furtherance  of  the  Beethoven  centennial  obser- 
vance in  March,  to  see  what  co-operation  may 
be  had  on  this  end  with  the  talking  machine 
jobbers  and  dealers,  who  ought  to  give  their 
heartiest  support  to  the  idea. 

iiMiniiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiiin^ 


Another  Victor  Year 


The  year  promises  to  set  a  new  high  mark  in  Victor  pro- 
duction and  distribution  and  the  dealer  who  handles  the 
Orthophonic  Victrola  and  the  Victor  Orthophonic  records 
enjoys  an  opportunity  limited  only  by  his  efforts.  Proper 
service  is  the  first  requisite  toward  capitalizing  this  great 
opportunity  and  this  means  the  Ditson  sort  of  service  with 
its  facilities  and  the  long  experience  back  of  it. 


Victor  Exclusively 


Oliver  Ditson  Co. 

BOSTON 


Chas.  H.  Ditson  &  Co. 

NEW  YORK 
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Model  14 


In  the  Circle  of  Opportunity  for  You 
the  Splendid  New  Euphonic  Reproducers 


THE  love  for  music  in  the  home  is  being  gratified 
more  and  more  every  day.  Fine  entertainment  is 
now  within  the  reach  of  all.  New  standards  in  repro- 
duction are  being  made — new  heights  in  reproducer 
cabinet  beauty  are  being  attained. 

The  new  Euphonic  Reproducers  are  earning  high  favor 
among  those  who  buy  the  finest  in  musical  reproduction 
creations.  The  splendid  Euphonic  performance,  achieved 
by  the  Euphonic  tone  chamber  and  matched  reproducer 
units,  is  remarkable.  Absolute  tone  fidelity  is  given  to 
every  note  recorded  from  either  the  human  voice  or 
musical  instruments. 


In  beauty  of  finish  and  design  the  Euphonic  cannot  be 
surpassed.  Its  beautiful  cabinet  work  and  lustrous 
blended  two-tone,  hand-rubbed  finishes  are  in  harmony 
with  the  most  select  home  surroundings. 

Investigation  of  the  complete  Euphonic  line  will  con- 
vince you  of  its  wonderful  profit-making  attributes.  A 
letter  from  you  will  enable  us  to  explain  our  generous 
co-operative  selling  plan  to  you.  Make  your  1927  asso- 
ciation with  us  NOW — it  will  mean  great  success  for 
you  during  tne  coming  year. 


Model  17 

Spanish  style  console  cabinet  finished  in  blended 
two-tone,    hand-rubbed    walnut    or  mahogany. 
Specially   selected    veneer    and    specially  con- 
structed top.     Euphonic  reproduction.  Special 
patent  applied  for  Euphonic  tone  chamber.  Rec- 
ord cabinet  capacity,  96  records.    Equipped  with 
heavy  duty,  double-spring  motor  with  12-inch 
velvet  turntable,  automatic  stop. 

Height  -    --    --    --    -40  inches 

Width    -    --    --    --    -    34%  inches 

Depth    -    --    --    --    -    23%  inches 

L,IST  PRICE      -  $175.00 

MODEL  18 — Same  as  above,  but  with  full  gold- 
plate  finish.    List  price    ------  $185.00 


Model  9 

Spanish  style  consolette  type  instru- 
ment, finished  in  blended  two-tone, 
hand-rubbed  walnut  or  mahogany. 
Euphonic  reproduction.  Record  cabi- 
net capacity  24  records.  Operated  by 
two-spring  motor  with  12-inch  turn- 
table. 


Height  ------    37%  inches 

Width  ------    20%  inches 

Depth   ------    21  inches 

L,IST  PRICE     -----  $95.00 


Model  14 

Spanish  style  console  type  cabinet  finished  in 
blended  two-tone,  hand-rubbed  walnut  or  ma- 
hogany. Distinctive  maple  overlays  and  floral 
decorations.  Euphonic  reproduction.  Record 
cabinet  capacity,  48  records.  Operated  by 
strong  double-spring  motor.  12-inch  velvet  turn- 
table and  automatic  stop. 


Height  -    --    --    --    -35  inches 

Width  28%  inches 

Depth    --------    81  inches 

LIST  PRICE      -------  $135.00 


PRICES  SLIGHTLY  HIGHER    IN  WEST  AND  SOUTH 

WASMUTH-GOODRICH  COMPANY 

PERU,  INDIANA 
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Kellogg  Chicago  Representatives  Meet 

to  Plan  Building  Up  of  Sales  Volume 

Kellogg  Switchboard  &  Supply  Co.  Host  to  Representatives  in  Chicago  and  Vicinity  at  Banquet — 
Officials  of  Manufacturing  Company  Tell  of  Plans  for  Coming  Year 


Chicago,  III.,  February  4. — Some  sixty-odd 
of  the  leading  radio  dealers  of  this  city 
were  the  guests  of  the  Kellogg  Switchboard 
&  Supply  Co.,  manufacturer  of  the  Kellogg 
radio    receivers,    at    a    banquet    held    at  the 


interesting  address,  saying,  in  part,  that  future 
refinements  of  radio  will  come  in  supplementary 
equipment  and  in  the  conditions  of  the  air, 
rather  than  in  the  design  of  the  set.  In  non- 
technical language  Mr.  Eaton  made  the  con- 


plans  of  the  Kellogg  Co.,  illustrating  the  possi- 
bilities of  high-class  merchandising  of  Kellogg 
products  by  citing  the  experiences  of  Sherman, 
Clay  &  Co.,  of  San  Francisco;  Grinnell  Bros., 
of  Detroit,  and  Landay  Bros.,  New  York,  who 
have  achieved  success  with  the  Kellogg  line. 
The  advertising  campaign  which  will  be  car- 
ried on  in  Chicago  will  be  based  on  the 
campaigns  that  have  proved  so  successful  in 
other  large  cities. 

Mr.  Abbott  made  the  final  address  of  the 
evening,  summing  up  the  present-day  radio 
situation,   touching   on    the  transition   from  a 


Radio  Dealers  of  Chicago  and  Vicinity  Who  Were  Guests  of  Kellogg  Switchboard  &  Supply  Co.  at  Banquet 


La  Salle  Hotel  on  Wednesday,  January  26. 
The  dealers  present  were  Kellogg  representa- 
tives and  were  gathered  to  discuss  ways  and 
means  of  building  up  volume  of  sales. 

H.  C.  Abbott  presided  at  the  dinner  and  wel- 
comed the  dealers  on  behalf  of  the  Kellogg 
organization.  He  introduced  George  Eaton, 
chief  engineer  of  the  company,  who  gave  an 


struction  and  merit  of  the  set  clear  to  the 
dealers  and  urged  a  close  co-operation  between 
the  manufacturers,  jobbers  and  dealers  in  edu- 
cating the  public  to  the  limitations  of  the  radio- 
receiving  apparatus. 

J.  F.  Matteson,  president  of  the  Matteson- 
Fogarty-Jordan  Co.,  advertising  agents,  was  the 
next   speaker  and  he  outlined  the  advertising 


New  UDELL  Cabinet 


for 
Victrola 
No.  1*70 

The  new  portable  model 
No.  1-70  Victrola  is  sell- 
ing rapidly,  so  there's  a 
big  demand  ready  and 
waiting  for  this  new 
Udell  Cabinet  No.  403. 


List  only  $25 

THE  open  and  closed  views  at  left 
show  the  beauty  and  utility  of  the 
new  Udell  cabinet  No.  403.  It  con- 
forms exactly  in  style  and  finish  (ma- 
hogany) with  the  Victrola  No.  1-70. 
The  latter  can  be  slid  into  the  mould- 
ing, making  this  a  complete  unit  for  a 
total  list  of  only  $75,  compared  with 
$90  or  more  for  a  similar  standard  unit. 
Capacity,  6  record  albums. 

Write  today  for  further  information 
and  complete  catalog 


THE  UDELL  WORKS,  Inc. 

28th  at  Barnes  Avenue  Indianapolis,  Ind. 


buying  to  a  selling  market,  and  stated  that 
dealers  would  have  to  adopt  the  most  ad- 
vanced merchandising  methods  to  win  out  in 
competition,  not  with  other  radio  dealers,  but 
with  dealers  in  all  types  of  home  equipment. 
He  also  announced  that  ihe  Kellogg  organiza- 
tion would  deal  direct  with  the  dealers  in  the 
Chicago  territory.  Mr.  Abbott  emphasized  the 
necessity  for  dealers  using  care  in  the  selection 
of  the  lines  which  they  are  to  carry.  He  urged 
that  the  dealer  who  is  building  for  the  future 
carry  merchandise  that  can  be  sold  at  a  real 
profit,  and  will  create  good  will  and  many 
future  prospects  by  that  best  of  all  advertising, 
word-of-mouth  recommendation. 

The  Kellogg  1927  line  .of  receivers  was  dis- 
played about  the  dining  hall  and  one  set  was 
hooked-up  and  provided  entertainment  during 
the  dinner.  Specimens  of  Kellogg  color  adver- 
tisements adorned  the  walls  and  drew  con- 
siderable favorable  comment. 


Jamestown  Mantel  Go. 

Enlarges  Its  Facilities 

With  enlarged  manufacturing  facilities  and 
well-organized  personnel,  the  Jamestown  Man- 
tel Co.,  Jamestown,  N.  Y.,  has  announced  that  it 
is  prepared  to  execute  orders  for  any  quantity 
of  phonograph  and  radio  cabinets.  H.  W.  Ailing, 
president  of  the  company,  states  that  his  or- 
ganization can  furnish  any  style  or  design  in 
consoles,  uprights  or  table  cabinets  for  either 
phonograph  or  radio,  or  phonograph-radio  com- 
binations. With  150,000  square  feet  of  manu- 
facturing floor  space,  and  shipping  facilities  un- 
excelled for  prompt  delivery,  Mr.  Ailing  points 
out  that  the  company  is  particularly  well 
equipped  to  take  care  of  the  cabinet  needs  of 
the  phonograph  and  radio  industry. 


Televocal  Tube  Reduced 


A  reduction  in  the  list  price  of  Type  TC  201- 
A,  Televocal  Vacuum  tube,  from  $2  to  $1.75  has 
been  announced  by  the  Televocal  Corp.,  New 
York.  T.  P.  Vilaghy,  executive  head  of  the 
Televocal  company,  states  that  his  organization 
has  been  doing  a  splendid  business  and  the  out- 
look is  encouraging  for  1927. 
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THREE  POINTS  OF  SUPERIORITY 

1 — The  Patented  Ferryman  Bridge    2 — The  Double  Filament    3 — The  Tension  Springs 


Patented 


CLEAR  GLASS 
DEMONSTRATING  TUBE 


They  know  when  to 
change  razor  blades 


Type  R.H.  201-A 
Amplifier-Detector 


No  one  has  to  tell  your  customers  when  to  change 
razor  blades.  When  they  scrape  a  poor  blade 
across  their  face  and  cuss  the  consequences  it  is 
a  simple  matter  to  reach  for  a  new  blade. 

But,  how  about  new  radio  tubes?  Many  of  your 
customers  are  using  weak  tubes,  out-of-date  tubes 
and  poorly  made  tubes.  Yet,  they  struggle  along 
with  no  one  to  remind  them,  except  you,  that  new 
tubes  will  make  the  same  difference  in  their  recep- 
tion that  a  fresh  razor  blade  makes  on  their  face. 

Not  so  long  ago  loud  reception  and  distance  were 
sufficient.  Today,  it  is  the  quality  of  reception 
that  counts.  In  this  respect  the  improvements 
that  have  been  made  in  tube  construction  play  a 
vital  part  and  no  tubes  surpass  the  standard  of 
efficiency  maintained  by  those  that  carry  the 
Perryman  label. 

Speak  to  each  customer  about 
new  tubes.  He  may  need  them. 


u 


Ferryman  Radio  Tubes  offer  you  a  substantial  and  permanent 
profit.  All  Perryman  Tubes  are  carefully  made,  rigidly  checked 
and  merchandised  under  common  sense  methods.  Perryman  Dis- 
tributors are  prepared  to  co-operate  with  all  dealers  on  advertising, 
displays,  newspaper  mats  and  prompt  deliveries  of  tubes.  There 
is  a  Perryman  Radio  Tube  for  every  purpose,  listing  from  $2.00 
to  $9.00. 


PERRYMAN  ELECTRIC  CO.,  Inc. 

Executive  Offices :  33  West  60th  Street,  New  York  City 
Laboratories  and  Plant:  North  Bergen,  N.  J. 


ERRYMA 

Radio  Q  tubes 

DISTANCE     WITHOUT  DISTORTION 


ft 
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St.  Louis  Branch  of  the  Columbia  Co. 

Reports  40  Per  Cent  Increase  in  Sales 

Other  Reports  Indicate  Era  of  Prosperity  Throughout  the  Territory — Portable  Demand  Increases 
— E.  F.  Stevens,  Jr.,  Transferred  to  the  Chicago  Office  of  the  Brunswick  Co. 


St.  Louis,  Mo.,  February  8. — The  brisk  demand 
for  talking  machines,  records  and  radio  appa- 
ratus that  characterized  the  holiday  trade  in  the 
territory  served  by  St.  Louis  dealers  and  dis- 
tributors generally  prevailed  throughout  the 
month  of  January,  and  thus  far  has  shown  no 
signs  of  relenting.  Sales  have  shown  a  decided 
increase  over  the  same  month  last  year,  collec- 
tions have  been  good,  and  in  general  business 
seems  to  be  in  a  healthy  and  sound  condition 
40  Per  Cent  Gain  in  Columbia  Sales 

Indicative  of  the  general  situation  was  the 
statement  of  A.  G.  Bolts,  assistant  manager  of 
the  St.  Louis  office  of  the  Columbia  Phono- 
graph Co.,  which  serves  the  Central  West  and 
Lower  Mississippi  Valley  territory: 

"Business  this  month  has  been  excellent.  The 
new  Viva-tonal  phonographs  and  records  are  in 
consistent  demand,  and  are  gaining  in  prestige. 
To  such  an  extent  has  this  been  true  that  our 
January  business  has  shown  a  40  per  cent  in- 
crease over  the  same  month  last  year,  or  8  per 
cent  larger  than  we  originally  anticipated.  Our 
business  has  assumed  such  proportions  that  it 
has  become  imperative  that  we  find  new  and 
more  spacious  quarters. 

"An  unusual  feature  of  the  situation,  how- 
ever, is  that  collections  have  been  exceptionally 
good,  despite  the  mining  situation  in  southern 
Illinois  and  the  conditions  in  the  cotton-grow- 
ing States  of  the  South.  There  are  no  unfavor- 
able signs  visible,  and  if  the  present  trend 
maintains,  our  business  should  wind  up  the 
year  with  a  very  favorable  balance.-' 

Brunswick  Business  Also  Gratifying 

Similarly  gratifying  conditions  were  reported 
by  Arthur  Schoenly,  district  manager  of  the 


Brunswick  Co.,  who  reported  an  excellent  vol- 
ume of  sales  during  January. 

Big  Demand  for  Portables 

A  phenomenal  demand  for  portable  phono- 
graphs has  been  one  of  the  outstanding  charac- 
teristics of  the  month,  according  to  Herbert 
Schiele,  president  of  the  Artophone  Co.  here. 
"During  the  past  thirty  days  there  has  been  a 
tremendous  demand  for  portable  phonographs," 
he  said.  "This,  however,  is  but  one  phase  of 
the  excellent  business  situation  that  has  evi- 
denced itself  recently.  There  has  been  quite  a 
change  for  the  better  in  the  South,  particularlv 
in  Florida.  Business  throughout  the  oil  dis- 
tricts of  Oklahoma  and  the  Texas  Panhandle 
has  shown  a  revival,  while  conditions  on  the 
Pacific  Coast  are  much  better  than  last  year. 

"The  Okeh  record  business  has  changed  vir- 
tually overnight.  The  new  electrically  recorded 
records  are  meeting  with  good  demand  and 
during  the  past  thirty  days  we  have  handled 
approximately  fifty  new  accounts. 

"In  the  musical  merchandise  line,  our  ex- 
perience has  been  that  there  is  a  slight  decrease 
in  the  demand  for  less  expensive  instruments, 
and  in  the  cheaper  grades  of  ukuleles  especially, 
with  a  consequent  decided  increase  in  the  de- 
mand for  banjos  and  other  higher-priced  instru- 
ments. It  is  our  opinion  that  the  coming  Sum- 
mer will  witness  a  big  demand  for  ukuleles  of 
the  better  grade." 

Report  Satisfactory  Business 

"Business  has  been  very  good,  and  we  are 
anticipating  a  busy  year"  was  the  statement  is- 
sued by  the  Koerber-Brenner  Co.,  distributor 
of  the  Orthophonic  talking  machines  and  rec- 
ords, while  Mark  Silverstone  reported  that  the 


demand  for  Edison  records  was  equally  satis- 
factory and  the  outlook  for  a  continuation  of 
good  business  is  excellent. 

E.  F.  Stevens,  Jr.,  Transferred 

E.  F.  Stevens,  Jr.,  who  has  been  associated 
with  the  record  promotion  department  of  the 
lirun^wick-Balke-Collender  Co.  in  St.  Louis, 
has  been  transferred  to  the  Chicago  office  of 
the  company,  it  was  announced.  A  recent  pro- 
motion associates  him  with  C.  B.  McKinnon, 
in  charge  of  record  sales  for  the  Chicago  dis- 
trict of  the  company.  He  joined  the  Bruns- 
wick organization  four  years  ago,  as  a  phono- 
graph record  salesman. 

Mr.  Stevens,  who  was  also  identified  with 
•  the  radio  activities  of  the  company  here,  was 
well  known  to  members  of  the  trade  with  whom 
he  had  become  popular.  He  was  born  in  New 
Orleans,  but  has  lived  in  St.  Louis  nearly  all 
his  life. 

Attention  Centered  on  Ass'n  Meeting 

In  the  radio  trade  attention  has  been  cen- 
tered upon  the  second  annual  meeting  of  the 
Federated  Radio  Trades  Association,  which  will 
be  held  here  February  14  and  15.  The  asso- 
ciation has  selected  the  Coronado  Hotel  as  its 
headquarters  for  the  meeting  and  the  election 
of  officers.  Delegates  from  virtually  every  sec- 
tion of  the  country  are  expected  to  attend  the 
convention. 

At  a  recent  meeting  of  the  St.  Louis  branch 
of  the  association,  Robert  Bennett,  vice-presi- 
dent, appealed  for  a  100  per  cent  membership 
of  persons  in  the  radio  industry  in  the  St. 
Louis  trade  district,  asserting  that  the  industry, 
at  the  present  time,  is  on  the  threshold  of  an 
era  of  great  prosperity. 

To  Distribute  Gold  Seal  Tubes 

The  Mayer  Radio,  Inc.,  has  been  appointed 
distributor  for  the  Gold  Seal  radio  tubes. 
New  Sparton  Distributor 

The  Clymer-McDonald  Co.  here  has  been 
made  exclusive  St.  Louis  distributor  for  the 
Sparton  radio,  it  was  announced. 


0$mn 
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Branch 
Offices  in  the 
following 

cities: 

New  York 
Boston 
Chicago 
Minneapolis 
New  Ori.kans 
San  Francisco 


For  37  Years  the 
Mark  of  Quality  on 
Phonographs  and  Radio  Consoles 

MASTERCRAFT  products  have  been  the  standard  of 
quality  since  1890 — 37  years  of  producing  only  that 
which  is  worthy  of  the  Mastercraft  name. 

Today,  Mastercraft  Phonographs  and  Radio  Consoles  are 
recognized  leaders — known  as  products  of  skilled  craftsmen 
—demanded  by  those  who  insist  upon  quality. 

Two  immense  factories  are  required  to  supply  the  demand 
that  has  steadily  grown.  Yet  in  spite  of  our  enormous  pro- 
duction, the  same  high  standard  is  maintained. 
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If  the  Portable  You  Sell  Has  a  Flyer  Motor 

It's  a  Qood  Portable 

A PORT  ABLE  phonograph  can  be  no  better  than 
its  motor,  A  pretty  case  won't  pacify  a  cus- 
tomer  if  the  motor  inside  goes  bad. 

That's  why  it  pays  to  handle  Flyer-equipped  port- 
ables.  The  Flyer  is  the  motor  with  the  tough  ath- 
letic spring,  cast  iron  frame,  specially  cut  precision 
governors,  gears  and  bearings,  and  with  fibre  used 
in  the  fibre  gear  seasoned  for  over  a  year.  The  Flyer 
is  the  motor  that  must  pass  77  inspections  before 
it  can  be  used.  The  Flyer  is  the  motor  that  is  noise- 
less, free  from  all  vibration,  and  built  to  stand  long 
years  of  hard  use  and  abuse. 

That  is  why  the  majority  of  all  portables  sold  are 
equipped  with  Flyer  Motors  ^manufacturers  and 
dealers  both  know  their  business  is  safe  and  their 
profits  sure  with  the  dependable  Flyer. 


ENE1AI  MDUSTMES  CO 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  M/g.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Improvement  in  Broadcast  Programs  Aids 

Radio  Sales  in  the  Cleveland  Territory 

Fine  Programs  Broadcast  Nightly  Are  Big  Factors  in  Stimulating  the  Demand  for  Radio  Sets— 
Atwater  Kent  Dealers  in  Co-operative  Drive— Music  Trades  Association  Elects  Officers 


Cleveland,  0.,  February  10—  Business  here  is 
beginning  to  pick  up.  The  trade  is  doing  con- 
siderable advertising  in  order  to  stimulate  sales, 
resulting  in  fair  returns.  Radio  is  proving  to  be 
the  best  seller  of  any  merchandise,  possibly  be- 
cause it  is  more  heavily  advertised  than  phono- 
graphs and  other  musical  lines.  The  many 
fine  programs  on  the  air  nightly,  however,  are 
a  big  factor,  as  every  radio  owner  is  a  booster 
and  in  this  way  a  tremendous  amount  of  per- 
sonal and  effective  advertising  is  done. 

The  combination  models  in  phonographs  are 
also  in  demand.  Records  are  moving  well  and 
are  being  given  considerable  publicity. 

A-K  Dealers  in  Co-operative  Drive 

Cleveland  and  northeastern  Ohio  Atwater 
Kent  dealers  started  off  the  New?  Year  in  splen- 
did shape.  One  of  the  first  things  they  did 
was  to  have  another  co-operative  advertising 
campaign  in  the  form  of  a  special  supplement 
in  the  Cleveland  News  and  special  ads  were  run 
in  the  out-of-town  papers.  Practically  every 
dealer  in  the  territory  had  space  and  the  dis- 
tributors, the  Cleveland  Ignition  Co.  and  the 
Cleveland  Talking  Machine  Co.,  co-operated  as 
far  as  possible.  The  manner  in  which  the  sec- 
tion was  gotten  up  was  very  attractive  and 
newsy.  A  photo  was. shown  of  the  banquet  of 
the  recent  Atwater  Kent  dealer  meeting  at  the 
Hotel  Statler  and  many  other  items  were 
played  up  that  were  of  general  interest.  As  a 
result  of  this  publicity,  sales  have  shown  a  de- 
cided increase  and  the  dealers  are  confidently 
looking  forward  to  good  business  for  the  re- 
mainder of  the  season. 

New  Victor  Model  Arrives 

The  most  important  event  in  local  Victor  cir- 
cles during  the  month  was  the  arrival  of  a  ship- 
ment ol  the  new  models,  No.  7-30  combination 
instruments  that  list  at  $375.00.  This  new 
model  met  with  immediate  favor  from  the  trade 
and  also  from  #  the  public,  who  are  becoming 
more  and  more  interested  in  combination  instru- 
ments. The  advertising  of  Victor  records,  in 
the  street  cars  of  Cleveland,  is  proving  a  real 
sales  stimulant  and  the  Cleveland  Talking 
Machine  Co.,  Victor  distributor,  has  received 
many  favorable  comments  from  the  trade  re- 
garding it.  The  Victor  concert,  which  took  place 
January  28,  came  through  W.  T.  A.  M.,  the  big 
Willard  station,  in  a  way  that  pleased  every 
radio  fan.  Many  of  the  trade  tuned  in  on  it  and 
tied  up  with  it  in  other  effective  ways.  Another 
downtown  dealer  has  been  added  to  the  Victor 
list:  the  Bing  Co.,  a  very  large  furniture  house 
which  has  a  music  department. 

Association  Re-elects  Officers 

The  Cleveland  Music  Trades  Association  at  its 
annual  meeting  re-elected  all  officers  for  another 
year.  The  president  is  Anthony  Maresh;  vice- 
president,  Alden  Smith  and  secretary-treasurer, 
A.  L.  Stelker.  The  Association  went  on  record 
as  condemning  the  publication  of  suggestive 
sheet  music  and  rolls.  The  annual  banquet  took 
place  on  February  9,  at  the  Winton  Hotel.  Prac- 
tically the  entire  music  trade  of  the  city  at- 
tended and  officers  of  the  Association  were  also 
present. 

Bright  Outlook  for  Columbia 

The  Columbia  Co.  had  a  large  advertisement 
nf   its   records   in    the    Cleveland  newspapers 


which  was  much  appreciated  by  the  local  trade, 
many  of  whom  tied  up  with  it  in  window  dis- 
plays and  local  advertising.  R.  J.  Mueller,  dis- 
trict manager,  took  a  swing  around  the  territory 
during  the  month  and  found  business  conditions 
satisfactory  and  the  outlook  for  future  business 
exceptionally  good. 

RCA  Price  Reduction  Aids  Sales 

The  reduction  in  price  of  the  model  20  of  the 
RCA  receiver  resulted  in  a  veritable  flood  of 
advertising  and  special  window  displays  all  over 
the  city.  This  set  has  proved  very  popular  in 
Cleveland  and  with  the  announcement  of  the  re- 
duction in  price  there  was  an  immediate  de- 
mand on  the  part  of  the  public  for  it.  The 
downtown  dealers  had  quite  a  large  co-opera- 
tive ad  in  the  papers  and  those  situated  further 
out  also  had  one.  The  Radio  Apparatus  Co.,  dis- 
tributor for -  RCA,  in  this  territory,  has  had 
a  very  good  business  in  all  models  this  year. 
Meetings  for  Sales  Ladies 

The  Cleveland  Talking  Machine  Co.  has 
started  a  series  of  monthly  meetings  for  sales- 
ladies of  Victor  dealers.  The  first  meeting  was 
held  at  Baumoels  restaurant  on  Euclid  avenue 
and  East  Thirty-seventh  street,  and  there  was  an 
exceptionally  good  attendance.  The  meeting 
was  in  charge  of  Miss  S.  M.  Yates  and  the 
guests  of  the  evening  were  Howard  Shartle, 
president  of  the  company,  and  P.  Averill,  sales 
promotion  manager.  Mr.  Shartle  gave  a  very 
interesting  talk  and  told  the  girls  how  they 
could  increase  their  record  sales  by  using  the 
right  methods.  An  Orthophonic  Victrola  was 
used  to  demonstrate  a  number  of  the  latest  hits. 
Monthly  meetings  will  be  held  from  now  on. 
.   Petitions  in  Bankruptcy 

Two  petitions  in  bankruptcy  against  radio 
dealers  were  filed  in  the  United  States  District 
Court  at  Cleveland  the  first  of  the  month.  A 
voluntary  petition  was  filed  by  Howard  E. 
Muman,  doing  business  as  the  Portage  Radio 
Shop,  of  Kenmore,  the  liabilities  were  $2,820.67 
and  assets  $2,956.34.  A  Cleveland  jobber  was  a 
big  creditor.  An  involuntary  petition  against  the 
Sullivan  Electric  Service  Co.,  of  Akron,  by  the 
Square  Deal  Electric  Co.  and  Hardware  &  Supply 
Co.  and  Jacob  Cohen.  A  receiver  has  been  ap- 
pointed by  the  Court. 

Radio  Exhibits  at  Food  Show 

The  Cleveland  Food  Show,  held  from  Febru- 
ary 4  to  11,  had  a  number  of  radio  exhibits  by 
local  dealers  in  the  appliance  section.  It  is  one 
of  the  largest  shows  held  in  Cleveland  and  the 
rules  permit  the  sale  of  goods  during  the  show. 
Considerable  business  was  done  by  the  radio 
exhibitors. 


Radio  Corp.  Announces 

Tube  Price  Reduction 


UX  201-A  and  UX  213  have  been  reduced  in 
price  by  the  Radio  Corp.  of  America.  UX  201-A 
formerly  listed  at  $2  is  now  $1.75  and  UX  213, 
formerly  $6  is  now  $5.  The  first  is  a  general 
purpose  tube  and  the  second  is  used  in  the 
Duo-Rectron,  the  RCA  B  battery  eliminator,  as 
a  full  wave  rectifier  to  supply  DC  power  from 
an  A  C  source. 

In  advertising  these  reduced  prices  to  the  pub- 


CONSTANTLY  INCREASING  SALES 

are  testifying  to  the  superior  quality  of  our 

COTTON  FLOCKS  FOR  PHONOGRAPH  RECORDS 

STEP  INTO  LINK  WITH  THE   BUYERS   OF  "QUALITY" 

CLAREMONT  WASTE   MFG.  CO.,  Clarcmont,  IM.  H. 


IT  QI  FY'^L  GRAPHITE  PHONO 
aajJMjMJ  a    J  SPRING  LUBRICANT 

Iljley'i  Lubricant  make*  the  Motor  make  food. 
It  prepared  in  the  proper  consistency,  will  not  run 
out.  dry  up  or  become  aticky  or  rancid.  Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  50-pound  can*  for  dealer*. 
Thia  lubricant  ia  also  put  up  in  4-ounce  cans  to 
retail  at  25  cent*  each  under  the  trade  name  of 

FITRFKA  noiseless  talking 

jjmtunn   MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO..  229-231  Front  St.,  NewYork 


lie,  RCA  points  out  that  the  co-operation  of 
the  General  Electric  and  Westinghouse  Com- 
panies, has  resulted  in  constant  improvement  in 
manufacturing  efficiency  and  the  consequent  sav- 
ings in  production  costs  are  being  passed  on  to 
the  consumer  year  by  year.  The  RCA  an- 
nouncement brings  out  the  fact  that  four  years 
ago  Radiotron  UX  201-A,  now  $1.75,  sold  for  $9. 

•  The  list  price  of  the  Radiola  20  has  also 
been  reduced  by  the  Radio  Corp.  to  $78.  This 
model  can  be  readily  equipped  to  operate  from 
the  light  socket  if  desired. 


O.  R.  Westfall  Promoted 

to  Sales  Managership 

Marion,  Ind.,  February  7. — O.  R.  Westfall  has 
been  appointed  sales  manager  of  the  Indiana 
Manufacturing  &  Electric  Co.,  of  this  city,  manu- 


O.  R.  Westfall 

facturer  of  Case  radio  receivers.  Mr.  Westfall, 
who  has  been  covering  the  Midwest  territory 
for  this  company  for  several  years,  has  a  wide 
acquaintance  among  radio  jobbers  and  numbers 
among  his  personal  friends  distributors  and 
dealers  throughout  the  West.  He  has  been  iden- 
tified with  sales  activities  for  many  years,  and 
lie  brings  to  his  new  work  a  thorough  knowl- 
edge of  merchandising  from  both  the  dealers' 
and  jobbers'  viewpoint. 


Charles  Rubel  &  Co.,  Inc., 
New  Federal  Distributor 


Charles  Rubel  &  Co..  Inc.,  have  been 
designated  Federal  Ortho-sonic  radio  distribu- 
tors in  Washington,  D.  C,  covering  the  sur- 
rounding territory.  C.  J.  Tones,  assistant  sale- 
manager,  and  R.  F.  Lovelee,  representative  in 
the  Eastern  territory  for  the  Federal  Corp.,  as- 
sisted the  new  distributor  in  a  program  of  dem- 
onstrations, and  were  successful  in  proving  the 
receivers'  points  before  large  audiences.  A  num- 
ber of  dealers  have  already  been  appointed  by 
the  distributor. 


New  Victor  Account 


YVoolley-More,  music  dealers,  of  71  East  Main 
street,  Mcriden,  Conn.,  recently  secured  the 
agency  for  the  complete  line  of  Victor  Ortho- 
phonic  talking  machines  and  records. 


Louis  H.  Schutter  has  been  elected  president 
of  Thomas  Music  Stores,  Inc.,  Albany,  N.  Y. 
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must" 


Priced  at  *37?i, 

in  a  field  over-run  with  $25  portables 


j 


IDoJjixe, 

PORTABLE 


INTENTIONALLY  made  for  the  large 
C:  class  of  purchasers  who  want  something 
ifori*  better  than  just  uthe  cheapest " — and 
who  will  pay  the  price,  willingly,  if  given  the 
value* 

For  full  description  of  unusual 
construction  and  features,  write 
your  jobber  —  or  direct  to 


Consolidated  Talking  Machine  Co* 

Consolidated  Building 

227-229  West  Washington  Street,  Chicago 

Minneapolis:  1424  Washington  Ave.,  South  Detroit:  2949  Gratiot  Ave, 
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New  Stores  and  Changes  Among  Talking 
Machine  Dealers  During  the  Past  Month 

New  Stores  Opened  Recently  Throughout  Country  and  Changes  of  Management  Compiled  for 
Benefit  of  Talking  Machine  and  Radio  Manufacturers  and  Distributors 


California 

Madera — A  new  music  store  has  been  opened  here 
on  East  Yosemite  avenue  by  J.  C.  Thompson,  and  is 
cai  rying  a  full  line  of  phonographs,  small  goods, 
pianos  and  sheet  music. 

San  Francisco — The  Union  Music  Co.  has  opened 
a  branch  at  140  O'Farrell  street,  with  Ralph  Stine 
as  manager. 

Hayward— The  Thomas  F.  Diaz  Music  Co.  recently 
held  the  formal  opening  of  its  new  two-story  build- 
ing at  954  B  street. 

San  Jose — L.  F.  Galliani  has  succeeded  George 
Kardley  as  manager  of  the  local  branch  of  Sherman, 
Clay  &  Co. 

San  Francisco— G.  A.  Schilling  has  been  appointed 
manager  of  the  radio  and  phonograph  departments  of 
the  Emporium. 

Vallejo— The  Smith  Music  Co.,  which  has  been  es- 
tablished here  for  about  fifty-nine  years,  has  closed 
out  its  business. 

Hanford — The  Florey  Music  Co.,  which  was  located 
at  213  North  Irwin  street,  has  moved  to  new  quarters 
across  the  street. 

Connecticut 

New  Britain— McCoy's,  Inc.,  of  Hartford,  has  pur- 
chased the  C.  L.  Pierce  &  Co.'s  music  business  here. 

Putnam— Wentworth  &  Holt  have  purchased  the 
music  and  radio  department  in  the  store  of  the  By- 
ron D.  Bugbee  Corp.  from  Howard  W.  Jones. 

Torrington— McCoy's,  Inc.,  recently  held  the  formal 
opening  of  their  new  store  in  this  city. 

Meriden— The  Gibbs  Piano  Co.  has  closed  out  its 
business  here,  the  stock  being  transferred  to  other 
branches  of  the  company. 

Delaware 

Wilmington— The  Fredjou  Co.   has  been  incorpo- 
rated to  deal  in  musical  instruments,  with  a  capital 
stock  of  $100,000.    S.  L.  Mackey  is  the  principal. 
Florida 

Daytona  Beach— The  Burns  Piano  Co.,  carrying  a 
full  line  of  musical  instruments,  has  filed  an  amend- 
ment to  its  charter  increasing  its  capital  stock  to 
$25,000. 

Largo— Frank  S.  Roberts,  Jr.,  and  John  A.  Camp- 
be'l  recently  purchased  Maurice  Jackson's  share  in 
t'.\e  J.  R.  C.  Music  Co.,  and  henceforth  the  establish- 
ment will  be  known  as  the  Roberts-Campbell  Music 
Co. 

Georgia 

Columbus— The  Muscogee  Music  Co.  has  filed  papers 
of  incorporation  with  a  capital  stock  of  $15,000:  T. 
J.  Hawkins,  C.  Hawkins  and  H.  G.  Mangham  are 
the  incorporators. 

Brunswick— C.  J.  Doerflinger  has  opened  a  music 
store  in  the  Peterson  building  on  Gloucester  street, 
this  city. 

Atlanta— The  Edico  Piano  Co..  carrying  a  full  line 
of  musical  instruments,  has  moved  to  new  and  larger 
quarters  on  Peachtree  street. 

Illinois 

Woodstock— The  stock  and  fixtures  of  Bohr's  Mu- 
sic Shop  have  been  disposed  of  at  public  auction 
and  the  business  has  been  closed  out. 

Hillsboro— J.  H.  Rhodes,  local  music  dealer,  has 
moved  his  store  to  his  own  building  on  South  Main 
street. 

Chicago — J.  F.  Budick,  music  dealer,  recently  gave 
a  formal  opening  of  his  new  store  at  3417-21  South 
Halsted  street.  He  will  retain  the  store  at  3343 
South  Halsted  street  as  a  warehouse. 

Chicago— Watts  Music  Shop,  formerly  located  at 
7552  Cottage  Grove  avenue,  has  taken  larger  quar- 
ters at  7738  Cottage  Grove  avenue  and  has  increased 
Its  capital  stock. 

Champaign — The  music  business  of  James  T. 
Dickey  has  been  purchased  by  E.  S.  West,  who 
conducts  another  store  in  Danville,  111. 

Alton— Frank  R.  Davis,  music  dealer,  is  erecting 
a  building  at  College  and  Washington  avenues, 
which  upon  completion  will  house  his  music  business. 

Prophetstown— Walter  Sommers  will  shortly  move 
his  stock  of  musical   instruments  from   the  Kiner 
Bros,  building  to  the  H.  H.  Waite  building. 
Indiana 

Marlon— The  Marion  Piano  Co.,  general  music 
store,  formerly  located  at  307  South  Boots  street,  has 
moved  to  new  quarters  at  Fourth  and  Boots  streets. 


Kendullville — The  Swogger  Music  Store  has  moved 
to  new  quarters. 

Cicero — A  new  music  store,  carrying  a  complete 
line  of  musical  instruments,  has  been  opened  here 
by  J.  B.  Jail. 

Versailles — The  Versailles  Talking  Machine  Co.  is 
now  conducted  by  Messrs.  Smith  and  Thompson. 

Iowa 

Charitan — G.  W.  Van  Dram  has  been  appointed 
manager  of  the  Music  Shop  and  will  enlarge  the 
stock  to  carry  a  more  complete  line  of  instruments. 

Waterloo — The  Hartman-Whaylen  Music  Co.  is 
now  located  in  its  new  home  at  500  Commercial 
street. 

Kansas 

Topeka — The  J.  W.  Jenkins  Sons'  Music  Co.  has 
purchased  the  entire  stock  and  fixtures  of  the  W. 
F.  Roehr  Music  Co.,  of  630  Kansas  avenue. 
Kentucky 

Louisville — A  new  music  store,  the  Louisville  Tem- 
ple of  Music,  was  opened  recently  at  549  Eastern 
Parkway. 

Hazard — A  music  department  will  shortly  be  opened 
in  the  store  of  the  Home  Furniture  Co. 

Maine 

Bangor — The  branch  store  of  M.  Steinert  &  Sons 
Co.  recently  moved  from  87  Central  avenue  to  larger 
quarters  at  78  Central  avenue. 

Norway — Raymond  C.  Dunbar,  of  South  Paris,  has 
opened  a  branch  music  and  radio  store  here. 

Lewiston — Papers  of  incorporation  have  been  filed 
by  the  Lawrence  Music  Co.,  of  which  W.  T.  War- 
ren, H.  H.  Gautier  and  Alice  P.  Warren  are  the 
incorporators. 

Gardiner — H.  A.  Marston,  who  has  been  manager 
of  the  C.  E.  Dowling  music  store  on  Water  street, 
has  purchased  full  control  of  the  business. 

Portland — The  music  business  of  Earle  Day  is 
now  located  in  the  Sanborn  block. 

Massachusetts 

Amherst — Clarence  Van  Steenburgh,  local  musician, 
has  opened  a  music  store  carrying  a  full  line  of 
instruments. 

Taunton — A  branch  of  the  United  Music  Co.,  which 
operates  a  chain  of  stores  throughout  New  Eng- 
land, will  open  here  in  the  near  future. 

Worcester — A  new  music  and  radio  store  has  been 
opened  at  834B  Main  street  by  William  E.  Bom- 
bard. 

Worcester — Matthew  B.  Lamb,  music  dealer,  will 
move  to  larger  quarters  at  2S  Franklin  street  in  the 
near  future. 

Greenfield — A  branch  music  store  of  the  Forbes 
&  Wallace  chain  has  been  opened  here,  with  Wil- 
liam McNamara  as  manager. 

Northampton — Forbes  &  Wallace,  Inc.,  has  pur- 
chased the  Brunswick  Shoppe,  and  is  operating  a 
branch  as  a  department  of  the  A.  McCallum  Co., 
with  A.  Meise  as  manager. 

Minnesota 

Minneapolis — The  M.  L.  McGinnis  Piano  Co. 
has  purchased  the  stock  of  talking  machines  and 
pianos  of  the  P.  A.  Starck  Piano  Co.  store  which 
has  been  discontinued. 

Montana 

Helena — The  business  of  the  A.  P.  Curtin  Mu- 
sic House  has  been  purchased  by  the  Sherman 
Music  Co.,  which  was  newly  organized  with  a  capital 
stock  of  $50,000. 

Nebraska 

Norfolk — A  branch  store  of  the  Gaston  Music  Co., 
of  Hastings,  Neb.,  was  opened  recently  at  110  North 
Third  street,  with  William  F.  Rhodes  as  manager. 

Kwing — The  J.  L.  Fisher  Music  Co.  recently  open- 
ed a  store  in  this  city  with  a  complete  line  of  mu- 
sical instruments. 

New  Jersey 
Ridgewood — George  Sosenheimer  has  purchased  the 
holdings  of  J.  A.  Bliesenick  in  the  Ridgewood  Talk- 
ing Machine  Co. 

New  York 

New  York — Incorporation  papers  for  William 
Waldman,  Inc.,  have  been  filed  by  W.  and  S.  Wald- 
man  and  M.  C.  Kantrowitz,  and  the  company  will 
engage  in  the  sale  of  musical  instruments  and  radio. 

New  York — The  music  store  of  Samuel  Glasser,  49 


Debevoise  street,  recently  suffered  a  heavy  fire  loss. 

Wellsville — The  music  store  of  Fred  D.  Rice  has 
suffered  a  heavy  fire  loss. 

Oneonta — The  music  firm  of  Brinkman  &  Shippey  is 
preparing  to  vacate  its  quarters  at  215  Main  street. 

Flushing — Extensive    alterations    have   been  com- 
pleted by  the  Gould  Music  Store  at  37  Main  street. 
Ohio 

Cleveland — The  music  store  of  Andrew  Aels  at  0921 
Superior  avenue  has  suffered  a  heavy  fire  loss. 

Springfield — The  Sawhill  Music  House,  located  in 
the  Fairbanks  Building  here,  has  filed  a  voluntary 
petition  in  bankruptcy  with  assets  of  $27,889  and  lia- 
bilities of  $37,650. 

Akron — The  C.  H.  Yeager  Co.  store  has  opened  a 
radio  department  which  will  be  conducted  in  con- 
nection with  the  music  department. 

Zanesville — The  Spencer  Music  Co.  has  taken  over 
the  music  business  of  J.  D.  Lanshore. 

Akron — The  W.  H.  Stowe  Piano  Co.  will  soon  open 
a  new  store  at  128  South  Main  street. 

Toledo — A  new  music  store,  the  Atlas  Book  and 
Music  Shop,  was  recently  opened  on  Lagrange  street, 
featuring  the  Columbia  line. 

Oklahoma 

Ponca  City — T.  J.  Clark  has  purchased  the  inter- 
est of  Frank  Castator  in  the  McDowell-Castator 
Music  Co.,  which  operates  several  branches  through- 
out the  State. 

Oregon 

Salem — The  new  store  of  the  Whitley-Sproule  Mu- 
sic Co.  has  been  opened  at  463  Ferry  street  with  a 
full  line  of  talking  machines  and  other  musical 
instruments. 

Pennsylvania 

Philadelphia — Isadore  Rosenfeld,  proprietor  of  the 
Hill  Piano  Co.,  Ninth  and  Walnut  streets,  has  closed 
out  the  business  and  will  devote  his  time  to  the 
Standard  Music  Co.,  of  Atlanta  City,  N.  J. 

Wilkes-Barre — A  branch  store  of  the  Patrick  Piano 
Co.,  of  Bayonne,  N.  J.,  was  recently  opened  with 
a  full  line  of  musical  instruments  at  125  South 
Washington  street,  with  Harold  Gillighan  as  man- 
ager. 

Montrose — The  Montrose  Book  &  Music  Shop  is 
now  being  operated  by  Edith  and  Francis  Stephens. 

Tennessee 

Jackson — The  Whitelaw  Furniture  Co.,  which  con- 
ducts a  large  music  department,  is  located  in  its 
new  quarters  at  Liberty  and  Lafayette  streets. 

Texas 

Houston — The  Haverty  Furniture  Co..  711  Fannin 
street,  has  taken  a  three-year  lease  on  the  adjoin- 
ing property,  formerly  occupied  by  the  Oliver  Mu- 
sic Store,  and  will  utilize  the  additional  space  for 
a  music  department. 

Virginia 

Norfolk — The  musical  stock  in  the  warerooms  of 
the  Levy-Page  Co.,  Inc.,  located  in  the  Neddo  Hotel 
Building,  has  been  badly  damaged  by  fire. 

Roanoke — The  Imperial  Music  Co.  has  been  open- 
ed at  309  South  Henry  street  by  Jack  Savant.  A 
complete  line  of  musical  instruments  is  carried. 

Roanoke — A  music  department  was  recently  open- 
ed by  the  Fulwiler-Hill  Co.,  of  this  city. 

Staunton — The  News  Music  Store  will  move  in  a 
short  time  to  a  larger  store  at  7  North  Central  ave- 
nue. 

Wisconsin 

Milwaukee — William  Hough  has  been  appointed 
manager  of  the  radio  service  department  of  the  Orth 
Music  Store. 

Milwaukee — Leslie  C.  Parker,  of  the  Carberry- 
Parker  Co.,  has  severed  his  connection  with  the 
music  company  and  has  entered  the  real  estate  field. 


J.  D.  Noel  Made  Manager 

Lawrence,  Mass.,  February  5. — Joseph  D.  Noel 
has  been  appointed  manager  of  the  Modern 
Salon  of  Music,  a  new  music  store  located  at  494 
Essex  street.  The  establishment  handles  radio, 
small  goods  and  a  complete  stock  of  Columbia 
phonographs  and  records.  Mr.  Noel  has  been 
identified  with  the  local  music  trade  for  more 
than  eighteen  years  and  was  a  dealer  on  Broad- 
way for  a  considerable  period. 


The  North  Shore  Talking  Machine  Co., 
Evanston,  111.,  has  increased  its  capital  stock 
from  $5,000  to  $40,000. 


VAN   VEEN   SOUNDPROOF  BOOTHS 

are  more  necessary  than  ever  before.  You  cannot  demonstrate  the  wonderful  volume  and 
beauty  of  tone  of  the  improved  talking  machine  and  records  without  booths.  The  new  in- 
strument has  unlimited  possibilities.    Meet  it  half  way  by  adequate  demonstration. 

Complete  equipment  for  musical  merchandise 
dealers.      Write    for    details    and  catalogue. 


VAN  VEEN  &  COMPANY,  Inc., 


313-315  East  31st  Street,  New  York  City 

PHONE  LEXINGTON  9956-2163 
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CABINETS 
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QUALITY  -  WORKMANSHIP  *  BEAUTY 


All  indications  are  that 
1 927  will  be  a  banner 
year  in  the  phonograph 
and  radio  industries. 

flj  We  are  prepared  to  exe- 
cute orders  in  any  quantity, 
with  regular  deliveries 
guaranteed. 

We  can  furnish  all  popular 
styles  and  finishes  in  Up- 
rights, Consoles  and  Table 
Cabinets  for  phonograph 
or  radio,  as  well  as  phono- 
graph-radio combinations. 


Located  adjacent  to  east- 
ern markets  with  shipping 
facilities  unexcelled. 

(J  150,000  square  feet  of 


factory  space 


Deliveries  guaranteed 
when  and  where  promised. 


Expert  workmanship. 

Highest  manufacturing 
standards. 

Prices  that  satisfy. 


Let  us  quote  on  your  requirements 


nOWN  MANr 


4 


j 


MPANY 


Cabinet  Makers 

Jamestown.  New  York 
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ONORA 

presents 
the  new 
Minuet 


AN  OUTSTANDING 
achievement  in  the  field 
of  new  reproducing  phono- 
graphs. Cabinet  —  English 
brown  mahogany,  width  3414", 
height  351/2"J  depth  22",  nickel 
plated  trimmings,  automatic  lid 
support.  Design  patented. 
Double  spring  motor,  with 
capacity  of  about  four  ten  inch 
records. 


The  sound  chamber  has  been 
designed  according  to  latest 
acoustical  knowledge,  permit- 
ting the  full  reproduction  of 
the  bass  and  treble  and  actual 
re-creation  of  overtones. 


i  f 


The  tone  arm  is  of  new  design 
and  is  correctly  tapered  to  co- 
ordinate with  the  expansion 
of  sound  vibrations. 
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ma 


ONORA 

perfects 
new  type 
Model 


AN  ENTIRELY  new  Prin- 
ze V  ciple  of  mechanical  re- 
production—  an  instrument 
that  will  surprise  you  with 
its  magnificent  volume. 
/  t 

The  public  has  shown  great 
enthusiasm  over  the  deep  bass 
notes  which  have  come  into  the 
phonograph  within  the  last 
year,  but  there  awaited  the 
improvement  of  all  notes  by 
the  proper  balance  of  overtones 
to  make  the  rendition  truly 
musical  and  to  make  unmis- 
takable the  identification  of 
various  musical  instruments. 

At  last  the  elusive  overtone 
has  been  captured— an  achieve- 
ment that  is  comparable  in 
value  to  the  lost  and  vanished 
bass  which  so  recently  had 
been  achieved ! 
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E.  E.  Shumaker  Sees  the  Talking  Machine 

and  Radio  as  Allies,  Not  Competitors 

Victor  Co.  Manufactured  and  Sold  Combination  Instruments  Aggregating  More  Than  $17,000,000 
During  1926 — President  Shumaker  Tells  How  Industries  Aid  Each  Other 


That  radio  and  the  talking  machine  a  e  allied 
industries,  rather  than  competitors,  was  the  in- 
teresting statement  made  recently  by  Edward  E. 
Shumaker,  president  of  the  Victor  Talking  Ma- 
chine Co.  This  statement  was  made  in  connec- 
tion with  his  announcement  that  during  1926  the 
Victor  Co.  manufactured  and  sold  combination 
radio-talking  machine  instruments  having  an  ag-* 
gregate  value  at  retail  of  over  $17,000,000. 

"Radio  has  a  definite  place  in  home  enter- 
tainment to-day,  which  improvements  in 
receiving  sets  and  broadcast  programs  are  rap- 
idly making  even  more  secure,"  said  Mr. 
Shumaker.  "When  I  say  that  radio  has  made 
and  is  still  making  significant  contributions  to 
the  talking  machine  industry  I  am  only  stating 
facts  which  are  amply  supported  by  evidence. 
Radio  Pointed  the  Way 

"In  1924  and  the  early  part  of  1925,  when 
the  talking  machine  industry  was  at  a  low  ebb, 
due  to  its  failure  to  improve  its  products,  the 
general  impression  was  that  recorded  music 
was  being  replaced  by  radio  broadcasting.  Sub- 
sequent developments  have  demonstrated  clearly 
that  such  was  not  the  case.  The  other  side 
of  the  picture  is  that  radio  pointed  the  way 
to  the  development  of  electrical  recording, 
which  made  possible,  for  the  first  time,  the  en 
graving  of  the  complete  range  of  musical  sound 
upon  a  record.  When  it  was  found  that  these 
rew  electrical  records  contained  more  music 
than  existing  talking  machines  could  reproduce, 
scientists  developed  new  instruments  which  im- 
mediately revolutionized  the  industry." 

Anything  that  makes  people  listen  to  more 
music  is  of  direct  benefit  to  the  entire  musical 
industry,  Mr.  Shumaker  contends. 

"Newspapers  and  books  may  be  used  as  an 
analogy  for  the  radio  and  recorded  music,"  he 
stated.  "Radio  furnishes  a  vehicle  for  some- 
thing that  is  happening  at  the  moment.  The 
talking  machine,  on  the  other  hand,  provides 
a  library  of  the  world's  best  music,  and  makes 
possible  the  hearing  of  the  desired  artist  or 
entertainer  and  the  desired  musical  selection 
at  any  time.  It  was  upon  this  theory  that  we 
decided  to  produce  combination  instruments 
embodying  radio  receiving  sets  and  talking 
machine  reproduction.  The  fact  that  we  sold 
$17,000,000  worth  of  such  instruments  last  year, 
at  retail  value,  seems  to  indicate  that  our  theory 
is  sound. 

A  Huge  Sales  Volume 

"It  is  also  a  fact  that  thousands  of  new  talk- 
ing machines  which  are  not  equipped  with 
radio  receiving  sets  are  being  sold  annually  in 
homes  which  also  contain  radio  sets.  I  have 
stated  that  we  did  a  business  in  so-called  radio 
combination  instruments  equivalent  to  $17,000,- 
000  at  retail  selling  value.  It  is  well  to  note, 
however,  that  this  sum  represents  only  a  part 
of  our  business — in  fact,  only  approximately 
one-sixth  of  the  total.  The  remaining  five- 
sixths  represents  our  sales  in  talking  machine 
products. 

"The  question  as  to  who  is  to  pay  for  radio 
broadcasting  appears  to  have  been  temporarily 


TEST  IT. 

OUR  VICTOR 


Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET.  WASHINGTON.  D.  C. 
204-6-8-10  CLAY  STREET.  BALTIMORE.  MD. 


solved.  The  bills  are  being  met  by  those  who 
benefit  directly  from  it.  While  I  do  not  be- 
lieve that  the  broadcasting  of  radio  entertain- 
ment can  be  made  to  take  the  place  of  other 
established  forms  of  advertising,  it  is  an  ad- 
ditional medium  for  creating  demands  for  some 
products,  and  a  good-will  builder  when  properly 
used.  We  have  found  that  the  broadcasting  of 
Victor  recording  artists  results  in  an  immediate 
and  traceable  demand  for  their  records.  We 
are  convinced,  also,  that  anything  we  may  do 
lo  raise  the  standards  of  radio  programs  will 
be  reflected  in  a  healthier  condition  in  our  busi- 
ness and  in  other  branches  of  the  industry. 
Each  Instrument  Has  Its  Own  Place 
"Radio  and  the  talking  machine  may  at  times 
appear  to  overlap  somewhat.  In  actual  practice 
they  do  not  overlap.  Each  has  its  own  place 
as  an  instrument  for  home  entertainment.  This 
is  borne  out  by  the  experience  of  more  than 
6,000  Victor  dealers  in  the  United  States." 

Carryola  Go.  Distributes 
Advertising  and  Sales  Aids 

H.  D.  Leopold  Announces  New  Series  of  Win- 
dow Displays,  Counter  Posters  and  Counter 
Literature — Dovetail  With  Advertisements 


Milwaukee,  Wis.,  February  7. — H.  D.  Leopold, 
advertising  and  sales  promotion  manager  of  the 
Carryola  Co.  of  America,  has  just  announced  de- 
tails as  to  the  company's  plans  for  a  complete 
line  of  service  helps  for  Carryola  dealers.  This 
co-operation  includes  a  highly  attractive  window 
display  cut-out  beautifully  lithographed  in  six 
colors,  a  counter  display  card  in  three  colors 
strikingly  arranged,  and  colorful  pamphlets  of 
an  original  and  distinctive  design.  In  addition 
to  receiving  this  window  display  material  and 
mailing  helps,  the  Carryola  dealers  will  be  fur- 
nished with  newspaper  and  catalog  electros  of 
all  models  which  will  be  distributed  without 
charge  and  which  will  be  of  all  sizes  to  meet 
the  requirements  of  the  dealers. 

The  service  helps  issued  by  the  Carryola  Co. 
dovetail  in  design  with  the  national  advertising 
sponsored  by  the  company.  In  its  present  cam- 
paign, Carryola  reaches  more  than  30,000,000 
possible  buyers  in  8,000,000  homes  each  month, 
the  national  advertising  appearing  in  the  Satur- 
day Evening  Post,  Liberty,  American  Mag- 
azine, etc.  Thousands  of  inquiries  from  this 
campaign  are  being  distributed  to  Carryola  deal- 
ers in  their  respective  trade  centers  and  the  re- 
sults of  the  publicity  to-date  have  been  far  be- 
yond expectations. 

Utah  Phonic  Unit  Gets 

Enthusiastic  Reception 

New  Unit  Brought  Out  to  Meet  Public  Demand 
for  Power  Resulting  From  Sales  of  Multi- 
Tube  Sets  and  Power  Tubes 


The  Utah  Radio  Products  Co.,  Chicago,  in- 
troduced a  few  weeks  ago  the  Utah  Phonic 
unit,  said  to  combine  new  and  revolutionary 
principles  of  reproduction.  With  the  coming 
of  the  multi-tube  set,  power  tubes  and  the  pub- 
lic demand  for  power,  there  has  arisen  a  need 
for  speakers  and  speaker  units  especially  de- 
signed, and  the  introduction  of  the  new  Utah 
unit  is  said  to  be  in  answer  to  these  demands. 
Dealers  who  have  already  received  shipments 


of  the  new  Utah  Phonic  units  have  expressed 
themselves  enthusiastically  and  report  an  en- 
couraging response  on  the  part  of  the  public. 

In  the  new  unit,  which  is  larger  than  its 
forerunners  bearing  the  Utah  trade-mark,  an 
aluminum  diaphragm  of  special  design  and  an 
armature  of  the  same  floating  type  as  in  other 
Utah  units  are  used.  It  is  finished  with  an 
aluminum  face  and  nickel  cover  and  is  available 
lo  manufacturers  of  receivers,  speakers  and 
cabinets  as  well  as  to  the  dealer. 

Henry  Forster,  treasurer  and  general  sales 
manager  of  the  Utah  Radio  Products  Co.,  re- 
cently completed  a  trip  throughout  the  Central 
West,  upon  which  he  visited  Omaha,  Kansas 
City  and  other  trade  centers,  and  upon  his 
return  reported  that  he  had  found  the  trade 
in  a  very  healthy  condition  in  that  section  of 
the  country. 

Thomas  and  Spalding  in 

Brunswick  Radio  Concert 

First  of  a  Series  of  Brunswick  Concerts  by  Re- 
cording Artists  Heard  on  February  A — Big 
Hook-up  of  Stations  Participate 


Chicago,  III.,  February  7. — The  enormous  suc- 
cess of  the  broadcast  of  the  Chicago  Civic 
Opera  Co.,  which  was  sponsored  by  the  Bruns- 
wick-Balke-Collender  Co.,  has  led  that  company 
to  announce  a  series  of  concerts  by  the  most 
famous  of  their  recording  artists  which  are  be- 
ing broadcast  over  the  National  Broadcasting 
Co.'s  blue  network  of  stations  which  includes: 
KYW,  Chicago;  WBZ,  Springfield  and  Boston; 
KDKA,  Pittsburgh;  WJZ,  New  York,  together 
with  a  group  of  Southern  stations  among  which 
are  WSB,  Atlanta;  WMC,  Memphis,  and  WSM, 
Nashville.  The  broadcast  is  known  as  the 
"Brunswick  Hour  of  Music." 

The  first  of  the  series  of  concerts  was  heard 
on  Friday,  February  4,  at  9  o'clock,  Eastern 
time,  and  presented  John  Charles  Thomas,  bari- 
tone; Albert  Spalding,  violinist;  the  Brunswick 
Concert  Orchestra  under  the  baton  of  Walter  B. 
Rogers  and  the  Brunswick  Hour  Ensemble  di- 
rected by  Walter  B.  Haenschen. 

Substantial  Reduction  in 

Price  of  Vesta  Batteries 

The  Vesta  Battery  Corp.,  Chicago,  manufac- 
turer of  radio  and  automobile  batteries,  has 
announced  a  substantial  reduction  in  the  prices 
of  all  its  batteries.  This  reduction  has  been 
made  possible  by  increased  production  and  a 
steadily  growing  demand  for  the  company's 
products.  Vesta  battery  prices  are  now  the 
lowest  in  thirty  years  of  battery  building,  and 
backed  by  a  record-breaking  year  in  1926  the 
company  is  looking  forward  to  a  substantial 
increase  in  1927  sales  totals.  Vesta  batteries 
are  popular  throughout  the  radio  and  automo- 
tive industries  and  the  company's  sales  and 
publicity  campaign  for  the  coming  year  com- 
prises every  possible  form  of  trade  co-operation. 

Reduction  in  List  Price 

of  Gold  Seal  Radio  Tubes 

The  Gold  Seal  Electrical  Co.,  Inc.,  manufac- 
turer of  Gold  Seal  tubes,  has  announced  a  re- 
duction in  the  list  price  of  GSX  201  from  $2  to 
$1.75.  James  W.  Duff,  president  of  the  Gold  Seal 
company,  stated  that  all  dealers  will  be  pro- 
tected on  stocks  on  hand  purchased  at  the  old 
price.  The  Gold  Seal  tube  has  been  in  splendid 
demand  this  season,  according  to  Mr.  Duff,  and 
his  organization  is  looking  forward  to  still  great- 
er things  in  1Q27. 


MANUFACTURERS  OF  RADIO  and  PHONOGRAPH  HARDWARE 
Write — Star  Machine  &  Novelty  Co.,  9-1 1  Watsessing  Ave.,  Bloomneld,  N.  J. 
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Do  your  customers 

believe  you* 

Do  they?  Do  they  look  upon  you  as  a  local  radio  authority 
— as  one  whose  recommendations  are  safe  to  follow? 

Or  have  you  changed  lines  so  often  and  claimed  superiority 
for  so  many  makes  that  your  customers  don't  know  where  you 
do  stand? — and  you  sometimes  wonder  yourself! 

Have  you  been  confused  by  the  multiplicity  of  manufacturers' 
claims,  disappointed  by  their  failure  to  make  good,  hung  up 
with  "orphans,"  forced  to  lose  profits  as  well  as  prestige? 

Or  are  you  one  of  those  who  are  satisfied  with  things  as  they 
are? — one  of  those  who  at  the  very  beginning,  lined  up  with 
Federal,  who  relied  upon  Federal's  established  reputation  for 
stability  and  permanence,  and  who  today  are  cashing  in? — Yes, 
one  of  those,  and  there  are  hundreds  of  them,  who  are  now 
believed  by  their  customers! 

The  Federal  designation  offers  you  an  exclusive  line  of  radio  —  the 
only  Ortho-sonic  radio — nationally  advertised,  nationally  accepted  and  with 
an  all-inclusive  price  range. 

It  offers  you  beauty  of  cabinet  design  alone  such  as  to  make  Federal 
predominate  wherever  it  is  displayed  and  properly  pushed. 

More  than  all  that,  it  offers  you  permanence  of  parent  organization — 
something  you  can  bank  on  now,  something  you  can  build  on  for  the  future. 
The  sign  of  the  And  surely  nothing  you  can  think  of  is  more  worthwhile  than  that! 

Designated  Federal  Retailer 

If  you  are  not  already  in  the  Federal  fold,  get  the  whole  story.  Find  out 
about  the  Federal  designation — about  its  advantages  to  the  retailer,  its  profit- 
insuring  features,  its  liberality  and  protection  and  freedom  from  red  tape. 

Federal  is  being  successfully  handled  by  the  very  cream  of  the  retail 
radio  trade.  The  proposition  offered  is  the  most  unusual  in  the  industry. 
Get  in  touch  with  your  Federal  wholesaler  at  once.  If  you  don't  know  him, 
write  us  for  full  particulars.    Do  it  TODAY. 


FEDERAL  RADIO  CORPORATION,  Buffalo,  N.  Y. 

(Division  of  Federal  Telephone  and  Telegraph  Co.) 
Operating  Broadcast  Station  WGR  at  Buffalo 

ORTHO-SONIC* 

Reg.  U.  S.  Pat.  Off. 

*  The    fundamental    ex-  if  if  W   %  if  ^ 

ISP  reaerai  Kaclio 


Federal 

Radio 

Standard  Radio 
Products 

iRetailer/i 


SB 
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Opening  Business  of  1927  Gives  All 

Indications  of  Another  Prosperous  Year 

All  Branches  of  Talking  Machine  Industry  Express  Satisfaction  With  Summary  of  1926  Business 
— Victor  Dealers  Look  Forward  to  Introduction  of  Automatic  Orthophonic 


Philadelphia,  Pa.,  February  7. — Having  com- 
pleted a  summary  of  the  1926  business  the  talk- 
ing machine  industry  finds  great  satisfaction  in 
the  splendid  record  made  during  that  period. 
All  branches  of  the  trade,  from  the  manufacturer 
to  the  retailer,  report  a  higher  peace-time  aver- 
age for  the  year's  business  and,  with  gratifying 
accounts  of  the  current  trend  in  the  talking 
machine  industry,  are  facing  the  new  year  with 
much  optimism.  Demand  for  the  newer  types 
of  machines  continues  to  hold  to  the  early  days 
of  the  new  year  with  a  growing  order  list  for 
those  styles  that  have  been  the  favorites  in  the 
popular  price  group. 

While  the  dealers  are  enjoying  an  opening 
1927  business  that  indicates  another  prosperous 
year  for  the  trade,  there  is  an  attitude  of  watch- 
ful waiting  for  the  newest  types  of  the  Victor 
Co.  which,  shortly,  is  to  be  introduced  to  the 
local  talking  machine  trade  in  the  form  of  the 
Automatic  Orthophonic  Victrola  with  its  longer 
running  facilities  and  automatic  feed  of  records. 
To  Introduce  Automatic  Victrola 

The  new  type  of  Victor  will  be  introduced 
officially  to  the  Philadelphia  trade  when  the 
Philadelphia  Victor  Distributors,  Inc.,  and  H.  A. 
Weymann  &  Son,  in  conjunction  with  the  Vic- 
tor Talking  Machine  Co.,  will  bring  together 
more  than  400  dealers,  in  this  territory,  for  the 
purpose  of  outlining  the  new  machines  and  giv- 


ing practical  demonstrations.  While  the  newest 
of  inventions  in  the  talking  machine  world  will 
not  be  ready  for  the  dealers  before  the  Spring- 
time the  trade  will  have  ample  opportunity  of 
viewing  the  new  styles  before  they  are  ready 
for  the  public.  The  meeting  of  the  manufac- 
turers with  their  distributors  and  retailers  will 
take  place  either  February  15  or  18,  the  date 
not  yet  definitely  decided,  at  the  Hotel  Benjamin 
Franklin  and  when  dinner  is  being  served  the 
new  models  will  be  explained  by  the  factory 
representatives. 

Victor  Dealers  Hold  Banquet 
While  the  meeting  of  the  combined  manufac- 
turers and  distributors  and  dealers  is  a  future 
event  the  trade  held  in  the  early  days  of  Janu- 
ary its  annual  social  event  combined  with  elec- 
tion of  officers  of  the  Philadelphia  Victor  Deal- 
ers Association  at  the  Ritz  Carlton  Hotel. 
While  the  local  dealers  rallied  round  the  dinner 
table  they  listened  to  executives  of  the  Victor 
Talking  Machine  Co.  outline  constructive  trade 
practices  and  plans  which  will  benefit  the  re- 
tailer in  a  practical  way  if  followed  throughout 
the  current  year.  Among  the  speakers  were  C. 
B.  Gilbert,  district  sales  manager  of  the  Victor 
Co..;  Frank  Hovey  and  Louis  Morgan,  terri- 
torial representatives,  who  gave  valuable  infor- 
mation on  staging  demonstration  concerts  be- 
fore group  meetings  and  co-operative  advertis- 


ing and  how  il  had  advanced  business  in  the 
past  and  the  helpfulness  which  might  be  had  by 
future  practice. 

Following  the  dinner  these  were  elected  to 
serve  in  official  capacity  for  the  year:  President, 
J.  Ralph  Wilson;  vice-president,  Walter  Lin- 
ton; treasurer,  A.  C.  Weymann,  and  secretary. 
H.  Royer  Smith.  All,  with  the  exception  of 
President  Wilson,  were  re-elected. 

Columbia  Prepares  for  Beethoven  Week 

Following  out  its  policy  adopted  in  the  past 
year  of  stimulating  an  interest  in  the  higher 
aims  of  promoting  public  sentiment  toward  the 
better  recordings  the  Columbia  Phonograph  Co. 
is  staging  a  nation-wide  celebration  in  honor  of 
the  Beethoven  Centennial  Week,  which  will 
commemorate  the  100th  anniversary  of  the 
death  of  the  great  music  master,  from  March 
20  to  26.  The  Columbia  Phonograph  Co. 
may  be  accounted  sponsor  for  this  national 
tribute  to  Beethoven,  having  inaugurated  the 
movement  and  stimulating  an  interest  among 
the  leading  musical  organizations  of  the  entire 
country. 

The  Philadelphia  office  is  preparing  to  make 
Beethoven  Week  a  time  of  special  interest  to 
the  talking  machine  trade  and  is  prepared  to 
lay  before  the  dealers  a  plan  whereby  they  may 
reap  profits  and  yet  pay  tribute  to  the  musical 
genius  of  Beethoven.  The  Philadelphia  Co- 
lumbia headquarters,  under  the  special  direc- 
tion of  Vincent  Rottkamp,  has  organized  two 
committees  of  persons  who  have  gained  promi- 
nence, in  local  musical  circles  who  will  co-op- 
erate in  formulating  and  carrying  out  the  Bee- 
thoven Week  celebration.  These  committees 
{Continued  on  ('age  94) 


Your  Selling  Plans 

should  feature  the  advantages  of 

The  Orthophonic  Victrola 
Combination  Victrola  and  Radiola 
Electrolas  and  Orthophonic  Records 

Combination  Instruments  will  undoubtedly  grow  in  favor 
this  year  and  any  sales  plan  not  featuring  these  will  fall  far 
short  of  its  complete  possibility. 

Tie  up  with  VICTOR  ADVERTISING  and  BROAD- 
CASTING and  increase  your  Record  Sales 

■ 

Philadelphia  Victor  Distributors,  Inc. 

835  Arch  Street,  Philadelphia 


February  15,  1927 


THE    TALKING    MACHINE  WORLD 


93 


NEUTRODYNE 

— the  name  that's  famous  everywhere — the 
principle  of  successful  home  radio — upheld 

by  the  courts 

The  basis  of  dealer  success 
FAMOUS 

Millions  of  dollars  have  been  spent  during  the  past  four  years  in  advertising 
Neutrodyne  not  only  in  America,  but  throughout  the  world.  It  is  probably 
the  most  famous  and  valuable  trade  name  in  radio  today.  And  that  value  is 
stable,  permanent.  For  Neutrodyne  is  a  trade-mark  registered  in  the  United 
States  Patent  Office,  and  similarly  protected  in  other  countries.  No  one  may 
use  it  except  those  authorized  by  its  owner,  the  Hazeltine  Corporation,  and 
its  exclusive  licensee,  the  Independent  Radio  Manufacturers,  Incorporated. 
The  protection  of  this  most  valuable  name  is  the  protection  of  every  dealer 
in  Neutrodyne  receivers. 

PRINCIPLE 

But  Neutrodyne  as  a  trade-mark  has  come  to  mean  more  than  a  trade  name 
— it  is  a  principle.  It  is  the  principle  that  has  given  the  name  a  value  tremen- 
dously greater  than  the  total  amount  spent  in  advertising  it.  For  the  public 
demands  not  only  nationally  advertised  goods,  but  good  goods.  And  because 
Neutrodyne  radio  receivers  are  products  of  outstanding  merit,  they  have  created, 
and  are  creating  today,  many  retail  fortunes. 

UPHELD 

Neutrodyne's  legal  position  has  been  upheld  by  the  United  States  Courts. 
Here,  in  substance,  are  the  outstanding  facts  about  Neutrodyne  performance 
as  found  by  the  courts: 

NEUTRODYNE  was  the  first  receiver  to  take  the  squeals  and  howls  out  of  radio. 

NEUTRODYNE  was  the  first  receiver  that  "was  not  a  nuisance  in  the  neighbor- 
hood." 

NEUTRODYNE  was  the  first  receiver  to  give  simple  tuning  to  radio. 

NEUTRODYNE  was  the  first  receiver  to  permit 
"logging"  of  broadcast  stations. 

NEUTRODYNE  was  the  first  receiver  to  bring  each 
station  to  one  definite  place  on  the  dials,  and 
to  that  place  alone. 

Ask  yourself  if  you  can  afford  to  do  business 
in  radio  without  Neutrodyne.  11  is  your  protec,ion|jabiii"st  pa,em  infringemcnt 


t«OrB  LICENSED  BY  ^ 

MHMfff£ 

1.533.898  I.S77.48I 
OTHER  PATENTS  PENDING  * 


The  following  fourteen  manufacturers  are  the  only  ones  licensed  to  make  Neutrodyne  receivers  and  the  protection  of 
distributors  and  dealers  against  patent  infringement  liability,  maintained  by  the  Hazeltine  Corporation  and  Independent 
Radio  Manufacturers,  Incorporated,  applies  to  none  other  than  Neutrodyne  receivers: 


THE  AMRAD  CORPORATION 
Medford  Hillside,  Mass. 
F.  A.  D.  ANDREA,  Inc. 
New  York  City 
CARLO YD  ELECTRIC  &  RADIO  COMPANY 
Newark,  N.  J. 
EAGLE  RADIO  COMPANY 
Newark,  N.  J. 
FREED-EISEM ANN   RADIO  CORPORATION 
Brooklyn,  N.  Y. 

HAZELTINE  CORPORATION 

(Sole  owner  of  "Neutrodyne"  patents  and  trade-marks) 


GAROD  CORPORATION 
Belleville,  N.  J. 
GILFILLAN   RADIO  CORPORATION 
Los  Angeles,  Cal. 
HOWARD  RADIO  COMPANY,  Inc. 
Chicago,  111. 
KING-HINNERS  RADIO  COMPANY,  Inc. 
Buffalo,  N.  Y. 
WM.  J.  MURDOCK  CO. 
Chelsea,  Mass. 


STROMBERG-CARLSON  TELEPHONE 
MANUFACTURING  CO. 

Rochester,  N.  Y. 

R.   E.   THOMPSON    MANUFACTURING  CO. 
Jersey  City,  N.  J. 
WARE  RADIO  CORPORATION 
New  York  City 
THE  WORK-RITE  MANUFACTURING  CO. 
Cleveland,  Ohio 


INDEPENDENT  RADIO  MANUFACTURERS,  INCORPORATED 

(Exclusive  licensee  of  Hazeltine  Corporation) 


94 


THE    TALKING    MACHINE  WORLD 


February  15,  1927 


THE  TRADE  IN  PHILADELPHIA  AND  LOCALITY— (Continued  from  page  92) 


It  Pays  to  Add  Deeds  to  Words 
This  Helps  to  Break  Down  Sales  Resistance 

Word  advertising  helps  business,  of  course,  but  being  helpful  is 
more  effective.    The  OFFER  of  a 

VELVALOID  RECORD  BRUSH 

will  bring  people  to  your  store,  and  your  message  is  permanently 
delivered  to  them. 

Dealer's   ad  beautifully  imprinted   on  Pyralin  top.     Pyle  plush 

cleaning  surface  in  assorted  shades. 


3'A   inches  diameter — Patented  1922. 


We  know  it  pays.  Let  us  tell  you  how  and  why,  then  we  are 
sure  you  will  order  VELVALOIDS  thru  your  Jobber. 

PHILADELPHIA  BADGE  CO. 

MANUFACTURERS 
942  Market  Street  Philadelphia,  U.  S.  A. 


will  collect  data  and  original  effects  of  the  great 
music  master  and  these  will  beexhibited  in  the 
club  rooms  of  the  Art  Alliance  on  Rittenhouse 
Square  during  the  week.  A  special  Beethoven 
concert  will  be  given  on  March  25  at  the  Belle- 
vue  Stratford  Hotel  while  a  dinner  has  been  ar- 
ranged for  March  26  and  on  that  date  there  will 
be  specially  arranged  programs  of  Beethoven 
compositions  broadcast  from  the  local  radio 
stations.  The  public  schools  and  other  educa- 
tional institutions  will  co-operate  and  have  ar- 
ranged for  a  Beethoven  celebration  adapted  for 
those  of  school  age  and  in  the  nature  of  educa- 
tional topics  on  the  master. 

A  comprehensive  list  of  Beethoven  records 
has  been  compiled  by  the  Columbia  Phonograph 
Co.  and  these  will  be  available  to  the  dealers 
who  are  alive  to  the  opportunity. 

Martin  Goetz  Retires  From  Trade 

Following  a  quarter  of  a  century  affiliation 
with  the  Philadelphia  talking  machine  trade, 
Martin  Goetz,  who  has  conducted  the  Goetz 
Music  Store,  3030  Kensington  avenue,  has  dis- 
posed of  his  business  and  is  retiring  from  the 
industry  to  devote  his  time  to  travel.  The 
stock  of  Victor  talking  machines  and  records 
has  been  sold  to  Taylor  Bros. 

Harold  B.  Cregar  Has  Son  and  Heir 

Trade  felicitations  have  been  extended  to 
Harold  B.  Cregar,  popular  South  Jersey  and 
Eastern  Shore  representative  of  the  Philadelphia 
Victor  Distributors,  Inc.,  upon  the  arrival  of 
a  newcomer  to  his  family.  The  "young  man" 
made  his  appearance  on  January  24  and  has 
been  christened  William  George. 

Everybody's  Arranges  for  Radio  Broadcasts 

A  series  of  Sunday  concerts  are  to  be  broad- 
cast by  Everybody's  Talking  Machine  Co.,  810 
Arch  street,  over  WLIT.  The  first  of  these  will 
be  held  on  February  6,  from  8.15  o'clock  to  9.15 
o'clock,  when  the  Honest  Quaker  Hour  will 
herald  the  products  of  the  famed  trade-mark 
in  an  hour's  entertainment  through  the  "Mike." 
President  Philip  E.  Grabuski,  of  Everybody's, 


has  just  returned  from  a  tour  of  Canada  where 
he  found  the  trade  in  excellent  condition  and 
very  optimistic  over  the  outlook  for  the  current 
year.  Honest  Quaker  accessories  and  parts  were 
in  active  demand  among  our  northern  neigh- 
bors and  the  1927  initial  orders  are  in  advance 
of  those  of  the  early  days  of  the  old  year. 
George  M.  Goldsmith  is  now  in  charge  of  the 
advertising  department  of  the  Everybody's  Co., 
having  taken  up  his  duties  as  advertising  man- 
ager on  January  1. 

Raymond  Boldt  Suffers  From  Neuritis 

Raymond  Boldt,  head  of  the  record  depart- 
ment of  Philadelphia  Victor  Distributors,  Inc., 
was  confined  to  his  home  recently  wifh  a  severe 
attack  of  neuritis. 

J.  A.  Fischer  Co.  Has  Record  Month 

Since  Irvin  Epstan,  of  the  J.  A.  Fischer  Co., 
730  Market  street,  has  been  touring  the  Middle 
West  in  the  interest  of  the  Valley  Forge  prod- 
ucts and  accessories  for  the  trade  there  has  been 
a  record  sales  month  made  for  the  manufac- 
turers, with  the  scoring  of  the  highest  business 
acquired  since  the  organization  of  the  company. 
The  demand  for  the  Val  Phonic  reproducer  has 
been  so  heavy  that  the  factory  has  been  placed 
on  doubled  operation  in  order  to  meet  incoming 
orders.  Additional  machinery  has  been  added  to 
the  plant  to  speed  up  production  for  the  require- 


ments of  the  trade  on  Valley  Forge  parts  and 
accessories.  Mr.  Epstan  will  be  back  at  his  desk 
here  on  February  20. 

New  Sonora  Portables  Marketed 

Three  new  portables  have  been  brought  out 
by  the  Pennsylvania  Phonograph  Distributing 
Co.  during  the  past  month  under  the  Sonora 
make.  Headquarters  here  in  the  Jefferson  Build- 
ing, under  Vice-president  and  General  Manager 
John  L.  Du  Breuil,  have  been  swamped  with 
orders  for  the  new  portables  to  retail  at  $25,  $35, 
and  $50.  The  new  Reproducing  type  Sonora  has 
been  very  favorably  received  by  the  trade.  The 
Sonora  1927  Model  known  as  the  Minuet,  re- 
tailing at  $165,  is  another  new  style.  It  has  been 
introduced  in  the  Pittsburgh  section  during  the 
past  few  weeks  by  Vice-president  Du  Breuil  and 
was  given  a  prominent  place  among  the  new 
1927  offerings  of  the  trade.  L.  E.  Hilduser  has 
been  visiting  the  trade  in  the  coal  regions  dur- 
ing the  month  introducing  the  new  models. 
New  Colors  of  Guarantee  Portables 

New  colors  have  been  added  to  the  line  of 
Guarantee  portables,  made  by  the  Guarantee 
Talking  Machine  Supply  Co-,  of  this  city.  These 
added  colors  are  Spanish  maroon  and  Spanish 
green.  This  is  in  addition  to  the  familiar  croc- 
odile brown  and  regular  black  colors  that  have 
been  used  in  the  past.  The  Guarantee  Talking 
Machine  Supply  Co.  is  now  producing  four 
models  of  portables,  the  Keentone,  the  Guar- 
antee, the-  Guarantee  Special  and  Guarantee 
Deluxe. 

E.  Bauer,  sales  manager  of  the  company,  is 
at  present  on  the  road  in  the  interest  of  Guar- 
antee portables  and  reports  that  the  new  line  is 
going  well.  Considerable  business  in  foreign 
countries  is  also  reported. 

Phil  Grabuski  on  Trade  Trip 

Phil  Grabuski,  president  of  Everybody's 
Talking  Machine  Co.,  Inc.,  of  this  city,  maker 
of  Honest  Quaker  mainsprings  and  talking  ma- 
chine repair  material,  is  traveling  extensively 
in  the  Northern  and  Central  States  and  his 
reports  as  to  conditions  in  the  trade  are  ex- 
tremely favorable. 

T.  F.  Mclntyre  With  Trilling  &  Montague 

T.  F  Mclntyre,  formerly  of  the  Music  Mas- 
ter Corp.,  has  now  joined  the  ranks  of  Trilling 
&  Montague,  radio  distributors  of  this  city.  Mr. 
Mclntyre  is  engaged  in  important  contact  work 
with  Trilling  &  Mentague  dealers. 

Bringing  the  Orthophonic  to  the  Masses 

An  intensive  drive  is  being  conducted  in 
Philadelphia  on  the  new  type  of  Victor  instru- 
ments and  records.  Demonstrations  are  being 
conducted  under  the  auspices  of  Frank  Hovey, 
of  the  Victor  Co.,  and  bookings  for  these  dem- 
onstrations are  being  received  daily.  They  are 
being  successfully  conducted  in  a  way  well 
calculated  to  arouse  the  enthusiasm  of  all  who 
hear  the  comparisons  between  the  old  and  new 
type  instruments.  It  has  been  the  experience 
ol  Mr.  Hovey  that  demonstrations  can  be  more 
successfully  conducted  in  the  church  parish 
house  or  school,  the  country  club  or  large  in- 
dustrial plant  than  at  luncheon  affairs,  on  which 
occasions  it  is  usually  difficult  to  obtain  the  un- 
divided attention  of  all  of  those  present.  Phila- 
delphia dealers  arc  co-operating  heartily  with 
two  local  distributors  of  the  Victor  Co.  in  the 
arranging  of  these  demonstrations. 

(Continued  on  page  96) 


WE  PROTECT 

THE  DEALER 


OCTOBER-NOVEMBER,  1926 

PuUiAid  K  TRILLING  e.  MONTAGUE.  MiWrViio.  Pa 


I.  LOBEU  EAn*. 


Jobbers  Must  Protect  the  Dealer 
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Facsimile  of  part  of  front  page 
of  our  dealer  publication  •which 
contains  valuable  information 
and  sales  helps,  including  an 
up-to-date  Price  List  in  each  is- 
sue. If  you  are  not  on  our 
mailing  list,  you  can  receive  this 
publication  regularly,  FREE  OF 
CH.jRGE,  by  sending  your  re- 
quest on  your  letterhead. 


"Qrow  With  Us" 

Is  our  slogan  and  it 
expresses  two  things: 


1 — That  our  business  is  devel- 
oped on  the  seeds  of  CONFI- 
DENCE, planted  by  selling 
RELIABLE  merchandise  of 
nationally  recognized  manufac- 
turers ;  and  by  giving  our  deal- 
ers a  service  that  leaves  noth- 
ing to  be  desired. 


2 — That  Trilling  &  Montague's  dealers  subscribe  to  the  same 
business  principles  in  their  relationship  with  their  customers 
in  order  to  "Grow  With  Us." 

TRILLING  tSc  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 
49  North  Seventh  Street  ^roitflCjthlls''  Philadelphia,  Pa. 
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QUICK  PROFTTS-Looking  atYou! 


The  "Filmo  Library,"  an  exclusive  Bell  & 
Howell  feature,  is  to  motion  picture  equip- 
ment what  Records  are  to  the  phonograph. 
A  quick  and  constant  turnover.  Read  why! 


YOU  know  what  the  phonograph 
business  would  be  without 
records! — a  one-time  sale  with  no 
"natural"  turnover  following.  With 
the  new  "Filmo  Library','  Bell 
Howell  have  injected  even  quicker 
and  easier  profits  into  motion  pic- 
ture camera  and  equipment  selling. 

The"Filmo  Library"  is  composed 
of  reels  of  motion  picture  entertain- 
ment— shown  in  the  home  by  means 
of  the  Filmo  Projector.  New  releases 
are  made  monthly.  These  reels  are 
nought  outright  by  the  customer — at 
little  more  cost  than  raw  film,  and 
leaving  a  nice  profit  with  you. 

Every  reel  is  a  "wow".  For  enter- 
taining the  children  they  have 
bed- time  stories  "backed  off  the 


boards".  They  are  actual  motion 
pictures  of  animals,  vaudeville  acts, 
adventure,  deep  sea  fishing— and 
travel  series.  All  points  of  interest 
in  the  Old  World  and  the  New 
will  be  in  these  movies.  And  for 
the  grown-ups  there  are  feature 
films  containing  all  the  leading 
movie  stars  and  studios.  Other 
startling  subjects  will  soon  be  an- 
nounced. 

Our  mammoth  Hollywood  plant 
is  already  working  day  and  night  to 
supply  the  demand  for"  Filmo  Li- 
brary" films.  And  we've  just  started! 

This  is  certainly  a  "ground- floor" 
proposition  for  any  dealer  wonder- 
ing where  Spring  and  Summer 
profits  are  going  to  come  from. 


The  Filmo  Projector 


Profits  in  the  whole  Filmo  line 

To  begin  with,  the  Filmo  camera  and  projector  shown  here  represent 
substantial  initial  sales.  Demand  is  already  created  through  our  powerful 
National  advertising  and  dealer  helps.  No  technical  experience  is  necessary 
to  handle  this  line.  All  necessary  skill  is  provided  for  in  the  equipment  itself. 

Then — Bell  &  Howell  Company  is  the  only  manufacturer  supplying  a 
complete  line  of  amateur  movie  accessories — everything  in  supplementary 
equipment  a  movie  fan  can  possibly  want  or  ask  for.  More  profit  for  you. 
Bell  &  Howell  Company  has  furnished  practically  all  the  professional 
cameras  and  equipment  used  in  the  movie  industry  for  twenty  years.  We 
and  we  only  have  a  motion  picture  proposition  for  you  that  is  complete. 
Mail  the  coupon  now  and  get  it. 

For  MORE  of  the  FACTS 

mail  this  coupon! 


The  only  ex- 
clusively 16 
m/m  film  pro- 
duction plan  i  in 
theworld.The  Wm. 
f      HorsieyF -dm  Labor- 
atories on  SunsetBcule- 
lard  in  Hollywood. 
Operating  under  Bell  &f 
Howell  Contract. 


BELL  &  HOWELLCCX 


1810  Larchmont  Avenue 
New  York,  Hollywood,  London 


Chicago,  Illinois 

'     ESTABLISHED  1907 


BELL  &  HOWELL  CO., 

1810  Larchmont  Avenue,  Chicago,  III. 

Please  show  me  how  your  line  of  Motion  Picture 
Cameras  and  Equipment  offsets  the  summer  music 
slump,  and  mail  complete  sales  proposition. 


Name_ 


Address.. 
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PALtibX  Cameras  and 

Projector 

and 

jm.    FL  a  d  i  o 

Radio  Accessories 

Penis  Phonograph  Co. 

913  Arch  St.  Philadelphia 

Plans  are  also  under  way  for  the  holding  of 
a  Victor  dealers'  convention  in  this  city  in  the 
very  near  future. 

Weymann  Plans  "Automatic"  Campaign 

Having  anticipated  a  year  of  soaring  business 
for  the  dealers  who  will  feature  the  newest  of 
devices  to  be  added  by  the  Victor  Co.,  the 
wholesale  department  of  H.  A.  Weymann  & 
Son,  under  direction  of  Charles  Bahl,  is  pre- 
paring to  tie  up  with  the  retailers  in  demon- 
strations of  the  new  Automatic  Orthophonic 
Victrola  which  will  be  ready  for  the  trade  this 
Spring.  The  wholesale  Victor  department,  at 
1108  Chestnut  street,  will  stage  demonstration 
concerts  in  conjunction  with  the  dealers. 
Paul  Crooker  With  Brunswick  Branch 

P-auT  Crooker,  for  many  years  New  England 
representative  of  the  Certainteed  Products  Co., 
is  now  assistant  to  District  Manager  George  A. 
Lyons,  of  the  Brunswick  Co.,  Philadelphia  head- 
quarters. He  will  be  assigned  to  special  work 
in  the  local  offices.  Three  new  sales  representa- 
tives have  been  associated  with  the  local  offices 
in  the  past  month.  They  are  Harold  J.  Berry, 
who  will  look  after  the  coal  regions  in  the 
Wilkes-Barre  district;  S.  Wilson,  who  will  cover 
Allentown  and  Bethlehem,  and  Jack  Harkins, 
formerly  on  the  inside  sales  force,  who  now  is 
covering  part  of  the  southern  New  Jersey  terri- 
tory and  Philadelphia  suburbs.  The  new  eight- 
tube  radio  combination  Brunswick  has  been  so 
favored  by  the  public  that  the  local  offices  have 
been  shipping  them  to  the  dealers  just  as  fast  as 
they  arrive  from  the  factory.  Manager  Lyons 
has  been  giving  personal  attention  to  the  terri- 
tory, having  spent  several  weeks  making  the 
rounds  with  his  sales  force.  W.  J.  Lorenzo,  who 
has  been  covering  the  coal  regions,  has  been 
promoted  to  the  position  of  special  Eastern  rep- 
resentative engaged  in  promotion  work. 

Guarantee  Portables  in  Demand 

A  night  shift  has  been  employed  at  the  Guar- 
antee Talking  Machine  Supply  Co.  for  the  past 
two  weeks,  engaged  in  speeding  up  orders  that 
have  been  coming  from  foreign  and  domestic 
dealers  for  the  various  types  of  Guarantee  port- 
ables. Large  shipments  of  the  Guarantee  port- 
ables have  been  made  to  South  America,  Africa 
and  Guatemala  in  duplicate  orders.  E.  Bauer,  of 
the  sales  staff,  is  traveling  through  the  South. 
Artists'  Appearances  Help  Record  Sales 

Manager  Raymond  J.  Boldt,  of  the  record  de- 
partment of  the  Philadelphia  Victor  Distribu- 
tors, Inc.,  has  been  giving  the  dealers  helpful 


aids  in  tying  up  with  the  appearance  of  artists 
in  the  recording  list  at  the  various  theatres  dur- 
ing the  past  month.  Dealers  were  able  to  cash 
in  on  the  records  of  the  Silvertown  Cord  Or- 
chestra and  Jack  Smith,  "The  Whispering  Bari- 
tone," when  they  headlined  at  Keith's  here 
through  the  many  features  of  display  provided 
in  the  designs  for  window  advertising  of  the 
records  of  these  Victor  artists.  While  the  trade 
was  aided  in  the  displays  the  Orthophonic  was 
exploited  on  the  stage  at  Keith's  and  in  the 
lobby  as  accompaniment  to  the  artists  and  in 
special  concerts. 

Valuable  Atwater  Kent  Publicity 

The  Atwater  Kent  radio  was  given  valuable 
advertising  space  in  a  specially  inserted  section 
in  the  Philadelphia  Inquirer  during  the  month. 
The  Louis  Buehn  Co.,  1025  Arch  street,  distribu- 
tor of  the  Atwater  Kent,  tied  up  with  the  pub- 
licity given  in  the  section  of  six  pages.  The 
Philadelphia  Inquirer,  with  its  high  mark  of  cir- 
culation in  this  section  of  the  country,  gave 
material  advertising  value  to  the  dealers  as  well 
as  the  manufacturers  through  this  specially  com- 
piled edition. 

Trade  Mourns  Death  of  George  Boyd 

With  the  passing  of  George  Boyd,  manager  of 
the  chain  of  stores  conducted  by  the  F.  A.  North 
Co.,  1306  Chestnut  street,  the  trade  loses  one  of 
its  most  popular  as  well  as  widely  known  ex- 
ecutives. 

Announces  Starr  Portable 

President  Ben  Witlin,  of  the  Witlin  Musical 
Instrument  Co.,  and  Philadelphia  representative 
of  Starr  Piano  Co.,  904  Walnut  street,  just  re- 
turned from  a  trip  to  the  Richmond,  Ind.,  fac- 
tory of  the  Starr  Co.,  announces  the  addition 
of  a  Starr  portable  to  retail  at  $20  and  one  of 
the  outstanding  values  for  1927  which  augments 


Trilling  &  Montague  House 
Organ  Includes  Catalog 

January  Issue  of  Radio  Talks  Has  Condensed 
Catalog  and  Price  List — Interesting  Articles 
and  New  Items  Feature  Issue 


The  first  issue  of  the  new  year  of  Trilling 
&  Montague  Radio  Talks  appeared  during  the 
latter  part  of  January  in  its  usual  interesting 
form.  A  greeting  for  the  new  year  occupied 
the  first  page,  together  with  pictures  of  the 
officials  of  the  company,  including  David  M. 
Trilling,  Harry  Montague,  J.  Lobel,  Charles 
Gomprecht  and  I.  Rosenblith.  Interesting 
articles  and  attractive  illustrations  combined  to 
interest  the  reader.  Included  in  this  issue  is 
the  1927  wholesale  radio  condensed  catalog  and 
price  list  and  there  are  featured  the  Zenith, 
Kolster  and  Crosley  radio  sets.  A  group  pic- 
ture is  shown  of  the  Trilling  &  Montague  sales 
force,  which  includes:  Roadmen,  A.  Loewenthal. 
Joel  Levitt,  Dave  Hormats,  Jos.  A.  Cahill,  Wm. 
L.  MacHugh  and  Charles  H.  Burger.  City 
salesmen,  Benj.  Gushner,  Jos.  Cohan,  Arthur 
Gerbig  and  Martin  Montague.  Store  salesmen, 
Charles  Stickell,  Frank  Ives,  Herbert  H.  Gold- 
berg, John  J.  Kennedy  and  Sydney  J.  Bacal. 


the  $25  model  brought  out  previously.  President 
Harry  Gennett,  of  the  Starr  Piano  Co.,  accom- 
panied Mr.  Witlin  to  Newburg,  N.  Y.,  to  select 
a  wide  range  of  waterproof  Dupont  Fabrikoids 
at  the  factory  there  for  the  Starr  portables  and 
these  will  be  used  in  the  1927  models  in  many 
colors. 

William  F.  Lamb  Broadcasts 

William  F.  Lamb,  music  dealer  and  leader  .if 
the  Lamb  Concert  Orchestra,  of  Pottstown,  Pa., 
and  Victor  dealer,  came  to  Philadelphia  in  the 
month  and  broadcast  from  station  WIP,  on 
January  20,  and  then  made  his  second  appear- 
ance on  the  "mike"  over  WGBS. 

Brief  But  Interesting 

C.  G.  Martin,  who  conducts  a  talking  machine 
store  in  Darby  near  Philadelphia,  has  modern- 
ized the  structure  occupied  as  a  music  store  at 
S84  Main  street. 

Samuel  Freiberg,  1408  South  street,  joined  the 
ranks  of  happy  daddies  in  the  month  when  there 
arrived  at  his  home  a  son,  Owen,  whose  birth- 
day will  be  remembered  as  of  January  12. 

Remodeling  of  the  store  of  the  Hopkins  Piano 
Co.,  of  Chester,  Pa.,  provides  that  firm  with  an 
up-to-date  home.  There  are  fourteen  hearing 
rooms  and  the  record  department  has  been 
moved  forward  to  the  front  store  space. 

Having  been  stricken  with  angina  pectoris  in 
the  early  days  of  January,  Charles  E.  Robert- 
son, head  of  the  Victor  house  bearing  his  name, 
at  3851  Lancaster  avenue,  is  now  recovering  at 
his  home. 

The  store  of  the  Joseph  Heim  Co.,  3800  North 
Broad  street,  devoted  to  Victor  talking  machine 
retailing,  has  been  put  into  the  hands  of  the 
decorators  for  modernizing  and  brightening  of 
the  interior. 

Consolidation  of  the  two  stores  of  the  Na- 
tional Talking  Machine  Co.  into  the  single  busi- 
ness headquarters  .it  103  North  Ninth  street  ha-- 
been  effected.  The  firm,  of  which  Leo  Mark  is 
(.Continued  on  page  9S) 


|HE  Victor  Company's  great 
national  newspaper  advertising 
has  put  the  wonderful  new  Ortho- 
phonic Recording  right  out  front. 

Your  follow-up  of  this  advertis- 
ing will  make  Record  business  richly 
profitable. 

Tie  up  with  Victor  ready-made 
ads. 

H.A.Weymann  #  SonJnc. 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 
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SANDAR 

S    PEAK    E  R 


IT  SPEAKS 
FOR  ITSELF 

THE  remarkable  record  of  Sandar, 
the  new  cone  speaker,  since  its  in- 
troduction some  months  ago,  speaks 
for  itself  in  loud  tones!  All  over  the 
country  it  has  won  a  prominent  posi- 
tion in  the  radio  field.  Fans,  con- 
vinced by  one  demonstration,  are 
praising  and  clamoring  for  it,  dealers 
are  stocking  to  meet  the  demand,  the 
manufacturers  are  speeding  up  pro- 
duction— and  all  is  Sandar  activity. 

Plenty  of  reasons  for  Sandar's  suc- 
cess, particularly  its  mechanical  excel- 
lence and  attractive  appearance  plus 
— a  strong  selling  point — its  excep- 
tionally low  price,  #27.50,  lower  than 
that  of  any  other  licensed  speaker  ot 
its  size.  There  is  still  some  Sandar 
territory  available  if  you  act  quickly. 
So  write  today  for  terms  and  full  in- 
formation. 

SANDAR  CORPORATION 

Crescent  Plaza  Building       Long  Island  City,  New  York 


Licensed  under 
Lektophone  Patents 


West  of  the  Rocky  Mountains,  $30 
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GUARANTEE  PORTABLE 


Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 

SPECIFICATIONS : 

1.  Textene  Leather  Case. 

2.  Standard  Heineman  Motor. 

3.  Plays  Two  10"  Records. 

4.  Standard  Taper  Tone  Arm. 

5.  Specially  Loud  Reproducer. 

6.  Device  for  Carrying  Records. 

7.  Machine  Will  Play  12"  Records. 

8.  Patented  "Non-Spill"  Needle  Cup. 

9.  Size  UVz"  x  11%"  x  794". 
10.  Weighs  1SV&  pounds. 


Guarantee  Special  Portable 

Retails  for  $12.50 

Write  for  Prices  in  Quantity 


charger  from  charging  the  storage  battery  and 
connect  the  B  power  supply  unit  to  the  radio 
receiving-  set.  When  it  is  desired  to  discontinue 
radio  reception  the  switch  on  the  receiver  is 
turned  to  the  off  position  and  again  the  auto- 
matic switch  will  disconnect  the  B  power  supply 
unit  from  the  receiver  and  connect  the  charger 
to  the  storage  battery  and  the  charger  immedi- 
ately starts  charging  the  battery. 


Costs  you  $10.50 
RETAILS  FOR  $25.00 


GUARANTEE  TALKING  MACHINE  SUPPLY  CO. 

35  N.  NINTH  STREET  PHILADELPHIA,  PA. 

u/-*;t"  for  our  latest  Main  Spring  Chart^^^^_K_ 


head  will  discontinue  the  store  at  105  North 
Tenth  street. 

Leo  M.  Compson,  manager  of  the  talking 
machine  department  of  C.  J.  Heppe  &  Son  Co., 
has  been  much  gratified  over  the  splendid  Janu- 
ary sales  of  the  combination  Orthophonic-radio 
machines  which  have  been  the  highest  recorded 
in  a  normal  month. 

President  Florence  J.  Heppe,  of  the  com- 
pany, who  has  been  confined  to  his  bed  for  the 
past  few  months  following  a  nervous  breakdown, 
is  now  recovering  at  his  home  after  removal 
trom  the  Jefferson  Hospital,  where  he  spent  six 
weeks. 


"Pointing  to  the  picture,"  says  the  visitor,  "I 
asked  Edison  if  he  would  mind  telling  me  what 
he  was  thinking  about  so  intently  as  he  ex- 
amined the  gift." 

"  'Why,'  replied  the  famous  inventor  and 
philosopher,  his  eyes  a-twinkle,  T  was  trying  to 
figure  out  how  many  million  votes  a  five-gallon 
sap  bucket  holds.'" — Forbes  Magazine  (N.  Y.). 


Acme  Elec.  and  Mfg.  Go. 

Markets  AB  Socket  Unit 


What  Thos.  A.  Edison 

Was  Thinking  About 

Edison,  as  all  know,  is  a  philosopher,  as  well 
as  wizard.  He  is  in  a  sense  a  reincarnation  of 
Benjamin  Franklin,  with  added  light! 

"I  noticed,"  says  a  visitor,  "a  group  photo- 
graph showing  President  Coolidge  and  him- 
self, Harvey  Firestone  and  Henry  Ford.  It 
was  taken  on  the  porch  of  the  old  homestead, 
at  Plymouth,  Vermont,  just  after  President 
Coolidge  had  given  Henry  Ford,  who  has  be- 
come an  ardent  collector  of  homely  antiquities, 
a  five-gallon  sap  bucket  that  had  seen  several 
generations  of  service  in  the  Chief  Executive's 
maple  grove. 

"The  photograph,  which  was  widely  repro- 
duced at  the  time,  shows  Edison  critically  ex- 
amining the  vessel. 


Unit  Consists  of  a  Storage  Battery,  B  Power 
Supply  Unit,  Two-Rate  Trickle  and  an  Auto- 
matic Control  Switch 


Cleveland,  O.,  February  7. — The  Acme  Electric 
&  Manufacturing  Co.,  of  this  city,  manufacturer 
of  B  power  supply  units  and  other  radio  prod- 
ucts, has  recently  introduced  a  new  product 
known  as  the  Acme  AB  Socket  power  unit. 
This  unit  consists  of  a  six-volt  storage  battery, 
B  power  supply  unit,  two-rate  trickle  and  an 
automatic  control  switch,  all  mounted  in  a 
handsomely  finished  steel  case. 

The  unit  has  been  properly  connected  to  the 
radio  receiving  set.  The  entire  operation  of  the 
complete  unit  is  automatic  and  is  controlled  by 
the  radio  switch,  which  is  on  the  receiver.  It 
is  only  necessary  to  connect  the  AB  Socket 
power  unit  to  some  convenient  baseboard  re- 
ceptacle or  outlet,  and  when  the  radio  receiver 
is  turned  on  the  automatic  switch  within  the 
AB    Socket    power    unit    will    disconnect  the 


Atwater  Kent  Distributor's  Clever  Publicity 


You  wouldn't  buy  an  elephant. 
*nd  especially  a  White  one  . 
but  it  is  still  worse  to  buy  an 
off  brand  radio  and  have  it  he- 
come  a  white  elephant  on  your 
hand*.  Better  be  jure  .  better 
investigate 

Atwater 
Kent 

RADIO 

if  you  want  Real  Radio  service, 
with  service  stations  all  around 
vou. 


Would  You 
Buy  a  White 

Elephant? 


Western-  Sales 
Company 

1  Wm  Grand  Itutoi  |] 

Podu  Ctry,  Oklahoma 

Wi  Ar<  Oprn  t  ■  |i 


Vou  may  save  a  tew  dollars 
when  you  purchase  an  off  brand 
r-idio,  but  calling  for  help  will  do 
no  good  after  you  have  grabbed 
hold  of  a  hot  one 

You  don  tneed  cocall  for  help 
v.ith  an 

Atwater 
Kent 
radio 


Why  Call  for 
Help  after  you 
Have  Qrabbed 
a  Hot  One 


Western  Sales 
Company 

W«m  ....... I  Ph«A<  i: 

Porwa  Ol>.  Oklahoma 

W«  Af»  Opro  I  ......... 


Further  Additions  to 

Berg  Line  Announced 

Berg  Auto  Trunk  &  Specialty  Co.  Now  Has 
Representative  Line  of  Portable  and  Large 
Type  Talking  Machines 


The  Berg  Auto  Trunk  &  Specialty  Co.,  Long 
Island  City,  N.  Y.,  which  for  the  past  two  years 
has  manufactured  portable  talking  machines, 
and  which  last  Fall  introduced  a  line  of  popu- 
lar-priced upright  and 
console  models,  carry- 
ing an  exterior  dressing 
of  fabrikoid,  now  an- 
nounces further  addi- 
tions to  its  large-size 
models.  These  include 
three  newly  designed 
floor  models  and  two 
new  console  models.  In 
addition  it  .has  a  new 
$15  portable  and  a  $20 
portable,  and  four  table 
models,  two  open  type 
and  two  covered  ma- 
chines. Several  of  the 
upright    instruments    are    illustrated  herewith. 

Joseph  Berg,  head  of  the  Berg  Auto  Trunk 
&  Specialty  Co.,  is  responsible  for  the  designs 
of  these  new  models  and  in  developing  a  new 
acoustic  chamber,  reproducer  and  tone  arm  he 
had  the  collaboration  of  Maximilian  Weil,  head 
of  the  Audak  Co.,  and  one  of  the  best-known 
acoustical  scientists. 

E.  R.  Manning,  sales  manager  and  treasurer 
of  the  Berg  A.  T.  &  S.  Co.,  who  is  now  on  a 
transcontinental  trade  tour,  stated  before  his 
departure  that  "the  introduction  last  season  of 
original  design  popular-priced  upright  and  con- 


Artone  No.  79 


Artone  No.  76  Artone  Nos.  80  and  81 

sole  models  won  so  much  favor  with  the  trade 
and  public  that  we  found  it  advisable  to  greatly 
extend  our  activities  in  this  direction.  We  will 
by  no  means  lessen  our  production  of  portable 
machines.  In  fact,  we  have  added  to  the  num- 
ber of  last  season's  models  and  we  plan  to 
greatly  strengthen  our  position  in  the  portable 
field.  In  the  large  type  machines  we  have  made 
wonderful  strides  in  developing  tone  quality  and 
with  last  season's  success  as  a  precedent  and 
with  these  new  tonal  values  there  is  no  doubt 
that  our  plant  is  in  for  greatly  extended  ac- 
tivities." 


J.  J.  Broestl  in  New  Post 


J.  J.  Broestl,  formerly  with  the  Euclid  Music 
I'm  ,  has  been  appointed  manager  of  the  radio 
department  of  the  Young  Furniture  Co.,  Cleve- 
land, O. 
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Fen  by  manu- 
Formation  and  sugges- 
find  that,  at  the  end  of.  a  given 
nee  costs  have  dug  deeply  into  the  profits  on 
some  cases  have  eliminated  profits  entirely. 
The  truth  of  the  matter  is  that  all  too  few  dealers  have  any 
accurate  knowledge  as  to  the  cost  of  servicing  radio,  or  how  that 
cost  can  be  kept  within  reasonable  bounds,  despite  the  fact  that 
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Columbia  Sales  in  Baltimore  for  January 
Show  95  Per  Cent  Increase  Over  Last  Year 

Columbia  Wholesalers,  Inc.,  Report  Most  Satisfactory  Condition  With  Instruments  and  Records 
Both  in  Demand— Atwater  Kent  Dealers  Meet— Brunswick  Representatives  Change 


Baltimore,  Md.,  February  10. — "Columbia  sales 
for  the  month  of  January  showed  a  wonderful 
increase  over  the  same  month  of  1926,"  declared 
William  H.  Swartz,  vice-president  of  the  Co- 
lumbia Wholesalers,  Inc.,  "the  increase  rep- 
resenting approximately  95  per  cent,  which  is 
especially  fine,  as  the  same  period  the  year 
before  had  been  a  good  month.  The  way  thz 
new  year  has  started  off  gives  more  assurance 
than  ever  that  total  Columbia  business  for  1927 
will  be  much  ahead  of  1926,  and  this  in  spite  of 
the  fact  that  1926  was  the  biggest  year  in  Co- 
lumbia Wholesalers'  history. 

"Although  machine  shipments  were  much  bet- 
ter during  January,  nevertheless,  many  orders 
were  lost  due  to  badly  oversold  conditions  of 
stock,  there  being  hundreds  of  machines  still  on 
back  order  at  the  end  of  the  month.  A  sur- 
prising number  of  the  big  Viva-tonal  models 
No.  80810  were  shipped,  this  month,  to  the  small 
town  dealers.  The  decorated  Viva-tonal  models, 
especially  the  No.  710,  provided  the  biggest  por- 
tion of  the  volume  noted  above. 

"Applications  for  the  Columbia  line  continue 
to  flow  in.  However,  many  applications  are  be- 
ing turned  down  because  of  conflict  with  already 
established  dealers,  and  it  is  quite  evident  that 
the  high  degree  of  protection  being  afforded  Co- 
lumbia dealers  is  one  of  the  many  reasons  for 
the  rapid  growth  of  the  Columbia  organization. 

"Columbia  advertising  has  been  very  heavy 
not  only  on  the  part  of  the  factory,  but  also  the 
dealers.  Two  Baltimore  papers  carried  full- 
page  ads  during  the  month,  while  many  smaller 
ads  appeared  each  week. 

"Record  sales  in  Baltimore  and  Washington 
were  considerably  aided  by  the  appearance,  in 
these  two  cities,  of  Ted  Lewis  and  his  Columbia 
recording  band.  Ted  was  the  headliner  with 
Lemaires  Affairs,  which  show  attracted  thou- 
sands, all  of  whom  apparently  wanted  Ted's 
latest  records  from  the  way  the  sales  jumped. 
Three  fine  ads  featuring  this  appearance  were 
inserted  on  different  days,  over  thirty  dealers 
put  up  big  window  signs  featuring  this  artist's 
appearance,  while  the  three  trucks  of  the  Co- 
lumbia Wholesalers,  Inc.,  bore  oil-cloth  signs  an- 
nouncing Ted  Lewis'  appearance  and  his  ex- 


clusive Columbia  records.  The  Baltimore  deal- 
ers attended  in  a  body  on  Monday  night  and 
gave  this  orchestra  a  rousing  welcome. 

Store  Destroyed  by  Fire 

Harry  C.  Grove,  long  established  Columbia 
dealer  in  Washington,  D.  C,  had  the  misfortune 
of  having  his  large  and  attractive  Columbia 
store  completely  destroyed  by  fire.  Nothing 
was  saved  and  only  substantial  insurance  pre- 
vented a  very  heavy  loss.  Mr.  Grove  is 
anxiously  seeking  a  new  location  and  hopes  to 
be  re-established  in  the  near  future. 

Atwater  Kent  Dealer  Meetings 

Parks  &  Hull,  Inc.,  Atwater  Kent  distributors 
for  Baltimore  and  Maryland,  have  arranged  to 
hold  a  series  of  dealer  meetings  in  a  number  of 
the  smaller  cities  throughout  the  State  in  the 
next  few  months.  Meetings  have  already  been 
held  in  Hagerstown  and  Westminster  and 
others  are  scheduled  for  Havre  de  Grace,  Elk- 
ton,  Denton,  Salisbury  and  Crisfield.  Parks  & 
Hull  representatives  are  accompanied  by  mer- 
chandising men  from  the  Atwater  Kent  factory 
under  the  direction  of  P.  A.  Ware.  Moving 
picture  slides  of  an  educational  nature  are 
shown  the  dealers  and  vital  matters  appertain- 
ing to  selling  and  advertising  are  discussed. 
Each  dealer  is  urged  to  read  the  radio  and 
music  trade  papers  so  that  he  can  glean  a  num- 
ber of  selling  ideas. 

The  meetings  already  held  have  been  largely 
attended  and  the  dealers  are  enthusiastic  about 
the  pointers  they  have  gained.  Parks  &  Hull, 
Inc.,  state  that  the  increase  in  their  Atwater 
Kent  business  this  year  has  been  very  large, 
the  quota  set  by  the  factory  having  been  passed 
early  in  November.  The  dealer  organization  in 
the  city  of  Baltimore  is  now  complete  with 
about  forty  of  the  leading  dealers  aggressively 
pushing  this  line-  The  Atwater  Kent  distribu- 
tion in  Baltimore  is  confined  almost  entirely  to 
music  stores  and  music  departments  of  depart- 
ment stores. 

One  hundred  and  fifty  Maryland  Atwater  Kent 
dealers  sat  down  to  an  elaborate  luncheon 
at  the  Belvedere  in  Baltimore  on  Thursday,  Jan- 
uary 27,  as  guests  of  Parks  &  Hull,  Inc.,  the  oc- 
casion being  an  Atwater  Kent  sales  promotion 


Qo  After  It 
NOW/ 


Now's  the  time  to  go  after  the  Viva-tonal  Columbia 
and  the  Columbia  New  Process  Record  business.  The 
dance  season  is  in  full  swing.  Members  of  the  family, 
spending  the  evening  at  home,  are  in  the  mood  to 
listen  to  the  latest  hits  or  old  favorites,  played  or 
sung  by  the  orchestras  or  vocalists  they  like  best. 

Now's  the  time  to  sell  the  Viva-tonal  Columbia,  the 
successor  to  the  phonograph  "Like  Life  Itself." 

Now's  the  time  to  let  your  customers  know  you 
handle  Columbia  New  Process  Records,  made  the  new 
way — Electrically,  Viva-tonal  Recording. 

ColumtiaWholea 


saiers, 


LC. 


L.L.Andrews       —      Wm.H.  Swartz 

Exclusively  Wholes  ale 

205  W  Camden  St..    Baltimore,  Md. 


Demonstrates  Feminine 

Angle  of  Radio  Buying 

Atwater  Kent  Mfg.  Co.  Engages  Miss  May 
Colombo,  Merchandising  Expert,  to  Give 
Dealers  the  Woman's  Viewpoint 


That  the  lady  of  the  house  is  becoming  more 
and  more  every  day  an  increasingly  important 
factor  in  the  purchasing  of  a  radio  set  or 
speaker  is  witnessed  by  the  music-radio  dealer. 
Is  a  different  type  of  salesmanship  neces- 
sary to  successfully  sell  the  lady?  The  At- 
water Kent  Mfg.  Co.,  of  Philadelphia,  be- 
lieves the  buying  viewpoint  of  the  lady  pur- 
chaser is  well  worth  studying  and  has  prevailed 
upon  Miss  May  Colombo,  a  merchandising 
expert,  who  approaches  selling  from  a  woman's 
point  of  view,  to  address  various  meetings  of 
its  dealers. 

Her  method  is  unique.  In  her  talk  Miss 
Colombo  outlines  some  rather  glaring  ab- 
surdities shown  in  radio  selling.  To  visualize 
these  errors  she  introduces  a  store  setting  and 
with  assistants  trained  by  her  she  enacts  the 
sale  of  a  radio  to  a  woman  in  the  way  it  should 
not  be  done.  Later  she  re-enacts  the  scene 
in  the  proper  way. 

revue  of  an  unusual  kind.  Stewart  Gordon 
Theodore  Parks,  president  of  Parks  &  Hull, 
Inc.,  Atwater  Kent  distributors,  was  chairman 
of  the  meeting  which  followed,  and  the  feature 
of  the  program  was  Miss  May  B.  Columbo,  of 
the  merchandising  and  sales  promotion  division 
of  the  Atwater  Kent  Mfg.  Co.,  who  introduced 
a  "Sales  Revue"  which  proved  something  of  an 
innovation.  Percy  A.  Ware,  of  the  merchandis- 
ing and  sales  promotion  division  of  the  Atwater 
Kent  Co.,  with  the  aid  of  new  picture  slides,  also 
gave  an  interesting  talk  on  his  favorite  topic, 
merchandising. 

Planning  Beethoven  Celebration 

Dealers,  generally,  as  well  as  the  music  lov- 
ing public,  are  getting  whole-heartedly  behind 
the  big  celebration  planned  to  commemorate  the 
birth  of  Beethoven.  Baltimore's  leading  citi- 
zens have  combined  to  form  a  large  committee 
to  give  the  Columbia  Co.  all  co-operation  possible 
in  telling  the  people  of  the  community  about 
this  famous  composer  and  familiarize  them  with 
his  wonderful  works. 

Radio  Sales  Increase 

Radio  sales  continue  in  splendid  volume,  the 
big  Fada  sets  winning  greater  recognition  every 
day.  It  is  astonishing,  the  sales  that  have  been 
secured  on  this  line.  Many  leading  stores  in 
Baltimore  are  enthusiastically  featuring  this  line, 
and  a  constant  flow  of  advertising  has  been  ap- 
pearing weekly  on  the  Fada  products. 

Business  in  Burgess  batteries  and  Philco 
Eliminators  continues  unabated.  To  take  care  of 
its  expanding  business  the  radio  department  of 
Columbia  Wholesalers,  Inc.,  has  taken  on  a  new 
representative  in  Washington,  R.  F.  Samuels, 
and  has  also  put  Robert  Borgfeldt  on  sales  work 
in  Baltimore  City. 

Trade  Aroused  Over  Bill 

Both  the  talking  machine  and  radio  dealers 
here  are  aroused  over  a  bill  which  has  been  in- 
troduced in  the  General  Assembly  now  in  ses- 
sion at  Annapolis  by  which  the  restraint  now 
existing  on  merchandise  bought  on  the  instal- 
ment plan  would  be  removed.  Under  provisions 
of  the  bill  a  landlord  could  seize  all  furniture, 
musical  instruments  or  radios  on  the  premises 
;ind  hold  them  as  a  lien  against  the  amount 
due  for  rent.  While  no  concentrated  action  to 
dffiat  the  bill  has  been  taken  as  yet,  a  move- 
ment is  now  on  foot  to  call  a  meeting  of  all 
talking  machine  and  radio  dealers  at  which  steps 
for  the  protection  of  their  interests  on  instal- 
ment transactions  will  probably  be  taken. 

"January  business  was  very  good  despite  the 
fact  of  a  shortage  on  the  higher  priced  models, 
especially  those  selling  around  $1,000,"  declared 
Charles  F.  Shaw,  manager  of  the  Brunswick 
(Continued  on  page  102) 
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We  take  pride  in  announcing— 

THE  HUMAN  VOICE 

Phonograph  Needle 

Especially  adapted  for  Electrically  Recorded  Records 

— but  may  be  used  on  all  discs 


 if 


A  marvelous  improvement  on  all  styles 
of  phonograph  needles 


ALREADY 
NATIONALLY 
ADVERTISED 


Agujas  "Wall-Kane"  para  Fonografos 

La  Aguja  con  Punta  de  Oro 

Se  garantiza  que  cada  aguja  toca  diez  diecos 
en  cualquier  fonogxafo 

Un  articulo  anunciado  en  lodo  el  pais,  y  cuya  demanda 
ha  venido  aumentando  desde  1913  en  que  se  empez6  a 
fabricar  Las  venden  los  principales  comerciantes  en 
todas  partes  del  mundo. 

Se  ponen  en  paquetes  de  SO  agujas,  que  equivalen  a 
500  agujas  de  acero  ordinarias. 
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WALL-KANE  NEEDLE  MANUFACTURING  COMPANY,  Inc. 


Manufacturers  of 


100  needles  to 
the  envelope. 
50  envelopes  to 
the  carton. 


Have  you  seen 
our  new 
Petmecky 
display? 


Attractive  prices  on  request 


102 


THE    TALKING    MACHINE  WORLD 


Attention  Dealers 


75%  Increased 
Sales  1926  Over  1925 


Our 

Records 
Show 


PHILCO 

400%  Increased 
Sales  1926  Over  1925 


Cunningham  Tubes,  Burgess  Batteries,  Balkite,  Brach 
and  other  accessories  also  showed  substantial  increases. 

If  you  are  located  in  Maryland,  Delaware,  District  of 
Columbia,  Virginia,  North  Carolina  or  adjacent  territory, 
write  us  and  we  will  show  you  how  to  increase  your 
radio  business  for  1927. 


Mohawk 
One  Dial 
Radio 


Columbia 
Wholesalers,  Inc. 

205  W.  Camden  St. 
Baltimore,  Md. 


Cunningham 
Tubes 

BURGESS 
BATTERIES 


Activities  of  the  Trade 

in  Baltimore  Territory 

(Continued  from  page  100) 
branch  here,  "and  total  business  for  the  month 
shows  an  increase  of  about  85  per  cent  over 
January  1926." 

Changes  in  Brunswick  Representatives 

Following  a  three-day  sales  conference  the 
latter  part  of  last  month,  the  following  changes 
in  Brunswick  representatives  were  announced: 
Jack  Leland,  formerly  North  Carolina  repre- 
sentative, is  now  covering  the  Baltimore  and 
Washington  territory;  C.  Ed.  Childs,  former 
record  salesman,  Maryland  and  Delaware;  Wil- 
liam Lord,  formerly  Maryland  and  Baltimore, 
now  covering  Virginia;  M.  N.  Kuhn,  formerly 
Virginia  and  Washington,  now  covering  part 
of  Virginia  and  North  Carolina;  J.  B.  Elliott,  a 
new  salesman,  has  been  assigned  part  of  North 
Carolina;  Harry  Brighton,  former  radio  techni- 
cian, has  been  made  a  record  salesman,  being 
succeeded  by  E.  S.  Hughes,  radio  technician, 
from  the  Chicago  office  of  the  company;  C.  J. 
Schirmer  has  been  promoted  to  assistant  office 
manager;  while  Joseph  G.  Muller,  formerly  of 
the  record  sales  promotion  department,  has  been 
made  assistant  district  manager.  His  experi- 
ence qualifies  him  for  the  new  post. 

New  accounts  opened  the  past  month  by  the 
Brunswick  branch  include  L.  Bernstein  Furni- 
ture Co.,  of  Cumberland,  Md.;  The  Rosemary 
Furniture  Co.,  of  Rosemary,  N  C,  and  the 
Bolen  Drug  Co.,  of  Galax,  Va. 

Panatrope  Exhibit  at  Show 

Johnson  Bros.,  Inc.,  1890  North  Charles 
street,  was  the  only  talking  machine  or  radio 
firm  represented  at  the  recent  automobile  show 
at  the  Fifth  Regiment  Armory.  The  firm  had  a 
large  display  of  Panatropes  and  radios  at  its 
booth,  and  during  the  intermissions  of  the  or- 
chestra furnished  the  music  by  placing  a  Pana- 
trope in  the  gallery,  thus  giving  the  affair  con- 
tinuous music. 

Kolster  Engineers  Confer 

A  conference  of  engineers  of  Federal-Brandes, 
Inc.,  is  now  being  held  at  the  Kolster-Brandes 
factories,  in  Newark.  Dr.  Frederick  A.  Kolster, 
chief  research  engineer,  is  conducting  the  meet- 
ing. Dr.  Kolster  will  spend  about  five  weeks 
in  the  East  and  will  then  return  to  his 
laboratory;  at— Pa4o-A4t-o-,-Gal.  -  -  — 


Brunswick  Parisian  Portable 
Introduced  to  the  Trade 
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3  and  the  gray  metal  Parisian-Portable  lists 
at  $10.  Each  model  is  less  than  a  foot  square, 
two  and  one-quarter  inches  thick  and  when 
closed  is  about  the  size  of  two  average  mag- 
azines. 

William  A.  Graham  Heads 
Radio  Corp.  Service  Dept. 

New  Division  Manager  Connected  With  Radio 
Corp.  for  Long  Period — Lee  L.  Manley  Made 
Assistant  Service  Division  Manager 


William  A.  Graham  has  been  appointed 
service  manager  of  the  Radio  Corp.  of  Amer- 
ica. In  making  this  announcement,  A.  E. 
Reoch,  manager  of  the  production  and  service 
department  of  RCA,  stated  that  the  appoint- 
ment of  Mr.  Graham  places  the  service  division 
under  the  direction  of  an  engineer  well  equipped 
for  that  duty.  Mr.  Graham  has  been  connected 
with  the  Radio  Corp.  since  1916  in  various  en- 
gineering and  designing  capacities.  He  will 
now  devote  his  entire  time  to  the  service  divi- 
sion, including  the  maintenance  and  operation 
of  district  service  stations  in  New  York, 
Chicago  and  San  Francisco. 

Lee  L.  Manley,  who  has  been  closely  con- 
nected with  the  RCA  service  work  during  the 
past  four  years,  has  been  appointed  to  the  im- 
portant position  of  assistant  manager  of  the 
company's  service  division. 

Elkon  Works  Announce 

Power  Unit  and  Charger 


A  new  portable  phonograph  known  as  the 
Brunswick  Parisian-Portable  was  recently  intro- 
duced by  the  Brunswick-Balke-Collender  Co.  of 
Chicago.  A  four-page  booklet  has  been  mailed 
to  all  Brunswick  dealers  describing  and  illus- 
trating  the    new   instrument,   which    plays  all 


Brunswick  Parisian  Portable  Phonograph 


standard  records,  including  the  new  electrical 
records. 

The  feature  of  the  Brunswick  Parisian-Port- 
able is  the  Brunswick  folding  oscillator,  a  cone 
that  folds  into  the  lid  of  the  case  when  not  in 
use,  thus  making  a  horn  or  tone  arm  unneces- 
sary. The  Parisian  is  furnished  in  two  models, 
one  in  black  leatherette,  the  other  in  a  figured 
metal  of  dark  mottled  gray.  The  new  product 
weighs  eight  pounds  and  carries  six  ten-inch 
records.  One  folding  oscillator  is  included  with 
each  unit  and  a  non-folding  oscillator,  suitable 
for  use  with  the  unit  at  home,  is  also  obtain- 
able   The  black  leatherette  model  retails  for 


The  Elkon  A  Power  unit  and  Elkon  3-Am- 
pere  Charger  have  been  announced  to  the 
trade  by  the  Elkon  Works,  of  Weehawken, 
N.  J.  Both  of  these  units  are  developments  of 
the  Elkon  Trickle  charger,  which  was  brought 
out  a  year  ago,   and    which    operates  without 

liquids  of  any  kind  and 
without  tubes,  moving 
parts,  noise  or  inter- 
ference, according  to 
officials  of  the  Elkon 
Works. 

In  the  Elkon  A 
Power,  the  dry  recti- 
fication principle  is  de- 
signed to  accomplish 
in  the  field  of  storage 
A  battery  elimination 
what  the  trickle 
charger  has  done  in 
its  field.  The  Elkon 
Rectifier  is  said  to 
have  been  thoroughly 
tested  and  to  have 
proved  its  efficiency 
from  every  engineering 
standpoint. 

The  Elkon  3-Ampere 
Charger  is  also 
equipped  with  the  El- 
kon Rectifier  and  the 
dry  rectification  prin- 
ciple, which  operates 
without  acids,  alkalis, 
tubes,  moving  parts  or 
water.  It  is  guaran- 
teed not  to  overcharge 
to  the  Elkon  engineers, 
because  it  is  equipped  with  the  Elkon  tapering 
characteristic,  by  which  the  charge  decreases 
as  the  battery  becomes  replenished.  It  is  said 
to  be  noiseless,  and  short  circuiting  cannot 
harm  it.  It  is  claimed  to  be  equally  efficient 
for  charging  automobile   and  radio  batteries. 


battery,  accordiiu 


H.  T.  Melhuish,  manager  of  sales  administra- 
tion of  the  Radio  Corp.  of  America,  was  the 
recipient  of  congratulations  from  his  many 
friends  in  the  industry  upon  the  recent  arrival 
of  Harold  T.  Melhuish,  Jr.,  at  the  family  home- 
stead in  Long  Island. 
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As  Silent  As  a  Fine  Watch 
^and  As  Well  Made 

JUNIOR  Motors  are  small  editions  of  the  famous 
Flyer,  with  the  same  long  life,  dependability  and 
freedom  from  noise  that  have  made  the  Flyer  the 
most  popular  and  most  widely  used  motor  for 
portables. 


The  Junior  has  a  frame  of  cast  iron,  spring  of  the 
finest  steel,  Bearings  of  everlasting  bronze,  and 
specially-cut  precision  governors  and  gears.  It  is 
rigidly  inspected  at  every  stage  of  manufacture,  and 
cannot  come  to  you  in  a  portable  unless  it  is  .100% 
perfect  and  ready  to  stand  up  under  long  years  of 
hard  use. 

The  greater  part  of  all  portables  sold  are  equipped 
with  Junior  or  Flyer  Motors.  Dealers  insist  on  these 
better  motors  because  they  have  found  by  experience 
that  portables  equipped  with  them  are  easier  to  sell, 
give  greater  satisfaction,  and  assure  freedom  from 
returns. 

Demand  portables  powered  by  Junior  or  Flyer 
Motors ^and  play  safe. 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Richmond  Distributor  Sees  Music  Stores 

as  Exclusive  Radio  Receiver  Outlets 

Corley  Co.  Official  States  That  Best  Results  Are  Obtained  From  Music  Dealers — Trade  Reports 
Satisfactory  January  Business — James  K.  Polk,  Inc.,  Opens  New  Accounts 


Richmond,  Va.,  February  7. — The  time  is  com- 
ing when  only  music  stores  will  handle  radio, 
in  the  opinion  of  Horace  Lukhard,  executive  of 
the  Corley  Co.,  Victor  dealer  and  distributor. 
It  is  distinctly  a  musical  line,  he  says,  and  the 
manufacturers  will  come  to  a  realization  sooner 
or  later  that  the  best  results  will  be  obtainable 
from  stores  which  cater  exclusively  to  music 
lovers.  In  his  opinion,  sales  of  radio  sets  and 
accessories  would  already  be  largely  restricted 
to  this  class  of  stores  but  for  their  hesitancy 
in  taking  on  the  line  themselves.  Even  yet, 
many  of  them  shy  at  handling  radio  because 
they  fear  that  the  trouble  in  servicing  it  will 
more  than  offset  any  profits  to  be  made. 

For  the  most  part,  phonograph  dealers  in  this 
territory  have  no  complaint  to  make  regarding 


business.  They  experienced  extra  good  business 
in  December  and  they  say  that  January  held  up 
remarkably  well.  Walter  D.  Moses  &  Co.  re- 
port that  December  trade  was  better  by  $7,000 
than  it  was  in  the  corresponding  month  of  1925, 
and  that  January  ran  $3,200  ahead  of  last  year, 
As  a  rule,  they  say,  medium-priced  machines 
sell  best.    The  firm  handles  the  Victor  line. 

Goldberg  Bros,  report  a  satisfactory  volume 
of  sales  at  the  Southern  Furniture  Exposition 
in  High  Point,  N.  C,  in  January.  This  was  the 
mid-Winter  show  and  was  well  attended  by 
merchants  from  Southeastern  territory.  Gold- 
berg Bros,  featured  their  Lyric  lines  manufac- 
tured here.  They  also  had  on  display  a  line  of 
Artones,  which  they  distribute  in  this  territory. 
Representatives  of  the  firm  at  the  show  were 


LeRoy  Goldberg,  Adolphus  Hutzler  and  Charles 
G.  Newman. 

James  K.  Polk,  Inc.,  also  displayed  the  Polk 
phonographs  together  with  a  line  of  Sonoras. 
J.  Warren  Butler,  who  travels  North  Carolina 
for  the  Richmond  office  of  the  company,  was 
on  hand,  together  with  P.  C.  Brockman,  gen- 
eral manager,  who  came  from  Atlanta  head- 
quarters. 

Charles  J.  Rey,  manager  of  the  Richmond  of- 
fice, announced  the  appointment  of  Hugh  L. 
Smith  as  traveling  representative  of  the  com- 
pany in  Virginia  and  in  Mercer  and  Monroe 
counties  in  West  Virginia.  Mr.  Smith  succeeds 
O.  C.  Miller,  resigned.  He  was  previously  as- 
sistant to  Mr.  Rey.  W.  J.  West  is  now  in  charge 
of  the  credit  and  accounting  department  of  the 
Richmond  office.  He  was  recently  transferred 
from  the  Atlanta  office. 

The  Radio  Salon,  904  East  Broad  street, 
operated  by  the  Richmond  Motor  Co.,  which 
handles  the  Ford  line  of  automobiles,  is  closing 
out.  The  shop  featured  the  Radio  Corp.  of 
America  line  and  has  been  doing  business  a 
year  and  a  half. 

Phonograph  dealers  say  that  records  are  sell- 
ing particularly  well  just  now.  Art  Gillham's 
"Thinking,"  a  Columbia  record,  is  having  a  big 
run  at  the  Biggs  Music  Co.  This  company 
only  recently  took  on  the  Columbia  line. 

Major  Arthur  Vivian,  veteran  road  salesman 
for  the  Corley  Co.,  has  been  given  new  terri- 
tory. He  is  now  traveling  North  and  South 
Carolina.  He  used  to  travel  Virginia  and  West 
Virginia.  Victor  Taylor,  known  as  the  "pinch 
hitter"  of  the  Corley  staff,  has  replaced  him  in 
his  old  field. 

The  Levy-Page  Co.'s  music  store  in  Norfolk 
was  badly  damaged  by  fire  recently.  Insur- 
ance companies  settled  for  the  loss  and  took 
over  the  damaged  stock  for  salvage.  The  firm 
is  a  Victor  dealer. 

Following  are  recently  appointed  dealers  for 
James  K.  Polk,  Inc.,  in  this  territory:  Nash 
Furniture  Co.,  Statesville,  N.  G;  Gilly  Hard- 
ware Co.,  Appalachia,  Va.;  W.  F.  Cox,  Tabor, 
N.  C;  Hardy-Harlow  Co.,  Petersburg,  Va. 


P.  A.  Ware  Illustrates 

Sales  Talks  With  Pictures 

Merchandising  and  Sales-Promotion  Expert  of 
Atwater  Kent  Mfg.  Co.  Brings  Out  Points 
of  Addresses  by  Series  of  Pictures 


There  is  an  old  Chinese  saying  to  the  effecl 
that  a  picture  says  a  thousand  words.  This 
important  fact  is  well  recognized  by  P.  A. 
Ware,  of  the  merchandising  and  sales-promo- 
tion divfsion  of  the  Atwater  Kent  Mfg.  Co.,  of 
Philadelphia,  Pa.,  who  has  applied  this  principle 
in  an  interesting  manner.  During  the  course 
of  the  year  it  is  Mr.  Ware's  privilege  to  ad- 
dress innumerable  gatherings  of  Atwater  Kent 
dealers  from  coast  to  coast  on  merchandising 
the  Atwater  Kent  line.  He  recently  planned  a 
series  of  illustrations  to  accompany  his  talks. 
These  pictures  are  contained  on  a  roll  of  film 
similar  to  that  used  in  motion  pictures,  although 
instead  of  being  run  rapidly  through  the  ma- 
chine, each  picture  is  shown  still.  A  small 
projection  machine  completes  Mr.  Ware's 
equipment.  The  great  interest  manifested  in 
these  pictures  at  the  various  meetings  has  led 
Mr.  Ware  to  plan  for  additional  rolls  of  film 
for  the  future. 


Secure  Sparton  Franchises 

Jackson,  Mich.,  February  7. — Sparton  Radio 
distributing  franchises  have  been  secured  re- 
cently by  the  Clymer  MacDonald  Co.,  4523 
Shaw  Boulevard,  St.  Louis,  Mo.;  Perry  B. 
Whitsit,  Columbus,  O.,  and  P.  J.  Cronin,  Tenth 
and  Flanders  streets,  Portland,  Ore.  Appoint- 
ments are  announced  in  a  recent  bulletin  from 
Harry  G.  Sparks,  general  sales  manager  of  the 
Sparks-Withington  Co. 


"WHEN  A  FELLOW 

NEEDS  A  FRIEND" 


Counterphase-Eight 


A  New  Bloomfield,  Mo.,  Dealer  Writes  Us — 

"When  a  customer  comes  in  and  asks  for  Bremer- 
Tully  products  I  know  he  either  knows  a  good  deal 
about  radio  or  has  a  close  friend  who  does." 

Bremer-Tully  products  attract  a  substantial  class  of 
buyers.  They  buy  B-T  because  they  know  radio.  They 
are  not  misled  by  extravagant  advertising  claims — perhaps 
they  realize  that  the  greatest  advertising  in  the  world  is  a 
long  list  of  enthusiastic  users.    Money  cannot  buy  that. 

The  C ounter phase-Eight  is  the  best  product  of 
a  company  that  has  produced  highly  successful 
radio  products  since  broadcasting  began. 

Investigate  this  better  set — also 
our  Authorized  Dealer  Plan. 

Bremer-Tully  Mfg.  Co.  chicago^ill! 
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Johnson 

^NEUTRAL  SOLUTION- 

Hricklc  Charger 


'Permanent Socket  'Power 

'Batteries^ 


The  new  Johnson  Neutral  Solution  Trickle  Charger  pro- 
duces uninterrupted  service — fully  charged  "A"  Batteries 
—perfect  satisfaction,  and  relief  from  all  charging  wor- 
ries. It  provides  a  permanent  source  of  "A"  power, 
eliminating  those  frequent  trips  to  have  the  battery 
charged.  For  the  Johnson  Trickle  Charger  delivers  a 
constant  .6  ampere  charging  rate  as  long  as  the  battery 
is  below  normal — always  charging,  but  never  overcharg- 
ing.   Just  plug  it  into  the  light  socket  and  forget  it. 

It's  silent,  too — absolutely  no  hum.  It  isn't  necessary  to 
disconnect  it  while  the  set  is  in  use  for  it  does  not  inter- 
fere with  perfect  reception. 

Radio  users  all  over  the  country  are  demanding  this  better 
Trickle  Charger.  And  it  is  a  business  builder  and  profit 
maker  for  you. 

Ask  your  jobber  or  write  direct. 


-ohm 


MOTOf^P/KQ  DUCTS  CO. 

AOS   NOPJH   SHELDON  ST.  CHICAGO 
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The  thoroughness  of  factory  production — the  excellence  of  Okeh 
Artists — the  care  with  which  hits  are  chosen — our  experience  in  helping 
Dealers  to  sell  are  some  of  the  reasons  why  an  Okeh  Dealer  s  License  will 
safeguard  your  profits  and  expand  your  business. 

W  e  are  interested  in  telling  you  about  the  Okeh  Dealer  s  Plan. 


UP  go  your  sales  when  you  sell 
these  electrically  recorded 

Records 


40748 
10-in.  75c. 


40749 
10-in.  75c. 


40751 
10-in.  75c. 


40753 
10-in.  75c. 


40752 
10-in.  75c. 


HIGH-HIGH-HIGH  UP  IN  THE  HILLS  (Watching  the  Clouds  Roll 

By) — Fox  Trot — Chorus  by  Russell  Douglas. 
HERE  OR  THERE  (As  Long  as  Tm  With  You)— Fox  Trot— Chorus 

by  Vaughn  De  Leath. 

Both  played  by  Bar  Harbor  Society  Orchestra. 

IF  ALL  THE  STARS  WERE  PRETTY  BABIES  (And  I  Was  the  Man 
in  the  Moon) — Fox  Trot--Vocal  Refrain. 

E-ne  Me-ne  Mine  Mo  WHEN  I  FIRST  MET  MARY— Fox  Trot- 
Chorus  by  Ted  Wallace. 

Both  played  by  Ted  Wallace  and  His  Orchestra. 

USEN'T  YOU  USED  TO  BE  MY  SWEETIE? — Fox  Trot— Vocal  Re- 
frain— Ted  Wallace  and  His  Orchestra. 

SINCE  I  FOUND  YOU— Fox  Trot— Chorus  by  Tom  Stacks— Harry 
Reser's  Jazz  Pilots. 

IF  I  DIDN'T  KNOW  YOUR  HUSBAND  AND  YOU  DIDN'T  KNOW 

MY  WIFE— Fox  Trot. 
SAM,  THE  ACCORDION  MAN— Fox  Trot. 
Both  played  by  Bar  Harbor  Society  Orchestra,  with  Vocal  Refrain. 

WHERE  DO  YOU  WORK- A,  JOHN?  (Push-a  Push-a  Push)— Tenor 

and  Baritone  Duet 
BRIDGET  O'FLYNN  ( Where' ve  Ya  Been?)— Tenor  and  Baritone 

Duet. 

Both  sung  by  Okeh-Kut-Ups,  Acconip.  with  Piano. 


For  volume,  delicate  tones,  clarity 
—for  quality  and  endurance 

An  Okeh  Record  is  worthy  the  trade 
opinion,  "The  Record  of  Quality." 

The  most  striking  of  all  its  sales  merits  is  a  satisfaction  to 
customers — the  very  first  OKeh  Record  a  customer  buys  is  a  defi- 
nite urge  to  buy  more.  The  customer  returns  to  you  for  other  OKeh 
Records — you,  as  an  OKeh  Licensed  Dealer,  have  started  pro- 
longed "repeat"  record  sales— at  a  good  profit  to  your  business. 


3 


When  you  can 
select  your  stock 
from  such  classi- 
fications as 

Dance  Hits 

Popular 
Vocals 

Old  Time 
Tunes 

Race  Records 
Okeh'Odeon 

Imported  European 
Recordings 

Orchestral  Masterpieces 

Records  in  all  foreign 
languages 


You  are  satisfying 
every  customer's  per- 
sonal preference  in 
music. 


Consolidated  Talking  Machine  Co* 

227  W.  Washington  St.  Chicago,  Illinois 


Branches;  2957  Gratiot  Ave.,  Detroit,  Mich.      ;;      1424  Washington  Ave.,  Minneapolis,  Minn. 
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REPUBLIC  BLD6.,  209  SOUTH  STATE  ST      TELEPHONE  WABASH  524? 


LEONARD  P.  CANTY 


1927  Business  Opens  Up  in  Satisfactory 

Fashion  Throughout  Mid- West  Field 

Improved  Broadcast  Programs  Sent  Over  Chain  of  Radio  Stations  Has  Effect  of  Increasing  In- 
terest in  Sets — Record  Sales  Continue  Brisk — Talking  Machine  Sales  Above  Average 


The  month  of  January,  while  it  brought  a 
slight  slump  in  the  sale  of  talking  machines  and 
radio  receiving  apparatus  to  dealers  here  and 
there  throughout  the  Middle  West,  proved  sat- 
isfactory to  the  great  majority  of  distributors 
and  retailers.  Because  of  the  depleted  condition 
of  the  average  consumer's  pocketbook  for  a  few 
weeks  following  the  holiday  buying  period,  a 
decrease  in  sales  is  naturally  expected,  but,  in 
spite  of  that  fact,  business  in  general  was  good 
throughout  the  month.  Compared  with  Janu- 
ary, 1926,  last  month's  sales  total  was  far  in  the 
lead,  with  one  Chicago  distributor  of  phono- 
graphs, records  and  radio  combination  machines 
reporting  an  increase  of  60  per  cent  over  Janu- 
ary of  last  year. 

Talking  machine  records  maintained  their 
usual  high  sales  strength,  with  one  distributor 
reporting  an  increase  over  December,  a  month 
in  which  sales  are  naturally  expected  to  reach 
a  high  peak  because  of  gift  purchases.  A 
notable  increase  was  found  in  the  sale  of  records 
of  the  more  serious  type,  such  as  opera  airs, 
symphonies,  etc.,  partly  due,  perhaps,  to  the 
chain  broadcasting  by  radio  stations  of  selec- 
tions of  that  type  during  the  past  six  weeks,  and 
the  success  of  the  local  opera  season. 

Radio  receivers,  for  which  a  slump  in  demand 
appeared  for  almost  two  months  last  Fall,  ex- 
perienced a  successful  January,  with  many  deal- 
ers reporting  that  they  had  sold  more  sets,  and 
at  higher  prices,  than  a  year  ago  in  the  same 
period.  The  sale  of  accessories,  however,  was 
not  as  encouraging  as  was  expected,  doubtless 
due  to  the  fact  that  the  immense  amount  of  ad- 
vertising and  publicity  is  causing  the  consumer 
to  demand  the  latest  in  power  units  and  repro- 
ducers with  the  receiver  when  he  purchases  it. 

There  seems  to  be.  a  more  ambitious  spirit  in 
the  trade  during  the  first  months  of  1927  than 
was  evident  in  past  years,  which  is  causing  dis- 
tributors and  dealers  to  expend  more  sales  effort 
in  an  attempt  to  overcome  the  so-called  post- 
holiday  slump,  and  it  cannot  help  but  reap  its 
reward.  Manufacturers  are  introducing  new 
apparatus  now,  instead  of  holding  their  latest 
models  until  the  beginning  of  the  Fall  season, 
and  are  giving  the  retailers  products  which 
create  attention  and  demand  when  it  is  needed. 
Excellent  Columbia  Record  Publkity 

"Pretty  Lips,"  a  recent  Columbia  recording  by 
Ray  Covert,  matinee  idol  of  Minneapolis  and  St. 
Paul,  has  received  quite  a  bit  of  publicity  in  the 
Twin  Cities.  At  the  Lagoon  Theatre,  a  promi- 
nent motion  picture  theatre  of  Minneapolis,  a 
slide  was  thrown  on  the  screen  showing  a  per- 
fect picture  of  the  "Pretty  Lips"  record  with  the 
announcement  that  Ray  Covert  had  made  the 
vocal  chorus.  A  Number  810  Viva-tonal  phono- 
graph was  upon  the  stage  of  the  theatre  and 
played  the  record  through  to  a  few  bars  past  the 
vocal  chorus  at  which  time  the  orchestra  joined 
in  in  perfect  harmony.  The  Viva-tonal  phono- 
graph was  again  starred  when  Covert  sang  with 
his  own  record  in  direct  comparison. 

M.  J.  Kennedy's  Splendid  Sonora  Publicity 

M.  J.  Kennedy,  Sonora  phonograph  and  radio 
dealer  on  the  fifth  floor  of  the  Republic  Build- 
ing, Chicago,  during  the  Christmas  holidays 
placed  a  Symphony  model  of  the  new  Repro- 
ducing Sonora  phonograph  on  the  balcony  in  the 
lobby  of  the  building  wherein  his  shop  is  lo- 


cated. Well-known  choral  and  chime  numbers 
apropos  of  the  holiday  season  were  played 
throughout  each  day,  attracting  the  attention  of 
thousands  of  shoppers  and  building  inhabitants 
-who  passed  through  the  lobby.  Mr.  Kennedy, 
during  the   period   that   the   Symphony  model 


was  thus  exhibited  and  for  weeks  afterward, 
received  many  inquiries  regarding  the  new 
phonograph,  several  of  which  led  directly  to 
sales — an  excellent  showing. 

In  the  January  issue  of  the  Republic  Item, 
a  publication  devoted  to  the  interests  of  the 
merchants  and  tenants  of  the  Republic  Building, 
the  Christmas  carol  phonograph  concerts  were 
commented  upon  and  Mr.  Kennedy  mailed  one 
thousand  marked  copies  of  the  magazine  to  his 
prospect  list.  In  the  same  issue  of  the  Re- 
public Item  Mr.  Kennedy  ran  a  full-page 
{Continued  on  page  108) 


KIMBALL 

PHONOGRAPH 

True  Tone  Reproduction 


Another 
New  Style 


Style  250— Closed 


S'ze:  41J/g  in.  high 
31]/8  in.  wide 
225/g  in.  deep 


Style  250— Open 

New  designs  in  the  latest  Kimball 
phonograph  offer  attractive  variety 
and  a  price  range  that  is  satisfying. 

Write,  wire  or  call 

W.  W.  KIMBALL  CO. 


Established  1857 


306  So.  Wabash  Ave. 


Kimball  Bldg.,  Chicago 
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FROM  OUR  CHICAGO  HEADQUARTERS — (Continued  from  page  107) 


THE  ALTO 
Automatic  Stop 

For  Phonographs. 

Nothing  needs  to  be 
screwed  unto  the  tone 
arm.  Simple  In  con- 
struction. It  fits  under 
the  turn  table.  Our 
customers  say  It  is  the 
most  accurate  stop  they 
found  yet  In  spite  of  Its 
low  cost. 

ALTO  MFG.  CO.,,M7-5,cHW.°c!irS3  stn" 

Canadian  Dlrtrlbutcr  Unlvertal  Supply  Co.,  Toronto,  Ont 


Sonora  advertisement  captioned  with  the  ques- 
tion, "Did  You  Ever  Meet  a  Sonora  Bug?" 
About  seven  thousand  copies  of  the  Republic 
Item  are  mailed  out  each  month  to  a  selected 
list  composed  of  people  of  more  than  average 
buying  power  who  trade  in  the  Republic  Build- 
ing and  are  known  to  the  merchants.  In  this 
manner  Sonora  products,  through  Mr.  Kennedy's 
advertising,  are  reaching  the  attention  of  a 
"quality"  public  in  Chicago. 
Five  Hundred  Atwater  Kent  Dealers  Meet 
Serving  a  territory  consisting  of  sixty-seven 
counties,  in  which  there  are  five  hundred  At- 


/ 


F.  S.  Horning 

water  Kent  dealers,  the  Sampson  Electric  Co., 
Chicago,  Atwater  Kent  distributor,  during  the 
year  1926  far  exceeded  the  sales  goal  which  it 
had  set  at  its  dealer  meeting  last  August.  The 
executives  of  the  firm  were  highly  pleased  with 
the  results  obtained  last  year,  and  are  entering 
1927  with  every  indication  of  a  substantial  vol- 
ume of  business. 

To  quote  Frank  S.  Horning,  sales  manager 
of  the  Sampson  Electric  Co.,  "1927  will  be  a 
good  year  for  dealers  who  work.  Success  is 
spelled  'w-o-r-k'  in  the  radio  business  to-day." 
In  order  to  enhance  Sampson  Electric  service 
and  to  work  in  close  harmony  with  the  Atwater 


Kent  dealers  in  this  territory,  divisional  meet- 
ings will  be  held  in  the  principal  cities  through- 
out the  territory  starting  early  in  February,  ac- 
cording to  Mr.  Horning.  In  the  city  of  Chicago 
meetings  will  be  held  in  different  sections,  be- 
cause of  the  fact  that  the  problems  which  con- 
front a  dealer  in  one  neighborhood  are  entirely 
different  from  those  which  present  themselves 
for  solution  in  another  part  of  the  city.  The 
meetings  will  be  similar  to  round-table  gather- 
ings at  which  the  retailers  may  Jeel  free  to  ask 
questions,  present  suggestions  and  secure  the 
advice  of  the  Sampson  Electric  Co.  executives. 

Mr.  Horning,  who  assumed  the  duties  of  sales 
manager  of  the  Sampson  Electric  Co.  the  latter 
part  of  September,  was  formerly  with  Stix,  Baer 
&  Fuller,  St.  Louis  department  store,  where  he 
had  charge  of  the  radio-music  division  for  four 
and  one-half  years.  Previous  to  that  time  he 
was  connected  with  the  sales  department  of 
the  Victor  Talking  Machine  Co.,  in  the  New 
England  territory. 

Radio  Manufacturers  to  Meet 

A  meeting  of  radio  manufacturers  sched- 
uled for  February  16  and  17  at  the  Congress 
Hotel,  Chicago,  111.,  has  been  called  by  A.  J. 
Carter,  chairman  of  the  Standards  Committee 
of  the  Radio  Manufacturers'  Association.  The 
meeting  will  be  open  to  all  manufacturers  and 
a  large  attendance  is  assured.  At  this  meeting 
the  standardization  of  a  number  of  important 
subjects  will  be  discussed,  such  as  by-pass  con- 
densers, eliminators,  plugs  and  jacks,  trans- 
formers, variable  control  devices,  etc.  The  sub- 
ject of  standardization  in  radio  is  most  impor- 
tant and  the  active  interest  of  all  manufacturers 
is  cordially  invited  by  the  Radio  Manufacturers 
Association,  Inc. 

Wide  Interest  in  Special  Masterworks 

As  a  result  of  the  coming  celebration  by  Co- 
lumbia Phonograph  Co.,  Inc.,  of  the  Beethoven 
Centennial  during  the  week  of  March  20  to  26, 
considerable  interest  is  being  manifested 
throughout  Chicago  and  the  Middle  West  in  the 
Centennial  Edition  of  Columbia  Masterworks 
records,  which  include  nine  Beethoven  Sym- 
phonies in  album  sets  and  many  Masterworks 
sets  of  the  beautiful  chamber  music  and  other 
compositions  of  the  celebrated  composer.  These 
Masterworks  sets  are  much  in  demand  and  will 
be  used  extensively  during  Beethoven  week  in 
concerts  and  musicals  planned  to  honor  the 
memory  of  the  renowned  genius. 

In  Chicago  a  number  of  society  leaders  have 


lent  their  aid  to  the  project,  including  Miss  Olga 
Menn,  chairman  of  the  local  Beethoven  Centen- 
nial committee;  Mrs.  Rockefeller  McCormick. 
co-chairman;  Mrs.  H.  McClellan  Hess,  president 
of  the  Cameo  Salon;  Mrs.  Samuel  Insull  and 
Mrs.  Edmund  J.  Tyler,  president  of  the  Illi- 
nois Federation  of  Women's  Clubs.  The  local 
committee  will  aid  clubs  throughout  Illinois  and 
the  Middle  West  to  hold  Beethoven  concerts 
and  musicals  from  March  20  to  26,  and  Columbia 
dealers  throughout  the  territory  are  planning 
to  effect  a  tie-up  with  the  event  through  win- 
dow displays  and  advertising  of  the  Beethoven 
symphonies  and  chamber  music  recordings. 
Showers  Bros.  New  Canadian  Distributor 
Showers  Brothers  Co.,  radio  receiver  manu- 
facturers, with  headquarters  on  South  Michigan 
boulevard,  Chicago,  recently  announced  the  ap- 
pointment of  the  Ideal  Manufacturing  Co.,  Lis- 
towel,  Ont.,  wholesaler  of  radio  and  automo- 
tive supplies,  to  act  as  distributor  for  its  prod- 
ucts in  Western  Ontario. 

G.  A.  McDonald,  general  manager  of  the 
Ideal  Mfg.  Co.,  while  in  Chicago  concluding 
negotiations,  spoke  very  enthusiastically  con- 
cerning the  increased  activity  in  radio  during 
1926  in  Canada  and  predicts  a  far  better  year 
in  1927.  J.  W.  Bernie,  sales  manager,  accom- 
panied Mr.  McDonald  to  Chicago  and  corrobo- 
lated  his  statement  regarding  the  business  out- 
look for  the  coming  year. 

Announce  Decisions  at  End  of  Month 
Owing  to  the  thousands  of  suggestions  which 
have  been  sent  to  the  contest  manager  of  the 
Grigsby-Grunow-Hinds  Co.,  in  the  contest  to 
find  a  new  name  and  slogan  for  the  Majestic  B 
current  supply,  the  judges  will  not  be  able  to 
make  a  decision  as  to  the  winner  of  the  thou- 
sand-dollar prize  until  after  February  27.  Be- 
cause of  the  tremendous  response  on  the  part  of 
the  public  it  has  been  necessary  for  the  judges 
to  take  a  longer  time  in  order  to  weigh  the 
value  of  the  many  names  and  slogans  suggested, 
and  the  awards  of  the  judges  could  not  be  pub- 
lished in  the  daily  press  on  or  about  February 
15,  as  it  was  hoped  at  the  outset.* 

Dealers  handling  the  Majestic  B  current  sup- 
ply have  reported  to  the  Grigsby-Grunow-Hinds 
Co.  that  the  contest  has  proved  a  remarkable 
sales  stimulant  because  of  the  number  of  people 
who  have  appeared  at  the  retailers'  stores  ask- 
ing to  see  the  Grigsby  product. 
Gulbransen  Registering  Piano  Scores  in  Elgin 
A  crowd  that  taxed  the  seating  capacity  of 
the  Elgin  Music  Co.  store,  161  Chicago  street, 
Elgin,  III.,  heard  the  Gulbransen  registering 
piano  in  concert  on  the  evening  of  February  1. 
The  instrument,  played  by  T.  W.  Perkins,  held 
the  close  attention  of  the  audience  throughout 
the  hour-and-a-half  program,  and  won  hearty 
applause  and  admiration. 

Assisting  Mr.  Perkins  were  Ora  Ballinger, 
violin  teacher  of  Elgin,  and  also  of  the  staff  of 
the  Chicago  Conservatory;  W.  Schaff,  head  of 
music  instruction  of  Plato  Center  Schools,  and 
Miss  Irma  Hop,  10-year-old  piano  student. 

E.  A.  Sayre,  head  of  t he  Elgin  Music  Co., 
opened  the  concert  with  a  few  introductory  re- 
marks on  the  musical  capabilities  of  the  Gul- 
bransen registering  piano,  pointing  out  that  it  is 
a  new  invention  that  enables  anyone  to  register 
touch  on  t he  keys  as  in  hand-playing.  He  an- 
(Continued  on  page  110) 
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We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
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SAFFO  JEWEL  POINTS 


NONE  GENUINE  WITHOUT 
THIS  TRADE  MARK  i 


A  F7  P" 

J  EWEL 
POI  INT 


Specially  manufactured  for  reproducing  EDISON 
RECORDS  on  all  TALKING  MACHINES 


To  play  Edison  records  perfectly  and  safely  you  must  have  a  perfect  ground  and  polished  point.  The  Jewel  Saffo 
Point  is  identical  with  the  Edison  Diamond  Point  in  size  of  point  and  arc.  It  is  a  carefully  made  laboratory  prod- 
uct, and  each  point  is  microscopically  inspected  to  make  sure  that  it  has  a  perfect  cone  point  before  it  is  allowed  to 
leave  the  work  shop.  Our  090  bone  shank  Saffo  Point  is  made  especially  to  fit  the  Jewel  Equipments  for  all  pho- 
nographs, including  the  Orthophonic.  Our  060  metal  shank  Saffo  Point  will  fit  any  reproducer  with  the  standard 
sized  needle  hole  in  the  stylus  bar.     Retail  Price:  090  Point,  $1.00;  060  Point,  75c. 


Jewel  Attachment  for  Playing  Edison 
Records  on  the  Orthophonic  Victrola 


Through  its  Jewel  Special  Saffo  Point,  patented  diaphragm  and  stylus  bar,  it 
recreates  from  Edison  records  the  rich  chords  of  the  piano,  the  moving  strains 
of  the  violin,  the  pure  tones  of  the  singer,  just  as  though  the  musicians  were 
before  you  in  person.    Nickel-plated,  $7.50;  gold-plated,  $10.00. 


Jewel  Needle  Equipment  for 
the  New  Edison 

Perfectly  balanced  for  playing  the  electrically  recorded  records  on  the 
Edison  Diamond  Disc  Phonograph.  This  reproducer  eliminates  most 
of  the  harsh  metallic  nasal  tone  so  prominent  in  reproducers  having  a 
Mica  diaphragm. 


Jewel  Concert  Reproducer 

This  reproducer  has  a  specially  treated  aluminum  diaphragm,  and  the  grille 
which  protects  the  diaphragm  and  stylus  bar  is  made  of  German  silver. 
Very  sensitive  to  vibrations  and  reproduces  both  delicate  and  heavy  tone 
waves  in  their  exact  relative  volume.  Eliminates  most  of  the  surface  scratch. 
Made  with  backs  to  fit  all  Jewel  tone  arms  and  attachments;  the  goose-neck  of 
the  old  style  Victrola  and  the  Columbia  and  Sonora  tone  arms. 

We  manufacture  brass  and  die  cast 
tone  arms,  automatic  stops,  etc. 


JEWEL  PHONOPARTS  CO. 

154  Whiting  Street  CHICAGO,  ILL. 
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nounced  that  the  event  was  the  first  of  a  series 

of  concerts  to  be  given  in  his  store. 

Victor  Talking  Machine  Co.  in  Larger  Quarters 

The  district  sales  office  of  the  Victor  Talking 
Machine  Co.  was  moved  on  January  29  from 
105  West  Monroe  street  to  new  and  larger 
quarters  at  952  North  Michigan  avenue,  a  loca- 
tion which  is  on  the  fringe  of  the  exclusive 
Lake  Shore  Drive  residental  section,  just  op- 
posite the  Drake  Hotel.  The  new  Victor  Chi- 
cago offices  are  very  attractive  and  commodious, 
with  a  large  room  in  the  center  of  the  suite 
aptly  suited  for  display  purposes,  surrounded  by 
smaller  rooms,  which  are  used  as  offices.  One 
section  will  be  used  as  the  Chicago  recording 
laboratory,  affording  conveniences  and  advan- 
tages which  will  allow  the  recording  of  Middle 
Western  artists  and  musical  organizations  to  be 
carried  on  under  the  best  of  conditions. 

C.  Lloyd  Egner,  district  sales  manager  of  the 
Victor  Co.,  is  in  charge  of  the  local  office,  which 
serves  a  territory  extending  from  west  of  Cleve- 
land to  the  Rocky  Mountains,  with  twenty-two 
sales  and  service  representatives  keeping  in  con- 
stant touch  with  Victor  distributors  and  dealers. 
Visitors  to  Columbia  Headquarters 

Visitors  to  the  local  Columbia  Phonograph 
Co.  offices  during  January  were  W.  L.  Sprague, 
personal  representative  for  District  Manager  A. 
J.  Heath,  in  the  Minneapolis  district;  C.  H. 
Kenned}-,  Michigan  and  Indiana  representative, 
and  Walter  Pugh,  Milwaukee  and  Wisconsin 
representative.  All  of  these  Columbia  sales  rep- 
resentatives were  invited  to  Chicago  to  receive 
first-hand  information  as  to  the  Columbia  policy 
and  plans  for  1927. 
Install  Magnavox  Loud-Speaking  Equipment 

Magnavox  loud-speaking  equipment  manufac- 
tured by  the  Magnavox  Co.,  Oakland,  Cal.,  has 
been  installed  in  the  Coliseum,  the  mammoth  ex- 
position palace  in  Chicago.  When  Suzanne  Leng- 
len,  professional  tennis  player,  appeared  at  the 
Coliseum  in  several  matches  a  short  time  ago, 
Magnavox  equipment  was  used  to  announce  the 
names  of  the  players  and  scores  to  the  specta- 
tors. The  same  equipment  is  being  used  at  all 
the  hockey  games  held  at  the  Coliseum  this 
Winter,  and  according  to  Leon  Golder,  district 
sales  manager  of  the  Magnavox  Co.,  with  head- 
quarters in  Chicago,  Magnavox  equipment  was 
chosen  by  the  Coliseum  officials  as  a  result  of 


the  success  and  recognition  it  attained  during 
the  football  season  when  it  was  used  at  all  of 
the  Big  Ten  university  stadiums. 

Kellogg  Literature  for  Dealers 

The  Kellogg  Switchboard  &  Supply  Co.,  Chi- 
cago, maker  of  Kellogg  receivers,  recently  pre- 
sented to  its  dealers  an  attractive  four-page 
mailing  booklet  which  the  retailer  may  use  in 
his  direct  mail  campaign.  The  cover  is  blank, 
the  space  being  provided  for  the  dealer's  per- 
sonal message  to  his  customers  and  prospects 
and  the  inside  pages  and  back  cover  carry  re- 
productions in  brown  of  the  various  Kellogg 
models,  including  Model  No.  508,  Model  No.  507, 
both  six-tube  sets  in  walnut  cabinets,  Model 
No.  504  Kellogg  "B"  supply  unit,  and  Model 
No.  560  cabinet  type  reproducer,  containing  the 
same  long  air  column  and  tone  chamber  unit 
that  is  built  into  the  Model  No.  508  console. 
Making  Extended  Southern  Trip 

Irving  C.  Alter,  secretary,  and  Max  Geissler, 
advertising  manager,  of  the  Harry  Alter  Co., 
prominent  radio  distributors,  left  Chicago  late 
in  January  for  an  extended  trip  throughout  the 
South  on  which  they  visited  Jacksonville,  Miami, 
St.  Petersburg  and  New  Orleans. 

Oro-Tone  Co.'s  New  Plating  Equipment 

The  Oro-Tone  Co.,  maker  of  phonograph 
tone  arms  and  sound  boxes,  in  this  city,  recent- 
ly made  a  complete  installation  of  plating  equip- 
ment in  its  plant  on  George  street.  With  the 
new  machinery  gold,  nickel,  oxidized  copper 
and  bronze  finishes  may  be  applied  to  tone  arms 
and  reproducers,  and  the  Oro-Tone  Co.  is  now 
equipped  to  build  its  products  complete  in  its 
own  factory,  handling  all  manufacturing  proc- 
esses from  the  raw  material  to  the  finished  ar- 
ticle. The  firm  was  one  of  the  first  to  make  its 
own  dies  and  castings  when  die-casting  equip- 
ment was  installed  about  two  years  ago. 
Important  Executive  Zinke  Co.  Changes 

The  Zinke  Co.,  prominent  in  the  radio  and 
automotive  fields  in  this  city,  recently  announced 
several  changes  in  the  personnel  involving  both 
the  radio  and  automotive  divisions.  F.  T.  Bailey, 
known  to  the  trade  as  "Bill"  Bailey,  who  has 
been  associated  with  the  Zinke  Co.  for  many 
years,  has  been  elected  vice-president  of  the 
company,  to  fill  the  vacancy  caused  by  the  res- 
ignation of  F.  T.  Chase.  Mr.  Bailey  will,  in  ad- 
dition to  filling  the  office  of  vice-president,  con- 
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tinue  to  act  as  the  head  of  the  Zinke  Co.'s 
sales  department  for  the  Northwest  territory. 

B.  E.  Dalzell,  for  the  past  few  years  the  com- 
pany's representative  on  the  Pacific  Coast,  has 
been  transferred  to  the  general  office  at  Chi- 
cago to  take  charge  of  the  automotive  division, 
Frank  Kardel,  of  Los  Angeles,  taking  Mr.  Dal- 
zell's  former  Pacific  Coast  territory.  A.  J. 
Raetz,  one  of  the  Zinke  Co.'s  best  radio 
men,  has  been  promoted  to  head  the  com- 
pany's radio  division. 

Introduces  New  Type  Loud  Speaker 

The  Chicago  Signal  Co.,  of  this  city,  has 
just  introduced  a  new  drum-type  loud  speaker, 
containing  a  fifty-four-inch  exponential  air  col- 


New  Drum-Type  Loud  Speaker 

umn  of  special  composition  moulded  into  a  steel 
shell.  The  newest  type  of  Baldwin  unit  is 
furnished  as  standard  equipment  and  the 
speaker  measures  thirteen  inches  in  diameter 
and  six  and  one-half  inches  in  depth.  It  weighs 
fifteen  pounds,  the  shell  is  finished  in  antique 
bronze  and  the  face  is  covered  with  a  silk-wire 
mesh  screen  of  the  same  color.  The  new  in- 
strument, which  will  list  for  $26,  is  distributed 
by  Sanford  Bros.,  of  Chicago,  a  national  sales 
organization,  selling  to  the  trade  through  its 
four  offices.  It  was  designed  by  F.  W.  Temple, 
chief  engineer  of  the  Chicago  Signal  Co.,  and 
the  product  is  also  available  for  radio  manu- 
facturers and  cabinet  makers  in  this  and  other 
sizes.  The  Chicago  Signal  Co.  also  manufac- 
tures the  Temple  Comparator,  by  means  of 
which  the  dealer  may  demonstrate  several  loud 
speakers  to  prospects  at  one  time,  changing 
from  one  speaker  to  another  in  the  middle  of 
a  program  without  loss  of  time. 

Erla  Radio  Used  at  Public  Concert 
A  radio  receiver  was  used  for  the  first  time 
in  Chicago  in  giving  a  public  concert  from 
the  stage  of  a  theatre  on  Sunday,  January  30, 
when  an  Erla  receiver,  a  product  of  Electrical 
Research  Laboratories,  Chicago,  reproduced 
Moissaye  Boguslawski's  entire  piano  recital  at 
the  Central  Theatre.  The  program  was  broad- 
cast from  Station  KYW  from  4:30  to  5:30 
p.  m  ami  a  large  crowd  of  the  artist's  friends 
and  critics  attended  this  unusual  demonstration 
of  radio  science,  namely,  that  of  being  a  soloist 
"ii  a  program  and  still  not  attending  in  person. 
{Continued  on  page  112) 
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Including 
Raytheon  Vi 
Tube 


A  Most  Important  Feature  is  the  Tremendous  Reserve  Power 

more  than  ample  to  fulfill  every  requirement  of 
any  set  up  to  ten  tubes,  including  Power  Tube 


Due  to  its  design  and  construction  the  Erla  Big  Ten  "B" 
Power  Unit  is  the  outstanding  source  of  "B"  current  on 
the  market  today. 

Absolutely  hum  proof.  Oversize  parts  of  highest  quality. 
Compact  in  size.  Hermetically  sealed  filter  system. 
Raytheon  Rectifier.  Controlable  voltage  output.  At- 
tractive in  appearance.  Long  life.  Economical  opera- 
tion. Requires  no  attention. 

Here  is  a  "B"  Power  Unit  that  stays  sold 
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and  delights  owners  with  the  better  reception  and  in- 
creased range  resulting  from  its  use.  Operates  from  any 
light  socket  supplying  105-125  volts,  60  cycle,  alternat- 
ing current. 

You  can  build  up  a  worth  while  business  that  will  pay  real 
profits.  Every  set  owner  is  your  prospect.  Do  not  lose  a 
day,  write  for  information  regarding  dealership  at  once. 

Address  Department  F 52 

2500  Cottage  Grove  Avenue 
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The  theatre  was  filled  to  capacity  with  the  lead- 
ing musicians  of  the  city  and  radio  enthusiasts, 
who  listened  to  the  program  reproduced  from 
the  Erla  Super  Six  Venetian  model  console. 
Growth  of  Business  of  Showers  Bros.  Co. 
Eighteen  months  ago  Showers  Brothers  Co., 
with  headquarters  at  914  S.  Michigan  boulevard, 
Chicago,  entered  the  radio  cabinet  business,  and 
during  this  period  of  time  the  results  were  held 
>o  unusually  satisfactory  by  the  firm  executives 
that  they  have  now  decided  to  utilize  plant  No. 
4  in  Bloomington,  Indiana,  for  the  exclusive 
manufacture  of  radio  cabinets.  Plant  No.  4  is 
one  of  Showers  Brothers'  largest  factories,  the 


organization  second  to  none  in  this  country. 

Showers  Brothers  Co.  has  been  in  the  furni- 
ture business  for  fifty-eight  years  and  the  same 
policy  which  has  made  its  reputation  among 
furniture  manufacturers  an  enviable  one  will 
be  followed  in  its  radio  division.  The  entire 
radio  division  of  Showers  Brothers  will  be 
maintained  at  the  executive  offices,  914  South 
Michigan  boulevard,  Chicago. 

James  Sterchi  and  Staff  Are  Visitors 

Among  the  prominent  furniture  show  visitors 
in  January  were  James  Sterchi,  president  of  the 
well  known  and  very  successful  Southern  in- 
stitution bearing  his  name,  and  Messrs.  Fowler, 


n 


One  of  the  Showers  Bros.  Co.'s 

building  being  1,700  feet  long,  90  feet  wide  and 
two  stories  high,  allowing  a  minimum  capacity 
of  50,000  pieces. 

In  addition  to  making  elaborate  plans  in  the 
radio  cabinet  business,  H.  T.  Roberts,  who  di- 
rects the  entire  radio  activities  of  Showers 
Brothers  cabinets  and  radio  receiver  division, 
states  that  the  Showers  receivers  will  experi- 
ence an  enormous  year  in  1927.  The  firm  did 
not  place  its  sets  on  the  market  until  late  in 
September,  1926,  and  because  of  starting  so 
late,  and  with  1927  in  mind,  they  devoted  their 
entire  sales  efforts  toward  building  up  an  ex- 
ceptional dealer  organization. 

Their  restricted  policy  of  only  one  dealer  to 
a  city  made  it  possible  for  Showers  Brothers 
to  obtain  exceptionally  fine  outlets.  Mr.  Rob- 
erts recently  stated  there  are  still  a  number  of 
cities  where  the  company  does  not  have  repre- 
sentatives and  that  by  Fall  they  will  have  an 


Large  Cabinet-Making  Plants 

Jenkins,  Neensteil,  Hicks  and  Henderson  of  the 
Sterchi  organization.  Part  of  their  visit  to  the 
"Windy  City"  was  devoted  to  a  conference  and 
dinner  party  with  officials  of  the  Carryola  Co., 
at  which  plans  for  1927  were  discussed  and  de- 
tails of  the  Carryola  program  for  the  coming 
year  were  presented  to  the  executives  of  the 
Sterchi  jobbing  organization. 

John  Hockery  Visits  the  Trade 

John  Hockery,  of  the  phonograph  motor  di- 
vision of  the  United  Air  Cleaner  Co.,  Chicago, 
left  his  firm's  headquarters  on  January  24,  for 
a  two  weeks'  trip  throughout  the  trade  in  the 
interest  of  United  phonograph  motors.  He  vis- 
ited phonograph  manufacturers  in  Indiana  and 
Michigan,  and  spent  several  days  in  the  Eastern 
trade  centers. 

Discuss  Plans  to  Better  Service 

A.  J.  Heath,  manager  of  the  Chicago  Co- 
lumbia offices,  made  his  regular  trip  to  Minne- 


apolis during  the  month  and  while  there  dis- 
cussed plans  for  betterment  of  Columbia  service 
to  dealers  with  those  in  charge  of  the  Minne- 
apolis office. 

Sonatron  Prices  Reduced 

The  Sonatron  Tube  Co.,  of  this  city,  has 
announced  the  reduction  in  price  of  two  radio 
tubes  which  it  manufactures;  the  type  201-A 
being  reduced  from  $2  to  $1.75  and  the  type 
213  being  reduced  from  $6  to  $5. 

Josephine  McKeough  With  Victor  Co. 

Miss  Josephine  McKeough,  for  several  years 
connected  with  the  Groulx  Music  Shop,  Green 
Ray,  Wis.,  recently  accepted  the  post  of  special 
service  representative  of  the  Victor  Talking- 
Machine  Co.  Miss  McKeough  will  travel  out 
of  Chicago  in  the  interest  of  Victor  dealers. 
Introduces  1927  Radio  Cabinet  Line 

The  new  1927  line  of  radio  cabinets  manufac- 
tured by  the  United  Cabinet  Manufacturers 
Corp.,  Chicago,  was  introduced  a  few  days  ago 
through  the  medium  of  a  handsome  twelve-page 
catalog,  with  each  model  adequately  illustrated 
and  described.  Nine  factories  are  devoted  to  the 
production  of  the  United  Cabinet  line,  which  has 
been  arranged  in  a  variety  of  styles  and  a  price 
range  to  meet  the  requirements  of  all  possible 
purchasers. 

The  1927  line  includes  many  different  cabinet 
styles,  from  small  tables  with  or  without  built- 
in  loud  speakers,  for  use  with  table  type  re- 
ceivers, to  dignified  period  designs  and  art 
models.  Among  the  featured  models  are  Model 
6,  a  console  cabinet  with  built-in  Utah  cone 
speaker,  especially  adapted  for  use  with  Atwater 
Kent  Model  35.  This  cabinet,  finished  in  high- 
lighted mahogany,  has  an  open  battery  case  in 
the  rear  and -also  accommodates  any  7-inch-by- 
18-inch.set.  Model  8  is  its  designation  when 
equipped  for  use  with  sets  of  the  dimensions 
named.  Models  6  and  8  weigh  70  pounds  each 
priced  at  $37.50  and  are  artistically  designed. 
{Continued  on  page  114) 


There 


are  no  "bugs" 

in  the  Molliformer 

"B"  Eliminator 


Two  Models  Available 

Model  F.W.  4 — For  the  average 
receiver  without  power  tube 

For  50-60  cycle  A.C.,  List  price  $22.00 
For  25-40  cycle  A.C.,  List  price  $24.00 

Model  D4 — For  multi-tube  receiv- 
ers and  those  using  power  tube 

For  50-60  cycle  A.C.,  List  price  $27.50 
For  25-40  cycle  A.C.,  List  price  $30.00 


Thousands  of  fans  have  built  their 
own  B-Units  from  Molliformer  parts 
with  perfect  success.  Almost  with- 
out exception  these  units  are  still  giv- 
ing trouble-free  service  even  after 
years  of  hard  use.  Now,  after  three 
years  of  actual  tests  in  the  hands  of 
owners  who  have  constructed  their 
own  Molliformers  this  marvelous 
"B"  Eliminator  is  offered  to  the 
trade,  completely  assembled,  ready 


for  operation.  The  Dealer  selling 
the  Molliformer  is  not  experimenting 
.with  a  new  and  untried  device.  He 
is  selling  an  instrument  that  has 
proven  itself  by  years  of  unequalled 
performance.  He  knows,  too,  that 
there  will  be  no  loss  of  profit  on  ex- 
pensive service  calls,  for  the  Molli- 
former sells  well  and  stays  sold  with- 
out service.  Every  Molliformer 
B-Unit  employs  the  improved  silixite 
aluminum  rectifier. 


SOLD  DIRECT  TO  DEALERS  and  SET  MANUFACTURERS. 

Exclusive  territory  still  available.  If  you  are  looking  for  a 
B-Unit  in  which  the  discount  represents  all  profit,  send  in 
your  order  for  a  sample  Molliformer. 


C.  E.  JACOBS.  Sole  Manufacturer 


2808  N.  Kedzie  Ave. 


CHICAGO 
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FIRST 

RADIO  TRADE  SHOW 

Hotel  Stevens 

CHICAGO 

June  mo 18* 


This  show,  exclusively  for  the  trade,  is  being  held 
under  the  auspices  of  the  Radio  Manufacturers'  Asso- 
ciation whose  membership  comprises  the  leaders  of  the 
radio  industry  and  represents  its  stability,  enterprise 
and  sound  progressiveness.  These  are  the  radio  manu- 
facturers whose  announcements  command  the  atten- 
tion and  interest  of  the  entire  trade  and  whose  products 
are  the  most  widely  and  favorably  known  to  the  con- 
suming public.  The  Radio  Trade  Show  at  which  will 
be  exhibited  the  products  of  RMA  members  only, 
will  therefore  give  dealers  and  jobbers  the  oppor- 
tunity to  see  all  that  is  new,  best  and  salable  in  radio 
for  the  1927-28  season. 

The  show  is  being  held  under  the  management  of 
G.  Clayton  Irwin,  Jr.,  General  Manager  of  the  Radio 
World's  Fair  and  the  Chicago  Radio  Show. 

Radio  jobbers  and  dealers  should  write 
for  full  particulars 


Distributors, 
Dealers 

and 
Jobbers 
Admitted  by 
Invitation 


Only 


Radio  Manufacturers'  Association  Trade  Show 


Room  1800,  Times  Building,  New  York  City 


The  RMA 
Trade  Show 
Is  Being  Held 
In  Conjunction 
with  the 
3rd  Annual 
RMA  Convention 


Space  for  this  advertisement  donated  by  Talking  Machine  World.    Copy,  layout  and  cuts  for  this  advertisement  donated  by  Paul  S.  Weil,  Albert  Frank  &  Co. 


114 


THE    TALKING    MACHINE  WORLD 


February  15,  1927 


FROM  OUR  CHICAGO  HEADQUARTERS — (Continued  from  page  112) 


Another  United  product  which  is  attracting 
favor  is  Model  651,  in  which  may  be  installed 
either  Atwater  Kent  models  20,  30,  35,  Freed- 
Eisemann  models  10,  30,  40,  or  Fada  model  192- 
A.  This  particular  cabinet  will  also  accommo- 
date 7-inch-by-18-inch  receiver,  and  unless  other- 
wise specified  it  is  supplied  with  a  solid 
panel  mounting,  thus  permitting  the  deal- 
er to  fit  various  size  sets  with  little  difficulty. 
Model  651  is  made  of  mahogany  plywood,  and 
also  of  walnut  plywood,  finished  in  a  rich  high- 
light. It  is  priced  at  $50  and  its  shipping 
weight  is  100  pounds. 

Art  Gillham  Broadcasts 

Art  Gillham,  the  Columbia  record  artist 
known  as  the  "Whispering  Pianist"  to  his  thou- 
sands of  phonograph  and  radio  admirers,  was  in 
Chicago  broadcasting  his  more  recent  Columbia 
recordings  over  station  WEBH.  Mr.  Gillham 
is  an  ardent  Columbia  booster  and  always  is 
more  than  willing  to  do  his  part  in  popularizing 
his  Columbia  records.  He  made  a  personal  ap- 
pearance during  his  visit  to  the  establishment 
of  the  Song  Shop  of  Waterson,  Berlin  and  Sny- 
der, 26  West  Monroe  street,  Chicago. 

Operadio  Corp.  in  Bankruptcy 

A  petition  in  involuntary  bankruptcy  was  filed 
against  the  Operadio  Corp.,  Chicago,  maker  of 
Operadio  portable  radio  receivers,  on  February 
1,  by  the  Belden  Mfg.  Co.,  Utah  Radio  Products 
Co.,  and  C.  A.  Taylor  Trunk  Works,  all  of  Chi- 
cago. The  creditors  were  represented  by 
Jerome  Cermak,  attorney,  and  Elwyn  H.  John- 
son, attorney,  38  South  Dearborn  street,  has 
been  appointed  receiver.  On  February  14,  be- 
fore Judge  Adam  C.  Cliff,  of  the  United  States 
District  Court,  there  was  scheduled  to  be  opened 
for  bidding  the  assets  of  the  Operadio  Corp. 
Columbia  Artists  Aid  Dealers 

Favorable  comment  is  being  heard  over  the 
lifesize  cut-outs  now  being  used  by  Ford  and 
Glenn,  radio  artists,  in  featuring  their  Columbia 
New  Process  records.  These  cut-outs  are  loaned 
by  the  advance  agent  for  Ford  and  Glenn  to  the 
local  Columbia  dealer  in  each  town  where  the 
singers  are  scheduled  to  appear  and  during  the 
period  of  their  appearance  the  cut-outs  are  placed 
in  a  prominent  position  in  the  entrance  to  the 
theatre.  The  cut-outs  are  so  lifelike  that  many 
people  are  startled,  thinking  that  Ford  and 
Glenn  are  standing  there  offering  one  of  their 
late  Columbia  New  Process  records.  Taylor- 
Fisher  Co.,  recently  established  Columbia  deal- 
ers in  Champaign,  111.,  had  the  pleasure  of  hav- 


ing Ford  and  Glenn  attend  the  opening  of  the 
store,  drawing  a  large  audience. 

The  Concert  Master  Copper-Shielded  Tube 
The  Continental  Corp.,  tube  makers  of  Chi- 
cago, 111,  recently  in- 
troduced the  201  Con- 
c  e  r  t  Master  copper- 
shielded  tube,  shown 
herewith.  The  tube 
is  shielded  from  top 
to  base,  the  shielding 
being  grounded  to 
the  negative  "A"  ter- 
minal and  eliminating 
all  stray  capacities. 
The  interior  is  insu- 
lated with  a  soft 
cushion,  allowing  no 
period  of  vibration 
and  protecting  the 
tube  against  break- 
age. According  t  o 
the  manufacturer  the 
tube  is  rigidly  con- 
structed, containing  a 
Concert  Master  Tube  thorium  impregnated 
filament  which  enables  it  to  withstand  reactiva- 
tion when  loss  of  efficiency  is  sighted. 

Open  Chicago  Office  and  Warehouse 
The  Cornell  Electric  Mfg.  Corp.  of  New  York 
City,  maker  of  the  Cornell  Voltage  Supply  "B" 
battery  eliminator  and  vernier  dials,  has  opened 
a  Chicago  office  and  warehouse  at  20  East  Jack- 
son boulevard.  O.  Blake,  president,  and  J.  W. 
Sullivan,  sales,  manager  of  the  Cornell  organ- 
ization, were  in  Chicago  during  the  latter  part 
of  January  supervising  the  opening  of  the  new 
quarters  and  making  arrangements  whereby 
dealers  in  this  territory  may  secure  Cornell 
products  with  dispatch. 

While  in  the  city  they  arranged  to  furnish  a 
window  display  service  to  all  Cornell  dealers 
in  and  near  Chicago.  Marvin  D.  Hotel,  a  co- 
operative neighborhood  dealer  display  specialist, 
will  be  available  to  all  Cornell  dealers  who  re- 
quest his  aid  in  staging  special  window  dis- 
plays of  the  Cornell  products. 


Photophone  Records  Sound 
and  Action  on  One  Film 


The  psychological  effect  of  radio  music  on 
convalescent  hospital  patients  is  being  tested  in 
the  Allison  Hospital,  Miami,  Fla.,  where  each 
patient  has  an  Atwater  Kent  one-dial  set  equip- 
ped with  ear  phones. 


High 

Resistance 
Voltmeters 

Dealers  desiring  a  quick  accurate  means  of  determin- 
ing and  adjusting  B-Eliminator  tap  voltages  have  the 
ideal  instrument  for  that  purpose  in  the  Jewell  Pattern 
No.  116  B-Eliminalor  Voltmeter. 

The  voltmeter  has  an  extremely  high  internal  resist- 
ance and  accordingly  requires  but  a  small  amount  of 
current  for  operation,  (1}4  milliamperes  for  full  scale 
deflection  on  the  250  volt  scale).  It  combines  the 
characteristic  Jewell  qualities  of  sturdiness  and  ac- 
curacy. 

Write  for  descriptive  circular  No.  1018 


Pattern  No.  116,  high  resist- 
ance Brcliminator  voltmeter 
has  a  double  range  of  0-50-250 
volts  The  internal  resistance 
is  800  ohms  per  volt.  Scale  is 
silver-etched  with  black  char- 
acters and  movement  parts  are 
all  silvered.  It  is  equipped 
with  zero  adjuster — standard 
niith  all  Jewell  instruments. 


Jewell  Electrical  Instrument  Co. 

1650  Walnut  Street,  Chicago 

"27  Years  Making  Good  Instruments'' 


Demonstration  by  General  Electric  Co.  Shows 
Perfect  Synchronization  of  Tones  of  Per- 
formers With  Action  in  Talking  Picture 


Schenectady,  N.  Y.,  February  8. — Talking  mo- 
tion pictures  in  which  the  tones  of  the  perform- 
ers were  synchronized  perfectly  with  the  action 
on  the  screen  were  demonstrated  to-day  by 
officials  of  the  General  Electric  Co.  The  demon- 
stration was  given  in  two  forms;  in  one  the 
sound-recording  apparatus  was  merged  with  the 
camera,  and  both  the  results  imprinted  simul- 
taneously upon  the  film.  In  the  other,  the  inci- 
dental music  for  the  picture  was  recorded  on 
an  undeveloped  print  of  the  picture. 

The  new  process  is  called  the  photophone 
and  is  a  combination  of  the  motion  picture  pro- 
jector and  a  device  invented  by  Dr.  C.  A.  Hoxie, 
of  the  General  Electric  Co.,  called  the  pallo- 
photophone.  This  device  makes  a  photographic 
print  by  means  of  a  vibrating  beam  of  light  on 
the  strip  of  film.  When  run  through  the  repro- 
ducing machine  the  vibrating  beam  of  light  re- 
translates the  photographic  record  into  audi- 
bility. This  sound  record  is  amplified  by  means 
of  a  loud  speaker. 


Garryola  Portable  Sales 

in  January  Set  High  Mark 

Orders  Received  From  All  Sections  of  United 
States  and  Canada — 200,000  Portable  Phono- 
graphs Were  Produced  in  1926 


Milwaukee,  Wis.,  February  5. — Don  T.  Allen, 
vice-president  and  general  manager  of  the  Car- 
ryola  Co.  of  America,  manufacturer  of  Carryola 
portables,  announced  this  week  that  the  com- 
pany's sales  totals  for  January  had  not  only  far 
exceeded  all  expectations,  but  the  month  pro- 
duced the  largest  sales  volume  in  the  company's 
history.  Orders  were  received  from  practically 
every  section  of  the  United  States  and  Canada, 
with  instructions  to  make  immediate  shipments. 
The  new  Carryola  line,  announced  for  the  first 
time  in  the  January  issue  of  The  World,  has 
received  the  enthusiastic  approval  of  the  trade, 
as  manifested  in  January  sales. 

Notwithstanding  the  fact  that  in  1926  the 
Carryola  Co.  manufactured  approximately  200r 
000  portables  with  an  increase  of  70  per  cent 
over  the  previous  year,  plans  are  already  being 
made  for  the  enlargement  of  every  division  of 
the  organization's  facilities.  Manufacturing,  ad- 
vertising and  sales  plans  are  now  receiving  the 
careful  consideration  of  the  Carryola  executives, 
with  the  idea  of  keeping  each  division  of  tin- 
business  apace  with  the  increased  activities 
which  are  indicated  in  January  sales. 


Death  of  Barnet  Williams 


Chelsea,  Mass.,  February  5. — Barnet  W  illiams, 
who  had  conducted  a  music  store  at  332  Broad- 
way for  a  number  of  years,  died  suddenly  at  his 
home  last  week  as  the  result  of  a  heart  attack. 
Mr.  Williams  was  widely  known  in  business  cir- 
cles here  and  his  death  came  as  a  shock  to  his 
friends.  He  was  fifty-five  years  old  and  leaves 
a  widow  and  nine  children. 


Heads  Thomas  Music  Stores 


Albany,  N.  Y.,  February  4. — Louis  H.  Schutter, 
who  has  been  identified  with  the  Thomas  Music- 
Stores,  Inc.,  for  the  past  forty-four  years,  has 
just  been  elected  president  of  the  company  to 
succeed  the  late  Frank  W.  Thomas.  He  has 
been  treasurer  of  the  concern  for  manv  years. 


In  Temporary  Home 

The  Griffith  Piano  Co.,  Newark,  N.  J.,  is  occu- 
pying temporary  quarters  ;it  lOlri  Broad  street. 
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Know  it  is  wise  to  follow  the  lead 
of  manufacturers.  The  largest  manu- 
facturers buy  QUALI-TONE  Prod- 
ucts exclusively  because  QUALI- 
TONE  stands  for  extraordinary 
quality  always  .  .  .  Quality  un- 
equalled .  .  .  unsurpassed  .  .  . 
An  authoritative  recommendation 
that  the  progressive,  successful 
Dealer  cannot  afford  to  ignore. 
Dealers  always  find  their  relations 
with  QUALI-TONE  pleasant  and 
profitable. 


THE  QUALI-TONE 

"ALL  BRASS" 

TONE  ARM 


Made  complete  in  our  own 
factory  under  the  supervi- 
sion of  vigilant  experts.  The 
Quali-Tone  Tone  Arm  incor- 
porates every  known  im- 
provement, and  represents 
the  "last  word"  in  scientific 
sound-conveyance. 


Quail-Tone's 
Reproducers 

Marvelously  improved  instruments 
that  assure  an  unbelievable  perfection 
of  reproduction  not  to  be  found  else- 
where. These  reproducers  demon- 
strate most  emphatically  the  superi- 
ority that  Quality  always  guarantees. 
They  are  the  result  of  master  work- 
manship with  the  finest  materials 
obtainable  according  to  the  most  ad- 
vanced principles  of  design.  Dealers 
as  well  as  manufacturers  appreciate 
this  unvarying  excellence  which  repre- 
sents such  profitable  business  for  them. 


DEALERS:  We  invite  your  correspond- 
ence on  Quali-Tone's  Dealer  Plan. 

Manufactured  by  the  Phono'Parts  Division  of 


Duro  Metal  Products  Co. 

2649  North  Kildare  Avenue  CHICAGO 
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Wolf  Industries  Acquire 

Plant  at  Kokomo,  Ind. 

Manufacturers  of  Mastercraft  Phonographs  and 
Radio  Cabinets  Purchase  Plant  With  200,000 
Square  Feet  of  Floor  Space 


The  Wolf  Manufacturing  Industries,  makers  of 
Mastercraft  phonographs  and  radio  cabinets, 
operating  two  plants  in  Quincy,  111.,  have  re- 
cently acquired  the  Appcrson  plant  at  Kokomo, 
Ind.  This  new  plant  is  a  one-story  structure, 
containing  over  200,000  square  feet,  with  ample 
switch-track  facilities.  They  have  also  acquired 
six  acres  additional  ground  adjoining  this  plant, 
to  take  care  of  any  possible  expansion  in  the 
future. 

Workmen  are  starting  this  week  getting  the 
plant  in  shape  for  the  removal  of  plant  No.  1 
within  thirty  days.  Plant  No.  2  will  be  kept  in 
operation  at  Quincy,  111.,  until  actual  operations 
can  be  started  in  Kokomo,  Ind.,  so  there  will 
be  no  complete  interruption  of  business  at  any 


time.  New  equipment  will  be  installed,  so  that 
when  completed  this  plant  in  Kokomo  will  be 
on  a  par  with  any  other  woodworking  plant. 
Although  it  is  hoped  to  begin  operations  in 
Kokomo  within  the  next  thirty  days,  it  will  be 
at  least  three  or  four  months  before  the  entire 
plant  will  be  in  full  running  order. 

The  Wolf  Manufacturing  Industries  was 
started  in  a  small  way  in  1890  by  Fred  Wolf, 
who  was  active  in  its  management  until  his 
death  in  August,  1926.  All  stock  in  this  com- 
pany is  owned  by  members  of  the  Wolf  family, 
all  of  whom  take  an  active  part  in  its  manage- 
ment. Officers  at  the  present  time  are  as  fol- 
lows: Fred  A.  Wolf,  president  and  treasurer; 
Leo  F.  Wolf,  vice-president;  Paul  A.  Wolf,  sec- 
retary; Jos.  A.  Wolf,  production  manager,  and 
Jules  J.  Busch,  traffic  manager. 


Radio  Foundation,  Inc.,  manufacturer  of  loud 
speakers  and  radio  parts,  has  moved  to  a  larger 
and  more  central  location  at  116-118  West 
Fourteenth  street,  New  York.  Growing  de- 
mand made  the  move  imperative. 


Production  of  Remington 

Portables  Is  Under  Way 

Plant  Completely  Overhauled  and  New 
Machinery  Installed — Deliveries  of  New  Port- 
able to  the  Trade  Have  Commenced 


The  Remington  Mfg.  Corp.,  Bridgeton,  N.  J., 
which  recently  announced  a  new  popular-priced 
portable  talking  machine,  is  now  in  operation 


G.  Warren  Baker 

and  deliveries  to  the  trade  have  commenced. 
Prior  to  its  entry  into  the  portable  manufac- 
turing field  it  was  necessary  for  the  Reming- 
ton factory  to  be  completely  overhauled  and 
modern  machinery  installed.  This  was  quickly 
accomplished  and  the  company  plans  to  operate 
on  a  quantity  basis  very  shortly. 

G.  Warren  Baker,  president  and  general  man- 
ager of  the  newly  organized  Remington  Co.,  in 
speaking  of  plans,  said:  "With  the  many 
changes  that  had  to  be  made  in  our  factory 
building  and  the  need  for  most  modern  equip- 
ment we  anticipated  a  slight  delay  in  the  de- 
livery of  a  large  number  of  samples  or  orders 
of  our  portables  by  stating  first  deliveries  would 
be  made  during  the  middle  of  February.  We 
have  worked  very  rapidly  and  have  been  able 
to  follow  our  schedule.  With  so  much  of  the 
preliminary  work  completed  and  with  the  fac- 
tory in  operation  the  progress  from  now  on 
will  be  even  more  rapid  and  there  will  shortly 
be  a  wide  distribution  of  Remington  'Super- 
Harmonic'  portables." 

Edison  February  Releases 
Include  New  Organ  Records 

Latest  Recordings  Made  Through  Medium  of 
Special  Recording  Organ  Installed  Recently 
in  the  Edison  Studios— The  First  Titles 


A  feature  of  the  Edison  record  releases  for 
February  was  the  number  of  organ  records 
made  by  means  of  the  special  Midmer-Losh  re- 
cording organ  recently  installed  in  the  Edison 
Recording  Studios.  The  organ  is  specially  de- 
signed for  this  work  and  the  results  as  proved 
by  the  finished  records  have  been  unusually 
satisfactory.  The  first  releases  include:  "Little 
White  House"  and  "Roses  Remind  Me  of  You"; 
"Roses  for  Remembrance"  and  "My  Sweetheart 
Waltz."  These  organ  records,  it  is  planned,  will 
be  regular  features  of  the  Edison  releases  in  the 
future. 


W.  J.  Tures  in  New  York 


W.  J.  Tures,  of  the  Jewel  Phonoparts  Co., 
Chicago,  111.,  spent  the  last  week  or  so  in  New 
York  at  the  Hotel  Roosevelt  visiting  some  of 
the  firm's  connections  in  this  city.  Mr.  Tures 
brought  with  him  the  Jewel  sound  box  and  the 
instrument-taper  tone  arm  and  reproducer  which 
has  proved  so  popular  with  the  trade. 


The  Mu-Rad  Super  Six 

has  stood  the  acid  test,  and  needs  no 
description  to  the  trade.  Its  new  list 
price  is  $135  for  table  model  and 
$165  for  console  model. 


Mu-Rad  Super  Six 


MU-RAD 

will  have  a  product  of  equally  con- 
scientious engineering  and  with 
ABSOLUTELY  NO  BATTERIES  or 
ELECTROLYTE  to  meet  the  1927 
demand  for  electric  sets. 

Write  us —  we  might  add  —  quickly! 

MU-RAD  RADIO  CORPORATION 

Dept.  W  Asbury  Park,  N.  J. 


Interesting  Events  of 
the  Trade  in  Pictures 


Above:  Joseph  Knecht,  leader  of  the  Silverlown  Cord 
Orchestra;  A.  Attvater  Kent,  and  the  Silver  Masked  Tenor 


Above:     Attractive  display  cut-out  featuring  the  Carryola  Master  portable 
supplied  dealers  throughout  the  country  for  ivindow  and  store  displays 
by  the  Carryola  Co.  of  America 


Above:    Attractive  window  or  interior  display  of  Stewart-Warner  Matched-Unit 
radio  prepared  for  dealers  by  the  company.    This  is  one  of  many  such  effective 
dealer  helps  at  the  disposal  of  merchants  handling  the  Stewart-Warner  line 


Above:     Bensberg  Music  Shop,  Camden,  Ark.,  R.C.A.  dealer, 
uses  six  trucks  for  delivery.    This  enterprising  concern,  although 
located  in  a  small  community,  has  built  a  large  business  by  pro- 
gressive merchandising  methods 


Left:  Cole  Mc- 
Elroy,  C  o  I  urn- 
bia  artist,  pre- 
sents Mayor 
George  L.  Ba- 
ker, Portland, 
Ore.,  with  Co- 
I umb i a  New 
Process  record, 
made  on  Pacific 
Coast 


Left:  T.  Wayne  MacDowell,  Atwater 
Kent  Convention  manager,  takes  a 
brief  rest  at  Atlantic  City,  N.  J.,  resort 


Below:    Powel  Crosley,  Jr.,  president,  Crosley 
Radio  Corp.,  who  also  recently  assumed  man- 
agement of  De  Forest  Radio  Corp. 


Above:  G.  W.  Hipsley,  Stromberg-Carlson  dealer,  Phila- 
delphia, uses  his  service  car  to  advertise  radio.  He 
believes  in  publicity  and  the  volume  of  business  he  has 
built  up  proves  the  value  of  his  methods  of  centering 
the  attention  of  the  public  on  radio 
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Caswell  GianTone  Portable 
Wins  Approval  of  Trade 

Latest  Model  Portable  Talking  Machine  of 
Caswell  Mfg.  Co.  Has  Many  Distinctive  and 
Appealing  Constructional  Features 


stowed  upon  the  design  of  the  cabinet  with 
its  hand-finished  case.  Mr.  Casagrande  is  now- 
working  out  plans  for  a  far-reaching  sales  and 
publicity  campaign  which  will  emphasize  the 
distinctive  qualities  of  the  GianTone  portable. 


Milwaukee,  Wis.,  February  7. — The  Caswell 
Mfg.  Co.,  of  this  city,  manufacturer  of  Caswell 
portables,  has  been  receiving  many  letters  of 
congratulation  from  jobbers  and  dealers  in 
connection  with  the  new  GianTone.  the 
company's  latest  portable  phonograph.  This 
phonograph  includes  in  its  equipment  many 
distinctive  constructional  features,  which  have 
received  the  enthusiastic  approval  of  Caswell 
dealers   and  which  are  being  featured  to  ex- 


Federal  Representatives 
Hold  Mid- Winter  Convention 


Four-Day  Gathering  of  Territorial  and  Special 
Representatives  Given  Over  to  Discussions  of 
Field  Conditions  and  Plans  for  Future 


New  Caswell  GianTone  Portable — Closed 

cellent  advantage  by  Caswell  representatives 
generally. 

In  perfecting  the  GianTone  portable  par- 
ticular attention  was  paid  to  the  acoustical 
equipment,  with  the  idea  in  mind  of  securing 
all  possible  volume  without  sacrificing  tone 
quality.  L.  B.  Casagrande,  vice-president  of 
the  Caswell  Mfg.  Co.,  states  that  the  develop- 
ment of  this  phase  of  the  GianTone  portable 
has  far  exceeded  the  company's  expectations, 
and  that  in  addition  to  the  tone  quality  of  the 
instrument,   considerable   praise  has  been  be- 


Buffalo,  X.  Y.,  February  4. — The  annual  mid- 
Winter  convention   of  territorial    and  special 
representatives  of  the  Federal  Radio  Corp.  was 
held  recently.     Personal  conferences  with  de- 
_  partment  heads,  inspec- 

tion of  the  factories 
and  new  laboratories 
and  other  business 
matters  occupied  the 
attention  of  the  repre- 
sentatives present. 

President  L.  E.  Noble 
opened  the  first  day's 
session  with  an  address 
of  welcome  and  he 
was  followed  by  C.  J. 
Jones,  who  presided  at 
a  discussion  of  field 
conditions.  A.  C. 
Stearns,  advertising 
manager,  gave  a  brief 
address,  congratulating 
the  winners  of  the  re- 
cent advertising  con- 
test. The  next  day 
was  given  over  to  talks 
by  department  heads 
on  the  workings  of 
their  respective  units, 
and  Open  Views  The  following  day  was 

given  over  to  no  set  routine,  but  the  repre- 
sentatives had  conferences  with  sales  and 
other  officials,  gleaning  information  to  help 
rhem  with  their  work  in  the  field. 

The  engineering  staff,  headed  by  Vice-Presi- 
dent L.  C.  F.  Horle,  held  forth  at  the  closing 
day's  morning  session,  which  was  followed  by 
luncheon  at  the  Hotel  Statler.  In  the  after- 
noon W.  B.  Henri,  president  of  Henri,  Hurst 
&  McDonald,  advertising  counsel,  and  L.  E. 
Swinehart,  account  executive,  outlined  adver- 
tising plans  for  the  coming  season. 


The  Toman  Reproducer 


Retail  Prices 
Nickel  Plated  $7*50 
Gold  Plated  $10.00 

Write  for  trade  discounts. 


Sample  on  approval  (5  days)  to  any 
responsible  dealer. 

Will  sell  itself  on  quality  and  vol- 
ume of  tone.      We  challenge  com- 
parison. 

Wonderful,  deep,  rich,  mellow  and 
powerful  tone. 

Surpassed  by  none. 

Send  for  sample  NOW! 

Manufactured  by 

E.  Toman  6c  Co. 

2621  West  21st  Place 
CHICAGO,  ILL. 


Sales  Distributor 

Wondertone  Phonograph  Co. 

216  No.  Michigan  Ave.,  Chicago,  111. 
Cable  Address— "Wondertone  Chicago." 
Cable  Codes— Western  Union— A.B.C.  (5th  Edition). 


Japan's  Best!! 

Qramophones, 
Qramophone  Needles 
and  Records 

ALL  SORTS  OF  MUSICAL 
INSTRUMENTS 

Write  for  catalogs  and  particulars 

Nonaka  Trading  Co, 


l-chome,  Moto-machi 


Yokohama,  Japan 


January  Fada  Sales  Exceed 
1926  Half  Year  Totals 

Announcing  that  the  gross  sales  of  Fada 
radio  in  the  month  of  January  were  greater 
than  during  the  entire  first  six-months  period 
of  1926,  Frank  A.  D.  Andrea,  president  of  F. 
A.  D.  Andrea,  Inc.,  stated  that  the  business 
picture  for  this  year  shows  signs  of  great 
activity. 

"Outstanding  firms  in  the  radio  industry  have 
made  plans  for  substantial  increases  in  volume 
of  sales,"  said  Mr.  Andea.  "Our  own  experi- 
ence during  the  first  month  of  the  new  year 
indicates  that  our  faith  in  1927  is  well  founded. 
A  healthful  sign  is  the  distinct  trend  toward 
quality,  exemplified  by  purchases  of  higher- 
priced  models  in  receivers,  speakers  and  other 
accessories." 


Martin  F.  Flanagan  Is 

New  Secretary  of  R.  M.  A. 

Chicago,  III.,  February  7. — Arthur  T.  Haugh, 
president  of  the  Radio  Manufacturers'  Associa- 
tion, Inc.,  who  was  a  recent  visitor  to  the 
company's  executive  offices  in  this-'city,  has  an- 
nounced that  the  resignation  of  B.  W.  Ruark, 
as  executive  secretary  of  the  Association,  was 
presented  and  accepted  at  the  last  meeting  of 
the  board  of  directors,  held  at  the  Hotel  Cleve- 
land, Cleveland,  O.,  on  January  27.  At  this 
meeting  Martin  F.  Flanagan  was  elected  to 
succeed  Mr.  Ruark  and  takes  over  immediately 
the  duties  of  the  executive  secretarv. 


Fourth  of  Brunswick  Radio 
Concerts  Is  Broadcast 


The  fourth  of  the  series  of  "Brunswick  Hours 
of  Music"  which  are  being  broadcast  over  the 
"blue"  network  of  the  National  Broadcasting 
Co»  and  associated  Southern  stations  was  heard, 
on  Friday,  February  11,  when  Karin  Branzell, 
mezzo-soprano,  and  Lauritz  Melchoir,  tenor, 
both  of  the  Metropolitan  Opera  Co.,  sang  and 
the  Brunswick  Hour  Orchestra  under  the  direc- 
tion of  Walter  B.  Rogers,  and  the  Brunswick 
Ensemble  Orchestra  under  the  direction  of 
Walter  G.  Haeschen,  played. 


Argus  Radio  Corp.  Secures 
Additional  Floor  Space 

Additional  floor  space  has  been  acquired  by 
the  Argus  Radio  Corp.,  New  York  City,  manu- 
facturer of  the  Argus  electric  radio  set.  Ira 
Greene,  treasurer  and  sales  manager  of  the 
company,  has  returned  from  a  sales  trip  to  the 
West,  during  which  he  visited  a  number  of 
Argus  wholesalers  in  that  territory.  He  reports 
growing  popularity  of  the  Argus  line  and  op- 
timism over  the  outlook. 
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New  Models  for  1927! 


New  1927  Models  for 
ATWATER  KENT 

Also  Accommodates  Any  7  x  18  In.  Set 
With  The  Famous  UTAH  CONE 
SPEAKER  Built  In. 

DESCRIPTION 

y\  RADIO  console  cabinet,  built 
in  Utah  Cone  Speaker,  and 
battery  case  combined.  (Open  bat- 
tery space  in  rear.)  Made  of  gen- 
uine mahogany  plywood,  finished  a 
beautiful  high-light  mahogany.  Out- 
side dimensions  26  in.  long,  36^2  in. 
high,  1+54  in.  deep. 

Shipping  Weight  70  Pounds 

$37.50 

F.  O.  B.  Factory;  Brazil,  Indiana 
(Near  Chicago) 


(Above) 
MODEL  6 
For  Atwater  Kent  Model  35 

(Left) 
MODEL  8 
For  7  x  18  in.  Sets 


Atwater  Kent 
Models  20-30-35 


MODEL  651— Shown  at  Left 

Freed  Eisemann 
Models  10-30-40 
For  any  7"  x  18"  Set 


F  a  d  a 
Model  192-A 


UNLESS  otherwise  specified,  Model  65l    will  be  supplied  with 
solid  mounting  panel  21"  long,  9"  high,  as  illustrated.  This 
permits  the  dealer  to  fit  various  size  sets  with  but  little  work. 

Made  of  genuine  mahogany  plywood,  also  genuine  walnut  ply- 
wood, finished  a  rich  high-light.  Outside  dimensions,  26}^"  long, 
45%"  high,  15"  deep. 

Shipping  Weight  100  Pounds 


Price  $50.00 

F.O.B.  Indianapolis,  Indiana 


United  Cabinet  Manufacturers  Corp. 

1421  South  Michigan  Ave.,  Chicago,  111. 
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T.  A.  Edison  Celebrates 

80th  Birthday  at  Home 

Noted  Inventor  Spends  the  Day  Quietly  at 
Home — Edison  Pioneers  Hold  Annual  Dinner 
— .-Flood  of  Congratulations  Received 


Orange,  N.  J.,  February  11. — An  event  of  un- 
usual importance  and  interest  in  phonograph 
circles    was    the    celebration    to-day    of  the 


Thos.  A.  Edison 

eightieth  birthday  anniversary  of  Thomas  A. 
Edison.  Each  year  this  anniversary  is  properly 
recognized  by  Mr.  Edison's  family  and  business 
associates,  but  the  passing  of  the  eightieth 
milestone  was  made  the  occasion  for  special 
observance. 

Air.  Edison,  by  choice,  observed  the  day 
quietly  at  his  home,  it  being  the  first  time  in 
three  years  that  he  has  been  North  at  this 
season  of  the  year.  A  simple  program  was 
arranged,  which  included  a  visit  to  the  Edison 
plant  in  the  morning  and  the  afternoon  and 
evening  spent  quietly  with  his  family  and  close 
friends.  The  Edison  Pioneers,  men  associated 
with  the  great  inventor  in  his  early  activities, 
held  their  annual  luncheon  at  the  Robert  Treat 
Hotel,  Newark,  which  was  attended  by  Mr. 
Edison  for  the  purpose  of  greeting  his  old 
friends. 

Edison  representatives  throughout  the  coun- 
try sent  in  a  flood  of  congratulatory  messages, 
and  word  came  from  Milan,  O.,  where  Mr. 
Edison  was  born,  that  a  movement  had  been 
launched  to  build  a  university  at  a  cost  of 
$10,000,000  as  a  memorial  to  him.  If  the  project 
goes  through  the  university  will  be  situated  on 
the  site  of  the  birthplace  of  Mr.  Edison,  which 
will  be  preserved  for  posterity. 

Mr.  Edison  is,  unquestionably,  the  dean  of  the 
phonograph  industry,  for  it  is  approximately 
half  a  century  ago  that  he  invented  the  phono- 
graph, and  since  that  time  he  has  found  the 
opportunity,  even  when  busy  on  many  other 
inventions  in  different  fields,  to  give  thought 
to  the  steady  improvement  of  the  phonograph 
and  records.  No  better  proof  of  this  interest 
is  to  be  found  than  in  the  development  of  the 
Edison  long-playing  phonograph  and  long- 
playing  records  and  the  introduction  of  the 
Edison  Dance  Reproducer  during  the  past  year. 

His  contributions  to  the  field  of  science  and 
invention  have  been  widely  recognized  and  men 
of  national  prominence  throughout  the  country 
took  occasion  to  pay  tribute  to  those  contribu- 
tions upon  the  occasion  of  his  eightieth  birth- 
day. Newspapers,  too,  gave  column  upon 
column  of  space  to  the  telling  of  Edison's 
career  and  of  his  present  activities,  a  fact  which 
emphasizes  his  importance  as  a  national  figure. 


Auditorium  Orthophonic  Stimulates 

Music  Trade  in  Buffalo  Territory 

Victor  Dealers  Join  in  Co-operative  Advertising  Campaign  to  Tie-up  With  Appearance  of  Audi- 
torium Model  at  Theatre — Jobbers  and  Dealers  in  All  Lines  Report  Brisk  Sales 


Double  the  present  space  allotted  to  selling 
talking  machine  records  will  shortly  be  available 
in  the  Metropolitan  Stores,  Inc.,  Market  street, 
South,  Canton,  O.  An  adjoining  storeroom  has 
been  acquired  and  the  store  will  be  expanded 
to  twice  its  present  size. 


Buffalo,  N.  Y.,  February  8.— Phonograph  and 
record  sales  in  the  Buffalo  district  showed  a 
tapering  off  the  latter  part  of  January,  while 
the  first  few  days  of  February  gave  indication 
of  a  Spring  business  that  would  compare  very 
favorably  with  that  of  1926. 

Auditorium  Orthophonic  in  Theatre 

The  Victor  trade  is  exceedingly  pleased  with 
the  week's  exploitation  at  Shea's  Buffalo,  fea- 
turing the  Auditorium  Orthophonic  Victrola.  A 
co-operative  advertising  campaign,  conducted  by 
the  Victrola  Dealers  Association  of  Western 
New  York,  has  consisted  of  page  advertise- 
ments in  the  daily  press,  together  with  window 
streamers  and  exhibits,  pointing  to  the  Ortho- 
phonic demonstration  at  the  theatre.  Response 
of  the  public  has  been  more  pleasing  than  the 
trade  had  hoped  for.  The  Auditorium  Ortho- 
phonic is  literally  the  "talk  of  the  town."  News- 
papers have  given  the  event  an  unusual  editorial 
space  through  very  favorable  criticism  by  thea- 
tre and  music  critics.  At  a  special  demonstra- 
tion before  Mayor  Schwab,  Mrs.  Wm.  F.  Felton, 
chairman  of  the  school  board;  Henry  F.  Jerge 
and  Harry  Roblin,  members  of  the  board,  and 
School  Superintendent  E.  C.  Hartwell,  it  was 
enthusiastically  proclaimed.  It  was  indicated  by 
city  officials  that  they  are  interested  in  the  pos- 
sibilities of  the  machine,  as  a  type  to  be  used  in 
schools  and  for  concerts  in  parks.  Mrs.  Felton 
indicated  her  hope  to  have  one  installed  in 
each  of  the  high  schools. 

This  program  of  exploitation  has  been  a  mar- 
velous aid  to  Victor  dealers  through  increasing 
not  only  the  sale  of  instruments  but  also  rec- 
ords. Those  records  demonstrated  have  reached 
sales  proportions  heretofore  unsurpassed. 
Columbia  Viva-tonal  in  Demand 

Columbia  records  and  the  Viva-tonal  instru- 
ment are  in  very  good  demand  in  Buffalo  and 
surrounding  territory.  Rochester  is  said  to  be 
one  of  the  most  active  Columbia  sections  here, 
although  the  distributing  office  can  not  com- 
plain of  Buffalo  business.  Record  sales  have 
gone  vastly  beyond  expectations.  In  compari- 
son with  a  year  ago,  sales  have  shown  more 
than  a  100  per  cent  increase. 

The  Medo  Electric  Corp.,  until  recently  an 
exclusive  radio  store,  operating  four  stores  in 
Buffalo,  has  added  Columbia  records  and  instru- 
ments to  its  line  of  merchandise. 

Good  Portable  Business 

Dealers  are  stocking  in  anticipation  of  a  brisk 
portable  business,  according  to  F.  D.  Clare, 
manager  of  the  Iroquois  Sales  Corp.  Artone 
portables  are  winning  favor  with  the  consumer 
trade,  not  only  as  a  Summertime  instrument,  but 
also  a  most  pleasant  convenience  during  the 
Winter.  Mr.  Clare  said  it  is  not  unusual  for 
tourists  motoring  South  to  include  in  their 
camping  equipment  a  portable,  and  for  that 
reason  Winter  sales  in  these  instruments  have 
been  unusually  brisk. 

Okeh  Records  Selling  Well 

Okeh  domestic  records  are  showing  a  very 
satisfactory  improvement  in  volume  of  sales, 
since  the  electrically  recorded  discs  have  come 
out.  Foreign  record  sales  also  are  much  great- 
er. There  also  is  a  greater  demand  for  the  im- 
ported Odeon  records.  Tone-arm  and  repro- 
ducer, as  well  as  needle  and  other  accessory 
business  since  the  first  of  the  year  has  been 
very  good. 

Crosley  Radio  Products  in  Demand 

Crosley  radio  and  loud  speaker  sales  are 
keeping  up  and  Mr.  Clare  is  pleased  with  his 
radio  business.  The  Electron  Automatic  radio 
power  unit,  recently  introduced  by  the  King 
Electric  Mfg.  Co.  of  Buffalo,  is  a  very  promis- 
ing accessory  that  is  expected  to  answer  the 
problem  of  many  radio  users  where  the  power 
question  comes  up.    Operating  on  either  a  60  or 


25  cycle  electric  current,  it  will  be  in  universal 
favor. 

Brunswick  Panatrope-Radiolas  Sales  Good 

Don  Miller,  manager  of  the  local  Brunswick 
distributing  office,  is  quite  hopeful  of  a  very 
fine  February  business,  which  will,  in  his  opin- 
ion, tally  up  in  advance  of  last  year's  business 
at  this  time.  He  looks  for  a  good  Spring  trade 
for  Brunswick,  both  in  instruments  and  records. 
The  Panatrope-Radiola  combination  is  appar- 
ently attracting  consumers  at  this  time,  to  the 
satisfaction  of  Brunswick  dealers  here. 

Retailers  Report  Brisk  Sales 

Loretta  C.  Spring,  manager  of  the  music  de- 
partment of  Adam,  Meldrum  &  Anderson,  has 
had  a  good  Victor  season  so  far,  January  show- 
ing a  volume  greatly  in  advance  of  expectations. 
Radio  sales  are  holding  up  well,  Mrs.  Spring 
said.  Radio  in  this  shop  showed  a  sales  in- 
crease of  100  per  cent  over  1925,  for  the  year 
1926,  and  if  January  can  be  taken  as  a  criterion, 
1927  will  be  a  much  better  year.  John  Kibler 
reports  satisfactory  Victor  and  radio  business. 
The  Columbia  Music  Shop  is  doing  an  excep- 
tional business  in  records,  and  is  pleased  with  its 
volume  of  Viva-tonal  business.  The  Brunswick 
Music  Shop  had  a  satisfactory  January,  profits 
showing  a  great  increase  over  the  same  month 
of  last  year.  This  shop  recently  opened  a  branch 
in  West  Ferry  street,  and  will  carry  the  same 
line  of  merchandise  as  that  handled  in  the  Main 
street  store,  including  Brunswick  and  Columbia 
merchandise  and  sheet  music. 

John  Kibler  Heads  Trade  Assn. 

John  Kibler  has  been  elected  president  of  the 
Radio  Trades  Association,  Inc.,  the  first  dealer 
to  head  the  organization  since  its  inception.  He 
served  as  president  of  the  Victrola  Dealers  As- 
sociation for  two  years.  Other  officers  of  the 
organization  are:  Edward  Healy,  vice-president; 
J.  M.  Kaming,  secretary;  S.  Funk,  treasurer. 
The  remaining  directors  are  Thomas  White,  Ed- 
ward Ball  and  Emil  Sommers. 

News  Brieflets 

Waldo  W.  Miller,  formerly  president  of  the 
Federal  Radio  Corporation,  died  recently  at  his 
home  in  Sayer,  Pa. 

William  and  James  Stevenson  have  bought 
the  interests  of  Carl  Kroninger,  former  Atwater 
Kent  dealer  in  Seneca  Falls. 

The  Fred  D.  Rice  Music  Store  in  Wellsville, 
N.  Y.,  recently  was  damaged  by  fire. 

John  P.  Kibler,  father  of  John  R.  Kibler, 
Genesee  street  dealer,  was  found  dead  in  bed  at 
his  home  recently  having  succumbed  to  a  heart 
attack. 


To  Introduce  Automatic 

Orthophonic  Victrola 

Starting  the  latter  part  of  this  month,  a  series 
of  Victor  dealer  meetings  will  be  held  in  con- 
junction with  wholesalers  and  Victor  factory 
representatives.  Merchandising  plans  for  1927 
will  be  presented  at  these  meetings  and  the 
new  Automatic  Orthophonic  Victrola  will  be 
introduced  to  the  trade.  This  instrument,  which 
will  be  placed  on  the  market  in  the  Spring, 
changes  its  own  record  and  plays  for  an  hour 
without  assistance. 


French  Nestor  Co.  Becomes 
Fada  Radio  Distributor 

Appointment  of  the  French  Nestor  Co.,  of 
Jacksonville,  Fla.,  as  exclusive  Fada  radio  dis- 
tributor in  Florida,  has  been  announced  by 
Louis  J.  Chatten,  general  sales  manager  of  F. 
\.  D.  Andrea,  Inc.  The  French  Nestor  Co. 
has  been  an  exclusive  Victor  wholesaler  for  a 
number  of  vears. 
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Announcing 

The  LOUD  SPEAKER 

TONE  ARM 

AND 

REPRODUCER 

(Patent  Applied  For) 

DESIGNED  AND  PERFECTED 

By  B.  B.  BLOOD 

You  will  be  surprised  when  you  hear  this  new 
tone  arm  and  reproducer  which  will  fit  and  reju- 
venate both  old  and  new  type  phonographs. 
You  will  hear  greater  volume  than  ever  before, 
you  will  get  the  new  "phonic"  tone,  with  no 
harsh  metallic  sound,  no  blast,  and  no  sacrifice 
of  tonal  purity. 

200%  MORE  VOLUME 
CLEARER  TONES 
NO  BLAST 
MORE  PEP 


Now  Used  as  Standard  Equipment  by  Leading  Manufacturers 


Inquiries  for  samples  and  prices 
will  be  given  prompt  attention 

Blood  Manufacturing  Company 

711  West  Lake  Street  CHICAGO,  ILLINOIS 


a 
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"Experienced  Trouble 

in 

Protection  of  Finish" 

Made  Test  Shipments  of 


Write  for  Sample  Roll 


(ellupacking 


Make  a  test  of  CELLUPACK- 
ING  as  "All-American"  did. 
CELLUPACKING  is  Softest, 
Safest  Packing  known.  Prove 
to  yourself  —  without  cost  — 
that  CELLUPACKING  really 
protects  fine  surfaces  and  fra- 
gile material. 

Kimberly-Clark  Co. 

Established  1872 
Cellucotton  Specialties  Dept.  T.M.W.-2 

Neenah,  Wisconsin 


Gramophone  Co.,  Ltd.,  Sales 
Show  Remarkable  Increase 

Business  of  Victor  Co.'s  European  Affiliation 
for  Past  Six  Months  Almost  Equals  That  of 
Previous  Fiscal  Year — New  Plants 


Business  of  the  Victor  T-alking  Machine  Co.'s 
European  affiliation,  the  Gramophone  Co.,  Ltd., 
for  the  last  six  months  was  almost  as  large 
in  volume  as  that  for  the  entire  fiscal  year 
ending  June  30,  1926,  according  to  a  statement 
to-day  by  Walter  J.  Staats,  vice-president  of 
the  Victor  Co.,  in  charge  of  foreign  business. 

The  main  plant  of  the  Gramophone  Co.,  at 
Hayes,  Middlesex,  England,  is  now  operating 
at  full  capacity,  night  and  day,  to  take  care  of 
a  heavy  increase  in  business,  Mr.  Staats  says. 
Despite  the  additional  plant  facilities  acquired 
at  Hayes  last  Summer,  it  has  been  necessary 
to  authorize  for  immediate  construction  a  new 
cabinet  factory,  which  with  equipment  will  cost 
about  $750,000.  Erection  of  an  additional  plant 
at  Calcutta  has  also  been  authorized  by  the 
Gramophone  Co.  The  new  plant  at  Barcelona, 
Spain,  construction  on  which  was  started  last 
Summer,  will  be  opened  in  March. 

Production  in  the  Berlin  plant  is  at  full 
capacity.  Business  of  this  plant  leads  the  Ger- 
man talking  machine  industry,  it  is  stated. 

The  French  plant,  at  Nogent  Sur  Seine, 
which  was  greatly  enlarged  in  1926,  is  working 
to  capacity,  while  branch  plants  in  both  Aus- 
tralia and  New  Zealand  are  enjoying  the  largest 
business  in  the  history  of  the  Gramophone  Co. 

Exclusive  of  the  foreign  business  of  the 
Gramophone  Co.,  Mr.  Staats  states  that  exports 
from  the  Victor  Co.'s  American  plant  in  1926 
showed  an  increase  of  78  per  cent  over  the 
largest  previous  year  in  the  company's  history. 
The  South  American  plant  of  the  Victor  Co., 
in  Buenos  Aires,  Argentina,  has  been  oversold 
for  some  time,  and  construction  of  a  new  plant 
with  double  the  capacity  of  the  old  has  been 
authorized. 


Estimate  Radio  Gorp.'s 

1926  Sales  at  $60,000,000 


A  record  gross  business  in  1926  of  about 
$60,000,000  is  forecast  for  the  Radio  Corp.  of 
America,  according  to  well-authenticated  reports 
in  financial  circles.  Gross  business  for  the 
first  nine  months  of  1926  amounted  to  approxi- 
mately $39,000,000,  compared  with  $27,000,000 
in  the  corresponding  period  of  1925,  and  the 
estimate  of  1926  sales  is  based  upon  the  fact 
that  the  final  quarter  of  the  year  is  usually  the 
best.  The  board  of  directors  of  the  Radio 
Corp.  has  declared  a  dividend  of  1^4  per  cent 
for  the  first  quarter  of  1927  on  the  "A"  pre- 
ferred stock,  payable  April  1,  to  stockholders 
of  record  March  1. 

New  Kellogg  Distributor 

in  Northern  New  York 

The  Wholesale  Radio  Equipment  Co.,  Buffalo, 
New  York,  has  been  appointed  distributor  for 
the  Kellogg  Switchboard  &  Supply  Co.,  radio 
manufacturer  of  Chicago,  according  to  a  recent 
announcement  by  R.  K.  Smith,  sales  manager  of 
the  Kellogg  radio  organization.  The  Whole- 
sale Radio  Equipment  Co.  will  have  for  its  ter- 
ritory eleven  counties  surrounding  the  city  of 
Buffalo  in  northern  New  York.  The  headquar- 
ters of  the  Wholesale  Radio  Equipment  Co.  are 
in  New  York  City  and  the  firm  also  maintains 
a  branch  office  in  Newark,  N.  J. 

Recording  WAX 

ALL  TYPES 
"G"  Wax  Specially  for 
Electrical  Recording 

F.  W.  MATTHEWS  ^oP^TcE,SN.t 


Garden,  Barth,  De  Gogorza 
on  Victor  Radio  Program 

Fourth  of  1927  Series  of  Victor  Radio  Concerts 
Will  Be  Broadcast  on  February  18— Will  Be 
Heard  over  "Blue"  Network 

The  fourth  radio  program  in  the  1927  series 
of  the  Victor  Talking  Machine  Co.  will  be  pre- 
sented on  the  evening  of  February  18,  through 
eight  stations,  by  three  distinguished  artists 
of  concert  and  opera,  assisted  by  the  Victor 
Concert  Orchestra.  The  artists  are  Miss  Mary 
Garden,  soprano,  of  the  Chicago  Grand  Opera 
Company;    Emilio   De   Gogorza,   baritone,  and 


m  Mary  Garden 

Hans  Barth,  pianist.  Rosario  Bourdon,  one  oi 
the  musical  directors  of  the  Victor  Talking 
Machine  Co.,  will  direct  the  orchestra. 

Beginning  at  9  p.  m.,  Eastern  Standard  time, 
the  concert  will  be  heard  through  stations  of 
the  "blue"  network  of  the  National  Broadcast- 
ing Co.  and  four  affiliated  Southern  stations. 
These  stations  are  WJZ,  New  York;  WBZ. 
Springfield  and  Boston;  KDKA,  Pittsburgh; 
KYW,  Chicago;  WHAS,  Louisville,  Ky.;  WSB, 
Atlanta;  WMC,  Memphis,  and  WSM,  Nashville. 

Miss  Garden,  who  is  one  of  the  world's  most 
notable  operatic  figures,  is  a  native  of  Scotland, 
and  among  the  roles  in  which  she  has  been 
heard  in  this  country  are  Thais,  Melisande, 
Louise,  Salome,  Sapho,  Griselidis,  Marguerite 
and  many  others.  She  has  been  a  member  of 
the  Chicago  Grand  Opera  Company  since  1910 
In  her  radio  broadcasts  she  has  won  a  large 
audience  by  the  charm  of  her  voice  and  her 
extensive  repertoire. 

Mr.  De  Gogorza  is  another  internationally 
famous  singer  who  has  gained  a  large  follow- 
ing with  the  radio  audience.  He  is  one  of  the 
world's  best-known  baritones  and  he  sings  with 
unusual  depth  of  feeling  and  rare  perfection. 
Hans  Barth  is  an  American  pianist  who  at- 
tracted conspicuous  attention  among  the  critics 
when  but  eleven  years  old. 

Is  Appointed  Standardyne 

Factory  Representative 

Michael  L.  Miller,  formerly  vice-president  and 
general  manager  of  the  Weber-Rancc  Corp., 
has  become  factory  representative  for  the 
Standard  Radio  Corp.,  Worcester,  Mass.  Mr. 
Miller  is  acting  as  vice-president  and  general 
manager  of  the  Modern  Radio  Sales  Co., 
Standardyne  distributor  in  New  York  City. 

MICA  DIAPHRAGMS 

For  Loud  Speakers  and  Talking  Machines 
RADIO  MICA 

American  Mica  Works 

47  West  Street  New  York 
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Serve  IjoHr  Community  Completely  with  this  Complete  Cine  ~  priced  *far  below  competitive  quality 


Dial,  5  Tube, 
Batteryless 
Batteries  Needed 


AC-5-C  Tnis  tyPe  of  control  Is 
preferred  by  many  ex- 
perienced radio  owners.  All  neces- 
sary power  direct  from  light  socket. 
No  batteries,  no  trickle  charger. 
Housed  in  a  beautiful  two-tone 
mahogany  cabinet  with  genuine 
Crosley  Musicone  skillfully  built  in. 
Receiver,  $115,  yti 
Power  Unit,   $60   «pX  /0 


AC-5  Tnls  ls  the  table  model 

of  the  console  pictured  to 
the  left.      The  Amrad  power  unit 
has  been  tested   under  home  con- 
ditions for  more  than  a  year  and  a 
half.      Operates  from  AC  current 
delivering   100-120   volts,    60  cycle. 
Power  unit  is  shown  be- 
hind  table   model  set. 
Receiver,  $65,  «t-|  OCC 

Power  Unit,  $60  «p*«w* 


3  Dial,  5  Tube  Models 
Battery  Type 


S-522-C  Beautiful  in  appear- 
ance, a  wonder  in  se- 
lectivity and  performance.  Con- 
sole model — two-toned  mahogany — 
with  Crosley  Musicone  skillfully 
concealed  behind  silk  screen.  Del- 
icate vernier  conti-ols  make  tuning 
extremely  easy  and 
efficient  


S-522  Amrad  quality  is  again 
exemplified  in  this  beauti- 
fully made  and  proportioned  set. 
The  simple,  elegant  lines  of  this 
set  win  the  admiration  of  all. 
The  first  of  a  line  that  has  kept 
production  at  peak  in  the  Amrad 
factory  ever  4£IA 
since   «PDU 


Cone  Table 

A  mahogany  cabinet  fin- 
ished in  two  tones  with 
the  genuine  Crosley  Mu- 
sicone cleverly  concealed 
— the  Musicone  that  won 
universal  praise.  Cone 
table  matches  Amrad 
table  model  receivers  in 
design  and  S>^2 
finish   *^ 


=0 


Amrad  low  prices  reflect  the  influence  of  the  Crosley  purchasing  power  and  the  Crosley 
resources.  This,  coupled  with  Amrad  engineering  skill  and  the  technical  achievements 
of  Amrad  laboratories  is  a  wonderful  combination. 

WRITE  FOR  SALES  FRANCHISE  AT  ONCE. 
MANY  DESIRABLE  TERRITORIES  STILL  OPEN 


7  Tube,  S-733  Models 
Battery  Type— 2  Dial 


S-733-C  This  exquisite  model  is  a 
handsome  piece  of  furni- 
ture to  grace  any  home.  Delivers  the 
utmost  in  radio  enjoyment  at  a  very 
reasonable  price.  Crosley  purchasing 
power  and  Amrad  engineering  skill 
are  reflected  in  this  set.  With  the 
simplified  2-dial  control,  it  be-  d»l  97 
comes  a  super  value  at  «pl^f 


S-733    Owners  of  this  Amrad  Neu- 
trodyne  report,  complete  sat- 
isfaction.    High  ratio  vernier  controls 
make     tuning    easy.        Sockets  an 
mounted   on      rubber-cushioned  base 
Volume   is  controlled  by 
a    single  adjustment. 
Two-toned  mahogany 
cabinet,  a  wonder- 
ful  value  at   «P  «  « 


"B"  Eliminator 

The  famous  "Mershon"  Condenser  in  the 
design  of  this  "B"  eliminator  makes  pos- 
sible a  source  of  "B"  power  supply  with 
finest  TONE  QUALITY.  The  unit  is 
housed  in  a  metal  cabinet  and  finished  in 
black  enamel.  All  parts  are  easily  ac- 
cessible, in  plain  view 
and  not  covered 
with  a  compound. 
No  variable  con- 
t  r  o  1  s.  Furnished 
with  the  famous 
Amrad  S-l  Tube. 
Voltages  —  22V2  or 
45;  67,  90,  135  or 
180.  Max.  volts, 
180  at  50  toe 
mils  VOO 


=0 


7  Tube,  2  Dial,  Batteryless 
No  Batteries  Needed 


Af  Q  f  This  radio  is  designed  es- 
pecially  for  AC  power.  It 
is  designed  for  use  with  the  Amrad 
power  unit — a  thoroughly  tested  bat- 
teryless power  supply  of  great  effi- 
ciency. The  value  of  this  set  will 
be  appreciated  by  many. 
Receiver,  $132  $10,2 
Power  Unit,  $60  


AC-9    This    set    is   similar   in  con- 
struction to  the  console.  Two 
dials    simplify    tuning.     The  elegant 
lines   of  this      model — two-toned  ma- 
hogany— will     harmonize      with  the 
surroundings      in  any 
home. 

Receiver,  $82. 
Power  Unit,  S 


$142 


Amrad  consistently  offers  the  greatest 
Neutrodyne  values  on  the  market. 

Ever  since  the  S-522  models  were  offered 
at  $60  Amrad  production  has  been  at  peak. 
Every  succeeding  model  has  been  as  great 
a  value. 

Altogether  it  makes  a  wonderful  line — 
easy  to  sell  and  easy  to  service. 

Write  Dept.  1B1  for  descriptive  literature. 

THE  AMRAD  CORPORATION 

HAROLD  J.  POWER,  Pres. 
Medford  Hillside,  Mass. 


Voltage 
Regulator 


Will  feed  a  steady  cur- 
rent no  matter  how  badly 
the  line  voltage  wavers. 
Many  homes  can  now  op- 
erate Amrad  Batteryless 
Lamp  Socket  Sets.  Here- 
tofore many  could  not 
enjoy  the  convenience  of 
lamp  socket  power  be- 
cause of  badly  fluctuat- 
ing electric  light  currents, 
causing  broadcasts  to 
swing  in  and  out,  or  fade. 
Requires  one  UX-876  Bal- 
last. Tube.  For  com- 
plete satisfaction  a 
voltage  regulator 
should  be  included 
when  sets  are  d"1  E 
sold   V10 
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Opportunity  for  Live  Dealers  to  Cash  in 

Through  Tie-Ups  With  Visiting  Artists 

Concert  Dates  of  Leading  Artists  Who  Make  Records — Tie-ups  Provide  an  Excellent  Means  of 
Interesting  the  Public  in  Re  cords  and  Promoting  Sales 


The  following  list  of  concert  dates  of  a  num- 
ber of  recording  artists  has  been  compiled  for 
the  benefit  of  dealers  who  wish  to  stimulate  the 
sale  of  records  of  artists  appearing  in  their 
cities  or  towns.  Tie-ups  can  be  effected  through 
the  mediums  of  window  displays  or  by  direct 
mail,  calling  the  attention  of  customers  to  the 
scheduled  appearances  and  a  mention  that  the 
artist's  recordings  are  available: 

BRUNSWICK  ARTISTS 

A.  &  P.  Gypsies — February  13-19,  Washington,  D.  C.j 
March  14,  Baltimore,  Md. 

Mario  Chamlee — February  20,  Bronxville.  N.  Y. 

Cleveland  Orchestra — February  15,  Miami,  Fla. ;  Febru- 
ary 17,  18  and  19,  Havana,  Cuba.;  February  21,  West  Palm 
Beach,  Fla.;  February  22,  St.  Petersburg,  Fla.;  February 
23,  Tampa,  Fla.;  February  26,  Nashville,  Tenn. ;  February 
27,  Louisville,  Ky. ;  February  28,  Columbus,  O. ;  March  7, 
Toledo,  O.;  March  8,  Oberlin,  O. 

Elshuco  Trio — February  18,  Kingston,  N.  Y. ;  February 
25,  New  York  City;  March  1,  Frederick,  Md. ;  March  3 
and  4,  Hartford,  Conn.;  March  14,  Bellingham,  Wash.; 
March  15,  Seattle,  Wash.;  March  17,  Lewiston,  Ida. 

Minneapolis  Symphony  Orchestra — February  15,  Ur- 
bana  and  Champaign,  O. 

Sicrid  Onegin — March  4,  Montclair,  N.  J.;  March  7, 
Reading,  Pa.;  March  9,  Racine,  Wis.;  March  11  and  12, 
Chicago,  111. 

Elisabeth  Rethberg — February  18,  Houston,  Tex.;  Feb- 
ruary 23,  San  Antonio,  Tex.;  March  15,  New  York  City. 

Max  Rosen — February  IS,  Hastings,  Neb.;  February  17, 
Colorado  Springs,  Neb.;  February  21,  Ogden,  Utah;  Febru- 
ary 24  and  25,  Los  Angeles,  Cal. 

John  Charles  Thomas — February  17,  Palm  Beach,  Fla.; 
March  5,  Atlantic  City,  N.  J.;  March  7,  Washington,  D.  C. 

VICTOR  ARTISTS 

Harold  Bauer — February  20,  Waterbury,  Conn.;  Febru- 
ary 23,  Springfield,  Vt. ;  February  25,  Hanover,  N.  H.; 
March  13,  New  York  City. 

Sophie  Braslau — February  20,  Boston,  Mass.;  March  1, 
Louisville,  Ky. ;  March  4,  Cleveland,  O. ;  March  9,  Kent, 

0.  ;  March  15,  Charleston,  W.  Va. 

Pablo  Casals — February  15,  New  London,  Conn.; 
February  17  and  18,  New  York  City;  February  20,  Water- 
bury,  Conn.;  February  21,  Northampton,  Mass.;  February 
25,  Hanover,  N.  H. ;  February  27,  New  York  City;  February 
27,  Philadelphia,  Pa. 

Richard  Crooks — February  24,  Rochester,  N.  Y. 

Emilio  DeGogorza — February  25,  Hartford,  Conn.; 
March  11,  Springfield,  Mass. 

Flonzaley  Quartet — February  15,  Norton,  Mass.; 
February  16,  Boston,  Mass.;  February  17  and  18,  West 
Hartford,  Conn.;  February  19,  New  Haven,  Conn.;  Feb- 
ruary 21,  Westerly,  R.  I.;  February  23,  Princeton,  N.  J.; 
March  1,  New  York  City;  March  4,  New  Brunswick,  N.  J. ; 
March  5,  Albany,  N.  Y.;  March  8,  Wellesley,  Mass.;  March 
10,  Boston,  Mass. 

Ossip  Gabrilowitsch — February  16,  San  Francisco,  Cal. ; 
March  2,  Tulsa,  Okla.;  March  9,  Syracuse,  N.  Y.;  March 
14,  South  Hadley,  Mass. 

Galli-Curci — February  16,  Chicago,  111.;  February  18, 
Davenport,  la.;  February  22,  Milwaukee,  Wis.;  February 
25,  Columbus,  O.;  February  28,  Detroit,  Mich. 

Gigli — February  16,  Tampa,  Fla.;  February  18,  Nash- 
ville, Tenn.;  February  21,  Cincinnati,  O.;  February  26, 
Atlantic  City,  N.  J. ;  February  27,  New  York  City. 

Cecilia  Hansen — February  15,  San  Francisco,  Cal.; 
February  17,  Oakland,  Cal.;  February  18,  San  Francisco, 
Cal.;  February  24,  Quincy,  111.;  February  27,  New  York 
City;  March  15,  Chambersburg,  Pa. 

Louise  Homer — February  21,  Daytona  Beach,  Fla. 

Maria  Jeritza— February  20,  Philadelphia,  Pa. ;  February 
23,  Brooklyn,  N.  Y.;  February  27,  Boston,  Mass.;  March 

1,  Baltimore,  Md. ;  March  4,  Washington,  D.  C. ;  March 
6,  Hartford,  Conn.;  March  S,  York,  Pa.;  March  10,  Mor- 
ganstown,  W.  Va. ;  March  13,  Chicago,  111  :  March  15, 
Columbus,  O. 

Fritz  Kreisler — February  15,  New  York  City;  February 

20,  San  Francisco,  Cal.;  February  21,  Los  Angeles,  Cal.; 
February  24,  Seattle,  Wash.;  February  25,  Portland,  Ore.; 
February  27,  Spokane,  Wash.;  March  1,  Grand  Forks, 
N.  D.;  March  3,  St.  Paul,  Minn.;  March  4,  Madison,  Wis.; 
March  6,  Chicago,  111.;  March  7,  Milwaukee,  Wis.;  March 
8,  Lansing,  Mich.;  March  9,  Detroit,  Mich.;  March  13, 
Boston,  Mass.;  March  14,  New  Haven,  Conn. 

Mary  Lewis — February  23,  Denver,  Colo.;  March  1. 
Kansas  City,  Mo.;  March  9,  Worcester,  Mass. 

Giovanni  Marti nelli— March  1,  Scranton,  Pa.;  March 
3,  Rochester,  N.  Y.;  March  5,  Detroit,  Mich.;  March  7, 
Dcs  Moines,  la.;  March  II,  Buffalo,  N.  Y.;  March  14, 
Youngstown,  O. 

Rosa  Ponselle— February  18,  San  Antonio,  Tex.; 
February  21,  El  Paso,  Tex.;  February  23,  Phoenix,  Ariz.; 
February  28,  Pomona,  Cal.;  March  3,  Palo  Alto,  Cal.; 
March  8,  Los  Angeles,  Cal.;  March  10,  Pasadena,  Cal.; 
March  12,  San  Diego,  Cal.;  March  14,  Santa  Barbara,  Cal. 

Rachmaninoff— February  19,  New  York  City;  February 

21,  Washington,   D.   C.J    February   22,    Baltimore,  Md.; 


February  23,  Philadelphia,  Pa.;  March  3,  San  Diego,  Cal.; 
March  4,  Los  Angeles,  Cal.;  March  6,  San  Francisco,  Cal.; 
March  9,  Portland,  Ore.;  March  10,  Seattle,  Wash.;  March 
15,  St.  Paul,  Minn. 

Tito  Schipa — February  16,  Lakeland,  Fla.;  February  18, 
St.  Petersburg,  Fla.;  February  21,  Louisville,  Ky.;  February 
24,  Denver,  Colo.;  February  28,  San  Francisco,  Cal. 

Madame  Schumann-Heink — February  16,  Atlanta,  Ga. ; 
February  21,  Rock  Hill,  S.  C;  February  23,  Asheville, 
N.  C.;  February  25,  University,  Va. ;  March  6,  Philadel- 
phia, Pa. ;  March  11,  Northampton,  Mass.;  March  13, 
Waterbury,  Conn. 

Reinald  Werrenrath — February  15,  Anderson,  Ind.; 
February  16,  Fort  Wayne,  Ind.;  February  18,  Chambers- 
burg, Pa.;  February  21,  Springfield,  Mo.;  February  23, 
Denver,  Colo.;  March  1,  East  Orange,  N.  J.;  March  2, 
Jamaica,  N.  Y.;  March  4,  Warren,  Pa.;  March  9,  Rome, 
N.  Y. 

Efrem  Zimbalist — February  15,  Johnstown,  Pa.;  Febru- 
ary 16,  State  College,  Pa.;  February  IS,  Charleston,  W. 
Va.;  February  21,  Springfield,  Mo.;  February  25,  Topeka, 
Kan.;  February  28,  Jackson,  Mich.;  March  1,  Michigan, 
City,  Ind. ;  March  3,  Bloomir.gton,  Ind. ;  March  9,  Daytona 
Beach,  Fla.;  March  10,  St.  Petersburg,  Fla.;  March  13, 
New  York  City. 


COLUMBIA  ARTISTS 

Cherniavsky  Trio — March  1,  Burlington,  la.;  March  2, 
Davenport,  la.;  March  3,  Dubuque,  la.;  March  8,  Webster 
City,  la.;  March  9,  Omaha,  Neb.;  March  10,  Fremont, 
Neb.;  March  11,  Maryville,  Mo.;  March  14,  St.  Joseph, 
Mo.;  March  15,  Emporia,  Kan. 

Percy  Grainger — February  17,  Asheville,  N.  C. ;  Febru- 
ary 18,  Charleston,  W.  Va. ;  February  24,  Lawrence,  Kan.; 
February  26,  St.  Louis,  Mo. ;  March  1  and  2,  Winnipeg. 
Canada;  March  6,  Duluth,  Minn.;  March  9,  Chicago,  111.; 
March  13,  Cincinnati,  O.;  March  14,  Danville,  111. 

Louis  Graveure — February  19,  Roanoke,  Va.;  February 
27,  Fall  River,  Mass. 

Maria  Kurenko — March  8,  Winnetka,  111.;  March  10, 
Philadelphia,  Pa. 

Mischa  Levttzki — February  16,  Denton,  Tex.;  February 
18,  Austin,  Tex.;  February  22,  Sherman,  Tex.;  February 
23,  Denton,  Tex.;  February  27,  Chicago,  111.;  March  4, 
Aurora,  N.  Y. ;  March  8,  Troy,  N.  Y. 

London  String  Quartet — February  18,  Cooperstown, 
N.  Y. ;  February  20,  Philadelphia,  Pa..;  February  28,  Dubu- 
que, la.;  March  1,  St.  Paul,  Minn.;  March  15,  Northamp- 
ton, Mass. 

Toscha  Seidel — February  25,  Minneapolis,  Minn. ; 
February  26,  St.  Paul,  Minn.;  March  7,  Columbia,  S.  C ; 
March  8,  Charlotte,  N.  C. 

EDISON  ARTISTS 

Carl  Flesch — February  16,  San  Francisco,  Cal.;  Febru- 
ary 22,  Los  Angeles,  Cal.;  February  24,  Sacramento,  Cal.; 
February  28,  Kansas  City,  Mo.;  March  4  and  5,  St.  Louis, 
Mo.;  March  8,  Minneapolis,  Minn.;  March  13,  Boston, 
Mass.;  March  14,  New  York  City;  March  15,  Hanover, 
N.  H. 

Arthur  Middleton — February  24,  Rochester,  N.  Y. 


Oregon  Music  Trades  Assn.  Seeks  to 

Join  National  Body  of  Music  Merchants 

Make  Application  for  Charter — Appearance  in  Portland  of  Victor,  Columbia  and  Brunswick  Artists 
Stimulates  Trade— W.  C.  Fuhri  Visits  Portland  Trade— Other  News 


Portland,  Ore.,  February  4. — Reinald  Werren- 
rath, baritone  and  popular  Victor  artist,  was 
presented  in  concert  at  the  municipal  auditorium 
January  28  by  the  Elwyn  Concert  Bureau, 
singing  before  a  large  and  enthusiastic  audi- 
ence. A  clever  tie-up,  full-page  Victor  adver- 
tisement by  Sherman,  Clay  &  Co.,  appeared  on 
the  program,  calling  attention  to  his  Victor 
recordings,  and  naming  the  most  popular,  sev- 
eral- of  which  he  included  in  his  program, 
much  to  the  delight  of  his  audience. 

W.  C.  Fuhri,  general  sales  manager  and  vice- 
president  of  the  Columbia  Phonograph  Co. 
Inc.,  was  a  recent  Portland  visitor.  W.  H. 
Lawton,  of  Seattle,  Pacific  Northwest  repre- 
sentative of  the  Columbia  Co.,  accompanied 
Mr.  Fuhri  on  the  rounds  of  the  Pacific  North- 
west territory. 

Charles  Soule,  Pacific  Northwest  manager  of 
the  Starr  Piano  Co.,  with  headquarters  in  Port- 
land, upon  his  return  from  his  Washington 
territory  expressed  deep  satisfaction  at  the  year 
just  ended  and  predicts  great  things  for  1927. 
The  first  shipment  of  the  new  Electrobeam 
Gennett  record  has  been  received  and,  accord- 
ing to  Mr.  Soule,  went  like  "hot  cakes." 

Cole  McElroy  and  His  Spanish  Ballroom 
Band,  who  are  exclusive  Columbia  artists,  made 
a  tour  of  Oregon  in  January  under  the  auspices 
of  the  Columbia  Phonograph  Co.,  Randall 
Bargelt,  Oregon  representative  of  the  com- 
pany, managing  the  event. 

Elly  Ney,  pianist  and  exclusive  Brunswick 
artist,  was  guest  artist  with  the  Portland  Sym- 
phony Orchestra  at  a  concert  given  January 
17  in  commemoration  of  the  one  hundredth 
anniversary  of  Beethoven's  death. 

A.  R.  McKinley,  Pacific  Northwest  manager 
of  the  Brunswick  Co.,  with  headquarters  in 
Portland,  reports  1926  breaking  all  records, 
with  the  first  month  of  1927  keeping  up  the 
pace. 

Mr.  McKinley  announces  that  Carl  W.  Jones 
has  again  joined  the  Rrunswick  Co.  and 
will  promote  the  Brunswick  record  business 
throughout  the  Pacific  Northwest  district. 

A  meeting  of  the  Oregon  Radio  Trades  Asso- 
ciation was  held  January  14  in  the  main  banquet 
hall  of  the  Portland  Chamber  of  Commerce, 
George  Sammis,  general  manager  of  the  Sunset 
Electric  Co.,  president,  presiding. 

A  jazz  jubilee  featuring  three  recording 
orchestras  was  a  feature  entertainment  at  the 


Cole  McElroy  Ballroom  January  18,  when  the 
Charles  Dornberger's  Victor  record  artists, 
Herb  Wiedoeft's  Brunswick  record  artists  and 
Cole  McElroy's  Columbia  record  artists  gave 
a  joint  dance  program. 

The  Oregon  Music  Trades  Association  has 
made  application  to  the  National  Association 
of  Music  Merchants  for  a  charter. 

Mrs.  Emma  Ball,  formerly  of  the  advertising 
department  of  the  Portland  Telegram,  has  been 
appointed  private  secretary  to  Sidney  Johnson, 
manager  of  Sherman,  Clay  &  Co. 

Several  changes  have  been  made  in  the  per- 
sonnel of  the  record  department  of  Sherman, 
Clay  &  Co.,  due  to  the  illness  of  Nellie  Megler, 
who  had  charge  of  the  department,  and  the 
marriage  of  Pearl  Speck  to  Ernie  Cracknell, 
both  of  Sherman,  Clay  &  Co.,  the  latter  two 
having  resigned  and  moved  to  California. 
Florence  Corcaran,  for  two  years  with  the 
Dayton  Co.,  of  Minneapolis,  and  for  the  past 
eleven  months  with  the  Meier  &  Frank  Co.,  of 
this  city,  has  been  placed  in  charge  and  will 
be  assisted  by  Alice  Falck,  for  three  years  with 
the  Meier  &  Frank  Co.,  and  Esther  Gumbert, 
formerly  of  the  Wiley  B.  Allen  Co.  Betty 
Kay  has  replaced  Mr.  Cracknell,  who  acted  in 
the  capacity  of  general  information  clerk  for 
customers  on  the  main  floor. 


Wall-Kane  Go.  Markets 

"Human  Voice"  Needle 


The  Wall-Kane  Needle  Mfg.  Co.,  Brooklyn, 
N.  V.,  placed  on  the  market  a  new  needle, 
which  is  claimed  to  be  particularly  adapted  for 
the  playing  of  the  new  electrically  recorded  rec- 
ords. This  needle  has  been  named  the  "Human 
Voice"  and  is  attractively  packaged  and  car- 
toned. N.  Cohen,  president  of  the  company,  re- 
turned to  New  York  the  early  part  of  the 
month,  after  several  weeks  spent  in  Florida. 

Mr.  Cohen  has  now  associated  with  him  his 
son,  S.  Cohen,  who  graduated  from  high  school 
iast  month. 


Big  Victor  Sales  Increase 

The  January  sales  of  the  Victor  Talking 
Machine  Co.  were  $3,672,000,  an  increase  of  $1,- 
095,000,  or  8?  per  cent,  over  January  of  1925. 
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TOPSY-TURVY ! 

^kj>tandardi)t>e  tt)uftt-t>ak 

lias  done  just  that  to  the  RADIO  BUSINESS 

And  no  wonder. 


The  Standardyne  Multi- Valve 
One  Tube  Receiver 

Operates  any  loud  speaker 

Picks  up  distance  as  easily  as  it  does  locals 

Tunes  with  a  finger  twist 

Cuts  battery  consumption  in  half 

Has  amazing  clarity  and  volume 

Is  as  portable  as  a  hand-bag 

The  leading  department  stores  of  Kansas  City,  Boston,  Phila- 
delphia and  other  cities  are  leading  their  radio  sales  with 
Standardyne  Multi-Valve. 

Manufactured  exclusively  by  the  Standard  Radio  Corporation 
through  arrangement  with  the  Emerson  Radval  Corporation. 

WE  INVITE  SALES  INQUIRIES  FROM  JOBBERS  AND  DEAL- 
ERS WHO  WOULD  LIKE  TO  DUPLICATE  IN  THE  RADIO 
FIELD   THE  SUCCESS   OF  FORD   MOTOR   CAR  HANDLERS 


^CONTROL  RE-ACTED 
CIRCUIT-TUNED  RADIO 
FREQUENCY  EIGHT 
INCHES  HIGH  TWELVE 
INCHES  WIDE  AND 
NINE  INCHES  DEEP- 


LIST  PRICE 


A 


ONE  TUBE  SET  WITH  FIVE 
TUBE  PERFORMANCE 


MODEL  B.6 

6  TUBE  TUNED 
RADIO  FREQUENCY 


MODEL  600 

6  TUBE  TUNED 
RADIO  FRE9UENCY 


^y^0  Manufactured  By 

Jne  Standard  Radio  Corporation 

worcester  mass  ' 
BenW.Fink  General  Manager 

(This  Advertisement  Created  by  Bert  Ennis — Coast  to  Coast  Publicity  Service) 
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Plaza  Music  Co.  Announces  Improvements 

and  Additions  to  Portable  T.  M.  Line 

New  Pal  Portable  Will  Be  Equipped  With  Micro-phonic  Sound  Box,  Micro-phonic  Tone  Arm  and 
New  Amplifying  System — Other  Changes  in  Company's  Products 


The  Plaza  Music  Co.,  10  West  Twentieth 
street,  New  York  City,  manufacturer  of  Pal  and 
Regal  portables,  Fine  Arts  products  in  radio  and 
Domino  and  Banner  records,  has  just  an- 
nounced a  series  of  radical  improvements  and 
additions  to  its  line  of  portable  talking  ma- 
chines. In  its  announcement  to  the  trade  the 
Plaza  Co.  presents  an  entirely  new  Pal  machine, 
which,  despite  the  added  new  features,  will  be 
marketed  at  last  year's  prices. 

This  new  Pal  machine  will  be  equipped  with 
the  Plaza  Music  Co.'s  Micro-phonic  sound  box, 
its  Micro-phonic  "S"  type  tone  arm  and  an 
entirely  new  amplifying  horn,  which  has  been 
designated  the  Micro-phonic  system  of  ampli- 
fication. 

The  last  season's   Pal  will  be  now  known 


as  the  Pal  Deluxe  and  will  be  strongly 
marketed.  While  not  designed  with  the  Micro- 
phonic amplifying  system,  it  will  be  equipped 
with  the  Micro-phonic  "S"  type  tone  arm  and 
sound  box. 

The  present  Regal  machine,  the  most  popular 
priced  of  the  standard-sized  portables  in  the 
Plaza  Music  Co.'s  line,  will  remain  unchanged 
with  the  exception  that  it  will  be  equipped  with 
a  new-type  covered  sound  box,  which  will  add 
to  the  quality  of  reproduction. 

In  conjunction  with  these  radical  changes  in 
the  Plaza  Music  Co.'s  line  of  portables,  L.  J. 
Weil,  manager  of  the  advertising  department 
and  the  portable  promotion  department  of  the 
company,  states  that  with  the  deliver}'  of  these 
new  machines  to  the  trade  an  entirely  new  pro- 


gram of  publicity,  dealer  hook-ups  and  planned 
advertising  will  be  inaugurated.  The  company 
will  in  a  very  short  period  deliver  samples  of 
these  new  products  and  will  immediately  go 
into  large-scale  production. 

Manufacturers  Use  Special 
Crepe  Wadding  in  Packing 

Rauland  and  All-American  Radio  Receivers 
Packed  in  Kimpak  Wadding  to  Insure  Safe 
Delivery  and  Protect  Furniture  Finishes 


Chicago,  III.,  February  4. — In  the  January  issue 
of  The  Indian  Guide,  a  house  organ  published 
by  the  All-American  Radio  Corp.,  appears  an 


Kimpak  Crepe  Wadding 


View  of  Rauland  "Sovereign"  receiver  as  it  appears  ii> 
the  crate  with  every  point  of  contact  padded. 

interesting  article  dealing  with  the  packing  and 
.-hipping  of  Rauland  and  All-American  re- 
ceivers. The  All-American  Radio  Corp.  uses 
a  protecting  material  called  Kimpak  crepe 
wadding,  manufactured  by  the  Kimberlv  Clark 
Co.,  of  Neenah,  Wis.,  and  Chicago,  111.,  to  in- 
sure its  cabinet  against  injury  on  its  way  to  its 
destination,  and  in  addition  to  being  securely 
covered  in  sturdy  crates,  the  cabinets  are  pro- 
tected by"  this  unique  packing  material,  which 
efficiently  absorbs  shocks  and  protects  furniture 
finishes.  This  method  of  packing  has  been 
widely  adopted  by  prominent  radio,  furniture 
and  phonograph  manufacturers,  because  of  its 
protective  characteristics.  Each  receiver  is 
packed  in  a  way  that  enables  the  dealer  to  re- 
use the  crate,  cradle  and  Kimpak  crepe  wadding 
in  preparing  the  receiver  for  shipment  to  the 
customer's  home.  This  feature  is  both  a  time 
and  money  saver  for  the  dealer,  as  well  as 
definite  assurance  that  the  receiver  will  reach 
its  destination  in  perfect  condition. 

New  Federal  Laboratories 

Ready  for  Occupancy 

Buffalo.  N.  Y.,  February  4. — After  five  weeks 
of  intensive  reconstruction,  the  new  laboratories 
of  the  Federal  Radio  Corp.  were  recently  pro- 
nounced ready  for  occupation. 
-  In  the  new  unit  there  are  three  major  divi- 
sions: one  for  the  acoustical  department, 
another  devoted  entirely  to  radio  frequency 
experiments  and  the  third  containing  sound- 
proof and  copper-shielded  rooms  for  tests  in 
which  electrical  and  physical  interference  are 
undesirable. 


New  Kellogg  Representative 

R.  K.  Smith,  sales  manager,  radio  division 
of  the  Kellogg  Switchboard  &  Supply  Co.,  Chi- 
cago, radio  manufacturer,  announced  recently 
the  appointment  of  C.  R.  Kehoe  as  traveling  rep- 
resentative in  the  State  of  Michigan.  Mr.  Kehoc 
was  formerly  with  the  Radio  Corp.  of  America 
for  a  period  of  three  years  and  has  already  as- 
sumed his  post  with  the  Kellogg  Co.  He  w:l! 
work  in  close  contact  with  Grinnell  Bros..  De- 
troit Kellogg  distributors,  and  one  of  the  fore- 
most wholesalers  in  the  country.  Mr.  Kehoe 
is  well  qualified  for  his  new  post. 


The  World  s  Largest  Producers  of  Die -Castings 


Doehler  Die  Cast 
Aluminum  Horn 
for  Radio-Phono- 
graph Cabinets. 


ASK  the  big  users  of  Die  Castings!  ASK 
the  manufacturer  of  precision  products!  ASK  the  manu- 
facturer who  demands  prompt  delivery.  ASK  us  to  show 
YOU  how  the  facilities  of  the  Doehler  organization  with 
its  four  great  plants  .  .  .  with  its  20  years  experience  and 
its  resourceful  engineering  and  metallurgical  depart- 
ments can  serve  your  Die  Casting  need*  .  .  .  d  Consult 
with  us  on  your  new  project  .  .  .  Our  Catalog  should  be 
in  your  files.  A  copy  will  be  mailed  on  request. 

DOEHLER 

M-OMW 


f""-pos<.,  * 


DOEHLER  DIE-CASTING  CO.  Brooklyn,  N..Y.- Toledo, O   BatavU.NY.  Po..«o»o.Pa. 
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This  post  — 
trickle  charge 
to  a  6  —volt 
battery  •  •  « 
Also  charges 
2- or  4- volt 
batteries  •  • 


This  post- full  rate  charge 
to  a  6 -volt  battery 
Also  charges  auto 
batteries 


East  of  the  Rockies 

2  ampere  Tungar    .    .  $18 

5  ampere  Tungar    .    .  $28 

Trickle  Charger    ...  $12 


Merchandise  Department 
General  Electric  Company 
Bridgeport,  Connecticut 


Tungar 

fits  so  easily 
into  every  cabinet 

The  small,  compact,  Gen- 
eral Electric  Tungar  is  just 
the  right  charger  for  cabinet 
installation. 

It  is  safe — for  it  contains 
nothing  that  can  in  any  way 
damage  furniture.  It  is  neat 
in  design.  And  it  can  eas- 
ily be  installed  permanently. 
Then  merely  throwing  a 
switch  charges  the  batteries. 

And  here's  a  new  and 
important  selling  point 
for  you  to  use 

The  two  ampere  Tungar 
will  trickle  charge  a  6  volt 
"A"  battery  or  give  it  a  full 
rate  boost — depending  on 
which  post  is  used.  Most 
people  don't  know  this — 
they  should  be  told. 


It  will  also  charge  2  or  4  volt  radio  "A" 
batteries,  all  radio  "B"  batteries  —  and 
auto  batteries,  too. 

Tungar  jobbers  have  important  sales  helps. 
Why  not  get  them  right  away? 


undar 

R!  G    U  S.  ^B^fc^PAT-  °rr 

BATTERY  CHARGER 


Tungai — a  registered  trademark — is  found  only 
on  the  genuine.    Look  for  it  on  the  name  plate. 


GENERAL  ELECTRIC 
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Montreal  Music  Dealers  Feel  Acute 

Shortage  of  Brunswick  Panatrope  Models 

Demand  Far  Exceeds  Supply — E.  G.  Herman,  Advertising  Manager  of  Victor  Canadian  Co., 
Addresses  Advertising  Club — Columb  ia  Line  Selling  Well— Other  News 


Montreal,  Can.,  February  5. — The  new  posi- 
tion won  by  the  talking  machine  in  the  musical 
world,  thanks  to  the  remarkable  creations  which 
have  been  introduced  during  the  past  year,  was 
the  subject  of  a  very  interesting  address  made 
by  E.  G.  Herman,  advertising  manager  of  the 
Victor  Talking  Machine  Co.  of  Canada,  Ltd., 
at  the  Advertising  Club  luncheon,  held  recently 
at  the  Mount  Royal  Hotel.  There  was  a  large 
attendance  which  enjoyed  Mr.  Herman's  story 
of  the  renewal  of  interest  in  the  talking  ma- 
chine, thanks  to  the  inventive  genius  of  the 
men  behind  the  great  principle  embodied  in  the 
new  Orthophonic  Victrolas.  The  story  of  Victor 
achievements  was  received  with  much  en- 
thusiasm. 

The  local  branch  office  of  the  Brunswick- 
Balke-Collender  Co.,  Ltd.  (Harry  R.  Braid  in 
charge)  reports  an  acute  shortage  of  Brunswick 
Panatrope  models,  so  great  has  been  the  de- 
mand from  the  trade  in  the  territory  controlled 
by  Mr.  Braid's  office. 

C.  W.  Lindsay,  Ltd.,  Brunswick  phonograph 
distributor,  report  the  receipt  of  the  new  Bruns- 
wick P-12  model,  which  has  been  on  display  and 
for  which  they  predict  big  things. 

Posters  advertising  Victor-Northern  Electric 
radio  receiving  sets  are  being  displayed  on  every 
prominent  billboard  corner  of  the  city.  They 


Toronto,  Ont.,  February  5. — Apart  from  an  in- 
creasing demand  for  talking  machines  a  par- 
ticularly good  seller  the  past  month  was  radio. 
The  volume  of  business  so  far  this  Winter  has 
been  much  greater  than  during  the  correspond- 
ing season  last  year  and  it  is  to  be  explained 
not  only  by  the  increasing  public  interest  in 
radio  itself,  but  in  the  demand  of  the  public 
for  the  more  expensive  and  efficient  sets.  There 
is  considerable  call  for  cabinet  sets  with  loud 
speakers  built  in. 

H.  G.  Stanton,  well  known  to  the  phonograph 
industry  through  his  long  association  with  R. 
S.  Williams  &  Sons  Co.,  Ltd.,  Toronto,  and  oc- 
cupying the  position  of  vice-president  and  gen- 
eral manager,  who  resigned  from  this  firm, 
was  presented  with  an  illuminated  address  by 
the  staff  on  his  departure. 

Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


are  very  attractive  and  are  really  a  kind  to  be 
appreciated  by  a  connoisseur  of  illustrative  art 
advertising. 

At  the  recent  annual  banquet  of  the  staff  and 
employes  of  Layton  Bros.,  Ltd.,  125  men  were 
in  attendance  at  the  Spanish  Ballroom  in  the 
Queen's  Hotel.  The  music  was  supplied  by  the 
Orthophonic  Electrola  Auditorium  Model  by 
courtesy  of  the  Victor  Talking  Machine  Co. 
of  Canada,  Ltd.  During  the  evening  Edgar  M. 
Berliner,  president  of  the  Victor  Co.,  presented 
the  Challenge  Cup  donated  by  His  Master's 
Voice,  Ltd.,  for  competition  in  the  inter-depart- 
ment bowling  league  to  the  radiq  department, 
the  successful  winners. 

"Viva-tonal  Columbia  phonographs  have  sold 
remarkably  well,  especially  the  more  expensive 
models,"  remarked  Bouvier,  Ltd.,  and  added, 
"We  disposed  of  all  the  machines  we  could  get 
delivery  of  and  were  really  caught  short  of 
stock."  Columbia  and  Starr  records  are  steady 
sellers  with  this  firm. 

C.  W.  Lindsay,  president  of  C.  W.  Lindsay, 
Ltd.,  piano,  phonograph  and  radio  dealers, 
tendered  a  banquet  to  the  sales  force  at  the 
Ritz-Carlton  Hotel  recently  as  an  appreciation 
of  their  efforts  during  1926.  A  musical  program 
was  arranged,  which  revealed  some  talent  among 
the  employes. 


Heintzman  &  Co.,  Ltd.,  Toronto,  have  taken 
on  the  retail  representation  of  Atwater  Kent 
radio  sets. 

Vesta  Storage  Battery  Co.,  Chicago,  111.,  has 
appointed  Arthur  O.  Secord,  Windsor,  Ont.,  as 
its  Canadian  representative. 

Jack  Crook,  of  the  sales  promotion  depart- 
ment of  the  Stewart- Warner  Speedometer 
Corp.,  recently  made  a  business  trip  to  Toronto. 
He  expressed  himself  as  being  well  satisfied 
with  business  in  Canadian  territory. 

Alex  Mackenzie,  general  sales  manager  of  the 
Canadian  National  Carbon  Co.,  Ltd.,  Toronto, 
who  has  been  for  the  past  few  weeks  in  Ber- 
muda recuperating  from  a  serious  illness,  will 
soon  return  to  take  up  his  duties  again. 

With  a  total  for  the  first  eleven  months  of  the 
year  1926  of  146,186  radio  owners  in  the 
Dominion  having  taken  out  annual  Government 
licenses,  it  is  estimated  in  a  report  of  the  Fed- 
eral Radio  Department,  just  issued  in  Ottawa, 
that  there  are  approximately  1,000,000  persons 
listening  "on  the  air"  regularly  in  Canada  at 
present.  The  report  says  a  conservative  calcu- 
lation is  that  only  50  per  cent  of  the  radio  own- 
ers pay  the  license  fee,  which  means  that  there 
are  probably  some  300,000  radio  sets  in  the  coun- 
try. The  1,000,000  figure  is  reached  on  the  basis 
that  there  is  an  average  of  three  persons  listen- 
ing in  on  each  set. 

Orme,  Ltd.,  recently  supplied  for  the  opening 
of  the  new  Mount  Royal  Cafe  in  Ottawa  a 
Credenza  Orthophonic  Victrola  and  an  assort- 
ment of  Victor  records. 

Canadian  Radio  Patents,  Ltd.,  manufacturers 
of  electrical  equipment  and  radio  apparatus  of 


all  kinds,  have  been  incorporated  with  head- 
quarters in  Toronto. 

C.  W.  Lindsay,  Ltd.,  Ottawa  branch,  supplied 
the  new  Brunswick  Cortez  model  phonograph  as 
equipment  to  the  Blue  Bird  Cafe,  which  was 
opened  in  that  city  recently  on  Rideau  street. 

Empire  Radio  Distributors,  Ltd.,  Toronto, 
have  secured  Provincial  letters  patent,  author- 
izing them  to  manufacture  and  deal  in  radio 
sets  and  parts,  also  Dominion  Radio  Sales  Co., 
Ltd.,  Toronto.  The  same  likewise  applies  to 
Master  Radio  &  Appliance  Co.,  Ltd.,  Hamilton, 
Ont.  Fullers  Electric  (Canada),  Ltd.,  jobbers 
of  radio,  etc.,  have  discontinued  business.  They 
were  located  at  Toronto. 

The  "incorporation  is  announced  of  the  Grimes 
Radio  Corp.,  Ltd.,  at  Kitchener,  Ont.,  with  a 
capital  of  $40,000. 

Vancouver  Radio  Trade 

Forms  New  Association 

Manufacturers,  Jobbers,  Manufacturers'  Agents 
and  Dealers  Are  Represented  in  New  Asso- 
ciation—E.  E.  Trent  Returns 


Vancouver,  B.  C,  February  7.— The  Vancouver 
Radio  Trades  Association  came  into  being  re- 
cently when  the  following  officers  were  elected: 
President,  Major  J.  C.  Dufresyne.Radio  Special- 
ties Co.;  first  vice-president,  G.  Norman  Gardner, 
Canadian  Westinghouse  Co.,  Ltd.;  second  vice- 
president,  J.  D.  Ormsby,  Canadian  National 
Carbon  Co.,  Ltd.;  secretary-treasurer,  J.  B. 
Drain,  Woodward's,  Ltd.  The  membership  was 
divided  into  four  classifications:  Manufacturers, 
jobbers  and  wholesalers,  manufacturers'  agents, 
dealers  and  associate  members. 

E.  E.  Trent,  sales  manager  the  Burndept  Co., 
Toronto,  was  recently  on  the  coast  among  the 
jobbers  in  the  interest  of  Amplion  loud  speak- 
ers, lightning  arresters,  etc.  Mr.  Trent  was 
highly  pleased  with  business  on  the  coast. 

Seger  Ellis  Joins  Roster 

of  Perfect  Record  Artists 

The  Perfect  Record  Co.,  Brooklyn,  N.  Y„ 
announces  that  Seger  Ellis  is  now  making  re- 
cordings on  Perfect  records.  Ellis  is  known 
as  the  pianist  from  Texas,  who  combines  his 
piano  playing  with  singing  in  a  crooning  bari- 
tone. The  Perfect  Record  Co.  reports  that  his 
recording  of  "If  All  the  Stars  Were  Pretty 
Babies"  and  "Who'll  Be  the  One"  is  an  out- 
standing success.  Willard  Robison  is  an 
exclusive  artist  for  the  Perfect  Record  Co.  who 
is  also  proving  very  popular. 


Victor  Educational  Exhibit 


The  Victor  Talking  Machine  Co.  will  main- 
tain a  complete  exhibit  of  Orthophonic  Vic- 
trolas and  Orthophonic  records  for  school  work 
at  the  convention  of  the  Department  of  Super- 
intendence of  the  National  Education  Associa- 
tion, which  will  be  held  in  Dallas,  Tex.,  from 
February  26  to  March  3. 


Makes  Record  of  Face  Sounds 


John  Baird,  inventor  of  television,  on  a  visit 
to  his  home  in  Glasgow,  Scotland,  gave  an  in- 
teresting address  in  which  he  told  of  making 
phonograph  records  of  the  sounds  made  by  dif- 
ferent people's  faces.  He  said  that  these  records 
can  be  turned  back  into  images  so  that  a  living 
scene  can  be  stored  in  the  form  of  a  phonograph 
record. 


High-Priced  Cabinet  Models  of  Radio 

Sets  Lead  Demand  in  Toronto  Territory 

Dealers  Report  Both  Talking  Machines  and  Radio  Receivers  Selling  in  Satisfactory  Fashion — 
Honor  H.  G.  Stanton — Alex  Mackenzie  Recovering  From  Illness — Trade  Brieflets 
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Sonora  Announces  New  Line 
of  Portable  Phonographs 

Three  Models  Included  in  New  Offerings — New 
Recording  Principle  Embodied  in  Instru- 
ments— Extensive  Ad  Campaign  Planned 

The  Sonora  Phonograph  Co.,  Inc.,  New  York 
City,  has  just  announced  a  new  line  of  port- 
able phonographs,  including  a  $25  model 
("illustrated),  which  is  under  production;  a  $35 


New  Sonora  Portable 


model  and  a  $50  cowhide  leather  Deluxe  model. 

In  announcing  this  new  line,  the  advertising 
department  of  the  company  states  that  it  is 
preparing  for  an  extensive  campaign  featuring 
these  portables,  and  the  application  of  the  new 
recording  principle  to  the  Sonora  portable 
phonograph  will  be  emphasized  in  this  cam- 
paign. Referring  to  the  acoustical  qualities  of 
this  new  line,  the  Sonora  Phonograph  Co.,  in 
a  recent  announcement  to  the  trade,  said: 

"The  Sonora  acoustic  engineers  stated  that 
a  sound  has  two  characteristics,  the  first  pitch 
and  the  second  tone  color.  In  an  orchestra 
there  are  many  instruments  which  will  produce 
the  note  middle  'C  These  notes  are  all  alike 
in  pitch,  or  what  is  technically  known  as  the 
fundamental,  but  differ  in  tone  color,  which  is 
produced  by  the  overtones.  There  are  various 
overtones  and  all  have  much  higher  frequencies 
or  pitch  than  the  fundamental.  The  note  of  a 
cornet  is  distinguished  from  the  note  of  a  flute, 
therefore,  by  the  proportion  of  overtones.  Con- 
sequently, if  there  is  to  be  a  true  reproduction 
of  the  music  of  various  instruments,  the  accurate 
rendering  of  the  overtones  is  quite  as  important 
as  any  other  feature.  Without  such  overtones 
there  may  be  obtained  a  passable  imitation,  but 
it  will  not  be  a  duplication  of  the  music  as 
rendered.  In  the  portable,  heretofore,  every 
one  expected  to  hear  music  which  was  brassy 
or  thin.  The  fault  in  such  a  case  was  because 
the  overtones  were  suppressed,  but  through  the 
adaptation  of  the  new  principle  to  the  portable 
the  overtones  are  clearly  brought  out.  It  is 
our  opinion  that  through  raising  the  reproduc- 
tion standard  of  the  portable  instrument  there 
will  be  an  even  greater  demand  for  portables 
than  has  ever  existed  in  the  past." 

Sam  Fox  Home  From  Tour 
of  Leading  Cities  in  Europe 

Sam  Fox,  head  of  the  Sam  Fox  Publishing 
Co.,  accompanied  by  his  wife  and  daughter,  re- 
turned to  New  York  on  Wednesday,  February 
9,  following  a  three  months'  tour  of  the  prin- 
cipal cities  of  Europe.  Mr.  Fox  closed  some 
particularly  important  deals  in  behalf  of  his 
catalog  for  exploitation  in  many  foreign  coun- 
tries. In  practically  every  instance  these  new 
arrangements  for  foreign  distribution  involved 
the  organizing  of  an  entirely  new  company 
carrying  a  Sam  Fox  name,  sponsored  by  some 


of  the  best  known  and  most  progressive  music 
companies  on  the  other  side. 

Before  touring  the  continent  Mr.  Fox  closed 
negotiations  for  the  distribution  of  Sam  Fox 
prints  in  Great  Britain,  exclusive  of  Australia 
and  New  Zealand,  under  the  name  of  Sam  Fox 
Publications,  Ltd.  This  organization  is  spon- 
sored by  Keith  Prowse  &  Co.,  Ltd.,  one  of  the 
largest  music  publishing  and  retail  distributing 
companies  in  Europe.  The  companies  for 
France  and  Belgium,  with  headquarters  in  Paris, 
Germany  with  executive  headquarters  in  Berlin 
and  Austria  from  Vienna  offices,  will  all  be  op- 
erated under  the  Sam  Fox  name  with  similar 
foreign  sponsorship,  the  details  of  which  Mr. 
Fox  will  announce  shortly. 

New  Freshman  Masterpiece 
Set  Has  One-Dial  Control 

New  Model  Six-Tube  Receiver  Is  Said  to  Solve 
Question  of  Two-Station  Interference — Has 
Received  Enthusiastic  Trade  Approval 


The  new  six-tube,  one-dial  control  Freshman 
Masterpiece  receiver,  recently  introduced  by  the 
Chas.  Freshman  Co.,  Inc.,  New  York,  met  with 
an  enthusiastic  reception  by  both  dealers  and 
the  public,  according  to  officials  of  the  Freshman 
organization.  The  new  model  is  illustrated 
herewith. 

This  new  Masterpiece  receiver  was  designed 
by  Freshman  engineers  to  solve  the  question 
of  two  or  more  stations  interfering  with  each 
other  in  broadcast  reception,  and  is  the  result 
of  years  of  experiment  and  research  work  in 
collaboration  with  set  owners,  who  have 
operated  this  single-control  receiver  under 
varying  reception  conditions,  Chas.  Freshman, 
president  of  the  company,  stated. 

"We  are  happy  to  offer  such  a  receiver  to  the 
public,"  said  Mr.  Freshman.  "It  is  a  radical 
change  in  our  product.  We  decided  that  it 
should  not  be  offered  until  all  question  of  its 
practicability  had  been  eliminated  and  until  we 
knew  that  it  was  right  from  every  standpoint. 
We  are  proud  of  the  new  one-control  Master- 
piece receiver.  It  separates  the  stations,  it  is 
simple  to  operate  with  only  one  dial  and  is 


Freshman  One-Dial  Control  Radio 


available  in  both  table  and  console  models  of 
mahogany  and  walnut  at  a  satisfactory  price 
range." 

An  exclusive  feature  of  this  new  Freshman 
model  is  a  device  which  is  used  to  cut  out 
distant  stations  which  may  be  broadcasting  on 
exactly  the  same  wave  length  as  the  local  sta- 
tion to  which  one  is  listening. 

I.  P.  Rodman  Appointed 

Receiver  for  Garod  Corp. 

I.  P.  Rodman,  former  president  of  the  Garod 
Radio  Corp.,  has  been  appointed  receiver  of 
this  corporation  by  Judge  Runyon,  of  the  Fed- 
eral Court  of  New  Jersey,  to  protect  the  assets 
and  carry  on  the  business  in  the  interest  of  the 
creditors. 

A  creditors'  committee,  which  will  work  with 
the  present  directors,  consists  of  Mr.  Hubley, 
American  Transformer  Corp.;  Mr.  Bannister, 
Bannister  &  Pollack,  and  Mr.  Rossiter,  of  Ros- 
siter  &  Co.  The  business  of  the  corporation  will 
continue  as  usual  under  the  guidance  of  Mr. 
Rodman  and  the  creditors'  committee,  pending 
negotiations  for  the  purchase  of  the  company 
by  various  large  interests. 


Federal-Brandes  Introduces 
New  Cabinet  Cone  Speaker 

Latest  Model  of  the  Brandes  Line  of  Speakers 
Stands  Thirteen  Inches  High — Cone  Is  Ellip- 
tical and  Is  Mounted  in  Rubber 

A  cabinet  cone,  known  as  model  1500,  is  the 
latest  addition  to  the  Brandes  line  of  speakers, 
manufactured  by  Federal-Brandes,  Inc.,  New 
York.  This  new  speaker,  which  is  illustrated 
herewith,   has  a   double    non-adjustable  unit, 


Brandes  Cone  Speaker 

using  a  choke  and  condenser,  and  stands  thirteen 
inches  high.  The  cone  is  elliptical  and  mounted 
in  flexible  rubber.  The  new  unit,  according  to 
Federal-Brandes  officials,  is  capable  of  great 
volume  without  a  trace  of  distortion  or  choking. 

Edison  General  Sales 

Supervisor  on  Long  Trip 

Orange,  N.  J.,  February  9. — R.  R.  Carch,  gen- 
eral sales  supervisor  of  the  phonograph  divi- 
sion of  Thomas  A.  Edison,  Inc.,  leaves  this 
week  on  an  extensive  trip  during  which  he  will 
visit  all  factory  sales  branches  east  of  Denver 
to  arrange  for  the  handling  of  a  large  volume 
of  business  brought  about  by  the  introduction 
of  the  new  long-playing  equipment  for  the 
Edison  Standard  Phonograph.  The  distribution 
of  this  equipment  began  this  month  and  dealers 
are  planning  to  cash  in. 

Mr.  Carch  recently  returned  from  a  visit  to 
Atlanta,  where  the  new  factory  sales  branch,  the 
Phonograph  Distributing  Co.,  was  opened  a 
short  time  ago.  He  reports  that  the  business 
outlook  for  the  territory  is  very  good.  F.  O. 
Brown,  formerly  of  Phonographs,  Inc.,  Atlanta, 
has  been  appointed  field  representative  for  the 
branch. 


To  Hold  Annual  Meeting 

San  Francisco,  Cal.,  February  4. — In  a  letter 
sent  out  under  date  of  February  1  by  Shirley 
Walker,  president  of  the  Music  Trades  Asso- 
ciation of  Northern  California,  to  the  music 
trades  of  that  territory,  members  were  urged 
to  keep  Tuesday  evening,  March  8,  for  the 
music  trades  annual  meeting. 


Ray  Whitman  in  New  Offices 


Ray  Belmont  Whitman,  generally  recognized 
as  one  of  the  foremost  patent  trade-mark  at- 
torneys connected  with  the  talking  machine  in- 
dustry, is  now  established  at  55  West  Forty- 
second  street,  New  York,  where  he  has  opened 
offices  to  take  care  of  his  steadily  growing 
clientele.  Mr.  Whitman  has  been  identified  with 
phonograph  activities  for  many  years  and  has 
an  intimate  knowledge  of  all  phases  of  the 
industry  relating  to  patents  and  trade-marks. 


Album  Co.  in  New  Quarters 

At  the  moment  of  going  to  press  the  New 
York  Album  &  Card  Co.  is  rapidly  getting  to 
rights  in  its  new  quarters  at  64  Wooster  street. 
Extensive  plans  are  being  worked  out  for  the 
efficient  layout  of  these  new  quarters  and  a 
more  detailed  report  will  be  found  in  The  World 
next  month. 
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Improved  Broadcasting  Will  Bring  a 

Revolution  in  Radio,  Says  R.  H.  Woodford 

'•Revolution  Need  Not  Cause  Worry  as  It  Will  Have  to  Do  With  Sales  Rather  Than  With 
Sets" — Stewart- Warner  Executive  Predicts  Astounding  Increase  in  Sales  This  Year 


Chicago,  111.,  February  7. — "This  year  will  wit- 
ness a  revolution  in  radio."  This  apparently 
startling  statement  has  been  made  by  R.  H. 

Woodford,  radio 
sales  manager  of 
the  Stewart- Warner 
Speedometer  Corp., 
radio  receiving  ap- 
p  a  r  a  t  u  s  manufac- 
t  u  r  e  r.  "However, 
this  revolution  need 
not  cause  worry," 
he  continued  in  ex- 
planation. "It  will 
have  more  to  do 
with  sales  than  radio 
sets  themselves.  In 
brief.  I  believe  that 
1927  will  show  an 
astounding  increase 
in  sales  during  the 
Raymond  H.  Woodford  months  that  are  yet 
to  come  right  through  to  Fall.  I  do  not  believe 
that  the  men  in  the  industry  themselves  yet 
realize  the  general  situation. 

"Last  year  there  was  much  talk  and  many 
campaigns  directed  against  the  'Summer  slump 
bogy-man,'  but  whatever  slump  there  was  was 
due  to  the  fact  that  most  dealers  merely  gave 
up  and  did  not  attempt  to  sell  radio.  They 
assumed  there  was  a  slump  and  let  it  go  at 
that.  The  fact  is  people  will  buy  radio  during 
the  Summer  months  as  well  as  in  Winter.  Nat- 
urally there  is  more  peak  during  the  Christmas 
holidays,  but  that  is  true  of  all  lines  of  mer- 
chandise. 

"This  revolution  I  speak  of  has  been  brought 
about  by  the  unnoticed  revolution  in  radio 
broadcasting  the  past  year.  A  year  ago,  to  be 
perfectly  frank,  the  programs  put  on  the  air 
by  the  average  broadcasting  station  were 
terrible.  They  would  not  have  held  an  audience 
in  a  ten-cent  vaudeville  house.  Since  that  time 
these  same  broadcasting  stations  have  resolved 
they  were  losing  their  listeners  and  as  a  result 
many  thousands  of  dollars  have  been  spent  in 
getting  new  talent  for  radio  broadcasting.  Strong 
competition  has  developed  between  broadcasting 
stations  for  the  favor  of  the  fans.    Just  at  pres- 


ent the  station  that  puts  out  a  poor  program 
is  the  exception  rather  than  the  rule. 

"In  addition  to  this  we  have  seen  the  develop- 
ment of  chain  broadcasting.  This  will  now  per- 
mit people  in  all  parts  of  the  United  States  to 
listen  in  to  first-class  programs — either  those 
sent  out  by  the  general  stations  or  by  the  in- 
dividual stations  themselves — that  are  excellent. 
They  are  capable  of  holding  the  attention  of 
radio  fans  generally,  consequently,  regardless  of 
conditions,  it  will  be  possible  during  the  coming 
months  for  radio  listeners  all  over  the  United 
States  to  hear  these  excellent  programs.  In 
the  past  the  only  thing  that  militated  against 
good  radio  business  in  the  Summer  was  the 
fact  that  when  there  were  only  a  few  stations 
on  the  air  people  who  lived  a  thousand  or  more 
miles  away  had  some  trouble  with  static  and 
consequently  merely  forgot  about  their  radio 
sets  during  the  months  when  static  was  par- 
ticularly apparent.  Static  has  not  been  elimi- 
nated entirely,  but  it  has  been  whipped. 

"Another  thing  that  will  help  to  further  this 
revolution  is  the  fact  that  radio  is  past  its  ex- 
perimental stage.  The  industrj-  and  radio  sta- 
tions themselves  are  becoming  stabilized.  The 
day  of  the  freak  set  is  past.  In  this  radio  is 
following  the  automobile.  All  of  us  can  re- 
member twenty  years  ago  when  there  were  a 
dozen  or  more  freak  automobiles  on  the  market. 
They  have  all  passed  and  now  we  have  certain 
standards  of  transportation  that  are  adhered  to 
by  all  of  our  automobile  manufacturers. 

"The  same  thing  has  applied  in  radio. 
Naturally  enough  there  will  be  improvements 
from  time  to  time  just  as  there  are  yet  improve- 
ments from  time  to  time  in  motor  cars,  but 
reliable  merchandise  of  to-day  will  perform  as 
efficiently  next  year  as  does  the  automobile 
that  was  built  in  1926.  The  larger  merchants 
have  been  quick  to  realize  this  and  consequently 
have  tied  up  with  manufacturers  who  have  put 
out  a  standardized,  reliable  product.  They 
know  there  is  no  discouragement  in  store  for 
their  customers.  They  know  that  within  a  few 
months  the  customer  will  not  be  dissatisfied  by 
claims  concerning  some  new  freak  set.  They 
realize  that  the  American  public  is  too  well  edu- 
cated in  radio  to  jump  at  the  snap  of  the  whip 
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the  Sole  Makers 


J.  STEAD  &  CO.,  LTD.,  Manor  Works,  SHEFFIELD,  ENG. 


Worl(Ts  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 


FOR  SALE 

Edison  pnonograph  and  radio  department;  best 
furniture  house  in  Columbus,  Ohio.  Eleven  year 
lease,  stock  and  fixtures  less  than  $10,000.  Very 
light  expense.  Owner  invalid.  Address  "Box 
1592,"  care  The  Talking  Machine  World,  383  Madi- 
son Avenue,  New  York  City. 


WANT  TO  BUY 

Any  quantity  of  portable  phonographs,  also  camera 
style  phonographs.  Only  interested  in  job  lots. 
Will  pay  cash,  but  price  must  be  low.  Address 
"Box  1593,"  care  The  Talking  Machine  World,  383 
Madison  Avenue,  New  York  City. 


FOR  SALE 


5,000  Hill  and  Dale  Disc  Records  and  6.0C0  standard 
makes  of  phonograph  records  (lateral  cut)  offered 
at  a  sacrifice  sale  of  10  cents  apiece.  Address 
"Box  1595,"  care  The  Talking  Machine  World,  383 
Madison  Avenue,   New   York  City. 


WANTED— Electrical  expert  who  has 
thorough  knowledge  of  up-to-date  equipment 
for  electric  recording,  with  or  without  practical 
knowledge  as  a  recorder.  Give  detailed  in- 
formation as  to  experience,  salary  wanted,  age 
and  nationality.  Address  "Box  1594,"  care  The 
Talking  Machine  World,  383  Madison  Avenue, 
New  York  City. 

POSITION  WANTED— Jobber  salesman,  well  known 
and  experienced  in  talking  machine,  record  and  accessor} 
field,  is  desirous  of  making  change  that  will  offer  wider 
opportunity.  Address  "Box  1596,"  care  The  Talking  Ma- 
chine World,  383  Madison  Avenue,  New  York  City. 

of  some  phrase  maker  who  is  trying  to  put  over 
some  product  that  has  nothing  back  of  it  but 
phrases. 

"Of  course  it  is  impossible  to  make  predic- 
tions on  the  new  inventions  yet,  but  the  fact 
remains  that  radio  engineers,  to-day,  generally, 
do  not  anticipate  any  startling  new  discoveries. 
That  is  the  consensus  of  opinion  among  them. 
Improvements,  yes,  but  revolutions,  no." 

Federal  Tel.  Co.  Acquires 

Control  of  Film  Patent 


Important  Invention  of  Theodore  H.  Nakken 
Secured  by  California  Concern 


Acquisition  of  control  of  a  sweeping  funda- 
mental patent,  which  governs  the  art  of  talking 
musical  films,  the  transmission  of  pictures  by 
wire  or  radio,  the  underlying  principle  used 
in  television,  and  all  methods  of  producing 
sound  or  phonograph  records  through  the  use 
of  light  beams,  has  been  announced  by  the 
Federal  Telegraph  Co.  of  California,  with  which 
Federal-Brandes,  Inc.,  manufacturer  of  Kolster 
radio  and  Brandes  speakers,  is  associated. 

The  inventor,  Theodore  H.  Nakken,  a  native 
of  Holland,  patented  his  combination  in  all 
civilized  countries  in  1920.  He  is  now  in 
America  and  has  begun  work  in  the  laboratories 
of  the  Federal  Telegraph  Co.,  in  Palo  Alto, 
Cal.,  on  preparations  for  manufacturing  the 
apparatus  used  in  these  arts. 


Fada  Representatives  Hold 
International  Conference 


An  international  sales  conference  of  execu- 
tives and  representatives  of  F.  A.  D.  Andrea, 
Inc.,  is  being  held  at  the  New  York  headquar- 
ters of  the  organization.  Plans  for  world-wide 
distribution  of  radio  products  will  be  taken  up 
at  the  series  of  meetings.  European,  Canadian, 
Australian  and  Soifth  American  representatives 
of  Fada  radio  are  in  attendance. 
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"Any  Transaction  That  Can  Be  Consummated 
in  Person  Can  Also  Be  Done  by  Mail" 

Experience  of  the  H.  N.  White  Co.,  King  Band  Instrument  Manufacturer,  in  Building  Sales  of 
Over  a  Million  Annually  Proves  Value  of  Direct  Mail  Campaigns 


The  effectiveness  of  a  direct  mail  campaign 
in  building  sales  has  been  proved  by  the  experi- 
ences of  many  dealers,  yet  there  'are  retailers 
who  fail  to  profit  through  the  use  of  the  printed 
word  as  a  potent  stimulant  of  sales.  The  man- 
ner in  which  the  H.  N.  White  Co.,  of  Cleveland, 
O.,  manufacturer  of  King  band  instruments,  has 
built  an  annual  sales  volume  in  excess  of  a 
million  dollars  is  a  wonderful  example  of  the 
value  of  the  proper  use  of  the  mails,  for  this 
company  has  formed  a  country-wide  dealer  or- 
ganization through  the  use  of  printed  matter 
and  letters — many  King  dealers  never  having 
seen  a  member  of  the  organization  in  person. 

In  the  January  20  issue  of  Printers'  Ink,  G. 
A.  Nichols  writes  an  interesting  article  on  the 
growth  and  success  of  the  H.  N.  White  Co., 
stressing  the  effective  policy  of  the  company  in 
its  use  of  the  mails.  The  writer  states:  "Not 
depending  entirely  upon  its  dealers,  the  White 
Co.  reaches  out  and  makes  sales  to  the  cus- 
tomer, direct,  wherever  he  may  be  found.  There 
is  another  mail  job  which  goes  so  far  as  to  in- 
clude facilities  for  taking  old  instruments  in 
part  payment  for  new  ones.  Through  corre- 
spondence credits  are  established  both  by  deal- 
ers and  retail  customers,  which  are  the  basis  of 
instalment  payments  on  a  large  part  of  the 
goods  manufactured  and  sold  by  the  company. 
So  effectively  is  this  latter  feature  carried  out 
that  the  company's  credit  losses  amount  to  little 
or  nothing." 

While  the  writer  tells  facts  in  stating  that 
the  White  organization  is  constantly  carrying 
on  a  sales  campaign  through  advertising  and 
direct  mail  to  the  public,  he  fails  to  mention 
that  when  inquiries  for  a  King  instrument  are 
received  they  are  turned  over  to  the  dealer  who 
covers  the  territory  in  which  the  inquirer  lives, 
and  this  feature  is  one  of  the  most  valuable  of 
the  King  franchise. 

Naturally  a  large  percentage  of  the  prospects 
for  King  band  instruments  are  professional 
musicians  and  R.  M.  White,  secretary  of  the 
company,  comments  on  this  type  of  customer 
as  follows:  "The  musician  can  be  at  once  the 
best  and  the  worst  customer  in  the  world.  If  he 
has  an  instrument  that  pleases  him  and  upon 
which  he  can  perform  satisfactorily — to  his  own 
satisfaction,  at  least — he  will  insist  on  keeping 
it,  no  matter  how  battered,  ugly  or  decrepit  it 
may  be.  The  sales  person  or  the  sales  letter  that 
could  induce  him  to  buy  a  new  instrument 
under  these  circumstances  would  be  clever  in- 
deed. 

"On  the  other  hand,  take  the  musician  with 
an  instrument  that  is  not  satisfactory  to  him. 
There  is  no  trouble  at  all  in  inducing  him  to 
buy  another.  He  soon  may  discard  this  one  in 
favor  of  still  another  and  so  on.  He  will  keep 
on  buying  and  buying  until  he  gets  something 
that  suits  him." 

A  prospect  list  kept  by  the  H.  N.  White  Co. 
includes  more  than  200,000  names  of  profes- 
sional and  amateur  musicians.  To  these,  cata- 
logs and  other  pieces  of  direct-mail  advertising 
are  sent  regularly. 

In  explaining  the  White  method  of  closing 
sales  with  individuals  and  its  policy  of  accept- 
ing trade-in   instruments,  Mr.  Nichols  states: 

"When  an  individual  is  sent  a  copy  of  the 
catalog,  he  is  followed  up  with  a  letter  with 
which  is  included  what  the  company   calls  a 


'Free  Trial  Application  and  Order  Blank.'  On 
this  he  may  enter  the  instruments  he  wishes  to 
purchase  and  can  indicate  the  plan  on  which  he 
desires  to  buy.  This  may  be  cash  with  order; 
C.  O.  D.  six  days'  trial;  open  account  ten  days' 
trial  or  easy  payment  plan  ten  days'  trial.  To 
establish  credit  with  the  company,  he  must  an- 
swer the  usual  questions  as  to  age,  color,  na- 
tionality, occupation  or  business  and  give  per- 
sonal and  bank  references.  In  addition  he  must 
indicate  whether  he  belongs  to  any  musicians' 
union  or  a  fraternal  lodge,  giving  the  name  and 
number  of  the  local  organization. 

"The  fraternal  lodge  feature  is  one  of  the 
most  valuable  sources  of  information  as  to  the 
applicant's  responsibility.  The  officials  of  the 
lodge  are  communicated  with  and  the  informa- 
tion they  give  sometimes  results  in  the  sale  be- 
ing refused  even  though  commercial  references 
may  be  satisfactory.  The  White  Co.  carries  on 
thousands  of  instalment  and  time  payment  prop- 
ositions with  individuals  and  the  loss  through 
defaulted  payments  is  extremely  small. 

"When  we  got  fairly  started  with  this  matter 
of  selling  instruments  to  individuals  through  us- 
ing the  mails,"  said  R.  M.  White,  "we  ran  into 
what  we  thought  was  going  to  be  a  very  serious 
problem.  This  was  the  used  instrument.  When 
a  musician,  professional  or  amateur,  wants  to 
buy  a  new  saxophone,  cornet  or  what  not,  he 
usually  insists  on  trading  in  his  old  one.  We 
were  afraid  such  a  transaction  would  be  out  of 
the  question  when  conducted  by  mail.  But  we 
find  now  that  it  can  be  carried  on  this  way  with 
perfect  satisfaction  to  all  concerned. 

"If  the  customer  has  something  to  trade  in, 
he  is  pretty  sure  to  indicate  his  desires  after 
he  has  received  the  catalog  and  order  blank. 


Then,  carrying  out  the  plan  spoken  of  by  Mr. 
White  in  the  above  paragraph,  he  is  sent  an  Ex- 
change Proposition  Blank.  This  blank  was 
carefully  studied  out  so  that,  properly  filled,  it 
gives  the  company  an  idea  as  to  the  value  of 
the  instrument. 

"With  this  information  at  hand,  the  company 
makes  the  customer  an  offer  for  the  old  instru- 
ment as  part  payment  on  the  one  he  wants  to 
purchase.  If  the  proposition  is  satisfactory  to 
the  applicant,  and  if  he  succeeds  in  establish- 
ing a  credit  standing  with  the  company,  the  in- 
struments are  exchanged  and  the  customer  pays 
the  difference  in  cash  or  deferred  payments  or 
has  the  item  charged  to  his  open  account. 

"When  an  instrument  has  been  taken  in  on 
trade  it  is  reconditioned  so  far  as  may  be 
feasible,  cleaned  and  polished.  (If  it  is  not 
worth  such  treatment  it  is  not  accepted  in  the 
first  place.)  All  the  dents  are  taken  out,  the 
slides  and  valves  put  in  order.  And  then  the 
instruments  are  offered  for  sale  on  what  the 
company"  calls  its  "Bargain  List."  If  an  inquirer 
does  not  respond  with  reasonable  quickness  to 
solicitations  to  buy  a  new  instrument  he  is  sent 
the  current  bargain  list.  This  contains  sev- 
eral hundred  instruments  of  all  kinds,  each  listed 
by  name,  fully  described  and  the  price  given. 

"The  prospect  is  asked  to  send  a  dollar  with 
the  order  as  a  guarantee  of  good  faith  and  this 
is  deducted  from  the  amount  of  his  C.  O.  D. 
payment.  No  deferred  payment  privilege  is  al- 
lowed on  used  goods.  Then,  any  time  within 
six  months,  the  buyer  is  privileged  to  return 
the  used  instrument  and  the  full  price  he  paid 
for  it  will  be  allowed  him  in  the  purchase  of  a 
new  one. 

"Our  experience  in  selling  band  instruments, 
both  old  and  new,  leads  us  to  conclude  that  sub- 
stantially any  merchandising  transaction  that 
can  be  consummated  in  person  also  can  be  done 
by  mail — if  the  printed  advertising  and  the  let- 
ters are  prepared  in  strict  observance  of  the 
customer's  buying  habits  and  made  to  fit  in 
closely  with  the  nature  of  the  merchandise." 


RUNQ 

The  Oldest  and 
Largest  Musical 
Merchandise  House 
in  America 


Exclusively  Wholesale 
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The  buyer  ofi  a  Hohner  Harmonica  of  ttimes  becomes 
an  excellent  prospect  for  one  of  the  major  musical 
instruments  at  a  later  date 


Write  us  for  our  "Big  Business  Builders."      They  will  help  you. 

114116  East  16th  Street 
New  York  City 


M.  HOHNER,  Inc. 


HOHNER.  PRODUCTS  AWARDED  FIRST  PRIZE  f\T  THE  PANAMA 
PACIFIC  INTERNATIONAL  EXPOSITION  SAN  FRANCISCO  191 '5" 


Brent  Hayes  Goes  Around 
the  World  With  Vega  Banjo 

Banjoist  and  Vaudeville  Headliner  Has  Played 
the  Keith  Circuit  for  Eighteen  Years — Is 
an  Enthusiastic  Vega  Booster 


effect  upon  the  sale  of  Vega  banjos  wherevei 
he  has  appeared,  but  has  been  instrumental  in 
promoting  widespread  interest  on  the  part  of 
the  public  in  banjo  playing  in  general. 

Joe  Termini,  known  as  the  Somnolent  Melo- 
dist, is  also  using  the  Vegaphone  banjo  and 
also  the  Vega  guitar  in  his  act  in  vaudeville 
houses. 


Merchandise  Manufacturers 
Discuss  Promotion  Plans 


Boston,  Mass.,  February  7. — Three  times  around 
the  world  with  the  Vega  banjo  is  the  record 
attained  by  Brent  Hayes,  prominent  banjoist. 
Mr.  Hayes'  ability  in  playing  the  banjo  is 
visualized  in  the  eighteen  successive  bookings 
that  he  has  had  on  the  Keith  circuit.  During 
these  eighteen  years  Mr.  Hayes  has  been  around 
the  world  three  and  one-half  times  and  stated 
that  on  these  trips  he  always  carried  the  Vega 
banjo  with  him.  During  the  latter  part  of 
December  he  began  another  Keith  circuit  tour 
in  which  he  will  appear  in  an  act  called  "Scar- 
gold,"  and  in  this  act  he  appears  as  a 
Northwest  police  officer,  dressed  in  the  uniform 
of  that  body.  In  this  act  he  will  use  two 
Vegaphone  banjos,  one  of  which  will  be  on 
display  while  the  other  is  in  the  hands  of  the 
banjoist.  The  Vega  Co.,  of  this  city,  maker 
of  the  Vega  banjo,  reports  that  Mr.  Hayes 
is  enthusiastic  over  the  Vegaphone  banjo  and 
that  in  its  possession  it  has  several  endorse- 
ments written  by  him.  His  masterly  playing 
of  the  instrument  has  not  only  had  a  favorable 


F.  A.  Buescher  Announces 

Convention  Reservations 


General  Manager  of  Buescher  Band  Instrument 
Co.  to  Head  Delegation  to  Annual  Music 
Convention — Will  Exhibit  at  New  Stevens 


Elkhart,  Ind.,  February  4. — F.  A.  Buescher, 
general  manager  of  the  Buescher  Band  Instru- 
ment Co.,  manufacturer  of  Buescher  True-Tone 
saxophones  and  other  band  instruments,  an- 
nounced recently  that  he  had  closed  an  advan- 
tageous contract  for  reservation  of  a  suite  to  be 
occupied  by  the  company  at  the  annual  Music 
Industries  Convention  to  be  held  at  the  New 
Stevens  Hotel,  Chicago,  June  6  to  June  10.  Mr. 
Buescher  will  be  in  charge  of  the  company's 
representation  at  the  convention  and  he  is 
making  some  interesting  plans  for  the  event 
which  will  be  announced  in  later  issues  of  this 
publication. 


The  NEW  SUPER-LUDWIG  DRUM 


Parallel  Snare  Throw-Off 
Individual  Snare  Adjustment 
Perfect  Snare  Control 


The  Sensation  of 
the  Drum  World 


Again  Ludwig  sets  the  pace  with 
a  new  drum —  the  SUPER-LUD- 
WIG with  its  many  new  advanced 
features. 

INDIVIDUAL  adjustment  of 
snares,  a  parallel  throw-off  of 
snares  and  means  for  securing 
PERFECT  snare  control  are  but 
a  few  of  the  many  new  improved 
ideas  to  be  found  on  this  latest 
creation  of  Ludwig  engineers  and 
craftsmen.  , 

It's  a  sales  leader  for  the  dealer 
who  is  on  the  alert  to  be  up  and 
ahead  of  the  van  that  will  follow. 


Patd.  Jan.  1924  and  Others  Pending 

Send  to  us  Now  for  Prices  and  Discounts 

LUDWIG  &  LUDWIG 

World's  Largest  Makers  of 
Drums  and  Drum  Accessories 

1611  to  1627  No.  Lincoln  Street,  CHICAGO 


Representatives  of  Musical  Instrument  Dealers 
Attend  Eastern  Zone  Manufacturers'  Meeting 
and  Plan  Promotion  Campaign 


The  regular  monthly  meeting  of  the  Musical 
Merchandise  Manufacturers'  Association,  East- 
ern Zone,  was  held  on  January  18,  and, 
contrary  to  the  usual  custom  of  having  closed 
meetings,  the  executive  and  several  other  com- 
mittees of  the  Associated  Musical  Instrument 
Dealers  of  New  York  were  present  to  partici- 
pate in  a  discussion  of  the  national  sales- 
promotion  plan  for  the  musical  merchandise 
industry  and  trade  as  proposed  last  October 
by  the  National  Association  of  Musical  Instru- 
ment and  Accessories  Manufacturers. 

In  the  discussion  that  followed  dinner,  H. 
L.  Hunt,  secretary  of  the  Associated  Musical 
Instrument  Dealers  of  New  York,  expressed  a 
preference  for  poster  campaigns  in  co-operation 
with  dealers  and  the  promotion  of  musical 
activities  in  the  public  schools.  He  further 
stated  that  in  his  opinion  advertising  in  na- 
tional publications  was  too  expensive  for  the 
industry  with  respect  to  the  amount  of  money 
which  can  be  raised  at  present. 

Walter  Grover,  who  is  a  member  of  the 
sales-promotion  committee  of  the  manufac- 
turers' association,  outlined  the  plan  as  worked 
out  by  the  committee  for  the  poster  campaign 
which  was  used  prior  to  the  Christmas  holidays. 
He  stated  that  the  next  step  was  to  ascertain 
to  what  extent  the  Eastern  district  associations 
were  willing  to  support  the  national  campaign 
and  to  also  decide  the  manner  in  which  assess- 
ments would  be  levied.  The  rate  suggested  by 
the  committee  was  one-eighth  of  one  per  cent 
of  the  manufacturers'  gross  sales,  he  explained. 
No  action  was  taken  on  the  proposition,  but 
it  was  generally  agreed  that  the  Eastern  dis- 
trict is  willing  to  do  its  part  in  the  national 
campaign  when  the  plans  for  the  drive  are  fully 
formulated. 

Toward  the  close  of  the  session  Mr.  Hunt 
made  the  suggestion  that  the  money  raised  by 
the  small  musical  industry  be  devoted  to  two 
purposes;  first,  the  publication  of  a  brochure 
on  musical  instruction  as  applied  to  each  in- 
strument, elaborately  illustrated;  second,  the 
use  of  small  space  in  national  advertising 
mediums,  announcing  this  booklet  and  telling 
where  it  can  be  obtained,  gratis. 

Secretary  H.  C.  Lomb  was  instructed  to  send 
a  letter  of  condolence  from  the  Association  to 
C.  F.  Martin  &  Co.,  Inc.,  with  respect  to  the 
death  of  Herbert  K.  Martin,  the  secretary  of 
the  company.  A  nominating  committee,  con- 
sisting of  D.  L.  Day,  chairman,  Walter  Grover, 
Maurice  I.ifton,  J.  G.  Sparks  and  Epi  Statho- 
poulo,  was  appointed. 
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King  Band  Instrument  Line  Featured  in         Harmonica  Plays  Part  in 

New  Series  of  Consumer  Literature    Musical  Goll^e  Gurriculum 

  Classes  Will  Be  Formed  at  "Summer  Master 

School"— Will  Be  Classified  as  Public  School 
Music — James  Hartley  Is  Director 


In  Addition  to  Pocket  Catalog  Picturing  and  Describing  the  Complete  Line,  Booklets  Have  Been 
Distributed  Featuring  Saxophones,  Trumpets  and  Cornets,  Trombones  and  French  Horn 


Cleveland,  0.,  February  5.— The  H.  N.  White 
Co.,  manufacturer  of  King  band  instruments, 
has  prepared  for  its  retailers  an  entirely 
new  set  of  dealer  and  consumer  literature,  con- 
sisting of  a  number  of  booklets,  printed  in 
colors,  describing  and  illustrating  the  King  line. 

The  first  of  the  booklets  is  a  thirty-six-page 
pocket  catalog,  which  pictures  the  entire  line 
and  gives  interesting  information  concerning 
the  methods  of  construction  and  the  materials 
used  in  the  process  of  manufacture.  The  first 
part  of  the  catalog  is  devoted  to  the  King  saxo- 
phone family,  listing  eight  different  types  of 
these  instruments  together  with  detailed  de- 
scriptions of  each.  Next  is  an  explanation 
of  the  mechanical  and  acoustic  construction  of 
King  saxophones. 

Then  follow,  in  the  order  named,  illustra- 
tions and  descriptions  of  the  other  instruments 
in  the  King  line;  namely,  trumpets,  cornets, 
trombones,  altos,  French  horns,  baritone  and 
bass  horns,  Sousaphones  and  the  King  Boy  Scout 
bugle.  The  mechanical  and  acoustic  construc- 
tion of  King  brass  instruments  is  also  ex- 
plained in  detail.  The  booklet,  despite  its  small 
size,  is  most  comprehensive,  containing,  in  ad- 
dition to  the  full  listing  of  the  instruments 
together  with  their  outstanding  features  and 
prices,  additional  interesting  facts  which  might 
influence  a  purchaser  in  his  selection. 

In  addition  to  the  complete  catalog,  separate 
folders  have  been  prepared  on  King  saxophones, 
King  trumpets  and  cornets  and  King  trom- 
bones, and  a  booklet  on  the  French  horn. 
These  folders,  suitable  for  counter  distribution 
or  for  direct  mail  campaigns,  have  attractive 
color  illustrations  of  the  instruments  and  half- 
tone photographs  of  musicians  using  the  King 
products. 

The  folder  devoted  to  trumpets  and  cornets, 
in  addition  to  the  description  of  the  instru- 
ments, gives  six  standards  by  which  a  trumpet 
should  be  judged.  They  are:  tone,  tune,  valve 
action,  balance,  bore  and  beauty. 

The  saxophone  folder,  in  addition  to  illus- 
trating the  line  of  eight  saxophones,  gives  the 
outstanding  elements  which  a  prospective  pur- 
chaser finds  in  a  King  saxophone.  These  are: 
tone  holes,  individual  assembly,  key-arm  de- 
sign, mouthpiece,  pads,  extra  key  features,  key 
arrangement,  slanting  octave  tone  holes  and 
beauty  and  finish.  The  trombone  folder  con- 
tains a  similar  treatment  of  this  important 
branch  of  the  King  line  and  tells  in  detail  the 
three  distinct  improvements  which  are  found 
only  in  King  trombones,  namely,  the  continuous 
taper  tuning  slide,  which  insures  added  per- 
fection in  tone  and  makes  accurate  tuning 
easier;  the  King  patent  truss  brace,  which 
strengthens  the  trombone,  eliminates  distortion 
and  keeps  the  inside  tubes  in  true  alignment, 
and  the  extra  long  cork  rings,  which  permit 
the  addition  of  a  full  inch  to  the  outer  slide 
length  without  changing  the  position  on  the 
slide  itself. 

The  King  French  horn  is  completely  de- 
scribed in  a  booklet  of  twelve  pages,  which,  in 
addition  to  containing  a  full  description  of  the 
instrument,  detailed  even  to  the  extent  of  giving 
illustrations  of  the  most  minute  parts,  features 
a  five-page  article  by  A.  J.  Pelletier,  horn  player 
with  the  Detroit  Symphony  Orchestra,  who  has 
devoted  over  twenty  years  to  a  study  of  the 
French  horn  and  who  gives  an  interesting 
summary  of  the  French  horn,  the  requirements 
for  the  turning  out  of  a  perfect  instrument  and 
the  manner  in  which  he  was  converted  to  the 
belief  that  the  King  instrument  was  superior 
to  all  others. 

This  literature  and  sales  aids,  which  have 
been  prepared  by  the  advertising  and  publicity 


experts  of  the  H.  N.  White  Co.,  if  properly 
tised  by  dealers,  should  result  in  an  appreciable 
stimulation  of  sales.  Taken  in  conjunction  with 
the  advertising  which  is  done  by  the  White 
organization,  this  material  offers  to  the  dealer 
a  most  valuable  medium  for  reaching  the  pro- 
fessional and  amateur  musical  world. 


New  Leedy  Distributor 

M.  J.  Kalashen,  14  Cooper  Square,  New  York, 
has  been  appointed  a  distributor  for  Leedy 
drums,  drummers'  equipment  and  banjos,  made 
by  the  Leedy  Mfg.  Co.,  Indianapolis,  Ind. 


Chicago,  III.,  February  7. — Harmonica  playing 
has  been  established  by  the  Chicago  Musical 
College  as  a  regular  part  of  the  curriculum  of 
the  "Summer  Master  School."  This  session 
will  last  from  June  27  to  August  6  and  the 
harmonica  course  has  been  placed  under  the 
direction  of  James  Hartley.  This  course  will 
be  a  part  of  the  lectures  included  under  the 
classification  of  Public  School  Music.  Mr. 
Hartley  is  not  only  thoroughly  familiar  with 
the  playing  of  the  harmonica,  but  also  is  con- 
versant with  the  methods  generally  adopted  in 
interesting  the  school  child  in  the  harmonica 
as  a  stepping  stone  to  the  serious  study  of 
the  major  musical  instruments. 


c/t^e  gaphone 


EVERY  DEALER  realizes  his  strongest  sales  argument  to  be— REPUTATION. 
To  know  that  the  instrument  he  has  is  the  choice  of  the  foremost  in  the  pro- 
fessional field,  is  evident  that  there  is  sterling  quality  and  inherent  worth  which  has 
built  up  this  good  will. 

The  foremost  artists  have  acclaimed  the  VEGAPHONE  as  the  leader  of  Banjos 
— excelling  in  tonal  achievement  and  beauty  of  design.  They  have  made  their  test 
and  comparison,  merit  for  merit,  and  found  their  VEGAPHONE  to  be  the  ultimate 
choice.  Time  and  experience  have  proven  them  superior  for  every  type  of  playing, 
whether  it  be  for  dance  orchestra,  recording,  broadcasting  or  concert  work. 

Now  comes  the  new  VEGAPHONE  with  its  many  improvements  that  give  them 
a  more  flashy  appearance,  sturdier  construction  and  simplified  means  of  disassembling 
for  reheading,  still  retaining  the  characteristic  rich  resonant  and  powerful  tone  that 
has  made  the  VEGAPHONE  the  artist's  choice  the  world  over. 

There  are  four  VEGAPHONE  models,  made  in  Tenor,  Regular,  Plectrum, 
Guitar  and  Mandolin  Banjo  styles.  Also  other  VEGA  BANJO  models,  ranging 
from  $40.00  and  up. 

(Trite  today  for  catalogs  and  agency  proposition. 
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Ludwig  &  Ludwig  Catalog 
for  1927  Is  Most  Complete 

Contains,  in  Addition  to  a  Full  Listing  of 
Drums  and  Drummers'  Accessories,  Articles 
on  New  Developments  and  Construction  Work 


Chicago,  III.,  February  8. — The  1927  catalog 
of  Ludwig  drums  and  accessories,  which  was 
recently  distributed  by  Ludwig  &  Ludwig,  is 
extremely  attractive  and  typical  of  the  attention 
which  is  given  by  this  firm  to  the  material 
with  which  they  furnish  dealers  to  increase 
sales.  The  front  cover  of  the  catalog  bears 
a  reproduction  of  the  painting,  "The  Drummer 
at  Valley  Forge,"  and  the  booklet  is  replete 
with  illustrations  of  Ludwig  products. 

In  addition  to  the  illustrations  and  descrip- 
tive matter,  the  retail  prices  have  been  listed 
beside  each  product  so  that  the  catalog  may 
be  used  as  a  sales  manual.  Other  features 
include  explanations  of  new  developments  in 
drum  construction,  photographs  of  prominent 
drummers  and  tympanists  using  Ludwig  prod- 
ucts and  articles  concerning  construction  de- 
tails. 

The  new  Ludwigold  iridescent  display  finish 
is  introduced  on  the  first  page  with  attractive 
reproductions  of  the  glittering  finish  on  the 
Super-Ludwig  snare  drum  and  the  center-sup- 
port bass  drum.  The  new  series  of  Ludwig 
subject  drum  scenes  shows  a  group  of  hand- 
painted  figures  in  black  and  white  which  have 
been  made  exclusively  for  Ludwig  products. 
The  original  scenes  are  described  as  lavish  in 
color  tints. 

The  index  to  the  products  described  in  the 
catalog  contains  an  extensive  list  of  instruments 
and  accessories,  including  a  number  of  new 
developments.  Among  these  are  the  Ludwig 
Foot-Pedal,  the  Ludwig  All-Metal  Separate- 
Tension  Snare  Drum  and  the  latest  achieve- 


ments, the  Natural  Way  Balanced-Action  Pedal 
Tympani  and  the  Super-Ludwig. 

The  first  section  of  the  catalog  gives  the 
many  other  models  with  illustrations  and  full 
descriptions,  while  the  next  section  of  the  book 
gives  the  tympani  and  tympani  accessories,  be- 
ginning with  an  article  on  "Tone  Analysis  of 
Pedal  Tympani,"  by  William  F.  Ludwig,  presi- 
dent of  Ludwig  &  Ludwig.  In  this  section  the 
Natural-Way  balanced  action  tympani  is  de- 
scribed. Following  this  the  trap  drum  outfits 
are  listed  and  many  accessories  made  by  this 
companj-,  including  Ludwig  brass  cymbals  and 
holders,  tambourines,  Spanish  castanets,  song 
whistle,  synco-jazzstick,  wood  blocks,  whistles 
and  various  imitations,  drum  sticks,  repair  parts 
and  drum  heads,  with  full  description  of  manu- 
facture 'of  the  latter. 


George  M.  Bundy  Honored 
at  Testimonial  Banquet 

Metropolitan  Musical  Merchandise  Dealers  and 
Manufacturers  Join  in  Tendering  Banquet  to 
Head  of  H.  &  A.  Selmer,  Inc. 


"HYGRADE" 

Musical  Instrument 
Cases 

Made  of  Three-ply  Veneer 


We  also  manufacture  All  Types  of  Portable 
Phonograph  and  Radio  Cases  and  Boxes 

Send  for  Our  Price  List  I 

HYGRADE  CASE  CO.,  Inc. 

Manufacturers  of 

"Hyffrade"  Musical  Instrument  Cases 
Sold  by  All  Leading:  Jobbers 

345-347  South  6th  St.     Newark,  N.  J. 


is  with  great  regret  that  his  associates  in  the 
metropolitan  district  see  him  leave.  H.  L. 
Hunt,  secretary  of  Chas.  H.  Ditson  &  Co.,  New 
York,  acted  as  chairman  of  the  committee  of 
arrangements  for  the  banquet. 


A  testimonial  banquet  was  held  on  February 

5  in  honor  of  George  M.  Bundy,  head  of  H. 

6  A.  Selmer,  Inc.,  who  is  moving  his  business 
to  Elkhart,  Ind.  The  banquet  was  sponsored 
jointly  by  the  Associated  Musical  Instrument 
Dealers  of  New  York  and  the  Musical  Mer- 
chandise Manufacturers'  Association,  Eastern 
Zone,  and  was  held  at  the  Cafe  des  Beaux 
Arts,  New  York  City. 

Mr.  Bundy  was  instrumental  in  the  formation 
of  the  Associated  Musical  Instrument  Dealers 
cf  New  York  and  served  as  its  first  president, 
seeing  it  grow  from  a  small  group  to  a  large 
and  influential  organization.  He  has  always 
worked  earnestly  to  raise  the  merchandising  of 
musical  instruments  to  a  higher  plane,  and  it 


Hohner  Harmonica  Used 
by  "Doc"  Ross  Orchestra 

El  Paso,  Tex.,  February  5. — The  Hohner  har- 
monica has  been  selected  as  one  of  the 
instruments  used  by  "Doc"  Ross  and  his  ten- 
piece  orchestra,  of  this  city.  The  Hohner 
harmonica  will  not  only  be  used  in  the  regular 
playing  of  this  orchestra  at  luncheon  and  dinner 
hours  at  the  Hotel  Paso  del  Norte,  but  will 
be  used  in  the  broadcasting  of  the  orchestra 
from  the  studio  of  radio  station  KFXH,  on 
the  roof  of  the  hotel.  This  publicity  is  ex- 
pected to  stimulate  interest  in  the  harmonica. 


G.  A.  Hausner 

Proprietor,  Hausner  Music  Co.  of  Mpls.  &  St.  Paul, 

says 

"Being  an  exclusive  musical  merchandise  dealer  I 
naturally  make  the  line  of  each  department  prove  its 
worth.  My  drum  division  is  one  of  the  strongest  lines 
in  both  stores  and  one  of  my  chief  hobbies  as  well.  I 
can  whole-heartedly  state  that  the  Leedy  brand  and 
the  company  behind  it  have  proven  to  be  a  great  boon 
to  my  business.  The  dealer  wants  results.  That  is 
what  I  am  getting  with  Leedy  and  I  can  safely  recom- 
mend it  to  others." 


And,  over  sixteen  hundred  other  dealers  are  getting  results 
with  Leedy — Are  you  one  of  them?  If  not,  get  in  touch  with  us — 


J&fityMfg.  Co. 


Indianapolis, 
Indiana 


"The  Only  Complete  Drum  Line — By  One  House" 
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The  Weymann 
Orchestra  Banjo 

Has  won  for  itself 
the  endorsement  of 
ban  joists  the  coun- 
try over!  Its  fine 
tone  qualities,  its 
beauty  —  have  cre- 
ated an  unparal- 
leled demand  for 
this  instrument. 

Write  TO-DAY  for 
handsome  catalog  de- 
scribing the  Weymann 
line  of  Banjos,  Man- 
dolutes,  Guitars  and  Ukuleles.  Agencies 
are  still  available  for  a  few  live  dealers. 

Address  Dept.  W 

H.  A.  WEYMANN  &  SON,  Inc. 

1108  Chestnut  St.  Phila.,  Pa. 


Fbed  C.  Buck 
Banjoist 
Waiting's 

Pennsylvanians 


Chicago  Merchandise  Mfrs. 
Will  Entertain  Visitors 

Chicago,  III.,  February  4. — The  Musical  Mer- 
chandise Manufacturers'  Association  of  the 
Chicago  Zone  and  the  local  jobbers  will  join 
in  entertaining-  manufacturers,  jobbers  and 
dealers  of  the  musical  merchandise  field  attend- 
ing the  convention  of  the  music  industries  to 
be  held  here  at  the  Stevens  Hotel  the  first  week 
of  June. 

Plans  for  a  dinner  and  entertainment  were 
discussed  at  a  joint  meeting  of  the  manufac- 
turers and  jobbers  held  last  night  at  the 
Auditorium  Hotel,  when  the  Musical  Mer- 
chandise Manufacturers'  Association  invited  the 
jobbers  to  attend  the  regular  monthly  meeting 
and  participate  in  a  discussion  as  to  plans  for 
the  entertainment  of  visitors. 

Members  of  the  Musical  Merchandise  Manu- 
facturers' Association  of  the  Eastern  Zone  and 
Associated  Musical  Instrument  Dealers  of  New 
York,  as  well  as  other  prominent  members  of 
the  trade,  will  be  among  the  guests  of  the 
local  Association  at  the  June  meeting.  An 
invitation  committee  and  a  committee  to  ar- 
range entertainment  features  were  appointed. 

The  suggestion  made  by  the  local  Association 
to  exchange  copies  of  the  minutes  with  the 
Eastern  division  met  with  the  approval  of 
Eastern  manufacturers  and  the  secretary  read 
the  last  report  of  the  last  meeting  of  the  East- 
ern division,  at  which  plans  for  the  promotion 
of  fretted  instruments  were  discussed. 

It  was  suggested  that  the  musical  instrument 
jobbers  form  an  association  to  co-operate  with 
the  manufacturing  bodies  for  the  promotion  of 
musical  instruments.  William  F.  Ludwig  and 
A.  E.  Hunter,  past  president  and  Secretary,  were 
presented  with  a  beautiful  bridge  set  of  table 
and  chairs  for  their  work  in  behalf  of  the 
Association  during  the  past  year. 

Hohners  Win  Grand 

Prix  at  Sesqui-Centennial 

Phii.adfxphia,  Pa., — February  5. — Hohner  har- 
monicas and  accordions  were  awarded  the 
Grand  Prix  of  the  Philadelphia  Sesqui-Centen- 
nial Exposition,  it  was  disclosed  in  a  letter 
from  the  official  bureau  of  awards  of  the  ex- 
position to  M.  Hohner,  Inc.,  New  York.  In 
addition,  a  special  gold  medal  was  awarded  to 


the  Sesqui-Centennial  Harmonica  Band,  an  or- 
ganization of  sixty  boys,  which  achieved  na- 
tional fame  through  its  playing  during  the  entire 
exposition.  This  band  is  equipped  with  Hohner 
harmonicas. 

The  award  of  the  Sesqui-Centennial  Grand 
Prix  to  M.  Hohner,  Inc.,  products  takes  its 
place  beside  several  other  grand  prizes  and 
medals  awarded  to  Hohner  products. 

Bacon  Banjo  Go.  Registers 
Ne  Plus  Ul'tra  Trade  Mark 


Groton,  Conn.,  February  2. — The  Bacon  Banjo 
Co.,  Inc.,  of  this  city,  has  received  official 
advice  that  the  trade-mark,  "Ne  Plus  Ul'tra," 
has  been  issued  to  the  company.  The 
trade-mark  "Ne  Plus  Ul'tra"  was  selected  by 
the  Bacon  Banjo  Co.  as  being  significant 
to  its  banjos  in  all  ways.  The  Bacon  Banjo 
Co.  has  an  excellent  and  wide  reputation 
as  manufacturer  of  B  &  D  Silver  Bell  banjos, 
B  &  D  Super  banjos,  B  &  D  super  strings, 
Bacon  webfoot  bridges  and  B  &  D  felt  grip 
picks.  David  L.  Day,  treasurer  and  general 
manager  of  the  company,  is  making  a  Western 
trip  in  the  interest  of  the  Bacon  line. 

Dayton,  O.,  Takes  Steps 

to  Form  Harmonica  Band 

Dayton,  O.,  February  8. — This  city  is  now  to 
have  a  harmonica  band.     First    steps    in  its 
formation  were  taken  under  the  direction  of 
G.  W.  Moore,  who  is  director  of  city  recrea 
lion,    and    the    band    is    being    sponsored  by 


Detroit,  Mich.,  February  8. — With  the  first 
month  of  the  new  year  gone,  dealers  are  in 
a  position  to  know  exactly  where  they  stand 
for  1926,  and  especially  as  they  are  busy  pre- 
paring their  annual  statements  for  income  tax 
purposes.  Reports  are  to  the  effect  that  the 
last  year  has  been  very  satisfactory  and  the 
outlook  is  bright. 

Grinnell  Bros.'  Music  House  held  its  annual 
convention  of  branch  managers  during  January, 
meeting  for  four  days  of  strictly  business. 
Usually  at  these  conventions  there  is  consider- 
able entertainment,  but  due  to  the  recent  deaths 
in  the  firm  and  the  serious  illness  at  this  time 
of  C.  A.  Grinnell,  president  of  the  company, 
it  was  felt  best  to  confine  the  four-day  meet- 
ing to  business.  Every  branch  manager  of  a 
Grinnell  store — and  there  are  more  than  forty 
of  them — was  present,  many  with  their  ladies. 
They  discussed  every  phase  of  the  retail  music 
business.  The  merchandising  of  talking  ma- 
chines, records,  albums,  etc.,  was  thoroughly 
gone  into  and  the  dealers  were  asked  to  ex- 
press their  views  on  such  matters  as  trade-ins, 
best  methods  of  selling,  getting  people  into  the 
store  or  going  to  their  homes  with  samples, 
collections,  etc.  It  was  brought  out  by  on« 
dealer  that  judging  of  your  customer  was  an 
important  factor  in  sales  of  talking  machines. 
"It  has  been  my  experience  that  if,  upon  talking 
to  the  customer,  I  see  that  he  or  she  is  ex- 
tremely interested  in  a  new  machine,  I  will 
offer  to  put  one  in  on  trial  for  a  week  or  so. 
In  most  cases  it  is  easy  to  make  a  sale  that 
way,  because  once  it  is  in  their  home  and 
provided  they  really  enjoy  the  machine  they 
are  not  very  apt  to  have  you  take  it  out  when 
for  a  small  down  payment  they  can  k'eep  it. 
Don't  misunderstand  me — I  don't  presume  to 
say  that  free  sampling  of  talking  machines  is 
a  good  thing.  What  I  mean  is  for  the  sales- 
man to  study  the  customer — size  him  up  and 


"Silver  Bell" 
Banjos 


Send  for  illustrated  book  of  Prominent 
Orchestra  and  Professional  Players 

The  Bacon  BanjoCo.Jnc. 

GROTON        -        -  COHR 


prominent  local  people.  At  the  initial  meeting 
several  champion  harmonica  players  were  pres- 
ent and  demonstrated  what  could  be  done  with 
the  harmonica  as  a  musical  instrument.  Local 
dealers  are  planning  to  capitalize  on  the  strong 
harmonica  interest  that  will  be  engendered. 

A    petition    in    bankruptcy    has    been  filed 

against  Rausner,  Vorbach  &  Co.,  New  York. 


ask  yourself  if  he  is  the  type  of  person  who 
is  merely  looking  for  something  for  nothing — 
shopping  with  no  intention  of  buying,"  were 
the  concluding  remarks  of  this  dealer. 

January  sales  in  the  talking  machine  indus- 
try around  this  section  were  not  so  good  and 
dealers  were  more  interested  in  getting  in  what 
money  was  due,  rather  than  adding  on  more 
accounts.  It  is  true  that  the  labor  situation 
during  January  was  none  too  good,  owing  to 
the  motor  plants  being  wholly  or  partly  shut 
down.  Naturally  this,  affected  collections. 
However,  since  last  week  many  thousands  of 
people  have  gone  back  to  tffeir  former  jobs. 

With  the  purchase  of  the  Newcomb,  Endicott 
Co.  department  store  by  the  J.  L.  Hudson  Co. 
for  $10,000,000,  taking  effect  at  once,  and  an- 
nouncement already  being  made  that  a  new 
building  will  be  erected  on  part  of  the  Wood- 
ward avenue  site,  comes  the  rumor  that  the 
Hudson  Music  Store,  now  on  Library  avenue, 
may  be  moved  to  the  enlarged  store,  as  there 
will  be  plenty  of  space  available  with  the  add- 
ing of  the  Newcomb,  Endicott  space. 

Roy  Maypole,  of  the  Artonian  Piano  Co., 
handling  Victor  and  Brunswick  lines;  is  ex- 
tremely busy  these  days  as  announcer  for 
WDXL  broadcasting  station. 

We  are  expressing  the  view  of  leading  re- 
tailers of  Victor,  Brunswick,  Columbia  and 
Edison  lines,  as  well  as  our  leading  jobbers, 
such  as  Grinnell  Bros.,  Brunswick  Co.,  S.  E. 
Lind,  Yahr-Lange,  General  Phonograph  Co., 
Columbia,  etc.,  when  we  say  that  none  of  them 
are  pessimistic — all  have  been  in  the  business 
long  enough  to  realize  that  in  every  year  there 
are  dull  months  as  well  as  good  months — and 
that  industrial  conditions  have  a  great  deal  to 
do  with  creating  sales — but  that  the  talking 
machine  industry  is  a  stable  one  and  that  there 
will  be  sales  for  everybody  commensurate  with 
the  capital  invested  and  the  effort  put  forth. 


Grinnell  Bros.  Branch  Managers  Hold 

Annual  Four-Day  Convention  in  Detroit 

More  Than  Forty  Managers  Present  at  Sessions — Discuss  All  Phases  of  Retail  Music  Business — 
Return  of  Motor  Employes  to  Former  Jobs  Gives  Promise  of  a  Busy  Spring 
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Demand  for  Electrically  Operated  Instru- 
ments Is  Feature  of  the  Los  Angeles  Trade 

Trade-in  Allowances  a  Difficult  Matter  for  Dealers  to  Settle — Plan  Club  of  Radio  Listeners-in — 
Radio  Trade  Association  Plans  Radio  Advertising  Page  in  Newspapers 


Los  Angeles,  Cal.,  February  8. — The  sale  of 
electrically  operated  phonographs,  singly  and  in 
combination  with  the  radio,  continues  to  hold 
first  place  in  the  various  departments.  The 
great  difficulty,  however,  is  to  allow  a  suitable, 
profitable  allowance  on  old  phonographs.  It  is 
difficult  to  inform  a  loyal  customer  of  the  house 
that  a  maximum  allowance  of  $50.00  only  can 
be  given  on  a  console  phonograph  for  which  the 
customer  paid  $350.00  but  two  or  three  years 
ago;  at  the  same  time  it  is  foolish  to  allow  more 
than  this  on  account  of  the  impossibility  of  re- 
disposing  of  such  an  instrument  at  a  profit  and 
the  dealer  must  be  firm,  otherwise  he  will  soon 
find  himself  operating  on  a  no-profit  basis. 
Quotes  Maximum  Allowance 

An  Eastern  music  dealer  who  operates  sev- 
eral branch  stores  recently  quoted  a  definite 
schedule  of  allowances  on  old  type  phonographs, 
requesting  at  the  same  time  that  his  name 
should  not  be  mentioned.  The  schedule  of  al- 
lowances is  very  simple  and  is  as  follows: 

Upright  phonographs  up  to  $150.00  (former 
list  price),  maximum  allowance  $25.00. 

Upright  phonographs  above  $150.00  (former 
list  price)  maximum  allowance  $35.00. 

Console  phonographs  up  to  $150.00  (former 
list  price),  maximum  allowance  $35.00. 

Console  phonographs  above  $150.00  (former 
list  price),  maximum  allowance  $50.00. 

The  above  allowances  may  appear  to  be  very 
small  at  first  but,  upon  examination,  it  is  easily 
seen  that  the  addition  of  a  small  margin  of 
profit,  the  equivalent  of  that  given  on  up-to-date 
instruments  at  the  present  time,  makes  the  re- 
sale prices  about  reasonable  and  seldom  below 
the  popular  figures. 

Carrie  Jacobs  Bond  and  Will  Rogers 

One  does  not  often  see  these  names  coupled 
— the  famous  lady  who  has  composed  some  of 
America's  most  beautiful  songs  and  the  cele- 
brated mayor  of  Beverly  Hills.  Mrs.  Bond  visited 
the  Fitzgerald  Music  Co.  and,  charmed  by  a 
demonstration  of  one  of  the  new  electrically  op- 
erated phonographs,  decided  that  her  home  was 
incomplete  without  one.  Then  from  the  sub- 
lime to  the  funniest — and  smartest,  in  America, 
Will  Rogers.  The  latter  was  also  charmed;  a 
musical  cocktail,  always  on  top;  if  you  were 
feeling  blue  and  wanted  to  drown  your  sor- 
rows, place  instrument  in  smallest  room  in  the 
house  and  step  her  up,  that  would  drown  any- 
thing! 

Radio  Club  Proposed 

A  proposition  is  on  hand  to  form  a  strong 
radio  club  to  which  all  listeners-in  and  radio 
men — dealers,  jobbers,  manufacturers  and  manu- 
facturers' agents  will  be  eligible.  Philip  Gough, 
of  Listenwalter  &  Gough,  Inc.,  Magnavox  radio 
distributor,  is  an  enthusiastic  leader  in  the 
movement.  Mr.  Gough  believes  that  a  large 
fund  can  be  raised  by  this  means  which  will  en- 
sure better  and  more  attractive  broadcast  pro- 
grams and  enable  the  tens  of  thousands  of 
radio  fans  to  voice  their  wishes  and  demands  in 
the  improvement  and  regulation  of  broadcasting. 
New  Advertising  Plan 

Believing  that  the  generally  accepted  way  of 
advertising  different  kinds  of  radios  and  acces- 
sories on  the  radio  page  of  a  newspaper  is 
wrong  and  that  that  sheet  should  be  prepared 
like  a  theatre  page  in  a  newspaper,  the  Radio 
Trades  Association  of  Southern  California  is 
making  a  determined  effort  to  encourage  the 
"lay-out"  of  at  least  one  Los  Angeles  daily 
Current  news  and  human  interest  stories  on 
radio  will  appear  in  this  page  from  the  pen  of 
the  editor,  while  the  advertisements  will  be  con- 
fined to  daily  programs,  special  singers  and 
music  organizations  being  advertised  by  the 
sponsors  of  the  programs.  The  Association 
proposes  to  run  an  advertisement  in  which  spe- 


cial attention  will  be  called  to  the  most  attrac- 
tive features  being  broadcast  during  the  differ- 
ent hours  each  day. 

Distributor  Reports  Big  Gain  in  1926 

A.  H.  Meyer,  general  manager  of  the  Leo.  J. 
Meyberg  Co.,  reports  that  1926  was  the  best 
year  in  its  business,  showing  a  large  increase 
over  1925.  Mr.  Meyer  stated  that  the  prospects 
for  1927  are,  in  his  opinion,  exceptionally  rosy 
from  a  radio  standpoint. 

Peoria  Man  Locates  in  Los  Angeles 

P.  N.  Nibbelin,  formerly  of  Peoria,  111.,  where 
he  was  employed  in  the  radio  department  of  the 
big  department  store,  Block  &  Kuhl  Co.,  is  now 
a  member  of  the  sales  force  of  the  radio  and 
phonograph  department  of  the  Southern  Cali- 
fornia Music  Co. 


J.  R.  Crawford  Appointed 

General  Sales  Manager 

Bright  Star  Battery  Co.  Announces  Appoint- 
ment— Installed  New  Equipment  to  Facilitate 
Production  to  Meet  Demand 


The  Bright  Star  Battery  Co.,  of  Hoboken, 
N.  J.,  maker  of  radio  and  flashlight  batteries,  has 
announced  the  appointment  of  James  R.  Craw- 
ford as  general  sales  manager  of  the  company. 
Mr.  Crawford  took  over  his  activities  several 
weeks  ago.  Mr.  Crawford  was  formerly  gen- 
eral sales  manager  of  the  National  Carbon  Co. 
and  comes  to  his  new  associates  with  many 
years  of  successful  battery  and  flashlight  ex- 
perience. 

I.  Koretsky,  president  of  the  Bright  Star  Co., 
in  making  the  above  announcement,  stated:  "In 
entering  upon  a  program  of  expansion  war- 
ranted by  the  demand  for  our  radio  batteries, 
we  have  been  seeking,  for  some  time,  to  find 
the  right  man  for  a  big  job  and  it  is  with  pleas- 
ure and  gratification  that  we  announce  the  asso- 
ciation of  Mr.  Crawford  with  our  organiza- 
tion." 

During  the  past  year  the  Bright  Star  Bat- 
tery Co.  took  over  an  entire  new  unit  of  floor 
space  consisting  of  six  and  a  half  floors  of  the 
Terminal  Building  in  Hoboken.  It  made  an 
expenditure  of  $150,000  for  new  automatic  equip- 
ment and  other  facilities. 


Unique  Reproduction  Go. 

Markets  "Add-A-Phonic' 


A  new  phonograph  reproducer,  known  as  the 
Add-A-Phonic,  has  been  announced  to  the  trade 
by  the  Unique  Reproduction  Co.,  which  recently 
moved  to  more  extensive  manufacturing  quar- 
ters at  317  East  Thirty-fourth  street,  New  York. 
Herman  Segal,  president  of  the  company,  states 
that  the  new  product  represents  a  decided  im- 
provement in  tone  reproduction  and  its  dura- 
bility is  insured  by  its  strong  construction.  It 
is  planned  to  make  the  new  Add-A-Phonic  a 
part  of  the  reproducer,  tone  arm  and  Silent 
Motor  combination  soon  to  be  marketed  by 
Mr.  Segal,  who  is  also  president  of  the  Silent 
Motor  Corp. 


Brunswick  Declares  Dividend 


The  announcement  of  a  quarterly  dividend 
of  75  cents  per  share,  which  is  at  the  rate  of 
$3  per  share,  on  all  outstanding  common  stock 
of  the  Brunswick-Balke-Collender  Co.,  has  just 
been  made  by  Thomas  M.  McHale.  secretary 
of  that  company.  The  declaration  of  this 
dividend  by  the  Brunswick  Co.  is  conclusive 
evidence  -of  greatly  increased  activity  in  the 
field  of  record-reproducing  instruments. 
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Group  Advertising  in  National  Media 

Advocated  for  Sheet  Music  Publishers 

Monthly  Advertising,  Centered  on  the  Leading  Selling  Numbers,  Held  to  Be  a  Big  Asset  in  In- 
creasing Demand  for  Sheet  Music  Prints  To-day 


A  publisher  has  again  made  the  suggestion 
that  the  popular  music  industry  should  arouse 
more  intense  interest  in  its  prints  and  lure 
purchasers  who  have  already  been  sold  on 
melodies  into  music  stores  through  the  aid  of 
national  publicity.  It  is  his  contention  that 
nothing  is  done  by  popular  publishers  in  the 
way  of  advertising  other  than  through  their 
usual  exploitation  channels,  this  supplemented 
by  publicity  matter  along  lines  that  have  not 
changed  in  recent  years. 

It  is  the  present  contention  that  a  number  of 
the  leaders  of  the  industry  could  carry  on 
monthly  activities  as  a  group  that  would  re- 
sult in  concentrating  attention  on  some  of  the 
outstanding  issues  of  the  month.  He  points  out 
that  many  industries,  including  the  electrical 
and  the  jewelry  trade,  are  carrying  on  such  pro- 
grams. The  latest  of  these  group  plans  which 
is  particularly  interesting  to  the  music  indus- 
try is  the  campaign  of  the  National  Piano 
Manufacturers  Association. 

It  is  thought  that  the  group  activities  of  popu- 
lar publishers  in  national  media  which  might  be 
co-operated  in  by  the  player  roll  manufacturers 
and  the  talking  machine  interests  should  re- 
sult in  bringing  more  purchasers  into  music 
stores.  It  is  now  a  well-known  fact  that 
through  the  various  means  of  present-day  song 
exploitation  thousands  of  customers  are  sold  on 
melodies,  but,  through  delay  in  closing  the  sale 
and  later  through  the  overemphasis  given  these 
popular  and  winning  melodies,  many  of  the 
sales  are  not  brought  to  completion.  In  other 
words,  popular  songs  are  getting  enough,  and 
sometimes  too  much,  of  certain  types  of  pub- 
licity. More  concentration  on  fewer  numbers 
in  monthly  allotments  might  be  worth  trying 
out,  particularly  if  every  channel  of  the  indus- 
try were  to  co-operate. 

Owing  to  the  great  volume  of  popular  ' prints 
the  merchant  hesitates  to  stock  heavily  other 
than  a  very  few  numbers.  This  great  amount  of 
popular  material  has  also  brought  the  merchant 
to  a  stage  where  he  does  not  concentrate  on  any 
of  the  releases.  Rather  he  waits  and  supplies 
the  customers'  calls.  A  monthly  program,  be- 
sides concentrating  attention  of  possible  pur- 
chasers on  a  grouped  list,  would  have  the  added 
value  of  inducing  the  merchant  to  give  his  very 
best  co-operation  in  advancing  the  interest  of 
these  well-advertised  numbers.  This  would  be 
a  group  of  selections  of  meritorious  character 
which,  through  this  national  publicity,  would  be 
the  inducement  that  brought  the  customer  into 
the  store.  Therefore,  the  merchant  could  hardly 
do  other  than  to  show  interest  and  co-operation 
for  the  added  sales  so  procured. 

Any  suggestion  coming  from  authoritative 
sources  and  which  has  the  nucleus  of  an  idea 
which  might  add  considerably  to  sales  volume 
should  be,  and  probably  would  be,  looked  upon 
as  worthy  of  attention.  Songs  are  reaching  a 
great  height  of  popularity  without  a  commen- 


surate volume  of  sales.  There  is  no  question 
about  the  fact  that  present-day  issues  in  both 
song  and  dance  form  are  alluring.  There  is 
hardly  any  question  about  the  ability  of  the 
public  to  buy  such  music  at  present-day  prices. 
That  they  have  not  been  making  such  purchases 
in  normal  volume  is  not  due  to  the  lack  of  merit 
of  the  offerings.  It  is  the  result  of  too  many 
numbers  to  choose  from  and  too  much  publicity 
on  others. 

The  suggestion  outlined  here  has  the  merit 
of  getting  people  into  music  stores.  Bringing 
a  larger  number  of  people  into  retail  establish- 
ments as  monthly  visitors  should  run  up  gross 
sales  and  profits.  Granted  that  popular  songs 
have  sufficient  exploitation,  the  newer  program 
could  be  looked  up  then  as  an  educational  meas- 
ure, a  measure  that  would  bring  the  desire  to 
completion  in  sales  form  before  the  interest  had 
waned. 


Change  in  Copyright 

Charges  in  New  Bill 

Bill   Introduced  in  House  of  Representatives 
Provides  Change  in  Registration  Charge 


Changes  in  the  charge  for  the  registration  oi 
copyrights  is  proposed  in  a  bill  (House  Bill  No 
16548)  just  introduced  in  the  House  by  Repre- 
sentative Vestal  (Rep.),  of  Anderson,  Ind. 

The  bill  provides  that  for  the  registration  of 
any  work  subject  to  copyright  the  fee  shall  be 
$2,  which  sum  would  include  a  certificate  of 
registration  under  seal;  provided  that  in  case 
of  photographs  the  fee  shall  be  $1,  where  a  cer- 
tificate is  not  demanded.  For  every  additional 
certificate  made,  $1.  For  recording  and  certify- 
ing any  instrument  of  writing  for  the  assign- 
ment of  copyright,  or  any  such  license  specified 
in  section  1,  subsection  (e),  or  for  any  copy  of 
such  assignment  or  license,  duly  certified,  $2  for 
each  copyright  office  record-book  page  or  frac- 
tion thereof  over  one-half  page. 

For  recording  the  notice  of  user  or 
acquiescence  specified  in  section  1,  sub-section 
(e),  $1  for  each  notice  of  not  more  than  five 
titles.  For  comparing  any  copy  of  an  assign- 
ment with  the  record  of  such  document  in  the 
copyright  \effice  and  certifying  the  same  under 
seal,  $2.  For  recording  the  renewal  of  copyright 
provided  for  in  sections  23  and  24,  $1.  For  re- 
cording the  transfer  of  the  proprietorship  of 
copyrighted  articles,  10  cents  for  each  title  of  a 
book  or  other  article,  in  addition  to  the  fee 
prescribed  for  recording  the  instrument  of  as- 
signment. For  any  requested  search  of  copy- 
right office  records,  indexes,  or  deposits,  $1 
for  each  hour  of  time  consumed  in  making  such 
search.  Provided,  that  only  one  registration  at 
one  fee  shall  be  required  in  the  case  of  several 
volumes  of  the  same  book  deposited  at  the  same 
time. 


Flammer  to  Publish 

Swanson  Film  Song 


"The  Love  Waltz,"  by  Jacquet  and  Brennan, 
to  Be  Used  With  New  Photoplay,  "The  Love 
of  Sunya" — Exploitation  Drive  Planned 


Harold  Flammer,  Inc.,  has  just  completed 
negotiations  for  a  theme  melody  inspired  by 
Gloria   Swanson   entitled  "The   Love  Waltz," 


Gloria  Swanson,  H.  M.  Jacquet,  H.  Flammer 

composed  by  H.  Maurice  Jacquet.  The  lyric  is 
by  J.  Keirn  Brennan. 

"The  Love  Waltz"  will  be  used  as  a  musical 
theme  for  Miss  Swanson's  new  photoplay,  "The 
Love  of  Sunya,"  which  is  the  screen  version  of 
the  drama,  "Eyes  of  Youth,"  in  which  Marjorie 
Rambeau  achieved  success  several  years  ago. 

The  title  page  will  contain  one  of  Gloria 
Swanson's  latest  photographs,  and  an  unusual 
program  of  co-operation  with  the  music  trade, 
photoplay  exhibitors  and  the  producers  has 
been  arranged.  Copies  are  to  be  forwarded  to 
the  trade  shortly. 


Nora  Bayes  Makes  Hit 

With  "Muddy  Water" 

Nora  Bayes,  well-known  musical  comedy  and 
vaudeville  star,  who  is  appearing  on  a  popular 
priced  theatrical  circuit  this  season,  is  said, 
however,  to  be  receiving  one  of  the  largest 
weekly  salaries  in  her  whole  career.  Another 
feature  of  her  present  tour  is  the  selection  of 
her  song  material.  Undoubtedly  she  is  reach- 
ing a  new  high  mark  in  the  field  of  entertain- 
ment through  the  presentation  of  particularly 
appealing  songs.  These,  naturally,  cover  sev- 
eral phases  of  vocal  offerings,  but  none,  how- 
ever, is  of  more  importance  in  characterization, 
interpretation  and  scope  than  her  rendering  of 
that  overnight  success,  "Muddy  Water." 

"Muddy  Water"  described  as  a  Mississippi 
moan,  is  much  more  than  that.  It  is  a  blues, 
a  spiritual  and  a  combination  of  all  those  things 
which  have  made  the  songs  from  the  South 
widely  popular.  Like  a  spiritual,  it  has  musical 
value  that  commands  the  respect  of  even  the 
most  musical.  Here  is  a  number  that  lends 
itself  to  the  individual  artist's  method  and  in- 
spiration of  rendition.  It  has  a  background, 
despite  various  interpretations  either  in  song 
or  instrumental  form,  that  holds  true.  It  is 
classical,  and  at  the  same  time  novel,  a  com- 
bination of  great  rarity. 
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FIVE    RECORD    RECORD  BREAKERS 
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TRAIL 


Above  Songs  Featured  By  Orchestra  And  Vaudeville  Acts  From  Coast  To  Coast 

IRVING  BERLIN  INC.,    IG07  Broadway,  New  York 


De  Sylva,  Brown,  Henderson,  Inc., 

Enters  the  Music  Publishing  Field 

Finn,  Composed  of  Bud  De  Sylva,  Lew  Brown,  Ray  Henderson  and  Robert  Crawford,  Has 
Wide  Experience  and  Successful  Record  —  Its  First  Numbers 


The  opening  of  the  new  popular  publishing 
firm,  De  Sylva,  Brown,  Henderson,  Inc.,  early 


Robert  Crawford 

in  February,  which  Mayor  James  Walker  was 
invited  to  attend,  marks  the  entry  into  the  popu- 
lar field  of  what  is  probably  the  youngest  group 
of  executives  in  the  industry.  Here  are  gath- 
ered together  three  of  the  best  popular  writers 
of  lyrics  and  melodies,  Bud  De  Sylva,  Lew 
Brown  and  Ray  Henderson,  and  with  a  widely 
experienced  executive  head,  Robert  Crawford. 

Robert  Crawford,  who  is  the  president  of 
the  new  concern,  started  many  years  ago  with 
Leo  Feist,  Inc.,  and  later  joined  Irving  Berlin, 
Inc.,  at  its  inception.  He  had  been  general  sales 
manager  of  the  latter  firm  since  its  organiza- 
tion, but  his  experience  has  covered  also  the 
professional   and  band  and   orchestra  depart- 


ments, with  which  through  his  early  work  he 
was  quite  familiar.  Bobby,  as  he  is  familiarly 
known,  is  one  of  the  most  popular  men  in  the 
music  field  and  his  acquaintance  is  extensive, 
covering  as  it  does  the  sales  field,  the  me- 
chanical industry,  vaudeville  and  other  profes- 
sions. 

Those  who  will  be  responsible  for  the  other 
activities  of  the  company  are  quickly  placed 
when  their  names  are  announced,  because  they 
are  among  the  successful  of  current  writers 
of  popular  songs,  and  this  includes  show  music. 


Lew  Brown 

Bud  De  Sylva,  for  instance,  is  considered  one 
of  the  masters  of  present-day  lyric  writers, 
among  other  things  having  collaborated  with 
the  late  Victor  Herbert  in  writing  "A  Kiss  In 
the  Dark."  Other  semi-high-class,  but  popular 
numbers,  by  the  same  writer,  are  "Just  a 
Cottage  Small  by  a  Waterfall,"  "Memory  Lane" 
and  "April  Showers,"  as  well  as  "Look  for  the 
Silver  Lining."  He  also  was  an  important 
contributor  to  "Avalon"  and  "I'll  Say  She 
Docs."  The  list  could  be  extended,  but  this 
should  suffice. 

Ray  Henderson,  another  member  of  this 
writing  trio,  has  been  known  along  Broadway 
for  the  past  five  years.  He  has  always  been 
a  quite  unassuming  chap  who  was  able  to  de- 
liver real  songs.  His  first  big  number  was 
"Humming."  He  followed  thi?  very  shortly 
with  "That  Old  Gang  of  Mine."  He  was  also 
responsible  for  "Georgette"  and  "Why  Did  1 


Kiss  That  Girl?"  He  is  co-writer  of  such  songs 
as  "Bye,  Bye,  Blackbird,"  "I'm  Sitting  on  Top 
of  the  World,"  "Alabamy  Bound,"  "Follow  the 


Ray  Henderson 

Swallow"  and  "Don't  Bring  Lulu."    These  titles 
should  establish  his  importance  as  a  writer. 
The  other  member  of  this  successful  writing 


Bud  De  Sylva 

combination  is  Lew  Brown.  He  is  considered 
by  the  publishers  and  the  trade  in  general  as 
an  all-round  writer.  He  has  specialized  to  a 
great  extent  in  comedy  and  novelty  lyrics,  al- 
though he  takes  an  occasional  fling  at  ballads. 
(Continued  on  page  139) 


THE  GREATEST  OF  ALL 

"GOOD-BYE  OLD  PAL, 
GOOD-BYE" 

"FLAT  TIRE  MAMMA, 
PAPA  GONNA  GIVE  YOU 
SOME  AIR" 
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"Yankee  Rose"  Added 

to  Irving  Berlin  Catalog 

A  new  number  has  just  been  added  to  the 
catalog  of  Irving  Berlin,  Inc.,  called  "Yankee 
Rose."  In  the  first  ten  days  since  its  intro- 
duction it  has  won  wide  prominence  and  many 
orchestra  leaders  have  compared  it  to  the  best 
of  the  European  compositions,  due  to  the  im- 
mediate response  it  received  from  the  public. 

"Yankee  Rose"  commands  attention  through 
the  fact  that  it  has  a  patriotic  strain  running 
through  the  number.  Besides  being  melodious, 
this  combination  gives  the  number  unusual 
stage  presentation  value. 

Irving  Berlin,  Inc.,  has  planned  a  very  strong 
campaign  on  this  new  issue  and  its  professional, 
band  and  orchestra  department,  as  well  as  the 
branch  offices  and  various  representatives 
throughout  the  country,  are  all  to  take  part  in 
this  intensive  program  to  further  its  popularity. 


Winkler  With  De  Sylva, 

Brown,  Henderson,  Inc. 

Dan  Winkler,  who  for  the  past  three  years 
was  operator  of  a  dance  hall  and  cabaret  in 
Cleveland,  Ohio,  has  again  returned  to  the  music 
business.  Mr.  Winkler  has  accepted  the  post 
of  sales  manager  in  the  recently  organized  pub- 
lishing firm  of  De  Sylva,  Brown,  Henderson,  Inc. 

Besides  looking  after  the  sales  of  this  organ- 
ization Mr.  Winkler  will  take  charge  of  the 
mechanical  reproductions  for  his  firm.  He  plans 
to  spend  many  weeks  on  the  road  each  year 
and  will  be  very  active  in  the  operation  of  the 
proposed  branch  offices  of  the  concern  which 
are  contemplated  in  the  key  centers  of  the 
country. 

Mr.  Winkler  has  been  congratulated  upon  his 
return  to  the  music  business  by  his  many 
friends  in  the  industry  and  profession.  His  ac- 
quaintance is  wide  and  his  previous  experience 
in  the  publishing  business  gives  him  exceptional 
qualifications  for  taking  over  the  new  post. 

De  Sylva,  Brown,  Henderson 
Enter  the  Publishing  Field 

(Continued  from  page  138) 
A  few  of  his  numbers  are  "Then  I'll  Be  Happy," 
"I'd  Climb  the  Highest  Mountain,"  "On  the 
Back  Porch"  and  "I'm  Tellin'  the  Birds,  Tellin' 
the  Bees,  How  I  Love  You."  Lew  Brown,  al- 
though quite  young,  can  be  considered  the  vet- 
eran of  the  organization,  as  he  has  been  writing 
successfully  for  years. 

To  give  this  new  firm  further  importance,  it 
need  only  be  said  that  these  writers  are  re- 
sponsible for  some  of  the  outstanding  numbers 
of  "George  White's  Scandals,"  including  "This 
Is  My  Lucky  Day,"  "The  Birth  of  the  Blues" 
and  "Black  Bottom." 

The  new  firm  announces  among  its  first  offer- 
ings "It  All  Depends  on  You,"  now  being  sung  by 
Al  Jolson  in  "Big  Boy."  It  has  a  novelty 
number  called  "I  Wonder,  Wonder,  Wonder 
How  I  Look  When  I'm  Asleep,"  being  featured 
by  singing  orchestras.  Other  novelties  are 
"Keeper,  Keeper,  Keep  the  Boy  Away,"  and 
"Oh,  Baby,  Don't  We  Get  Along."  It  is  also 
introducing  "I  Want  to  Be  Miles  Away  From 
Everyone,"  described  as  a  rag  ballad. 

The  orchestrations  will  be  by  Joe  Nussbaum 
and  Louis  Katzman,  for  the  most  part,  although 
other  arrangers  will  be  called  in  from  time  to 
time.  The  members  of  the  firm  are  now  en- 
grossed in  completing  five  musical  comedies 
and  some  of  these  undoubtedly  will  be  produced 
this  season.  The  new  firm  is  advantageously 
located  in  attractive  offices  at  745  Seventh  ave- 
nue, New  York  City. 


Miss  L.  M.  Guth,  credit  manager  of  the  Plaza 
Music  Co.,  recently  addressed  the  woman's 
group  of  the  New  York  Credit  Men's  Asso- 
ciation on  the  subject,  "Sources  of  Credit  In- 
formation." 


"You  Caiit  Go  Wrong 
With  Any  FEIST  Song" 


KNOW  YOUR. 
HUSBAND 


I'd 

Rather  Be 

THE  GIRL  „ 
IN  YOUR  ARMS 


i(Than  The  Girl  In  Your  Dreams) 

Thompson  tout  Archer 


n  m  mm  ^^hbhbb  ■  ■ 


WISTFUL  13 

f  AND  BLUE 

?  A  Fascinating  Fox  Trot  Melody! 


hy  RUTH  ETTING  mi 
JULIAN  DAVIDSON 


LEO.  FEIST,  Inc, 
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Musical  Score  of  "Rio  Rita,"  Published 

by  Leo  Feist,  Inc.,  Has  Several  Hits 

New  Ziegfeld  Production  Scores  Tremendous  Success  Upon  Presentation  in  New  Theatre — 
Reviewers  Comment  on  Number  of  Outstanding  Song  and  Dance  Tunes  in  the  Score 


activities  on  "Ev'ry  Little  While,"  "Florence, 
Cut  It  Out,"  and  several  other  of  its  last  year's 
successes,  with  a  particularly  heavy  campaign  on 
its  latest  offerings. 


After  playing  several  weeks  on  the  road  to 
capacity  audiences,  bringing  forth  enthusiastic 
notices  to  Broadway,  the  new  Florenz  Ziegfeld 
production,  "Rio  Rita,"  came  to  New  York 
on  Wednesday  evening  of  last  week.  To  add 
further  to  its  impressive  entry,  "Rio  Rita" 
opened  at  the  new  Florenz  Ziegfeld  Theatre, 
Fifty-fourth  street  and  Sixth  avenue,  an  espe- 
cially built  theatre  to  house  musical  productions 
and  designed  along  entirely  new  conceptions  of 
theatre  exteriors  and  interiors. 

"Rio  Rita"  was  greeted  with  enthusiasm  not 
only  by  the  public  but  by  the  press,  the  latter 
being  put  to  a  trial  to  find  enough  adjectives 
to  explain  its  significance.  It  has  been  com- 
pared to  previous  Ziegfeld  productions,  such  as 
"Sunny"  and  the  other  best  of  former  Ziegfeld 
productions,  with  comments  to  the  effect  that 
"Rio  Rita"  far  exceeds  them  in  gorgeousness, 
spectacular  features  and  entertainment.  For 
instance,  the  writer  on  The  Sun  says:  "'Rio 
Rita'  is  the  last  and  largest  word  Mr.  Ziegfeld 
has  ever  uttered  where  his  word  is  law — the 
world  of  stupendous  and  unstinting  musical 
spectacle.  It  is  a  feast  of  colors,  fabrics, 
rhythms  and  glitters  for  smart  eyes."  "Rio 
Rita"  has  a  Mexican  and  an  American  setting. 
It  has  a  chorus  of  Texas  rangers,  all  with 
splendid  voices,  and,  of  course,  a  la  Ziegfeld 
girls  galore. 

The  principals  include  Ethelind  Terry,  J. 
Harold  Murray,  Ada-May,  Bert  Wheeler  and 
Robert  Woolsey.  The  show,  besides  being  an 
unusual  musical  offering,  is  filled  with  laughter. 

The  music  and  lyrics  are  by  Harry  Tierney 
and  Joseph  McCarthy,  who  were  responsible 
for  "Kid  Boots."    The  book-  is  bv  Guv  Bolton 


and  Fred  Thompson  and  the  scenes  are  painted 
by  Joseph  Urban. 

There  are  at  least  three  song  hits  in  the 
show,  a  sure-fire  song  and  dance  success,  and 
"The  March  of  the  Rangers,"  called  for  trade 
purposes  "The  Rangers'  Song,"  is  a  chorus 
masterpiece.  The  dutstanding  song  is  probably 
"Rio  Rita,"  closely  followed  by  "Following  the 
Sun  Around."  There  is  also  "If  You're  In 
Love,  You'll  Waltz,"  and  the  successor  to  the 
Charleston  and  black  bottom  is  "The  Kinka- 
jou."  There  are  two  other  worth-while  numbers, 
"I'm  Out  on  the  Loose  To-night"  and  "The 
Tumping  Bean." 

Leo  Feist,  Inc.,  is  the  publisher  of  the  music, 
and  inasmuch  as  "Rio  Rita"  will  play  on  Broad- 
way for  at  least  over  a  year,  it  is  more  than 
possible  that  in  instrumental  form  a  larger 
public  will  be  able  to  hear  some  of  the  out- 
standing numbers  through  other  channels,  and, 
of  course,  the  record  and  roll  companies  will 
all  rush  to  serve  the  public  with  both  the  words 
and  music. 


New  Hawaiian  Number 

Issued  by  Steele,  Inc. 

Billy  Heagney,  well-known  writer,  who  in  the 
past  has  written  a  number  of  Hawaiian  suc- 
cesses, has  just  given  the  firm  of  Fred  K.  Steele, 
Inc.,  with  which  he  is  associated,  a  new  timely 
Hawaiian  number  called  "Belle  of  Hawaii."  The 
Steele  Co.,  which  recently  moved  into  its  new 
home,  745  Seventh  avenue,  where  it  has  elabo- 
rate studios,  executive  offices  and  its  other  de- 
partments, is  carrying  on  some  very  intensive 


New  Numbers  Issued 

by  Leo  Feist,  Inc. 

Among  the  new  songs  recently  added  to  the 
catalog  of  Leo  Feist,  Inc.,  in  past  weeks  is 
"Sam  the  Accordion  Man,"  by  Gus  Kahn  and 
Walter  Donaldson;  "He's  the  Last  Word," 
another  Walter  Donaldson  number;  "Pal  of 
My  Lonesome  Hours,"  by  Abe  Lyman  and 
Walter  Hirsch,  and  "If  I  Didn't  Know  Your 
Husband  and  You  Didn't  Know  My  Wife,"  a 
melodious  novelty  number  by  Abel  Baer  and  L. 
Wolfe  Gilbert. 

Another  new  offering  which  will  shortly  be 
released  is  called  "Just  Wond'ring,"  by  Gus 
Kahn  and  Grace  Leboy.  This  is  a  melody  bal- 
lad, the  music  of  which  is  contributed  by  Gus 
Kahn's  wife,  under  her  professional  name. 

Several  years  ago  Grace  Leboy's  name  was 
quite  familiar  on  popular  offerings,  she  having 
written  a  number  of  successes.  Following  her 
marriage  she,  for  a  period,  gave  up  her  writing 
activities.  The  trade,  therefore,  will  look 
eagerly  forward  to  the  release  of  this  new 
melody  ballad  from  her  pen  and,  of  course,  wish 
it  every  success. 


"In  a  Little  Spanish 

Town"  Goes  Over  Big 

From  all  sections  of  the  country  reports  show 
that  "In  A  Little  Spanish  Town,"  an  unusually 
appealing  waltz  song,  is  having  a  remarkable 
sale.  The  number  has  become  so  popular  that 
the  professional  department  and  the  various 
branch  offices  of  Leo  Feist,  Inc.,  the  publisher, 
are  trying  to  hold  in  check  some  of  the  radio 
renditions  in  order  not  to  overdo  its  popularity. 


Around The  World 
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These  sensational  song  hits  will  soon  be  released  by  all 
record  and  roll  companies.  Watch  for  release  dates — 
order   liberally — your   cash   register   will   do   the  rest. 
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Victor  Talking  Machine  Go. 

LIST  FOR  FEBRUARY  4 

20397  I've  Got  the  Girl!  Gene  Austin  1U 

'Deed  I  Do   Johnny  Marvin  10 

20394  Thinking  of  You— Fox-trot, 

George  Olsen  and  His  Music  10 
When  I  First  Met  Mary — Fox-trot, 

Ben  Pollack  and   His  Calif ornians  10 

20398  Tell  Me  To-Night— Foxtrot 

Roger  Wolfe  Kahn  and  His  Orchestra  10 
Tenderly  Think  of  Me — Fox-trot 

Roger  Wolfe  Kahn  and  His  Orchestra  10 
20270  Hush-a-Bye— Waltz. 

Jean  Goldkette  and  His  Orchestra  10 
Idolizing — Fox-trot, 

Jean  Goldkette  and  His  Orchestra  10 
LIST  FOR  FEBRUARY  11 

20408  'Deed  I  Do— Fox-trot, 

Ben  Pollack  and  His  Orchestra  10 
I    Need    Lovin' — Fox-trot,    Coon-Sanders    Orch.  10 

20409  Ev'ry  Little  While— Fox-trot,  George  Olsen  and 

His  Music    10 

Have    You    Forgotten? — Fox-trot,    Jan  Garber 

and  His  Orch   10 

20411  Thinking  of  You   .....Gene  Austin  10 

Sunday   Gene  Austin  10 

20412  Je  T'Aime  Means  "I  Love  You"  — Fox-trot. 

Nat  Shilkret  and  the  Victor  Orchestra  10 
Cheritza — Waltz. 

Nat  Shilkret  and  the  Victor  Orchestra  10 

20413  If   I    Didn't   Know   Your   Husband   and  You 

Didn't  Know  My  Wife  Tack  Smith  10 

So  Will  I  Jack  Smith  10 

LIST  FOR  FEBRUARY  18 

20418  Lonely  Eyes — Fox-trot, 

Paul  Whiteman  and  His  Orchestra  10 
Wistful  and  Blue — Fox-trot, 

Paul  Whiteman  and  His  Orchestra  10 

20419  Moonbeam!   Kiss  Her  For  Me — Fox-trot, 

B.  F.  Goodrich  Silvertown  Cord  Orchestra...  10 
Sweeter  Than  You — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orchestra  10 

20417  All  Alone  Monday   The  Revelers  10 

Maybe  (from  "Oh  Kay!")   Franklyn  Baur  10 

20425  Sam,  the  Old  Accordion  Man — Fox-trot 

George  Olsen  and  His  Music  10 
He's  the  Last  Word — Fox-trot. 

Ben  Pollack  and  His  Californians  10 
LIST  FOR  FEBRUARY  25 
VOCAL  AND  INSTRUMENTAL 
20433  Moonlight  and  Roses  (Bring  Memories  of  You) 

Victor   Salon   Orch   10 

Because  I  Love  You,  Victor  Salon  Orch   10 

20328  The  Rosary  (Rogers-Nevins) 

Cleveland-Orpheus  Male  Chorus  10 
The  Long  Day  Closes  (Chorley-Sullivan) 

Cleveland-Orpheus  Male  Chorus  10 
20363  Dreaming  the  Waltz  Away  ....Jesse  Crawford  10 
Lay  My  Head  Beneath  a  Rose  .  .Jesse  Crawford  10 
20388  Virginian    Judge    (Court    Scene — 5th  Session) 

Walter  C.  Kelly  10 

Virginian  Judge   Walter  C.   Kelly  10 

35790  Egmont  Overture — Part  1   (Beethoven,  Op.  84) 

Victor  Symphony  Orch.  12 
Egmont  Overture — Part  2 — (Beethoven,  Op.  84) 

Victor  Symphony  Orch.  12 
35798  The    Skaters— Waltz    (Les   Patineurs)  (Wa'd- 

teufel)   International  Concert  Orch.  1? 

Estudiantina — Waltz  (Waldteufel) 

International  Concert  Orch.  12 

20346  The  Flatterer   (Chaminade)   Hans  Barth  10 

Scarf  Dance   (Chaminade)  Hans   Barth  10 

20385  When  the  World  Forgets  (Ackley) 

_     ,  Homer  Rodeheaver  10 

In  the  Garden  (Miles) 

Mrs.   William  Asher-Homer  Rodeheaver  10 

20434  ?,agf   Henry  Burr  10 

Mother  Dear   Henry  Burr  10 

20387  The  Crepe  on  the  Old  Cabin  Door 

Vernon  Dalhart  10 

Ihe   Sad  Lover   Vernon  Dalhart  10 

20281  Kaala — Medley   Royal  Hawaiian  Trio  10 

Waonahele— Medlev   Royal  Hawaiian  Trio  10 

DANCE  RECORDS 
20436  High,    High,    High    Uo    in   the    Hills— Fox-trot 

Nat  Shilkret  and  the  Victor  Orch.  10 
So  Will  I — Fox-trot 

B.  F.  Goodrich  Silvertown  Cord  Orch.  10 

20435  Oh  Kay!— Medley  Fox-trot 

^  •  ,     „,   Edgar  Fairchild-Ralph  Ranger  10 

Queen  High — Medley  Fox-trot 

Edgar  Fairchild-Ralph  Ranger  10 
20393  I  m    a    Little    Bit    Fonder    of    You— Fox-trot 
(from  "Yes,  Yes,  Yvette") 

Waring's   Pennsylvanians  10 


Do  You  Love  as  I  Love? — Fox-trot  (from  "Yes, 
Yes,  Yvette") 

Nat  Shilkret  and  the  Victor  Orch.  10 
20415  Doctor  Jazz   Stomp — Fox-trot 

Jelly-Roll  Morton's  Red  Hot  Peppers  10 
Memphis   Shake — Fox-trot 

Dixieland  Jug  Blowers  10 
20386  Memphis  Blues.  .Johnny  Marvin-William  Carola  10 
12th  Street  Rag  Johnny  Marvin-William  Carola  10 
RED  SEAL 
6620  Tannhauser — The  Evening  Star  (Wagner) 

Pablo  Casals  12 
Die  Meistersinger — Prize  Song  (Wagner) 

Pablo  Casals  12 

9027  Tannhauser — Venusberg   Music   and  Bacchanale 

—  (Part  1)  (Wagner) 

Symphony  Orch.  Conducted  by  Albert  Coates  12 
Tannhauser  — Venusberg  Music  and  Bacchanale 

—  (Part  2)  (Wagner) 

Symphony  Orch.  Conducted  by  Albert  Coates  12 

9028  Tannhauser — Venusberg   Music   and  Bacchanale 

(Part    3)  (Wagner) 

Symphony  Orch.  Conducted  by  Albert  Coates  12 
Tannhauser — Prelude  to  Act  III  (Wagner) 
Symphony   Orch.    Conducted   by   Albert   Coates  12 
1216  At  Dawning  (I  Love  You)  (Eberhart-Cadman) 

Mary  Garden  10 

At  Parting  (Peterson-Rogers) ....  Mary  Garden  10 
6623  Louise — Depuis  Ie  jour   (Ever  Since  the  Day) 

(Charpentier)    In    French  Mary   Garden  12 

Resurrection — Dieu  de  Grace  (Prayer)  (Alfano) 
In  French    Mary  Garden  12 

1213  Tosca — Recondita   armonia    (Strange  Harmony) 

(Puccini)  In  Italian   .Beniamino  Gigli  10 

Manon  Lescaut — Donna  non  vidi  mai  (Maiden 
So  Fair)    (Puccini)   In  Italian 

Beniamino  Gigli  10 
6622  Waltz   (La  Plus  Que  Lente)—  Valse  (Debussy) 

Jascha  Heifetz  12 
1.    La    Fille    aux    Cheveux   de    Lin  (Debussy- 
Hartman)    2.      Scherzo — Impromptu  (Greig- 
Achron)   Jascha   Heifetz  12 

1214  Thais — Dis  moi  que  je  suis  belle  (Mirror  Song) 

(Massenet)  In  French  ,  Maria  Jeritza  10 

1214  Thai's — 'L'amour  est  une  vertu  rare  (Love  Has 

Long     Been     a     Rare     Virtue)  (Massenet) 

In  French   Maria  Jeritza  10 

4002  Mary  of  Argyle  (Jefferys-Nelson) 

Sir   Harry   Lauder  10 
Auld   Scotch   Sangs   (O   Sing  to  Me  the  Auld 
Scotch  Sangs   Sir  Harry  Lauder  10 

1215  Because  I  Love  You  (Berlin)  John  McCormack  10 
The  Far  Away  Bells  (Furber-Gordon) 

John  McCormack  10 
6621  Impromptu  in  A  Flat  (Schubert) 

Sergei  Rachmaninoff  12 

Sarabande  (Bach)   Sergei  Rachmaninoff  12 

Symphony  No.  5,  in  C  Minor  (Beethoven)  (Re- 
corded in  Europe)  Sir  Landon  Ronald  and 
Royal  Albert  Hall  Orchestra. 

Complete  in  Album 

9029  Allegro  con  brio  (1st  Movement)    12 

Allegro  con  brio   (1st  Movement)    (Concluded)  12 

9030  Andante  con  moto  (2nd  Movement)    12 

Andante  con  moto  (2nd  Movement)  (Concluded)  12 

9031  Allegro   (3rd  Movement)    12 

Allegro  (3rd  Movement)   (Concluded)   (Allegro)  12 

9032  Allegro   (4th   Movement)    12 

Allegro   (4th  Movement)   (Concluded)    12 


Columbia  Phono.  Co.,  Inc. 

CELEBRITY  SERIES 
'2046-M  Wiegenlied      (Lullaby)      (Mozart)  —  Soprano 

Solo   Maria  Kurenko 

Maria    Wiegenlied     (The    Virgin's  Slumber 
Song),  Op.   76,  No.   52   (Reger) — Soprano 

Solo   Maria  Kurenko 

2045-M  Apres  Un  Reve   (Melodie)    (Faure)— Violon- 
cello  Solo   Felix  Salmond 

Traumerei,    Op.    15,    No.    17    (Schumann) — 

Violoncello   Solo   Felix  Salmond 

DANCE  MUSIC 
844-D  If    You     See     Sally— Fox-trot,     with  Vocal 
Chorus  by  Ted  Lewis, 

Ted  Lewis  and  His  Band 
Wistful     and     Blue — Fox-trot,     with  Vocal 
Chorus  by  Ted  Lewis, 

Ted  Lewis  and  His  Band 
839-D  There  Ain't  No  Maybe  in  My  Baby's  Eyes — 
Fox-trot,  with  Vocal  Chorus  by  The  Four- 
some  Paul  Ash  and  His  Orch. 

When    I'm    in    Your  Arms — Fox-trot,  with 
Vocal  Chorus  by  Milton  Watson, 

Paul  Ash  and  His  Orch. 
853-D  Here  or  There  (As  Long  as  I'm  With  You) 


10 


10 
10 


10 


10 


10 


10 


10 


— Fox  trot,  with  Vocal  Chorus, 

Paul  Specht  and  His  Orch.  10 
"Je  T'Aime" — Means  "I   Love  You"  (From 
"Gay  Paree") — Fox-trot,  with  Vocal  Chorus 
by  Tom  Stacks.  .  Harry  Reser's  Syncopators  10 

829-  D  I     Know    That    You    Know     (From  "Oh, 

Please") — Fox-trot,   with   Vocal   Chorus  by 
Charles  Kaley, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.)  10 
Sweeter  Than  You  (From  "Twinkle  Twinkle") 
— Fox-trot,  with  Vocal   Chorus  by  Charles 
Kaley. Ipana  Troubadours  (S.  C.  Lanin,  Dir.)  10 
843-D  I  Love  the  Moonlight — Fox-trot,  with  Vocal 
Chorus  by  Sammy  Fain  and  Artie  Dunn, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
I   Still  Believe  in  You — Fox-trot,  with  Vocal 
Chorus  by  Sammy  Fain  and  Artie  Dunn, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 

830-  D  Hello!   Swanee,  Hello! — Fox-trot,  with  Vocal 

Chorus   Art  Kahn  and  His  Orch.  10 

He's   the    Last    Word — Fox-trot,    with  Vocal 
Chorus   Art  Kahn  and  His  Orch.  10 

834-  D  Tell     Me     To-night— Fox-trot,     with  Vocal 

Chorus  by  Frank  Harris. California  Ramblers  10 
Too  Many  Kisses  in  the  Summer — Fox  trot, 
with   Vocal  Chorus  by  Frank  Harris, 

California  Ramblers  10 

835-  D  The  Riff  Song  (From  "The  Desert  Song") — 

Fox-trot,  with  Vocal   Chorus  by  Shannon 
Quartet, 

Don  Voorhees  and  His 
Earl  Carroll's  Vanities  Orch.  10 
One  Alone  (From  "The  Desert  Song") — Fox- 
trot, with  Vocal  Chorus  by  Charles  Kaley, 
Don  Voorhees  and  His 
Earl  Carroll's  Vanities  Orch.  10 

832-  D  Half  a  Moon   (From  "Honeymoon  Lane") — 

Fox-trot,    with    Vocal    Chorus    by  Johnny 

Marvin   The  Knickerbockers  10 

Someone    (From    "Naughty   Riquette") — Fox- 
trot, with  Vocal  Chorus  by  Frank  Harris, 

The  Knickerbockers  10 

833-  D  Lonely  Eyes — Fox-trot,  with  Vocal  Chorus  by 

Rick  and  Snyder.  Al  Handler  and  His  Orch.'  10 
Pretty  Lips — Fox-trot,  with  Vocal  Chorus  by 
Raymond  Covert. Al  Handler  and  His  Orch.  10 

841-  D  Where  Do  You  Work-a,  John  ? — Fox-trot,  with 

Vocal  Chorus  by  Les  Stevens  and  Leo  Dale, 

Les  Stevens  and  His  Orch.  10 
Ah!  Ah!  Aw!  Aw!  (Papa  Mustn't  Do  That)— 
Fox-trot,  with  Vocal  Chorus, 

Earl  Gresh  and  His  Orch.  10 

837-  D  By  the  Alamo — Fox-trot,  with  Vocal  Chorus 

by  Walton  McKinney, 

Jackie  Souders  and  His  Orch.  10 
Every    Little  Thing — Fox-trot,     with  Vocal 
Chorus  by  Walton  McKinney, 

Jackie  Souders  and  His  Orch.  10 

836-  D  New  Crazy  Blues — Fox-trot, 

Parenti's  Liberty  Syncopators  10 
Up  Jumped  the  Devil— Fox;trot, 

Parenti's  Liberty  Syncopators  10 
854-D  I  Need  Lovin' — Fox-trot, 

Fletcher  Henderson  and  His  Orch.  10 
Sweet  Thing — Fox-trot,  with  Vocal  Chorus, 

Fletcher  Henderson  and  His  Orch.  10 
VOCAL  NUMBERS 

838-  D  Take  in  the  Sun,  Hang  Out  the  Moon — Male 

Quintet   The  Singing  Sophomores  10 

Clap  Yo'  Hands   (From   "Oh,   Kay!") — Male 

Quintet   The  Singing  Sophomores  10 

845-D  It   Made   You   Happy   When   You   Made  Me 

Cry— Vocal   Charles  Ka'ey  10 

I've  Got  the  Girl! — Vocal  Charles  Kaley  10 

842-  D  I  Don't  Want  to  Forget, 

Art  Gillham  (The  Whispering  Pianist)  10 
Broken-Hearted  Sue, 

Art  Gillham  (The  Whispering  Pianist)  10 
851-D  You  Know — I  Know  Everything's  Made  for 
Love — Vocal  Duet, 

Vaughn  De  Leath-Frank  Harris  10 
So  Will  I— Vocal  Duet, 

Vaughn  De  Leath-Frank  Harris  10 
831-D  A  Little  Music  in  the  Moonlight, 

Johnny  Marvin  (The  Ukulele  Ace)  10 
My  Lady  (From  "Queen  High"). 

Johnny  Marvin  (The  Ukulele  Ace)  10 
840-D  Whistle-itis— Whistling  Solo, 

Carson  J.  Robison  (The  Kansas  Jay  Bird)  10 
Nola — Whistling  Solo, 

Carson  J.  Robison  (The  Kansas  Jay  Bird)  10 
847-D  Just  a  Melody — Vocal  Duet, 

Vernon  Dalhart-Carson  J.  Robison  10 
When  You're  Far  Away — Vocal  Duet, 

Vernon  Dalhart-Carson  J.  Robison  10 
849-D  Song  of  the  Jolly  Roger, 

Royal  Mt.  Ash  Male  Choir(T.G.Richards,Dir.)  10 
(Continued  on  page  142)  » 
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Timbuctoo — Royal  Mt.  Ash  Male  Choir 

(T.  G.  Richards,  Dir.)  10 
748-D  Onward,  Christian  Soldiers — Male  Quartet, 

Shannon  Quartet  10 
In  the  Sweet  Bye  and  Bye — Male  Quartet, 

Shannon  Quartet  10 
744-D  Nearer,  My  God,  to  Thee — Male  Quartet. 

Shannon  Quartet  10 
Lead,  Kindly  Light — Male  Quartet, 

Shannon  Quartet  10 
739  1)  Break  the  News  to  Mother — Male  Quartet, 

Shannon  Quartet  10 
Just  as  the  Sun  Went  Down — Male  Quartet, 

Shannon  Quartet  10 
792-D  Cohen  on   the  Telephone — Comedian, 

Joe  Hayman  10 
Abe  Levi's  Wedding  Day — Comedian, 

Joe  Hayman  10 
SPECIAL  RECORDING  OF  LIGHT  OPERA  HITS 
50031-D  Vocal    Gems    from    "Oh,    Kay!" — Constance 
Mering  and  Frank  Banta  at  the  Pianos, 

Columbia  Light  Opera  Co.  12 
Vocal  Gemns  from  "The  Desert  Song," 

Columbia  Light  Opera  Co.  12 
INSTRUMENTAL  MUSIC 
846-D  Play  Gypsies — Dance  Gypsies  (From  "Countess 

Maritza")   The  Artist  Ensemble  10 

Falling  in  Love  With  You, 

The  Artist  Ensemble  10 
848-D  Because   I   Love  You — Piano  Solo, 

Constance  Mering  10 
I'm  Tellin'  the  Birds,  Tellin'  the  Bees  How 
I  Love  You — Piano  Solo .  Constance  Mering  10 
50030-D  Le   Coq   D'or:    Russian  Dance  (Rimsky-Kor- 
sakow), 

The  British  Broadcasting  Co.'s 

Wireless  Symphony  Orch.  12 
Le    Coq    D'Or:    Bridal    Procession  (Rimsky- 
Korsakow). 

The  British  Broadcasting  Co.'s 

Wireless  Symphony  Orch.  12 
850-D  Angel's  Serenade  (La  Serenata)  (Braga), 

Cherniavsky  Trio  10 
Romance  (Der  Zweifel)  (Glinka), 

Cherniavsky  Trio  10 
SACRED  MUSIC 
852-D  The  Old  Rugged  Cross— Vocal  Duet, 

Ford-Glenn  10 
Life's  Railway  to  Heaven — Vocal  Duet, 

Ford-Glenn  10 
50029-D  I  Love  to  Tell  the  Story  (Fischer), 

Lucy  M.  Van  De  Mark  12 
The  Hem  of  His  Garment  (Root), 

Lucv  M.  Van  De  Mark  12 
FAMILIAR  TUNES— OLD  AND  NEW 
15116-D  There'll  Come  a  Time — Vocal, 

Charlie  Poole,  with  North  Carolina  Ramblers  10 
Leaving  Home — Vocal, 
Charlie  Poole,  with  North  Carolina  Ramblers  10 

15115-D  Sweet   Marie — Vocal   Walter  Morris  10 

Lulu  Walsh — Vocal   Walter  Morris  10 

15119-  D  In  My  Heart — Vocal  Sunshine  Four  10 

Beautiful  Land — Vocal   Sunshine  Four  10 

15120-  D  Talking  Blues— Vocal   Chris  Bouchillon  10 

Hannah — Vocal   Chris  Bouchillon  10 

13117-D  If  I  Could  Hear  My  Mother  Pray  Again—  1 
Vocal,  with  Forest  Traylor  at  the  Piano, 

Jack  Pickell  10 
Don't  You  Love  Your  Daddy,  Too? — Vocal, 
with  Forest  Traylor  at  the  Piano, 

Jack  Pickell  10 
15118-D  Billy  Wilson — Piano  Accomp.  by  Eva  Thomp- 
son  "Uncle  Jimmie"  Thompson  10 

Karo — Piano  Accomp.  by  Eva  Thompson, 

"Uncle  Jimmie"  Thompson  10 
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51911 
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80876 


51916 


51917 


51918 


82350 


51896 


SPECIALS 

I'm  the  Man  That  Rode  the  Mu'e  Around  the 
World — Singing,  Jews  Harp,  Harmonica,  Fid- 
dle and  Guitar   Vernon  Dalhart 

Can  I  Sleep  in  Your  Barn  To-night,  Mister? — 
Singing,   Harmonica,   Fiddle  and  Guitar, 

Vernon  Dalhart 
Short   an'    Sweet    (Tracey-Ehrlich-Dougherty) — 
With  Dave  Kaplan  at  the  Piano, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys) 

Rags    (Silver-Fain-Richman)   Ernest  Hare 

Ev'rything's  Made  for  Love  (You  Know — I 
Know)  (Johnson-Tobias-Sherman), 

Vaughn  de  Leath  (The  Radio  Girl) 
Here    or    There,    as   Long   as   I'm    With  You 

(Davis-Greer)  .Vaughn  de  Leath  (The  Radio  Girl) 
The  Little  White  House  (At  the  End  of  Honey- 
moon    Lane)     (From    "Honeymoon  Lane') 

(Dowling-Hanley) — Piano   Solo   Oreste 

She's    Still    My    Baby  (Raskin-Coslow-Little)— 

Piano  Solo   Oreste 

My  Little  German  Home  Across  the  Sea — Sing- 
ing, Harmonica  and  Guitar, 

E.  V.  Stoneman  (The  Blue  Ridge  Mountaineer) 
Bury   Me   Beneath   the   Weeping  Willow  Tree 
— Singing,  Harmonica  and  Guitar, 

E.  V.  Stoneman  (The  Blue  Ridge  Mountaineer) 
Sunday  (That  Day  When  I'm  With  You)  (Mil- 

ler-Cohn-Stein-Krueger)  National  Male  Quartet 

Thinking  of  You    (I've   Grown   So  Lonesome) 

(Donaldson-Paul   Ash)   National  Male  Quartet 

Moonlight  on  the  Ganges  (Wallace-Myers), 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
Hello,  Bluebird  (Friend). 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
To-night  You  Belong  to  Me  (Rose-David), 

James  Doherty 
Oh!  What  I'd  Give  to  Bring  You  Back  (Berch- 

man-Palcy-Oakland)   Walter  Scanlan 

Silver  Song  Bird  (Berchman-Paley-Bryan) — 
Whistling,  Violin,  Piano  and  Celesta, 

The  Sibyl  Fagan  Ensemble 
Parting  Kiss  (Bcrg-Spitalny)— Whistling,  Violin, 

Piano  and  Celesta   The  Sibyl  Fagan  Ensemble 

Old  Southern  Schottisclie, 

Henry  Ford's  Old-Time  Dance  Orch. 
Luxembourg  Schottische, 

Henry  Ford's  Old-Time  Dance  Orch. 
Give  Mc  a  Ukulele  (And  a  Ukulele  Baby)  And 
Leave    the    Rest   to   Me    (Brown-Williams) — 

Male   Voices   National  Male  Quartet 

Where  Do  You  Work-a,  John?  (Weinbcrg- 
Marks- Warren). 

Guy  Hunter  (The  Blind  Entertainer)  and  Chorus 
Roses  for  Remembrance  (Kahn-Curtis), 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
My  Sweetheart  Waltz  (Pease-Veo-Nelson). 

Frederick  Kinsley  on  the  Midmcr-Lnsh  Pipe  Organ 
Canzonetta,  Op.  35  (Tschaikowsky)— Violin, 

Carl  Flesch 

Slavonic    Dance,    No.     1     (Dvorak-Kreislcr) — 

Violin   Carl  Flesch 

.FLASHES 

You're  Burnin'  Me  Up  (Turnin'  Me  Down) 
(FrischBergercGorman) — Fox-trot, 


51897 


51898 


51S99 


51900 


51902 


51905 


51906 


51908 


51910 


51912 


51913 


Ross  Gorman  and  His  Orch. 
Hawaiian    Rose    (Nelson-Pease) — Fox-trot,  with 

Vocal  Refrain   Ross  Gorman  and  His  Orch. 

Stockholm   Stomp   (Pettis-Goering) — Fox-trot, 

Golden  Gate  Orch. 
Sidewalk  Blues  (Morton-Rider) — Fox-trot, 

Golden  Gate  Orch. 
How  I  Love  You  (I'm  Tellin'  the  Birds,  Tellin' 
the  Bees)   (Brown-Friend)  —  Fox-trot, 

Clyde  Doerr  and  His  Orch. 
Kiss  Your  Little  Baby  Good-night!  (Donaldson- 
Straight) — Fox-trot,    with    Vocal    Chorus  by 

Larry   Murphy   Clyde  Doerr  and  His  Orch. 

In  a  Little  Spanish  Town   ('Twas  on  a  Night 
Like  This)  ( Lewis- Young-Wayne) — Waltz, 
Hotel  Commodore  Dance  Orch.  (B.  Levitow.  Dir.) 
Hello,  Bluebird   (Friend) — Fox-trot, 

Kaplan's  Melodists 
Where    Do    You    Work-a,    John?  (Weinberg- 
Marks- Warren) — Fox-trot,    with    Singing  by 

Tom   Howard   Earl  Oliver's  Jazz  Babies 

Pretty  Lips  (Donaldson-Straight) — Fox-trot,  with 

Singing  by  Tom  Howard.  .Earl  Oliver's  Jazz  Babies 
Rippin'  It  Off  (Gordon) — Blues  Fox-trot, 

Five  Harmoniacs 
What  Did   Romie-O-Juliet   (When   He  Climbed 
Her  Balcony)   (Williams) — Fox-trot, 

Five  Harmoniacs 
The   Sphinx   (Tillman) — Oriental  Fox-trot, 

Ross  Gorman  and  His  Orch. 
Wouldn't  You   (From   "Greenwich   Village  Fol- 
lies") (Murphy) — Fox-trot,  with  Vocal  Chorus 
by  Larry   Murphy ....  Clyde  Doerr  and  His  Orch. 
Still     Waters     (Schafer- Wayne-Golden) — Wa.tz, 

with  Vocal  Refrain   Jack  Stillman's  Orch. 

Let's  Forgive  and  Forget  (And  Start  Over 
Again)  (Freedman-Traveline) — Waltz,  with 
Vocal  Refrain  by  Le  Roy  Montesanto, 

Jack  Stillman's  Orch. 
Tiger  Rag  (LaRocco-Edwards) — Hot  Stomp, 

Phil  Napoleon  and  His  Orch. 
Go  Joe  Go  (Napoleon-Kretzmer) — Fox-trot, 

Phil  Napoleon  and  His  Orch. 
Song   of    Shanghai    (Egan-Rose-Whiting) — Fox- 
trot  Duke  Yellman  and  His  Orch. 

The  Riff  Song  (From  "The  Desert  Song") 
(Harbach-Hammerstein  II-Romberg) — Fox-trot, 

Duke  Yellman  and  His  Orch. 
Windy    City    Blues    (Black    Bottom  Rhythm) 
(Peary-Raymond- Hudson-Morton). 

Joe  Candullo  and  His  Everglades  Orch. 
The    Chant    (A    Spooky    Serenade)  (Stitzel)— 
Slow  Drag, 

Joe  Candullo  and  His  Everglades  Orch. 
If  All  the  Stars  Were  Pretty  Babies   (And  I 
Was  the  Man  in  the  Moon)    (Rose-Fisher)  — 

Fox-trot   Green  Brothers'  Novelty  Band 

Look  Up  and  Smile  (Squires) — Fox-trot,  with 
Vocal  Refrain  by  Arthur  Fields, 

Green  Brothers'  Novelty  Band 


Edison  Blue  Amberol  Records 


5279 

5285 
5274 

5281 

5277 
5265 

5283 

5282 

5280 

5287 
5286 


5275 
5276 


5205 
5288 


Fire! — Fox-trot,  with  Singing  by  Tom  Howard, 

Earl  Oliver's  Jazz  Babies 

Hello,  Bluebird — Fox-trot   Kaplan's  Melodists 

Sunday — Fox-trot,  with  Singing  by  Arthur  Hart, 

Don  Voorhees  and  His  Earl  Carroll's  Vanities  Orch. 
Because  I  Love.  You — Waltz,  with  Singing  by 
Arthur  Hart, 

Don  Voorhees  and  His  Earl  Carroll's  Vanities  Orch. 
The  Prisoner's  Sweetheart — Waltz, 

Duke  Yellman  and  His  Orch. 
If  I  Could  Hear  My  Mother  Pray  Again— Male 
Voices,  with  Violin,  Harmonica  and  Gu.tar, 

Vernon  Dalhart-Carson  Robison 
Can  I  Sleep  in  Your  Barn  To-night,  Mister? — 
Tenor,  with  Harmonica,  Fiddle  and  Guitar, 

Vernon  Dalhart 
Just  a  Bird's-eye  View   (of  My  Old  Kentucky 

Home)   National  Male  Quartet 

I'm  Tellin'  the  Birds.  Tellin'  the  Bees, 

Vaughn  de  Leath 

Same  as  His  Faither  Did  Before  Him. Harry  Lauder 

The  Little  White  House  (At  the  End  of  Honey- 
moon Lane)  (From  "Honeymoon  Lane'  ) — 
Piano  Solo   Oreste 

Laughing  Eyes — Fox-trot. ...  Aloha   Hawaiian  Orch. 

Country  Bred  and  Chicken  Fed, 

Dale  Wimbrow  and  His  Rubeville  Tuners 

Somebody  Knows — Mixed  Voices, 

Metropolitan  Quartet 

Badinage   Victor  Herbert  and  His  Orch. 


Brunswick  Records 


LIST   FOR   FEBRUARY  17 
15116  Tannhauser— Dich,    Teure   Halle    (Oh,   Hall  of 
Song)     (Act    II)    (Wagner) — Soprano,  with 

Orch.;  in  German   Elisabeth  Rethberg 

Lohengrin — Euch  luften,  die  mein  Klagen  (Ye 
Wend'ring  Breezes  Heard  Me)  (Act  II) 
(Wagner) — Soprano,  with  Orch.;  in  German, 
k      S  Elisabeth  Rethberg 

15115  Fidelio — Ha!  Welch'  ein  Augenblick  (Ha!  It  Is 
Not  Too  Late)  (Act  I)  (Beethoven)— Bari- 
tone, with  Orch.;  in  German ....  Michael  Bohnen 
Fidelio — Hat  man  nich  audi  Gold  Beirrcben  (If 
You  Have  No  Gold)  (Act  I)  (Beethoven)— 
Baritone,  with  Orch.;  in  German .  Michael  Bohnen 
3414  Muddy  Water  (Trent-DeRose-Richman)  —  Fox- 
trot, for  Dancing;  with  Vocal  Chorus, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Hello!  Swanee,  Hello!  (Coslow-Britt) — Fox-trot, 
for  Dancing;  with  Vocal  Duet, 

Ben  Ilernie  and  His  Hotel  Roosevelt  Orch. 
Snag  It  (Oliver)  — Fox-trot,  for  Dancing, 

The  Savannah  Syncopators 
Sugar     Foot     Stomp     (Oliver) —Fox-trot,  for 

Dancing   The  Savannah  Syncopators 

Where  Do  You  Work-a,  John?  (Push-a,  Push  a. 
Push)     (Weinberg-Marks-Warren)  —  lenor, 

with   Piano  and   Accordion  Billy  Harper 

[£    My    Baby    Cooks    as    Good    as    She  Looks 

(Kahal-Carroll)  — Tenor,  with  Piano ..  Billy  Harpei 
Cock-a- Doodle,  I'm  Off  My  Noodle,   My   Baby  s 
Back     (Johuson-Tob  as  Sherman)  —  Fox  trot, 
for  Dancing;  with  Vocal  Chorus, 

Six  lumping  Jack- 
The  Coat  and  Pants  Do  All  the  Work  and  the 
Vest  Gets  AH  the  Gravy   ( HarlanRoss-Shay) 

 Fox-trot,  for  Dancing;  with  Vocal  Chorus, 

Six  Jumping  Jack* 

LIST   FOR   FEBRUARY  24 
50076  Prophctc  -Ah,  moil  fils!    ^Ah,   My  Son!)  (Act 
II)    (Meyerbeer)— Contralto,   with   Orch.:  in 

French  S'Sr,t'  Oncgin 

Samson  et  Dalila— ( Amour  viens  a'der)  (Love, 
Lend  Mc  Thy  Might)  (Act  II)  (Saint  Saens) 


3361 


340S 


341. 


— Contralto,  with  Orch.;  in  French, 

Sigrid  Onegin 
3334  In    a    Little    Garden    (Y'ou    Made  Paradise) 
(Whittemore-Iula) — Violin  Solo,  with  Orch., 

Frederic  Fradkin 
To-night    Y'ou    Belong    to    Me    (Rose-David) — 

Violin  Solo,  with  Orch  Fredric  Fradkin 

3400  I   Love  the   Moonlight   (Dav.s-Akst-Richman) — ■ 
Fox-trot,  for  Dancing;  with  VocU  Chorus, 

Jack  Denny  and  His  Oich. 
Song    of    Shanghai    (Egan-Rose- Whiting) — Fox- 
trot,  for   Dancing  Jack  Denny  and  His  Orch. 

3379  Leander    (From    "Katja")     (Graham-Gilbert) — 
Fox-trot,  for  Dancing;  with  Vocal  Chorus, 

Park  Lane  Orch. 
Someone    (From   "Naughty   Riquette")  (Smith- 
Goodman-Rubens) — Fox-trot,  for  Dancing;  with 

Vocal  Chorus   Park  Lane  Orch. 

3409  Nobody's  Baby  But  Mine  (Endor-Ward) — Vocal- 
Instrumental   The  Y'acht  Club  Boys 

Ya  Gonna  Be  Home  To-night?  (Oh,  Y'eh;  Then 
I'll  Be  Over)  (Dixon-Dubin-Stept) — Vocal-In- 
strumental  The  Yacht  Club  Boys 

3156  Red  and  Black   (Alma  Mater)    (Wright)— Male 
Voices — Guy  E.  McLean,  Leader. 

Ohio  Wesleyan  University  Glee  Club 
Drink  to  Me  Only  With  Thine  Eyes  (Johnson- 
Gage) — Male  Voices — Guy  E.  McLean,  Leader. 

Ohio  Wesleyan  University  Glee  Club 


Okeh  Records 


FEBRUARY   1  RELEASE 

40738  It  Made  You  Happy  When  You  Made  Me  Cry 

(Donaldson) — Fox-trot,  with  Chorus  by  Rus- 
sell Douglas, 

Sam  Lanin  and  His  Famous  Players  10 
I  Gotta  Get  Myself  Somebody  to  Love  (Hand- 
man-Young)  Fox-trot,  with  Chorus  by  Russell 
Douglas. 

Sam  Lanin  and  His  Famous  Players  10 

40739  I've  Got  the  Girl   (Donaldson) — Fox-trot,  with 

Chorus  by  Russell  Douglas.. The  Goofus  Five  10 
I     Need    Lovin'     (Creamer-Johnson) — Fox-trot, 
with  Chorus  by  Russell  Douglas. 

The  Good  f us  Five  10 

40740  In  a  Little  Spanish  Town  ('Twas  On  a  Night 

Like  This)  (Lewis-Y'oung- Wayne) — Waltz  with 
Chorus  by  Irving  Kaufman. 

Sam    Lanin    and    His    Famous    Players  10 
Moonlight  on  the  Ganges  (Wallace- Myers) — Fox- 
trot, with  Chorus  by  Irving  Kaufman. 

Sam  Lanin  and  His  Famous  Players  10 

40741  Where    Do    You    Work-a    John     (Push-a  Push-a 

Push)  (Weinberg-Marks-Warren) — Fox-trot, 
with  Chorus  by  Tom  Stacks  and  His  Gang, 

Harry  Reser's  Jazz  Pilots  10 
You    Know — I    Know    Everything's    Made  For 
Love     (Johnson-Tobias-Sherman)  —  Fox-trot, 
with  Chorus  by  Tom  Stacks. 

Harrv  Reser's  Jazz  Pilots  10 

40742  The  Little  White  House  (At  the  End  of  Honey- 

moon Lane)  (From  the  Musical  Play  "Honey- 
moon Lane")  (Dowling-Hanley) — Fox-trot, 
with  Chorus  by  Tom  Stacks. 

Tom  Stacks  and  His  Minute  Men  10 
Jersey  Walk  (Shake  'Em  Up,  Kid)   (From  the 
Musical  Play  "Honeymoon  Lane")  (Creamer- 
Dowling-Hanley) — Fox-trot,    with    Chorus  by 
Tom  Stacks. 

Tom  Stacks  and  His  Minute  Men  10 

40743  I  Never  See  Maggie  Alone   (Tilsle}--Lynton)  — 

Fox-trot   Bar  Harbor  Society  Orchestra  10 

My  Little  Bunch  of  Happiness  (Davis-Akst) — 
Fox-trot,  with  Chorus  by  Vaughn  De  Leath. 

Bar  Harbor  Society  Orchestra  10 

40744  Tell     Me     To-night     (Connor-Little) — Fox-trot. 

with  Chorus  bv  Paul  Hagan. 

The  Melody  Sheiks  10 
Idolizing     (Messenheimer-Abrabamson-West)  — 
Fox-trot,  with  Chorus  bv  Paul  Hagan. 

The  Melody  Sheiks  10 

40745  When    I'm    In    Your   Arms    (Davis-Burke- Ash) 

— Fox-trot   The  Happy  Hour  Orchestra  10 

One  Alone  (From  the  Romantic  Operetta  "The 
Desert  Song")  (Harbach-Hammerstein  2nd- 
Romberg) — Fox-trot,    with    Chorus    by  Paul 

Hagan   The  Melody  Sheiks  10 

VOCAL  RECORDS 

40746  I'm  Tellin'  The  Birds— Tellin'  the  Bees  How  I 

Love    You    (Brown-Friend) — Contralto,  with 

Piano  Accomp  Vaughn  De  Leath  10 

I  Gotta  Get  Myself  Somebody  to  Love  (Lewis- 
Y'oung-Handman) — Contralto,  with  Piano  Ac- 
comp Vaughn  De  Leath  10 

40747  In  a  Little  Spanish  Town   ('Twas  On  a  Night 

Like   This)    (Lewis- Young-Wayne)   —  Tenor, 
Accomp.  by  Piano  and  Guitar.  Russell  Douglas  10 
(I've  Grown   So   Lonesome)    Thinking  of  You 
(Donaldson-Ash) — Tenor,    Accomp.    by  Piano 

and  Guitar    Russell  Douglas  10 

OLD  TIME  TUNE  RECORDS 

45077  When   We   Meet   On    That    Beautiful  Shore- 

Singing  and  Playing. 

Fiddlin'  John  Carson  and  His  Virginia  Reelers  10 
Long  Way  to  Tipperary — Singing  and  Playing. 
Fiddlin'  John  Carson  and  His  Virginia  Reelers  10 

45078  Soldier's   Jov — Fiddle,    Guitar   and  Harmonica. 

Zeb  Harrelson  and  M.  B.   Padgett  10 
Finger  Ring — Singing,  with  Fiddle,  Guitar  and 
Harmonica. 

Zeb  Harrelson  and  M.  B.  Padgett  10 

45079  Since  Y'ou  Called  Me  Sweetheart  (Klickman) — 

Mandolin,.  Saxpohone.  Guitar  and  Banjo. 

Elkins  Stringed   Steppers  10 
Speed    (Elkins) — Mandolin,    Saxophone.  Guitar 

and  Banjo   Elkins  Stringed  Steppers  10 

RACE  RECORDS 

8430  Paul   and   Silas  in  Jail — Spiritual.   Sermon  with 

Singing    Rev.  J.  M.  Gates  10 

Judgment   Day   Is  Coming  —  Spiritual,  Sermon 
with  Singing   Rev.  J.  M.  Gates  10 

8431  Dusty  Boitom   Blues  (Jones)  —  Fox-trot  (Talking 

by  Richard   M.  Jones). 

Richard  M.  Jones  Jazz  Wizards  10 
Scagmore  Green   (Jackson)  —  Fox-trot. 

Richard  M.  Jones  Jazz  Wizards  10 
S432  Yes.    I've    Been    Cheatin'    (Grainger-Whipp.r) — 
Contralto    and     Baritone     Duet,     with  P'ano 
Accomp.  by  Eddie  Heywood. 

Butterbeans  and  Susie  10 
Hard    Luck     Blues     (Butterbeans-Pichon) — Con- 
tralto and  Baritone  Duet,  with  Piano  Accomp. 
by  Eddie  Hevwood   ....Butterbeans  and  Susie  10 

8433  Swing    Low    Sweet    Chariot    (Snvth) — Spiritual, 

Piano  Accomp  Mouni  Vernon  Choir  10 

When    Jesus    Conies    (Gaines) — Spiritual,  Piano 
Accomp.   ...>.  Mount  Vernon  Choir  10 

8434  Boo  Hoo  Blues  (McDaniel)  — Contralto.  Accomp. 

by  Lovic  Austin's  Serenaders. 

Hattie   McDaniel  10 
I  Wish  I  Had  Somebody  ( McDaniel)— Contralto. 
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Accomp.  by  Lovie  Austin's  Serenaders. 

Hattie  McDaniel 
FEBRUARY  15  RELEASE 
DANCE  RECORDS 

40748  High-High-High    Up    In    The    Hills  (Watching 

The  Clouds  Roll  By  (Lewis- Young- Abra- 
hams)— Fox-trot,  Chorus  by  Russell  Douglas. 

Bar  Harbor  Society  Orchestra 
Here  or  There  (As  Long  As  I'm  With  You)  — 
(Davis-Greer) — Fox-trot,    Chorus   by  Vaughn 
De  Leath  ....  Bar  Harbor  Society  Orchestra 

40749  If  All  The  Stars  Were  Pretty  Babies   (And  I 

Was  The  Man  In  The  Moon)  (Rose-Fisher) 
— Fox-trot,  Vocal  Refrain. 

Ted  Wallace  and  His  Orchestra 
E-ne  Me-ne  Mi-ne  Mo  When  I  First  Met  Mary 
(Little-Verges-Shay) — Fox-trot,  Chorus  by  Ted 
Wallace   Ted  Wallace  and  His  Orchestra 

40751  Usen't  You  Used  To  Be  My  Sweetie?  (Bryan- 

Wendling) — Fox-trot,  Vocal  Refrain. 

Ted  Wallace  and  His  Orchestra 
Since   I   Found   You    (Clare-Woods) — Fox-trot, 
with  Chorus  by  Tom  Stacks. 

Harry  Reser's  Jazz  Pilots 
40753  If   I    Didn't    Know    Your    Husband    And  You 
Didn't  Know  My  Wife   (Gilbert-Baer)— Fox- 
trot, Vocal  Refrain. 

Bar   Harbor   Society  Orchestra 
Sam,   The   Accordion   Man    (Donaldson) — Fox- 
trot, Vocal  Refrain. 

Bar  Harbor  Society  Orchestra 
VOCAL  RECORDS 

40750  Blue   Skies   (Berlin)— Contralto   with  Orch. 

Vaughn  De  Leath 
There    Ain't    No    Maybe    in    My   Baby's  Eyes 
(Kahn-Egan-Donaldson) — Contralto  with  Orch. 

Vaughn  De  Leath 

40752  Where  Do  You  Work-a  John?  (Push-a  Push  a 

Push)    (Weinberg-Marks-Warren) — Tenor  and 

Baritone  Duet  with  Piano  Okeh-Kut-Ups 

Bridget  O'Flynn  (Where've  Ya  Been)  (Sterling- 
King) — Tenor  and  Baritone  Duet  with  Piano. 

Okeh-Kut-Ups 

OLD   TIME  TUNES 
45080  What  About  You?   (Jenkins)— Sacred,  Singing 

with  Organ   Jenkins  Family 

Drive  Away  Your  Troubles  With  a  Song  (Jenk- 
ins)— Sacred,  Singing  with  Organ. 

Jenkins  Family 
itter) — Singing 

with  Guitar  and  Harmonica ...  Henry  Whitter 
George  Collins   (Whitter) — Singing  with  Guitar 

and  Harmonica   Henry  Whitter 

RACE  RECORDS 

8435  Sweet    Woman,    See   For   Yourself    (Johnson)  — 

Singing  with  Guitar  Lonnie  Johnson 

Ball  and  Chain  Blues   (Johnson) — Singing  with 
Piano  and  Fiddle  Lonnie  Johnson 

8436  Skid-Dat-De-Dat  (Hardin)— Fox-trot,  Scat  Chorus 

by  Louis  Armstrong. 

Louis  Armstrong  and  His  Hot  Five 
Jazz  Lips  (Hardin) — Fox-trot. 

Louis  Armstrong  and  His  Hot  Five 

8437  Mess   Katie    Mess    (Kapp-Eller) — Contralto  with 

Piano  and  Trumpet.  ...  Bertha  "Chippie"  Hill 
Street    Walker    Blues — Contralto    and  Baritone 
Duet,  with  Richard  M.  Jones'  Jazz  Wizards, 
Bertha  "Chippie"  Hill  and  Richard  M.  Jones 
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Regal  Records 


DANCE  RECORDS 

8221  Sam,  the  Old  Accordion  Man — Fox:trot, 

Sam  Lanin's  Dance  Orch. 
St.  Louis  Shuffle — Fox-trot, 

Jack  Pettis  and  His  Band 

8222  When  I  First  Met  Mary— Fox-trot,  _ 

Sam  Lanin's  Dance  Orch. 
Since  I  Found  You — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

8223  Blue   Skies — Fox-trot   Hollywood  Dance  Orch. 

Why  Should  You  Cry  Over  Me? — Fox-trot, 

Hollywood  Dance  Orch. 

8224  To-night  You  Belong  to  Me — Waltz, 

Adrian  Schubert's  Salon  Orch. 
That  Certain  One— Waltz, 

Adrian  Schubert's  Salon  Orch. 

8225  I  Love  the  College  Girls— Fox-trot, 

Bill  Perry's  Entertainers 
He's  the  Last  Word — Fox-trot, 

Jack  Pettis  and  His  Band 

8226  Where   Do   You  Work-a,  John  ?— Fox-trot, 

Bill  Perry's  Entertainers 
Underneath  the  Moon — Fox-trot, 

Imperial  Dance  Orch. 

8227  I  Never  See  Maggie  Alone— Fox-trot, 

Bill  Perry's  Entertainers 
I  Love  You,  But  I  Don't  Know  Why — Fox-trot, 

Willie  Creager's  Dance  Orch. 

8228  I  Know  That  You  Know  (From  "Oh,  Please!  ') 

— Fox-trot   Sam  Lanin's  Dance  Orch. 

One  Alone   (From  "The  Desert  Song") — Fox- 
trot  Sam  Lanin's  Dance  Orch. 

8229  Yankee  Rose— Fox-trot, 

Willie  Creager's  Dance  Orch. 
Stockholm   Stomp — Fox-trot, 

Jack  Pettis  and  His  Band 
VOCAL  RECORDS 

8230  Thinking    of    You — Tenor    Solo,    with  Orch. 

Accomp.   Irving  Kaufman 

Yesterday — Male  Duet,  with  Piano  Accomp.. 

The  Radio  Imps 

8231  In    a   Little    Spanish   Town— Male    Duet,  with 

Piano  Accomp  ..The  Radio  Imps 

I  Still  Remember — Tenor  Solo,  with  Orch.  Ac- 
comp Charles  Harrison 

8232  Take  in  the  Sun,  Hang  Out  the  Moon — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

Put    Your   Arms    Where    They    Belong — Tenor 
Solo,  with  Orch.  Accomp  Irving  Kaufman 

8233  Hello!   Swanee,  Hello!— Male  Duet,  with  Piano 

Accomp  The  Radio  Imps 

'Deed  I  Do — Male  Duet,  with  Piano  Accomp., 

The  Radio  Imps 

8234  Do-Do-Do  (From  "Oh,  Kay!") — Contralto  Solo, 

with  Piano  Accomp  Evelyn  Preer 

He's  the  Last  Word — Contralto  Solo,  with  Piano 
Accomp  Evelyn  Preer 

8235  My  Sweetheart    My  Mother  and  Home — Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

There's  a  Spark  of  Love  Still  Burning — -Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

HAWAIIAN  RECORD 

8236  Hawaiian   Nights — Hawaiian   Guitar   Duet,  with 

Vocal  Refrain  Ferera-Paaluhi 

Honolulu    Honeymoon — Hawaiian    Guitar  Duet, 

with  Vocal  Refrain   Ferera-Paaluhi 

IRISH  RECORD 

8237  Green  Meadows  Reel — Instrumental  Trio,  with 

Irish  Reel   Flanagan  Brothers 

Irish  Fair  Day — Instrumental  Trio,  with  Irish 
Reel   Flanagan  Brothers 


RACE  RECORDS 

8238  I  Wants  a  Real  Man — Comedienne,  with  Piano 

and  Guitar  Accomp  Helen  Baxter 

Harlem    Blues — Comedienne,    with    Piano  and 
Guitar  Accomp  Mandy  Lee 

8239  I'm  Going  If  It  Takes  My  Life— Sermon,  with 

Choir   Rev.  J.  M.  Gates 

Waiting  at  the   Beautiful   Gate — Sermon,  with 
Choir   Rev.  J.  M.  Gates 

Vocalion  Records 


LIST   FOR   FEBRUARY  17 
15495  Moonlight    on    the   Ganges    (Wallace-Meyers) — 
Fox-trot,  for  Dancing;  with  Vocal  Chorus, 

Al  Goering's  Collegians 
Hello!  Swanee,  Hello!   (Coslow-Britt) — Fox-trot, 
for  Dancing;  with  Vocal  Duet, 

Al  Goering's  Collegians 
15503  Snag  It  (Oliver) — Fox-trot,  for  Dancing, 

King  Oliver  and  His  Dixie  Syncopators 
Sugar  Foot  Stomp  (Oliver) — Shimmy  One-step, 
for  Dancing, 

King  Oliver  and  His  Dixie  Syncopators 
5120  My  Carolina  Home — Vocal  Duet,  with  Mandolin 

and    Guitar.  .Lester  McFarland-Robert  A.  Gardner 
Old  Black  Sheep — Vocal  Duet,  with  Mandolin 
and  Guitar. .  .Lester  McFarland-Robert  A.  Gardner 
8006  EI  Fa  isan  (The  Pheasant)  (Nunez) — Dominguez 
Muguel     Lerdo     de  Tejada — Baritone,  with 
Orch.;  in  Spanish. 

Juan  Pulido,  with  The  Castilians 
Galleguita      (Little     Galician) — Baritone,  with 
Orch. ;  in  Spanish, 

Tuan  Pulido.  with  The  Castilians 


1063  I'll  Be  Satisfied — Vocal  Duet,  with  Guitar, 

Blind  Joe  Taggart-Emma  Taggart 
I  Wish  My  Mother  Was  on  That  Train — Vocal 
Duet,  with  Guitar, 

Blind  Joe  Taggart-Emma  Taggart 

LIST   FOR   FEBRUARY  24 
15494  Sunday      (Miller-Cohen-Stein-Krueger)   —  Fox- 
trot, for  Dancing;  with  Vocal  Chorus, 

Vanderbilt  Orch. 
Sweet  Thing  ( VVilliams-Kahn-Verges) — Fox-trot, 
for  Dancing;  with  Vocal  Chorus. Vanderbilt  Orch. 
15497  Clarinet    Marmalade    (Shields-Ragas) — One-step, 

for    Dancing.  ..  Fletcher  Henderson  and  His  Orch. 
Hot  Mustard  (Henderson) — Fox-trot,  for  Danc- 
ing  Fletcher  Henderson  and  His  Orch. 

5011  Uncle  Ned— Voice  and  Banjo ...  Uncle  Dave  Macon 
Braying  Mule — Voice  and  Banjo. Uncle  Dave  Macon 
5023  Buck-eyed   Rabbits — Instrumental;   Al.  Hopkins, 

Vocalist   The  Hill  Billies 

Round-Town    Gals — Instrumental;     Fiddle  and 

Guitar  by  Roe  Brothers  The  Hill  Billies 

8095  El  Novillo  Despuntado  (The  Bull  With  Blunted 
Horns)    (Moreno) — Danzon,    for  Dancing, 

The  Castilians 
Barcelona  (Kahn-Evans) — Fox-trot,  for  Dancing. 

The  Castilians 
1075  Someday      Sweetheart      (Spikes      Brothers) — 
Comedienne,  with  Violin,  Guitar  and  Piano, 

Evelyn  Thompson 
I  Got  a  Papa  Down  in  New  Orleans,  Another 
Papa  Up  in  Maine   (Culley-McHugh-Mills) — 
Comedienne,  with  Violin,  Guitar  and  Piano, 

Evelyn  Thompson 
1067  Noah  Building  the  Ark — Sermon,  with  Singing, 
Rev.  S.  J.  Worell  (Steamboat  Bill),  Assisted 
 ( Continued  on  page  144) 
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The  Love  Waltz 

By  MAURICE  JACQUET 
has  been  chosen  by  Gloria  Swanson  for  the 

THEME  MELODY 

Lyrics  for  this  song  by  J.  Keirn  Brennan 

Third  Edition  Printing 

Phonograph  and  Player  Roll  Early  Releases 


Harold  Flammer,  Inc., 

113  W.  57th  Street,  New  York. 

Please  send  us  copies  of  "The  Love  Waltz." 

Small  quantities,  20c.  each;  50  copies,  18c.  each;  100  copies,  16JAc  each. 

Name  

Street    . .  

City    State   


HAROLD  FLAMMER,  Inc. 

Steinway  Hall,  113  West  57th  St.,  New  York 
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and  Charming  Ballad/ 


PAL 
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lj  HIR.SCH  «J  LYMAN 
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VAGABOND 
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\gL  Different/ 

jjjfl^iy  KAHN  and  DONALDSON 

LEO.  FEIST  Inc. 

FEIST  BLDG. 

231-5  W.  40th  ST., 

NEW  YORK  CITY 


by  Rev.  Sister  Worell  and  Sister  McBride 
Christ  Healing  the  Blind — Sermon,  with  Singing, 
Rev.  S.  J.  Worell  (Steamboat  Bill).  Assisted 

by  Rev.  Sister  Worell  and  Sister  McBride 


Harmony  Records 


DANCE  SELECTIONS 
337-H  Blue  Skies — Fox-trot,  with  Vocal  Chorus  by 

Tom    Martin   The  Astorites 

Moonbeam!  Kiss  Her  for  Me — Fox-trot,  with 
Vocal  Chorus  by  Murry  Amster, 

Lou  Gold  and  His  Orch. 
328-H  My  Little  Bunch  of  Happiness — Fox-trot,  with 
Vocal  Chorus  by  Irving  Kaufman, 

Lou  Gold  and  His  Orch. 
I  Gotta  Get  Myself  Somebody  to  Love — Fox- 
trot, with  Vocal  Chorus  by  Irving  Kaufman, 
Lou  Gold  and  His  Orch. 
33S-H  If    You    See    Sally— Fox-trot,    with  Vocal 
Chorus  by  Tom  Frawley, 

Broadway  Bell  Hops 
Collette — Fox-trot,  with  Vocal  Chorus  by  Tom 

Frawley   Broadway  Bell  Hops 

336  H  I    Love    the    College    Girls — Fox-trot,  with 
Vocal  Chorus  by  Joe  Collegiate, 

WMCA  Broadcasters 
I    Never   See   Maggie   Alone — Fox-trot,  with 
Vocal  Chorus  by  Tom  Martin. The  Astorites 
330-H  If  I  Didn't  Know  Your  Husband  and  You 
Didn't    Know    My    Wife — Fox-trot,  with 
Vocal  Chorus  by  Art  Barnett, 

Tommy  Christian  and  His  Orch. 
Sam,  the  Old  Accordion  Man — Fox-trot. 

Tommy  Christian  and  His  Orch. 

339-  H  Y'ankee  Rose — Fox-trot.  .  WMCA  Broadcasters 

All  I  Want  Is  Y'ou — Fox-trot. 

WMCA  Broadcasters 

325-  H  Song  of  Shanghai — Fox-trot, 

WMCA  Broadcasters 
■   High,  High,  High  Up  in  the  Hills — Fox-trot, 
WMCA  Broadcasters 

333-  H  Schultz  Is  Back  Again — Fox-trot,  with  Vocal 

Chorus  by  Gus  Guderian, 

Frank  Cornwell  and  His  Orch. 
If  My  Baby  Cooks  (As  Good  as  She  Looks) 
— Fox-trot,  with  Vocal  Chorus  by  Art  Bar- 
nett  Tommy  Christian  and  His  Orch. 

340-  H  When    I    First    Met    Mary— Fox-trot,  with 

Vocal  Chorus  by  Jimmy  Flynn, 

Manhattan  Dance  Makers 
You    Went    Away    Too  Far — Fox-trot,  with 
Vocal  Chorus  by  Jimmy  Flynn, 

Manhattan  Dance  Makers 
327-H  Delilah — Fox-trot,  with  Vocal  Chorus  by  Tony 

Pace   Original  Indiana  Five 

He's  the   Last  Word — Fox-trot,   with  Vocal 
Chorus  by  Tom  Frawley, 

Broadway  Bell  Hops 

342-  H  Half  a  Moon — Fox-trot,  with  Vocal  Chorus 

by  Tom  Martin   The  Astorites 

Who'll    Be    the    One — Fox-trot,    with  Vocal 
Chorus  by  Murray  Amster, 

Lou  Gold  and  His  Orch. 

341-  H  Crazy    Words — Crazy    Tune  (Vo-do-de-o)— 

Fox-trot,   with   Vocal   Chorus  by  Gus  and 

Fuzzy  Frank  Cornwell  and  His  Orch. 

Voom  Voom  (Moaden  on  the  Gayden) — Fox- 
trot, with  Vocal  Chorus  by  the  Orchestra, 
Frank  Cornwell  and  His  Orch. 
332-H  Washboard  Blues — Fox-trot, 

The  Arkansas  Travelers 
Bonevard  Shuffle — Fox  trot, 

The  Arkansas  Travelers 
VOCAL  SELECTIONS 

334-  H  Blue   Skies — Vocal   Irving  Kaufman 

Forgive  Me — Vocal   Irving  Kaufman 

326-  H  Since  I  Found  Y'ou — Vocal, 

Honey  Duke  and  His  Uke 
Angel  Eyes — Vocal  Honey  Duke  and  His  Uke 

335-  H  Sunday — Novelty  Singing  Quartet, 

The  Harmonizers 
The  Dixie  Vagabond — Novelty  Singing  Quartet, 
The  Harmonizers 

343-  H  Moonbeam!  Kiss  Her  for  Me — Vocal, 

Irving  Kaufman 
The  Little  White  House  (From  "Honeymoon 

Lane") — Vocal   Charles  Harrison 

324-H  My  Little  Bunch  of  Happiness— Vocal  Duet, 

Tom  and  Jerry 

High,    High,    High   Up    in    the    Hills— Vocal 

Duet    ..?  Tom  and  Jerry 

329-H  There  Ain't  No  Maybe  in  My  Baby's  Eyes — 

Vocal   Jane  Gray 

He's  the  Last  Word— Vocal  Jane  Gray 

344-  H  Crazy    Words— Crazy    Tune  (Vo-do-de-o)— 

Vocal    Duet.  .Gertrude  Dwyer-Arthur  Fields 
I    Gotta    Get    Myself    Somebody    to  Love — 
Vocal    Duet.  .  Gertrude  Dwyer-Arthur  Fields 
331-H  Cock-a-Doodle,    I'm    Off    My    Noodle,  My 

Baby's  Back — Vocal   Jack  Kaufman 

If  I   Didn't   Know  Your   Husband  and  Y'ou 
Didn't  Know  My  Wife— Vocal, 

Jack  Kaufman 


Banner  Records 
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1907 


DANCE  RECORDS 

1905  Blue  Skies— Fox-trot   Imperial  Dance  Orch. 

Why  Should  You  Cry  Over  Me  ?— Fox-trot, 

Imperial  Dance  Orch 

1906  Where  Do  You  Work-a  John  ?— Fox-trot^ 

Bill  Perry  s  Entertainers 

Underneath  the  Moon— Fox-trot. Missouri  Jazz  Band 
Sam,  the  Old  Accordion  Man— Fox  trot 

Sam  Lanin  s  Dance  Orch. 
Stockholm  Stomp— Fox-trot. 

Tack  Pettis  and  His  Hand 

1908  Yankee  Rose— Foxtrot  .Willie  Creager's  Dance  Orch. 
St.   Louis  Shuffle— Fox-trot, 

Tack  Pettis  and  His  Band 

1909  To  night  You  Belong  to  Me— Waltz. 

Adrian  Schubert's  Salon  Orch. 

That  Certain  One— Waltz. 

Adrian  Schubert's  Salon  Orch. 
,9.0  1   Love  the  College  Girls-Fox,rot.  ^  ^^.^ 

Since  I  Found  You-Fox-trot.  ^  ^ 

,91!  I  Never  See  Maggie  Alone-Fox^c-,^  ^^.^ 

He's  the  Las,  Word-Fox-trot.  ^  ^  ^  ^ 

19.2  When  1  Firs,  Me,  Mary-^-o*  -trot^  ^  ^ 

I  Love  You.  Bui  I  Don',  Know  Why— Fox-lrot. 

Willie  Creager's  Dance  Orch. 
1913  I  Know  That  You  Know  (From  "Oh  L  . 

_Fox-,ro,   Sam  Lanin's  Dance  Orch. 


One  Alone   (From  "The  Desert   Song") — Fox- 
trot  Sam  Lanin's  Dance  Orch. 

VOCAL  RECORDS 

1914  In   a    Little    Spanish   Town — Male   Duet,  with 

Piano  Accomp  The  Radio  Imps 

Y'esterday — Male  Duet,  with  Piano  Accomp., 

The  Radio  Imps. 

1915  Take  in  the  Sun.  Hang  Out  the  Moon — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

•  I    Still  Remember — Tenor    Solo,    with  Orch. 

Accomp  Charles  Harrison 

1916  Do-Do-Do   (From  "Oh,  Kay")— Contralto  Solo. 

with  Piano  Accomp  Evelyn  Preer 

He's  the  Last  Word — Contralto  Solo,  with  Piano 
Accomp  Evelyn  Preer 

1917  Hello!  Swanee,  Hello!— Male  Duet,  with  Piano 

Accomp  The  Radio  Imps 

'Deed  I  Do — Male  Duet,  with  Piano  Accomp., 

The  Radio  Imps 

1918  Put   Your   Arms    Where   They  Belong — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

Thinking  of  Y'ou — Tenor  Solo,  with  Orch.  Ac- 
comp Irving  Kaufman 

1919  There's  a  Spark  of  Love  Still  Burning — Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

My  Sweetheart,  My  Mother  and  Home — Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

IRISH  RECORD 

2140  Irish  Fair  Day — Instrumental  Trio,  with  Vocal 

Accomp  Flanagan  Brothers 

Green  Meadows  Reel — Instrumental   Trio,  with 

Irish  Reel   Flanagan  Brothers 

HAWAIIAN  RECORD 

2141  Honolulu    Honeymoon — Hawaiian    Guitar  Duet, 

with  Vocal  Refrain   Ferera-Paaluhi 

Hawaiian   Nights — Hawaiian  Guitar  Duet,  with 

Vocal   Refrain   Ferera-Paaluhi 

RACE  RECORDS 

1920  Harlem    Blues — Comedienne,    with    Piano  and 

Guitar  Accomp  Mandy  Lee 

I  Wants  a  Real  Man — Comedienne,  with  Piano 
and  Guitar  Accomp  Helen  Baxter 

1921  Waiting  at   the   Beautiful   Gate — Sermon,  with 

Choir  Rev.  J.  M.  Gates 

I'm  Going  If  It  Takes  My  Life — Sermon,  with 
Choir   Rev.  J.  M.  Gates 


Emerson  Records 


VOCAL  RECORDS 

3101  Delilah — Fox-trot,  with  Vocal  Chorus. 

Fred  Hall  and  His  Orch. 
The  Riff  Song — Fox-trot,  with  Vocal  Chorus, 

Fred  Hall  and  His  Orch. 

3102  Lonely  Eyes — Fox  trot,  with  Vocal  Chorus, 

Bert  Kaplan  and  His  Orch. 
I    Love    the  Moonlight — Fox-trot,    with  Vocal 
Chorus   Marlborough  Dance  Orch. 

3103  Do-Do-Do — Fox-trot,  with  Vocal  Chorus, 

Bert  Kaplan  and  His  Orch 
High,   High,   High   Up   in   the   Hills — Fox-trot, 
with   Vocal    Chorus  Jack  Stillman's  Orch. 

3104  If  All  the  Stars  Were  Pretty  Babies^-Fox-trot. 

with  Vocal  Chorus.  ...  Bert  Kaplan  and  His  Orch 
It's  Up  to  Y'ou — Fox-trot,  with  Vocal  Chorus. 

Pennsylvania  Syncopators 

3105  Moonbeam   Kiss    Her   For   Me — Fox-trot,  with 

Vocal    Chorus   Fred  Hall  and  His  Orch. 

Good-bye,  Aloha — Fox-trot,  with  Vocal  Chorus. 

Marlborough  Dance  Orch. 

3106  My  Little  Bunch  of  Happiness — Fox-trot,  with 

Vocal   Chorus   Jack  Stillman's  Orch. 

Stop  Your  Crying — Fox-trot,  with  Vocal  Chorus, 

Marlborough  Dance  Orch. 

3107  I'd  Love  to  Call  Y'ou  My  Sweetheart — Quartet, 

Original  Criterion  Male  Quartet 
Let's  Forgive  and  Forget — Quartet, 

Original  Criterion  Male  Quartet 

3108  I  Never  See  Maggie  Alone — Novelty  Solo, 

Honey  Duke  and  His  Uke 
I  Gotta  Get  Myself  Somebody  to  Love — Novelty 
Duet   Fields-Dwver 

3109  He's  the  Last  Word— Novelty  Solo, 

Gertrude  Dwyer 
She  Keeps  Me  in  the  Dark — Novelty  Solo, 

Honey  Duke  and  His  Uke 

3110  Blue  Skies — Tenor  Solo   Arthur  Field* 

That's  What  I  Call  a  Pal— Tenor  Solo, 

Arthur  Fields 

3111  Where  Do  You  Work-a  John? — Novelty  Duet. 

The  Topnotchers 
What's  the  Use  of  Trying  to  Make  You  Love 

Me — Tenor  Solo   Arthur  Fields 

STANDARD  RECORDS 

7112  Roll  on  Silver  Moon — Y'odel  Song.. Frank  Kamplain 
Sleep.   Baby.   Sleep — Yodel   Song... Frank  Kamplain 

7113  Aloha  Oe — Hawaiian  Guitars  andTenor  Solo. 

Vernon  Dalhart 

Wailana    Waltz — Hawaiian   Guitars .  Ferera-Franchini 

7116  Silver  Threads  Among  the  Gold — Quartet. 

Criterion  Male  Quartet 
Love's  Old  Sweet  Song — Quartet., 

Stellar  Male  Quartet 

7117  When  You  and  I  Were  Y'oung,  Maggie. 

Howard  Shelley 

Comin'  Through  the  Rye  Nevada  Vanderveer 

7118  Sleep,  Kentucky  Babe   Florida  Four 

Old    Black   Joe. ..  .Elizabeth  Spencer-Stellar  Quartet 

7137  Dreamy  Hawaii — Hawaiian  Guitars, 

Ferera-Franchini 

Kawaha   Waltz — Hawaiian  Guitars, 

Ferera-Franchini 

7141  Isabe'la  Waltzer — Waltz   Swiss  Noveltv  Four 

Kuckuck — Waltz   Swiss  Novelty  Four 

7152  La  Golondrina — Duet,  with  Hawaiian  Guitars. 

Ferera-Franchini 
Cielito  Lindo — Duct,  with  Hawaiian  Guitars. 

Ferera-Franchini 
7154  The  Old  Rugged  Cross— Baritone  Solo, 

Ernest  Hare 

Onward.   Christian   Soldiers.  .Emerson  Male  Ouarte, 


Domino  Records 


DANCE  RECORDS 

3878  Blue   Skies — Fox  trot   Imperial  Dance  Orch 

Why  Should  Y'ou  Cry  Over  Me?— Fox-trot. 

Imperial  Dance  Orch. 
3876  Where  Do  Y'ou  Work-a,  John  ?— Fox-trot, 

Bill  Perry's  Entertainers 
Underneath  the  Moon — Fox-trot .  Missouri  Jazz  Band 

3883  Sam.  the  Old  Accordion  Man — Fox  , rot, 

Sam  Lanin's  Dance  Orch 
Slockholm   Stomp — Fox  trot. 

Tack  Pettis  and  His  Band 

3884  Yankee  Rose — Fox  trot.  Willie  Creager's  Dance  Orch. 
S,.  Louis  Shuffle — Fox-tro,. 

Tack  Penis  and  His  Band 

3879  To-night  You  Belong  ,o  Mc — Waltz, 

Adrian  Schubert's  Salon  Orch. 
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That  Certain  One — Waltz, 

Adrian  Schubert's  Salon  Orch. 

3880  I  Love  the  College  Girls — Fox  trot. 

Bill  Perry's  Entertainers 
Since  I  Found  You — Fox-trot. 

Sam  Lanin's  Dance  Orch. 
3882  I  Never  See  Maggie  Alone — Fnx-trot, 

Bill  Perry's  Entertainers 
He's  the  Last  Word — Fox-trot. 

Jack  Pettis  and  His  Band 
3877  When  I  First  Met  Mary — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
I  Love  You,  But  I  Don't  Know  Why — Fox-trot, 

Willie  Creager's  Dance  Orch. 

3881  I  Know  That  Y'ou  Know  (From  "Oh,  Please") 

— Fox-trot   Sam  Lanin's  Dance  Orch. 

One  Alone  (From  "The  Desert  Song") — Fox- 
trot  ■  Sam  Lanin's  Dance  Orch. 

VOCAL  RECORDS 

3888  In   a    Little    Spanish    Town — Male    Duet,  with 

Piano  Accomp  The  Radio  Imps 

.   Yesterday — Male  Duet,  with  Piano  Accomp., 

The  Radio  Imps. 

3889  Take  in  the  Sun,  Hang  Out  the  Moon — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

I    Still    Remember — Tenor    Solo,    with  Orch. 
Accomp  Charles  Harrison 

3885  Do-Do-Do  (From  "Oh,  Kay!")— Contralto  Solo, 

with   Piano   Accomp  Evelyn  Preer 

He's  the  Last  Word — Contralto  Solo,  with  Piano 
Accomp  Evelyn  Preer 

3886  Hello!   Swanee,  Hello! — Male  Duet,  with  Piano 

Accomp  The  Radio  Imps 

'Deed  I  Do — Male  Duet,  with  Piano  Accomp., 

The  Radio  Imps 

3887  Put    Your    Arms    Where    They  Belong — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

Thinking  of  You — Tenor  Solo,  with  Orch.  Ac- 
comp Irving  Kaufman 

3890  There's  a  Spark  of  Love  Still  Burning — Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

My  Sweetheart.  My  Mother  and  Ho"ie — Tenor 

Solo,  with  Novelty  Accomp  Vernon  Dalhart 

IRISH  RECORD 
0169  Irish  Fair  Day — Instrumental  Trio,  with  Vocal 

Accomp  Flanagan  Brothers 

Green  Meadows   Reel — Instrumental   Trio,  with 

Irish  Reel   Flanagan  Brothers 

HAWAIIAN  RECORD 
0168  Honolulu    Honeymoon — Hawaiian    Guitar  Duet, 

with  Vocal  Refrain   Ferera-Paaluhi 

Hawaiian   Nights — Hawaiian   Guitar  Duet,  with 

Vocal   Refrain   Ferera-Paaluhi 

RACE  RECORDS 
3892  Harlem    Blues — Comedienne,    with    Piano  and 

Guitar  Accomp  Mandy  Lee 

I  Wants  a  Real  Man — Comedienne,  with  Piano 
and  Guitar  Accomp  Helen  Baxter 

3891  Waiting   at   the   Beautiful    Gate — Sermon,  with 

Choir   Rev.  J.  M.  Gates 

I'm  Going  If  It  Takes  My  Life — Sermon,  with 
Choir   Rev.  J.  M.  Gates 


Latest  Summary  of  Exports 
and  Imports  of  "Talkers" 


Figures  on  Exports  and  Imports  of  Talking 
Machines  and  Records  for  December — General 
Increase  Over  Year  Previous 


Washington,  D.  C,  February  7. — In  the  sum- 
mary of  exports  and  imports  of  the  commerce 
of  the  United  States  for  the  month  of  Decem- 
ber, 1926  (the  latest  period  for  which  it  has 
been  compiled),  the  following  are  the  figures 
bearing  on  talking  machines  and  records: 

The  dutiable  imports  of  talking  machines  and 
parts  during  December,  1926,  amount  in  value 
to  $44,184,  as  compared  with  $40,160  worth 
which  were  imported  during  the  same  period 
of  1925.  The  twelve  months'  total  ended 
December,  1926,  showed  importations  valued 
at  $640,915;  in  the  same  period  of  1925,  $393,645 

Talking  machines  to  the  number  of  10,937, 
valued  at  $416,648,  were  exported  in  December, 
1926,  as  compared  with  7,978  talking  machines, 
valued  at  $208,864,  sent  abroad  in  the  same 
period  of  1925.  The  twelve  months'  total 
showed  that  we  exported  103,759  talking  ma- 
chines, valued  at  $3,280,632,  as  against  81,079 
talking  machines,  valued  at  $2,270,637,  in  1925. 

The  total  exports  of  records  and  supplies  for 
December,  1926,  were  valued  at  $230,440,  as 
compared  with  $165,244  in  December,  1925.  The 
twelve  months  ending  December,  1926,  show 
records  and  accessories  exported  valued  at 
$2,222,890,  as  compared  with  $1,720,623  in  1925. 

The  countries  to  which  these  instruments 
were  sent  during  December  and  their  values 
were  as  follows:  United  Kingdom,  $2,126; 
other  Europe,  $13,234;  Canada,  $7,449;  Central 
America,  $20,148;  Mexico,  $50,652;  Cuba,  $34, 
702;  Argentina,  $37,703;  Chile,  $49,914;  Colombia. 
$26,242;  Peru,  $7,664;  other  South  America, 
$61,375;  China,  $2,268;  Japan,  $335;  Philippine 
Islands,  $19,656;  Australia,  $44,499;  New  Zea- 
land, $14,330;  other  countries,  $24,351. 


Constance  Mering,  who  is  known  throughout 
the  country  as  a  concert  pianist  and  who  is 
at  present  appearing  in  the  Ziegfeld  musical 
show,  "Rio  Rita,"  is  a  new  Columbia  recording 
artist. 


Compromise  Radio  Bill  Passed  by  the 
House  and  Is  Presented  to  the 
Senate   3 

Constant  Promotion  Is  a  Vital  Trade 

Necessity   4 

Bell  &  Howell  Filmophone  Synchro- 
nizes Sound  and  Action  in  Movies 
for  the  Home   6 

Instalment   Plan   Is   Sound,  National 

Survey  Shows   8 

Analysis  of  the  Radio  Service  Prob- 
lems of  Talking  Machine  Dealers .  .  10 

A  Budget  of  Profit-Winning  Sales 
Wrinkles    II 

Simplified  Science  in  the  Salesman's 

Selling  Talk   12 

Time  Payment  Plan  Proves  a  Boon  to 

Dealers   .  14 

Money-Making  Suggestions  for  Am- 
bitious Merchants   16 

Plan  Daytime  Broadcasting  to  Help 
Dealers  in  Demonstrating  Radio 
Sets   19 

Inveterate   Shopper  a  Trade  Evil — 

Suggested  Remedy   22 

Federal  Control  of  Radio  Broadcast- 
ing   24 

What  the  Victor  Co.  Stock  Sale  In- 
dicates     24 

Two  Basic  Principles  of  Dealer  Suc- 
cess   24 

Good  Daylight  Radio  Programs  to 
Help  Trade   25 

Home   Demonstration  an  Expensive 

Method   25 

Frequent  Turnover  Measures  Profits 

in  Record  Department  26-27 

Public  Shows  Faith  in  Talking  Ma- 
chine by  Over-Subscribing  for  Vic- 
tor Stock   30 


Canadian  and  British  Radio 
Markets  Promise  Big  Year 

Officials  of  English  and  Canadian  Brandes 
Organizations  Make  Optimistic  Predictions 
Concerning  Coming  Year 

The  radio  markets  of  Canada  and  England 
are  healthy  and  promise  a  marked  growth  in 
volume  of  sales  during  1927,  in  the  opinion  of 
British  and  Canadian  executives  of  Federal- 
Brandes,  Inc.,  who  recently  concluded  a  con- 
ference in  the  merchandising  headquarters  of 
Kolster-Brandes  products  in  New  York.  Among 
those  attending  the  conference  were  Wallace 
A.  Bartlett,  managing  director,  and  G.  E.  J. 
Oakley,  chief  engineer  of  Brandes,  Ltd.,  Lon- 
don, and  J.  B.  Byers,  manager  of  the  London 
concern,  and    C.    R.    Frazier,    sales  manager 


How    Specializing    in    Irish  Records 

Built  Profits  for  O' Byrne  DeWitt .  .  32 

Standardization  Is  Aiding  Materially 


in  Stabilization  of  Radio  Industry..  35 

Interesting  Comments  on  Salesman- 
ship by  a  Veteran  Talking  Machine 
Retailer   38 

Featuring  the  Musical  Possibilities  of 

the  Talking  Machine   42 

Outside  Follow-up  of  "Hot"  Prospects 
Essential  to  Close  Sales  of  Instru- 
ments   43 

Chicago  Civic  Opera  Co.  Broadcast 
Under  the  Auspices  of  the  Bruns- 
wick Co   44 

Short-Term  Contract  Aids  Collections  48 

Creating  Demand  Through  Better 
Displays   52 


Plan  to  Reorganize  Utah  Branch  of 

Association  of  Music  Industries.  .  .  58 

Brunswick  Special  Representatives 
Train  Dealers  to  Sell  the  Com- 
pany's Product   68 

Kellogg  Chicago  Representatives  Meet 
to  Plan  Building  Up  of  Sales  Vol- 
ume   80 

New  Stores  and  Changes  Among 
Talking  Machine  Dealers  During 
the  Past  Month   86 

E.  E.  Shumaker  Sees  the  Talking  Ma- 
chine and  Radio  as  Allies,  Not 
Competitors   90 

In  the  Musical  Merchandise  Field  .  131-135 

"Any  Transaction  That  Can  Be  Con- 
summated in  Person  Can  Also  Be 
Done  by  Mail"   131 

Merchandise    Manufacturers  Discuss 

Promotion  Plans   132 

Gleanings  From  the  World  of 
Music  137-140 

Latest  Releases  of  Talking  Machine 
Records   141-145 


of  Canadian  Brandes,  Ltd.,  of  Toronto,  Canada. 

"The  market  for  sets  using  from  one  to  six 
tubes  is  expected  to  grow  rapidly  during  the 
next  few  years  for  two  reasons,"  said  Mr. 
Bartlett.  "The  industrial  situation  is  improving 
and  the  recent  reallocation  of  wave  lengths 
made  at  the  Geneva  conference  has  prevented 
chaos.  The  two-tube  set  will  bring  in  twenty 
stations  very  nicely  in  most  instances  and  the 
six-tube  set  can  get  230  stations.  Good  recep- 
tion is  general  throughout  the  country." 

Regenerative  sets  are  no  longer  being  made 
in  Canada,  according  to  Mr.  Byers,  who  stated 
that  this  has  improved  reception  there.  He 
stated  that  the  value  of  sets  sold  this  Winter 
exceeds  that  of  last  year,  but  the  number  is 
smaller,  showing  that  more  costly  sets  are  in 
demand.  There  has  been  very  little  price- 
cutting  in  Canada,  Mr.  Byers  said,  adding  that 
the  market  is  on  a  firm  basis. 


CORRESPONDENCE  FROM  LEADING  CITIES 

Toledo,  51 — New  York,  56 — Salt  Lake  City,  58 — Akron-Canton,  62 — Cincinnati,  66 
— Milwaukee,  66 — Minneapolis  and  St.  Paul,  70 — Kansas  City,  74 — Pittsburgh,  75 — 
Boston,  78 — St.  Louis,  82 — Cleveland,  84 — Philadelphia,  92-98 — Baltimore,  100 — 
Richmond,    104 — Chicago,    107-115 — Detroit,  135 — Los  Angeles,   136 — Canada,  128 
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Combined  Achievement 

THE  RADIO  CORPORATION  OF  AMERICA      >       THE  GENERAL  ELECTRIC  COMPANY 

THE  STARR  PIANO  COMPANY 


Possible  only 
by  the 
very  latest 
scientific 
discoveries 


LIGHTNING  TUNED  To  MUSIC 


The  inevitable 
result 

of 
years  of 

research 


Gktmett 


Black  Label  Seventy-five  Cents 

"The  Record  With  A  Profit" 

New  Principles  Natural  Tone 

New  Methods  Full  Volume 

New  Formulas    Supreme  Quality 
Today's  Masterpiece 

The  improved  Qennett  sales  plan  eliminates  every  possibility  of 
dead  stock.  New  quotations  guarantee  larger  profits 


GENNETT  RECORD 

Richmond,  Indiana,  U*  S*  A* 
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Captures 


New  Interests 
New  Markets 

New  Opportunities  for  YOU 


Beginning  very  soon  now,  the  big- 
gest national  magazines  reaching  all 
worth  while  buying  groups  will 
carry  Edison  advertising  in  domi- 
nant position,  weekly.  At  the 
strategic  buying  periods,  newspapers 
in  the  principal  buying  centers  will 
repeat  the  news  of  Thomas  A. 
Edison's  new  phonograph. 

THOMAS  A.  EDISON,  Inc. 
ORANGE,  N.  J. 


Ask  the  nearest  Edison  Jobber  about  the  new  opportunity 


NEW  YORK 
Albany — American  Phonograph  Co. 

OHIO 

Cleveland — The  Phonograph  Co. 

PENNSYLVANIA 

Philadelphia — Girard  Phonograph  Co. 
Williamsport — W.  A.  Myers 

TEXAS 

Dallas — Texas-Oklahoma  Phono- 
graph Co.  .^i;  ' 

UTAH 

Ogden — proudfit  Sporting  Goods  Co. 


VIRGINIA 
Richmond — The  C.  B.  Haynes  Co.,  Inc. 

CANADA 
St.  John— W.  H.  Thorne  &  Co.,  Ltd. 
St.  Thomas — Edison  Phonograph 

Distrib.  Co. 
Vancouver — Kent  Piano  Co.,  Ltd. 

CALIFORNIA 
San  Francisco— Edison  Phonograph 
Dist.  Co. 

COLORADO 
Denver — Edison  Phonograph  Dis-'  - 
tributing  Co. 

GEORGIA 
Atlanta — Edison  Phonograph  Dist.  Co. 


ILLINOIS 
Chicago — Edison  Phonograph 
Distributing  Co. 

LOUISIANA 
New  Orleans — Diamond  Music  Co.,  Inc. 

MICHIGAN 

Detroit— The  K.  B.  Ailing  Co. 
MISSOURI 
Kansas  City — Edison  Phonograph 
Dist.  Co. 
St.  Louis — Silvertone  Music  Co. 

NEW  JERSEY 
Orange — Edison  Phonograph 
Distributing  Co. 
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mechanical  reproduction  —  an  in- 
strument that  will  surprise  you 
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Louis  S.  Sterling,  Chairman  of  Board  of 

Columbia  Co.,  Discusses  World  Trade 

Finds  Increasing'  Evidence  of  Prosperity  in  Phonograph  Industry  in  European  Nations — Co- 
lumbia Co.  Made  and  Sold  Over  7,000,000  Records  Throughout  the  World  in  December,  1926 


Returning  to  New  York  after  spending  three 
months  abroad,  Louis  S.  Sterling,  chairman  of 
the  Board  of  Directors  of  the  Columbia  Phono- 
graph Co.,  Inc.,  New  York  City,  and  managing 
director  of  the  Columbia  Graphophone  Co.,  Ltd., 
London,  England,  gave  a  representative  of  The 
Talking  Machine  World  an  interesting  resume 
of  general  conditions  in  Europe  with  particular 
reference  to  the  activities  of  the  phonograph  in- 
dustry. For  several  years  past  the  phenomenal 
success  of  the  Columbia  Graphophone  Co.,  Ltd., 
has  been  one  of  the  outstanding  features  of  this 
industry  and  the  same  successful  methods  utiliz- 
ed by  the  executives  of  this  company  have  con- 
tributed materially  to  the  signal  success  at- 
tained by  the  Columbia  Phonograph  Co.  in  this 
country  for  the  past  eighteen  months. 

"The  last  three  months  of  1926  were  the  big- 
gest in  the  history  of  the  Columbia  Graphophone 
Co.,  Ltd.,"  said  Mr.  Sterling.  "This  is  equally 
true  of  January  and  February  of  this  year,  and 
there  is  every  reason  to  believe  that  Columbia 
activities  throughout  the  world  will  in  1927  ex- 
ceed all  previous  figures.  In  the  month  of  De- 
cember, 1926,  we  sold  over  2,000,000  records  in 
Great  Britain  alone,  emphasizing  the  strength  of 
the  phonograph  industry  in  that  country. 

"Germany  was  particularly  prosperous  in  1926, 
and  the  Carl  Lindstrom  organization,  which  is 
allied  with  the  Columbia  Graphophone  Co.,  Ltd., 
closed  last  year  the  biggest  business  in  the  his- 
tory of  the  phonograph  industry  in  Germany. 
The  company's  sales  were  in  accordance  with 
general  business  conditions  in  Germany,  for  this 
country  is  enjoying  an  industrial  boom  that 
gives  every  indication  of  being  a  permanent  one. 
For  example,  on  the  stock  exchange  there  is  a 
tremendous  demand  for  German  industrial 
stocks,  although  the  price  range  gives  a  divi- 
dend yield  averaging  4  per  cent.  The  demand 
for  the  stocks,  however,  is  based  on  an  excep- 
tional activity  in  every  German  industry,  which 
will  undoubtedly  be  reflected  in  increased  div- 
idends in  the  very  near  future. 

"The  past  twelve  months  have  witnessed  a 
very  substantial  increase  in  the  prosperity  of 
practically  every  industry  throughout  Great 
Britain.  The  Manchester  cotton  mills  for  the 
first  time  since  1921  have  canceled  their  mutual 
agreement  to  keep  open  only  three  days  a  week, 
and  the  mills  will  now  operate  just  as  many  days 
per  week  as  necessary  in  order  to  turn  out  a 
sufficient  volume  to  meet  their  contracts.  This 
healthy  condition  is  traceable,  of  course,  to  the 
low  price  of  cotton.  For  the  first  time  since 
1921  many  of  the  shipyards  in  Great  Britain  are 
loaded  up  with  orders  and  by  the  Fall  of  this 
year  it  is  expected  that  business  generally  will  be 
excellent  in  practically  every  industry.  By  the 
end  of  1927  unemployment  will  undoubtedly  be 
back  to  a  pre-war  basis,  making  for  general 
prosperity  everywhere. 

"Italy  made  very  rapid  progress  during  1926, 
and  our  company  made  more  money  last  year  in 
Italy  than  during  any  year  in  Columbia  history. 

"France  is  only  fair,  so  far  as  we  are  con- 
cerned, showing  slight  gains  but  with  no  marked 
development.  This  country  is  manifesting  a 
steady  improvement,  but  unemployment  is  in- 
creasing owing  to  the  gradual  stabilization  of 
the  money  exchange,  and  economic  authorities 
do   not   expect   France  to    regain  permanent 


prosperity  until  an  agreement  is  reached  with 
America  and  Great  Britain  on  the  war  debt. 

"Speaking  generally,  phonograph  business 
throughout  Europe  last  year  was  the  best  that 


Louis  S.  Sterling 

the  industry  has  ever  experienced,  and  this  ap- 
plies to  Austria,  Hungary,  Czecho-Slovakia  and 
other  countries.  The  popularity  of  the  phono- 
graph may  be  attributed  to  a  general  apprecia- 
tion of  music  by  the  public  as  a  whole,  but  the 
prime  reason  is  probably  due  to  the  fact  that 
the  phonograph  is  one  of  the  few  products  that 
have  not  increased  in  price  proportionately  with 
the  rate  of  wages  earned  by  the  average  work- 


ing man  in  Europe.  Phonographs  are  being 
sold  to-day  throughout  Europe  at  practically 
pre-war  prices,  and  while  the  working  man  is 
earning  higher  wages  than  he  did  prior  to  the 
war,  he  recognizes  in  the  phonograph  a  medium 
that  provides  entertainment  and  education  with 
no  price  increase,  but  which  has  maintained 
the  same  standard  of  value.  It  is  also  true  that 
the  increased  demand  for  phonographs  and  rec- 
ords throughout  Europe  may  be  attributed  to 
the  marked  decrease  in  the  drinking  proclivities 
of  the  European  nations.  Throughout  Europe 
the  people  are  more  moderate  in  their  drinking 
than  during  any  other  time  in  history,  and  this 
is  reflected  in  the  demand  for  music. 

"The  big  bulk  of  phonograph  sales  throughout 
Europe  is  in  the  class  of  instruments  retailing 
at  $15  to  $50,  and  in  1926  practically  85  per  cent 
of  the  machines  sold  approximated  this  figure. 
There  is  a  steadily  increasing  demand  for 
twelve-inch  records,  and  the  sales  of  our  Master- 
works  Series  in  1926  showed  a  very  substantial 
gain  over  the  preceding  year.  In  fact,  the  sales 
of  the  Masterworks  Series  in  January,  1927, 
were  double  the  figures  of  January,  1926. 

"The  reports  which  I  have  received  from  the 
executives  of  the  Columbia  Phonograph  Co., 
Inc.,  in  this  country,  indicate  that  1926  was  a 
splendid  year,  but  I  am  particularly  pleased  with 
the  fact  that  the  record  sales  for  January  and 
February  of  this  year  showed  a  50  per  cent  in- 
crease over  the  corresponding  months  in  1926. 
Our  machine  business  in  this  country  has  been 
very  satisfactory,  and  we  are  now  getting  under 
way  for  a  healthy  year.  Record  business  as  a 
whole  seems  to  be  on  the  upgrade,  but  general- 
ly speaking,  record  sales  will  usually  keep  step 
with  the  demand  for  phonographs,  for  an  old 
phonograph  very  seldom  acts  as  a  stimulant  to 
increased  record  business.  Columbia  dealers, 
therefore,  are  building  up  a  substantial  machine 
business,  recognizing  that  their  record  sales  will 
be  in  a  measure  proportionate  to  the  new  in- 
struments they  sell.  I  might  add  in  conclusion 
that  during  the  month  of  December,  1926,  all  of 
the  Columbia  companies  throughout  the  world 
manufactured  and  sold  over  7,000,000  records, 
which  figure  we  are  inclined  to  regard  with 
pardonable  pride  and  gratification." 


Major  J.  E.  Hahn  Elected 

President  of  Amrad  Corp. 

Continues  His  Activities  Also  as  President  of 
the  De  Forest  Radio  Corp.,  Ltd.,  of  Canada — 
Powel  Crosley  Retains  His  Interest 


gage,  it  is  understood,  in  an  independent  radio 
business  of  his  own. 

It  will  be  remembered  that  the  Amrad  Corp. 
was  reorganized  a  little  more  than  a  year  ago, 
when  Mr.  Crosley  acquired  control  of  the  com- 
pany and  became  chairman  of  the  board. 


Major  James  E.  Hahn  was  elected  president 
and  general  manager  of  the  Amrad  Corporation 
located  at  Medford  Hillside,  Mass.,  at  a  recent 
meeting  of  the  board  of  directors.  Major  Hahn's 
activities  are  perhaps  better  known  in  Canada 
than  in  the  United  States,  as  he  is  president  of 
the  De  Forest  Radio  Corp.,  Ltd.,  of  Toronto, 
in  which  Powel  Crosley,  Jr.,  president  of  the 
Crosley  Radio  Corp.,  in  Cincinnati,  O.,  is  heavily 
interested. 

Major  Hahn  will  divide  his  time  between  the 
De  Forest  Corp.,  of  Canada,  and  the  Amrad 
Corp.,  of  Medford  Hillside,  Mass.,  and  it  is  ex- 
pected that  he  will  put  into  effect  in  the  Amrad 
factory  the  same  policies  that  have  built  the 
Canadian  corporation  to  its  present  outstand- 
ing position,  carrying  on  the  work  for  which 
the  Amrad  has  been  noted  in  the  matter  of 
scientific  engineering  developments. 

Harold  J.  Power,  who  is  withdrawing  as  presi- 
dent of  the  Amrad  Corp.,  having  sold  his  inter- 
est in  the  corporation  to  Major  Hahn,  will  en- 


40  Per  Gent  Increase  in 

Carryola  Portable  Sales 

Don  T.  Allen,  Vice-president  of  Carryola  Co.  of 
America,  Reports  Closing  of  Two  Busy 
Months — Production  Breaks  Record 


Milwaukee,  Wis.,  March  7. — Don  T.  Allen, 
vice-president  of  the  Carryola  Co.  of  America, 
reports  the  closing  of  two  phenomenal  months 
in  January  and  February  of  this  year;  the  sales 
being  40  per  cent  ahead  of  1926.  The  Carryola 
factory  is  working  at  the  largest  production  in 
the  history  of  the  company,  and  judging  from 
the  orders  on  hand  all  previous  records  for 
Carryola  sales  will  be  broken  in  the  first  six 
months  of  the  year.  The  Carryola  advertising 
and  sales  campaign,  announced  recently  in  de- 
tail, is  meeting  with  the  hearty  approval  of  the 
dealers  everywhere,  and  the  figures  for  the  first 
two  months  of  the  year  reflect  the  practical 
value  of  this  campaign. 
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Analysis  of  the 
sales  field  will 
show  the  retail 
dealer  where  he 
stands  and  point 
the  way  to  sales 


Sales  Mean  Profits — 
What  Can  You  Expect? 


What  volume  of  business  can  you  reasonably 
expect  in  your  territory?  This  is  a  very  im- 
portant question  for  every  dealer  to  be  able 
to  answer,  especially  those  who  are  located 
in  small  communities.  The  problem  of  secur- 
ing fairly  accurate  information  is  not  particu- 
larly involved,  but  it  does  require  some  thought 
and  work.  The  dealer  should  know  the  answer 
for  several  reasons.  First,  to  determine 
whether  it  will  be  necessary  for  him  to  expand 
his  sales-promotion  campaign  to  take  in  a 
larger  territory  than  his  immediate  community. 
Second,  if  he  is  faced  with  keen,  and  sometimes 
unscrupulous  competition,  the  necessity  for 
more  energetic  methods  of  sales  promotion  will 
be  emphasized.  It  is  an  unfortunate  fact  that 
the  dealer  whose  store  is  located  in  a  section 
of  a  city  or  town  where  there  is  not  sufficient 
potential  business  to  give  him  a  profit  will 
inevitably  be  compelled  to  go  out  of  business 
unless  he  overcomes  the  handicap  by  covering 
a  larger  district. 

Analysis  a  Necessity 

An  analysis  of  the  kind  suggested  is  of  vital 
importance.  No  manufacturer  is  satisfied  to 
sit  back  and  guess  at  the  sales  possibilities  of 
the  product  he  is  making.  Research  gives  him 
an  idea  of  the  probable  demand.  Armed  with 
this  data  the  manufacturer  is  prepared  to  plan 
his  sales-promotion  campaign  accordingly.  In 
other  words,  he  is  eliminating  guesswork  from 
his  business. 

The  dealer,  too,  must  get  down  to  brass 
tacks.  He  must  know  where  he  stands.  He 
must  protect  his  investment  by  being  reason- 
ably certain  that  there  is  a  chance  of  success. 
Once  the  retail  merchant  knows  what  to  expect 
the  problem  becomes  one  of  turning  potential 
customers  into  actual  buyers. 

The  Musical  Census 

The  musical  census  is  without  question  the 
most  effective  way  for  the  dealer  to  determine 
the  number  of  prospects  in  his  community. 
While  it  is  a  little  more  difficult  for  the  dealer 
located  in  a  congested  district  of  a  large  city  to 
take  a  musical  census  it  can  be  done,  as  has 
been  proved  by  the  experiences  of  many  mer- 


By  Robert  L.  Kent 

chants.  At  various  times  in  the  past  there  have 
appeared  in  The  Talking  Machine  World 
articles  describing  in  detail  just  how  dealers 
have  put  the  musical  census  idea  across. 

The  small-town  retailer  has  a  simpler  prob- 
lem. He  knows  most  of  the  people  in  his  com- 
munity or  they  know  of  him.  The  attitude  of 
the  public  to  the  merchant  is  more  hospitable, 
making  it  comparatively  easy  for  the  dealer  or 
members  of  his  sales  organization  to  make  a 
canvass  of  the  territory. 

While  personal  calls  undoubtedly  are  most 
effective  this  method  is  expensive.  Direct  mail 
will  accomplish  satisfactory  results  at  a  frac- 
tion of  the  cost.  An  excellent  "musical  census" 
questionnaire  that  can  be  used  in  connection 
with  a  post  card  will  be  sent  to  dealers  upon  re- 
quest to  The  Talking  Machine  World. 

Big  Sales  in  a  Small  Territory 

A  talking  machine  dealer  located  in  one  of  the 
most  crowded  apartment  house  sections  of  New 
York  City  discovered  that  there  were  so  many 
establishments  in  competition  with  him  that  it 
was  almost  impossible  to  do  the  volume  of 
business  he  thought  necessary  by  catering  to 
persons  living  near-by.  He  realized  that,  no 
matter  how  effective  his  sales  promotion,  the 
other  merchants  would  get  a  good  share  of  the 
business,  and  because  the  neighborhood  could 
support  only  half  the  number  of  retail  stores  it 
boasted  he  would  be  compelled  to  do  one  of 
two  things:  move  to  a  location  where  com- 
petition was  less  keen  or  retain  his  location, 
using  it  is  a  base  for  more  extended  merchan- 
dising operations.  He  chose  the  latter.  He  had 
one  delivery  truck  and  two  of  his  salesmen 
owned  automobiles.  He  planned  a  sales-canvass 
to  cover  a  territory  within  a  fifty-mile  radius  of 
the  store.  The  two  salesmen  covered  a  different 
territory  each  day  and  soon  a  surprising  num- 
ber of  sales  were  recorded — business  that  this 
dealer  would  never  have  been  able  to  secure 
by  any  other  means.  He  enjoyed  not  only  the 
normal  volume  of  sales  that  he  could  expect 
in  his  neighborhood,  but  in  addition  a  large 
volume  of  business  from  outside  sources.  This 
is  a  concrete  illustration  of  how  the  expansion 


The  territory  in 
ivhich  your  busi- 
ness has  been 
established  may 
be  made  to  pay 
by  expanding  it 


of  the  field  of  operations  can  be  made  produc- 
tive of  business. 

Another  dealer,  representing  the  opposite  ex- 
treme in  type,  operated  a  store  in  a  town  of 
2,500  population.  He  handled  talking  machines 
and  radio,  but  discovered  that  his  sales  volume 
was  not  large  enough  to  give  him  an  adequate 
profit  on  his  investment.  After  considerable 
thought  this  dealer  turned  his  store  over  to  a 
competent  and  aggressive  young  man,  whom 
he  made  manager.  Daily  he  loaded  a  talking 
machine  and  radio  set  in  his  automobile  and  he 
scoured  the  farming  districts  for  business.  This 
canvassing-selling  drive,  during  the  last  year, 
has  netted  close  to  one  hundred  sales  of  radio 
sets,  in  addition  to  numerous  sales  of  talking 
machines.  Of  course,  this  business  was  secured 
only  by  the  hard  work  of  a  man  of  ability. 
A  Harvest  of  Good  Will 

There  is  another  angle  of  the  outside  selling 
plan  that  is  worth  emphasizing.  Not  only  does 
it  overcome  the  handicap  of  small  restricted 
territory  but  the  very  fact  that  the  merchant 
reaches  people  outside  of  his  immediate  district 
gives  him  the  opportunity  of  making  contacts 
that  should  eventually  produce  a  substantial 
volume  of  business,  even  if  the  results  of  the 
first  canvass  are  not  entirelv  satisfactory. 


Heads  North  Shore  T.  M.  Go. 


Evanstox,  III.,  March  4. — G.  W.  Davidson, 
manager  of  the  North  Shore  Talking  Machine 
Co.,  has  purchased  the  interests  of  other  stock- 
holders and  was  recently  elected  president  of 
the  new  organization.  The  establishment  will 
continue  under  the  same  name  at  712  Church 
street. 


New  York  Incorporation 

The  Everite  Radio  &  Phonograph  Co.,  New 
York,  was  recently  incorporated  at  Albany 
with  a  capital  stock  of  $50,000.  The  in- 
corporators are  T.  Frey,  J.  Tannenbaum  and 
F.  H.  Mahoney. 


"NYACCO"  Manufactured  Products 

NYACCO  Record  Albums 
NYACCO  Radio  Sets 
NYACCO  Portable  Phonographs 
NYACCO  Photograph  Albums 
NYACCO  Autograph  Albums 

Twenty  years'  manufacturing  experience  enables  us  to  offer  the  trade  a  line  that  is  tried  and  proven. 
Jobbers  and  Dealers:    Write  us  for  full  information. 

NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

Note  New  Address  64  Wooster  Street,  New  York 
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Coming! 

A  New  Brunswick  Panatrope 
With  Radiola~TKe  138-C 

The  Supreme  Achievement  in  Music  or  Radio 

Features  of  the  New  Model  138-C 


,  I    mS§. 


1.  De  Luxe  Panatiope  equipment  combined  with  8-tube  Radiola 
Super-heterodv  ne. 

2.  New  and  distinctive  cabinet  .  .  .  figured  walnut  with  overlay 
decorations.  Height,  45  in. ;  width,  3  5  %  in. ;  depth,  20 y2  in. 

3.  Doors  fold  completely  back. 

Barrel  loop  antenna  controlled  by  dial  directly  under  radio 
panel. 

Radio  panel  so  located  as  to  permit  operation  from  either 
sitting  or  standing  position. 

Automatic  cut-off  switch  for  current  supply  controlled  by 
cabinet  door. 


New-type  constant-contact  Panatrope  volume  control 
marked  improvement  over  former  5 -stage  type. 


Panatropes      Phonographs      Radiolas  Records 
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General  Phonograph  Mfg.  Corp.  Chartered 
— Otto  Heineman  President  of  New  Firm 

New  Corporation,  With   $250,000    Capital,    Replaces  General  Phonograph  Corp.  as  Operating 
Company,  Making  Motors,  Needles,  Etc. — Stockholders  Agree  to  Important  Plans 


The  General  Phonograph  Mfg.  Corp.  was  in- 
corporated recently  with  a  capital  of  $250,000 
under  the  laws  of  the  State  of  New  York.  This 
company  will  replace  after  April  1  the  General 
Phonograph  Corp.  as  an  operating  company 
and  will  manufacture  motors  and  needles  under 
the  various  trade  names  which  have  become 
internationally  famous.  The  General  Phono- 
graph Corp.  will  continue  as  a  holding  com- 
pany exclusively,  owning  all  of  the  stock  of  the 
General  Phonograph  Mfg.  Corp.  and  practically 
all  of  the  stock  of  the  General  Industries  Co., 
Elyria,  O.  The  formation  of  the  General 
Phonograph  Mfg.  Corp.  is  in  accordance 
with  the  result  of  a  special  meeting  of 
stockholders  of  the  General  Phonograph  Corp. 
held  at  the  company's  executive  offices  in  New 
York  on  March  9,  at  which  various  details 
regarding  the  incorporation  of  the  new  com- 
pany, as  well  as  the  physical  and  financial  set- 
up to  the  affiliated  companies,  were  ratified 
unanimously  by  the  stockholders. 

Otto  Heineman  is  president  of  the  General 
Phonograph  Mfg.  Corp.,  as  well  as  the  General 
Phonograph  Corp.  In  a  letter  to  the  stock- 
holders, written  under  date  of  February  26, 
Mr.  Heineman  pointed  out  briefly  the  remark- 
able accomplishments  of  the  General  Phono- 
graph Corp.  in  the  past  seven  years.  In  1920, 
owing  to  the  tremendous  setback  of  the  indus- 
try, the  company  was  heavily  indebted  in  vari- 
ous directions,  but  Mr.  Heineman  and  his  asso- 
ciates "carried  on"  notwithstanding  exceptional 
handicaps  and  adverse  conditions,  until  to-day 
the  company  and  its  affiliated  organizations  are 
in  splendid  shape  financially  and  industrially. 
In  fact,  the  accomplishments  of  the  organiza- 
tion in  recent  years  have  been  little  short  of 


phenomenal,  and  the  company  has  been  receiv- 
ing the  congratulations  of  phonograph  execu- 
tives the  country  over  upon  the  present  set-up 
of  the  organization. 
A.  G.  Bean,  for  the  past  eight  years  president 


The  motors,  tone  arms,  sound  boxes  and 
needles  manufactured  by  the  Gencra'  Phono- 
graph Mfg.  Corp.  and  the  General  Industries 
Co.  will  be  marketed  exclusively  through  the 
Okeh  Phonograph  Corp.,  a  corporation  formed 
last  Fall  and  owned  by  the  Columbia  Phono- 
graph Co.,  Inc. 

This  company,  which  manufactures  the  very 
popular  Okeh-Odeon  record  library,  is  also 
headed  by  Mr.  Heineman  and,  judging  from  its 
expansion  the  past  few  months,  it  will  attain 
an  outstanding  success  during  the  coming  year. 
Sales  totals  are  steadily  increasing  and  the  new 
Western  Electric  system  of  electrical  record- 
ing has  been  enthusiastically  praised  by  Okeh 
jobbers  and  dealers  throughout  the  country. 
During  the  past  few  months  a  number  of  prom- 
inent artists  have  signed  exclusive  Okeh  con- 
tracts, and  the  present-day  Okeh  record  is  made 
under  the  exclusive  and  well-known  Columbia 
process  which  eliminates  surface  noises. 

To  keep  pace  with  the  steady  growth  of  the 
company,  the  Okeh  recording  laboratory  will 
move  to  new  and  larger  quarters  on  April  1,  in 
the  old  Tiffany  Building  at  Fourteenth  street 
and  Union  Square,  New  York.  Charles  Hib- 
bard,  a  pioneer  in  the  development  of  record- 
ing art  and  a  leader  in  this  important  division 
of  the  industry,  continues  as  technical  director 
of  the  Okeh  laboratories,  assisted  by  a  com- 
petent staff  of  recording  experts. 


Otto  Heineman 

of  the  General  Industries  Co.,  Elyria,  O.,  will 
continue  in  this  important  position,  being  in 
complete  charge  of  the  company's  activities. 
Mr.  Bean  not  only  is  a  prominent  figure  in  the 
phonograph  industry,  but  is  well  known  in  busi- 
ness circles  throughout  Ohio  in  connection  with 
his  various  civic  and  industrial  activities. 


Mr.  and  Mrs.  T.  A.  Edison 

Celebrate  Anniversary 

Fort  Myers,  Fla.,  March  2. — While  holidaying 
here  Mr.  and  Mrs.  Thomas  A.  Edison  celebrated 
their  forty-first  wedding  anniversary  by  a  visit 
to  a  local  moving  picture  theatre,  making  the 
trip  in  one  of  the  products  of  their  next-door 
neighbor,  Henry  Ford. 


The  Nail-Robertson  Piano  Co.,  Kansas  City, 
Mo.,  was  recently  incorporated. 


A  "Real"  album 
with  individual 
record  packets. 
(Not  a  Box) 


PEERLESS 

ART  ALBUMS 

All  Peerless  Albums  are  quality  albums.  From  the  finest  Art  Mission 
Album  produced  for  individual  10  and  12  inch  records  or  in  combination  to 
the  smallest  album  for  a  portable  machine  these  products  are  all  of  the  Peer- 
less high  standard.  Send  for  a  sample  of  the  Art  Mission  Album  in  the  size 
you  can  use  and  note  the  attractive  binding,  gold  embossing  and  the  popular 
price.  Also  send  for  catalog  of  our  entire  line  of  albums,  record  holders  and 
record  carrying  cases. 

New  Peerless  Portables 

A  Revelation  in  Artistic  Workmanship 


A  machine,  in  which  not  only 
the  case,  but  the  entire  interior 
(including  turntable)  is  covered 
with  a  beautiful  Suede  Genuine 
Leather. 

An  innovation  that  will  delight 
the  eye  of  your  customers  that 
love  nice  things,  at  a  very  attrac- 
tive price. 

C  «  £00  A  popular  priced  quality  instrument — covered  diaphragm  Repro- 
*  A  3  ducer  with  one-piece  solid  brass  drawn  tone-arm — and  a  real 


$25.00  Retail 

Contains  a  genuine  leather  covered  rec- 
ord album  with  individual  pockets  (not 
a  box)  and  gold  plated  clasp  for  mono- 
gram. 


Retail 


album. 


PEERLESS  ALBUM  CO. 


PHIL.  RAVIS,  President 


636-638  BROADWAY,  NEW  YORK 
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Brunswick  Electrical  Recording 

is  the  musical  news  of  the 
month  in  The  Saturday  Eve- 
ning Post  and  Liberty  Magazine 

THE  story  of  Brunswick's  "Light-Ray" 
electric  recording  (music  by  photography) 
is  told  Saturday  Evening  Post  and  Liberty 
readers  this  month  in  full  page  color  space.  See 
the  March  12th  issue  of  The  Saturday  Evening 
Post  and  March  9th  issue  of  Liberty. 

By  giving  the  phonograph-owner  a  new  interest 
in  his  instrument . . .  thus  making  him  a  customer 
for  Brunswick  Records  as  well  as  for  Bruns- 
wick's new  musical  instruments  .  .  .  this  adver- 
tising helps  every  Brunswick  dealer.  Step  up 
your  record  sales  by  running  the  weekly  Bruns- 
wick releases  in  your  local  paper.  Mats  supplied 
free.    Ask  nearest  branch. 

Panatropes       Phonographs        Radiolas  Records 
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Outstanding  Brunswick 
"Light-Ray"  Records 
of  the  month 


"Blue  Skies"  .  .  .  "Since  I  Found  You" 

— fox  trots  with  vocal  chorus.  Vin- 
cent Lopez  and  His  Casa  Lopez  Or- 
chestra. 3426 

*  *  *. 

"Muddy  Water"  .  .  .  "Ain't  She  Sweet  ?" 

— Harry    Riehman,    Comedian,  with 

Orchestra.  3435 

*  *  * 

"Yankee  Rose" — fox  trot  .  .  .  "High, 
High,  High  Up  in  the  Hills" — fox  trot 
with  vocal  trio  by  The  Bonnie  Laddies. 
Harry  Archer  and  His  Orchestra.  3452 

*  »  * 

"Lohengrin" — Prelude  to  Act  III  .  .  . 
"Lohengrin" — Wedding  Music  (Act  III, 
Scene  1).  Cleveland  Symphony  Or- 
chestra,  Nikolai  Sokoloff,  Conductor. 
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Dedicated  to 
Constructive -Instructive  Selling 
6t/  Gross -Brennan  .Inc. 


51 


s 


Vol.  1.  No.  l 


NEW  YORK 


BOSTON 


February,  1927 


the  salestractorl 


THE  title  and  dedication  of  this  publica- 
tion represents  as  nearly  as  words  permit 
the  spirit  in  which  Gross-Brennan,  Inc., 
was  founded  and  in  which  spirit  we  wish  to 
continue  to  function  and  grow  with  our  dealers. 

The  term,  "permanent  value,"  now  a  by- 
word in  radio  selling,  first  appeared  in  Strom- 
berg-Carlson  advertising.  In  connection  with 
Stromberg-Carlson  products,  it  means  exactly 
what  it  says,  that  straight  along  the  line  from 
factory  to  ultimate  owner,  no  depreciation  of 
value  can  result  from  Stromberg-Carlson  policy. 

That  is  what  we  mean  by  constructiveness  in 
radio,  that  is  what  is  meant  by  all  you  read 
about  stabilization  in  radio. 

The  constructive  Stromberg-Carlson  policy 
we  were  called  on  to  establish  at  the  outset, 
was  at  first  termed  everything  from  impractical 
to  visionary — even  idealistic — a  terrible  word. 
Our  dealers'  success,  and  incidentally  Strom- 
berg-Carlson and  Gross-Brennan  success  quickly 
proved  the  efficacy  of  the  policy. 

And  followers,  with  the  vision  to  see  that 
idealism  tempered  by  common  sense  is  often 
more  practical  than  opportunism,  have  proved 
it  by  their  success. 

The  bad  examples  of  radio's  early  days  have 
not  yet  been  erased  from  the  minds  of  many 
who  survived  those  days,  or  who,  entering  the 
held  when  the  worst  was  over,  still  believe  that 
methods  which  prevailed  then  can  again  prove 
profitable. 

To  dissipate  such  false  hopes  and  false  be- 


liefs is  what  we  mean  by  instructive/less  in  radio 
selling. 

Radio  is  now  an  accepted,  established  indus- 
try. To  place  the  taking  of  immediate  profits 
ahead  of  the  building  of  a  business  has  been 
proven  unconstructive  throughout  all  radio's 
past.  How  can  it  ever  prove  constructive  in 
the  future? 

Many  manufacturers,  now  memories  in  radio, 
set  demoralizing  examples  till  they  succumbed 
to  inevitable  results.  Many  distributors,  now 
memories  in  radio,  tried  to  outdo  manufactur- 
ers at  the  same  game.  The  great  wonder  is 
that  so  many  retailers  who  suffered  under  such 
untrustworthy  sources  of  supply  have  survived 
and  have  kept  their  visions  of  a  lasting  future 
in  radio  unimpaired. 

To  help  enlarge  such  vision  was  one  of  the 
reasons  why  Gross-Brennan,  Inc.,  was  founded. 
To  help  spread  the  growth  of  such  vision  must 
always  be  the  Gross-Brennan  job. 

Our  platform  is  this:  "To  build  a  future  for 
our  dealers  as  well  as  for  ourselves  rather  than 
merely  exploit  the  present.  To  make  the  Strom- 
berg-Carlson franchise  cherished  as  an  ever  in- 
creasing asset  to  all  who  maintain  and  merit  it." 

Therefore,  this  publication  is  dedicated  to 
your  growth  and  ours  through  constructive-in- 
structive sales  measures.  We  sincerely  hope 
that  every  associated  Stromberg-Carlson  dealer 
will  take  fullest  advantage  of  the  opportunities 
these  columns  offer  for  successful  development 
of  his  business 
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These  sound  sales  principles  make  the  Stromberg-Carlson  line  a  preferred  asset  for  each  dealer. 

Gross-Brennan — Stromberg-Carlson — Dealers,  their  salesmen  or  service 
men,  who  have  not  yet  received  a  copy  of  the  Salestructor,  should  so 
notify  our  offices  to  assure  their  names  being  on  our  mailing  list. 

GROSS-BRENNAN,  Inc. 
New  York  &  B  iston  Representatives  for  Stromberg-Carlson  Telephone  Mfg.  Co. 

342  Madison  Ave.,  New  York  City  910  Little  Bldg.,  Boston,  Mass. 

Telephone — Vanderbilt  4025  Telephone — Hancock  7559 
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YOUR  WARM  WEATHER  SALES 

QyW/ARCH^the  first  month  of  Springs  has  held  the 
record  for  Stromberg- Carlson  sales  for  the  past  two 
seasons.  This  indicates  a  realization  by  dealers  that 
when  conditions  are  not  at  their  best,  the  worth  of 
these  magnificent  instruments  becomes  even  more 
apparent.  With  a  Stromberg-Carlson  weakened 
signals  may  be  amplified  readily  to  needed  volume, 
for  there  is  always  a  surplus  of  powers  made  pos- 
sible through  total  shielding.  Stromberg- Carlsons 
are  "summer-time"  Receivers^"daylight"  Receivers 
^Receivers  that  will  stimulate  your  "after-the- 
peak-  of-  the  -season"  trade  in  radio. 

Dealers  can  safely  stock  and  push  these  Receivers 
in  the  Spring  and  Summer  months. 

Stromberg-Carlson  Telephone  Mfg.  Co. 

ROCHESTER,  NEW  YORK 
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The  air  temperature  has  important  influence  on 
radio  transmission.  The  illustration  adapted  from 
graphs  prepared  by  Dr.  L.  W.  Austin  of  the  U.S. 
Bureau  of  Standards,  shows  clearly  how  the  strength 
of  the  Radio  signal  decreases  as  the  average  air 
temperature  rises.  Only  a  receiver  of  ample  power 
will  give  satisfactory  results  in  warm  weather. 
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Analysis  of  the  Radio  Service  Problems 
of  Talking  Machine  Dealers 


Nation-wide  Survey  of  Radio  Servicing  Methods  of  Talking  Machine  Dealers  Shows  That  Few  Merchants  Know 
^  hat  Service  Department  Operation  Costs — A.  Radio  Service  Agreement  and  Guarantee, 
Service  Card  and  Record  Used  by    Successful    Retail  Dealer 


(The  third  of  a  series  of  articles  analyzing  the  radio 
service  problems  of  retail  talking  'machine  dealers  and  sug- 
gesting solutions  that  have  stood  the  acid  test  of  experiment 
based  upon  a  questionnaire  sent  to  dealers  throughout  the 
country  by  The  Talking  Machine  World. — Editor.) 

In  spite  of  the  simplicity  of  the  problem  of 
determining  the  cost  of  radio  service  apparently 
few  talking  machine  dealers  know  what  per- 
centage of  their  gross  profits  is  consumed  by 
the  operation  of  a  service  department.  When  a 
dealer  enjoys  a  fair  volume  of  radio  business, 
maintains  prices  and  merchandises  along  rea- 
sonably economical  lines  and  at  the  same  time 
cannot  show  a  satisfactory  profit  normally  to 
be  expected  from  his  sales  volume,  something 
is  radically  wrong  and  the  chances  are  that 
something  is  the  cost  of  extending  service. 

The  returns  of  the  questionnaire  sent  by  The 
Talking  Machine  World  to  retail  talking  ma- 
chine dealers  throughout  the  country  showed  a 
startling  range  in  the  percentage  of  cost  of  serv- 
ice in  comparison  to  the  total  overhead  of  the 
radio  department.  From  2  per  cent  to  less  than  50 
per  cent  of  every  dollar  spent  in  overhead  in 
merchandising  radio  was  consumed  by  the  serv- 
ice end  of  the  business.  Many  retailers  de- 
clared that  they  had  never  "figured  it  out"; 
some  stated  bluntly  that  service  cost  eliminated 
entirely  profits  on  sales  and  only  one  dealer  de- 
clared that  his  service  department  paid  its 
own  way  through  sales  made  by  service  men 
and  charges  for  all  calls. 

While  the  answers  to  the  questionnaire  indi- 
cated a  lamentable  lack  of  knowledge  of  costs, 
at  the  same  time  the  need  for  more  complete 
methods  of  cost  finding  in  many  talking  ma- 
chine establishments  was  emphasized.  As  was 
mentioned  in  a  preceding  paragraph,  the  prob- 
lem is  not  a  difficult  one.  Indeed,  it  is  a.  mat- 
ter of  simple  accountancy. 

The  dealer  who  knows  how  each  branch  of 
his  business  stands  is  in  a  fortunate  position. 
If  a  department  is  not  showing  a  profit,  or,  as 
in  the  case  of  the  radio  service  department,  is 
costing  too  much,  he  knows  this  without  loss 
of  time  and  can  take  steps  to  remedy  the  situ- 
ation. 

How  the  International  Phonograph  Co.,  of 
New  York  City,  which  enjoys  a  large  radio 
business,  reduced  the  cost  of  service  when  it 


discovered  that  the  expense  was  making  seri- 
ous inroads  on  profits,  illustrates  concretely  the 
value  of  a  well-thought-out  plan  of  service  de- 
partment operation.  This  concern  suddenly 
awoke  to  the  fact  that  many  purchasers  of  radio 
sets  expected  free  service  for  an  indefinite 
period;  namely,  the  life  of  the  set. 

The  situation  was  serious  because  of  the 
heavy  cost  of  keeping  customers  satisfied,  and 
finally  the  International  Phonograph  Co. 
reached  the  conclusion  that  a  definite  service 
policy  would  have  to  be  established.  The  re- 
sult has  proved  even  better  than  anticipated. 

Briefly,  the  system  provides  that  each  pur- 
chaser of  a  radio  set  is  entitled  to  certain  kinds 
of  service,  not  for  any  stated  period  of  time,  but 
limited  by  four  service  calls.  To  bring  this 
home  to  patrons  was  the  task  the  company 
faced,  and  in  order  to  do  this  most  effectively 
the  service  agreement  was  incorporated  in  a 
contract  illustrated  herewith.  This  service 
agreement  has  attached  to  it  four  coupons.  One 
coupon  is  given  to  the  service  man  after  each 
call  and  when  the  four  coupons  have  been  re- 
claimed by  the  store  a  charge  for  each  service 
call  thereafter  is  made.  This  service  agreement 
is  good  for  one  year  only.  In  other  words,  the 
customer  must  use  the  four  coupons  within  a 
twelve-month  period.  The  coupons  are  num- 
bered 1,  2,  3  and  4,  and  contain  the  following 
text: 

Free  Radio  Service  Coupon 

Date  of  Sale  Account  No  

Purchaser    Address  

Upon  request  and  presentation  of  this  coupon  within 
one  year  from  date,  the  purchaser  is  entitled  to  a  Radio 
service  call  free. 


Dalr  of  Purchu* 


INSTRUCTIONS  TO  SERVICE  MAN 


I. ...ll.il  ...I  H.wi  ColWi.,1  h 


I  iW  undWii,  •  vluitrS  lAr  Ftadtn  V 
■  in  gvnd  tvdrr  anA  to  my  j-n'.ir 


in  itllrd  And  fount!  i 


\our  man  has  been  here  and  adjusted  my  Radio  to  my 
entire  satisfaction. 

Signed  

Customer's  Signature. 

Date   Serviced  by  

Service  Record  File 

A  radio  service  card  file  is  kept  in  the  store. 
A  card  is  filled  out  for  each  customer  and  its 
purpose  is  to  give  the  service  department  head 
or  store  manager  complete  information  regard- 
ing the  service  extended  to  a  customer  without 
loss  of  time.  An  important  item  on  this  card 
is  a  paragraph  that  reads  as  follows:  "I,  the 

undersigned,  wit- 
nessed the  radio  set 
installed  and  found 
same  to  be  in  good 
working  order  and 
to  my  satisfaction." 
Beneath  this  is  space 


Fin*!  Dmte  o!  Sorrier 


tlKRVICB  CARI)  OF  JOMKPII  H.  MAYKHol" 


Above:  Radio  Service  Card  Used  by 
Joseph  H.  Mayers  for  Permanent 
Record  in  Store 

Right:  Service  Record  used  by  Parnes 
&  Jacobs,  Inc.,  New  York,  That 
Helps  to  Eliminate  Confusion 


Date  So!d- 
N.ime  


SERVICE    RECORD  o«i„n<. 

  Sold  by    Thonc  


Addn 


Remarks  - 


Apt.- 


Mnlvc 


Tvpc 


Serial  No - 


Darc  Inst.- 


InstntlcJ  by  - 


Type  of  Arial- 


Pilt  In  D»lr  Oui        O.  K.  h 


REMARK' 


ACCESSORIES 
A  Supply  


Cab. 


for  the  signature  of  the  customer.  The  card, 
which  is  illustrated  on  this  pagej  is  self-ex- 
planatory.    On  the  right  is  another  form  of 

SERVICE  AGREEMENT 

AND 

GUARANTEE 

BETWEEN 

JOSEPH  H.  MAYERS.  103  Essex  St..  New  York.  Seller 


And 
AdJr< 


Purchaser 


—  Acct.  No- 


Article 


SERVICE  AGREEMENT 

Joseph  H  Mayers  will  repair  the  radio  instrument  described  above  (or  a 
period  of  one  (1)  year  from  date  of  purchase,  If  upon  investigation  it  is  found 
that  there  is  a  mechanical  or  electrical  defect  in  the  set  Itself. 

Every  owner  of  a  radio  set  should  famtliarixe  himself  with  the  use  and 
care  of  a  radio  set,  thus  eliminating  unnecessary  Service  calls,  I  furnish  four 
(4)  free  service  call  coupons  which  the  purchaser  can  u«  within  one  year  from 
the  date  of  purchase  only, 

I  further  agree  that  at  the  time  of  receiving  service  on  this  radio  1  am 
to  surrender  one  coupon  received  from  Joseph  H.  Mayers,  and  that  after 
surrendering  all  my  service  coupons  I  am  not  to  be  entitled  to  any  further 
service  on  this  radio  unless  1  pay  for  same.    Said  coupons  are  not  transferable. 

After  installing  the  aerial  and  hooking  up  the  set  at  the  purchaser's 
home,  Joseph  H.  Mayers  will  not  replace  (free  of  charge)  any  aerial  or  other 
installation  that  the  purchaser  may  want  due  to  wires  being  cut  or  purchaser's 
removal  from  one  location  to  another.  If  service  of  this  nature  is  requested, 
Joseph  H.  Mayers  will  cheerfully. give  estimate  of  such  work. 

Joseph  H.  Mayers  is  not  to  be  responsible  for  the  replacement  of  any 
cabinets,  batteries,  eliminators,  tubes  or  all  other  accessories  after  installation 
ticket  is  signed  by  the  purchaser  at  his  home,  showing  that  the  instrument 
was  installed  and  left  in  perfect  condition, 

When  the  service  of  radio  department  is  requested  there  will  b*  a  charge 
of  $1.00  plus  carfare  made  for  service  if  upon  investigation  it  is  found  that  the 
radio  set  itself  is  not  at  fault,  but  that  the  instrument  is  not  operating  satis- 
factorily due  to  run  down  condition  of  batteries,  tubes,  eliminators,  etc. 

I  further  agree  that  if  I  attach  or  install  accessories  of  any  kind  to  the 
radio  herein,  not  purchased  from  the  said  Joseph  H.  Mayers,  that  I  will  not  hold 
the  said  Joseph  H.  Mayers  responsible  for  any  bad  effect  that  fluch  accessories 
may  have  upon  the  operation  of  the  radio  herein. 

I  FURTHER  AGREE  THAT  AT  NO  TIME  WILL  I  BE  ENTITLED  TO 
DEMAND  FROM  JOSEPH  H.  MAYERS  ANY  SERVICE  ON  THIS  RADIO 
UNLESS  MY  PAYMENTS  ARE  MADE  UP  TO  DATE,  and  I  otherwise  comply 
with  all  the  terms  of  this  contract, 

GUARANTEE 

Joseph  H.  Mayers  guarantees  this  radio  set  to  be  free  from'  mechanical 
and  electrical  defects  and  to  function  properly  when  installed  in  accordance  with 
my  authorized  directions.  I  agTet  »o  replace  at  my  expense  any  unit  or  part 
which  may  prove  defective  within  90  days.  (Batteries,  eliminators,  tubes, 
cabinets,  tables,  aerial  equipment  and  all  other  radio  accessories  not  Included.)! 
Tt  is  understood  that  the  radio  covered  by  this  guarantee  is  a  scientific  instrument, 
the  effective  operation  of  which  is  subject  to  the  skill  and  knowledge  of  the 
operator,  manner  and  kind  of  aerial  installation  and  location  of  the  instrument, 
atmospheric  conditions  and  other  interferences;  and  it  is  understood  that 
irrespective  of  whether  separate  payment  is  made  to  Joseph  H.  Mayers  for 
Installation  of  this  instrument  or  .aerial,  no  representation  warranty  or  guaranty 
as  to  specific  kind  of  operation  of  results  is  made  by  Joseph  H.  Mayers  by 
virtue  of  the  installation  in  Question;  and  as  this  instrument  was  not  manu- 
factured by  Joseph  H.  Mayers,  the  only  warranty  made  by  Joseph  H.  Mayers 
is  thai  the  instrument  is  that  of  The  manufacturer  and  Is  in  workable  and  good 
condition  at  the  time  of  delivery  Reception  of  specific  and  distant  stations  not 
guaranteed.  I  will  adjust  the  instrument  in  question  free  of  charge  upon  a 
surrender  of  a  service  coupon  which  is  hereby  attached.  No  repairing  or 
polishing  of  woodwork  fs  included  in  this  guarantee. 

No  representation  or  agreement  has  been  made  with  reference  to  this 
guarantee  and  service  agreement  except  as  hereinabove  set  forth.  No  agent  or 
representative  of  Joseph  H.  Mayers  has  authority  to  alter,  vary,  or  waive  any 
of  (he  terms  of  this  -  agreement. 

Accepted: 

JOSEPH  H.  MAYERS 


Witnessed  by-  


Credit  Mmnaitr 


Joseph  H.  Mayers  Service  Agreement 

service  record.    This  is  used  by  Parnes  &  Ja- 
cobs, another  New  York  dealer.   The  purpose, 
of  course,  is  to  give  the  dealer  complete  infor- 
mation of  the  service  given  to  each  customer. 
Charges  Against  Service  Department 

The  radio  service  department  must  bear  its 
fair  share  of  cost.  The  rent  of  space  occupied 
by  the  department,  salaries,  cost  of  operating 
service  cars,  materials,  light,  heat,  etc.,  all  must 
be  considered.  Only  in  this  way  is  it  possible 
for  the  dealer  to  know  accurately  what  service 
is  costing  him. 

On  the  other  hand,  to  offset  these  expenses, 
there  is  or  should  be  income  from  service  calls, 
income  from  sales  made  by  service  men.  One 
dealer  credits  the  sales  made  by  service  men 
to  the  sales  department,  but  this  is  not  an  equi- 
table practice  for  the  reason  that  all  income  for 
which  the  service  department  is  directly  re- 
sponsible should  be  credited  to  it.  Another 
dealer  charges  •  the  loss  represented  by  the 
difference  in  the  income  and  cost  of  the  service 
department  to  advertising.  He  docs  this  on  the 
ground  that  if  the  service  men  do  their  work 
{Continued  on  page  11) 
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RADIOTRON 
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Amplifier 
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Amplifier 
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Amplifier 
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RADIOTRON 
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Power 
Amplifier 
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RAOIOTRON 
UX-112 

Power 
Amplifier 

RADIOTRON 
UX-171 

Power 
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RAOIOTRON 
UX-210 
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Amplifier 
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RAOIOTRON 
UX-213 
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Rectifier 

RADIOTRON 
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Half-Wave 
Rectifier 

RADIOTRON 
UX-874 
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Regulator 
Tube 

RAOIOTRON 

UV-876 

Ballast 
Tube 

RADIOTRON 
UV-SM 

Ballast 
Tube 

RAOIOTRON 

uv-»n 

Protective 

Tube 

The  known  quality  of 
Radiotrons  makes  sales 
resistance  a  zero.  The 
twelye-month  s-a-y  ear 
vivid  color  advertising 
of  Radiotrons  creates  a 
never-failing  demand. 
And  their  performance 
makes  repeat-customers! 


RADIO 
CORPORATION 
OF  AMERICA 

New  York  Chicago 
San  Francisco 


o  have  the  finest 
the  easiest-selling  tube 
for  every  socket— stock 
the  whole  RCA  line. 
Its  complete 
R  C  A  pioneered  the 
development  of  a  tube 
or  every  purpose. 


RC    Rad  i  o  t  ro  n 


The  Talking  Machine  World,  New  York,  March,  1927 


More  Radiola 


IX 


J" 


.ii>  fl*  •J*""'  °r '  ^ 


*  U>uoip<  ; 

Rcctron)  to  PV»*^„ *C«»  ■•  »'", 


saw"—" 

_,t-/RCAUBI-  !■ 


11 


Li-  - 


Why  a  Radiola  is  better  value 
regardless  of  price 


O  .bl  get  bc»«  * 

Bui  c«T         ^  T  .<  on  i  the  coa  ^ 

for  o«»i«euPu'>dcI 


RjuioU  M  "tb  RCA  ^fj^ 


^  with  l  ungte 

_„«,  o..  coMbcung  "»""  " 


—  _-v  condition  of  mod- 
.,  „  ndio  flu-  f™1^  muiiod 
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^  „„ntai=  b. .«  J" P  rf  , 

^  £fS     "  ^ •  b„  : 

««■  »  'be  wh„        bur  ■ 

Sort^-^"""1"" 
„  ,o  you,  before  you  buy- 
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A  *  "         l-        ,-i>  unioub-rilr  A*     ^     ,^Se6u.unm«<J"~0?^~^.  C60. 

jujo.  Single  cooaoUrf-*1 


MADE 


MILLION -FOLD  CONSUMER  APPEAL 
OF  ADVERTISEMENTS  LIKE  THIS 

The  above  advertisement  appears  in  The  Saturday 
Evening  Post  of  March  12,  1927,  selling  the  RCA 
product  and  the  RCA  dealer  to  the  buying  public. 
The  RCA  campaign,  now  in  its  eighth  year,  reaches 
into  every  field— general  publications,  women's 
magazines,  class,  radio,  farm,  boys',  technical  and 
trade  publications,   newspapers  and  billboards. 


|^uthori;ed 

This  sign  maris  DedleA        dealer  in  every 

the  leading         |    \^-^}\  community. 
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m  use 


any  other  m 
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But  this  one  fact  is  not  by  any  means 
the  whole  story  of  RCA  Leadership 

Other  factors  besides  greatest  number  of  receiving  sets  sold 
to  date  combine  to  make  the  RCA  Authorized  Dealer- 
ship the  most  coveted  radio  franchise  in  America  today. 
All  of  these  facts  are  directly  related  to  the  individual  pros- 
perity of  the  RCA  Dealer.  To  mention  only  a  few  of  them, 
the  RCA  Dealer  is  the  beneficiary  of  continuous  RCA  na- 
tional advertising,  now  in  its  eighth  year.  Of  RCA  broad- 
casting activities,  such  as  the  National  Broadcasting  Com- 
pany, and  the  ten  stations  controlled  by  RCA  and  its  asso- 
ciates. And  of  the  RCA  engineering  background,  which, 
through  the  laboratories  of  RCA,  Westinghouse  and  General 
Electric,  has  given  radio  every  forward  step  since  its  beginning. 


LIGHTING  SOCKET  OPERATION 

RCA  was  the  first  to  enable  the  radio  owner  to 
dispense  with  the  antenna  and  to  do  away 
with  batteries.  Lighting  socket  operation  is 
the  uppermost  thing  in  the  buyer's  mind 
today.    And  all  Radiolas  can  be 
equipped  to  operate  with  batteries 
or  with  lighting  socket  devices. 

RADIO  CORPORATION  OF  AMERICA 


HOME  DEMONSTRATION 

Complete  demonstration  of  the  set  in  the  pros- 
pect's home  has  proved  itself  the  out- 
standing thing  in  the  methods  of 
those  RCA  Dealers  who  have 
scored  the  most  notable 
successes  with  the 
RCA  line. 


NEW  YORK 


CHICAGO 


SAN  FRANCISCO 


I\CA^Radiola 
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e  greatest 


ELECTRICAL  and 

A\USICAL  DEVELOPMENT 

of  radio 


RADIO  CORPORATION 
OF  AMERICA 

New  York  Chicago 
San  Francisco 


RCA 


Produced  by  the  combined  forces  of  RCA, 
General  Electric  and  Westinghouse  ^ 

 *  —  :  ♦  *  *  

Endorsed  and  adopted  by  the  leading 
phonograph  companies     ^      ^°  ^ 

 +  *  *  *  

RADIOLA  28,  with  RCA  Loudspeaker  104, 
is  not  ordinary  radio  with  batteries  elim- 
inated. It  is  radio  built  to  operate  from  the 
lighting  socket,  and  based  on  radically  new 
electrical  and  acoustical  principles.  It  is  so 
far  in  advance  of  earlier  types  of  musical  re- 
production that  it  sells  readily — and  profit- 
ably— on  demonstration. 

Use  HOME  demonstrations — and  increase  your  sales. 


HCA  Louibjxultcr  J(W.  S35  list. 

Clear  tone  at  any  volume. 
Still  unapproached  at  anywhere 
near  its  moderate  price.  Clear 
through  the  whole  range  ol  tone. 
Particularly  suited  lor  power- 
tube  sets. 


HCA  Loudspeakci  102.  $I-tU  list. 
Combined  with 
RCA  Uni-Rectron. 
Operates  on  50-00  cycle.  110  volt 
A.  C.  lighting  circuit.  Puts  great 
volume  at  your  command,  with 
pure,  undisiorted  lone. 


MADE       BY       THE       MAKERS  OF 
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Advertising  in  Foreign  Language  Papers 

Builds  Big  Mail  Order  Record  Volume 

Anton  Mervar,  of  Cleveland,  Advertised  to  Interest  Local  Customers  and  Found  Orders  Coming 
by  Mail  From  All  Sections  of  the  World — Large  Stock  and  Care  in  Shipping  Necessary 


The  value  of  the  foreign  language  newspaper 
as  a  medium  for  the  widespread  distribution  of 
records  is  particularly  well  exemplified  in  the 
case  of  Anton  Mervar,  who  operates  a  small 
music  store  at  6921  St.  Clair  avenue,  Cleveland, 
and  who  during  the  past  few  years  has  de- 
veloped what  is  believed  to  be  the  largest  for- 
eign record  business  in  the  city. 

Cleveland,  as  is  natural  in  view  of  its  varied 
industrial  activities,  has  a  large  foreign-born 
population,  some  statistics  giving  the  proportion 
as  high  as  70  per  cent  of  the  total  inhabitants  of 
the  city,  and  it  is  natural  that  any  direct  appeal 
to  this  substantial  element  should  bring  results. 
Mr.  Mervar,  however,  has  gone  further  than  this 
and  principally  through  the  use  of  foreign 
language  newspapers  has  built  up  a  mail  order 
business  that  extends  to  the  far  borders  of  the 
country  and  even  beyond. 

As  an  example  of  the  manner  in  which  his 
publicity  is  reaching  out,  and  of  the  growth  of 
his  mail  order  business,  it  may  be  cited  that 
only  recently  Mr.  Mervar  shipped  fifty  Co- 
lumbia records  on  special  order  to  British  Co- 
lumbia and  other  orders  also  went  to  New 
Mexico  and  California,  with  scarcely  a  week 
elapsing  in  which  shipments  are  not  made  to 
other  distant  points.  The  growth  of  this  record 
business  by  mail  has  brought  with  it  shipping 
problems,  for  repeat  orders  depend  upon  getting 
the  records  into  the  buyer's  home  in  good  con- 
dition. In  order  to  avoid  breakage  the  records 
are  packed  in  excelsior,  for  it  has  been  found 
that  this  material  provides  better  protection 
than  the  ordinary  corrugated  cardboard. 

This  particular  dealer  declares  that  there  is 
no  secret  in  his  method  for  obtaining  business 


and  that,  as  a  matter  of  fact,  the  growth  of 
record  demand  from  points  distant  from  Cleve- 
land has  been  in  the  nature  of  a  surprise,  for 
it  developed  out  of  the  effort  to  build  up  a  good 
foreign  record  business  locally.  The  widespread 
circulation  of  some  of  the  Cleveland  foreign 
language  newspapers  is  primarily  responsible  for 
this  phase  of  the  business. 

Mr.  Mervar  advertises  consistently  in  Cleve- 
land foreign  language  newspapers,  featuring 
those  records  that  are  calculated  to  have  the 
greatest  appeal  to  the  readers  of  the  particular 
newspaper,  whether  it  be  Italian,  Magyar; 
Hungarian,  etc.  He,  himself,  speaks  a  dozen 
languages  and  those  who  assist  him  in  his  work 
must  have  considerable  ability  as  linguists.  This 
is  essential  if  foreign-born  customers  are  to  be 
handled  efficiently,  for  a  great  many  of  them 
speak  only  the  barest  smattering  of  English. 

Efforts  are  made  to  carry  as  complete  a  stock 
of  foreign  records  as  possible.  These  are  care- 
fully classified  to  enable  the  salesman  and  the 
shipping  clerk  to  secure  desired  selections  with 
a  minimum  of  delay.  This  large  Stock  has  also 
proved  a  substantial  factor  in  the  success  of  the 
mail  order  business,  for  it  makes  possible 
prompt  shipments.  The  actual  extent  of  Mr. 
Mervar's  foreign  record  business  can  best  be 
judged  when  it  is  stated  that  he  started  pri- 
marily as  a  manufacturer  of  accordions  with 
records  as  a  side  line,  but  has  found  that  the 
side  line  business  is  thoroughly  dominating  the 
accordion  end. 

The  whole  success  of  the  foreign  record  busi- 
ness of  this  dealer  can  be  credited  to  consistent 
and  intelligent  advertising,  and  the  ability  to 
handle  the  business  properly. 


Sound  and  Action  Synchronized  Perfectly 

on  Film  Shown  at  the  Rivoli  Theatre 

New  Invention  Perfected  at  General  Electric  Co.  Laboratories  Photographs  Sound  and  Action  on 
Same  Film — Demonstration  Given  Under  the  Auspices  of  the  Radio  Corp.  of  America 


A  demonstration  of  the  photography  of  sound 
upon  the  same  motion  picture  film  upon  which 
physical  motions  are  recorded  was  recently  held 
at  the  Rivoli  Theatre  in  New  York  by  the 
Radio  Corp.  of  America  in  co-operation  with 
the  General  Electric  Co.  and  Westinghouse 
Electric  &  Mfg.  Co.  The  photography  applies 
to  sight  and  sound  simultaneously.  While  the 
demonstration  was  confined  to  orchestration, 
singing  and  introductory  remarks  from  the  an- 
nouncer who  appeared  on  the  film,  the  imme- 
diate possibilities  of  the  new  invention  arise 


from  the  rapidity  with  which  the  photographic 
records  of  action  and  sound  can  now  be  made. 

Interpreting  the  achievement,  David  Sarnoff, 
vice-president  and  general  manager  of  the 
Radio  Corp.  of  America,  which  has  the  rights  to 
this  new  system,  said:  "It  is  now  practicable 
to  photograph  the  President  of  the  United 
States,  voice  as  well  as  action,  and  to  quickly 
distribute  films  reproducing  the  event  in  all 
parts  of  the  country.  Easily  operated  reproduc- 
ing apparatus  for  use  in  theatres,  schools  and 
churches  will  very  soon  be  nationally  available. 


While  the  educational  possibilities  are  vast 
in  scope,  the  most  encouraging  feature  of  the 
new  development  is  that  the  equipment  for  a 
national  development  can  be  provided  in  the 
very  near  future.  The  Radio  Corp.  is  proceed- 
ing energetically  with  its  plans  for  commercial 
installations  of  its  system  in  theatres,  motion 
picture  houses  and  other  places  of  public  enter- 
tainment. An  entire  opera,  musical  comedy  or 
drama  can  be  electrically  recorded  on  the  film, 
just  as  it  is  seen  and  heard,  and  then  reproduced 
from  the  same  film.  Whatever  can  be  seen  or 
heard,  whether  it  is  a  nightingale  singing  or  an 
army  in  battle,  can  now  be  recorded  and  repro- 
duced. 

"Whether  it  be  called  photophone  or  by  some 
better  name  which  we  are  seeking,  the 
essence  of  this  great  advance  in  the  art  can  be 
found  not  merely  in  the  synchronization  of 
sight  and  sound,  but  in  the  fact  that  both  oper- 
ations are  accomplished  simultaneously  on  the 
same  film." 

In  describing  the  apparatus  itself,  Mr.  Sarnoff 
declared  that  it  was  a  remarkably  simple  in- 
stallation. The  projectors  used  are  standard 
motion  picture  apparatus  except  that  a  very 
small  box  is  placed  between  the  top  magazine 
and  the  projector  head  which  is  used  for  repro- 
ducing the  sound.  A  small  iron  box  contains 
the  amplifier  used,  with  one  switch  to  close  the 
circuit  and  a  simple  knob  like  the  control  on 
a  radio  set,  used  to  increase  or  decrease  the 
volume  of  sound  as  desired.  On  the  stage  or 
adjacent  to  the  screen  is  placed  the  loud  speaker 
and  a  cable  carries  the  electric  impulses  from 
the  projector  to  the  speaker.  Only  one  attend- 
ant is  needed  to  operate  the  entire  installation. 
The  type  of  speaker  varies  with  the  size  of  the 
room  in  which  the  pictures  are  to  be  shown. 

Mr.  Sarnoff  paid  a  tribute  to  the  scientists 
and  engineers  in  the  laboratories  of  the  General 
Electric  Co.,  where  the  system  was  developed. 

Analysis  of  Radio  Service 

Problems  of  the  Trade 


(Continued  from  page  10) 
properly  they  create  good  will  that  is  reflected 
in  increased  business.  There  is  something  in 
this,  but  if  the  service  department  cost  is  great 
enough  to  jeopardize  the  profits  from  sales  then, 
obviously,  this  is  costly  advertising  that  the 
dealer  can  very  well  do  without.  In  this  con- 
nection it  may  be  pointed  out  that  good  will 
can  be  maintained  even  though  a  fair  charge  is 
made  for  service. 

The  next  article  in  the  series  will  appear  in  the  April  15 
issue  of  The  Talking  Machine  World  and  it  will  deal  with 
the  subject  of  free  service  and  its  effect  on  sales,  outlining 
the  experiences  of  dealers  who  have  tried  both  free  and 
paid-for  service. 


The  Apexeon  Co.,  Boston,  Mass.,  was  re- 
cently incorporated  with  a  capital  stock  of 
$250,000  to  deal  in  talking  machines,  radio 
equipment  and  other  musical  instruments. 
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Music  Taste  Varies 

How  Well  Do  You  Know 
Your  Record  Catalog? 
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By  C.  H.  Mansfield 


Manager,  Phonograph  and  Radio  Department,  Fitzgerald  Music  Co. 


Here  is  a  thought  that  will  mean  much  to  you 
if  you  can  get  it  firmly  fixed  in  your  mind:  A 
man  or  woman  buys  a  phonograph  principally 
for  what  that  phonograph  brings  him  or  her  in 
the  way  of  music.  The  fact  that  it  is  a  beauii- 
ful  piece  of  furniture,  or  that  it  is  electrical,  or 
mechanical,  or  what  not,  is  really  only  a  secon- 
dary consideration. 

To  some  people  the  desire  for  a  phonograph 
is  based  upon  the  instrument's  ability  to  bring 
to  them  the  snappy  song  hits  of  the  day — to 
others  the  late  peppy  dance  music  is  the  great 
appeal — to  others  the  old  heart  songs  of  other 
days — still  others  are  lured  by  the  music  of 
some  particular  instrument  such  as  the  violin 
— and  a  great  many  want  a  phonograph  solely 
for  the  compositions  of  the  old  masters  ren- 
dered by  the  great  artists  of  the  concert  and 
operatic  stage,  and  so  forth  and  so  on.  There- 
fore, you  must  be  extremely  careful  of  the  rec- 
ords you  select  for  your  demonstration.  You 
must  be  sure  that  the  records  you  play  are  of 
the  type  that  appeal  to  the  prospect. 

Sales-Killing  Demonstrations 

Just  as  an  instance,  consider  the  reaction  of 
the  man  who  has  contemplated  the  purchase  of 
a  phonograph  and  in  hjs  mind  he  has  visioned 
it  as  an  instrumentality  to  bring  to  his  home 
the  music  of  the  masters  by  the  world's  greatest 
artists.  On  his  way  to  your  store  he  visualizes 
this  marvelous  instrument  brightening  his  home 
each  night  and  day  with  those  musical  master- 
pieces. Upon  arriving  at  the  store  and  being 
ushered  into  the  display  room  the  salesman 
tears  down  all  the  dreams  of  the  prospect  by 
playing  "Hard  to  Get  Gertie,"  or  some  other 
jazz  number  that  simply  jars  the  nerves  of  the 
prospect  and  is  very  apt  to  considerably  cool  his 
enthusiasm  for  the  instrument. 

Nothing  on  earth  will  serve  to  so  quickly 
make  a  prospect  lose  interest  in  a  phonograph 
as  to  play  the  other  extreme  of  music  to  the 
type  he  likes.  This  holds  true  not  only  with 
the  individual  with  the  above  type  of  taste,  but 
with  all  types.  Just  play  the  operatic  aria  for 
the  man  who  likes  only  jazz  or  popular  songs 
and  you  have  created  identically  the  same  reac- 
tion, and  remember  that  while  these  are  the 
greatest,  still  they  are  not  the  only  two  ex- 
tremes. There  is  the  extreme  from  sentimen- 
tal music  to  the  happy,  comic,  carefree  type,  etc. 
Analysis  of  Types  of  Music 

A  great  many  persons  seem  to  think  that  all 
people  arc  divided  into  just  two  classes  as  to 
musical  taste,  viz.:  those  who  like  popular  music 
and  those  who  like  classical  music.      This  is 


absolutely  wrong,  for  there  are  a  great  man> 
more  than  just  two  tastes  or  types  of  music. 
In  o.der  that  you  may  better  realize  just  how 
many  types  of  music  there  are,  a  few  of  the 
more  outstanding  are  listed  here:  jazzy  dance, 
melodious  dance,  waltzes,  sentimental  love  bal- 
lads, band  records,  marches,  etc.,  Southern  folk 
songs — Stephen  Foster,  negro  jubilee  songs, 
mother  songs,  old  heart  songs,  Irish  songs, 
Scotch  songs,  popular  semi-classic  songs,  con- 
cert orchestra  and  band  numbers,  chamber 
music  (string  quartets),  light  opera,  overtures 
and  symphonies  (orchestrations),  classical  con- 
cert numbers  (vocal  and  instrumental),  light- 
heavy  opera,  grand  opera,  and  heavy  grand 
opera  (Wagnerian  opera). 

Now,  of  course,  there  are  really  about  four 
broad  general  classes  of  music  listed  here.  The 
first  class,  or  section,  we  will  say,  begins  with 
jazzy  dance,  and  ends  somewhere  around  senti- 
mental love  songs  and  popular  semi-classic 
music.  The  second  class  or  field  begins  roughly 
around  sentimental  love  ballads  and  ends  some- 
where in  the  neighborhood  of  light  classical 
music.  The  third  stage  begins  around  the  semi- 
classic  music  and  extends  through  the  light- 
heavy  operas,  and  the  fourth  field  begins  around 
symphonies  and  extends  through  the  Wagnerian 
operas. 

This  is  not  a  discourse  on  music  for  the  bene- 
fit of  the  musician.  I  am  not  inviting  criticism 
or  argument — for  I  am  neither  musician  nor 
music  critic.  I  am  merely  trying  to  divide 
musical  tastes  as  I  have  found  them  into  gen- 
eral fields  for  the  benefit  of  the  phonograph 
salesman.  Certainly  there  are  people  who  really 
enjoy  all  kinds  of  music — but  they  are  indeed 
rare,  and  you  will  always  find  that  even  those 
persons  have  a  distinct  liking  for  certain  types 
of  music  more  than  others. 

Be  Prepared  to  Demonstrate 

Of  course,  it  is  always  absolutely  necessary 
lo  be  prepared  for  the  customer  whose  taste 
you  cannot  fathom  by  having  handy  a  small 
selected  list  of  good  demonstrating  records  of 
general  appeal.  Records  that  you  have  found 
appeal  to  the  majority  of  people — selections 
that  are  "atwixt  and  between" — neither  extreme 
jazz  or  popular  nor  extremely  heavy  classical  or 
operatic.  Some  of  these  records  can  be  used 
while  you  are  endeavoring  to  get  a  line  on  your 
customer's  taste.  Thus  you  will  be  minimizing 
the  possibility  of  cooling  your  customer's  en- 
tlausiasm  as  you  might  if  you  made  the  mistake 
of  going  to  an  extreme  in  the  selection  of  your 
first  records  to  be  played. 


C.  H.  Mansfield 
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In  order  to  fully  understand  why  it  is  impor- 
tant that  the  phonograph  salesman  be  familiar 
with  all  the  various  types  of  music  if  he  would 
be  successful — just  run  down  the  list  and  see  if 
there  are  not  three  or  four  of  the  types  of  music 
listed  here  that  appeal  to  you  more  than  others 
— -and  then  see  if  there  is  not  one  type  that  ap- 
peals to  you  more  than  the  other  two  or  three. 
However,  to  better  prove  this  point,  it  would 
be  best  to  ask  some  lay  friend — for  the  man 
who  is  constantly  associated  with  music,  as 
music  salesmen  are,  is  apt  to  find  himself  enjoy- 
ing all  types  of  music  more  than  the  layman. 

The  idea  that  I  wish  to  impress  upon  you  is 
that  nearly  every  person  has  some  peculiar,  dis- 
tinct likes  in  music.  To  say  merely  that  a  per- 
son likes  popular  music  does  not  mean  that  he 
likes  all  types  of  so-called  popular  music  from 
the  jazzy  dance  number  to  the  sentimental  love 
ballad.  His  fancy  as  a  rule  rests  much  more 
strongly  on  one,  or  maybe  two  or  three  types 
than  on  the  rest. 

Other  Divisions  of  Taste 

Then  there  are  other  divisions  of  taste  in  the 
type  of  voice  or  instrument  or  musical  organiza- 
tion rendering  the  selection.  You  have  all  come 
in  contact  with  the  customer  who  detests  so- 
pranos or  who  has  a  highly  developed  appreci- 
ation for  the  bass  voice  and  vice  versa.  As 
well  as  some  types  who  have  a  great  liking  for 
vocal  quartet  harmony  and  others  who  detest 
it,  and  you  have  come  in  contact  with  the  person 
to  whom  the  violin  was  soul-inspiring,  and  still 
others  who  regarded  it  more  as  a  screeching, 
raspy  instrument  of  torture;  and  so  forth  and 
so  on. 

Now  since  there  are  so  many  different  types 
of  music  and  since  each  customer  is  apt  to  have 
a  different  taste  the  advantage,  or  rather  neces- 
sity, of  knowing  all  records  is  very  evident. 

As  an  example  a  prospect  to  whom  you  are 
demonstrating  may  be  an  elderly  man  and  you 
may  learn  that  he  is  particularly  fond  of  mili- 
tary marches,  of  the  Sousa  type.  Now  in  the 
(Continued  on  page  14) 
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Light  Beam  Recording  Process,  Controlled 
by  Federal  Tel.  Co.,  Covers  Wide  Field 

Patent  of  Theodore  H.  Nakken.  Acquired  by  Federal  Telegraph  Co.  of  California,  Covers  Com- 
bination of  Photo-Electric  Cell  and  Amplifying  Tube  in  Recording  and  Transmission 


The  recent  announcement  of  the  Federal 
Telegraph  Co.  of  California,  with  which  Fed- 
rral-Brandes,  Inc.,  manufacturer  of  Kolster 
radio  and  Brandes  speakers,  is  associated, 
regarding  the  acquisition  of  a  sweeping  funda- 
mental patent  governing  the  light  beam  process 
of  recording  sound,  has  created  a  stir  in  the 
technical  world.  This  patent  of  Theodore  H. 
Nakken  is  said  to  cover  the  only  practical  com- 
bination of  the  photo-electric  cell  and  amplify- 


Theodore  H.  Nakken 

ing  tube  in  making  phonograph  records  and 
talking  or  musical  films  as  well  as  transmission 
of  pictures  by  wire  or  radio  and  television. 

The  Nakken  patent,  according  to  experts, 
controls  all  systems  in  which  light  impulses 
acting  upon  a  photo-electric  cell  are  translated 
into  corresponding  but  strong  current  impulses, 
such  as  are  now  being  exploited  in  this  country 
in  the  form  of  talking  and  musical  films.  The 
Nakken  developments  are  scientifically  accurate, 
these  experts  claim,  and  by  his  processes  varia- 
tions in  light  caused  by  variations  in  sound 
which  may  occur  with  great  rapidity  operate 
sound-reproducing  circuits  with  the  same 
rapidity. 

The  first  work  along  the  line  of  translating 
light  into  electrical'  response  began  in  1873, 
according  to  Mr.  Nakken,  when  it  was  discov- 
ered that  the  element  selenium,  when  exposed 
to  light,  changes  its  electrical  resistance  in  such 
a  way  that  the  change  is  proportional  to  the 
amount  of  light  falling  upon  it.  Through  his 
invention  of  the  luminotron,  Mr.  Nakken  states 
that  it  is  possible  to  replace  the  selenium  cell 
by  photo-electric  cells  in  all  instances  where 
formerly  the  selenium  cell  had  been  used.  This 
true  photo-electric  cell  is  said  to  supply  by  itself 
an  electrical  resistance  to  light  action,  whereas 
the  selenium  cell  only  changes  its  resistance  to 


current  flow  supplied  by  an  external  source. 
It  is  claimed  that  all  the  overtones  which  can 
be  recorded  in  sound  records  can  be  reproduced 
through  the  Nakken  arrangements  of  photo- 
electric cell  and  amplifier. 

The  Federal  Telegraph  Co.  of  California, 
through  the  acquisition  of  the  Nakken  patent, 
claims  a  controlling  situation  in  the  new  art 
of  talking  films,  transmission  of  pictures  and  all 
applications  of  producing  sound  through  the 
medium  of  light  beams,  and  states  that  each 
competitor  is  free  to  work  out  his  own  solu- 
tions of  apparatus  for  utilizing  the  Nakken  cur- 
rent impulses. 

Work  is  progressing  rapidly  at  the  Federal 
laboratories  in  Palo  Alto,  Cal.,  on  the  apparatus 
and  public  demonstrations  of  the  Nakken  devel- 
opment will  be  made  in  the  near  future. 

Erie  Dealers  Tie  Up  With 
Visit  of  Waring  Orchestra 

Record  Sales  Markedly  Stimulated  by  Tie-Ups 
With  Victor  Artists  Arranged  by  Aggressive 
Talking  Machine  Dealers 

Erie,  Pa.,  March  5. — The  music  dealers  of  this 
city  co-operated  with  Waring's  Pennsylvanians, 
Victor  artists,  on  their  recent  visit  here,  with 
the  result  that  record  sales  were  greatly  stimu- 
lated. Tom  Waring,  who  in  addition  to  play- 
ing with  the  orchestra  also  makes  vocal  Victor 
records,  appeared  at  the  Winter  Piano  Co.  and 
autographed  all  the  records  made  by  him  which 
were  purchased  during  his  stay.  The  Bates 
Piano  Co.  and  the  Campbell  &  Parker  Music 
Store  entertained  the  artists  during  their  stay 
in  this  city.  '. 

Knowledge  of  Record  Stock 
an  Aid  to  Machine  Sales 

(Continued  from  page  12) 

catalog  there  may  be  listed  scores  of  different 
marches,  but  unless  you  have  heard  them  all 
how  do  you  know  which  ones  are  best,  and  most 
apt  to  appeal  to  your  customer?  Without  a 
proper  knowledge  of  the  record  catalog  you 
are  just  as  likely  to  pick  the  poorest,  or  the 
least  appealing,  record  in  the  list,  and  naturally 
make  the  demonstration  less  effective.  And  it 
is  not  enough  that  you  be  familiar  with  two  or 
three  good  marches — you  should  know  them  all, 
for  what  would  happen  if  the  "march"  customer 
wanted  to  hear  four  or  five  such  numbers? 
Could  you  continue  to  build  up  his  desire  for 


the  instrument  unless  you  had  cataloged  in  your 
mind  several  outstanding  march  numbers  in- 
stead of  only  two  or  three?  Not  unless  you 
were  lucky — and  in  the  profession  of  selling 
you  simply  can't  afford  to  trust  to  luck. 
Know  Entire  Catalog 
The  foregoing  example  only  illustrates  the 
necessity  of  being  familiar  with  one  type  of 
music — but  there  are  many  types,  so  therefore 
to  be  properly  equipped  to  sell  phonographs  you 
must  know  the  entire  catalog.  To  further  illus- 
trate this — just  imagine  yourself  demonstrating 
to  customers  at  various  times  whose  different 
tastes  ran  as  follows,  and  as  a  test  of  your 
knowledge  of  recorded  music,  see  just  how 
many  good  demonstrating  records  you  can 
name: 

Marches   

Saxophone  solos   

Melodious  violin  numbers,  such  as  "Souvenir"  

Concert  orchestrations  such  as  Indian  Love  Call  

Classic    piano  recordings  such  as  Hungarian  Rhapsodic. 

Popular  vocal  quartets   

Symphony   orchestra   numbers,   such   as   Intermezzo  from 

Cavalleria  Rusticana   

Hawaiian  guitar  numbers  

Indian  songs  such  as  Cadman's  "Land  of  the  Sky  Blue 

Water"  ,  •  

String  orchestras,  chamber  music  

Operatic  arias,  baritone  voice  

Operatic  arias,  tenor  voice  

Operatic  arias,  soprano  voice  

Popular  semi-classic  songs  such  as  "At  Dawning*'  

Old  heart  songs  such  as  "When  You  and  I  Were  Young 

Maggie"   

Stephen  Foster  songs  

Scotch  songs   

Comic  talking  records  

Christian  Science  hymns   

Other  religious  hymns  

Negro  spirituals   

This  little  test  of  "what's  what  in  records" 
will  show  you  very  clearly  how  well  you  know 
the  record  catalog,  and  consequently  how  well 
equipped  you  are  to  sell  phonographs.  In 
some  of  the  foregoing  classifications  you  should 
be  able  to  name  instantly  at  least  six  or  eight 
selections — in  others  as  many  as  ten  or  fifteen. 

You  might  say,  "Well,  I  don't  have  to  learn  all 
this,  for  the  record  catalog  has  all  the  different 
selections  cataloged  in  such  a  way  that  I  can 
turn  to  the  class  of  music  I  am  in  search  of 
and  find  listed  there  together  all  the  different 
selections  of  this  type." 

Quite  true,  but  after  you  turn  to  this  list — 
what  then?  How  do  you  know  what  records  in 
that  list  to  select  unless  you  are  familiar  with, 
or  at  least  have  heard,  them  all?  All  selections 
in  a  certain  class  are  not  on  a  par,  by  any 
means.  Some  are  outstanding,  both  musically 
and  from  a  recording  standpoint,  and  much 
more  popular  and  appealing  than  others,  and  it 
is  up  to  you  to  know  what  numbers  these  hap- 
pen to  be,  for  every  number  that  you  play  that 
lacks  appeal  hurts  your  chances  for  closing  the 
deal  just  that  much.  In  a  demonstration  you 
are  going  to  have  an  opportunity  to  play  com- 
paratively few  numbers — ofttimes  the  fewer  the 
better — so  you  must  be  sure  that  each  number 
played  is  as  effective  as  possible. 

(Continued  in  April) 


The  Spring  and  Summer  radio  accessory  season  is  on  the 
way.  Set  owners  all  over  the  country  will  buy  loud  speaker 
extension  cords  to  move  the  loud  speaker  to  the  porch — 
sun-parlor — or  lawn.     Be  sure  your  stock  is  adequate. 


BIRNBACH  EXTENSION  CORDS 


No.  UNITS 

120-  20  Foot  Complete  . 

121-  30  Foot  Complete. 

122-  40  Foot  Complete  . 
|.123-  50  Foot  Complete 

124-100  Foot  Complete 


List  Price 
$1.00  each 
1.40  each 
1.80  each 
2.20  each 
4.20  each 


BIRNBACH  PRODUCTS: 
Radio  Battery  Cables  made  in  5,  6, 
7,  8,  9  and  10  conductors,  in  stand- 
ard and  continuous  lengths  of  100- 
foot  coils.  Replacement  loud  speaker 
and  head  set  cords,  battery  connec- 
tors suitable  for  dry  cells,  "B"  and 
"C"  batteries.    Assorted  lengths. 


Let  us  send  our  catalog 


BIRNBACH  RADIO  CO. 

370  SEVENTH  AVE.  NEW  YORK  CITY 
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For  Your  Protection! 

KWM  Dealers  Qet  Every  Inquiry 


A  "KING"  dealer  contract  means  just  what  it  says.  When 
C^T.  we  grant  an  exclusive  territory,  it  is  exclusive.  Every 
inquiry  from  that  territory  is  referred  to  you.  Every  lead  is 
given  to  you  promptly. 

1  All  this  is  made  certain  by  the  system  pictured  above. 
Every  letter  we  receive  (except  those  from  our  dealers)  is 
checked  against  our  master  maps.  Signals  are  attached  to 
the  letters  showing  territory  and  dealer's  name.  Then  we 
make  sure  that  that  inquiry,  or  that  bit  of  information,  is 
passed  on  at  once.  For  time  is  of  importance  if  the  dealer 
is  to  realize  full  benefit  from  the  lead  so  referred. 

Absolute  protection,  made  sure  by  "King"  methods,  means 
more  profit  for  you. 


Plus  this  adequate  guarantee  of  territorial  rights,  we  offer  you: 

1  A  thoroughly  good  line  of  band  instruments  and  saxo- 
phones. You  know  "King"  quality. 

2  Intensive,  persistent  advertising.  National  magazines  and 
"class"  publications  carry  the  "King"  story  to  your  cus- 
tomers every  month. 

3  Maximum  discounts. 

4  An  adequate  financing  plan  for  the  handling  of  time-paper. 

5  Intelligent  co-operation.  Direct  mail  campaigns,  display 
material,  forceful  catalogs,  imprinted  literature — 'these  are 
just  a  part  of  the  "King"- planned  co-operative  selling 
service. 


Every  feature  you  seek  is  offered  to  you  in  the  "King"  dealership  contract 

Many  good  territories  are  still  open.  Each  week  makes  that  number  less.  Our 
mutual  profit  suggests  a  discussion  of  your  territory  now.  May  u<e  have  that  opportunity? 


- 


A  Phment&on  of 


Exclusive  Agency 

band  instruments^ 

Prepared -foe 


THE  H.  N.  WHITE  CO. 

5215-85    Superior  Avenue 
CLEVELAND,  OHIO 

Makers  of 


,,„,,   o.. a*.*"""" """"""" 

THE  H.N.  W™T.E.,C.cU,«l»d,Oh» 

U  sales. 

Name  of  Firm  -  
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Easter  Window  Displays 

that  Appealed  to  the  Eye 


By  W.  B.  Stoddard 


Since  music  is  one  of  the  leading  features  of 
Easter  the  dealer  should  especially  stress  his 
talking  machines  and  radio  sets  at  this  season. 
Some  excellent  suggestions  are  offered  by  a 
group  of  Chicago  firms. 

Lyon  &  Healy  Co.  had  a  series  of  Spring 
windows.  One  of  the  most  interesting  was 
that  devoted  to  Rhythmodic  Classics.  The  back- 
ground was  a  kaleidoscope  of  colors,  with  a 
broad  border  of  gold  on  which  were  silhouettes 
of  dancing  figures.  A  gay  card  suggested  "The 
latest  thing  in  dance  music — Rhythmodic  Classics 
— You  can  now  dance  to  the  world's  best-known 
melodies  recorded  in  fox-trot  rhythm."  They 
showed  a  cabinet  phonograph  and  down  front 
a  number  of  new  records,  including  Hungaria, 
arranged  from  the  Hungarian  Rhapsody. 
Books  of  the  Rhythmodic  Classics  were  also 
shown.  A  radio  display  had  a  black  panel  on 
which  was  a  tall  tree  in  dull  orange  tones.  To 
a  card  was  attached  a  storage  battery,  and 
radio  sets  and  parts  were  strewn  about.  At 
one  side  were  a  number  of  records  in  a  rack, 
with  a  card:  "Exchange  your  Old  Records  for 
New  Ones — Ask  about  this  new  Lyon  &  Healy 
Service."  A  beautiful  corner  window  had  a 
special  Easter  display.  In  the  rear  was  a  pipe 
organ,  with  stained  glass  windows  on  each  side, 
and  tall  candles  in  front  of  each  window.  Ped- 
estals were  banked  with  palms  and  Easter  lil- 
ies. In  the  foreground  was  a  phonograph  and 
records,  and  a  card  adorned  with  lilies  said: 
"Let  there  be  an  abundance  of  music  on  Easter 
Day — Here  are  some  of  the  most  beautiful  an- 
thems and  organ  solos  to  swell  the  heart  with 
joy."  Another  phonograph  window  was  backed 
with  green  satin,  with  drapes  of  gold-hued  silk. 
At  one  side  was  a  cabinet  phonograph  and  near 
it  a  floor  lamp  with  shade  of  green  silk.  At  the 
other,  on  an  easel,  was  a  large  framed  picture 
of  Mme.  Schumann-Heink,  with  records  of  her 
songs  scattered  over  the  floor. 

Other  Effective  Displays 

A  carnival  window  was  arranged  by  the  Cable 
Company  to  feature  their  radio.    From  the  ceiling 


extended   countless   serpentines   of  gay  colors 

which    trailed    over    the    black    floor,  thickly 

Strewn  with  confetti.    Carnival  cards  of  green, 

« 

lettered  in  blue,  with  orange  dots,  featured  the 
beauties  of  the  radio  sets,  one  of  which  was  ex- 
hibited in  the  foreground. 

The  Bent  Music  Co.  was  floored  with  large 


Music  plays  an  important  part 
in  the  observance  of  Easter, — 
the  season  of  the  year  calls 
for  displays  that  are  bright, 
colorful  and  attractive.  The 
music  dealer  should  dress  his 
store  windows  in  harmony 
with  the  thought  in  mind  that 
the  penitential  season  is  past 
and  the  period  for  rejoicing  has 
arrived  and  let  his  store  win- 
dow display  be  in  harmony 
with  the  arrival  of  Spring. 


squares  of  purple  and  lavender  paper  and  backed 
with  purple  paper  over  which  were  long  stream- 
ers of  lavender.  They  featured  both  the  cabi- 
net and  portable  styles  of  radio,  as  well  as 
phonographs.  On  the  cabinets  were  pots  of 
Easter  lilies  while  cut-out  Easter  bunnies  were 
shown  on  the  floor  in  front. 

Davidson's  Talking  Machine  Shop  had  a 
beautiful  setting,  showing  players  of  a  number 
of  types,  embowered  in  palms  and  Easter  lilies, 
and  white  floor  boxes  filled  with  yellow  jonquils 
and  asparagus,  fern.  Cabinet  radio  sets  were 
also  featured. 

The  Steger  Talking  Machine  Co.  had  a  win- 
dow backed  with  curtains  of  green  silk,  and  tall 
vases  on  wrought-iron  pedestals,  filled  with 
masses  of  fragrant  lilacs.  They  featured  several 
makes  of  radio. 


Less  Servicing 

Overhead— 

If  your  customers  operate  their  sets 
with  Voltmeter  Control 

MODEL  506  "Convertible"  Pin-Jack  Voltmeter 
will  give  your  customers  better  set  perform- 
ance through  proper  filament  control  and  enable 
them  to  locate  and  correct  troubles,  run-down  bat- 
teries,  etc.,   without   calling   for   your  assistance. 
^Simple  to  use.    The  Voltmeter  plugs  into  filament 
jacks  provided  for  its  reception  on  Radiola,  Victor, 
Brunswick-Balke,    Bosch    and    Standardyne  sets. 
IJOther  sets  and  hook-ups  are  easily  adapted  to  re- 
ceive it  with  the  extra  pin-jacks  accompanying  each  instrument. 
flWhen  the  instrument  is  removed  from  the  set  and  plugged  into 
the  High  Range  Stand  it  gives  your  customer  an  instrument  for 
checking  his  batteries.    Sell  him  an  instrument  that  will  give 
him  continuous  set  performance  and  prevent  trouble  for  you.  It 
will  be  worth  your  while. 


Retails  for  $10 


WESTON  ELECTRICAL  INSTRUMENT  CORPORATION 

190  Weston  Avenue,  Newark,  N.  J. 


STANbARD.THE.WAftLb.AYER 


Pioneers  since  JS  8  8 


An  interesting  scheme  of  interior  decoration 
was  carried  out  by  the  Davis  Co.  in  the  early 
Spring.  In  the  radio  and  talking  machine  sec- 
tion (as  well  as  several  others)  the  pillars  were 
covered  with  bark  to  resemble  trees  while 
masses  of  foliage,  spread  out  at  the  top,  gave 
the  rooms  the  effect  of  a  vast  forest  with 
spreading  branches. 

Easter  Concert  Sells  Many  Records 

Thearle  Music  Co.,  San  Diego,  Cal.,  gave  en- 
joyment to  a  number  of  music  lovers  and  inci- 
dentally greatty  increased  the  sale  of  both  sa- 
cred and  popular  records  by  a  pre-Easter  concert, 
which  was  given  in  the  music  salon  the  Satur- 
day before  Easter.  The  event  was  announced 
in  the  newspapers,  and  as  the  company  has  been 
giving  these  concerts  for  a  number  of  years 
there  was  a  goodly  crowd,  as  the  public  knew 
good  music  would  be  heard.  The  artists  in- 
cluded a  vocalist  and  an  instrumental  trio,  and 
between  these  selections  there  were  a  number 
of  records  rendered  on  the  phonograph.  To 
add  interest  to  these  phonographic  selections 
the  demonstrator,  before  placing  each  one  on 
the  machine,  told  something  about  the  melody 
— the  conditions  under  which  it  was  written, 
how  it  happened  to  be  written,  or  some  historic 
occasion  on  which  it  was  rendered — thus  giving 
a  personal  interest  to  every  piece.  Special  suc- 
cess was  had  with  the  book  of  records — 'this 
being  half  a  dozen  double  records  in  a  card- 
board cover.  These  were  put  up  both  in  sacred 
and  popular  music,  tied  with  ribbons,  and  were 
featured  as  especially  appropriate  Easter  gifts  to 
a  hostess,  or  from  the  children  to  mother. 
Easter  at  Fitzgerald's 

The  Fitzgerald  Music  Co.,  Los  Angeles,  Cal., 
laying  equal  stress  on  phonographs  and  radio, 
brought  out  in  a  very  catchy  manner  the  pleas- 
ures to  be  derived  from  each  on  Easter  day. 
In  both  cases  the  company  linked  up  music  with 
the  eggs  and  rabbits  for  which  Easter  is  famous. 
In  the  midst  of  its  spacious  lobby  was  a  large 
glass  show  case  floored  with  green  grass.  Here 
was  shown  a  radio  set,  with  aerial.  Behind  it 
was  a  larger  than  life  white  cut-out  rabbit,  with 
his  front  paws  through  the  aerial.  Tall  Easter 
lilies  were  placed  on  either  side  of  him.  At  the 
front  was  a  big  pink  cardboard  egg  two  feet 
in  diameter  on  which  was  printed  in  gold  "Let 
the  Rabbits  Bring  You  a  Radio  for  Easter." 
One  of  the  large  windows  was  given  over  to 
featuring  phonographs,  the  setting  being  that  of 
a  modern  drawing  room,  with  rich  bronze  velvet 
curtains  at  the  side.  At  one  side  was  a  phono- 
graph cabinet  draped  with  a  broad  band  of  silk- 
ribbon  which  extended  to  the  opposite  end  of 
the  window,  where  were  two  big  white  cut-out 
rabbits.  On  the  cabinet  stood  a  little  fellow  of 
four  or  five,  in  the  act  of  rolling  a  record  down 
to  the  rabbits.  Set  in  racks  were  a  number  of 
Easter  selections,  and  an  art  card,  adorned  with 
rabbits,  gave  a  list  of  a  dozen  or  more  records 
with  music  especially  appropriate  for  the  little 
folks. 


Music  and  Radio  Dealers 

Exhibit  at  Auto  Show 


Vincennes,  Ind.,  March  4.— Talking  machine 
and  radio  dealers  co-operated  with  automobile 
dealers  in  the  annual  auto  show  which  was  held 
here  recently  in  the  Coliseum.  The  side  tiers 
of  the  auditorium  were  given  over  to  the 
presentation  of  the  latest  models  of  radio  sets 
and  talking  machines,  with  the  exhibits  of  the 
Vincennes  Phonograph  Co.,  Schneider  Music 
Store  and  the  Fry  Music  Store  attracting  con- 
>iderable  attention. 
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Majestic  *B 
Current  Supply 

delivers  pure  direct  current  from 
your  light  socket 


Majestic 
Standard -B 

Capacity,  nine  201-A 
tubes  or  equivalent.  45 
milliamperes  at  135  volts. 

$26.50 

West  of  Rocky  Mts.,  $29.00 
Raytheon  Tube  $6.00  extra 


MAJESTIC  Super-B 


Capacity  one  to  twelve  tubes, 
including  the  use  o£  power  tubes. 
45  mils,  at  ISO  $ 
volts  , 


29.00 


(As  Illustrated) 

West  of  Rocky  Mts.  $31.50 
Raytheon  Tube  $6.00  extra 


Majestic  Master-B 

Positive  control  of  all  out- 
put voltage  taps.  For  sets 
having  high  current  draw 
or  heavy  biasing  batteries. 
60  mils,  at  150  volts. 

$31.50 

West  of  Rocky  Mts.  $34.00 
Raytheon  Tube  $6.00  extra 


5  Points  of  Superiority 


1  Better  Reception 

No  hum.  Superior  to  any  source 
of  power. 

2  Economy 

Low  first  cost.  Cheapest  and  best 
form  of  UB"  Power.  Costs  only  a 
fraction  of  a  cent  per  hour. 


3  Dependability 


Maximum,  unvarying  power  always 
available. 


4  Durability 


No  acid  or  liquids.  Uses  Raytheon 
Tube;  no  filament  to  burn  out. 


5  Flexibility 


Voltage  can  be  accurately  adjusted  to  meet  vary- 
ing conditions  in  every  city — and  on  any  set. 


Qive  your  customers  a  demonstration  on  THEIR  sets 

It  will  sell  more  units 


GRISBY  -  GRUNOW  -  HINDS  -  CO, 

4558  ARMITAGE  AVE.  CHICAGO,  ILL. 
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Automatic  Orthophonic  Talking  Machine 

Introduced  to  Trade  by  the  Victor  Co. 

New  Instrument  Plays  Twelve  Records  Automatically,  Eliminating  Necessity  of  the  Individual 
Changing  Each  Record — Electrically  Operated — Has    Other  Distinctive  Features 


With  demonstrations  before  dealers,  jobbers 
and  small  groups  of  music  lovers  in  various 
cities,  the  Victor  Talking-  Machine  Co.  has 
launched  its  latest  development,  the  Automatic 
Orthophonic  Victrola.  This  extraordinary  in- 
strument, which  is  expected  to  have  a  far-reach- 
ing effect  upon  the  industry,  changes  records 
automatically  and  plays  twelve  records  in  suc- 


Automatic  Orthophonic  Victrola,  Open 


cession  without  attention  from  the  operator 
after  the  mechanism  has  been  started.  The 
automatic  instrument  was  developed  in  the  Vic- 
tor laboratories,  after  experiments  extending 
over  a  period  of  five  years. 

The  Automatic  Orthophonic  Victrola,  as  the 
new  instrument  is  designated,  performs  an  in- 
tricate operation  in  a  surprisingly  simple  man- 
ner. Twelve  of  the  familiar  type  of  disc  records 
are  placed  on  the  magazine  spindle,  which  runs 
through  the  center  hole  of  the  records.  When 
in  playing  position,  the  magazine  of  records  is 
suspended  at  an  angle  of  about  sixty  degrees 
above  and  to  the  left  of  the  turntable  of  the 


Washington,  D.  C,  March  7. — The  new  Federal 
Radio  Commission  was  completed  on  March  5, 
when  President  Coolidge  made  recess  appoint- 
ments of  Orestes  H.  Caldwell,  of  New  York, 
and  Henry  A.  Bellows,  of  Minnesota,  two  oi 
the  five  nominees  who  were  not  confirmed  by 
the  Senate.  The  other  commissioners  are: 
Rear-Admiral  W.  H.  G.  Bullard,  Media,  Pa., 
chairman;  Judge  Eugene  O.  Sykes,  Jackson, 
Mich.,  and  John  F.  Dillon  of  San  Francisco. 
Following  conferences  on  plans  of  procedure 
Secretary  Hoover  announced  that  he  has  in- 
vited the  Radio  Commission  to  meet  in  Wash- 
ington this  week. 

Secretary  Hoover  also  issued  an  order  to-day 
announcing  that  the  Radio  Division  of  the  De- 
partment of  Commerce  has  been  established  as 
a  separate  unit  directly  under  the  Secretary  of 
Commerce,  with  W.  D.  Terrell  in  charge. 

"The  whole  subcurrent  of  the  fight  over  radio 
legislation  during  the  last  two  years,"  said 
Secretary  Hoover,  "has  been  to  prevent  the 
radio  listeners  being  dominated  by  politics  or 
any  other  selfish  interest  in  control  of  broad- 
casting. 

"I  am  confident  that  this  commission  will 
act  at  once  in  the  interest  of  the  listeners 
energetically  to  clear  up  the  chaos  of  howls 
which  arise  through  interferences  of  stations 
and  is  the  result  of  the  long  delay  in  securing 
this  legislation.  As  the  decisions  of  who  shall 
use  wave  lengths  must  be  based  on  public  in- 


instrument.  The  electric  motor  which  drives 
the  mechanism  is  started  by  pushing  a  starting 
lever  at  the  side  of  the  turntable.  This  sets 
the  turntable  in  motion.  A  slight  pressure  on 
the  starter  button  throws  the  record-changing 
mechanism  into  gear.  A  record  lift-ring,  or 
mechanical  "hand,"  which  when  idle  rests 
around  the  edge  of  the  turntable,  comes  up  to 
the  magazine  and  takes  off  the  first  record. 
This  "hand"  then  returns  to  the  turntable  with 
the  record,  the  tone  arm  swings  into  playing 
position,  the  needle  descends  to  the  surface  of 
the  record,  and  the  music  starts. 

When  the  first  record  has  been  played  to 
completion  the  needle  slides  into  a  continuous 
eccentric  record  groove.  This  eccentric  groove 
imparts  a  slight  oscillating  motion  to  the  tone 
arm,  which  motion  again  brings  the  record- 
changing  mechanism  into  operation.  The  needle 
is  lifted  from  the  surface  of  the  record,  the 
tone  arm  moves  far  enough  to  the  right  to  clear 
the  record  and  turntable,  and  the  mechanical 
"hand"  again  gets  busy.  This  "hand,"  or  lift- 
ring,  tilts  the  completed  record  off  the  turntable 
into  a  velvet-lined  receiving  drawer,  and  con- 
tinues up  to  the  magazine  to  take  off  the  second 
record.  Returning  to  the  turntable,  it  deposits 
the  record,  the  tone  arm  returns  to  playing  po- 
sition, and  the  process  is  repeated  until  the  mag- 
azine is  empty.  Thirty  seconds  is  the  time 
required  for  the  instrument  to  change  records. 

When  the  last  record  has  been  played  to  com- 
pletion the  motor  is  shut  off  automatically. 
This  is  accomplished  by  means  of  a  switch 
trip-lever  on  the  side  of  the  record  lift-ring. 
The  trip-lever  is  held  away  from  the  switch  as 
long  as  there  is  a  record  on  the  ring,  but  drops 
down  to  engage  the  switch  lever  when  the  ring 
returns  to  the  disc  after  tilting  the  last  record 
into  the  receiving  drawer. 

The  starting  button  serves  a  dual  purpose 
(Continued  on  page  118) 


terest  I  have  no  fear  that  those  many  radio 
stations  which  have  developed  high  skill  and 
service  to  their  listeners  will  be  fully  protected." 

One  of  the  first  jobs  of  the  Federal  Radio 
Commission  will  be  "to  clear  the  conflicts  out 
of  the  ether"  and  eliminate  interference,  Orestes 
H.  Caldwell,  of  New  York,  remarked,  when 
told  of  his  recess  appointment. 

"Everybody  knows  there  is  great  interference 
and  confusion,"  he  said.  "The  problem  is  to 
secure  good  reception  with  the  least  disturbance 
of  existing  broadcasting  industries.  Every 
fellow  is  entitled  to  a  square  deal. 

"One  of  the  first  steps  in  this  direction  will 
be  the  organization  of  an  engineering  staff  to 
study  the  situation  and  determine  what  is  neces- 
sary." 

Latest  figures  show  that  there  were  approxi- 
mately 700  stations  in  operation  now,  165  were 
under  construction  and  plans  had  been  reported 
for  328  more.  Since  the  old  radio  law  was  held 
ineffective  last  July,  206  new  stations  had  been 
built,  fifty  had  changed  location,  170  had 
changed  power,  106  had  changed  wave  length 
and  seventy-two  were  preparing  to  increase 
their  power. 

The  task  of  "clearing  the  conflicts  out  of 
the  ether"  would  include  planning  the  work 
of  these  stations  so  that  the  interference  re- 
sulting from  two  or  more  broadcasting  stations 
sending  on  wave  lengths  close  to  each  other 
would  be  eliminated. 


H.  Donaldson  Leopold  Vice- 
President  of  Ad.  Agency 

Well-known  Executive  of  the  Talking  Machine 
Trade  Assumed  New  Duties  With  Dearborn 
Advertising  Agency  on  March  1 


H.  Donaldson  Leopold,  advertising  and  sales 
promotion  manager  of  the  Carryola  Co.  of 
America,  Milwaukee,  Wis.,  manufacturer  of 
Carryola  portable  phonographs,  is  now  vice- 
president  of  the  Dearborn  Advertising  Agency, 
624  South  Michigan  Boulevard,  Chicago.  Mr. 
Leopold  assumed  his  new  duties  on  March  first 
and  his  merchandising  and  publicity  experience 
of  recent  years  well  qualifies  him  to  give  ex- 
ceptional service  to  the  clientele  of  this  agency. 

Mr.  Leopold  has  been  directly  connected  with 
the  music  industry  for  seven  years,  starting  in 
1920  as  territorial  representative  for  the  Victor 


H.  Donaldson  Leopold 

Talking  Machine  Co.  He  joined  the  Brunswick- 
Balke-Collender  Co.  in  1922  as  New  York  City 
salesman,  later  being  appointed  assistant  East- 
ern sales  manager.  His  excellent  work  in  this 
post  brought  him  recognition  from  the  Bruns- 
wick executive  office  in  Chicago,  which  he 
joined  a  few  years  ago  in  its  dealer  service 
department,  managing  this  department  for  a 
year.  He  was  later  appointed  manager  of  the 
sales  promotion  department,  which  he  created, 
resigning  from  the  Brunswick  organization  to 
join  the  Carryola  Co.  of  America.  Mr.  Leopold 
numbers  among  his  close  friends  talking  ma- 
chine dealers,  jobbers  and  manufacturing  ex- 
ecutives throughout  the  country  and  he  is 
bringing  to  his  new  work  the  hearty  good 
wishes  of  the  industry. 

Capacity  of  United 

No.  6  Motor  Increased 

Chicago,  III..  March  7. — Frank  F.  Paul,  gen- 
eral sales  manager  of  the  United  Air  Cleaner 
Co.,  of  this  city,  manufacturer  of  United  Phono- 
graph motors,  announced  this  week  that  the 
company  had  made  arrangements  to  increase 
the  capacity  of  its  popular  No.  6  motor  to  five 
ten-inch  records.  This  increase  in  capacity 
takes  place  immediately. 

E.  A.  Schroder  in  New  Post 


Ernest  A.  Schroder,  who  has  been  associated 
with  the  phonograph  industry  for  a  number  of 
years,  recently  joined  the  sales  staff  of  the 
Audak  Co.,  S65  Fifth  avenue,  New  York  City, 
as  sales  representative.  Since  joining  the  Audak 
organization  he  has  confined  his  interests  chiefly 
to  the  presentation  of  Singlephase  and  Poly- 
phase and  Revelation  Ultra-phonic  reproducers. 


Federal  Radio  Commission  Appointed — 

Immediate  Action  to  "Clear  the  Air" 

Meeting  Planned  in  Washington  Is  First  Step  to  Eliminate  Chaos  in  Broadcasting — Interest  of 
Public  in  Enjoyment  of  Radio  Programs  to  Be  Protected — Entire  Industry  to  Benefit 
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Celebrate 
Beethoven 
Centennial  Week 


MARCH  XO-X6 


3  e  Ready!  Say  So  > 


r 


BETWEEN  March  20th  and  26th  of  this  year  the 
entire  musical  world  will  pay  honor  to  the 
great  name  of  Beethoven. 
It  will  be  Beethoven  Week  —  the  centennial  celebra- 
tion. 

This  Week  is  directly  sponsored  by  the  Columbia 
Phonograph  Company  and  marks  the  appearance  of 
a  special  Columbia  Centennial  Edition  of  Beethoven 
Masterworks. 


CENTENNIAL 
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BEETHOVEN 


Through  Columbia's  efforts,  Beethoven's 
name  will  fill  the  press,  pervade  the  air, 
flash  upon  the  screen. 

Literature  has  been  prepared,  interesting 
both  to  seasoned  music  lovers  and  to 
those  to  whom  up  to  now  Beethoven 
may  have  been  unknown  except  in 
name. 


Make  this  Beethoven  Week  celebration  your  week. 
Let  your  customers — all  of  them — know  about  it. 
Remember,  that,  just  as  millions  have  Shakespeare  in 
their  homes,  these  same  millions  will  want  Beethoven, 
if  only  as  a  part  of  their  permanent  culture  and  social 
equipment. 

This  immense  amount  of  free  advertis- 
ing is  for  you.  It  can  do  everything  but 
play  Columbia  Beethoven  Records  for 
your  customers.  You  alone  can  do  that. 
You  can.  Will  you? 


Be  Ready! 


t 


Say  Soi 


t 


ADVERTISE! 


IN  EVERY  WAY  YOU  CAN! 
DISPLAY!  DEMONSTRATE! 


SELL! 


COLUMBIA  PHONOGRAPH  COMPANY,  1819  Broadway,  New  York  City 
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B  E  E  T  H 


Beetkoven  "Week 
March.  20-26 


CJJie  Symphonies 

Set  No. 

57.  Symphony  No.  1,  in  C  Major, 
Op.  2.1;  in  Eight  Parts.  $6.oo 

45.  Symphony  No.  2,  in  D,  Op.  36; 
in  Eight  Parts  S6.00 

46.  Symphony  No.  3  (Eroica)  in  E 
Flat,  Op.  55;  in  Fourteen  Parts. $10.50 

47.  Symphony  No.  4,  in  B  Flat,  Op. 

60,  in  Ten  Parts   S7.50 

48.  Symphony  No.  5,  in  C  Minor, 

Op.  67;  in  Eight  Parts  $6.00 

61.  Symphony  No.  6  (Pastoral)  in 

F,  Op.  68 ,  in  Ten  Parts.   $7-  50 

63.  Symphony  No.  7,  in  A  Major, 

Op.  91,  in  Ten  Parts.   -S7  50 

64.  Symphony  No.  8,  in  F,  Op.  93 ; 
in  Six  Parts  $4-5° 

39,  Symphony  No.  9  (Choral) 

in  D  Minor,  Op.  12.5;  in  Sixteen  Parts 
(Previously  Issued)  $11.00 

^Jke  ChamherlMusic 

Set  No. 

66.  Quartet  in  G  Major, 

Op.  18,  No.  2.;  in  Six  Parts  $4-50 

59-  Quartet  in  C  Minor, 

Op.  18,  No.  4;  in  Six  Parts  S4.50 

60.  Quartet  in  B  Flat, 

Op.  18,  No.  6;  in  Six  Parts... . . .  $4. 50 

49.  Quartet  in  F  Major, 

Op.  59,  No.  1;  in  Ten  Parts  $7  50 

50.  Quartet  in  E  Minor, 

Op.  59,  No.  i;  in  Eight  Parts  $6.00 

51.  Quartet  in  C  Major, 

Op.  59,  No.  3;  in  Eight  Parts  S6.00 

56.  Quartet  in  F  Minor, 

Op.  95,  in  Six  Parts  $4-5° 

55.  Quartet  in  F  Major, 

Op.  135,  in  Six  Parts  $4-5°, 

52.  Trio  in  B  Flat,  Op.  97,  for 

Violin, 'Cello  &  Piano;  in  Ten  Parts$7-5o 


OVEN  il 
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Sponsored  by 
Columbia  Phonograph 
Company 


MERICANS  pay  tribute  to 
Beethoven  this  week,  commem- 
orating the  hundredth  anni- 
versary of  the  world '  s  grea  tes  t  composer . 

The  Columbia  Centennial  Edition  of 
the  Masterworks  of  Beethoven  (elec- 
trical recordings,  complete,  without 
abridgement  other  than  conventional 
repeats)  is,  presented  by  the  Columbia 
Phonograph  Company  as  an  appropriate 
permanent  tribute  to  the  master.  Here 
in  this  immutable  treasury  will  every 
music-lover  find  the  symphonies,  the 
quartets,  and  the  sonatas  in  the  special 
Centennial  albums. 

The  message  of  Beethoven's  music 
will  be  delivered  in  behalf  of  Beethoven 
Week  by  Walter  Damrosch,  assisted  bv 
the  Musical  Art  Quartet,  and  vocalists, 
who  are  broadcasting  the  Beethoven 
Hour  on  Saturday,  March  19,  and  Sat- 
urday, March  2.6,  over  the  following 
stations:  weaf,  weei,  wjar,  wtag, 

WGR,  WFI,  WRC,  WCSH,  WCAE,  WTAM, 
WWJ,  WSAI,  WGN,  KSD,  WOC,  WCCO, 
WDAF,    WGY,    WHAS,    WSM,    WSB,  WMC. 

Full  details  of  this  program  will  be 
given  on  the  radio  page. 

The  Masterworks  series  of  the  Co- 
lumbia Phonograph  Company,  includ- 
ing the  Beethoven  Centennial  Edition, 
contains  60  albums  of  the  greatest 
works  of  the  greatest  composers  from 
Bach  to  Strauss. 

COLUMBIA  PHONOGRAPH  COMPANY 
1819  Broadway,  New  York  City 
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CJhe  Sonatas 


Set  No. 

54.  Sonata  quasiunafantasia 

(Moonlight  Sonata),  Op.  2.7,  No.  2.,  for 
Pianoforte;  in  Four  Parts;  Sonata 
Pathetique,  for  Pianoforte,  Op.  13; 
in  Four  Parts  $6.00 

53.  Sonata  in  A  (Kreutzer  Sonata) 

Op. 47, for  Violin  and  Piano,  inTcn  Parts, 

$7  50 

65.  Sonata  Appassionata, 

in  F  Minor,  for  Pianoforte,  Op.  57,  in 
Six  Parts  $4-5° 

Conductors 

andSoloists 

Felix  Weingartner 
Willem  Mengelberg 
Sir  Henry  J.  Wood 
Sir  Thomas  Beecham 
Sir  Hamilton  Harty 
Sir  George  Henschel 
Ignaz  Friedman 

W.  H.  Squire 
Albert  Sammons 
Lener  String  Quartet 
William  Murdoch 

Centennial 
literature 

1.  Centennial  Essay  by  Daniel 

Gregory  Mason. 

2.  Religious  Aspects  of  Beetho- 

ven's work. 

3.  Givic  Tribute  to  Beethoven. 

4.  Booklet  on  Life  and  Works  of 

Beethoven. 

5.  Special  Supplement  of  Colum- 

bia Beethoven  Centennial 
Masterworks  issues. 

Write  for  the  Centennial  Literature, 
described  above,  free  on  request. 


A  RECORD  LIBRARY  OF  THE  WORLD'S  GREAT  MUSIC 

Columbia 


JV£W  PROCESS  RECORDS 

Made  the  New  Way  -  ElectricaHy 

Vivt-tQnal  Recording  -  The  Records  without  Scratch 
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F.  A.  D.  Andrea  Sees  No 

Springtime  Radio  Slump 

Statement  Based  on  Analysis  of  Country-wide 
Sales — Fada  January  Sales  Exceeded  in  Vol- 
ume Those  for  Six  Months  of  1926 


Discussing  the  business  outlook  for  1927, 
Frank  A.  D.  Andrea,  president  of  F.  A.  D. 
Andrea,  Inc.,  stated  that  the  indications  are 
clear  that  there  will  be  no  early  Springtime 
slump  so  far  as  the  sale  of  advanced  types  of 
radio  apparatus  is  concerned.  This  statement  is 
based  on  a  current  analysis  of  country-wide 
sales,  which  for  January  exceeded  in  volume  the 
Fada  sales  for  the  first  six  months  in  1926.  Feb- 
ruary sales  are  paralleling  sales  for  the  first  half 
of  January,  according  to  Mr.  Andrea,  with  in- 
dications that  March  1  will  show  a  volume  of 
business  this  year  equal  to  that  done  up  to  Sep- 
tember 1;  1926,  from  January  first  of  that  year. 

Pointing  out  that  there  is  an  exceedingly  ac- 
tive market,  the  Andrea  statement  places  the 


blame  for  any  possible  territorial  slump  on  the 
shoulders  of  individual  wholesalers  or  dealers, 
attributable  in  a  large  measure  to  "failure  to 
lake  advantage  of  the  natural  conditions  that 
exist."  Study  of  special  local  conditions  and 
analyzing  of  reasons  are  urged  in  those  sections 
where  sales  are  not  on  a  par  with  the  country- 
wide situation.  Continued  activity,  aggressive 
solicitation  and  advertising  will  get  the  business, 
in  the  opinion  of  Mr.  Andrea. 


New  Model  Orthophonic 
Victrola  Placed  on  Market 


Latest  Product  of  Victor  Co.  Designed  to  Con- 
form in  Size  With  Needs  of  Apartment  House 
Dwellers  Where  Space  is  Limited 


Hazeltine  Corp.  Elects 

At  the  annual  meeting  of  the  Hazeltine  Corp., 
owners  of  neutrodyne  patents  and  trade-marks, 
the  following  officers  and  directors  were  elected 
for  the  year  1927.  R.  T.  Pierson,  president; 
Edgar  Rickard,  vice-president;  Paul  Armitage, 
secretary,  and  Jack  Binns,  treasurer.  The  direc- 
tors include  the  following:  Paul  Armitage,  I.  M. 
Day,  L.  A.  -  Hazeltine,  Fred  Hellman,  W.  L. 
Honnold,  Thomas  H.  Leggett,  R.  E.  McConnell, 
Harvey  S.  Mudd,  R.  T.  Pierson,  Edgar  Rich- 
ard and  W.  H.  Taylor,  Tr. 


The  Victor  Talking  Machine  Co.  has  placed 
on  the  market  a  new  model  Orthophonic  Vic- 
trola, the  4-40,  designed  to  conform  with  the 
requirements  of  the  modern  home  or  apartment 
for  a  cabinet  of  limited  size  and  convenient 
form.  The  new  model  is  smaller  than  the  popu- 
lar Credenza  model,  being  37^4  inches  high, 
37  inches  wide  and  20  inches  deep.  It  is 
equipped  with  the  non-set  eccentric  groove 
brake  which  stops  the  record  automatically  with 
pre-setting.  It  is  available  in  its  usual  form 
with  a  spring  motor  that  runs  ten  minutes  with- 
out rewinding  and  also  with  the  induction  disc 
electric  motor  for  use  with  alternating  cur- 
rent, and  also  with  the  Universal  electric  motor 
for  use  with  alternating  or  direct  current. 


Jiffycas  e 

THE  SPEEDY  SAFE  ECONOMICAL  PACK  FOR  FURNITURE.  PHONOGRAPHS  AND  RADIO  CABINETS 


JiSfycased  in  jig  time ! 

Jiffycasing  furniture  is  the  easiest,  quickest  ship- 
ping room  job  ever  invented. 

Pads  and  wrappings  are  not  necessary.    One  good 
man  with  a  hammer  and  screw  driver  can  snap 
out  more  work  than  a  corporal's  guard  operating 
via  the  padding,  wrapping,  crating  route. 
Not   only   does  the  Jiffycase   cut  packing  time 


and  likewise  packing  costs  to  the  bone — it  pro- 
vides a  supremely  safe  container  which  carries 
your  furniture  to  its  destination  in  perfect  condi- 
tion at  the  lowest  possible  freight  charge. 

Dealers  like  this  protective  shipping  case  for  it 
relieves  them  of  refinishing  troubles  and  gives 
them  a  knock-down  box  which  can  be  used  again. 
Investigate  the  Jiffycase  now.  Complete  details 
will  be  promptly  supplied  on  request. 


THE  NORTHWESTERN  COOPERAGE  &  LUMBER  COMPANY,  GLADSTONE,  MICH 
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A  Business  Opportunity 
for  Victor  Dealers 

A  hundred  years  have  passed  over  Beethoven's  grave.  Yet  his  great  spirit  lives 
today  in  matchless  musical  achievements  that  bear  the  stamp  of  immortality.  In 
this  centennial  year  and  month,  music-lovers  everywhere  will  turn  to  his  works 
in  fitting  tribute  to  his  genius.  And  for  those  works,  they  will  naturally  turn  to  you. 

You  and  we  have  a  great  duty  to  perform  in  the  observance  of  the  Beethoven 
Centennial.  Ours  is  represented  in  the  magnificent  recording  of  the  Beethoven 
Fifth  Symphony — his  most  famous,  popular  and  characteristic  work  —  specially 
done  for  this  occasion.  Yours  consists  in  making  this  noble  work — the  very  essence 
of  the  character  of  a  world-figure — available  to  his  countless  admirers,  and  known 
to  thousands  more  who  will  love  and  want  it:  once  they  hear  it.  That  you  can 
profit  greatly  in  this  work  is  certainly  no  bar  to  your  undertaking  it  with  all  energy. 

Of  no  less  importance  than  the  Fifth  Symphony  are  the  following  Beethoven 
works: 

The  Kreutzer  Sonata — four  (4)  iz-inch  Two  Quartets  —  No.  16  in  F  Major, 
Red  Seal  Records.  No.   z  in  G,  each  of  which  in- 

The  Symphony  No.  3 — (Eroica)  six  eludes  four  (4)  10-inch  Red  Seal 
(6)  iz-inch  records.  Records. 

An  explanatory  folder,  memorial  edition,  is  supplied  with  each  set  of  records. 

Take  your  part  in  observing  the  Beethoven  Centennial.  Order  these  records  now, 
Demonstrate  them — completely,  frequently,  persistently.  A  free  souvenir  booklet, 
supplied  by  your  wholesaler,  will  help.  Put  in  a  Beethoven  window.  Offer  demon- 
strations before  clubs,  schools,  church  and  social  gatherings. 

Identify  yourself  with  the  Beethoven  Centennial  in  a  Victor  way.  Your  customers 
expect  it  of  you — and  the  rewards  are  in  proportion  to  your  effort. 


"HIS  MASTER  S  VO I CE 

REGUS  PATOFR 


CAMDEN,  NEW   JERSEY,   U.  S  .  A 
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Familiarity  With  Radio 

By  s.i.Msrks  Reduces  Calls  for  Service 


It  was  not  so  long  ago  that  dealers  and  others 
were  overwhelmed  with  calls  for  service  only 
lo  find  that  approximately  90  per  cent  of  the 
calls  applied  to  tube  and  battery  replacements. 
One  might  say  that  this  should  have  been  prof- 
itable business  for  the  dealer  due  to  the  sale 
of  accessories.  But  when  we  consider  that 
every  case  demanded  the  dispatching  of  a  serv- 
ice man  who  might  consume  an  hour  or  two  for 
each  call,  the  apparent  profit  disappeared.  On 
the  other  hand,  the  radio  set  owner  soon  dis- 
covered that  he  was  paying  good  money  not 
alone  for  the  accessories  replaced  but  also  for 
the  time  of  the  man  hooking  them  up.  The 
next  time  he  needed  batteries  or  tubes  he 
bought  them  himself  and  made  his  own  replace- 
ment, thus  saving  himself  and  the  dealer  need- 
less expense. 

Public  More  Familiar  With  Radio 

Public  familiarity  with  radio  has  been  pos- 
sibly the  greatest  factor  toward  improvement  in 
service  conditions.  We  say  this  advisedly,  for 
our  work  covers  principally  the  radio  sets  that 
have  been  in  use  for  some  time,  whereas  im- 
provement in  construction  is  more  or  less  too 
recent  for  an  experience  table.  Public  reaction 
to  a  new  development  has  always  been  more 
active  than  manufacturing  improvements.  A 
very  good  sample  of  this  is  seen  in  connection 
with  automobiles.  We  all  can  recall  the  time 
when  it  was  necessary  to  spend  several  days 
learning  to  drive  a  car.  To-day  a  car  is  sold 
with  instruction  in  driving  confined  to  a  trip 
around  the  block  just  once,  and  in  many  cases 
not  even  to  that  extent. 

Simplified  Operation  Reduces  Service 

Simplifying  operation  on  new  sets  has  been 
a  very  helpful  factor  in  reducing  service  calls, 
for  it  has  aided  the  dealer  in  giving  his  customer 
more  explicit  advice  on  operation  than  has  here- 
tofore been  possible.  The  lack  of  absorption  of 
radio  problems  by  the  dealer  has  been  one  of 
the  principal  thorns  in  his  own  road.  The  ma- 
jor portion  of  his  sales,  in  such  cases,  has  been 
overselling  due  to  lack  of  knowledge  on  opera- 
tion. The  comparatively  complicated  schemes 
of  operation  have  been  too  confusing  to  the 


dealer  in  his  limited  sphere  of  sales  effort  to 
permit  of  concentrated  study  on  set  manipula- 
tion and  possibilities.  With  the  advent  of  single- 
control  sets  and  standardization,  even  the  dealer 
learns  quickly  the  few  twists  required  to  cor- 
rectly operate  a  radio  set,  and  the  imparting  of 
this  knowledge  to  his  customer  does  not  take 
any  appreciable  length  of  time  to  conclude  his 
sale.  With  the  customer  properly  and  quickly 
instructed  in  the  use  of  the  radio  set,  many 
service  calls  have  been  eliminated  which  former- 
ly were  occasioned  by  ignorance. 

Quality  a  Factor  in  Service 
The  elimination  of  wildcat  manufacturers  of 
radio  sets  has  also  been  a  material  factor  in  re- 
ducing service  work.  For  sets  these  days  are 
made  from  substantial  material  capable  of  hold- 
ing up  indefinitely  under  normal  usage,  the 
manufacturers  of  to-day  realize  that  their  stabil- 
ity depends  in  a  large  measure  upon  the  product 
of  their  factories,  and  hence  refrain  from  in- 
stalling any  material,  no  matter  how  cheap,  that 
is  likely  to  fall  back  upon  them.  On  the  other 
hand,  the  so-called  wildcat  concern  was  only  in- 
terested in  the  disposal  of  its  product  for  the 
then  current  season,  reaping  the  profit  and  dis- 
appearing. 

With  the  public's  and  dealer's  buying  confined 
lo  few  makes  familiarity  with  operation  and 
weaknesses  are  soon  absorbed  and  at  the  slight- 
est sign  of  trouble  the  remedy  applied  and 
often  anticipated.  The  owner  from  discussions 
with  other  owners  of  similar  makes  soon  learns 
to  maintain  his  set  without  the  necessity  of 
calling  in  a  service  man  for  help.  Many  an 
owner  to-day  is  doing  the  work  formerly  left  to 
the  dealer  or  service  man. 

Overselling  Talk  Dangerous 

Overselling  talk  by  dealers'  salesmen  has 
heretofore  worked  more  havoc  in  radio  than 
possibly  any  one  factor  on  the  merchandising 
end.  The  buyer  is  more  correctly  informed  on 
the  limitations  of  the  various  suggested  types 
of  radio  sets  than  at  any  previous  time  since 
radio  became  an  industry.  No  longer  does  the 
buyer  learn  that  he  can  pick  up  Honolulu  the 
first  night  and  every  night  thereafter.    He  ex- 


pects now  to  take  potluck  with  atmospheric 
conditions  and  the  various  whatnots  that  disturb 
his  distance  dream.  In  the  big  cities  the  dis- 
tance programs  no  longer  hold  the  main  attrac- 
tion. Local  concerts  and  programs  are  becom- 
ing sufficiently  attractive  to  maintain  interest  to 
the  exclusion  of  distance. 

Standardization  of  Models 

Standardization  of  models  and  increased  dis- 
tribution have  been  very  helpful  in  reducing 
service  work  for  dealers  and  others.  The  owner 
has  had  greater  opportunity  to  learn  in  lay  ex- 
pressions what  causes  his  set  to  operate  and 
prevents  it  from  operating,  thus  educating  him- 
self on  its  proper  care  and  attention. 

With  the  marketing  of  new  devices  there  will 
always  be  additional  service  until  familiarity  re- 
duces the  calls.  Socket  power  accessories  are 
recent  examples.  Especially  is  this  true  of  ac- 
cessories requiring  the  addition  of  distilled 
water.  The  dealer  might  place  greater  emphasis 
on  minor  details  for  the  benefit  of  owners,  es- 
pecially those  details  actually  requiring  effort  by 
owners.  This  will  help  materially  in  reducing 
his  service  costs. 

School  for  Radio  Service  Men 

A  remaining  problem  in  radio  is  that  of  serv- 
ice men.  With  but  few  concerns  capable  of 
maintaining  such  men  over  a  twelve-month 
period,  the  types  available  in  season  do  not  re- 
flect a  creditable  showing.  It  is  only  natural 
lo  expect  this  deficiency  in  any  industry  wherein 
employment  can  be  expected  for  but  three  or 
four  months  of  the  year,  and  men  left  to  shift 
to  other  industries  during  the  remaining  eight 
months.  It  is  believed  that  the  best  answer  to 
the  service  man  problem  is  the  organization  of 
a  school  from  which  men  are  selected  for  per- 
manent connections.  Such  men  should  be 
bonded.  We  have  found  it  more  economical  to 
employ  men  at  fifty  dollars  per  week  than  the 
types  available  at  twenty-five  to  thirty  dollars 
per  week.  The  qualifications  of  the  proper  type 
of  men  include  the  following: 

Technical  knowledge  of  at  least  six  different 
makes 

Pleasing  appearance  and  personality 

Sales  ability 

High  school  education 

Tact 

Service  men  have  it  within  their  power  to  in- 
sure or  break  a  sale.  In  these  days  of  instal- 
ment sales  a  service  man's  qualifications  are 
serious  factors  in  the  profit  and  loss  statement. 

It  may  be  of  interest  to  manufacturers  to 
learn,  from  our  experience  on  strictly  service 
work,  that  sets  of  current  manufacturers  con- 
structed two  and  three  years  ago  are  still  giv- 
ing excellent  service  to  their  owners,  but  that 
sets  of  home  construction  are  developing  the 
troubles  anticipated  for  them  which  eventually 
result  in  the  factory  product  remaining  the  only 
type  in  the  home. 

Factors  That  Cut  Service  Cost 

Improvement  in  construction 

Public  familiarity  with  radio 

Simplicity  of  operation 

Reduction  in,  and  elimination  of,  indiscrimi- 
nate manufacturers 

Dealer  and  public  buying  confined  to  limited 
number  of  makes 

Elimination  of  overselling  talk  by  dealers 

Standardization  of  models 

Increased  distribution 


Orthophonic  on  "Leviathan" 

An  Auditorium  model  Orthophonic  Victrola 
was  recently  installed  on  the  S.  S.  "Leviathan" 
while  it  was  being  reconditioned  at  a  Boston, 
Mass.,  drydock. 


FULL  LINE  of  HARDWARE 

For  Radios  and  Phonographs 


H.  A.  GUDEN  CO.,  Inc. 
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NEW! 


The  Layerbilt  patented 
construction  revealed. 
Each  layer  is  an  elec- 
trical cell,  making  au- 
tomatic contact  with 
its  neighbors,  and  fill- 
ing all  available  space 
inside  the  battery 
case. 


Eveready  Layerbilt 
*'B"  Battery  No.  486, 
the  Heavy-Duty  bat- 
tery that  shoidd  be 
specified  for  all  loud- 
speaker sets.  Price 
$5.00. 


DIFFERENT! 


This,  the  most  economical  "B"  battery  to 
use,  is  the  most  satisfactory  to  sell 


OUT  of  the  murk  of  contrasting 
claims  in  radio  one  thing  stands 
clear:  The  Eveready  Layerbilt  "B" 
Battery  No.  486  is,  without  doubt, 
the  most  economical  of  "B"  batter- 
ies. It  is,  therefore,  beyond  all  ques- 
tion, the  preferred  battery  for  deal- 
ers who  are  creating  and  holding 
then  trade  by  selling  satisfactory 
merchandise  only.  There  is  a  de- 
cided swing  of  public  demand  to. 
the  Heavy-Duty  size  "B"  battery, 
and  that  swing  is  going  to  be  more 
and  more  pronounced  as  people 
learn  that  only  from  Heavy-Duty 
Layerbilts  can  they  secure  real  econ- 
omy on  loud-speaker  sets.    In  the 


Eveready  Layerbilt  you  have  the 
longest-lasting  of  all  Heavy-Duty 
batteries.  It  costs  the  consumer  25 
cents  more,  but  the  increase  in  ser- 
vice is  much  greater  than  the  slight 
addition  to  the  price. 

Eveready  Layerbilt's  surprising 
performance  is  due  to  its  construc- 
tion. It  is  built  in  layers  of  flat 
current-producing  elements,  which 
make  connection  with  each  other 
automatically,  and  fill  all  available 
space  inside  the  battery  case.  Layer- 
building  packs  more  active  material 
in  a  given  area  and  makes  those  ma- 
terials produce  more  electricity. 

Radio  users  will  get  maximum 


satisfaction  from  their  loud-speaker 
sets,  maximum  "B"  battery  econ- 
omy, and  you  will  build  your  repu- 
tation to  greater  heights,  if  you  sell 
this,  the  greatest  dry  cell  "B"  battery 
ever  built.  Order  the  Eveready 
Layerbilt  from  your  jobber. 

NATIONAL  CARBON   CO.,  Inc. 

New  York  San  Francisco 

Atlanta  Chicago  Kansas  City 

Unit  oj  Union  Carbide  and  Carbon  Corporation 

Tuesday  night  is  Eveready  Hour  Night — 9  P.  M., 
Eastern  Standard  Time. 


v/EAT-New  York 

wjAR-Providence 

wzEi-Boston 

WTAG-Worccster 

v/vi—Philadel  phia 

v/GK-Buflalo 

vtCAE-Pittsburgh 


■WSM-Cincmnati 
VITAM-Cleveland 
wwj-Dctroit 
watt-Chicago 
woc-Davrn  port 
„ml  Minneapolis 
WCC0U;.  Paul 


KSD-St.  Louis 

wsc-Wasliington 

WGY-Schencctady 

whas— Louisville 

WSB-Atlanta 

WSM-Nasliville 

Vftec-Memfhis 
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World-Wide 


The  overwhelming  superior- 
ity of  ULTRA  reproducers  is 
recognized  in  every  civilized 
country  of  the  world. 


An  advertisement 
of  the  ULTRA 
(Phonic)  from  Ear 
off  Japan 


If  a  man  build  a  mouse  trap  better  than 
any  other,  the  world  will  make  a  beaten 
path  to  his  door."— Emerson 


The  AUDAK  COM 

Makers  of  Acoustical  and  Electrical 
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Dominance 


The 
Polyphase 
ULTRA  $12.5? 

Just  as  the  Rolls-Royce  fills  a  demand  for 
the  last  word  in  cars  among  those  who 
demand  and  will  pay  for  the  finest,  so  the 
Polyphase  fills  the  demand  for  the  last 
word  in  reproducers.  The  Polyphase  is 
free  from  the  slightest  phonographic  trace. 
It  has  no  nodes  to  spill  or  splash.  It  is  ad- 
justable so  that  its  acoustic  impedance  can 
be  suited  to  the  phonograph  on  which  it  is 
used. 


The 
Singlephase 

ULTRA  $8.5° 

is  the  famous  reproducer  which  repro- 
duces the  ringing  high  notes  and  the  boom- 
ing bass,  with  equal  fidelity. 

The  brilliance  of  its  performance  startled 
both  dealers  and  public  and  made  it  almost 
overnight  an  enormous  success.  It  not 
only  brings  you  a  worth  while  profit,  but 
will  greatly  increase  your  record  sales 
through  its  fine  reproduction. 


The 
Revelation 

ULTRA  $5.5? 

In  response  to  requests  from  dealers  the 
REVELATION  ULTRA  has  been  created. 

A  high  type  product,  at  a  low  price,  made 
of  finest  quality  materials  and  in  the  scien- 
tifically studied  manner  for  which  Audak 
products  are  known  everywhere. 

Your  jobber  will  gladly  demonstrate  its  su- 
periority. 


PANY, 


565  Fifth  Ave., 
New  York  City 


Apparatus  for  More  Than  10  Years 


ULTRA  reproducers 
are  the  standard 
by  which  all  repro- 
ducers are  judged 
and  valued 
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Announcing  for  1927 

An  Amazing  Achievement! 

Our  new  Saxophonic  Instruments  in  combination 
with  the  famous  ULTRA  (phonic)  Reproducer, 
made  by  the  Audak  Co.,  are  the  outstanding  develop- 
ment in  recorded  entertainment  permitting  a  refine- 
ment of  sound  reproduction  possible  in  no  other  way. 


The  Standard  by  which  all  repro- 
ducers  are   judged  and  valued! 


n 


Consolette  Grand 

4;';  HIGH    JOWIDE  2I  0EEF 


Five 
Models 

of 

Twelve 


MODEL  200 

Jhe  Sonnet^ 

43"HIGH  30'WIOE  ^I'DEEP 


I'honograph  of   Artistic   Beauty.     Jacobean   Period  with   Burl  Walnut 
Front  and  Bird^eye  Maple  Panels  with  Rose  Decorations. 


An    Instrument    of    Distinction,    featuring    full    length    amplifying  tone 
chamber    with    the    improved    Saxophonic    Equipments,    makes    this  the 
Phonograph  with  the  Magic  Voice. 


Model  110 
34  in.  High.  35  in.  Wide.  22  in.  Deep 


Model  85 
Saxophonic  Consolette 
36  in.  High.  21  in.  Wide,  21  in.  Deep 


Model  125 
34  in.  High,  35  in.  Wide.  22  in.  Deep 


Write  at  once  for  Our  Booklet  and  Special  Discount  and 
Act  Quickly.    Be  first  to  offer  these  new  instruments  to 
the  trade  tvho  are  ready  to  receive  them. 

PLAYER -TONE  TALKING  MACHINE  CO. 

Office  and  Sales  Rooms:  632  Grant  St.,  Pittsburgh,  Pa. 


The  Talking  Machine  World,  Nezv  York,  March,  1927 

VAL  PHONIC 


HETHER  the 
Val  Phonic  is 
used  on  the  old 
records,  or  the  new 
electric  recordings* 
it  performs  in  a 
most  pleasing 
manner.  It  is  built 
for  continuous  use 
in  the  customers 
hands  and  will 
result  in  increased 
record  sales. 

A  sample  will 
convince  you. 


Z30  MARKET  STREET 
PH  I  L  ADELPHI  A  ,  U.«^.A 
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300  Radio  Set  Sales  in  Two  Months  Out 

of  400  Prospects  Is  Record  of  G-R  Store 

Recommendations  From  Satisfied  Customers,  Names  Turned  in  by  Salesmen  for  Other  Lines 
and  Prospects  Dissatisfied  With  "Gyp"  Stores  Are  Sources  of  Establishment's  Prospects 


Out  of  four  hundred  bona-fide  prospects  en- 
tering the  G-R  Radio  Store,  Kansas  City,  Mo.,  in 
two  months,  three  hundred  radio  sets  were  sold 
without  the  employment  of  a  single  outside 
salesman,  according  to  George  W.  Ryan,  store 
manager,  who  outlines  his  sales  methods  in  the 
following  interesting  article  appearing  in  a  re- 
cent issue  of  the  Retail  Ledger: 

"Out  of  400  bona-fide  prospects  entering  our 
ladio  store  at  Fourth  and  McGee  streets,  in 
two  months,  300  radio  sets  were  sold  during  that 
time,  without  the  employment  of  a  single  out- 
side salesman. 

"Results  may,  as  a  rule,  be  more  easily  tab- 
ulated than  analyzed,  and,  of  course,  there  are 
various  things  which  have  entered  into  our  suc- 
cess in  selling  such  a  large  percentage  of  pros- 
pects. I  firmly  believe  that  one  prospect,  prop- 
erly connected  up  with  and  handled  methodi- 
cally, is  worth  a  half  dozen  of  those  who  go 
window-shopping,  or  radio  shopping,  from  one 
store  to  another,  without  any  real  intention  of 
purchasing  a  set.  To  connect  up  with  the  people 
who  honestly  contemplate  the  purchase  of  a  set 
is  a  knack  in  itself,  and  that's  why  400  genuine 
prospects  were  more  prolific  of  results  in  the 
way  of  actual  sales  completed  than  if  we  had 
connected  up  with  five  times  that  number  of 
average  or  'lukewarm'  prospects. 

"No  doubt,  then,  our  system  of  locating  with 
real,  live  prospects  is  one  of  the  main  reasons 
for  our  percentage  of  bull's-eyes. 

Three  Ways  of  Securing  Prospects 

"We  have  three  distinct  ways  of  connecting 
up  with  prospects,  in  addition  to  our  general 
methods  of  advertising,  window  displays  and 
exhibits  of  stock  in  the  store. 

"The  most  important  of  the  three  are  the 
prospects  sent  to  us  by  persons  who  already 
own  our  sets — satisfied  customers  who  not  only 
like  the  sets  they  have  bought,  but  are  satis- 
fied, in  addition,  with  the  treatment  accorded 
them  while  making  the  sale  and  in  the  matter 
of  service  afterward. 

"The  livest  of  all  live  prospects  is  the  one 
who  comes  to  us  as  a  result  of  the  warm  recom- 
mendation of  our  merchandise  and  our  store, 
personality  and  service,  from  some  friend  who 
has  been  an  owner  of  one  of  our  sets  long 
enough  to  try  it  out  thoroughly.  These  are  the 
best  prospects  of  all,  as  well  as  the  most  numer- 
ous. 

"In  most  cases,  of  course,  this  service  to  us 
from  owners  of  our  sets  is  simply  the  result  of 
the  natural  expression  of  their  satisfaction,  and, 
like  all  gifts  of  true  friendship,  these  people 
expect  no  pay  for  their  kind  words  which  re- 
'sult  in  additional  sales  for  us. 

"However,  some  patrons,  at  the  time  they 
buy  a  set,  tell  us  frankly  that  they  might  be  able 
to  put  over  some  more  sales  for  us,  and  when 
they  wish  they  may  act  as  agents  for  us  in 
their  respective  neighborhoods.  We  then  pay 
them  a  small  commission,  which  lessens  the 
price  of  their  own  sets. 

"But  in  the  average  instance,  sales  made  as  a 
result  of  prospects  sent  us  by  friends  who  are 
already  customers  cost  us  nothing  in  com- 
mission. 

"The  value  of  satisfied  purchasers,  as  it  affects 
our  business  in  particular,  may  be  illustrated  by 
two  striking  examples,  illustrative  of  others.  A 
few  months  ago  one  of  the  pressmen  working 
on  the  Kansas  City  Star  purchased  one  of  our 
sets.  He  liked  it  so  well  that  he  told  his  friends 
in  very  emphatic  fashion.  His  word  as  to  the 
performance  of  the  set  meant  more  to  these  fel- 
lows than  all  the  high-pressure  sales  talk  im- 
aginable, for  they  knew  he  had  no  ax  to 
grind.  He  had  found  a  set  that  suited  him  and 
he  was  'telling  the  world  about  it.'    As  a  re- 


sult of  his  -satisfaction  we  have  sold  sets  to 
five  other  pressmen,  who  would  never  have 
come  to  our  store  but  for  the  original  purchaser. 
Six  Sets  to  One  Family 

"Another  similar  instance,  where  we  have  sold 
six  radio  sets  in  a  single  family,  is  an  outstand- 
ing one  in  our  business,  perhaps  in  Kansas  City 
retail  radio  history.  The  original  purchase  was 
made  some  months  ago,  and,  since  this,  sets 
have  been  sold  by  us  to  three  brothers  and  sis- 
ters and  two  cousins  of  the  first  purchaser, 
whose  satisfaction  was  the  best  sort  of  'sales 
energy'  for  this  store.  More  instances  might  be 
quoted,  but  these  two  tell  the.  story  plainly. 

"Our  next  best  method  of  connecting  up  with 
bona-fide  prospects  is  through  outside  salesmen 
whose  vocation  may  be  selling  almost  anything 
else  but  whose  avocation  is  to  sell  sets  for  us, 
when  people  call  for  them. 

"There  are  many  salesmen,  working  from 
house  to  house,  or  from  office  to  office,  selling 
sewing  machines,  vacuum  sweepers,  electric 
washing  machines,  etc.,  who  quite  frequently 
come  into  contact  with  real  radio  prospects — 
people  who  say,  without  solicitation,  'Now,  if 
you  were  selling  radio  sets,  instead  of  washing 
machines,  I  could  talk  business  with  you.' 

"Salesmen  of  this  typs  work  for  us,  not  talk- 
ing radio  in  general,  but  getting  in  contact  with 
those  who  are  thinking  strongly  enough  about 
radio  to  mention  it  of  their  own  accord. 

"We  have  connected  up  with  several  first-class 
salesmen  in  other  lines  who  are  glad  to  take 
on  our  radio  as  an  incidental,  or  sideline,  with- 
out taking  any  time  or  energy  away  from  their 
regular  work.  What  they  make  selling  our  sets 
is  all  'velvet'  to  them,  since  all  they  do  is  to 
connect  the  prospect  up  with  our  store  and  we 
complete  the  sale. 

"Those  who  bring  up  the  subject  of  radio  of 
their  own  accord  are  almost  as  good — and 
salable — prospects  as  those  who  come  to  us  as  a 
result  of  recommendation  from  their  friends. 
Thus  we  secure  the  services  of  salesmen  of 
real  ability  who  are  willing  to  act  as  our  occa- 
sional agents,  so  to  speak,  and  no  commission 
is  paid  them  except  upon  actual  sales.  Naturally, 
they  do  not  receive  any  salary  or  expense 
money. 

Bad  Advertising  Brings  Many 

"The  third  class  of  live  prospects  come  to  our 
store  as  a  'flareback'  from  the  misleading  ad- 
vertising of  other  radio  stores — and  here  is 
genuine  proof  that  any  sort  of  misrepresentation 
in  radio  advertising  is  a  bad  policy  for  the  store 
doing  it.  But  it  is  an  asset  to  the  stores  which 
refrain  from  it. 

"Here's  how  it  works  out  in  actual  practice: 
Perhaps  some  radio  store,  anxious  to  get  pros- 
pects into  the  store  by  any  method,'  good,  bad 
or  indifferent,  advertises  that  a  customer  may 
take  a  set  home  by  paying  $5  down.  But  fre- 
quently there  is  a  'joker'  connected  with  this 
offer,  and  this  joker  is  one  which  makes  many 
prospects  angry — so,  in  retaliation,  they  come 
to  this  store  or  to  some  other  which  has  not 
attempted  to  trick  them. 

"In  making  sales,  demonstration  is  a  big  fac- 
tor in  completing  the  deal.  Instead  of  having 
just  one  demonstrating  set  every  set  in  stock 
or  one  of  every  type  is  hooked  up  for  immediate 
use.  If  a  man  wants  to  listen  to  a  small  set, 
that's  the  kind  we  demonstrate  with,  and  the 
same  with  the  largest  ones.  We  are  prepared  to 
give  good,  clear  demonstrations,  although 
located  downtown,  where  some  radio  stores 
claim  they  cannot  give  a  good  idea  of  how  a  set 
will  work.  We  allow  two  days'  trial  in  the  home, 
sell  for  one-fourth  cash,  the  balance  in  four 
months,  with  6  per  cent  interest.  But  we  pre- 
fer to  sell  for  cash,  hence  the  interest  charges." 


A 

Complete  List 
Distributors 


JAMES  K.  POLK,  INC. 
181  Whitehall  St.,  Atlanta,  Ga. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  111. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 

IDEAL  PHONO-PARTS  CO. 
1231  Superior  Ave.,  Cleveland,  Ohio 

L.  D.  HEATER 
469i/£  Washington  St.,  Portland,  Ore. 

EVERYBODY'S  TALKING  MACHINE 
COMPANY 
810  Arch  St.,  Philadelphia,  Pa. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
811  West  Broad  St.,  Richmond,  Va. 


28 


THE    TALKING    MACHINE  WORLD 


March,  1927 


ft. — ' 


N  O 5r  dealers  ' 
■wholesalers- 
pmanufaduum 
of phonograph^ 
t,radio  product^ 


(Registered  in  the  U.  S.  Patent  Office) 

PUBLISHED  BY  EDWARD  LYMAN  BILL,  Inc. 

President,  C.  L.  Bill;  Chairman  of  the  Board,  J.  B.  Spillane;  Vice-Presidents,  Edward 
Lyman  Bill,  Randolph  Brown;  Treasurer,  Raymond  Bill;  Secretary,  E.  L.  Bill;  Assistant 
Secretary,  L.  E.  Bowers;  Assistant  Treasurer,  Wm.  A.  Low. 


RAYMOND  BILL,  Editor 
B.  B.  WILSON,  BRAID  WHITE,  Associate  Editors 
C.  R.  TIGHE,  Managing  Editor 
LEE  ROBINSON,  Business  Manager 
FRANK  L.  AVERY,  Circulation  Manager 


Trade    Representatives:     Vincent  D.  Walsh,  E.  B.  Munch,  Victor  C.  Gardkek, 

V.    E.    MOYNAHAN,    ROYCE    CODY,    A.    J.  NlCKLIN 


Western  Division:     Republic  Building,  209  So.  State  Street,  Chicago,  111.  Telephone, 
Wabash  5242.    Leonard  P.  Canty,  Manager. 
Boston:  John  H.  Wilson,  324  Washington  Street. 
London,  Eng.,  Office:      68  Milton  St.  (Fore  St.)  EC  2.   Clerkenwell  1448. 

The  Talking  Machine  World  has  regular  correspondents  located  in  all  of  the  principal 
cities  throughout  America. 

Published  the  15th  of  every  month  at  383  Madison  Ave.,  New  York 


SUBSCRIPTION  (including  postage):  United  States,  Mexico,  $2.00  per  year; 
Canada,  $3.00;  all  other  countries,  $4.00.    Single  copies,  25  cents. 

ADVERTISEMENTS :      $6.50  per  inch,  single   column,  per  insertion.  Advertising 
pages,  $172.00.     On  yearly  contracts  for  display  space  a  special  discount  is  allowed. 
REMITTANCES  should  be  made  payable  to  The  Talking  Machine  World  by  check 
or  Post  Office  Money  Order. 


NOTICE  TO  ADVERTISERS — Advertising  copy  should  reach 
this  office  before  the  first  of  each  month.  By  following  this  rule 
clients  will  greatly  facilitate  work  at  the  publication  headquarters. 


Long  Distance  Telephones; — Numbers  2642-3-4-5-6-7-8  Vanderbilt 
Cable  Address:  "Elbill,"  New  York 


NEW  YORK,  MARCH,  1927 


The  Beethoven  Centennial  Celebration 

MANUFACTURERS  of  talking  machines  and  records  are  to 
be  congratulated  upon  their  prompt  appreciation  of  the  op- 
portunity afforded  by  the  forthcoming  centennial  of  the  death  of 
Beethoven  to  interest  the  general  public  in  the  works  of  this  famous 
composer,  and  for  that  matter  in  good  music  in  general.  Probably 
no  more  outstanding  character  among  the  older  composers  can  be 
found  than  Beethoven,  whose  compositions,  even  though  they  may 
be  ranked  among  the  classics,  are,  nevertheless,  generally  familiar 
to  the  musical  layman. 

Particular  credit  is  due  to  the  Columbia  Phonograph  Co.  for 
sponsoring  the  preliminary  work  of  the  organization  of  the  Bee- 
thoven Week  Advisory  Committee,  made  up  of  prominent  music 
lovers  and  musicians  throughout  the  country,  with  George  East- 
man, of  Rochester,  one  of  the  leading  figures  in  American  musical 
circles,  as  chairman.  The  company  has  not  let  the  matter  rest  with 
the  presentation  of  the  suggestion  for  the  centennial  celebration, 
but  has  sent  throughout  the  country  a  special  staff  of  men  to  de- 
velop contact  with  city  officials  and  music  lovers  in  various  centers, 
and  to  lay  plans  for  the  promotion  of  local  celebrations  as  a  part 
of  the  national  movement. 

Fortunately  for  the  promised  success  of  the  celebration,  com- 
mercialism has  been  kept  well  in  the  background  and,  although  it 
cannot  be  said  that  the  entire  idea  is  altruistic  in  character,  at  least 
the  efforts  put  forth  cannot  be  expected  to  bring  to  the  company 
any  proportionate  direct  returns.  With  the  proper  spirit  of  co- 
operation shown  by  retailers,  however,  there  is  afforded  a  genuine 
opportunity  for  placing  in  thousands  of  homes  in  the  country  col- 
lections of  records  of  good  compositions  not  only  by  Beethoven, 
but  by  other  composers  of  like  standing.  It  is  in  greater  apprecia- 
tion of  music  such  as  that  of  Beethoven  that  the  talking  machine 
will  find  its  real  future.  The  foundation  of  the  business  in  the 
past  has  been  good  music,  and,  despite  the  remarkable  developments 
that  have  taken  place  both  in  recording  and  reproducing  instru- 
ments during  the  past  couple  of  years,  that  rule  still  holds  good. 
The  fact  that  manufacturers  other  than  the  Columbia  Co.  have 


seen  fit  to  participate  in  this  Beethoven  celebration  through  the 
medium  of  their  dealers  is  to  be  heartily  commended,  for  every 
occasion  of  the  sort  affords  just  another  opportunity  for  the  legiti- 
mate exploitation  of  good  music,  particularly  as  it  is  made  available 
through  the  medium  of  the  talking  machine  and  its  records. 


E$ecl  of  Radio  Control  Law  on  Trade 

THE  Radio  Control  Bill  is  now  a  law,  having  received  the  signa- 
ture of  President  Coolidge  on  February  23,  and  automatically 
becoming  effective  as  of  that  date  with  the  proviso  that  sixty  days 
are  to  be  allowed  for  the  general  adjustment  of  the  broadcasting 
situation  before  the  more  drastic  provisions  of  the  act  become 
operative. 

The  passage  of  the  bill  at  this  session  of  Congress  is  a  distinct 
tribute  to  those  who  labored  so  faithfully  and  earnestly  to  bring 
about  legislation  calculated  to  check  the  threatened  chaos  in  the 
air  and  protect  the  interests  of  both  the  public  and  the  radio  indus- 
try. Chief  among  these  factors  were  the  various  radio  associations 
who  were  continually  in  the  forefront  in  the  fight  to  bring  about 
action  by  Congress,  and  these  organizations  had  the  support  of  the 
various  other  trade  bodies  throughout  the  country  which,  individu- 
ally and  collectively,  devoted  their  efforts  to  securing  relief  from  a 
situation  that  seriously  affected  the  stability  of  the  entire  industry. 

Even  though  the  new  law  may  be  in  the  nature  of  a  compro- 
mise, it  at  least  gives  the  Government  agencies  unquestioned  au- 
thority to  deal  with  the  matter  at  hand  as  energetically  as  require- 
ments demand.  With  733  program  broadcasting  stations  operating 
within  a  wave  band  said  by  experts  to  afford  proper  accommoda- 
tions for  only  eighty-one  stations,  there  is  no  question  of  the  need 
for  some  adequate  and  effective  control. 

One  of  the  important  results  of  the  passage  of  the  new  law 
is  its  probable  effect  upon  the  public,  for  there  is  no  question  but 
that  many  prospective  buyers  of  new  receivers  and  those  who  might 
be  inclined  to  replace  old  outfits  with  new  ones  have  been  more  or 
less  frightened  over  the  published  reports  of  confusion  in  the  air 
and  have  hesitated  to  make  purchases.  Proper  control  is  certain 
to  change  this  and  again  make  satisfactory  reception  possible  with 
the  ordinary  receiver  and  to  restore  public  confidence  in  the  future 
of  the  radio  industry. 


Phonograph  Clubs  Increase  Interest  in  Records 

A MOVEMENT  that  reflects  most  emphatically  the  great  in- 
terest in  phonograph  music  of  the  better  sort  on  the  part  of 
music  lovers  in  this  country  is  the  recent  organization  of  phono- 
graph clubs  in  various  sections  of  the  United  States  with  a 
view  to  bringing  together  those  of  similar  tastes  in  the  matter  of 
reproduced  harmony.  With  the  organization  of  a  phonograph  club 
in  New  York  last  month  there  are  now  in  the  United  States  seven 
such  organizations  with  the  promise  that  the  number  will  be  in- 
creased in  the  very  near  future.  The  formation  of  such  clubs  serves 
to  put  phonograph  music  on  a  serious  plane  and  there  is  no  ques- 
tion that  through  the  discussions  in  these  organizations  there 
is  calculated  to  come  much  of  practical  value  to  those  who  have  to 
do  with  the  selection  of  numbers  for  recording  and  with  the  actual 
recording  itself. 

The  phonograph  club  is  in  no  sense  a  new  venture,  for  such  clubs 
were  organized  in  England  many  years  ago  and  at  present  there 
are  150  such  organizations  in  Great  Britain,  eight  of  them  being  in 
London.  Discussions  by  these  societies  of  the  relative  merits  of 
various  records,  of  various  means  of  recording  and  of  matters 
phonographic  generally,  have  contributed  much  to  the  advancement 
of  the  art  in  that  country.  Although  the  movement  on  this  side  of 
the  water  is  still  in  an  embryonic  state  there  is  still  a  possibility 
that,  as  the  number  of  clubs  increases,  they  may  wield  an  excellent 
influence  for  more  general  appreciation  of  recorded  music  and  for 
further  improvements  along  that  line. 


Victor  Meetings  Emphasize  Value  of  Contact 

NO  better  indication  of  the  fine  spirit  of  co-operation  that  has 
developed  between  the  Victor  Talking  Machine  Co.  and  its 
dealers  can  he  found  than  in  the  fact  that  the  president  of  the  Victor 
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Co.  took  occasion  to  appear  before  several  groups  of  dealers  during 
the  past  month  for  the  purpose  of  explaining  at  first-hand  some  of 
the  manufacturing  problems  of  the  company,  the  progress  that  has 
been  made  and  plans  for  the  future  development  of  the  business. 

It  is  unfortunate  that,  following  talks  in  Philadelphia,  New 
York,  and  one  or  two  other  cities,  indisposition  forced  Mr.  Shu- 
maker  to  disappoint  several  gatherings  of  dealers  in  the  West,  but 
although  in  such  cases  a  personal  appearance  was  impossible,  there 
was  no  doubt  regarding  the  existence  of  the  proper  spirit. 

It  is  significant  that  on  the  occasion  of  the  Philadelphia  meet- 
ing, the  first  of  the  series,  a  Victor  Co.  president,  for  the  first  time 
in  the  history  of  the  trade,  appeared  before  and  talked  to  a  meet- 
ing of  dealers,  a  fact  which  served  to  emphasize  the  commendable 
desire  to  develop  contact  between  the  dealers  and  the  company's 
executives.  The  results  were  even  better  than  anticipated,  for  the 
retailers  in  the  main  have  been  quick  to  respond  to  the  able  and 
frank  talks  of  President  Shumaker  and  the  other  Victor  Co.  officials. 


Radio  Show  Means  an  Earlier  Radio  Season 

THE  list  of  exhibitors  at  the  first  radio  trade  show  to  be  held 
in  Chicago  the  week  of  June  13  as  published  in  another  sec- 
tion of  this  issue  of  The  World  is  a  concrete  indication  of  the  tre- 
mendous interest  aroused  throughout  the  industry  by  this  impor- 
tant step  in  radio  merchandising.  It  is  practically  a  foregone  con- 
clusion that  the  radio  trade  show  will  be  an  outstanding  success, 
for  the  manufacturers  have  already  reserved  space  far  beyond  the 
capacity  of  the  auditorium  of  fhe  Stevens  Hotel,  and  are  working 
enthusiastically  to  emphasize  the  importance  of  the  show  among 
jobbers  and  dealers  throughout  the  country. 

The  first  radio  trade  show  marks  a  most  important  step  in 
the  history  of  the  radio  industry,  for  not  only  will  it  enable  jobbers 
and  dealers  to  visualize  with  maximum  convenience  the  products 
that  will  be  offered  by  the  manufacturers  for  the  coming  season, 
but  it  will  serve  as  a  sales  stimulant  that  will  undoubtedly  carry 
over  for  a  period  of  twelve  months.  The  presentation  of  radio 
products  in  June  will  mean  the  opening  of  an  earlier  radio  season 
with  a  consequent  increase  in  profits  for  every  factor  of  the  indus- 
try and  a  stabilization  of  the  industry  itself  that  cannot  be  meas- 
ured in  dollars  and  cents. 

The  Radio  Manufacturers  Association,  which  is  sponsoring  the 
first  radio  trade  show  and  whose  annual  convention  will  be  held 
coincident  with  it,  is  deserving  of  the  enthusiastic  and  whole- 
hearted support  of  jobbers  and  dealers  everywhere  in  its  efforts 
to  make  the  trade  show  of  tangible  value  to  the  industry.  This 
association,  which  comprises  in  its  membership  the  great  majority 
of  the  leading  manufacturers  of  radio  products  throughout  the 
country,  is  leaving  nothing  undone  that  will  serve  advantageously 
the  interests  of  the  radio  industry,  and  the  radio  trade  show  in 
June  gives  every  indication  of  being  a  permanent  tribute  to  the 
efforts  of  this  association  in  behalf  of  the  industry  which  it  is 
representing  so  capably  and  efficiently. 

A  number  of  manufacturers  have  sensed  their  error  in  creat- 
ing the  impression  that  radio  was  a  seasonal  rather  than  an  all- 
year-round  entertainment  medium  and  have,  by  the  introduction 
of  improved  radio  sets  and  the  encouragement  of  good  Summer 


broadcasting,  endeavored  to  re-educate  the  public  to  a  point  where 
the  business  can  be  spread  to  a  satisfactory  extent  throughout  the 
twelve  months.  These  moves  are  certain  to  improve  the  situation, 
but  a  complete  solution  cannot  be  arrived  at  until  manufacturers  in 
their  advertising  and  dealers  in  their  contact  with  prospects  talk 
radio  all  the  year  around  and  lose  the  habit  of  keeping  quiet  about 
it  from  February  or  March  until  August.  The  remedy  lies  with 
the  trade  and  not  with  the  public.  It  takes  an  unusually  pros- 
perous business  to  realize  enough  profits  in  six  months  to  carry  on 
satisfactorily  through  the  remaining  six  months  of  the  year. 

The  activities  of  leading  trade  factors  in  evening  the  sales  curve 
should  be  instrumental  in  bringing  about  a  more  satisfactory  condi- 
tion in  retailing.  The  efforts  of  the  manufacturers  and  associations 
must  be  strongly  backed  by  similar  work  on  the  part  of  individual 
dealers  to  insure  the  complete  realization  of  profitable  year-round 
business.  The  solution  of  the  entire  problem  is  based  on  continu- 
ous and  aggressive  sales  promotion  on  the  part  of  the  entire 
industry. 


50th  Anniversary  of  Invention  of  the  Phonograph 

THE  nation-wide  celebration  last  month  of  the  eightieth  birthday 
of  Thos.  A.  Edison,  to  which  the  newspapers  of  the  country 
devoted  columns  upon  columns  of  space,  might  be  held  to  be  like- 
wise a  memorable  occasion  for  the  entire  phonograph  industry,  for 
this  year  marked  the  fiftieth  anniversary  of  the  invention  of  the 
phonograph  by  Mr.  Edison,  and  in  a  sense  the  founding  of  an 
industry  that  has  enjoyed  a  place  in  the  sun  for  well  over  a  quarter 
of  a  century. 

In  many  lines  of  trade  a  span  of  fifty  years  is  not  at  all  im- 
pressive, but  in  the  phonograph  trade  this  span  encompasses  the 
entire  history  of  the  industry  to  date,  and  those  who  have  been 
connected  with  the  trade  for  periods  ranging  from  twenty-five  to 
thirty  years  are  rightly  considered  as  veterans. 

When  one  stops  to  consider  the  place  that  the  phonograph  and 
the  talking  machine  have  won  in  American  home  life,  of  their  influ- 
ence as  educational  and  music  factors — of  the  millions  upon  mil- 
lions of  dollars  that  have  been  brought  into  the  pockets  of  the  manu- 
facturers, distributors  and  dealers — and  the  developments  that  have 
taken  place  constantly  in  the  industry,  there  appears  to  be  little 
excuse  for  pessimism  as  to  its  future.  No  industry  that  has  shown 
the  strength  of  ours,  or  has  to  support  it  the  wide  appeal  of  music, 
can  stand  still — its  development,  commercially  and  technically,  is 
inevitable. 


Indication  of  Stabilization  of  Radio  Industry 

THE  1926  report  of  the  Radio  Corp.  of  America,  showing  a 
very  substantial  increase  in  sales  over  the  preceding  year,  is  a 
significant  indication  of  the  increased  stability  of  the  radio  industry. 
This  company,  a  pioneer  in  the  industry,  has  through  its  tremendous 
and  far-reaching  publicity  campaigns  carried  a  message  to  prac- 
tically every  home  in  America  in  behalf  of  radio  and  this  message 
is  not  only  reflected  in  the  company's  strength  and  stability,  but  in 
the  rapid  progress  that  is  being  made  by  one  of  America's  newest 
and  most  important  industries. 
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Here's  one  good  selling  point  to  remember  about 
the  Octacone  Speaker.  You  can  knock  or  drop  it, 
accidentally  or  otherwise,  on  a  concrete  floor  if  you 
wish,  and  it  still  will  reproduce  just  as  clearly  and 
sweetly  as  it  ever  did.  If  you  have  your  doubts  as 
to  the  value  of  this  selling  feature  try  the  same  ex- 
periment with  any  other  six  speakers. 


Slightly  higher 
west  of  the  Rockies 


Pausin  Engineering  Company 

727  Frelinghuysen  Ave.,  Newark,  N.  J. 


Licensed  Under  Frank  E.  Miller, 
Patent  Numbers  1,190,787,  1,220,669, 
1,294,137.     Other  Patents  Pending. 
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How  to  Reduce  Cost  of  Fire  Insurance 

Many  Merchants  Are  Paying  Excessive  Rates  for  This  Form  of 
Protection  —  Authoritative  Suggestions  on  Buying  Fire  Insurance 

By  Clarence  T.  Hubbard 


The  analysis  of  many  retail  store  owners' 
fire  insurance  policies,  including  talking  machine 
dealers,  proves  that  few  take  advantage  of  the 
many  little  ways  by  which  they  can  save  money 
through  rate  credits.  It  is  advisable  in  fire  in- 
surance policies  covering  on  buildings  to  have 
attached  what  is  called  the  "Foundation  Clause." 
The  wording  of  this  clause  varies  in  certain  sec- 
tions of  the  country  but  provides  in  general  that 
the  cost  of  excavation,  and  the  cost  of  founda- 
tions below  the  level  of  the  ground  where  there 
is  no  basement,  or  below  the  level  of  the  lowest 
basement  floor  may  be  excluded  from  the  cover- 
age of  the  policy  and,  therefore,  excluded  in  the 
application  of  the  coinsurance  or  reduced  rate 
contribution  clause  which  is  usually  attached 
to  fire  insurance  contracts. 

The  purpose  of  a  "foundation  clause"  is  to 
eliminate  the  necessity  for  a  building  owner  to 
pay  a  fire  insurance  premium  on  foundations, 
which  are  set  in  the  ground,  also  the  cost  of 
the  excavation,  all  of  which  could  not,  of  course, 
be  burned.  This  is  stressed  because  if  an  ap- 
praisal is  made  of  your  building,  the  cost  of  the 
foundations  and  excavations  will  be  included 
unless  you  have  them  separated  and  arrange 
your  insurance  accordingly. 

Betterments  and  Improvements 

Do  you  know  how  to  handle  Betterments  and 
Improvements?  If  you,  as  a  talking  machine 
dealer,  are  the  occupant  of  the  building  which  is 
owned  by  another  party  and  you  have  spent  con- 
siderable money  on  improvements  you  naturally 
have  an  insurable  interest  in  those  improve- 
ments, but  your  interest  diminishes  gradually 
until  at  the  end  of  the  term  of  your  lease  you 
have  no  further  interest,  the  ownership  then 
passing  entirely  into  the  hands  of  the  building 
owner.  Therefore,  instead  of  including  the 
value  of  improvements  and  betterments  in  your 
stock  and  fixtures  policy  you  should  make  an 
arrangement  with  the  owner  of  the  building  to 
cover  the  improvements  and  betterments  under 
a  separate  policy  issued  to  3rourself  and  the 


owner  as  your  interests  may  appear.  Then  if 
those  improvements  and  betterments  are  dam- 
aged or  destroyed  at  a  time  when  your  lease  is 
just  half  completed,  one-half  of  the  proceeds 
from  the  insurance  would  be  yours  and  the 
other  half  the  building  owner's.  In  this  way 
the  building  owner  pays  for  part  of  the  insur- 
ance cost  in  the  proportion  which  the  owner's 
interest  in  the  improvement  and  betterments 
would  bear  to  the  amount  of  insurance. 

Oftentimes  stock  is  of  such  a  susceptible  na- 
ture that  the  rate  on  it  is  much  higher  than  on 
the  furniture  and  fixtures.  Notwithstanding 
many  stores  insure  their  stock  and  their  furni- 
ture and  fixtures  under  a  blanket  policy  over 
all  and  at  the  highest  rate  of  the  combination 
applying.  Ask  your  agent  about  this  and  if 
there  is  a  difference  in  the  rates  separate  the 
value  of  your  stock  from  the  value  of  your 
lurniture  and  fixtures,  have  a  policy  issued  to 
cover  for  a  specific  amount  on  each  and  you  will 
secure  a  lower  average  rate  and  consequently  a 
lower  premium  on  your  stock  and  fixtures  in- 
surance. 

The  Blanket  Policy 

In  addition  there  is  another  benefit,  a  blanket 
policy  covering  both  stock  and  fixtures  which 
requires  you  to  carry  by  rule  among  the  com- 
panies at  least  90  per  cent  insurance  to  value, 
or  else  to  be  a  coinsurer  for  the  difference  with- 
out securing  any  reduction  in  the  rate  for  the 
90  per  cent  coinsurance  clause.  You  can,  if 
your  stock  and  fixtures  are  insured  separately, 
obtain  the  credit  applying  for  90  per  cent  coin- 
surance. Otervvise  you  pay  the  80  per  cent  coin- 
surance rate,  which  is  higher  than  the  90  per 
cent  coinsurance  rate,  yet  you  have  to  carry 
90  per  cent  insurance  to  value!  It  is  important 
to  keep  the  amount  of  your  insurance  equal  to 
the  full  value  of  your  property,  or  at  least  to 
SO  or  90  per  cent  of  the  value  of  the  property, 
depending  on  the  percentage  of  coinsurance 
which  is  incorporated  in  your  policv.  To  do 
so  means  to  save  money  through  insurance. 


The  greatest  saving  in  insurance  cost  can  be 
effected  through  the  proper  control  of  fire  in- 
surance hazards  on  your  premises  and  on  your 
neighbor's  premises. 

A  few  recommendations  you  can  follow  out, 
without  extra  cost,  and  which  will  enable  an 
inspector  of  the  Rating  Office  to  view  your 
premises  more  favorably  can  be  suggested. 

First  arrange  your  stock  in  an  orderly  fashion. 
Especially  in  the  case  of  stock  in  packing  cases 
or  boxes.  Such  should  be  arranged  in  tiers  of 
an  even  fashion,  and  no  cases  allowed  to  rest 
■on  the  floor.  Skids  should  be  placed  under 
them.  Never  allow  anything  to  obstruct  stair- 
ways or  doors — above  all,  do  not  place  any  ob- 
struction against  automatic  fire  doors.  If  you 
have  a  basement  see  that  the  stairway  to  it  is 
clear  of  everything,  that  the  basement  itself  is 
readily  accessible,  and  that  there  is  no  rubbish 
allowed  to  accumulate  there.  If  you  have  oc- 
casion to  store  empty  boxes  or  crates  see  that 
they  are  piled  up  in  an  orderly  fashion.  If  there 
is  a  furnace  in  the  basement,  provide  metal  ash 
cans  for  disposal  of  the  ashes.  Keep  the  floor 
clean.  In  general,  make  your  basement  look  as 
though  special  pains  were  taken  to  keep  it  in 
an  orderly  fashion. 

Then  you  can  co-operate  with  your  business 
neighbor  in  removing  some  of  the  fire  hazards 
mutual  to  his  property  and  yours,  remembering 
that  his  deficiencies  can  cost  you  money.  For 
example,  there  may  be  an  opening  from  the 
building  you  occupy  to  the  next  building.  This 
may  be  closed  by  an  ordinary  door.  By  co- 
operating with  your  next-door  business  neigh- 
bor 3rou  perhaps  can  have  an  automatic  fire  door 
installed,  to  reduce  your  rate,  the  cost  to  be 
borne  equally  by  you  and  him.  Then  there  may 
be  a  "loading"  in  your  rate  for  not  having  the 
walls  of  the  building  parapeted.  Co-operation 
with  the  owner  of  the  neighboring  building  may 
result  in  the  wall  being  brought  up  to  standard 
and  the  consequent  reduction  in  rate  to  be 
enjoyed  will  apply  to  both  of  you. 

Consult  Rating  Authorities 

A  merchant  in  the  East,  for  instance,  recently 
constructed  a  fireproof  building  of  a  very  mod- 
ern type.  The  rating  authorities  were  not  con- 
sulted until  after  the  building  was  completed, 
the  insurance  already  written  and  an  application 
made  for  permanent  rates.  The  fire  insurance 
on  the  building  mentioned  would  be  expected  to 
be  low.  When  the  inspector  applied  his  sched- 
ule and  in  measuring  the  hazards  he  arrived  at 
a  rate  of  $1.00  per  $100  insurance  for  one  year! 
The  merchant  was  amazed  at  the  high  cost  of 
his  fire  insurance,  as  the  value  was  $250,000, 
and  the  premium  therefore  was  $2,500  a  year. 
He  soon  learned  that  the  reason  for  the  high 
charge  was  not  due  to  the  building  itself  but  to 
an  adjacent  exposure  of  a  frame  hotel  on  the 
South,  and  the  exposure  of  a  brick  garage  on 
the  East.  Upon  the  recommendation  of  the  rat- 
ing authorities  an  outside  sprinkler  system  was 
installed  on  the  new  building  as  a  protection 
against  both  of  these  exposures  and  when  the 
property  was  again  rated  a  rate  of  25c.  was 
made,  involving  a  saving  of  $1,875  per  year  in 
the  fire  insurance  premium. 

One  thing  often  overlooked  during  the  excite- 
ment of  removal  is  that  the  'fire  insurance  con- 
tract is  a  personal  one,  and  does  not  follow  the 
property.  If  you  plan  to  move,  ask  your  agent  to 
endorse  your  policy  giving  you  the  privilege  to 
remove  the  property  to  your  new  location  and 
secure  the  form  of  endorsement  which  grant? 
coverage  at  both  the  old  and  new  locations 
during  the  process,  of  removal. 


Televocal  QUALITY  TUBES 


Dependable  and  a  Technical  Triumph 

A RADIO  TUBE  that  is  non- 
microphonic  —  won't  short. 
Sold  in  matched  units;  tested, 
balanced  and  plainly  marked  de- 
tector, radio  frequency  or  audio 
frequency. 


DEALERS  AND  JOBBERS 

Ask  for  particulars  on  this  new  and 
better  radio  tube  that  costs  no  more. 


Dealer's  Name  

Citr   state. 

Jobber's  Name  

City   State 


Televocal  Coi'p'n. 

67  A  Fifth  Ave.  —  ~  New  York 
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The  JUNIOR  CONE  is  the 
Outstanding  Speaker  for  1927 

UTAH  RADIO  PRODUCTS  CO.,  1421  S.  MICHIGAN  AVE,  CHICAGO 

*7l/a-ln.Senior  Cone  *16  13.in.Jun!or  Cone  *10  14-ln.  Standard *22-5°  11-ln.Junlor  *12-5<*  17'/i-ln. x  13'/=  in. Book *10 
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Silent 


MODEL  SSI — SIMPLEX 
Plays  3  Records 


TWO  NEW  MODELS  / 


OUR  LINE  IS  NOW 
COMPLETE 

Use  our  S.  M.  SIMPLEX  in  your 
portables.  It  was  built  with  all  the 
needs  of  such  a  motor  in  mind. 

Use  our  S.  M.  JUXIOR  in  your  small 
portables.  It  was  constructed  ex- 
pressly for  low  priced  portables.  It  is 
light,  compact,  and  inexpensive. 

Use  the  MODEL  D.  S.  in  your  large 
machines.  It  plays  five  records  with 
one  winding,  and  costs  as  little  as  any 
three  record  double  spring  motor. 


COMPARE  OUR  PRICES 


MODEL  6M — JUNIOR 
Plays  2  Record! 


Kb 


Silent  Motor  Corporation 


HER  MAX  SEGAL.  President 


317-323  East  34th  Street 
 3E  


New  York  City 
 ^  *  


J 


3S 


March,  1927 


THE    TALKING    MACHINE  WORLD 


33 


BSE 


HEAR  IT! 


A  Revelation  in  Sound  Production 


Add-A"Phonic 


List  Only 
$500 


The  carefully  planned  acoustical  balance  of 
this  reproducer,  designed  with  a  straight  line 
frequency,  opens  a  new  market  for  repro- 
ducers. 


ADD-A-PHON1C  rejuvenates  the  old  phono- 
graph; makes  a  marked  improvement  in  the 
modern  machine;  and  especially  benefits  the 
portable. 


REMEMBER  THE  PERFECTION  OF  THE 


WE  MADE  IT 


ft 


UNIQUE  REPRODUCTION  CO. 

HERMAN  SEGAL,  President 

317*323  East  34th  Street 


New  York  City 

3  B 
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Qive  Your  Radios  a  Square  Deal 

.  .  .  ship  them  in  Atlas  Piywood  Packing  Cases.  Then  you  will  know 
they  will  reach  your  customers  in  top-notch  condition. 

Leading  phonograph  manufacturers  will  gladly  tell  you  how  Atlas  Cases 
have  been  protecting  their  beautiful  machines  in  shipment  for  years. 
They  believe  in  giving  their  phonographs  a  square  deaL  That's  why  they 
adopted  rigid,  light-weight,  handsome  Atias  Plywood  Cases  in  the  first 
place. 


CgggY  THE  WEIGHT  -_  iS/JVE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


PARK  SQUARE  BUILDING,  BOSTON,  MASS. 

New  York  Office  Chicago  Office 

90  West  Broadway  649  McCormick  Building 
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Unique  Program  Planned        Splitdorf  Jobbers  and  Magnavox  Go.  Tube  Line 

for  Eveready  Radio  Hour  Managers  in  Conference  Will  Embody  All  Types 


Five  of  the  Most  Popular  Redlo  Announcers 
Will  Officiate  and  Each  Wili  Prepare  a  Pro- 
gram Unknown  to  the  Others 


A  unique  program  has  been  scheduled  for  the 
Eveready  Hour  of  the  National  Carbon  Co. 
on  March  15,  broadcast  through  WEAF  and 
its  network  of  associate  stations.  .  Five  of  the 


Miss  Barbara  Maurel 

most  popular  radio  announcers  in  the  country 
have  prepared  a  miniature  program  of  ten  min- 
utes each,  with  himself  in  any  role  he  may 
select  and  the  regular  staff  of  Eveready  artists 
and  musicians  as  entertainers.  In  the  final  ten 
minutes  of  the  Eveready  Hour  all  five  an- 
nouncers will  combine  forces  in  an  impromptu 
sketch. 

Graham  McNamee,  Philips  Carlin,  Norman 
Brokenshire,  Milton  Cross  and  Niles  T.  Gran- 
kind  are  the  announcers.  Each  has  outlined 
ihe  program  for  his  own  ten-minute  period  and 
has  delivered  it  in  a  sealed  envelope  to  the 
program  directors.  None  of  the  announcers 
know  what  the  other  will  do  with  their  ten- 
minute  periods.  Only  the  program  directors 
know  In  advance  what  the  entire  hour  will  bring 
forth. 

Barbara  Maurel,  mezzo-soprano;  the  Eveready 
Revellers,  comprising  Wilfred  Glenn,  Franklyn 
Maur,  Lewis  James  and  Elliott  Shaw,  and  the 
F.veready  Orchestra  will  respond  to  the  calls 
of  the  five  radio  ringmasters. 

Irvin  S.  Cobb,  famous  humorist  and  author, 
was  recently  featured  in  an  F.veready  Hour 
program. 


Walter  Rautenstrauch,  President  of  Splitdorf- 
Bethlehem  Electrical  Co.,  Outlined  Effort  to 
Maintain  Quality  of  Its  Products 


Distributors  and  branch  managers  of  the 
Splitdorf-Bethlehem  Electrical  Co.  gathered 
from  all  sections,  of.  this  countr.y_.and  Canada 
for  the  annual  conference  at  Newark,  N.  J., 
recently. 

In  outlining  the  company's  policy  for  the 
year,  Walter  Rautenstrauch,  who  became  presi- 
dent on  January  1,  emphasized  that  quality  was 
the  primary  consideration  of  the  production 
program  with  respect  to  all  the  company's 
products,  which  include  magnetos,  radio  sets 
:.nd  supplies,  spark  plugs,  socket  wrenches  and 
cable.  He  cited  the  recent  appointment  of 
Fred  P.  Upton  as  vice-president  in  charge  of  en- 
gineering and  inspection  and  George  Lang  as 
vice-president  in  charge  of  manufacture  as  fur- 
ther evidence  of  the  company's  continuing  policy 
lo  produce  lines  of  uniformly  high  standard  in 
the  automotive,  electric  and  radio  fields.  R. 
W.  Porter,  general  sales  manager,  presided. 


E.  H.  Kester,  Statistician 

of  A.  K.  Co.,  a  Benedict 

Philadelphia,  Pa.,  March  9. — E.  H.  Kester, 
statistician  of  the  Atwater  Kent  Mfg.  Co.,  was 
married  to-day  to  Miss  E.  G.  Derbyshire,  of 
the  Germantown  section  of  Philadelphia.  The 
marriage  was  performed  at  St.  Stephen's  M. 
E.  Church,  in  Germantown,  after  which  the 
happy  couple  left  for  a  honeymoon,  spent  in 
the  milder  climate  to  be  found  along  the  South- 
ern Coast.  Mr.  and  Mrs.  Kester  will  be  at 
home  after  April  1  at  their  residence,  at  Glen- 
side,  Philadelphia. 


Thos.  A.  Edison  on  Vacation 


Thomas  A.  Edison,  accompanied  by  Mrs.  Edi- 
son and  his  son  Charles  Edison,  and  Frederick 
Ott,  member  of  his  staff  of  experimenters,  is 
vacationing  at  his  Florida  Estate  near  Fort 
Myers.  Although  Mr.  Edison  went  South  for 
a  rest  he  is  kept  informed  by  daily  bulletins  of 
the  work  of  every  department  in  his  West 
(  )rangc  Laboratory. 


Gold  Seal  Dividend 


The  Period  Phonograph  Co.,  New  York,  has 
been  incorporated  at  Albany,  N.  Y.,  with  a 
capital  stock  of  $25,000. 


A  special  dividend  of  15  cents  a  share  has  been 
declared  by  the  Board  of  Directors  of  the  Gold 
Seal  Electrical  Co.,  Inc.,  New  York,  manufac- 
turer of  Gold  Seal  radio  tubes,  on  the  capital 
stock  of  the  corporation,  payable  March  14,  to 
stockholders  of  record  on  March  4. 


Line  Rounded  Out  to  Cover  Complete  Range 
of  Types — Tube  Sales  Have  Shown  Remark- 
able Increase — Attractive  Dealer  Literature 


Oakland,  Cal.,  March  4. — The  Magnavox  Co., 
manufacturer  of  the  Magnavox  line  of  radio 
equipment,  recently  announced  that  it  has 
rounded  out  a  complete  range  of  radio  tubes, 
embodying  all  types — detector,  amplifier  and 
rectifier.  A  twelve-page  booklet  illustrating 
and  describing  the  various  types  of  tubes  will 
be  issued  to  dealers  in  the  very  near  future  for 
distribution  to  their  customers.  The  Magnavox 
Co.  and  its  distributors  have  for  some  time  been 
urging  dealers  to  place  more  effort  behind  the 
tube  products  and  the  canfpaign  is  proving  most 
successful,  as  is  evidenced  by  the  increased 
orders  which  'are  daily  pouring  in.  Magnavox 
tubes  have  a  reputation  for  long  life,  uniformity 
and  non-microphonic  features.  They  have  the 
standard  "X"  base,  which  fits  both  the  "X"  and 
the  Navy  type  sockets.  An  important  feature 
is  that  no  solder  is  used  on  the  end  of  the 
prongs,  so  that  poor  contacts  are  avoided. 
Among  the  tubes  that  have  led  in  popularity 
are  the  201-A  type  Universal  for  use  in  all 
sockets;  the  171  type  power  tube  for  use  in  the 
last  audio  stage;  the  150-D  quality  detector 
tube  and  the  200-A  type  super-sensitive  detector 
tube. 

Other  consumer  literature  recently  sent  deal- 
ers included  an  attractive  two-page  folder  in 
colors  picturing  and  describing  the  Stanford 
and  Cornell  model  cone  speakers.  The  sale 
of  these  two  model  speakers  has  been  most 
gratifying  to  the  officials  of  the  Magnavox  Co., 
who  also  report  that  Magnavox  radio  set  sales 
are  very  satisfactory. 


Harry  M.  Frost  Co.,  Inc., 

Issues  Attractive  Booklet 


Under  the  title  of  "Who  is  Frost?"  Harry 
M.  Frost  Co.,  Inc.,  advertising  agent,  of  Bos- 
ton, Mass.,  has  issued  an  attractive  booklet.  The 
personnel  of  the  organization  is  presented 
through  a  number  of  pages;  one  page  to  each 
man,  which  includes  a  photograph  of  the  execu- 
tive, together  with  a  brief  sketch  of  his  past 
connections  and  accomplishments.  Among  the 
executives  thus  presented  are:  Eugene  B.  Fraser, 
president;  Karl  M.  Frost,  vice-president;  Harry 
M.  Frost,  treasurer;  Harold  M.  Taylor,  produc- 
tion manager;  Joseph  D.  Sweeney,  account  ex- 
ecutive; R.  A.  Maurer,  art  director,  and  Ray- 
mond E.  McLaughlin,  junior  account  executive. 
Harry  M.  Frost  Co.  is  advertising  counselor  for 
a  number  of  well-known  houses  in  the  radio 
industry,  including  the  Tower  Mfg.  Co.,  Bou- 
dctte  Mfg.  Co.  and  Teletone  Corp.  of  America. 
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A  New  Creation  for  ALL  Creation! 


Faultlessly,  noiselessly,  uncannily,  as  though  guided  by  a  magical  un- 
seen hand, — humanlike  in  its  performance, — a  dozen  records  move  and 
rotate  in  turn  beneath  a  stylus  housed  in  a  cabinet  of  exquisite  beauty 
that  conceals  in  its  fine  proportion  an    exceptional    scientific  invention. 

One  that  promises  to  revolutionize  the  talking  machine  business, — one  that 
opens  up  a  new  epoch  of  greater  activity  and  profit  for  Victor  dealers — 
it  is  the  Automatic  Orthophonic  Victrola. 

Without  a  touch  this  remarkable  instrument  operates  of  itself,  produc- 
ing a  continuous  program  of  the  world's  greatest  music  on  Victor  records 
for  one  solid  hour. 

Remember  the  Automatic  Orthophonic  Victrola  is  so  unique,  so  exclusive 
in  undreamed  of  advantages,  that  it  awakens  new  enthusiasms  and  de- 
sires on  mere  presentation.  The  old  time  conventional  performance  now 
gives  way  to  this  new  creation. 

Truly,  here,  Mr.  Victor  Dealer,  are  millions  of  dollars  in  new  demand  cre- 
ated for  you  by  this  stupendous  new  invention  of  the  Victor  Talking  Ma- 
chine Co.  No  other  standard  make  of  phonograph  in  the  world  possesses 
an  automatic  instrument. 

What  will  you  do  to  secure  the  business  that  knocks  at  your  door? 

a  BRUNO  &  son,  inc. 

Victor  Distributors  to  the  Dealer  Only 


351-353  FOURTH  AVENUE  NEW  YORK,  N.  Y. 

1834 — Almost  One  Hundred  Years  of  Dependable  Service  to  the  Music  Trade — 1927 
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PAL  for  five  years  the  best 
known  and  easiest  selling  port- 
able in  the  field.  Its  remarka- 
ble value,  pleasing  appearance, 
wonderful  tone,  and  sturdy 
construction  are  but  a  few  of 
the  many  outstanding  features 
which  have  made  PAL  the  un- 
disputed favorite  both  with  the 
dealer  and  the  buying  public. 

REGAL  is  the  ideal  machine 
for  those  among  your  custom- 
ers who  do  not  care  to  spend 
more  than  $15.00  for  a  portable 
phonograph.  It  has  splendid 
tone  quality,  plenty  of  volume 
and  is  mechanically  perfect 
and  sturdily  built. 

KOMPACT  is  the  smallest 
real  phonograph  ever  perfect- 
ed. It  is  the  only  Camera  size 
machine  on  the  market  which 
comes  ready  to  play  with  noth- 
ing to  attach  or  remove.  It 
has  the  tone  quality  and  vol- 
ume of  a  full  size  phonograph 
and  is  fully  guaranteed. 


9k  Greatest  fine  ofTortables 
£ver  Offered  to  thcTrade 


"D  EAL  profits  are  now  being  made 
by  those  dealers  who  are  featur- 
ing the  Pal,  Regal  and  Kompact 
Portables.  With  this  complete  line 
they  are  able  to  fill  every  requirement 
of  their  customers  with  the  assurance 
that  these  customers  will  be  satisfied 
— thoroughly! 


PLAZA    MUSIC  COMPANY 
10  West         St.,  Jifew%rk 
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Qhe  PLAZA  MUSIC  CQ 


now  introduces  the 


Over-all  dimensions  when  closed,  165/4 
inches  long,   12V2    inches  high,    14  inches 

deep 


Fine* Arts  Micro-phonic  Table  Phonograph 


A  remarkable  instrument — designed  on 
the  new  improved  sound  reproduction 
principles.  Its  Micro-phonic  reproducer, 
tone-arm,  and  four  foot  tone-chamber, 
bring  out  to  the  minutest  detail  all  the 
fine  tones  of  the  new  electrical  record- 
ings. 


Housed  in  a  cabinet  of  distinctive  beauty 
— smartly  designed  and  richly  duo-tone 
finished  in  genuine  mahogany.  Lists  at 
$40  retail. 

Order  Your  Sample  Now 


PLAZA  MUSIC  COMPANY,  NEW  YORK,  N.  Y. 
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AUTOMATIC 

^  MOTION  PICTURE 
CAMERA 

and  PROJECTOR 


a  Real  Spring  and 
Summer  Line  for 


MUSIC  and  RADIO  DEALERS 


Every  dealer  wants  a  product  that  will  command  atten- 
tion and  make  him  a  leader  in  his  community.  The 
Pathex  camera  and  projector  performs  this  function. 
It  is  new,  it  is  practical  and,  finally,  it  is  economical. 

Amateur  movies  are  making  wonderful  progress  thru- 
out  the  country  and  are  fast  supplanting  in  use  the 
ordinary  still  picture  cameras.  Pathex  (a  subsidiary 
of  Pathe  Exchange)  with  its  national  human  appeal 
gives  the  dealer  a  great  summer  item  to  cash  in  on 
during  his  slack  business  months.  The  investment  is 
small,  the  turnover  large  and,  remember,  the  repeat 
business  on  raw  film  for  the  camera  and  exhibition  film 
for  the  projector  is  in  itself  a  very  profitable  revenue. 

We  have  the  exclusive  distribution  for  northern  New 
Jersey,  southern  New  York,  eastern  Connecticut  and 
Long  Island.  We  travel  twenty  salesmen — ask  our  rep- 
resentative that  calls  on  you  for  more  detailed  informa- 
tion or  communicate  with  us  by  wire  or  letter — better 
yet,  pay  us  a  visit  and  let  us  demonstrate  to  you  the 
wonderful  selling  possibilities  of  the  Pathex  line.  Act 
now — don't  delay — we  may  receive  a  dealer  application 
from  your  competitor  before  you  give  us  your  decision. 


Other  Products  Distributed  by  BLACKMAN— 

Orthophonic  Victrolas 
Fada  Radio  and  Accessories 
Eveready  Flashlights 


Distributing  Co.inc. 

28-30  W.  23*dSt.->-  NewYorkN.Y 

WHOLESALE  DISTRIBUTORS 
VICTROLAS    -    RADIO    -  ACCESSORIES 
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Radio  Control  Bill  Becomes  a  Law — 

'Clearing  the  Air"  an  Aid  to  Sales 


Commission  of  Five  Members  Will  Classify  Stations,  Assign  Wave  Lengths,  Determine  Classes 
of  Stations,  Formulate  Regulations  to  Prevent  Interference  and  General  Rules 


The  Radio  Control  Law,  which,  as  stated  in 
The  World  last  month,  has  been  passed  by  the 
House  and  Senate  after  having  been  whipped 
into  shape  in  the  Conference  Committee,  was 
signed  by  President  Coolidge  on  February  23 
and  went  into  effect  on  that  date.  Although 
the  law  went  into  effect  upon  receiving  the 
signature  of  the  President,  it  provides  that  no 
holder  of  a  license  issued  by  the  Secretary  of 
Commerce  shall  be  subject  to  the  penalties  pro- 
vided in  the  bill  for  operating  a  station  without 
a  license  until  sixty  days  have  elapsed.  This 
will  make  the  more  drastic  regulations  of  the 
bill  fully  effective  on  April  24. 

President  Coolidge  will  appoint  a  Radio  Com- 
mission of  five  members,  one  from  each  of  the 
five  zones  into  which  the  country  is  to  be 
divided.  Not  more  than  three  members  of  the 
Commission  may  be  of  the  same  political  party 
and  no  member  may  be  financially  interested  in 
the  manufacture  or  sale  of  radio  apparatus  or 
in  the  operation  of  a  radio  station. 

This  Commission  will  classify  all  radio  sta- 
tions, assign  bands  of  frequencies  or  wave 
lengths  to  the  various  classes  of  stations,  de- 
termine the  location  of  classes  of  stations,  or 
of  individual  stations,  make  regulations  deemed 
necessary  to  prevent  interference  between  sta- 
tions, and  make  special  regulations  applicable 
to  stations  engaged  in  chain  broadcasting. 

The  Commission  is  also  vested  with  authority 
to  make  general  rules  and  regulations  requir- 
ing stations  to  keep  such  records  of  programs, 
transmissions  of  energy,  communications  or 
signals  as  it  may  deem  proper.  Under  the  new 
law  "pirating  of  waves"  will  be  unlawful. 
Changes   in    wave   lengths,  authorized  power, 


character  of  emitted  signals  or  times  of  opera- 
l. on  of  "any  station"  cannot  be  made  unless  in 
the  judgment  of  the  Commission  such  changes 
will  "promote  public  convenience  or  interest  or 
will  serve  public  necessity"  or  more  fully  com- 
ply with  the  provisions  of  the  new  law. 

This  is  the  situation  that  will  exist  under  the 
Congressional  compromise  until  one  year  after 
the  first  meeting  of  the  Federal  Radio  Com- 
mission. After  that  all  the  power  and  authority 
vested  in  the  Commission  under  the  new  law, 
except  as  to  revocation  of  licenses,  will  be 
vested  in  the  Secretary  of  Commerce.  But  the 
Commission,  after  the  lapse  of  a  year,  is  to 
have  power  to  act  upon  and  determine  any  and 
all  matters  brought  before  it  on  appeal  from 
the  decisions  of  the  Secretary  of  Commerce. 

The  working  out  of  the  new  law  will  be 
watched  with  great  interest  on  all  sides.  With 
the  signing  of  the  bill  the  licenses  of  some 
18,000  broadcasting  stations  of  all  types  were 
revoked  automatically.  Of  these  stations,  725 
were  of  the  type  known  as  "program  stations," 
all  operating  within  the  confines  of  a  wave 
band  which,  according  to  experts,  is  actually 
capable  of  accommodating  properly  only  eighty- 
nine  stations.  This  will  mean  that  many  of 
the  existing  stations  will  have  new  licenses 
denied  them,  and  it  is  believed  that  there  will 
be  many  appeals  to  the  courts  before  the  ques- 
tion is  finally  adjusted. 

The  radio  trade  itself  has  welcomed  the  sign- 
ing of  the  bill  with  considerable  enthusiasm, 
for,  although  it  may  not  settle  entirely  the 
confused  condition  that  is  found  in  radio  broad- 
casting circles,  it  is  believed  that  it  will  clarify 
it  to  a  considerable  degree.     With  fewer  sta- 


tions licensed  and  those  stations  probably  more 
widely  separated  than  at  present,  it  will  be 
possible  to  secure  much  better  reception  than 
has  been  the  case  during  the  past  year  or  so, 
with  programs  blanketed  or  interfered  with  by 
other  stations  on  the  same  or  adjoining  wave 
lengths. 

In  some  sections  of  the  country  where  sta- 
tions are  closely  grouped,  even  the  most 
selective  of  receivers  have  been  unable  to  offer 
a  satisfactory  performance,  and  the  result  has 
been  dissatisfaction  on,  the  part  of  the  public 
and  unquestionably  a  temporary  loss  of  sales. 
If  the  new  radio  control  law  operates  as  it 
should,  retailers  feel  that  they  can  demonstrate 
and  sell  sets  with  the  assurance  that  the  pur- 
chasers can  secure  satisfactory  results,  and  that 
with  the  wide  publicity  given,  to  the  question  of 
"chaos  in  the  air"  at  an  end,  public  confidence 
in  radio  will  be  restored  and  retail  business  in 
radio  sets  stimulated  materially. 


Jedlicka  Bros,  in  New  Home 


Jedlicka  Bros.,  talking  machine  dealers  of 
Bay  Shore,  L.  I.,  N.  Y.,  held  the  formal  open- 
ing of  their  new  quarters  in  the  Jedlicka  Build- 
ing at  62-64  East  Main  street  on  Saturday,  Feb- 
ruary 26.  This  enterprising  concern  has 
achieved  a  great  success  in  supplying  the  resi- 
dents of  the  South  shore  of  Long  Island  with 
musical  instruments,  operating  a  branch  store 
at  Southampton  in  addition  to  the  main  head- 
quarters. 


DX  on  Sonora  Receiver 


A  paragraph  in  a  recent  issue  of  the  Auck- 
land, N.  Z.,  Herald  pays  tribute  to  the  Sonora 
radio  receiver,  for  in  a  recent  test  this  was  the 
only  set  that  picked  up  a  special  concert  pro- 
gram broadcast  from  Chicago  station  WBBM, 
operating  on  a  wave  length  of  226  meters. 


MAGNAVOX 

Jt  M   MONEY — MAKERS 


for 
distributors 
and 
dealers 


For  more  than  a  year  we  have  been  oversold  on  Magna- 
vox  Tubes.  We  are  now  increasing  production  and  can 
accommodate  more  outlets. 

The  Magnavox  line  now  includes:  201A,  171,  150D, 
200A,  210,  216B  and  Kathion  gas  filled  rectifier. 

They  have  many  advanced  selling  features  that  insure 
a  growing  business— non-microphonic,  anti-noise,  sustain- 
ed quality  of  reproduction  over  an  extra  long  life,  uniform- 
ity, unique  filament  construction  adding  to  power  and 
quality,  standard  "X"  base,  no  solder  on  prongs. 

Magnavox  Tubes  are  sold  at  standard  list  prices. 
They  have  been  tested  and  proved  in  the  crucible  of 
public  service  for  two  years.  The  percentage  of 
returns  is  remarkably  low. 


Magnavox  Cone  Speakers  offer  a  ready  made  business. 
Mag  navox  created  the  first  radio  loud  speaker  and  has 
made  nearly  a  half  a  million  since.  No  loud  speaker  name 
stands  higher  in  public  good  will.  Over  a  million  dollars 
have  been  spent  in  advertising  it. 

Two  models  of  cone  speakers  cover  all  demands  of  the 
low  and  medium  price  market.  The  Stanford  (above)  lists 
at  $23.50  and  the  Cornell  at  $16.  These  prices  represent 
reductions  from  1926  prices  of  $1 1.50  and  $6.50  respect- 
ively—they open  up  a  new  wide  market. 

Quality  of  tone,  range  of  frequencies,  volume,  and 
eye  value  of  Magnavox  cone  speakers  keep  you  well 
in  advance  of  the  crowd. 

Write  for  details  of  our  proposition. 


General  Offices  and  Faclory,  Oakland,  California  <~>  THE  MAGNAVOX  COMPANY  ~o  Chicago  Sales  Office,  1 3 1 j>  South  Michigan  Avenue 
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Kellogg 
Radio 

Again — We  Stress 
PERMANENCE! 


A  year  ago  we  pointed  out  the  importance  to  the  retail 
dealer  of  tying  up  to  manufacturers  who  may  safely  be 
considered  Permanent  fixtures  in  the  radio  industry. 

Subsequent  events  have  only  served  to  stress  this  point — 
and  the  better  radio  dealers  from  Coast  to  Coast  are 
showing  their  faith  in  Kellogg  by  adopting  Kellogg  Radio 
as  their  leading  Quality  line. 

Kellogg  Switchboard  &  Supply  Co. 

Department  25-93.  CHICAGO 


Officers  and  Directors  Elected  at  the 

Annual  Meeting  of  the  Federated  Assn. 

Important  Trade  Problems  Received  Consideration  at  First  Annual  Meeting  of  Federated  Radio 
Trade  Association  Held  in  St.  Louis — Interesting  Addresses  Featured  Event 


The  first  annual  meeting  and  election  of  offi- 
cers of  the  Federated  Radio  Trade  Association 
at  the  Coronado  Hotel,  St.  Louis,  Mo.,  in  Feb- 
ruary, was  attended  by  delegates  from  twelve 
of  the  State  and  territorial  radio  trade  associa- 
tions.   Ten  of  these  strongly  organized  asso- 


Representation  on  trade  relations  committee  of  all 
branches  of  the  industry  such  as:  dealers,  jobbers,  manu- 
facturers, broadcasters,  the  press,  etc.,  and  the  naming 
of  qualifications  of  a  radio  jobber,  dealer,  etc. 

Creation  of  a  show  manager's  committee  to  standardize 
the  ten  radio  shows  put  on  by  the  member  associations 
each  year  and  co-operate  in  buying  all  advertising  mat- 
ter,  supplies,  programs,  etc. 


New  Officers  and  Director 

Front  Row:  (Seated)— H.  H.  Cory,  T.  B.  Sharar,  T.  White, 
wards.    Back  Row:    H.  J.  VanBaalen,  C.  S.  Bettinger,  C. 

Sidney  Neu,  R.  W.  Bennett,  E.  C.  Joh 

ciations  are  members  of  the  Federation  and 
are  the  mouthpiece  for  thousands  of  dealers 
and  jobbers  in  their  respective  territories. 

Resolutions    covering    the    following  points 
were  adopted: 

Agreement  that  in  advertising,  broadcast  programs  and 
the  pleasure  derived  from  them  should  be  emphasized 
rather  than  the  apparatus  itself. 

Members  of  these  associations  unalterably  opposed  to 
direct  advertising  over  the  "air." 


s  of  Federated  Association 

H.  J.  Wrape,  G.  H.  Riebeth,  R.  M.  Saunders,  A.  M.  Ed- 
J.  Linxweiler,  J.  O.  Maland.  H.  P.  Smith,  C  H.  Frazell, 
nson,  W.  P.  Mackle,  Chas.  L.  Hohman. 

Voted  to  sponsor  the  Fourth  Radio  Industries  Banquet 
in  New  York  at  the  time  of  the  September  Show  there. 

Voted  for  the  continuation  of  the  National  Radio  Co- 
ordinating Committee. 

Five  of  the  show  managers  present  at  the 
St.  Louis  meeting  announced  dates  of  their 
Fall  Shows  this  year  as  follows:  St.  Louis,  Mo., 
September  18;  Minneapolis,  Minn.,  September 
26;  Milwaukee,  Wis.,  October  4;  Buffalo,  N.  Y., 


October  4;  Detroit,  Mich.,  October  24. 

Addresses  on  the  activities  of  their  respec- 
tive associations  were  made  at  the  meeting  in 
St.  Louis  by:  Arthur  T.  Haugh,  president  of 
the  Radio  Manufacturers'  Association;  Paul  B. 
Klugh,  executive  chairman  of  the  National  As- 
sociation of  Broadcasters;  Wm.  S.  Hedges, 
radio  editor  of  the  Chicago  Daily  News,  who 
represented  the  National  Radio  Co-ordinating 
Committee;  S.  N.  Clarkson,  assistant  director 
of  the  National  Electric  Manufacturers'  Asso- 
ciation; Harry  LaMertha,  president  of  the  Radio 
Writers'  Association;  J.  O.  Maland,  of  the 
Northwest  Radio  Trade  Association,  and  Fran- 
cis St.  Austell,  who  represented  the  Iowa  Radio 
Listeners'  League  and  the  Des  Moines  Radio 
Dealers'  Association. 

On  the  last  afternoon  of  the  convention  the 
annual  election  of  the  officers  and  directors  was 
held  and  the  following  were  elected:  President, 
Harold  J.  Wrape,  St.  Louis,  Mo.;  first  vice- 
president,  Thomas  White,  Buffalo,  N.  Y.;  sec- 
ond vice-president,  George  H.  Riebeth,  Minne- 
apolis, Minn.;  third  vice-president,  R.  M.  Saun- 
ders, Columbus,  O.;  fourth  vice-president,  T. 
B.  Sharar,  Rochester,  N.  Y.;  secretary,  H.  H. 
Cory,  Minneapolis,  Minn.;  treasurer,  A.  M.  Ed- 
wards, Detroit,  Mich. 

The  board  of  directors  consists  of:  Harold 
J.  W  rape  and  R.  W.  Bennett,  St.  Louis  Radio 
Trade  Association;  A.  M.  Edwards  and  H.  J. 
Van  Baalen,  Michigan  Radio  Trade  Association; 
Clarence  F.  Bates  and  Sidney  Neu,  Wisconsin 
Radio  Trade  Association;  George  H.  Riebeth 
and  J.  O.  Maland,  Northwest  Radio  Trade  Asso- 
ciation; H.  C.  Wall  and  Charles  H.  Frazell,  In- 
diana Radio  Trade  Association;  Thomas  White 
and  C.  S.  Bettinger,  Buffalo  Radio  Trade  Asso- 
ciation; T.  B.  Sharar  and  Charles  L.  Hohman, 
Rochester  Radio  Trade  Association;  C.  J.  Linx- 
weiler and  John  Saum,  Dayton  Radio  Trade 
Association;  H.  C.  Bonfig,  Kansas  City  Radio 
Trade  Association,  and  R.  M.  Saunders  and 
E.  C.  Johnson,  of  the  Columbus  Radio  Trade 
Association. 
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Canton  Dealers  Eliminate  Home  Demon- 
strations of  Radio  to  Cut  Sales  Costs 


Dealers  in  Ohio  City  Take  Important  Step  to  Reduce  Overhead — Announce  Change  to  the  Public 
in  Merchandising  Policy  by  Means  of  an  Advertisement  in  the  Local  Newspapers 


Retail  talking  machine  dealers  handling  radio 
are  giving  more  and  more  consideration  to  ways 
and  means  of  reducing  sales  costs.  Analysis 
indicates  that  home  demonstrations  have  an  im- 
portant bearing  on  the  operating  expense  of 
the  radio  department.  Many  dealers  from  time 
to  time  have  reported  experiences  with  shop- 
pers who  make  a  practice  of  going  from  one 
store  to  another  and  requesting  a  home  demon- 
stration of  the  various  radio  sets  handled.  Deal- 
ers faced  with  competition  have  been  com- 
pelled more  or  less  to  accede  to  the  demands 
of  these  people,  gambling  on  the  chance  of  mak- 
ing a  sale.  Very  often,  however,  they  have 
learned  to  their  sorrow  that  the  sale  was  not 
for  them,  although,  perhaps,  they  had  spent  a 
great  deal  of  time  in  arranging  the  demonstra- 
tions, to  say  nothing  of  the  cost  of  transport- 
ing the  various  radio  sets  to  the  home  of  the 
prospective  buyer. 

One  of  the  most  important  moves  to  elimi- 
nate this  evil  is  that  recently  taken  by  the  radio 
dealers  of  Canton,  O.  These  dealers  all  agreed 
to  discontinue  home  demonstrations  of  radio 
sets,  and  to  impress  the  change  of  policy  on  the 
public.  The  following  ad  was  inserted  in  the 
local  newspapers: 

Radio  Announcement 
Change  of  Sai.es  Policy 

In  accordance  with  the  policy  adopted  by  the  leading 
radio  dealers  of  the  country,  the  Radio  Dealers  of  Canton, 
after  January  20,  1927,  will  sell  radio  receiving  sets  on 
the  same  basis  as  other  standard  merchandise  and  will 
discontinue  the  practice  of  installing  radio  receiving  sets 
for  demonstration  purposes  in  the  prospective  customer's 
home  before  purchase  has  been  made. 

Standard  brands  of  radio  have  long  since  passed  the 
experimental  stage.  They  are  now  generally  recognized 
as  having  reached  a  point  of  development  equal  or  su- 
perior to  other  manufactured  products,  and  will  perform 


in  accordance  with  the  manufacturer's  guarantee.  The 
discontinuance  of  the  approval  plan  of  selling  radios  will 
result  in  a  decided  advantage  to  the  buying  public.  It 
will  assure  the  purchaser  of  receiving  new  merchandise 
which  has  never  been  used  on  previous  demonstrations. 
The  purchaser  of  radio  equipment  pays  for  and  is  entitled 
to  new  sets,  tubes,  speakers,  batteries,  eliminators,  etc. 
Our  new  policy  of  merchandising  insures  this.  With  the 
old  approval  system  it  was  impossible,  and  resulted  in 
much  dissatisfaction. 

This  advertisement  emphasized  several  im- 
portant points  in  connection  with  the  radio,  the 
main  one  being  that  standard  brands  of  radio 
have  long  since  passed  the  experimental  stage. 
This  is  true.  The  industry  has  reached  a  point 
of  stabilization  from  the  manufacturing  stand- 
point that  insures  a  good  quality  product — one 
that  will  perform  in  a  satisfactory  manner. 
There  is  no  longer  a  necessity  for  home  demon- 
strations. It  is  simply  one  of  the  uneconomic 
practices  that  crept  up  in  the  early  stages  of 
radio  merchandising.  The  day  has  passed  when 
the  dealer  is  doing  business  with  people  who 
know  absolutely  nothing  about  what  to  expect 
from  radio.  Most  people  either  know,  or  have 
heard  radio  sets  in  operation;  they  know  what 
to  expect;  they  also  know  how  to  take  advan- 
tage of  the  weaknesses  of  radio  merchandising 
methods. 

Simply  because  some  foolish  dealer  who  has 
not  the  slightest  idea  of  what  it  is  costing  him 
to  do  business  goes  to  extravagant  lengths  to 
make  a  single  sale  is  no  reason  why  every  other 
dealer  of  the  community  should  follow  suit. 
Because  one  dealer  cuts  prices  is  no  reason 
why  the  others  should  eliminate  their,  profits 
by  doing  the  same  thing.  This  also  applies  to 
home  demonstration.  The  retail  talking  ma- 
chine dealer  who  goes  to  the  trouble  and  ex- 


pense of  installing  set  after  set  in  some  pros- 
pect's home  and  then  after  all  loses  the  sale  to 
a  competitior  is  doing  exactly  what  the  cut- 
price,  dealer  is  doing.  He  may  not  be  reducing 
his  retail  prices,  but  he  is  operating  from  the 
other  end.  He  is  increasing  his  overhead  to 
the  point  where  profits  no  longer  exist. 

Dealers  here  and  there  throughout  the  coun- 
try  have  for  some  time  been  doing  a  satisfac- 
tory volume  of  business  without  the  necessity 
of  carting  radio  sets  to  the  homes  of  prospects. 
These  are  the  dealers  who  handle  standard 
merchandise.  In  other  words,  they  feature 
quality  products,  lines  that  bring  in  programs 
clearly  and  to  the  satisfaction  of  most  people./ 
The  result  is  that  when  a  radio  set  is  demon- 
strated in  the  store  sales  are  made  without 
trouble.  The  point  is  that  if  some  dealers  are 
able  to  do  this  there  is  every  reason  to  be- 
lieve that  all  dealers  could  do  away  with  home 
demonstrations,  thus  reducing  materially  their 
overhead  and  putting  the  radio  department  on 
a  profitable  basis. 


A.  G.  Gulbransen  on  Trip 

A.  G.  Gulbransen,  president  of  the  Gulbran- 
sen Co.,  Chicago,  left  New  York  February  22 
for  a  four  weeks'  cruise  to  the  West  Indies,  On 
the  steamship  Columbus.  The  points  touched 
include  San  Juan,  St.  Thomas,  Fort  de  France, 
Bridgetown,  Brighton,  Port  of  Spain,  La 
Guayra,  Willemstad,  Panama  and  the  Canal, 
Jamaica,  Havana  and  Nassau. 


Contract  for  Show  Space 

San  Francisco.  Cal.,  March  4— Although  plans 
Tor  the  fourth  annual  Pacific  Radio  Exposition, 
to  be  held  August  20  to  27,  were  announced  but 
a  short  time  ago,  fully  70  per  cent  of  the  floor 
space  has  already  been  contracted  for  by  manu- 
facturers and  distributors  and  the  show  prom- 
ises to  be  the  largest  held  here. 
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Columbia  Dealers  Throughout  Nation 

Plan  to  Tie-Up  With  Beethoven  Week 

Columbia  Phonograph  Co.,  Sponsoring  Event,  to  Be  Held  March  20-26,  Has  Put  Across  One 
of  the  Most  Gigantic  Campaigns  of  Co-operation  With  Dealers  in  the  History  of  the  Trade 


Sunday,  March  20,  will  see  the  start  of  Bee- 
thoven Week,  the  observance  of  the  centennial 
of  Beethoven's  death,  and  the  entire  nation  will 
participate  in  paying  tribute  and  honor  to  the 
great  composer.  It  is  seldom  that  a  movement 
in  musical  circles  receives  the  spontaneous  re- 
sponse that  has  been  accorded  the  Beethoven 
celebration,  but  the  Columbia  Phonograph  Co., 
Inc.,  which  is  sponsoring  the  centennial  observ- 
ance, has  organized  and  secured  the  co-opera- 
tion of  a  national  advisory  board,  headed  by 
George  Eastman,  of  Rochester,  N.  Y.,  and  which 
includes  in  its  personnel  twenty-two  college 
presidents  and  educators,  seventeen  bankers, 
lawyers  and  merchants,  twenty-one  patrons  of 
orchestras  and  musical  societies,  two  cardinals, 
a  bishop,  twenty  orchestra  conductors  and  many 
others  of  varied  professions,  of  national  and 
international  importance. 

For  some  months  past  the  national  head- 
quarters of  Beethoven  Week  in  New  York  City 
have  been  busy  organizing  committees  in  cities 


Dealers'  Beethoven  Window  Display  Planned  by  Columbia  Phonograph  Co. 


izens,  the  reading  of  the  Centennial  address, 
and  the  performance  of  the  various  works  of 
Beethoven.  At  all  of  these  programs  the  Fu- 
neral March  of  the  "Eroica"  symphony  is  to 
be  played,  with  the  audience  standing.  Howard 
Hanson  has  composed  a  work  in  orchestral 
form  to  be  performed  during  the  celebration. 
The  Centennial  Essay  for  free  distribution  to 
schools,  to  be  read  during  the  week,  has  been 
written  by  Daniel  Gregory  Mason,  professor 
of  music  at  Columbia  University.  Material  on 
the  religious  aspects  of  Beethoven's  art,  for  use 
by  churches,  has  been  edited  under  the  super- 
vision of  Bishop  William  T.  Manning. 

Arrangements  have  been  made  with  the  Na- 
tional Broadcasting  Co.  for  two  Beethoven 
Hours  to  be  broadcast  to  an  air  audience  of 
over  five  million  people  on  a  network  of 
twenty-two  stations.  The  programs  will  be 
under  the  auspices  of  the  advisory  body  and 
the  Columbia  Phonograph  Co.,  and  will  feature 
the  Musical  Art  String  Quartet  and  a  special 

vocal  quartet.  A 
talk  will  b  e  deliv- 
er e  d-b  y  Walter 
Damrosch,  who  is  a 
firm  believer  in  the 
radio  as  the  best 
method  of  introduc- 
ing the  general  pub- 
lic to  the  beauties 
of  good  music. 

The  public  and 
high  schools  of  the 
country  have  been 
advised  that  the  Co- 
lumbia Phonograph 
Co.  has  made  avail- 
able to  them,  with- 
out any  charge,  a 
record  containing 
an  explanatory  talk 
by  Walter  Dam- 
rosch on  the  funeral 
march  movement 
from  Beethoven's 
third  symphony. 
The  record  explains 
in  simple  language 
the  meaning  of  the 
symphony,  with  Mr. 
Damrosch  at  the 
piano  playing  the 
important  themes. 

In  order  that  Co- 
lumbia  dealers 


and  towns  throughout  the  country  and  more 
than  a  hundred  cities  have  prepared  commemo- 
rative programs  for  the  occasion.  The  branches 
of  the  Columbia  Phonograph  Co.  throughout 
the  country  have  lent  every  possible  assistance 
to  the  work  and  Columbia  dealers  have  been 
convinced  of  the  untold  possibilities  which  will 
bring  benefits  to  them  through  assisting  in  this 
work,  so  that  from  start  to  finish  credit  is  due 
to  the  Columbia  Co.  for  playing  a  major  part 
in  laying  the  foundation  for  the  week's  observ- 
ance. 

The  program  for  these  exercises,  which  will 
be  held  in  school  auditoriums  or  other  civic 
i  t-nicrs,  will  comprise  addresses  by  leading  cit- 


might  have  every  possible  opportunity  of  play- 
ing a  leading  and  profitable  part  in  the  observ- 
ance of  the  Beethoven  exercises  and  programs 
the  Columbia  Phonograph  Co.  recently  brought 
to  this  country  the  matrices  for  twenty-five  sets  of 
Masterworks  recordings  of  Beethoven  works, 
bringing  the  number  of  Beethoven  Master- 
works  in  the  Columbia  catalog  to  thirty-five. 
In  addition  to  this,  the  Columbia  Phonograph 
Co.  has  provided  for  each  of  its  dealers  a  win- 
dow display  exclusively  devoted  to  Beethoven, 
an  illustration  of  which  appears  on  this  page. 
Authoritative  literature  on  the  life  of  Beethoven, 
non-commercial  in  character,  including  a  life 
of  Beethoven  and  an  analysis  of  his  works, 


CONSTANTLY  INCREASING  SALES 

are  testifying  to  the  auperlor  quality  of  oar 

COTTON  FLOCKS  FOR  PHONOGRAPH  RECORDS 

STEP  INTO  LINE  WITH  THE  BUYERS  OF  "QUALITY" 

CLAREMONT  WASTE   MFG.  CO.,  Claremont,  IM.  H. 


Ludwig  van  Beethoven 

have  been  sent  to  dealers  for  distribution  to 
music  lovers. 

The  dealer  contribution  to  the  centennial 
observance,  which  is  most  important  and  which 
should  result  in  the  greatest  benefit  to  the 
trade,  will  be  the  co-operating  with  groups  who 
wish  to  pay  tribute  to  Beethoven  and  have  ar- 
ranged a  program  for  the  week.  Columbia 
dealers,  with  the  complete  catalog  of  Beethoven 
records,  are  offering  to  music  clubs  and  other 
associations,  to  schools  and  civic  organizations 
and  to  family  groups  where  it  is  desired,  the 
use  of  a  Columbia  Viva-tonal  phonograph  and 
full  sets  of  Masterworks  records,  so  that  no  one 
need  be  without  the  facilities  for  paying  honor 
to  the  memory  of  Beethoven  and  participating 
in  an  important  trade  event. 

This  work  should  recommend  itself  to  every 
dealer,  for  aside  from  giving  him  an  oppor- 
tunity of  joining  with  the  leading  musical  fig- 
ures in  his  community  and  increasing  his  pres- 
tige and  reputation  it  will  afford  him  a  chance 
to  demonstrate  to  dozens  and  even  hundreds 
of  people  who  are  interested  in  music  the  in- 
struments he  is  selling,  and  will  bring  home  to 
the  public  the  excellence  of  the  Columbia  Mas- 
terworks recordings,  of  which  many  people  are 
unaware. 

The  centennial  observance  of  Beethoven's 
death  has  caught  the  imagination  of  the  Amer- 
ican people  and  the  newspapers  and  national 
magazines  have  devoted  columns  of  space  to  it. 
It  brings  home  to  the  millions  of  people  in 
this  country  the  beauty  of  the  composer's 
works.  While  it  is  non-commercial  in  character 
its  benefits  from  the  dealer's  angle  should  not 
be  overlooked  and  it  is  up  \o  him  to  reap  in 
future  days  and  years  the  fruit  from  the  seed 
now  planted. 


Import  Foreign  Records 

Utica,  N.  Y.,  March  5.— The  S.  &  S.  Music  Co., 
of  this  city,  has  inaugurated  a  policy  of  import- 
ing records  from  foreign  countries  for  the 
benefit  of  its  large  clientele  of  foreign-born 
customers.  The  records  will  be  received  and 
released  monthly  and  will  include  song  and 
dance  numbers,  folk  music  and  many  standard 
selections. 


Needham  Suffers  Fire  Loss 


KiAi.TO,  Cal.,  March  5. — The  music  store  of 
Karl  Needham  recently  suffered  a  loss  by  fire  of 
$4,000  worth  of  phonograph  records  and  music 
rolls.  The  fire  was  discovered  soon  after  it 
started  and  prompt  action  by  the  fire  depart- 
ment confined  the  damage  to  the  rear  of  the 
store. 


The  Pioneer  Radio  Co.,  Milwaukee,  Wis.,  was 
recently  incorporated  to  manufacture  and  deal 
in  radio  receiving  sets,  with  a  capital  stock  of 
fifty  shares  at  $100  per  share. 
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(    SURROUNDED   BY  MARVELS 

|  -BUT  HOLDINQ  ITS  OWN/ 


|  NO  "SCIENCE" 

|  NO  "STRAIGHT  LINE  FREQUENCY" 

j  NO  WILD  CLAIMS 

|  NO  HOCUS-POCUS 

I  BUT 

j     A  RUDELL  REPRODUCER  at  a  RUDELL  PRICE ! 

JOSEPH  E.  RUDELL 

|  83  Greene  Street  New  York  City 

j  Canadian  Distributors :  Standard  Phono.  Supply  Co.,  Montreal 
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FST  mail  the  coupon  for 
the  Kolster  Dealer  Prop 
osition.    It  gives  all  the 
facts  regarding  the  Kol 
ster  Franchise  as  an  as 
set — shows  you,  as  it 
1  las  thousands  of  p  ro- 
;ressive  dealers, 
ow  to  increase 
profits  by  the 
K  o  1  s  t  e  i 


SUCH  a  beautiful  cabinet — simple,  aristocratic — fit 
tingly  encases  such  a  fine  set  as  the  Kolster  6  G.  In 
built  cone.    Antenna  operation.    Ample  space  for  bat 


teries 


List,  $185 


March,  1927 
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OME  models  are  the  result  of  public  demand. 
Such  is  the  new  cabinet  Kolster  6  G  pictured  here. 

Its  companion,  the  Kolster  table  model  6  D  has 
proved  itself  such  a  winner  that  hundreds  of  buyers 
insisted  upon  a  like  set,  but  in  a  floor  cabinet.  The 
Kolster  policy  is  to  meet  such  demand  quickly,  so 
as  to  cooperate  profitably  with  the  Kolster  dealer. 

This  new  6  G  is  winning  friends  fast.  At  its  list  price, 
$185,  it  offers  a  distinct  attraction,  an  exclusive 
value.  In  comparison  with  higher  priced  instru- 
ments, its  value  is  an  outstanding  sales  builder.  A 
comparative  demonstration  nearly  always  results  in 
a  sale. 

Complete  descriptions  of  both  the  Kolster  6  G  and 
6  D — and  of  the  other  models — will  be  sent  to  all 
inquirers. 


FEDERAL  BRANDES,  Inc. 
Woolworth  Building, 
New  York,  N.Y. 

Please  arrange  a  Kolster-Brandes  demonstration. 
It  is  understood  that  this  does  not  obligate  me. 


•34 


Name  

Street  

City  

L  


. State. 
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Ftofit^'nm'i^  Safes  Crinkles 

Know  Your  Customers  to  Increase  Record  Sales— Practical  Plan  for  Securing  Prospects— Tie-up 
With  Events  of  Local  Interest— Tags  Tell  Price  and  Terms— Remind  Set 
Owners  of  Big  Broadcasts— On  Credits  and  Collections 


"We  have  found  it  profitable  to  separate  our 
list  of  record  customers  into  two  parts,"  said  a 
talking  machine  dealer  who  has  been  unusually 
successful  in  building-  up  a  large  volume  of 
record  business.  This  merchant  has  a  list  of 
all  his  record  customers,  together  with  informa- 
tion regarding  the  various  kinds  of  music  pre- 
ferred by  each.  The  lovers  of  the  classics  have 
been  separated  from  those  who  prefer  dance 
music  and  the  more  popular  melodies  on.  rec- 
ords. When  an  especially  good  record  of 
either  kind  is  received  at  the  store  a  message 
on  a  post-card  regarding  the  number  is  mailed 
to  all  the  customers  who  might  be  interested. 


Rockford  Hardware  is 
made  to  stand  up  under 
wear  and  tear.  In  beauty, 
workmanship  and  finish 
it  is  designed  to  give  the 
utmost  in  service  and  sat- 
isfaction. 

Actual  samples  of  any 
items  you  use  gladly  sent 
on  request.  Write  for  the 
Catalog,  No.  18,  and  keep 
it  handy. 

Jsfatiortal  liock  fib., 
Hockford.  111. 

U.  S.  A. 

Cable  Address:  NATLOCK 
Branch  Sales  Offices : 


Chicago,  III. 
Cincinnati,  O. 
Detroit,  Mich 
Evansvllle,  Ind. 
Grand  Rapids.  Mich. 
High  Point,  N.  C. 

Sheboygan 


St.  Louis,  Mo. 
Indianapolis.  Ind. 
Jamestown.  N.  Y. 
Los  Angeles,  Cal. 
Milwaukee.  Wis. 
Seattle,  Wash. 
,  Wli. 


Now,  there  is  nothing  particularly  new  in  this, 
but  it  is  worth  emphasizing  because  so  few 
talking  machine  dealers  apparently  take  the 
trouble  to  promote  record  sales  along  these 
lines.  Records  are  assuming  more  and  more 
importance  in  the  retail  field,  but  no  dealer  can 
build  up  this  branch  of  the  business  unless  he 
makes  a  determined  and  thorough  effort  to  se- 
cure sales  and  keep  the  interest  of  his  customers 
alive.  The  card  announcing  some  record  that 
has  better-than-average  merit  is  one  way  of  do- 
ing this.  It  helps  to  keep  the  patronage  of  old 
customers. 

Securing  Prospects 

Many  dealers  are  annually  spending  consider- 
able sums  of  money  to  secure  the  names  of 
new  prospects  which  they  follow  up  with  the 
idea  of  making  sales.  This  is  an  excellent  plan, 
but  every  dealer  has  the  names  of  people  who 
have  proved  their  confidence  in  his  establish- 
ment by  having  made  a  purchase.  These  names 
provide  the  nucleus  of  a  live  prospect  list  for 
other  instruments  handled  by  the  dealer.  For 
example,  those  people  who  have  purchased  talk- 
ing machines  are  excellent  prospects  for  radio 
sets,  records,  perhaps  small  musical  instruments, 
etc.  The  person  who  has  bought  a  radio  set  is 
not  only  a  good  prospect  for  an  improved 
model  later,  but  also  for  accessories,  a  talking 
machine,  etc.  While  many  of  the  customers 
already  on  the  books  of  the  store  may  never 
purchase  another  item  at  the  establishment,  the 
list  is  valuable  and  it  is  worth  while  to  get  a 
line  on  the  prospects  for  the  sale  of  other 
products  that  it  contains.  Each  new  customer 
thus  automatically  also  becomes  a  prospect. 

An  Effective  Tie-up 

The  Minneapolis  Symphony  Orchestra  gave  a 
concert  in  Carnegie  Hall,  New  York,  the  early 
part  of  last  month  and,  quite  naturally,  the 
.story  of  the  event  won  first-page  space  in  the 
Minneapolis  papers  the  following  morning. 
Foster  &  Waldo,  music  dealers,  were  alive  to 
the  benefits  of  effecting  a  tie-up  with  this  pub- 
licity and  in  the  issue  of  the  Morning  Tribune 
there  appeared  on  page  three,  a  full-page  adver- 
tisement of  this  establishment,  featuring  the 
Symphony  Orchestra  and  the  Brunswick  Pana- 
trope  and  Brunswick  "Light  Ray"  records.  An 
illustration  of  the  complete  orchestra  occupied 
the  top  of  the  page  together  with  the  informa- 
tion that  the  organization  is  an  exclusive  Bruns- 
wick recording  unit.  Then  followed  a  descrip- 
tion of  the  capabilities  of  the  Panatrope  together 
with  an  illustration  of  the  combined  Panatrope- 
Radiola. 

Makes  Terms  Clear 

A  talking  machine  dealer  has  evolved  a  clever 
stunt,  designed  to  save  the  time  of  salesmen  and 
at  the  same  time  give  prospective  customers  im- 
mediate information  regarding  price  and  terms 
of  the  various  instruments  displayed  in  the 
warerooms.  Each  instrument  has  attached  to  it 
a  tag  on  which  is  lettered  the  price  of  that 
model,  the  lowest  down  payment  that  will  be 
accepted,  and  terms,  as  well  as  a  notation  to 
the  effect  that  in  the  event  the  time  payment 
plan  of  purchase  is  taken  advantage  of  an  in- 
terest charge  of  6  per  cent  will  be  added  to  the 
price.  To  stimulate  cash  sales  a  small  discount 
is  allowed  on  the  retail  price  and  this  with  in- 
terest makes  a  total  that  has  proved  very  effec- 
tive in  closing  deals  on  a  cash  basis.  This  par- 
ticular store  employs  two  salesmen,  who,  with 
the  proprietor,  comprise  the  entire  sales  per- 
sonnel. Usually  these  three  men  are  kept  busy 
and  very  often  people  enter  the  store  and  are 
compelled  to  wait  until  a  salesman  is  free  to 
serve  them.    For  this  reason  these  informative 


tags  are  excellent,  because  many  times  a  pros- 
pect for  the  purchase  of  a  machine  or  a  shopper 
who  cannot  get  immediate  service  is  thus  en- 
abled to  secure  a  line  on  the  prices  and  terms 
of  the  various  models  while  waiting. 

Builds  Charging  Business 

Time  upon  time  in  these  columns  there  have 
appeared  suggestions  regarding  ways  and  means 
of  taking  advantage  of  outstanding  current 
e.vents  such  as  football  games,  boxing  matches, 
political  speeches,  etc.,  which  are  being  broad- 
cast to  draw  the  public's  attention  to  radio  and, 
in  the  case  of  stores  which  maintain  service  de- 
partments, to  profit  by  the  event  by  reminding 
set  owners  of  the  desirability  of  having  neces- 
sary work  done.  Set  owners  will  allow  battery 
recharging  and  other  details  to  wait  until  the 
last  possible  minute  and  it  is  up  to  the  dealer  to 
be  on  the  outlook  for  the  attractions  which  are 
being  broadcast  and  remind  his  customers  so 
that  their  sets  will  be  functioning  properly.  In 
line  with  this  idea  the  Florence  Radio  Parlor, 
which  conducts  a  battery-recharging  and  set-in- 
spection department  that  brings  large  profits, 
recently  distributed  handbills  throughout  the 
neighborhood  which  read: 
Big  Fight 
on  the  Radio 

Don't  Wait  'til   the  Last  Minute 

Let  Us  Inspect  Your  Set  Now 

Call   Haddingway — Any  Hour 

Batteries  Recharged 

Mighty  Fine  Service 

Have  You  Heard  the  New 

Sonora   Radio  Receiver 

We  Feature  It — It's  a  Treat 
The  results  justified  the  small  expense  of 
printing  and  distributing  the  circulars  and  the 
store  won  additional  good-will  through  the  ap- 
preciation of  the  customers  who  would,  in  many 
cases,  have  forgotten  the  event  and  would  have 
lost  the  pleasure  of  listening  in. 

Don't  Take  Bad  Credit  Risks 

Here  are  a  few  thoughts  on  collections  and 
credit  from  the  credit  manager  of  a  large  retail 
store  that  are  of  especial  interest  to  talking 
machine  dealers:  The  profit  in  a  retail  sale, 
whether  it  be  of  a  talking  machine,  radio  set  or 
other  instrument,  lies  in  the  last  few  payments. 
Unless  the  dealer  gets  all  the  money  due  him  he 
stands  a  good  chance  of  taking  a  loss  on  the 
sale.  Therefore,  do  not  grant  credit  unless  you 
are  positive  of  the  standing  of  the  prospective 
customer.  If  no  satisfactory  references  can  be 
given  turn  down  the  sale.  We  do  business 
among  people  of  very  modest  incomes  and  we 
turn  down  approximately  5  per  cent  of  the  peo- 
ple who  ask  for  terms.  The  best  references  are 
names  and  addresses  of  relatives,  the  schools 
the  children  attend  and  insurance  companies. 
This  is  so  for  the  reason  that  if  a  customer  does 
move  and  forgets  to  leave  the  new  address  at  the 
store  the  dealer  can  more  easily  trace  the 
"skip."  To  protect  the  store  in  cases  where 
goods  are  sold  on  the  time  payment  plan  com- 
pel purchasers  to  take  out  fire  insurance  on  the 
instrument.  Thus  in  the  event  of  damage  or 
loss  of  the  instrument  from  this  cause  the  dealer 
knows  that  he  will  get  the  money  due  him. 
There  is  nothing  to  be  gained  by  being  too 
"hardboiled"  in  going  after  delinquent  cus- 
tomers. Be  firm,  but  at  the  same  time,  if  con- 
ditions warrant  it,  be  lenient.  This  builds  good 
will,  an  important  asset  to  the  talking  machine 
dealer. 

Use  Your  Trade  Paper 

A  trade  paper  such  as  The  Talking  Machine 
World  is  a  clearing  house  for  ideas  and  the 
dealer  who  fails  to  make  good  use  of  it  is  short- 
sighted. Don't  simply  glance  through  the  cur- 
rent issue  and  then  throw  it  aside  where  it  will 
be  forgotten.  Read  each  issue  carefully,  clip 
from  it  ideas  on  merchandising  and  file  them 
so  that  they  will  be  accessible  when  they  are 
needed.  In  eacli  issue  there  are  many  sugges- 
tions on  salesmanship,  window  displays,  direct 
mail,  credit,  and,  in  short,  everything  that  comes 
under  the  head  of  retail  merchandising.  These 
ideas  are  practical  and  can  be  used  by  every 
dealer  at  some  time  or  another. 
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New  Empironic  Drawn  Brass  Tone  Arm 


EMPIRONIC 


M 


SOUND  BOX 

and  Drawn  Brass  Tone  Arm 

USIC  through  the  Empironic  Sound  Box  is  the  musical  image  of  the  artist  him- 
self! All  the  experience  gained  during  the  twelve  years  of  our  devotion  to  the 
interests  of  the  talking  machine  business  is  embodied  in  The  Empironic.  We  believe  this 
reproducer  is  the  greatest  of  all  the  "phonic"  type  sound  boxes,  basing  this  opinion  upon 
the  findings  of  experts  after  a  thorough  investigation  of  the  sound  box  market. 

To  hear  the  Empironic  is  to  like  it!  To  like  the  Empironic  will  start  a  sales  activity 
that  will  be  a  revelation  to  jobbers  and  dealers  from  both  the  profit  angle  and  public  serv- 
ice angles.    Retailing  at  $8,  the  margin  is  large  for  both  jobber  and  dealer. 

In  connection  with  The  Empironic  Sound 
Box,  we  also  announce  a  tone  arm  sensation — 
one  with  continuous  taper  and  long  amplifying 
chamber  of  DRAWN  BRASS.  This  tone  arm 
is  different  from  any  other  on  the  market  inas- 
much as  it  is  in  ONE  PIECE. 

Become  acquainted  with  these  two  startling 
products.  Write  us  for  samples  (at  special 
prices)  and  start  your  Empironic  profits. 


The  Empire  Phono  Parts  Co. 


Empironic  Reproducer 
(Patented)  Retails  at  $8 


(Established  in  1914) 
Wm,  J.  McNamara,  President 

10316  MADISON  AVENUE 
Cleveland 


Ohio 
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Carkyola  Company  of  America 

647  Clin  ton  Street  Milwa  ukee,  Wisconsin 
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Phonographs  in  the  World! 

(arryola  Feature  s 


Easy-grip,  genuine-leather,  carrying  handle. 


Self-contained  album,  holding  15  records. 


Artistically  -  embossed  and  attractively  deco- 
rated. 


New  type,  full-curved  tone-arm. 


Curved,  built-in  sound  chamber,  scientifically 
designed. 

Quiet,  even-running  motor,  playing  two  rec- 
ords. 


Strong,  3-ply,  fir  veneer  cabinet,  very  durable. 

Hand-finished,  genuine  Du  Pont  Fabrikoid 
available  in  six  colors. 

Double-nickeled  hardware  throughout. 
Light,  compact,  complete — easy  to  carry. 


Careyola  Gdmpany  of  America. 

64 7  Clin  ton  Street  Milwa  ukee,  Wisconsin 
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Interesting  Events  of 
the  Trade  in  Pictures 


Above:  Poicel  Crosier.  Jr.,  President  of  Crosley  Radio 
Corp..  with  Ralph  H.  Langley.  well-known  radio  en- 
gineer, who  has  become  associated  with  the  Crosley 
Corp.,  as  assistant  to  the  president.  Mr.  Langley  was  for 
six  years  in  charge  of  radio  development  in  the  General 
Electric  Co.  Labs.  Mr.  Langley  will  direct  technical 
and  engineering  enterprises  for  the  Crosley  Radio  Corp. 


Above:  Stromberg-Carlson  radio  in  a  window  display  arranged  by  Block  & 
Kuhl   Co.,   Peoria,   III.,   illustrating   the   beauty   of  simplicity   in   a  highly 

artistic  arrangement 


Left:  Showroom 
and  offices  of 
Musical  Prod- 
ucts Dist.  Co.. 
New  5  ork  City. 
Federal  Ortho- 
sonic  distributor 


Above:  Atwater  Kent  and  Harger  Blish  executives  at 
dealer  meeting,  Des  Moines.  Left  to  right,  back  row: 
J.  A.  Watt,  L.  A.  Pratt,  E.  C.  Home.  E.  A.  Goltry  and 
S.  A.  Kirgis.  Front  row:  F.  R.  Klein.  B.  C.  Murphy. 
R.  B.  Gamble,  Harger  Blish,  Jr.,  V.  W.  Collamore,  J.  W. 
Laufer  and  H.  B.  Sixsmith 


Above:    "Sport"  Hermann,  radio  show  spon- 
sor, and  group  snapped  by  R.  M.  Klein,  gen- 
eral manager.  Fada  radio,  at  Dover  Hall 
Club,  near  Brunswick.  Ga. 


Above:     Ben    Fink,   Standard   Radio  Corp., 
demonstrates  portability  of  the  new  one-tube 
Standardrne  radio  set 


Above:     Window  display  arranged  by  the  Herald-Traveler  a  few  doors  from  the 
theatre  in  which  Ted  Lewis.  Columbia  artist,  recently  appeared.    This  illustrates 
not  only  an  effective  arrangement  of  Columbia  window  display  material  that  can 
lit-  emulated  by  any  dealer,  but  it  is  a  concrete  example  of  profitable  tie-up  with 

a  visiting  record  artist 


Above:  A  Rudiolu  20  window  display  with  an  effective  winter  set- 
ling  arranged  by  the  Johnson  Music  Store.  Ironwood.  Mich.,  which 
attracted  considerable  attention.  Timely  window  displays  aluays 
are  stimulators  of  interest  in  the  products  shown  and  should 
form  part  of  the  dealer's  sales  promotion  campaign 
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\ew  Schickerling  Rectifying 
Tube  Is  Demonstrated 


Designed  to  Overcome  the  Difficulty  of  Insuffi- 
cient Current  Rectification  Which  Is  Experi- 
enced by  Many  Receivers 


A  new  Schickerling  Corona  rectifying  tube  of 
the  gaseous  conductance  type  designed  for  use 
in  B  eliminators  was  recently  demonstrated  at 
the  laboratories  of  the  Schickerling  Products 
Corp.  in  Newark.  Conrad  Schickerling,  the  in- 
ventor, stated  that  the  new  Corona  rectifying 
tube  is  the  result  of  two  years  of  constant  re- 
search work  by  the  staff  of  engineers  in  the 
Schickerling  laboratories. 

Mr.  Schickerling  explained  that  the  popularity 
of  multitube  sets,  together  with  the  almost  uni- 
versal use  of  power  tubes,  has  placed  excessive 
demands  upon  the  output  of  B  eliminators  and 
in  many  cases  the  drain  is  so  heavy  that  the  out- 
put of  the  eliminator  is  inadequate  for  efficient 
set  operation.  In  general,  Mr.  Schickerling  said, 
the  cause  is  insufficient  current  rectification  to 
meet  existing  current  requirements;  in  other 
words,  there  is  an  insufficient  current  output  by 
the  high  voltages  to  efficiently  and  satisfactorily 
operate  multitube  sets  using  power  tubes.  The 
Schickerling  Corona  has  been  designed  to  over- 
come this  situation  in  all  present-day  tull-wave 
rectifying  devices,  using  the  gaseous  con- 
ductance type  rectifying  tubes. 

It  is  said  that  the  Schickerling  Corona  will 
produce  a  much  higher  voltage  with  greater  mil- 
iiampere  output  than  any  existing  type  rectify- 
ing tube  now  in  commercial  use.  The  new  tube 
can  be  used  in  all  standard  B  eliminators  now 
on  the  market,  and  no  changes  of  any  kind  are 
necessary  in  the  eliminator  or  the  set. 


J.  A.  Fischer  Catalog 

Shows  Val  Phonic  Line 


The  J.  A.  Fischer  Co.,  of  Philadelphia,  Pa., 
maker  of  Val  Phonic  tone  arms  and  reproducers 
and  Valley  Forge  replacement  material  for 
talking  machines,  has  issued  an  attractive 
twelve-page  catalog  devoted  to  tone  arms  and 
reproducers.  The  catalog  is  of  a  convenient 
size  and  it  should  be  of  interest  to  the  talking 
machine  trade  in  general.  It  presents  the  Val 
Phonic  reproducer,  Val  Phonic  tone  arm  out- 
fit No.  14,  Valley  Forge  tone  arm  outfits  Nos. 
42  and  62,  both  equipped  with  Val  Phonic 
reproducer,  Val  Phonic  attachment  for  the  Edi- 
son equipped  with  Val  Phonic  reproducer, 
Bridgeport  attachment  for  the  Edison  equipped 
with  the  Bridgeport  reproducer,  which  has  a 
mica  diaphragm,  and  the  Valley  Forge  tone 
arm  No.  60  equipped  with  Bridgeport  repro- 
ducer. The  center  spread  depicts  three  mica 
diaphragm  reproducers  made  by  the  Valley 
Forge  organization,  the  Mulhouse,  Bridgeport 
and  Pennant.  There  is  also  included  the  Valley- 
Forge  all  metal  amplifier.  The  last  page  of  the 
catalog. is  devoted  to  the  wholesale  price  list. 


Standardyne  Radio  Line 

in  Spotlight  of  Publicity 

The  Standardyne  radio  line  made  by  the 
Standard  Radio  Corp.  of  Worcester,  Mass.,  is 
Receiving  considerable  publicity  in  New  York 
City  and  the  Borough  of  Brooklyn  due  to  a 
drive  by  Michael  L.  Miller,  vice-president  and 
general  manager  of  the  Modern  Radio  Corp., 
distributor  for  the  Standardyne  line  in  the 
metropolitan  territory.  This  campaign  was  in- 
augurated by  Bert  Ennis,  publicity  director  of 
the  Standardyne  Corp.,  whereby  the  Manor 
Theatre,  a  leading  motion  picture  house,  will 
conduct  a  contest  known  as  "Radio  Person- 
alities" for  four  weeks  during  which  the  Stand- 
ardyne line  will  receive  extensive  publicity  in 
newspapers,  on  the  theatre  screen  and  in  the 
stores  of  the  retail  merchants  throughout  the 
Brooklyn  territory. 


N.  Y.  Talking  Machine  Men 
Oppose  Suggestive  Records 

Talking  Machine  &  Radio  Men,  Inc.,  Pass  Reso- 
lution Banning  Sale  of  Salacious  Music — Plan 
Annual  Banquet — Speaker  Displayed 


At  the  February  meeting  of  the  Talking  Ma- 
chine Men,  Inc.,  of  New  York,  New  Jersey  and 
Connecticut,  held  at  the  Cafe  Boulevard,  plans 
were  discussed  regarding  the  annual  banquet 
which  will  be  held  in  April.  Byron  R.  For- 
ster,  chairman  of  the  entertainment  committee, 
outlined  some  of  the  details  in  connection  with 
the  event.  R.  R.  Smith,  of  the  Freed-Eisemann 
Radio  Corp.,  vice-chairman  of  the  souvenir 
journal  committee,  reported  that  this  year's 
journal  will  be  bigger  than  that  of  last  year. 

A  vote  was  taken  to  decide  whether  the  future 
meetings  of  the  association  should  be  held  at 
the  regular  noon  hour  or  at  6:30  in  the  eve- 
ning and  it  was  decided  to  continue  as  before 
with  12:30  as  the  time  of  meeting. 


Irwin  Kurtz,  president  of  the  association,  an- 
nounced that  Assemblyman  Meyer  Alterman 
had  introduced  an  amendment  to  his  act  re- 
garding repossessions,  this  amendment  placing 
radio  receivers,  talking  machines,  pianos  and 
other  musical  instruments  in  the  same  class 
with  motor  vehicles,  in  which  cases  the  dealer 
does  not  have  to  give  five  days'  notice  to  the 
delinquent  of  his  intention  to  repossess  and 
does  not  have  to  file  an  affidavit  with  the  courts. 

Following  the  lead  of  the  New  York  Piano 
Merchants,  a  resolution  was  passed,  putting  the 
members  on  record  as  being  opposed  to  the 
manufacture  and  sale  of  sheet  music,  records 
and  rolls  bearing  salacious  titles  and  having 
suggestive  lyrics. 

The  Vitalitone  cone  speaker,  made  by  the 
Vitalitone  Radio  Corp.,  was  on  display  and 
David  Ulman,  head  of  the  company,  explained 
to  the  members  the  speaker's  outstanding  fea- 
tures. Solomon  Popper,  representing  the  Lin- 
guaphone  Institute  of  London,  demonstrated 
the  company's  method  of  teaching  languages  by 
means  of  charts  and  records. 


Keep  radio  profits  up 

by  concentrating  on  lines 
that  are  selling  now 


The  New 
Balkite  Charger 

MODEL  J.  Has  two  charg- 
ing rates:  A  low  trickle 
charge  rate  and  a  high  rate 
for  rapid  charging  and 
heavy  duty  use.  Can  thus 
be  used  either  as  a  trickle 
or  as  a  high  rate  charger 
and  combines  their  advan- 
tages. Noiseless-  Large 
water  capacity.  Visible 
electrolyte  level-  Rates: 
with  6-volt  battery,  2.5  and 
.5  amperes;  with  4-voIt 
battery,  .8  and  .2  ampere. 
Special  model  for  25-40 
cycles  with  1.5  amperes 
high  rate.  Price  $19.50. 
West  of  Rockies  $20.  (In 
Canada  $27.50.) 


Balkite 
Trickle  Charger 

MODEL  K.  For  those  who 
require  a  charger  of  limited 
capacity  only.  Can  be  left 
on  continuous  or  trickle 
charge  thus  automatically 
keeping  the  battery  at  full 
power.  Converts  the  "A" 
battery  into  a  light  socket 
"A"  power  supply.  Charg- 
ing rate  about  .5  ampere. 
Over  350,000  in  use.  Price 
$10.  West  of  Rockies 
$10.50.  (In  Canada  $15.) 

All  Balkite  Radio  Power 
Xlnits  operate  from  1 10- 
120~volt  AC  current 
with  models-for  both  60 
and  50  cycles.  Also  a  25- 
40  cycle  model  for  the 
Balkite  Charger  and 
Balkite  "B"-W. 


Keeping  your  radio  department  op- 
erating at  a  satisfactory  profit  at  this 
time  of  year  is  a  matter  of  selecting 
the  correct  lines  to  push.  Scatter 
your  eSorts  on  all  lines,  many  of 
which  are  unsalable  at  this  season, 
and  your  sales  will  drop.  Concentrate 
them  on  the  few  lines  that  are  good 
sellers  now  and  they  will  keep  at  the 
maximum. 

Balkite  is  one  of  these  lines.  In 
fact  Balkite  sales  after  the  first  of  the 
year  are  greater  each  season  than  be- 
fore the  first  of  the  year.  When  most 
lines  are  falling  off,  the  Balkite  sea- 
son is  just  beginning.  This  is  logical, 
for  every  purchaser  of  a  radio  set 
the  early  part  of  the  season  is  now  a 
Balkite  prospect. 

Balkite  is  the  standard  line  in  the 
radio  power  field.  It  is  consistendy 
advertised.  The  profit  you  make  on 
it  is  clean,  for  every  Balkite  unit  is  a 
permanent  piece  of  equipment,  with 
nothing  to  wear  out  or  replace.  Get 
behind  the  line  now,  and  get  your 
share  of  Balkite  volume  and  profit. 

FANSTEEL  PRODUCTS  COMPANY,  Inc. 

North  Chicago,  Illinois 


Three  New 
Balkite  "B"s 

Balkite"B"  eliminates  "B" 
batteries  and  supplies  "B" 
current  from  the  light  sock- 
et. Noiseless.  Permanent. 
Employs  no  tubes  and  re- 
quires no  replacements. 
Three  new  models.  The 
new  popular  priced  Balkite 
"B"-Wat  $27.50forsetsof 
5  tubes  or  less  requiring  67 
to  90  volts.  Balkite  "B"-X 
(illustrated),  for  sets  of  8 
tubes  or  less;  capacity  30 
milliamperes  at  1 35  volts — 
$42.Balkite"B"-Y,forany 
radio  set:  capacity  40  milli- 
amperes at  1 50  volts —  $69. 
(In  Canada  "B"-W  $39; 
"B"-X  $59.50 "B"-Y  $96  ) 
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FfHSTEEL  1 

Balkit 
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Balkite  Combination 

When  connected  to  the 
"A"  battery  this  new  Bal- 
kite Combination  Radio 
Unit  supplie  s  automatic 
power  to  both  "A*'and"B" 
circuits.  Controlled  by  the 
filament  switch  on  your  set. 
Entirely  automatic  in  oper- 
ation. Can  be  put  either 
near  the  set  or  in  a  remote 
location.  Will  serve  any  set 
nowusing  either  4  or  6-volt 
"A"  batteries  and  requiring 
not  more  than  30  milliam- 
peresat  135  voltsof  **B"  cur- 
rent—  practically  all  sets  of 
up  to  8  tubes.  Price  $59.50, 
(In  Canada  $83.) 


Kadio  Tower  Units 


THE  BALKtTE  LINE  OF  ELECTROLYTIC  DEVICES  IS  PROTECTED  CY  EDGAR 
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Automatic  Orthophonic  Victrola  Intro- 
duced to  the  Metropolitan  Retail  Trade 

Addresses  by  Edward  E.  Shumaker,  President  of  Victor  Co.;  Roy  E.  Forbes  and  Other  Execu- 
tives of  the  Company  Marked  Introduction  of  Latest  Victor  Product — New  Instrument 
Aroused  the  Enthusiasm  of  Dealers — Public  Showings  on  March  21 


The  manner  in  which  the  New  York  public 
greeted  the  introduction  of  the  Orthophonic 
Victrola  line  on  November  2,  1925,  bids  fair  to 


Edward  E.  Shumaker 

be  duplicated  on  March  21  when  the  Automatic 
Orthophonic  Victrola  will  be  placed  on  the 
market,  if  the  enthusiasm  with  which  metro- 
politan Victor  dealers  greeted  this  new  instru- 
ment can  be  taken  as  an  indication.  On  Febru- 
ary 17  Victor  dealers  served  by  the  New  York 
Talking  Machine  Co.,  C.  Bruno  &  Son,  Inc., 
Blackman  Distributing  Co.  and  Charles  Ditson 
&  Co.,  Inc.,  New  York  Victor  jobbers;  the 
American  Talking  Machine  Co.,  of  Brooklyn, 
and  Collings  &  Co.,  Newark,  gathered  to  the 
number  of  about  500  in  the  ballroom  of  the 
Hotel  Roosevelt,  New  York,  and  were  given  a 
demonstration  of  the  Automatic  Orthophonic 
Victrola,  which  is  described  in  detail  in  another 
section  of  this  issue  of  The  World.  This  meet- 
ing was  memo-able  to  the  metropolitan  Victor 
trade  in  that,  besides  the  introduction  of  a  new 
instrument,  it  brought  before  them  E.  E.  Shu- 
maker, president  of  the  Victor  Talking  Machine 
Co.,  and  Roy  E.  Forbes,  manager  of  sales  and 
merchandise,  who  gave  most  interesting  ad- 
dresses. 

Roy  E.  Forbes'  Interesting  Talk 

William  J,  Haussler,  vice-president  and  gen- 
eral manager  of  C.  B.uno  &  Son,  Inc.,  presided, 
and  after  stating  the  purpose  of  the  meeting  he 
introduced  Mr.  Forbes,  who  opened  his  talk  by 


telling  of  the  value  of  dealer  meetings  to  both 
the  retailers  and  to  the  Victor  Co.,  because  of 
the  interchange  of  ideas  and  the  close  contact 
which  is  established,  with  the  result  that  both 
branches  of  the  industry  gain  a  knowledge  of 
the  problems  which  confront  them. 

Mr.  Forbes  briefly  reviewed  the  year  that  had 
passed,  touching  on  the  problems  of  production, 
and  he  stated  that  these  problems  have  been 
overcome,  as  stocks  in  dealers'  stores  concretely 
illustrate.  He  also  pointed  out  that  the  facili- 
ties for  manufacturing  and  distributing  records 
have  been  greatly  improved.  These  conditions 
will  prove  big  factors  in  increasing  the  volume 
of  sales  for  1927,  he  pointed  out.  Another  fac- 
tor which  will  be  a  tremendous  aid  in  making 
1927  a  most  prosperous  year,  said  Mr.  Forbes, 
was  the  election  of  E.  E.  Shumaker  to  the  pres- 
idency of  the  Victor  Co.,  because  of  his  interest 
and  knowledge  of  sa.les,  advertising  and  mer- 
chandising conditions. 

In  touching  on  merchandising  conditions  in 
which  dealers  were  more  interested,  Mr.  Forbes 
stated  that  there  are  26,000,000  homes  in  the 
United  States  of  which  at*  least  20,000,000  can 
be  considered  prospects  for  an  Orthophonic  Vic- 
trola. Of  these  homes  approximately  2,000,000 
are  located  in  or  about  New  York  City.  He 
then  stated  that  there  had  existed  among  many 
dealers  a  pessimistic  feeling  regarding  the  fu- 
ture of  the  talking  machine,  and  this  attitude  of 
mind  was  costing  them  money,  continuing  with 
the  remark  that  the  review  of  the  year  of  1926 
should  be  sufficient  to  dispel  any  pessimism  that 
might  remain.     He  then  remarked  that  during 

1926  there  were  four  and  a  half  times  more 
Credenza  models  produced  than  any  model  cost- 
ing over  $200  in  the  history  of  the  Victor  Co. 

In  discussing  the  record  situation,  Mr.  Forbes 
said  the  possibilities  are  unlimited.  Touching 
on  the  demand  which  recurs  from  time  to  time 
for  a  cheaper  record,  he  said  that  the  demand 
for  quality  is  the  predominant  American  trait 
and  that  people  want  quality  in  records  just  as 
they  want  it  in  other  merchandise. 

Mr.  Forbes  emphasized  that  the  prospects  for 

1927  are  very,  very  good  for  the  dealer  who 
visualizes  possibilities  and  gives  proper  atten- 
tion to  the  merchandising  of  the  line,  but, — and 
this  point  he  stressed, — the  days  of  order  tak- 
ing have  gone  and  the  dealer  must  sell  aggres- 
sively to  meet  the  increased  competition. 

In  referring  to  the  Automatic  Orthophonic 
Victrola,  Mr.  Forbes  said  that  of  all  the  Victor 
products  he  has  the  greatest  pride  in  this  new 


instrument,  which  presents  two  sides  in  its 
merchandising — first,  the  actual  sales,  and  sec- 
ondly, the  stimulation  to  the  entire  line  through 
the  bringing  of  people  into  the  store.  He  said 
the  company  has  prepared  advertising  and  dis- 
play material  and  has  planned  a  campaign  that 
will  make  the  introduction  similar  to  that  of  the 
Orthophonic  line. 

Automatic  Orthophonic  Demonstrated 
Robert  C.  Bartley,  Jr.,  New  York  and  North- 
eastern district  manager  of  the  Victor  Co.,  was 
the  next  speaker.  He  dwelt  on  the  appeal  of 
the  Automatic  Orthophonic  Victrola  and  de- 
tailed its  capabilities.  He  then  demonstrated  the 
instrument  and  when,  at  the  conclusion  of  the 
playing  of  the  first  record,  a  mechanical  hand 
raised  the  record  until  it  slid  off  into  a  magazine 
for  played  records,  and  then  secured  a  new  rec- 
ord from  the  spindle  which  holds  the  records 
to  be  played,  and  the  next  record  started — the 
assembled .  dealers   broke   into   prolonged  ap- 


Roy  E.  Forbes 

plause.  After  several  records  were  played  Mr. 
Bartley  explained  the  different  features  of  the 
instruments — including  the  reject  button  which 
allows  the  operator  of  the  instrument  to  dis- 
card a  record  which  he  does  not  wish  to  hear, — 
the  next  record  on  the  magazine  following  im- 
mediately after  the  discarded  one  ceases  play- 
ing. He  told  of  the  advantages  of  the  Auto- 
matic in  playing  complete  works  which  consist 
of  several  records  and  stated  that  sets  of  rec- 
ords with  complete  works  recorded  on  the  "A" 
sides  with  different  works  on  the  "B"  side  have 
been  prepared  and  will  be  available  when  the 
instrument  is  placed  on  the  market. 

He  gave  the  date  of  placing  the  instrument 
on  the  market  as  March  21,  and  told  briefly  the 
plans  for  its  introduction,  which  include  private, 
semi-private  and  store  demonstrations  prior  to 
(Continued  on  page  46) 
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Why  So  Many 
Dealers  Have  S 
Stewart-Warner 


Why  It  Will  Interest  You 


Offers  You 
These  Advantages 

A  protective  policy. 

A  complete  line  of  cabinet  and 
console  one-dial  and  three-dial 
models. 

A  range  of  prices  that  will  en- 
able you  to  sell  all  prospects. 

A  "Matched-Unit"  combina- 
tion of  Stewart -Warner  Re- 
ceivers, Stewart- Warner  Repro- 
ducers, Stewart-Warner  Tubes. 

A  name  that  is  nationally  known 
and  nationally  advertised. 

A  Stewart- Warner  Wholesale 
Distributor  organization  (in  55 
large  cities  throughout  the  na- 
tion) that  will  save  you  time 
and  money  on  deliveries. 


TEWART-WARNER'S  success  in  fran- 
chising thousands  of  successful  dealers  has 
been  largely  due  to  the  fact  that  to  these  dealers 
the  institution  behind  the  product  takes  pre- 
cedent over  everything  else. 

They  rightly  reason  that  if  the  manufacturer 
is  of  long  standing,  is  known  to  be  reputable, 
has  facilities  for  large  production  and  prompt 
distribution,  then  its  products,  policy,  prices 
and  service  are  bound  to  be  right. 

These  dealers  are  in  business  for  the  same  rea- 
son that  Stewart-Warner  is— a  reasonable  prof- 
it this  year,  next  year  and  for  years  to  come.  It 
is  for  this  reason  that  they  have  become  associ- 
ated with  Stewart -Warner.  They  wish  to  build 
up  a  business  that  will  grow  steadily  and  surely. 

The  radio  business  is  no  longer  in  a  trial  stage. 
It  has  firmly  established  itself  as  a  big,  profit- 
able line  of  activity,  ranking  with  the  biggest 
industries  in  the  country.  In  this  business  you 
want  to  build  for  permanency  and  profits. 

Stewart-Warner  is  firmly  established  and  an 
acknowledged  leader  in  the  field.  A  Stewart- 
Warner  franchise  is  the  one  you  want.  A  re- 
quest for  further  details  will  bring  an  immediate 
answer. 

STEWART- WARNER  SPEEDOMETER  COR'N 

1824   DIVERSEY  PARKWAY    •    CHICAGO,   U.   S.  A. 


This  beautiful  walnut  console  is  a  recent 
addition  to  the  Stewart-Warner 
line*  One  dial,  six  tubes. 


Tune  in  the  Stewart- Warner  Air  Theatre — WBBM — 226  Meters 
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Automatic  Orthophonic  Victrola  Intro- 
duced to  the  Metropolitan  Retail  Trade 


(Continued 

March  21,  in  conjunction  with  window  displays, 
newspaper  advertising  and  consumer  literature. 

He  stressed  the  necessity  for  frequent  demon- 
strations and  told  how  the  Victor  Co.  is  effect- 
ing a  tie-up  with  the  observance  of  Beethoven 
Week,  which  will  be  held  from  March  20  to  26, 
by  printing  for  free  distribution  a  souvenir 
booklet  for  the  occasion,  giving  interesting 
sketches  of  the  life  and  history  of  the  great 
composer.  The  company  has  also  sent  letters 
to  3,000  music  clubs  throughout  the  United 
States  offering  them  the  use  of  an  Automatic 
Orthophonic  Victrola  and  Beethoven  records  to 
use  in  their  concert  for  Beethoven  Week.  Co- 
operation with  the  associations  which  accept  this 
offer  will  be  effected  through  Victor  dealers. 
S.  S.  Larmon  Outlines  Advertising  Plans 

Mr.  Bartley  was  followed  on  the  speakers' 
platform  by  S.  S.  Larmon,  of  the  N.  W.  Ayer 
&  Son  advertising  agency,  who  told  of  the  ad- 
vertising plans  for  the  introduction  of  the  in- 
strument. He  illustrated  his  talk  by  showing 
enlarged  reproductions  of  the  advertisements 
which  will  appear,  including  a  double  page 
spread  in  the  Saturday  Evening  Post  of  March 
19;  newspaper  advertisements  to  run  on  March 
18,  19,  20  and  21  and  other  magazine  advertis- 
ing copy.  He  also  showed  the  window  display 
which  will  be  sent  to  dealers,  which  consists  of 
three  panels  showing  the  Automatic  in  home 
surroundings  in  artistic  scenes.  Appropriate 
sales  messages  are  subordinated  to  the  message 
of  the  illustrations.  He  informed  dealers  that  a 
special  issue  of  the  Voice  of  the  Victor  will  be 
issued  in  March  with  instructions  for  presenta- 
tion and  demonstration  of  the  instrument. 

This  concluded  the  morning's  session  and  the 
dealers  adjourned  to  the  lobby  of  the  grand 
ballroom,  where  the  Automatic  Victrola  was  set 


from  page  44) 

up  for  the  close  inspection  of  the  trade.  Lunch- 
eon was  then  served  and  during  the  repast  The 
Revelers,  the  quintet  which  has  won  such  world- 
wide fame  in  concert,  by  radio  and  records,  en- 
tertained with  several  of  the  selections  which 
they  have  recorded  for  the  Victor  catalog. 
Then,  in  the  nature  of  a  surprise,  Mary  Lewis, 
of  the  Metropolitan  Opera  Company,  exclusive 
A  ictor  artist,  appeared  and  sang  two  numbers, 
which  were  most  enthusiastically  received. 
Address  by  E.  E.  Shumaker 
Immediately  following  luncheon  Mr.  Haussler 
introduced  E.  E.  Shumaker,  who  made  a  most 
interesting  talk,  starting  by  giving  thanks  to  the 
dealers  for  making  the  talking  machine  busi- 
ness the  stable  proposition  it  is.  He  expressed 
his  great  pleasure  at  being  able  to  be  with  them 
and  stated  that  were  it  possible  he  would  visit 
each  one  in  his  store  and  talk  over  their  prob- 
lems together.  He  exhorted  dealers  to  con- 
tinue their  efforts  to  bring  the  talking  machine 
business  to  greater  heights  and  stated  that  the 
business  is  now  a  public  rather  than  a  private 
corporation  and  the  officers  of  the  company  are 
responsible  to  the  American  public.  He  as- 
sured the  dealers  that  the  change  in  manage- 
ment had  resulted  in  the  strengthening  of  the 
directorate,  and  within  the  past  year  all  depart- 
ments have  been  improved.  Steps  have  been 
taken,  continued  Mr.  Shumaker,  to  make  the 
Victor  Co.  a  more  aggressive  organization, 
profiting  by  the  mistakes  of  the  past  and  get- 
ting away  from  the  old  policy  of  conservatism 
and  self-satisfaction.  New  ideas  are  constantly 
being  experimented  with  in  the  laboratories  of 
the  Victor  Co.  and  its  associates,  he  said. 

In  discussing  merchandising  problems,  Mr. 
Shumaker  said  competition  is  much  keener  than 
it  was  ten  years  ago  with  the  number  of  home 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 

Barlm   535    PHILADELPHIA,  PA.    FillSM.  Phil*. 


commodities  on  the  market,  in  addition  to  the 
competition  of  the  automobile  and  the  moving 
picture  which  tend  to  keep  the  people  out  of  the 
home.  To  meet  this  condition  every  branch  of 
the  industry  must  adopt  a  more  aggressive  atti- 
tude and  the  dealer  must  "sell"  the  people. 

He  told  the  dealers  that  undoubtedly  all  those 
engaged  in  the  industry  and  trade  were  spoiled 
by  the  early  days  when  the  entire  output  of  the 
factories  was  disposed  of  with  little  or  no 
selling  effort.  Mr.  Shumaker  advocated  a  pro- 
gram of  constant  demonstrations  which  are 
necessary  to  bring  out  the  merit  of  the  new 
Victrolas,  and  outside  selling. 

Touching  on  the  attitude  of  many  in  the  re- 
tail trade  that  the  business  is  seasonal,  Mr. 
Shumaker  stated  it  was  not,  because  the  desire 
for  .entertainment  is  not  seasonal.  In  this 
connection  he  told  of  the  difficulty  which  the 
let-down  in  sales  efforts  during  the  Summer 
months  puts  the  manufacturer  to.  When  orders 
fall  off  considerably  in  the  early  Spring  it  be- 
comes necessary  to  lay  off  a  number  of  em- 
ployes and  then  when  the  rush  starts  in  the  Fall 
valuable  time  must  be  taken  to  train  new  men, 
with  the  result  that  a  shortage  of  certain  models 
occurs  with  loss  of  profit  to  all  concerned.  He 
urged  dealers  to  keep  up  their  efforts  during  the 
Summer  months  so  that  this  taking  on  and  lay- 
ing off  of  labor  could  be  remedied. 
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SENIOR  .  $32.50 
JUNIOR  .  $16.50 

Slightly  higher 
West  of  Rockies 


.HE  Farrand  Speaker 
same  price  today  that  it  did 
Stop  a  moment  and  con- 
trast this  unbroken  full- 
price,  full -value  record 
with  that  of  any  other 
speaker  on  the  market. 
When  you  buy  Farrand 
Speakers  you  not  only 
know  they  will  sell  fast, 
and  stay  sold,  you  know 
they  will  always  command 
their  full  value,  always 


commands  the  assure  you  full  profit.  Furthermore,  no  re- 
two  years  ago!      duction  in  price  will  ever  be  contemplated 

without  first  protecting 
you — the  dealer — against 
loss.  This  comes  to  you 
not  only  as  a  pledge  from 
your  distributor,  but  also 
as  an  absolute  guarantee 
from  the  manufacturer. 
Farrand  Manufacturing 
Company,  Incorporated, 
Long  Island  City,  New 
York. 


Today,  Tomorrow 
Next^Week,  Next  Season 

Your  Stock 

farrands 

Value- 
Insured! 


Farrand 
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Change  in  Policy  Won  Success  for  Dealer 

Florence  Radio  Parlor  Reduced  the  Number  of  Lines  Handled, 
Revised  Entire  Merchandising  Plan  and  Profits  Gained  Steadily 


Sometimes  a  change  in  merchandising  policy 
makes  all  the  difference  between  the  success  or 
failure  of  a  retail  store.  At  least  this  has  been 
the  experience  of  the  Florence  Radio  Parlor, 
of  Brooklyn,  N.  Y.,  exclusive  Sonora  radio 
dealer. 

After  years  of  experience  in  handling  a  varied 
line  of  radio  sets,  Benjamin  H.  Schlomberg,  pro- 
prietor, decided  that  something  would  have  to 
be  done  if  his  dreams  of  expansion  were  to 
come  true.  He  made  a  drastic  move  and  his 
judgment  has  proved  sound.  He  reduced  his 
stock  to  one  line  of  radio — the  Sonora,  with 
the  result  that  his  sales  have  increased  tre- 
mendously, units  of  sales  ranging  between  $250 
and  $275  in  price.  All  of  his  merchandising 
effort  now  is  concentrated  on  one  line. 

He  has  also  become  a  specialist  in  battery 
charging,  and  the  1.200  customers  who  have 
their  batteries  put  in  shape  on  an  average  of 
about  one  each  three  weeks  attest  to  the  profit 
from  this  activity.  Consistent  advertising  and 
direct  mail  have  been  the  two  most  effective 
methods  of  promoting  sales. 

Sales  Dropped  Dangerously 

The  Florence  Radio  Parlor  was  started  about 
three  and  a  half  years  ago,  carrying  a  stock  of 
some  six  standard  makes  of  radio  receivers  and 
other  equipment.  The  location  of  the  store  and 
ihe  clientele  which  it  served  demanded  that  the 
merchandise  carried  should  be  such  that  it 
would  harmonize  with  fine  furniture  and  be  a 
quality  product  from  every  standpoint.  After 
some  time  the  lines  carried  were  dropped  un- 
til but  one  remained,  this  a  set  which  is  well 
known  and  well  regarded  and  which,  when  sold 
with  good  equipment  and  enclosed  in  a  high- 
grade  cabinet,  commanded  a  price  that  netted 
the  dealer  a  satisfactory  profit.  This  line  of  receiv- 
ers continued  as  the  store's  source  of  income  for 
some -time  until  department  stores  and  other 
large  outlets  began  to  offer  it  in  inferior  cabi- 
nets and  with  lower-grade  equipment  at  prices 
that  were  considerably  under  those  asked  by  the 
Florence  Radio  Parlor,  with  the  result  that  busi- 
ness dropped  off  due  to  the  fact  that  the  public. 


unversed  in  radio  values,  could  not  see  that  the 
difference  in  prices  between  the  two  offerings 
of  what  appeared  to  them  to  be  the  same 
articles  was  warranted. 

Takes  On  a  New  Line 

About  this  time,  some  eighteen  months  ago; 
Mr.  Schlomberg  became  interested  in  the  Sonora 
line  of  radio  receivers  and  after  thorough  in- 
vestigation and  trial  he  took  on  that  line  and 
has,  to  this  day,  carried  it  exclusively  with  re- 
markable success.  The  real  reason  for  this  suc- 
cess is  that  Mr.  Schlomberg  is  himself  "sold"  on 
the  receiver  and  feels  that  no  other  possesses 
the  tone,  capabilities  and  other  factors  one 
wants  in  a  radio  set.  Fired  with  this  enthu- 
siasirij  he_  communicates  it  to  prospects  who 
call  at  the  store  and  seldom  does  he  fail  to  get 
the  name  on  the  dotted  line  before  the  pro- 
spective customer  leaves  the  store. 

Advertising  Puts  Store  on  the  Map 

The  printed  word  in  newspaper  advertise- 
ments and  by  direct  mail,  word-of-mouth  adver- 
tising, the  continuous  playing  of  a  Sonora  radio 
receiver  every  evening,  all  these  are  used  by  the 
Florence  Radio  Parlor  to  induce  people  to  visit 
the  shop.  But  they  are  not,  by  any  means,  the 
only  mediums  used.  Air.  Schlomberg,  in  addi- 
tion to  being  a  salesman  of  great  ability,  is  a 
trained  service  expert;  a  member  of  the  Ameri- 
can Radio  Relay  League  and  the  American 
Broadcasters  Association  and  was,  for  a  time, 
connected  with  C.  Brandes,  Inc.,  and  with  this 
experience  and  knowledge  he  has  built  up  a 
service  department  that  plays  a  large  part  in 
the  success  of  the  store. 

Profitable  Service  Policy 

A  small  diamond-shaped  card  was  scattered 
widespread  throughout   the  section   served  by 
the  store  and  on  it  were  stated  the  prices  for 
the  servicing  of  radio  sets.  These  prices  are: 
Batterj'  recharging  with  rental  and  service. $1.00 

Installation  of  set  and  aerial    5.00 

Home  inspection  of  full  equipment   1.00 

Set  bench  test   1.00 

No  fee  for  testing  tubes  in  store. 

From  this  department  has  been  built  up  a 


mailing  list  of  1,200  names,  all  of  whom  are  hav- 
ing batteries  recharged  and  who  constantly  re- 
ceive the  letters  telling  of  the  merits  of  Sonora 
which  Air.  Schlomberg  sends  out  each  month. 
A  large  number  of  these  service  customers,  who 
formerly  possessed  other  makes  of  receivers, 
have  been  sold  the  Sonora  instrument,  so  that  in 
addition  to  the  battery-charging  business  being 
a  profitable  one,  it  possesses  the  virtue  of  pav- 
ing the  way  for  sales  of  sets. 

Following  is  reproduced  some  of  the  very  ef- 
fective direct  mail  sent  out  by  this  live  dealer: 

Do  you  know  that  we  have  been  recharging  batteries 
for  most  of  our  customers  during  our  stay  here— for  the 
past  three  years?  They  are  getting  the  best  there  is 
within  me  to  give— they  are  satisfied.  We  are  grateful  to 
you— to  everyone  who  has  helped  us  with  his  patronage. 

Kindly  give  this  card  to  your  next  door  neighbor. 

You   have  our  thanks.  Sincerely 

Florence  Radio  Parlor 


Hello  Folks:  It's  a  good  thing  and  we  are  glad  to  pass 
it  on  to  you.  Don't  buy  another  set  of  "B"  Batteries  un- 
til you  have  heard  the    "B"  RECTIFIER  operate 

on  YOUR  SET.   The    "B"  Rectifier  plugs  into  any 

socket  that  supplies  110  to  125  Volts  60  Cycles  A.  C.  and 
changes  this  into  direct  current  at  a  low  cost  of  }4  cent 
per  hour.  No  hum.  No  distortion.  No  acid.  Easy  to 
operate;  pulls  in  distance  you  never  got  before.  Perfect 
control.  Weighs  less  than  eight  lbs.  Give  us  a  ring  for 
a  demonstration  in  your  home. 

Florence  Radio  Parlor 

Dear  Friends :— Naturally,  you  are  interested  in  know- 
ing of  the  best  radio  receiving  set  on  the  market  to- 
day. 

There  is  one  set  that  covers  so  many  exclusive  feature! 
that  we  have  cast  aside  all  other  makes  and  cla«s  our- 
selves exclusively  Sonora. 

To  do  this  requires  a  principle.  One  must  surely  have 
a  knowledge  of  what  he  is  talking  about.  He  must  know 
that  there  is  no  other  set,  regardless  of  price,  that  can 
finish  a  well-run  race  on  tone  quality,  without  block- 
ing, lisping,  overlapping,  or  howling. 

But  your  own  eyes  and  ears  can  tell  you  more  than 
mere  words.  Come  in  any  evening  until  midnight  and 
let  us  show  you  why  this  set  is  the  most  popular  one 
on  the  market  to-day.  Respectfully, 

Benj.  H.  Schlomberg. 


All  Records  Broken  Past  and  Present 
The  Florence  Radio  Parlor 
exclusive  Sonora  dealer,  has  broken  the  record  for  Oc- 
tober sales  on  Sonora  Radio  Receivers. 

"There's  a  reason."  Here  is  a  good  one— WE  ARE  ALL 
Sonora.  If  a  Sonora  is  not  in  your  home — folks,  you  are 
missing  the  best  that  there  is  in  Radio.  Its  tone  quality 
will  carry  you  away— make  you  forget. 

Why  not  join  our  Sonora  Family?  May  we  mention  a 
few? 

Mr.  H.  L.  Hirsch,  693  Lefferts  avenue 

Mr.  H.  Guild,  1327  Carroll  street 

Mr.  Chas.  W.  Margolies,  1517  Park  place 

Mr.  Morris  Stienfeld,  12011-103rd  avenue,  Richmond  Hill 

Mr.  J.  L.  Hirsch,  1699  President  street 

Mr.  A.  Lewis,  961  Eastern  Parkway 

Mr.  H.  Ulinoff,  1734  East  Seventh  street 

Mr.  Paul  Vincent,  2117  Regent  place 

Dr.  Henry  Rubin,  257  Utica  avenue 

Dr.  Greenberg,  1934  Bergen  street 

Mr.  Louis  Sillman,  1069  Sterling  place. 

You  can  readily  understand  in  the  publication  of  these 
names  that  they  are  bona  fide.  These  aie  just  a  few 
mentioned,  we  are  sure  any  or  all  of  them  would  gladly 
tell  you  much  better  than  we  could  just  how  well  they 
are  satisfied.  And  may  we  say  in  closing— it  is  not  whit 
others  say  is  the  best— listen  to  them  all— then  come  to 
our  Sonora  Parlor,  tune  any  one  of  the  models  bearing 
the  seal  of  Sonora  and  the  stamp  of  approval  of  music 
lovers  the  world  over.     We  thank  you. 

Meet  Commodore  Benj.  H.  Schlomberg: 
Author,  Inventor,  Lecturer  and  Educator 
Wireless  Expert,  United  States  Volunteer  Life  Saving 
Corps. 

Member:  American  Radio  Relay  League. 
Radio  Broadcaster. 

Member:  American  Broadcasters  Association. 
Former  Instructor  Bedford  Branch  Y.  M.  C.  A, 
Former  Instructor  Bronx  Branch  Y.  M.  C.  A. 
New  York  City  Board  of  Education. 
Hero  of  118  Rescues  from  Fire  and  Water. 
Late  with  C.  Brandes,  Inc.  "Experts  in  Radio  Acous- 
tics since  1908." 
When  this  copy  was  shown  to  the  Commodore  he  was 
(Continued  on  page  50) 


Super  Ball  Antenna 


YAH  IV  LANCE 

Milwaukee,  wis.    INCORPORATED    Detroit,  mich. 
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V 


TA 


Quality  Radio  Units 

Sell  the  Radio  Units  that  Keep  the 
Receiving  Set  Up  to  100%  Efficiency 


VESTA 
LIGHT 
SOCKET 
'A"  POWER 
UNIT 
50  Amp., 
$27.50  [Eist] 
Pacific  Coast 
add  $1.50 


VESTA 
QUALITY 
TUBES 
A  remarkable 
Improvement  in 
Tube  Construc- 
tion.   A  quality 
that    cannot  be 
questioned. 
X-201-A,  $1.75 
199 — $2.25 
Special  Detector 
Tube      for  in- 
creased volume. 
No.  X-250-A 
Eist  $3.00 


VESTA 
TRICKLE 

CHARGER — 
Makes  an  "A" 
power  unit  when 
plugged  into 
light  socket  and 
hooked-up  with 
battery. 

Efficient.  Keeps 
battery  fully 
charged  and 
only  requires 
addition  of  wa- 
ter about  every 
2  months. 
List  $10 
Pacific  Coast, 
$10.50 


VESTA 
RADIO  "A" 
BATTERY 
The  Highest 
type     of  bat- 
tery quality.  25 
to     125  amp. 
hour  sizes  for 
every  radio 
need. 


r  WRITE  HERE 

VESTA  BATTERY  CORP., 
2100  Indiana  Ave.,  Chicago. 

Please  have  your  Central   Distributor   near  me 
present  the  Vesta 

□  Vesta  Tubes         □  Trickle  Charger  t.m.w. 

□  "A"  Unit  □  Batteries  march 


Name 


Address   

City    State, 


THE  power  units  are  the  most  essential  parts  of  the  radio. 
The  satisfaction  that  the  customer  gets  out  of  his  set- — 
depends  upon  the  QUALITY  of  the  power  units. 

If  you  are  as  particular  about  the  quality  of  the  accessories  as 
you  are  about  the  quality  of  the  set,  you  will  standardize  on 
Vesta  Units. 

The  Vesta  Light  Socket  "A"  Power  Unit  is  the  most  ideal— 
and  satisfactory — method  of  obtaining  constant,  smooth  flow- 
ing, full  power  ALL  THE  TIME. 

It  is  a  complete  "A"  Unit. 

The  Vesta  Trickle  Charger  makes  an  "A"  Unit  out  of  any 
battery. 

The  Vesta  Tubes — being  non-microphonic — will  create  pleased 
customers  for  you. 

Vesta  Central  Distributors  in  over  50  central  distributing  points 
can  give  you  "minute-man"  service  on  deliveries. 

Try  any  of  these  Vesta  Units  yourself — that's  the  way  to  know 
the  true  facts. 


gduction 

on  Vesta  Batteries 

A  very  substantial  reduction  in  price  on  ALL  VESTA  Batteries  was  an- 
nounced February  20  in  48  leading  newspapers,  and  will  be  featured  in  The 
Saturday  Evening  Post,  March  5,  making  the  lowest  prices  in  Vesta's  30 
years  of  quality  battery  building. 

It  includes  Vesta  Radio  "A"  Batteries — both  the  high  grade  type  with  o .  er- 
size  plates  and  oversize  separators — and  the  Vesta-Vaco  Radio  battery.  1926 
was  a  record-breaking  year  for  Vesta.  1927  production  increase  makes  the 
new  low  prices  possible  and  assures  a  still  greater  sales  record.  This  will 
be  another  record-breaking  year  for  Vesta  dealers.  Send  the  coupon  for  the 
New  Prices  and  the  Vesta  dealer  plan.    It  will  not  obligate  you  in  any  way. 


Vesta  Battery  Corporation 

Makers  of  Vesta  Automobile  Batteries — Quality  Products  for  30  years 

2100  Indiana  Ave.,  Chicago,  U.  S.  A. 


Tune  In  VESTA  Broadcasting  Station  WFKB.  Chicago    z  17.3  Meters 
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Stromberg-Carlson  Radio 

Wins  Sesqui  Gold  Medal 

Award  to  Radio  Manufacturer  for  Development 
and  Production  of  Totally  Shielded  Radio  Re- 
ceiving Set — Also  Gets  Silver  Medal 


"To  the  Stromberg-Carlson  Telephone  Manu- 
facturing Company — a  Gold  Medal  in  recogni- 
tion of  the  development  and  manufacture  of  a 


radio  stage  in  heavy  copper  "cans"  which  shield 
each  stage  from  signals  by  the  coils.  It  first  ap- 
peared in  the  six-tube  receiver  placed  on  the 
market  in  the  Summer  of  1925.  The  Stromberg- 
Carlson  system  of  shielding  has  been  widely 
copied  and  imitated,  but  officials  of  the  com- 
pany derive  much  satisfaction  from  the  fact  that 
they  were  pioneers  in  this  field. 

The  award  of  the  Sesqui-Centennial  Exposi- 
tion recognizes  the  value  of  the  Stromberg-Carl- 
son Co.'s  contribution  to  radio  science.    A  Silver 


Change  in  Policy  Won 

Success  for  Retailer 


Gold  Medal  Awarded  Stromberg-Carlso 

totally  shielded  radio  receiving  set  with  high 
selectivity  free  from  coil  pick-up  and  objection- 
able regeneration."  Thus  reads  the  Gold  Medal 
which  has  just  been  received  by  the  Stromberg- 
Carlson  Co.  from  officials  of  the  Sesqui-Centen- 
nial Exposition  conducted  in  Philadelphia  dur- 
ing the  past  year. 

This  recognition  reveals  the  rapid  advance  of 
the  Stromberg-Carlson  Co.  in  radio  manufac- 
ture. Starting  approximately  three  years  ago,  in 
a  very  small  way,  the  company  has  grown  to 
be  one  of  the  important  factors  in  the  radio 
world.  It  was  in  the  Stromberg-Carlson  labora- 
tories that  total  shielding  was  first  developed. 
This  practice  incloses  all  the  apparatus  of  each 


n  Co.  for  Production  of  Shielded  Radio 

Medal  also  was  awarded  the  Stromberg-Carl- 
son Co.,  for  its  important  work  in  the  develop- 
ment and  manufacture  of  an  improved  type  of 
radio  reproducer. 


Gen.  Harbord  in  Europe 

One  the  eve  of  sailing  for  a  six  weeks'  trip 
to  Europe,  Gen.  James  G.  Harbord,  presi- 
dent of  the  Radio  Corp.  of  America,  predicted 
that  the  radio  business  in  1927  will  be  as  good 
if  not  better  than  1926.  Gen.  Harbord  has  gone 
to  Europe  to  attend  a  meeting  of  the  trustees 
of  the   international   radio  consortium. 


(Continued  from  page  48) 
in  the  act  of  striking  out  much  of  the  above  until  I  con- 
vinced him  that  it  was  no  more  than  right  to  let  the 
people  know  whom  they  are  dealing  with. 

This  week  marks  the  opening  of  the  Florence  Radio 
Parlor,  205  Utica  avenue,  one  year  ago,  and  during  that 
time  I  do  not  think  that  there  was  one  Radio  problem 
unsolved  by  the  Commodore  where  others  failed.  And  for 
Service!  That's  left  to  you. 

Now  you  can  understand  why  you  have  been  satisfied. 
Pass  this  along  to  a  Radio  Fan  and  you  will  have  his 
thanks.     Yours  for  Safety, 

WILLIAM  J.  DAVIDS, 
Master  Mates  &  Pilots  Association,  Seattle,  Washington. 

Visitors  Do  Not  Pay  the  Overhead 

An  interesting  angle  of  radio  merchandising 
is  presented  in  the  experience  of  this  store.  The 
name  Florence  Radio  Parlor  seems  a  little  far- 
fetched for,  in  appearance,  it  does  not  greatly 
resemble  a  "Parlor,"  being  rather  a  neat,  busi- 
nesslike store  with  battery  equipment  about, 
but  no  evidences  of  a  home  room.  Mr.  Schlom- 
berg  explains  the  apparent  misnomer  in  this 
fashion:  "When  this  store  was  originally  opened 
I  had  it  outfitted  with  easy  chairs,  laid  a  car- 
pet on  the  floor  and  provided  ash  receivers  and 
tried  to  give  the  room  a  home  atmosphere.  That 
I  succeeded  was  certain,  for  in  a  short  time  the 
neighbors  drifted  in  and  listened  to  the  set  be- 
ing demonstrated  and  it  soon  became  a  regular 
nightly  habit  for  the  men  of  the  section  to  drop 
in  for  a  visit — but  my  popularity  did  not  bring 
sales  and  so,  after  a  time,  the  home  furniture  and 
fixtures  went,  and  while  the  store  has  not  its 
former  attractive  appearance  the  sales  are  much 
greater  and  more  business  can  be  accom- 
plished." 


The  West  Side  Music  Co.,  Bridgeport,  Conn., 
has  changed  its  name  to  the  West  Side  Fur- 
niture &  Music  Co.  and  has  increased  its 
capital  stock  from  $25,000  to  $50,000  to  provide 
for  expansion. 


V^^tOlLTHAT  THE  NAME  IMPLIES^pS-'J  . 


ESTABLISHED  lS^O 


Phonographs 

THE  MASTERCRAFT  Line  of 
phonographs  is  complete.  They 
are  all  built  on  the  new  "Master- 
phonic"  principle,  with  new  scien- 
tifically designed  tone  chambers  and 
special  reproducers  which  insure 
deep,   rich   tones    and  tremendous 


They  retail  at  a 
price  that  insures 
quick  turnovers 
witli  a  maximum 
profit  for  the  deal- 
er. Write  for  full 
df tails. 


efts 

(QUALITY 

qfterall 

that 
counts/ 


Mastercruft  Products 
have  been  a  Standard 
of  Quality  Since  1890 


Radio  Consoles 

MASTERCRAFT  Radio  Con- 
soles offer  wonderful  sale 
possibilities  during  the  months  that 
are  usually  slack  for  Radio.  With 
the  Mastercraft  Line,  every  table  set 
owner  is  a  prospect  for  a  profitable 
sale. 


There  is  a  big 
market  for  Con- 
soles right  now, 
and  we  help  you 
make  the  most  of 
it  with  the  selling 
helps  we  furnish. 
Write  now  for  de- 
tails. 


THE  WOLF  MANUFACTURING  INDUSTRIES  •  «  •  QUINCY,  ILLINOIS 

NEW  YORK  BOSTON  CHICAGO  NEW  ORLEANS  SAN  FRANCISCO 

2~-.it  W.  5/"th  St.  21  West  St.  Phonographs:  1046  Camp  St.  1054  Mission  St. 

KXl'ORT  OFFICE  20  EasJ.  J;'.cksoM  Blvd- 

44  Whitehall  St.  .  r/!n   i>°    *m,S   Sll'  I 

1500   Republic  Bldg. 
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HEINEMAN  MOTOR  No.  77 


THE 


Standard  c^otor 


Standard  means  first  choice;  the  best 
Standards  are  earned  not  claimed. 
Millions  of  Heineman  Motors  distrib- 
uted during  the  past  ten  years  have 
served    the    Phonograph  Manufac- 


turer, the  Dealer  and  the  Phono- 
graph Owner  with  such  complete 
satisfaction  that  Heineman  Motors 
have  earned  first  place  in  the  phono- 
graph industry.  They  are  standard; 
best. 


Phonographs  with  Heineman  Motors  are  quality  phonographs 

Okeh  Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 

HEINEMAN  MOTORS— OKEH-TRUETONE  NEEDLES 

25  West  45th  Street 
New  York,  N.  Y. 
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Never  What! 


(VEffiVKsEEH 


Just  the  best  hit  of  all 


The  Dance 


40771 
10-in. 
75c 


I've  Never  Seen  a  Straight  Banana — Fox  Trot — Vocal  Refrain, 

Harry  Reser's  Jazz  Pilots 

I  Wonder  How  I     Look  When  I'm  Asleep — Fox  Trot — Vocal 
Refrain,  Harry  Raderman's  Dance  Orchestra 


The  Vocal 


40775 
10-in. 
75c 


I've  Never  Seen  a  Straight  Banana — Tenor-Baritone  Duet,  with 
Piano  by  Dave  Kaplan, 

(Happiness  Boys)  Billy  Jones  &  Ernest  Hare 

That's  My  Hap-Hap-Happiness — Tenor-Baritone  Duet,  with  Piano 
by  Dave  Kaplan, 

(Happiness  Boys)  Billy  Jones  &  Ernest  Hare 

Records 

Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  General  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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LUDWIG  VAN  BEETHOVEN 

MASTER  of  SYMPHONIES 

ALL  THE  NINE  SYMPHONIES 

Imported  European  Recordings 

First  Symphony  in  C  Major — 3  double-faced  records  (Nos.  5094  to 

5096,  incl.),  Album  included  $4.50 

Second  Symphony  in  D  Major — 4  double-faced  records  (Nos.  5097  to 

5100,  incl.).  Album  included  6.00 

Third  Symphony  (Eroica)  in  E  Flat — 7  double-faced  records  (Nos. 

5101   to  5107.  incl.),  Album  included  10.50 

Fourth  Symphony  in  B  Major — 4  double-faced  records  (No.  5073  to 

5076,  incl.).  Album  included  6.00 

Fifth  Symphony  in  C.  Minor  4  double-faced  records  (Nos.  5053  to 

5056,  incl.).  Album  included  6.00 

Sixth  Symphony   (Pastorale)  in  F  Major  (op.  68) — 5  double-faced 

records  (Nos.  5086  to  5090,  incl.),  Album  included    -    -    -  7.50 

Seventh  Symphony  in  A  Major   (op.   92) — 5   double-faced  records 

(Nos.  5062  to  5066,  incl.),  Album  included  7.50 

Eighth  Symphony  in  F  Major  (op.  93) — 3  double-faced  records  (Nos. 

5067  to  5069,  incl.),  Album  included  4.50 

Ninth  Symphony  in  D  Minor  (op.  125) — 9  double-faced  records  (Nos. 

5077  to  5085,  incl.).  Album  included  13.50 

OdanvRcoords 

Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 

25  West  45th  Street  NEW  YORK,  N.  Y. 
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OKEH 

Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 
OKEH  -TRU ETONE  NEEDLES    -     HEINEMAN  MOTORS 

25  West  45th  Street,  New  York,  N.  Y. 


A  POINT  TO 
MORE  SALES 

Too  often,  so  small  a 
thing  as  a  needle  point 
is  the  difference  between 
selling  a  record  and  put- 
ting it  back  in  stock. 
For  more  sales  use  only 
Okeh  Needles  in  every 
booth. 
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Instructive  Addresses  Featured  Meeting 

of  Standards  Committee  of  the  R.  M.  A. 

Over  200  Radio  Executives  and  Engineers.  Representing  106  Radio  Manufacturers,  Were  Present 
at  Sessions  Held  in  the  Congress  Hotel  in  February — Important  Action 


The  Standards  Committee  of  the  Radio  Manu- 
facturers' Association  met  in  session  in  the 
English  Walnut  room  of  the  Congress  Hotel, 
Chicago,  on  February  16  and  17,  for  the  second 
time  in  the  history  of  the  Association.  The 
meeting  was  attended  by  over  200  radio  ex- 
ecutives and  radio  engineers  with  106  radio 
manufacturers  represented.  A.  J.  Carter,  presi- 
dent of  the  Carter  Radio  Co.,  general  chairman 
of  the  Standards  Committee,  called  the  meeting 
to  order  promptly  at  10  o'clock,  with  an  opening 
address  by  A.  T.  Haugh,  president  of  the  R. 
M.  A.  Mr.  Haugh  commented  upon  the  fact 
that  at  the  Atlantic  City  convention  there  was 
but  little  interest  in  standardization  and  he 
lauded  the  committee  for  the  work  which  it 
had  accomplished  towards  creating  interest 
among  the  members.  He  predicted  that  the 
resolutions  and  plans  made  by  the  R.  M.  A. 
during  the  two-day  session  would  go  far  towards 
a  stabilization  of  the  entire  industry  and  he 
urged  immediate  action.  Mr.  Haugh  then 
turned  the  proceedings  over  to  Mr.  Carter,  the 
chairman,  who  introduced  Roger  M.  Wise,  chief 
engineer  of  E.  T.  Cunningham,  Inc.,  who  de- 
livered an  interesting  and  constructive  talk  on 
recent  vacuum  tube  development. 

Discuss  Trade  Show 
H.  H.  Frost,  of  E.  T.  Cunningham,  Inc., 
then  discussed  the  R.  M.  A.  Trade  Show,  to 
be  held  at  the  Hotel  Stevens,  June  13  to  19, 
stating  that  out  of  19,000  square  feet  of  space, 
18,275  feet  had  already  been  sold  before  the 
opening  of  the  meeting.  One  hundred  and 
eighty-three  manufacturers  will  exhibit  radio 
products  at  the  Trade  Show,  according  to 
figures  in  Mr.  Frost's  possession  at  the  time 
of  the  meeting. 

Mr.  Carter  then  instructed  the  various  com- 
mittees to  meet  during  the  afternoon  to 
accomplish  the  work  laid  out  and  prepare  a 
report  for  the  Thursday  afternoon  final  meet- 
ing. In  response  to  a  suggestion  from  one  of 
the  delegates,  a  new  committee  was  appointed 
on  loud  speaker  standardization,  with  D.  J. 
Lippincott,  of  the  Magnavox  Co.,  as  chairman. 

On  the  second  day  of  the  session  Professor 
Paul  Andres,  chief  engineer  of  Newcombe- 
Hawley,  Inc.,  addressed  the  meeting  on  the 
subject,  "Audio  Amplification  and  Sound  Re- 
production." The  Underwriters'  Labs,  were 
represented  by  Chief  Engineer  R.  M.  Obergfel, 
who  spoke  on  "Problems  of  Power  Supply 
Devices  as  Applied  to  Radio." 

Committee  Reports 
The  standards  division,  represented  by  fifteen 
committees  which  had  taken  up  the  work  of 
standardization  on  the  previous  day,  reported 
the  recommendations  which  had  been  made 
covering  the  following:  wiring  devices,  con- 
densers and  dials,  rheostats,  transformers, 
plugs,  jacks  and  switches,  sockets,  receiving 
sets,  vacuum  tubes,  test  instruments,  arresters 
and  aerials,  panels,  resistance  units,  fixed  con- 
densers, speakers  and  power  devices.  These 
recommendations,  when  finally  approved,  will 
become  set  standards  for  the  entire  radio  in- 
dustry, it  is  believed. 

Leading  Radio  Manufacturers  Represented 
It  is  significant  to  note  that  radio  manufac- 
turers from  coast  to  coast  were  represented 
at  the  meeting,  a  fact  which  indicates  a  wide- 
spread interest  in  standardization  and  the  efforts 
which  the  R.  M.  A.  is  putting  forth  in  that 
direction.  Another  forward  step  made  at  the 
meeting  was  the  recommendation  that  the  R. 
M.  A.  immediately  form  a  technical  division, 
to  be  composed  of  radio  engineers  drawn  from 
members  in  its  ranks. 

Through  the  ends  which  the  Standards  Com- 
mittee of  the  R.  M.  A.  is  attempting  to  ac- 
complish, suppliers   of  raw  materials   will  be 


benefited  because  there  will  be  a  greater  de- 
mand for  standardized  material.  Consequently 
the  suppliers  can  anticipate  demands,  carry 
larger  stocks  and  make  better  deliveries  at  a 
reduced  cost.  The  manufacturer  with  a  ready 
source  of  raw  material  can  keep  his  plant  run- 
ning at  all  times,  make  prompt  deliveries  and 
prevent  cancellation  of  delayed  orders.  Parts 
will  be  made  interchangeable,  so  that  dealers 
or  jobbers  are  not  required  to  carry  duplicate 
stocks  of  parts.  Thus  the  benefit  of  standardiza- 
tion is  carried  down  through  the  manufacturer, 
jobber  and  dealer  to  the  consumer. 

Early  in  April  a  printed  report  will  be  sent 
to  all  R.  M.  A.  members,  which  will  include 
all  recommendations  made  on  standards  at  the 
February  meeting. 


Peerless  Album  Go.  Plans 

Addition  to  Floor  Space 

Phil  Ravis,  President  of  Company,  Home  From 
Business  Trip  to  the  Middle  West— Optimistic 
Over  Outlook  for  Peerless  Products 

Phil  Ravis,  president  of  the  Peerless  Album 
Co.,  638  Broadway,  New  York  City,  manufac- 
turer of  the  well-known  line  of  record  albums 
and  recent  manufacturer  of  several  types  of 
portable  talking  machines,  has  returned  to  New 
York  following  a  trade  trip  through  Middle 
West  territory.  Mr.  Ravis  covered  the  leading 
centers  of  Pennsylvania,  Ohio  and  Illinois, 
spending  several  days  in  the  city  of  Chicago. 
He  returned  to  his  offices  very  enthusiastic  over 
the  way  the  trade  has  received  the  Peerless 
portables  and  looks  forward  to  the  steady 
growth  of  this  division  of  Peerless  album  busi- 
ness. The  Peerless  Album  Co.  is  closing  nego- 
tiations to  take  over  an  additional  entire  floor 
at  its  present  address. 


MfACNAVOX 

M  m  CONE  SPEAKER  UNITS 

improve  any  set 


Best  known  and  most  readily  ac- 
cepted speaker. 

Only  8^  inches  in  diameter — fits 
any  cabinet.  Simplest  to  install — 
only  4  screws  to  turn. 

Covers  wide  range  of  frequencies. 
Passes  bass  notes  wonderfully  clear. 
Beautiful  tone  quality  with  volume 
for  largest  residence  use.  Takes 
the  wallop  from  biggest  sets. 

Surprisingly  low  list  price  and  lib- 
eral discount. 

Send  coupon  right  now  for  propo- 
sition  that   means   money   to  you. 

THE  MAGNAVOX  COMPANY 

General  Offices  and  Factory:  OAKLAND,  CALIF. 
Chicago  Sales  Office — 1315  South  Michigan  Ave. 

To  get  an  idea  of  how  the  Mag- 
navox Cone  Speaker  Unit  fits 
your  cabinet,  cut  out  a  circle 
8  5/8  in.  in  diameter  and  use  as 
a  template.  Mounting  6crews  are 
8  3/16  in.  apart. 


Little  but  loud — fits  your 
hand  and  your  cabinet. 


Turn  only  4  screws- 
takes  only  4  seconds. 


Send  this  coupon  noiv  to  nearest  office 
THE  MAGNAVOX  COMPANY 

Send  full  details  of  cone  speaker  unit  proposition 

Name  ,  

Address   

City   
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St.  Louis  Dealers  Consider  Important 

Merchandising  Problems  at  Conferences 

Columbia  Sales  Reach  a  New  High  Figure — New  Orthophonic  Victrola  and  Radiola  Demonstrated 
at  Meeting  of  Victor  Dealers — Atwater  Kent  Dealers  in  Conclave — Columbia  Branch  to  Move 


St.  Louis,  Mo.,  March  7. — Maintaining  the  fast 
pace  set  during  the  month  of  January,  business 
in  the  talking  machine  and  allied  trades  in  the 
St.  Louis  territory  for  February  was  auspicious, 
and  thus  far  has  given  no  signs  of  decreasing. 
Record-breaking  Columbia  Sales 

Indicative  of  the  trend  during  the  month  is 
the  record-breaking  volume  transacted  by  the 
St.  Louis  and  Kansas  City  branches  of  the 
Columbia  Phonograph  Co. 

"A  large  amount  of  this  increase  is  directly 
traceable  to  the  national  advertising  campaign 
which  has  been  carried  on  for  the  past  eighteen 
months  by  our  company:  85  per  cent  of  which 
has  been  devoted  to  exclusive  record  adver- 
tising," said  A.   G.   Bolts,  assistant  manager. 


Now!  I 

The  KENT  Attachment 
with  the 

KENTONE 


SENSITIZED  REPRODUCER 


The  KENTONE  Attachment  has  been  a 
successful  and  standard  product  for  over 
twelve  years.  With  the  new  KENTONE 
SENSITIZED  REPRODUCER  these  two 
products  in  combination  now  are  avail- 
able at  reasonable  prices. 

Write  for  catalog  of  complete  line 
of   tone   arms   and   sound  boxet 

F.  C.  KENT  CO. 

Irvlngton,  N.  J. 


"The  electrical  recording  process  which  has 
been  used  by  our  company  for  some  time  com- 
bined with  the  noiseless  surface  of  the  Colum- 
bia New  Process  record  has  also  been  of  won- 
derful value  in  increasing  the  volume  of  sales. 

"Sales  of  the  new  Columbia  Viva-tonal  pho- 
nographs have  been  so  heavy  that  all  orders 
for  certain  models  have  been  placed  on  back 
order  for  the  past  five  weeks." 

The  Beethoven  centennial  celebration  during 
the  week  of  March  20  to  26,  which  is  sponsored 
by  the  Columbia  Phonograph  Co.,  is  meeting 
with  increasing  success  in  the  St.  Louis  and 
Kansas  City  territories,  according  to  Mr.  Bolts. 
Enthusiastic  committees  have  been  formed  in  St. 
Louis,  Kansas  City  and  Springfield,  Mo.;  Cairo, 
111.;  Wichita  and  Hutchinson,  Kan.,  and  in  Lin- 
coln and  Omaha,  Neb. 

Many  New  Accounts 

One  of  the  outstanding  features  of  the  com- 
pany's activities  during  the  month  was  the 
opening  of  a  series  of  accounts  that  will  un- 
doubtedly result  in  additional  increases  in  sales. 
The  Baldwin  Piano  Co.  and  Nugent's  depart- 
ment store  here  have  recently  added  the  Co- 
lumbia to  their  line  of  merchandise. 

The  Rorabaugh  Dry  Goods  Co.  of  Wichita, 
Kan.,  the  Rorabaugh  Wiley  Dry  Goods  Co.  of 
Hutchinson,  Kan.,  Rorabaugh  Paxton  Co., 
Emporia,  Kan.,  and  the  Rorabaugh-Brown  Co. 
of  Oklahoma  City,  Okla.,  also  have  installed 
the  Columbia  products. 

New  Home  for  Columbia  Branch 

Additional  emphasis  on  the  volume  of  busi- 
ness being  transacted  by  the  Columbia  Co.  in 
this  territory  is  found  in  the  announcement  that 
the  local  branch  of  the  company  has  been 
forced  to  seek  new  and  more  commodious  quar- 
ters to  provide  for  its  expansion.  The  com- 
pany has  leased  the  entire  third  floor  of  the 
Meyer  Building  at  115-125  South  Eighth  street. 

The  company  has  already  begun  the  installa- 
tion of  its  stock  in  its  new  home,  and  it  is 
anticipated  that  by  March  19  its  new  quarters 
will  be  opened  for  business.  Closing  of  a  long- 
term  lease  on  the  new  quarters  was  approved 
by  W.  C.  Fuhri,  vice-president  and  general 
manager  of  the  company,  who  was  a  recent  vis- 
itor to  St.  Louis. 

Stages  Victor  Dealers'  Conference 

The  Koerber-Brenner  Co.,  local  distributor 
of  the  Victor  products,  is  equally  satisfied  over 
conditions  generally.  "Our  record  business  is 
exceptionally  good,  while  the  Orthophonic  Vic- 
trolas  are  finding  increasing  favor,"  said  F.  W. 
Rauch,  manager. 

The  company  during  the  latter  part  of  the 
month  entertained  seventy-five  dealers  from 
Indiana,  Illinois,  Kansas,  Arkansas,  Missouri 
and  Kentucky,  at  a  conference  at  Hotel  Statler, 
to  demonstrate  the  new  Orthophonic  Victrola 
and  the  Radiola.  The  gathering  was  addressed 
by  W.  L.  Keyes,  Victor  representative  here,  and 
by  Mr.  Rauch.  A  banquet  was  held  in  the  eve- 
ning, after  which  another  meeting,  addressed  by 
E.'  A.  Kieselhorst,  was  held.  Following  Mr. 
Kieselhorst's  address  the  meeting  was  thrown 
open  for  general  discussion.  Interesting  sales 
talks  were  made  also  by  L.  H.  Duncan,  of 
I  >  i  i  e  Haute,  Ind.;  Phil  Schroeder,  of  Vincen- 
nes,  Ind.,  and  Lou  Shaefer,  of  Peoria. 

Conducting  Brunswick  Classes  in  Selling 

In  an  effort  to  obtain  the  maximum  of  sales 
efficiency,  the  local  branch  of  the  Brunswick- 
Balke-Collender  Co.  has  concentrated  its  efforts 
during  the  month  on  teaching  their  dealers  the 
latest  in  salesmanship  courses.  The  company 
is  conducting  classes  almost  daily  throughout 
the  territory  in  its  latest  Panatrope  salesman- 
*hip  course. 

Like  the  others  in  the  trade,  the  Brunswick 


Company  has  been  experiencing  a  wave  of  good 
business  which  bids  fair  to  continue. 

Atwater  Kent  Dealers  Convene 
One  hundred  and  fifty  dealers  served  by  the 
Brown  &  Hall  Supply  Co.,  Atwater  Kent  dis- 
tributor, held  a  convention  and  banquet  Febru- 
ary 21  at  the  Hotel  Chase.  Addresses  were 
made  by  Norman  S.  Brown,  president,  and  Fred 
A.  Wiebe,  vice-president  of  the  Brown  &  Hall 
Supply  Co.,  and  H.  T.  Stockholm,  district  sales 
manager  of  the  Atwater  Kent  Mfg.  Co.;  Roger 
Pigeon,  Atwater  Kent  factory  representative; 
H.  L.  Doty,  territorial  representative  for  the 
Pooley   Co.   of  Philadelphia,  manufacturer  of 


H.  T.  Stockholm 

radio  cabinets  for  Atwater  Kent  sets,  and  C.  F. 
Crane,  of  the  Briggs^Stratton  Mfg.  Co.,  maker 
of  "A"  eliminators. 

Norman  S.  Brown  in  his  address  brought  out 
the  fact  that  while  between  25,000  and  30,000 
Atwater  Kent  sets  and  speakers  were  sold  in 
this  territory  during  the  year,  the  surface  was 
only  scratched  so  far  as  sales  of  radio  sets  were 
concerned. 

R.  M.  McCormick  in  Brunswick  Post 

R.  M.  McCormick,  of  St.  Louis,  has  been  ap- 
pointed head  of  the  Brunswick  record  sales  de- 
partment in  succession  to  Thomas  E.  Stevens, 
who  has  been  promoted  to  the  Chicago  branch 
of  the  company.  Other  additions  to  the  com- 
pany's personnel  are  L.  W.  Tixier,  sales  repre- 
sentative in  the  southern  Illinois  and  southern 
Missouri  territory;  Richard  Kasting,  special 
record  salesman  in  Missouri  and  Illinois,  and 
T.  A.  Drago,  special  record  representative  in 
Mississippi  and  Louisiana,  operating  out  of  the 
company's  sub-branch  in  New  Orleans. 
Artophone  Corp.  Busy 

Continuing  its  January  activity,  the  Arto- 
phone Corp.  has  announced  that  its  February 
volume  has  shown  a  tremendous  increase  over 
the  same  month  last  year.  The  company  re- 
ported that  there  has  been  no  let  up  in  the  de- 
mand for  hand-painted  ukuleles,  banjo  ukuleles, 
mandolins  and  guitars,  as  well  as  phonographs 
and  records. 

New  Ortho-sonic  Distributor 

Geller-Ward  &  Hasner  Hardware  Co.  has 
been  appointed  distributor  for  the  Federal 
Radio  Corp.'s  line  of  Ortho-sonic  radios. 

Atwater  Kent  Line  on  Exhibit 
at  New  Haven  Show 

New  Haven,  Conn.,  March  7. — At  the  New 
Haven  Show  of  Progress,  held  recently  in  this 
city,  the  Atwater  Kent  radio  was  prominently 
exhibited.  This  show  consisted  of  six  large 
floors  of  exhibits  by  manufacturers,  jobbers  and 
retailers.  The  Atwater  Kent  exhibit,  which  was 
under  the  auspices  of  the  New  Haven  Electric 
Co.,  local  Atwater  Kent  distributor,  was  very 
attractively  arranged  and  situated  directly  in 
front  of  the  broadcast  station.  Atwater  Kent 
radio  was  also  prominently  shown  in  four  other 
exhibits  made  by  retail  radio  dealc-is 
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Small  Portables  CAN  Be 
Noiseless,  Sturdy,  Safe  — 

1/  They're  Equipped  with  Junior  Motors 


FOR  the  first  time  the  well-known  qualities  of  the  famous  Flyer 
Motor  are  made  available  for  smaller,  lighter  portable  phono- 
graphs* The  Junior  Motor  is  a  reproduction  of  the  Flyer  in  smaller  size, 
and  has  the  same  precise  workmanship,  the  same  careful  inspection,  the 
same  sturdy  construction  that  have  made  the  Flyer  the  most  popular  and 
most  widely  used  motor  for  portables. 

The  frame  of  the  Junior  is  of  cast  iron.  Bearings  are  of  everlasting 
bronze.  The  tough  spring  is  made  of  the  finest  steel.  Like  the  Flyer,  the 
Junior  is  inspected  at  every  step  and  cannot  leave  the  factory  unless  it  is 
100%  right  in  every  particular.  The  result  is  perfectly  fitted  parts  which 
work  smoothly  and  silently  for  years,  without  the  vibration  and  wear 
which  tear  down  cheaper-made  motors  in  a  few  months. 

The  Junior  does  not  add  to  the  cost  of  the  portables  you  buy.  It  does 
add  to  their  value  and  to  the  satisfaction  they  give.  And  it  makes  any 
portable  easier  to  sell  and  insures  you  against  returns. 

Insist  on  Junior  or  Flyer  Motors  in  all  portables  you  sell,  and  you'll  be  safe- — 
covered  by  two  guarantees,  the  maker's  and  our  own. 
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Purchase  of  Plant  Adds  SM  Junior  Motor  Latest 

to  Sparton  Floor  Space      Silent  Motor  Corp.  Product 


Sparks-Withington  Co.,  Manufacturer  of  Spar- 
ton  Radio  Receivers,  Buys  Plant  With  140,000 
Square  Feet  of  Floor  Space 


Motor,  Just  Announced  to  the  Trade,  Designed 
Especially  for  Small  Portables — Has  Several 
Distinctive  Features — A  Compact  Product 


Acme  "A"  &  "B"  Power  Unit 
Proves  Popular  With  Trade 

Products  Made  by  the  Acme  Electric  &  Manu- 
facturing Co.  Find  Favor  With  Radio  Set 
Owners— Unit  Works  With  All  Sets 


Jackson,  Mich,  March  5. — Outright  purchase  of 
the  immense  No.  1  Group  of  Earl  Motors  plants 
here  is  announced  by  the  Sparks-Withington 
Co.,  manufacturer  of  radio  receivers  and  auto- 
mobile warning  signals.  These  factories  add 
140,000  square  feet  to  Sparton  facilities.  The 


Earl  Motors  Plant  Taken  Over  by  Sparks-Withington  Co. 

entire  site,  comprising  six  acres  and  affording     with  a  playin 
for  further  expansion,  was  included  in  the  pur- 
chase. 

Operations  will  begin  immediately,  trans- 
forming the  factories  for  the  use  of  the  Sparton 
radio  division,  which  will  occupy  the  whole 
group.  Changes  will  probably  require  two  or 
three  months.  The  expansion  is  the  second  to 
take  place  in  the  compan3''s  radio  facilities  with- 
in a  single  year,  and  is  attributed  by  Sales 
Manager  Harry  G.  Sparks  to  the  nation-wide 
demand  for  the  Sparton  110-AC — the  light- 
socket  set  requiring  no  batteries  and  operating 
directly  from  alternating  current. 

"We  have  successfully  pioneered  the  field  of 
direct  light-socket  reception,"  declares  Mr. 
Sparks.  "We  mean  to  maintain  our  leadership 
with  whatever  additional  production  facilities 
our  distributing  organization  finds  needful." 


The  SM  Junior,  a  new  motor  especially  de- 
signed for  small  portables,  with  a  playing 
capacity  of  two  records  with  one  winding,  has 
been  announced  to  the  trade  by  the  Silent  Motor 
Corp.,  New  York.  The  new  motor  is  light, 
compact  and  inexpensive,   and  its    success  is 

assured,  according  to 
Martin  W.  Segal,  vice- 
president  of  the  com- 
pany. Two  other  Silent 
Motor  models  are  now 
being  manufactured  be- 
sides SM  Junior.  These 
are  model  DS,  playing 
five,  records  with  one 
winding,  and  the  SM 
Simplex  for  portables, 
of  three  records  with 


One  of  the  well-known  devices  used  by  radio 
fans  is  the  Acme  A  &  B  power  unit.  It  con- 
sists of  a  six-volt  storage  battery  with  a 
capacity  of  sixty  ampere  hours;  also  one  B 
power  supply  unit,  a  two-rate  trickle  charger 
giving  one-half  and  one  and  one-half  amperes 
(this  being  controlled  by  a  toggle  switch)  and 
the  Acme  automatic  control  switch. 

These  units  are  enclosed  in  a  permanent, 
attractive  steel  case,  finely  finished  with  crys- 
talline  lacquer.     Bulbs   for  both   the  charger 


L.  J.  Chatten  a  Benedict 


capacity 

one  winding. 

The  Add-A-Phonic  reproducer,  recently  in- 
troduced by  the  Unique  Reproduction  Co.,  a 
subsidiary  of  Silent  Motor  Corp.,  has  met  with 
a  splendid  reception.  The  Unique  organization 
will  be  remembered  through  the  Add-A-Tone 
reproducer,  a  successful  portable  phonograph 
accessory.  The  Harmony  reproducer  is  an- 
other efficient  member  of  the  Unique  line. 

A  streamline  air  column  tone  arm,  all  brass, 
made  in  one  piece,  is  also  produced  by  this 
organization  and  manufacturers  are  now  able 
to  obtain  a  combination  Silent  Motor,  tone  arm 
and  reproducer  at  a  combination  price. 

Herman  Segal,  president  of  the  Silent  Motor 
Corp.  and  the  Unique  Reproduction  Co.,  has 
just  returned  to  his  desk  from  a  two  weeks' 
business  trip  to  the'  Middle  West  and  reports 
a  very  satisfactory  business  outlook  for  1927. 


The  many  friends  of  Louis  J.  Chatten,  gen- 
eral sales  manager  of  F.  A.  D.  Andrea,  Inc., 
New  York,  were  interested  in  the  announcement 
of  his  recent  marriage,  at  Hammond,  Ind.,  to 
Miss  Henrietta  May  Wolfe,  daughter  of  Mr. 
and  Mrs.  Frederick  Wolfe.  Mr.  and  Mrs.  Chat- 
ten will  be  at  home  after  the  fifteenth  of  March, 
at  Witherbee  Court,  Pelham  Manor,  N.  Y. 


Radio  Corp.  Launches 

Drive  on  the  Radiola  20 


A  petition  in  bankruptcy  was  recently  filed 
against  the  Flatbush  Radio  Laboratories,  1421 
East  Tenth  street,  Brooklyn,  N.  Y. 


With  the  slogan,  "Radiola  20  is  the  greatest 
value  in  radio,"  the  Radio  Corp.  of  America 
is  conducting  a  special  drive  for  business  on 
this  popular  model,  the  list  price  of  which  was 
recently  reduced  to  $78.  The  selectivity  of  the 
Radiola  20  on  all  wave  lengths  is  stressed  and 
RCA  authorized  dealers  are  urged  to  point  out 
in  the  interest  of  sales,  its  many  advantages  to 
the  consuming  public. 


Acme  "A"  Power  Unit 

and  B  Eliminator,  together  with  the  necessary 
cord  and  sockets,  are  included. 

This  Acme  A  &  B  power  unit  will  keep  the 
battery  on  any  radio  receiving  set  properly 
charged  regardless  of  the  number  of  tubes  in 
the  set.  It  is  automatic  in  operation  and  is 
controlled  by  the  switch  at  set.  This  product 
has  already  achieved  wide  popularity  among  re- 
tail dealers. 

The  A  &  B  power  unit  is  only  one  item  of 
this  famous  Acme  line.  The  Acme  Electric  & 
Manufacturing  Co.  is  also  the  manufacturer  of 
the  Acme  automatic  control  switch,  Acme 
trickle  charger,  Acme  universal  type  AU 
charger;  Acme  universal  B  supply  unit,  Acme 
two-rate  trickle  charger  and  the  Acme  A  power 
unit. 


Incorporation 

Max  Gittel,  New  York,  was  recently  incor- 
porated at  Albany  to  manufacture  and  deal  in 
musical  instruments  with  a  capital  stock  of 
$10,000.  The  incorporators  are  R.  and  M.  Gittel 
and  B.  Teitler. 


STYLE  21 
Genuine  Mahog- 
any    or  Walnut 
only. 


STYLE  21-B 
Same    with  both 
top  panels  hinged 
to  accommodate 
Radio  Panel. 


Phonographs  and 
Radio  Cabinets 


HUM  ^ 


These  illustrations  show  several 
of  the  many  late  models  of 
our  line,  which  have  been  re- 
designed, right  up  to  the  min- 
ute, with  especial  reference  to 
the  Radio-Phonograph  Combina- 
tion, destined  to  be  the  standard 
household  unit. 


STYLE  17 
Genuine  Mahog- 
any    or  Walnut 
Phonograph  only 


STYLE  85— RADIO  CONSOLE 
Accepts  Panels  Up  to  8x26  Inches. 


These  instruments  are  produced 
in  all  the  popular  finishes  and 
styles,  including  Uprights,  Con- 
soles and  Wall  Cabinets,  and 
our  facilities  enable  us  to  make 
prompt  deliveries  and  most  at- 
tractive trade  prices.  Catalog 
and  price  list  mailed  on  request. 


PP 


STYLE  1 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 
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Why  hunt  big  game 
with  a  shot  gun? 


The  sign  of  the 
Designated  Federal  Retailer 


Federal 


Radio 

Standard  Radio 
Products 

Retailer 


How  do  you  go  after  big  radio  business?  Are  you  still 
using  shot  gun  methods — scattering  your  recommendations 
over  so  many  lines  of  radio  that  you  can  do  justice  to  none  of 
them? 

Or  are  you  one  of  those  clear-thinking  progressives  who  in 
rifle  fashion  have  "sighted"  on  one,  possibly  two,  well  known 
lines,  and  are  able  to  concentrate  all  your  recommendations 
on  these  lines,  and  bring  down  game  at  almost  every  price 
range? 

Federal  makes  it  easy  for  the  retailer  both  to  concentrate 
and  be  consistent  in  his  claims.  For  so  wide  is  the  assort- 
ment of  Federal  Ortho-sonic  models  that  it  meets  the  needs 
of  nearly  every  prospect.    And  every  set  is  Ortho-sonic. 

To  offer  so  comprehensive  a  line  of  radio,  the  manufac- 
turer must  assume  much  added  cost  and  expense.  But  Fed- 
eral is  convinced  that  such  a  policy  is  the  one  solution  of  the 
problem  of  the  ineffectual  retail  marketing  inevitably  arising 
from  too  great  a  diversity  of  recommendations  to  prospects. 

Besides  completeness  of  line  Federal  offers  the  retailers  all 
the  advantages  of  a  line  that  is  utterly  distinctive  and  out- 
standing. For  Federal  is  the  only  Ortho-sonic  radio — the  only 
radio  with  the  patented  Ortho-sonic  circuit. 

Distinctive  beauty  of  tone  and  of  cabinet  design,  a  vigor- 
ous policy  of  national  and  local  newspaper  advertising,  lib- 
eral profit  margin,  protection  from  excessive  competition,  no 
signed  contracts  or  red  tape — these  are  just  a  few  of  the  fea- 
tures of  the  Federal  Retailer  designation  which  have  appealed 
so  tremendously  to  the  better  class  of  retailers. 

Get  in  touch  with  your  Federal  wholesaler.  If  you  don't 
know  who  he  is,  write  us — promptly. 


FEDERAL  RADIO  CORPORATION,  Buffalo,  N.  Y. 

(Division  of  Federal  Telephone  and  Telegraph  Co.) 
Operating  Broadcast  Station  WGR  at  Buffalo 


ORTHO-SONIC* 


Reg.  U.  S.  Pat.  Off. 


Federal  Radio 

*  The  fundamental  exclusive  circuit  making  possible  Ortho-sonic  reproduction  is  patented  under  U.  S.  Letters  Patent  No.  1,582,470. 
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TRADE  MARK 


Model  A 
Standing 
Effect 


Speakers 

for 

— more  sales  now 
— more  net  profits 

Stevens  speakers  sell  themselves  to  eye 
and  ear — your  sales  talk  is  merely  con- 
firmation of  the  customers  own  im- 
pressions. That  makes  easy  selling, 
quicker  turnover,  more  profits. 

You  don't  have  to  argue  or  persuade 
■ — just  let  the  Stevens  do  it! 


It's  No  Wonder  They 
Sell  With  These 
Features! 

f  The  patented  BURTEX 
Diaphragm,  exclusive 
with  Stevens— only  SEAM- 
LESS diaphragm  made  — a 
fabric  base  formed  under 
tension  into  the  CONOIDAL 
(continuous  curve)  shape 
for  perfect  sound  reproduc- 
tion—resilient and  immune 
to  all  atmospheric  conditions 
and  effects. 

f  The  Tensile  Tension 
Unit— another  Stevens 
development  —  balanced  cor- 
rectly, non-freezable  —  pro- 
duces perfect  tone  quality 
under  high  voltage. 

o  Mahogany  Sounding 
J'  Board— greatly  Increases 
resonance  and  volume,  as 
in  a  piano. 

Stevens  Speakers  have  swept 
the  country  in  a  wave  of 
popularity.  Dealers  are  en- 
thusiastic because  they  sell 
and  STAY  SOLD— no  kicks 
or  comebacks.  And  each 
Stevens  Speaker  sold  means 
a  flock  of  additional  orders 
from  friends  of  the  first 
buyer.  Share  in  the  success 
of  this  fast-selling  line — 
write  now  for  details  of  our 
attractive  proposition  to  Job- 
bers and  dealers. 


Model  "A" 

17*4  inch  diameter, 
complete  with  ea^el 
base  (as  illustrated) 
and  silk  hanging  cord, 
a  decorative  addition 
to  the  finest  interiors 
for  hanging  on  wall  or 
table  use. 

List  Price  $25 


Model  "B" 


Inches.  Similar  to 
Model  "A"  but  small- 
er. Has  Burtex  dia- 
phragm, resonant  wood 
sounding  board,  and 
powerful  balanced 
armature  unit,  giving 
remarkable  volume 
with  highest  tone  qual- 
ity. Finished  in  rich, 
mahogany  shades  to 
match  many  of  the 
standard  sets. 

Price  SIR. 50 


STEVENS  &  COMPANY.  Inc. 

46-18  East  Houston  St,  New  York  City 

Made  by  the  Pioneers  in  Cone  Speakers 


Radio  Gorp.'s  Statement 

Shows  Increased  Earnings 

Gross  Income  for  1926  Was  $60,437,461  as 
Against  $50,405,144  for  1925;  Net  Income  Was 
$4,632,009  Against  $2,852,993 


The  annual  report  of  the  Radio  Corp.  of 
America  for  1926,  recently  made  public,  disclosed 
substantial  increases  in  gross  and  net  earnings 
for  the  year.  Gross  income  was  $60,437,461 
against  $50,405,144  in  1925,  and  net  income  after 
amortization,  reserves  and  other  deductions  was 
$4,632,009,  or  $2.82  a  share  on  1,155,400  shares  of 
no  par  common  stock  outstanding,  against 
$2,852,993  or  $1.27  a  share  in  1925. 

Gross  sales  were  $56,009,607,  against  $46,251,- 
785  in  1925,  reflecting  the  recovery  in  the  radio 
instrument  business.  Income  from  transoceanic 
communication  was  $3,599,686,  against  $3,418,179 
in  1925,  and  income  from  marine  service  was 
$828,167,  against  $735,179.  Expenses,  deprecia- 
tion and  cost  of  sales  was  $6,868,795,  against 
$4,973,207.  Against  $700,000  set  aside  in  1925 
for  amount  written  off  contracts,  good-will,  etc., 
there  was  no  corresponding  deduction  in  1926, 
but  last  year  $750,000  was  set  aside  for  the  first 
time  as  a  general  reserve. 

The  corporation  completed  writing  off  $6,326,- 
699  in  respect  to  contracts  and  good-will  by 
charging  $3,500,000  to  surplus  account.  The 
amount  thus  charged  to  surplus  account  in  1925 
was  $1,500,000.  There  was  $1,326,699  charged 
directly  to  operation  in  1924  and  1925  for  that 
purpose. 

After  this  deduction  of  $3,500,000  and  one  of 
$1,368,264  for  preferred  dividend  payments  and 
addition  of  previous  surplus  of  $6,353,563,  sur- 
plus account  for  1926  stood  at  $6,117,308. 

Current  assets  increased  $1,131,124  in  1926  and 
exceeded  current  liabilities  by  $19,167,824.  There 
is  no  bonded  debt  or  notes  outstanding.  Plant 
and  equipment  stands  at  $14,916,863,  against 
$13,779,510  in  1925.  Reserve  for  amortization  of 
patents  after  charging  off  patents  expired  is 
$5,490,745  and  represents  depreciation  to  De- 
cember 31,  indicated  by  the  schedule  founded  on 
the  life  of  the  patents.  Depreciation  and  obso- 
lescence reserve  stands  at  $3,281,552. 

In  their  report  Owen  D.  Young,  chairman, 
and  James  G.  Harbord,  president,  said  that  a 
radio  station  will  be  ready  for  operation  early 
this  year  at  Manila  by  a  subsidiary  in  broad- 
casting and  communication.  The  "beam"  sys- 
tem of  transmission  is  being  installed  in  the 
New  York-London  circuit.  Conditions  in  China 
prevent  the  opening  of  radio  stations  there. 

Discussing  sales  of  equipment,  the  report  sa>rs: 

"Sales  for  1926  showed  a  substantial  increase 
over  the  prior  year  not  only  in  units  but  in 
dollar  value.  Wholesale  distribution  and  retail 
coverage  for  vacuum  tubes  were  materially  in- 
creased in  1926  and  this  was  reflected  in  in- 
creased sales  to  consumers.  To  keep  pace  with 
the  rapidly  expanding  business  of  the  Radio 
Corp.  its  sales  staff  has  been  augmented.  Serv- 
ice facilities  have  been  expanded.  Advertising 
coverage  has  been  increased  as  circumstances 
warranted." 


100,000-ohm  resistors.  When  used  as  an  am- 
plifier with  more  than  180  volts  at  the  source, 
the  CX-340  should  have  a  plate  resistor  high 
enough  so  that  effective  voltage  across  the  plate 
and  filament  of  the  tube  does  not  exceed  180 
volts.  For  this  reason  it  is  recommended  that  a 
plate  resistor  of  500,000  to  1,000,000  ohms  be 
used  when  the  tube  is  operated  in  excess  of 
maximum  voltage. 


Victor  Releases  Radiola 

20  in  Console  Cabinet 

On  March  1  the  Victor  Talking  Machine  Co. 
released  to  the  trade  its  first  model  of  a  straight 
radio  set  enclosed  in  a  Victor  cabinet.    The  set 


Victrola  Radiola  20 
is  the  Radiola  20,  which  is  used  in  several  com- 
bination Victrola-Radiolas,  and  is  a  five-tube  set 
using  dr3'  cell  batteries.  The  cabinet  is  a  con- 
sole with  one  lid  and  space  is  provided  for  all 
batteries  and  power  units.  It  has  the  Ortho- 
phonic  horn,  together  with  the  Orthophonic 
speaker  unit.    The  new  model  lists  at  $135. 


C.  R.  Bach  Co.  Is  Western 
Amplion  Representative 

Sax  Francisco,  Cal.,  March  4. — The  C.  R.  Bach 
Co.  was  recently  organized  with  offices  at  252 
Fifth  street,  to  act  as  Western  representative 
for  manufacturers  of  radio  and  electrical  equip- 
ment. C.  R.  Bach,  the  head  of  the  new  com- 
pany, is  well  qualified  to  act  in  this  capacity, 
having  had  many  years'  experience  in  directing 
the  distribution  of  Red  Seal  batteries  and 
products  of  the  Manhattan  Electrical  Supply  Co. 
Four  salesmen  comprise  the  outside  staff  of 
the  company,  covering  northern  and  southern 
California,  Oregon,  Washington  and  the  Inter- 
Mountain  territory.  Among  the  products  which 
the  company  distributes  are  those  of  the 
Amplion  Corp.  of  America. 


New  Cunningham  Amplifier      Richard  Smiley,  A.  K. 

Tube  Is  Placed  on  Market       Manager,  on  Extended  Trip 


A  new  Cunningham  tube,  known  as  CX-340, 
has  been  placed  on  the  market  by  E.  T.  Cun- 
ningham, Inc.,  New  York.  It  is  an  amplifier, 
with  an  amplification  of  30  for  resistance  and 
impedance-coupled  amplifiers.  Its  characteristics 
are  as  follows:  Filament  voltage,  5.0  volts;  fila- 
ment current,  .25  ampere;  B  voltage  135-180 
volts;  amplification  factor  or  "mu,"  30. 

Constants  with  which  the  tube  is  to  be  oper- 
ated are  somewhat  different  from  those  used 
with  the  Mu20  type  of  tube.  According  to  the 
recommendation  of  Cunningham  engineers,  the 
complete  coupling  resistor  should  have  a  value 
of  250,000  ohms  in  place  of  the  conventional 


Richard  (Dick)  Smiley,  district  sales  manager 
of  the  Atwater  Kent  Mfg.  Co.,  Philadelphia, 
Pa.,  has  made  such  a  name  for  himself  as 
speaker  before  Atwater  Kent  dealer  meetings 
that  his  services  are  being  required  in  almost 
every  part  of  the  country.  He  is  now  on  a  trip 
to  Chicago,  Minneapolis,  Winnipeg,  Calgary, 
Vancouver,  Seattle,  San  Francisco  and  Los  An- 
geles, returning  to  Philadelphia  the  latter  part 
of  April. 


The  Schakleton  Piano  Corp.,  Frankfort,  Ky.j 
has  been  incorporated  with  a  capital  stock  of 
$50,000  to  sell  musical  instruments. 
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^He 


Greatest  of 

Portable 


Price  »30°° 

Slightly  higher  in 
Far  West  and  South 


orto  graphs 


Jaiuone 

VOLUME 

Re-Echoes  Sales  Volume 


And  now  GianTone  so  remarkable  for  its  volume 
and  pure  clarity  of  tone,  re-echoes  with  tremendous 
sales  volume. 

The  unusual  demand  which  GianTone  is  enjoying 
proves  conclusively  it  is  a  genuine  value  and  not  just 
another  portable. 

GianTone  is  an  instrument  of  incomparable  Tone, 
Volume  and  Value.  Acoustically  correct,  it  repro- 
duces the  master  recorder  with  a  fidelity  that  can  be 
appreciated  only  by  hearing  GianTone. 

Standing  alone  as  the  console's  only  rival,  in  its  hand- 
tooled  embossed  and  hand-finished  case,  Caswell  pre- 
sents an  instrument  of  rare  beauty  and  refinement, 
that  can  well  grace  the  home  of  the  most  particular. 

Hear  GianTone  once  and  you  are  won.  An  inquiry 
will  bring  further  information,  or  better  still,  write 
or  wire  for  the  portable  sensation,  GianTone. 

Note — Our  new  "Melody"  Portable,  retail- 
ing at  $15.00,  is  now  ready  for  delivery. 
Watch  for  our  announcement  of  this  wonder- 
ful new  portable  next  month 


The  well-known   Gypsy  Model  con- 
tinues to  be  in  popular  demand  in  the 
$25.00  price  class 


ELL 


"Portable  Phonographs  qft>istinction 

Milwaukee ,  U.S.A. 
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Fred  D.  Williams  Elected 

President  Dubilier  Corp. 

Also  Director  of  Sales— W.  T.  Smith,  Chairman 
of  Board — T.  C.  Hammond  Made  Vice-presi- 
dent and  General  Manager  of  the  Firm 


William  Dubilier,  technical  director  of  the 
Dubilier  Condenser  Corp.,  New  York,  who  or- 
ganized and  has  headed  the  company  since  its 
inception,  has  announced  the  election  of  Fred 


could  devote  his  entire  time  to  the  development 
and  refinement  of  Dubilier  products. 

Mr.  Dubilier  stated  that  at  the  present  time 
the  company  is  in  a  better  position,  both  from 
a  financial  and  organization  standpoint,  than 
ever  before  in  its  history.  W.  T.  Smith,  vice- 
president  of  W.  A.  Harriman  &  Co.,  Inc.,  as 
chairman  of  the  board  of  directors,  brings  to 
the  company  a  wealth  of  experience  in  indus- 
trial management  and  financial  control  which  is 
invaluable.  T.  C.  Hammond,  who  continues  as 
"vice-president  and  general  manager,  has  had  a 


(1)  William  Dubilier,  (2)  Fred 

D.  Williams  as  president  and  director  of  sales. 
Mr.  Williams  is  already  well  and  favorably 
known  to  the  entire  manufacturing  and  dis- 
tributing trade  of  the  radio  industry  and  his 
success  with  the  Majestic  B  Battery  Eliminator 
is  universally  known.  In  his  new  position  he 
will  be  of  considerable  help  to  both  manufac- 
turers and  distributors  because  of  his  definite 
knowledge  of  their  problems  gained  through 
his  close  contact  with  them  in  the  past.  Mr. 
Dubilier  has  long  felt  the  need  of  additional 
executive  help  in  the  corporation,  so  that  he 


D.  Williams,  (3)  Harry  W.  Houck  _ 

wide  experience  in  factor}'  and  organization 
management.  W.  J.  Smith  will  continue  as 
treasurer  of  the  company. 

C.  H.  Alvord,  formerly  associated  with  the 
American  Bosch  Magneto  Co.  as  superintendent 
of  factor^',  will  be  in  charge  of  production.  Mr. 
Alvord  is  experienced  in  the  manufacture  of 
condensers,  and  his  intensive  study  of  condenser 
problems  from  a  production  standpoint  makes 
him  especially  fitted  for  this  position. 

Assisting  Mr.  Dubilier  in  his  research  and  de- 
velopment work  will  be  Harry  W.  Houck,  who 


has  been  appointed  chief  engineer  of  the  com- 
pany. Mr.  Houck  has  been  associated  with  Mr. 
Dubilier  for  the  past  six  years,  and  is  well 
known  in  radio  engineering  circles,  especially 
in  developing  the  second  harmonic  principle 
(Super-Heterodyne)  which  he  devised  in  collab- 
oration with  E.  H.  Armstrong  for  the  Radio 
Corporation  of  America. 

The  Dubilier  Condenser  Corp.  has  extensive 
and  valuable  patent  rights,  owning  or  control- 
ling a  large  number  of  patents,  and  has  pending 
175  applications  covering  condensers  and  other 
radio  devices.  It  controls  the  basic  Lowell  and 
Dunmore  paten*s  relating  to  the  use  of  electric 
lighting  power  in  place  of  batteries  for  radio 
receiving  sets.  In  addition,  it  possesses  a  large 
number  of  patents  and  applications  covering  de- 
vices and  apparatus  for  use  with  radio  receiv- 
ing sets  operated  directly  from  commercial 
power  or  lighting  current,  whether  alternating 
or  direct.  Many  large  manufacturing  companies 
are  already  operating  under  the  licenses  grant- 
ed by  the  corporation.  A  few  of  the  com- 
panies operating  under  these  licenses  being: 
Philadelphia  Storage  Battery  Co.,  Fansteel 
Products  Co.,  Willard  Storage  Battery  Co., 
Grigsby-Grunow-Hinds  Co.,  Timmons  Radio 
Products  Corp.,  Federal-Brandes,  Inc.,  Elkon 
Works  and  Freed-Eisemann  Radio  Corp. 

Very  important  developments  have  been  and 
still  are  taking  place  in  the  Dubilier  laboratories 
abroad.  These  developments  are  under  the 
direction  of  Dr.  Philip  Coursey,  in  England,  and 
the  Telefunken  Co.,  in  collaboration  with  the 
German  General  Electric  Co.  and  Siemens- 
Halske  Co.,  in  Germany.  Mr.  Dubilier  expects 
to  leave  shortly  for  consultation  with  these 
foreign  interests. 


Radio  Service  Firm  Formed 


The  Sparks  Radio  Service  Co.,  35  West 
Twenty-fifth  street,  New  York,  was  recently  or- 
ganized to  take  care  of  the  installation  and  re- 
pair work  of  dealers  who  lack  the  facilities. 


Helycon  Motors 


The  use  of  Helycon  No.  3  Three 
Spring  Motor  has  proven  profitable 
to  makers  of  phonographs  because 

of— 

—  ease  of  installation 

—  its  few  parts 
— inter  changeability  of  parts 

—  absence  of  trouble  when  installed 

No  dimension  of  any  Helycon  or  Pulwel  Motor  has 
ever  been  changed.  Helycon  and  Pulwel  Motors  are 
made  in  four  types  and  seven  sizes  to  meet  every 
phonograph  requirement.  Helycon  No.  3  illustrated 
is  one  of  the  complete  family  of 

Helycon  and  Pulwel  Motors 
Helycon  Tonearms  and 
Reproducers 


Helycon  Motor  No.  3 
Three-Spring 

"Precision  Built" 


Pollock  -Welker,  Limited 

Pioneers  in  the  Phonograph  Industry 

KITCHENER  —  CANADA 


Cable  Address — Polwel,  Kitchener 


Code— A  B  C.  Sth  Edition.  Bontle\" 


ITH  the  introduction 
of  the  new  Sonora 
Portable  phonograph, 
the  toy  machine  of 
yesterday  is  obsolete, 
as  a  radio  without  a 
power  tube 


HE        EW  O  ON  O  R  A 


To  the  right — No.  I  Sonora  Portable  in 
smart  black  Jabrikoid  case,  "Sonora"  blue 
lining,  striking  an  extremely  effective  color 
combination.  It  is  14H  inches  wide,  12 
inches  deej>  and  ~!4  inches  high,  and  only 
11  pounds  light.  Nine  -  inch  turntable  — 
plays  two  10-incb  records  with  one  wind- 
ing. It  is  equipped  ivith  the  No.  $  sound 
box — the  same  reproducing  unit  that  is 
used  in  the  newest  large  type  reproducing 
phonographs  tvbicb  gives  remarkable  vol- 
ume and  lone. 


Price 


'25.00 


Above — The  No.  2  Portable.  This  instru- 
ment— the  No.  2  Sonora  Portable — is  truly 
a  musician's  instrument.  In  it  is  the  long- 
est reproducing  tone  chamber  in  any 
medium  or  low-priced  phonograph — tbe  i4 
inches  Jrom  the  sound  box  to  tbe  opening 
giving  a  lone  quality  until  now  found  only 
in  high  juiced  phonographs.  Attractive 
brown  Jabrikoid  case,  contrasting  tan  lin- 
ing,  li'i  inches  wide,  12  inches  deep  and 
N!4  inches  bigb.  Tbe  record  container 
carries  over  thirty  selections. 


„,  s55.00 


Portables  are  Ready- 


(greatest in  Volume  ^Richest  in  tone 

"Clear  as  a  Bell " 


ND  the  new  Sonora  prices  present  a  rare  oppor- 
tunity to  dealers  who  desire  to  build  a  great  volume 
of  profitable  business  on  a  quality  product 


CONORA'S    newest  Portables 
present  an  entirely  new  repro- 
duction principle  that  far  surpasses 
anything  heretofore  developed! 

Now  the  Portable  is  a  real  musical 
instrument  -  -  the  deep  booming 
notes  and  low  crooning  cries  are 
brought  out  with  a  richness  and 
wealth  of  volume  never  before  be- 
lieved possible  in  Portables — and 
comparable  only  with  the  recently 
developed  new  type  reproducing 
phonograph. 


We  sincerely  believe  that  anyone 
buying  a  Portable  who  has  ever 
heard  the  new  Sonora  will  buy  no 
other. 

Sonora  dealers — the  first  and  only 
ones  to  feature  this  new  instru- 
ment— will  gain  prestige  and  con- 
fidence, for  again  the  Sonora  dealer 
has  an  opportunity  to  establish  a 
reputation  for  leadership.  He  also 
has  a  rare  opportunity  to  get  the 
greatest  volume  of  trade  ever  real- 
ized on  a  quality  product — and  at 
a  time  when  profits  are  most  de- 
sired. 

And  remember  permanent  profits 
and    substantial    business  come 


No.  2  De  Luxe  Portable  Model — the  highest  type  Port- 
able phonograph  ever  made — the  new  tonal  system  en- 
cased in  the  smartest  cowhide  traveling  case — its  burnt 
leather  edges  and  its  smartly  rounded  corners  make  this 
a  piece  of  luggage  that  "round  the  world" travelers  will 
covet.  It  is  i$lA  inches  wide,  12  inches  deep  and  8}i 
inches  high  and  is  equipped  with  the  No.  5  sound  box. 


'50.00 


The  longest  tone  amplification  system  used  in  any 
Portable.  The  remarkable  tone  and  amazing  volume 
comes  through  this  newest  invention  of  Sonora' s  acous- 
tical engineers.  The  scientific  tapering  of  this  tone  pas- 
sage brings  out  maximum  volume.  Fifty-four  inches 
of  tonal  amplification  from  the  time  the  tone  is  picked 
up  by  the  new  reproducing  type  sound  box  until  it 
emanates  from  the  mouth  of  this  new  sound  chamber. 


through  selling  to  the  top  half  of 
the  market — to  the  people  who 
appreciate  the  finer  things  in  life. 

And  in  these  days  of  prosperity 
and  high  wages  when  people  are 
spending  more  money  on  vacation 
pleasures  than  ever  before,  Sonora 
looks  confidently  to  its  biggest 
Portable  season. 

Railroads,  summer  resorts,  steam- 
ships, etc.,  will  receive  millions 
from  vacationists  this  summer  and 
with  these  new  Portables  Sonora 
dealers  can  get  their  share  of  this 
great  vacation  expenditure. 


The  price  range  is  so  wide  that 
everyone  is  a  prospect,  beginning 
at  $25.00 — the  lowest  price  at 
which  a  quality  instrument  has 
ever  been  sold— ^to  $50.00  for  the 
finest  cowhide  covered  De  Luxe 
Model. 

And  the  Portables  are  just  the  be- 
ginning of  the  greatest  line  in  the 
history  of  the  Sonora  Company. 
Wire  now  for  possibilities  of  secur- 
ing the  Sonora  franchise  for  ad- 
vance samples  of  the  new  Sonora 
Portable  and  complete  details  of 
the  new  dealer  help  program. 


^ONORA 


A 


NYONE  can  hear  a  Portable  in  a 
quiet  demonstration  booth  in  a 
dealer's  store,  but  people  bm7  a 
Portable  to  take  out  in  the  woods,  to  plaj7 
aboard  a  motorboat  or  on  the  beach  and 
the}7  expect  to  be  able  to  hear  it  above 
the  throb  of  the  motor  and  the  hum  of 
hundreds  of  voices. 

Place  the  new  Sonora  Portable  at  the 
farthest  end  of  your  store  and  take  vour 
customers  to  the  very  front  of  the  store, 
or,  if  you  will,  even  outside  the  door. 

Play  it  just  once  —  and  you  will  have 
made  the  most  eloquent  and  convincing 
sales  talk  —  and  vou'll  make  the  sale! 
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Victor  Dealers  Urged  to 

Make  Beethoven  Tie-up 

Company  Advises  Dealers  to  Offer  Program  of 
Recorded  Music  to  Music  Clubs  During  the 
Observance  of  Great  Composer's  Death 


The  Victor  Talking  Machine  Co.  is  urging  its 
dealers  to  co-operate  in  every  way  possible  with 
the  observance  of  the  death  of  Beethoven,  one 
hundred  years  ago.  In  a  recent  letter  to  the 
trade  Roy  A.  Forbes,  manager  of  sales  and 
merchandise,  told  dealers  of  the  benefits  which 
awaited  them  in  conjunction  with  the  programs 
of  music  clubs  and  societies  which  would,  in 
many  cases,  be  happy  to  add  to  their  programs 
recorded  Beethoven  music  on  Victor  records. 
Where  possible,  Mr.  Forbes  told  dealers  to 
use  the  new  Automatic  Orthophonic  Victrola 
for  the  demonstration. 

The  educational  department  of  the  Victor  Co. 
has  already  written  3,000  music  clubs  and  so- 
cieties offering  a  program  of  Beethoven  music 
and  has  also  prepared  a  souvenir  booklet,  giving 
a  short  sketch  of  the  composer's  life  and  list- 
ing the  Beethoven  music  available  on  Victor 
records. 

The  Victor  Co.  recently  released  the  Fifth 
Symphony  of  Beethoven  on  four  twelve-inch 
records,  played  by  the  Royal  Albert  Hall 
Orchestra,  conducted  by  Sir  Landon  Ronald, 
and  also  announced  that  there  will  be  available 
on  or  about  March  IS,  the  following  other 
Beethoven  works:  Quartet  No.  2  in  G  Major, 
and  the  Quartet  No.  16  in  F  Major,  both  played 
by  the  Flonzaley  Quartet,  and  the  Symphony 
No.  3  in  E  Flat  Major,  played  by  the  Symphony 
Orchestra  conducted  by  Albert  Coates.  These 
records  are  the  standard  album  sets  and  are  not 
arranged  for  the  Automatic. 


Announces  New  Line  of 

Artistic  Radio  Cabinets 


A  new  line  of  lacquer  decorated  and  rose- 
wood radio  cabinets  has  been  announced  to 
the  trade  by  the  Colonial  Mantel  &  Refrigerator 
Co.,  Inc.,  of  Brooklyn,  N.  Y.  Twenty-four  dis- 
tinctive designs  are  included  in  this  group.  The 
Colonial  Co.,  organized  by  Max  Silberstein  and 
Hyman  Silver  in  1899,  has  been  successfully 
manufacturing  furniture  of  the  better  class  for 
twenty-eight  years.  The  factory  comprises 
60,000  square  feet  of  manufacturing  space. 

Discussing  the  company's  merchandising  plan 
J.  Rothman,  sales  manager,  stated  that  dealers 
have  the  advantage  of  access  to  the  complete 
Colonial  line  at  the  factory  and  are  permitted 
to  make  use  of  the  company's  showrooms  for 
demonstrating,  without  charge,  the  products  to 
prospective  customers.  Colonial  products  are 
sold  with  the  guarantee  of  complete  satisfac- 
tion and  Ions;  life,  according;  to  Mr.  Rothman. 


Perfect  Record  Go.  Adds 

to  Its  List  of  Artists 


The  Perfect  Record  Co.,  of  Brooklyn,  N.  Y., 
has  announced  the  addition  of  two  new  artists 
to  its  list.  Art  Fowler,  who  accompanies  him- 
self on  the  piano  and  ukulele,  is  proving  par- 
ticularly popular.  Mr.  Fowler  began  his  suc- 
cess in  "Lady,  Be  Good,"  and  at  present  is 
featured  at  the  Club  Lido.  Another  new  Per- 
fect artist  is  Jimmy  Lytell,  the  "Demon  Clari- 
netist," with  the  Original  Memphis  Five. 


Radio  Congress  Held 

Des  Moines,  Ia.,.  March  S. — A  radio  congress 
was  held  here  recently,  sponsored  by  the  radio 
distributors  and  dealers  of  this  city.  The  gather- 
ing consisted  of  trade  representatives  and  mem- 
bers of  the  Iowa  Radio  Listeners'  League,  and 
was  held  to  learn  just  what  the  public  wanted 
in  radio  programs. 


Now  Fa 


CONTROLlT 

THE  HEART  OF  THE  POWER  PLANT 

to  Retail 
Onlv, 

Model  R4  for  4 volt  Batteries 
Model  R6  for  6  volt  Batteries 

Slightly  Higher  West  of  Rocky  Mountains 

Electrify  any  radio.  Let  the  set  switch  operate  "A" 
Trickle  Charger  and  "B"  Eliminator  automatically 
with  light  socket  current. 

Over  75,000  used  within  the  first  four  months— adopted 
standard  by  every  leading  set  and  power  supply  man- 
ufacturer. 

Brach  W 

Radio  Products 

L.S.  BRACH  MFG.  CO. 


NEWARK.N.  J. 


MEMBER 


TORONTO,  CAN. 


Makers  of  the  Famous 

BRACH  LIGHTNING  ARRESTERS 
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"Teach  the  Customer  to  Get  the  Most  Out 
of  Radio  by  Proper  Tuning  and  Handling" 

"Tuning  a  Radio  Receiver  Is  an  Art,"  Says  L.  C.  Lincoln,  Advertising  Manager  of  F.  A.  D. 
Andrea,  Inc.,  Who  States  Improper  Tuning  Mars  Reception  and  Causes  False  Impression 


Pointing  out  that  many  a  radio  sale  is  lost 
because  proper  attention  is  not  devoted  to  tun- 
ing the  receiver  when  a  demonstration  is  made, 
L.  C.  Lincoln,  advertising  manager  of  F.  A.  D. 
Andrea,  Inc.,  recently  stressed  the  importance 
of  this  detail  in  radio  merchandising.  Before 
entering  the  radio  field  Mr.  Lincoln  specialized 
in  the  musical  instrument  field  for  many  years. 

"Tuning  a  receiver  is  an  art,"  said  Mr.  Lin- 
coln. "The  simple  process  of  twisting  the  dials 
or  setting  the  controls  makes  or  mars  the  fullest 
enjoyment  of  broadcast  reception.  In  tuning, 
the  human  ear  plays  just  as  important  a  part 
as  in  operating  a  player-piano  or  playing  an 
old-fashioned  piano  by  hand.  We  all  know  that 
many  a  fine  piano  or  player-piano  has  been 
made  to  sound  'tin-panny'  by  some  one  with  no 
ear  for  music.  To-day  countless  radio  sets  are 
meeting  the  same  fate  at  the  hands  of  their 
owners  and.  sad  to  relate,  even  storekeepers 
and  their  salesmen,  in  many  instances,  have  no 
adequate  conception  of  how  to  rightly  tune  in 
the  broadcast  programs." 

Mr.  Lincoln  stated  that  every  customer  should 
be  carefully  taught  by  the  dealer  the  art  of 
tuning  a  receiver  to  get  the  maximum  efficiency 
and  enjoyment  from  radio. 

"Even  tubes  have  their  limitations,"  said  the 
Fada  executive,  "and  when  distortion  occurs  it 
is  usually  the  result  of  forcing  the  set  to  a 
greater  extent  than  the  tube  in  the  last  audio 
stage  will  stand.  This  forcing  may  be  done  un- 
intentionally by  dealers  with  loud  speakers  out- 
side their  stores  in  order  to  obtain  volume,  but 
such  dealers  sacrifice  tone  value  for  doubtful 
advertising  value,  because  the  tone  emanating 
from  many  such  outside  loud  speakers  creates 
a  false  impression  in  the  minds  of  some  people, 


especially  with  those  who  have  never  had  an 
opportunity  of  listening  in  under  favorable  con- 
ditions. Then  there  is  the  set  owner  who  'likes 
it  loud'  and  leaves  his  dials  in  such  position  that 


L.  C.  Lincoln 


the  loud  tones  come  through  so  distorted  that 
the  result  is  noise,  not  true  musical  tone. 

"An  exceedingly  simple  method  to  follow  in 
tuning  is  to  adjust  your  set  to  the  loudest  notes 
of  the  orchestra  so  as  to  avoid  distortion.  Sup- 
posing you  had  happened  to  tune  in  at  the 
moment  when,  according  to  the  particular  com- 
position being  played,  an  especially  soft  passage 


was  being  rendered.  Hearing  the  music  coming 
in  very  softly,  granting  that  you  are  not  an 
accomplished  musician,  you  would  turn  up  the 
volume  control  so  as  to  bring  the  broadcast  in 
louder.  Leaving  the  controls  set  in  this  fashion, 
what  likely  happens  in  a  few  moments  is  recog- 
nizable distortion,  when  a  loud  passage  is 
reached  by  the  orchestra.  You  should  readjust 
the  dials  and  leave  them  tuned  to  clear  repro- 
duction of  the  loud  tones,  even  though  a  few 
moments  later  the  volume  dies  down.  In  that 
event  the  musical  score  requires  again  the  play- 
ing of  soft  music  and  you  are  getting  it  just  as 
the  person  attending  a  concert  would  get  it, 
namely,  as  written.  This  is  tuning  for  tonal 
quality." 

Mr.  Lincoln  explained  that  proper  tuning  is 
predicated  upon  a  good  speaker  and  good  tubes, 
although  even  a  poor  combination  can  be  bet- 
tered by  careful  adjustment  of  the  dials  and 
controls. 

"If  I  were  fond  of  drawing  morals,"  Mr.  Lin- 
coln said,  "I  would  add:  Sell  the  best  in  radio 
apparatus  and  teach  the  customer  to  get  the 
most  out  of  it  by  proper  tuning  and  handling." 

Asks  Law  Prohibiting 

Fees  for  Radio  Reception 

Representative  Sol  Bloom  Introduces  Bill  to 
Prohibit  Operator  of  Broadcast  Station  From 
Receiving  Fees  From  Set  Owners 


Washington,  D.  C,  March  7. — Representative 
Sol  Bloom,  of  New  York,  has  introduced  a  bill 
into  the  House  which  aims  to  prohibit  charging 
any  fee  or  subscription,  either  directly  or  in- 
directly, from  the  operator  of  any  receiving  set 
for  the  right  to  receive  matters  broadcast  from 
the  station. 

Unless  something  is  done  to  prevent  it,  Con- 
gressman Bloom  declared  that  a  radio  fan  can 
be  cut  off  from  listening  in  on  a  program  unless 
he  pays  for  the  privilege. 

"This  can  be  done,"  he  stated,  "by  means  of 
a  new  broadcasting  apparatus,  not  yet  in  use 
but  already  available,  which  will  make  it  im- 
possible to  listen  in  except  over  a  receiving  set 
equipped  with  a  perfect  attachment,  to  be  of- 
fered to  the  public  as  soon  as  a  system  of 
exacting  payment  from  radio  patrons  is  put 
into  effect." 

Under  the  provisions  of  the  Bloom  bill  "no 
broadcasting  stations  shall  be  used  to  broadcast 
any  matter  (a)  that  can  be  heard  only  by  a 
receiving  set  equipped  with  a  special  device  or 
attachment  without  which  such  matter  cannot 
otherwise  be  heard;  and  (b)  for  which  a  charge, 
fee,  subscription  or  penalty  is  made  by  such 
station  to  the  public  for  the  privilege  of  re- 
ceiving such  matter." 

First  Issue  of  Gross- 

Brennan  Salestructor 

The  first  issue  of  the  Salestructor,  a 
monthly  house  organ  devoted  to  Stromberg- 
Carlson  activities  in  the  New  York  and  New 
England  territories,  was  issued  last  month  by 
Gross-Brennan,  Inc.,  New  York  and  Boston, 
factory  representative  for  the  Stromberg-Carl- 
son  Tel.  Mfg.  Co.,  manufacturer  of  radio  sets 
and  equipment.  The  initial  issue  of  this  bulle- 
tin was  devoted  to  an  editorial  telling  of  the 
reason  for  its  inauguration,  several  items  of 
news  and  a  number  of  constructive  selling  hints 
for  dealers,  in  addition  to  photographs  showing 
the  growth  of  Gross-Brennan,  Inc.,  and  charts 
showing  the  rapid  growth  of  Stromberg-Carlson 
sales  in  the  territory  served  by  this  firm. 


A  unique  experience  has  been  tried  by  the 
Baptist  Temple  Church  of  Rochester,  N.  Y., 
which  dispensed  with  choir,  organist  and 
preacher,  using  a  radio  set  and  two  large  ampli- 
fiers in  conducting  sermons  from  the  outside, 
reaching  a  large  congregation. 


New  UDELL  Cabinet 


for 
Victrola 
No*  1-70 

The  new  portable  model 
No.  1-70  Victrola  is  sell- 
ing rapidly,  so  there's  a 
big  demand  ready  and 
waiting  for  this  new 
Udell  Cabinet  No.  403. 


List  only  $25 

THE  open  and  closed  views  at  left 
show  the  beauty  and  utility  of  the 
new  Udell  cabinet  No.  403.  It  con- 
forms exactly  in  style  and  finish  (ma- 
hogany) with  the  Victrola  No.  1-70. 
The  latter  can  be  slid  into  the  mould- 
ing, making  this  a  complete  unit  for  a 
total  list  of  only  $75,  compared  with 
$90  or  more  for  a  similar  standard  unit. 
Capacity,  6  record  albums. 

Write  today  for  further  information 
and  complete  catalog 


THE  UDELL  WORKS,  Inc. 

28th  at  Barnes  Avenue  Indianapolis,  Ind. 
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Radio's  most  revolutionary  development!  Run  this 
radio  direct  from  house  current  outlet.  Ordinary  110 
volt  60  cycle  domestic  electricity  transformed  mechani- 
cally into  smooth,  quiet  radio  A,  B  and  C  power  as  you 
use  it.  Radio  power  supply  annoyances  ended  for  all 
time.  A  snap  of  the  switch  is  the  only  demand  radio 
will  make  upon  you  from  NOW  ON. 

No  more  hatteries  to  fuss  with. 
No  more  trickle  chargers  to  watch. 
No  more  keeping  something  filled  with  water. 
No  batteries  to  renew  or  recharge. 
No  upsetting  the  home  to  have  the  radio  serv- 
iced. 

See  these  wonderful  sets  at  any  Crosley  dealers,  or  write 
Dept.  26  for  descriptive  literature. 


The  Crosley  Radio  Corporation 


Radio  Energy  Unit 


Crosley  Radio  Energy  Unit  weighs  only 
1 3  lbs.,  is  only  half  the  size  of  an  ordi- 
nary A  storage  battery — operates  without 
interfering  hum  and  with  the  certainty 
of  an  electric  motor. 


>50 

6-tube  AC  Receivers 

For  use  with  Crosley  Radio  Energy 


Crosley  radios  designed  for  use  with  this 
marvelous  power  supply  are  the  AC-7,  a 
6-tube  table  model  at  $70,  and  the  AC-7-C, 
a  6-tube  console  at  $95. 


Crosley  sets  are  licensed  under  Armstrong  U.  S. 
Patent  No.  1,113,149,  or  under  patent  applica- 
tions of  Radio  Frequency  Laboratories,  Inc.,  and 
other  patents  issued  and  pending. 

Prices  slightly  higher  west  of  the  Rocky  Mts. 


Powel  Crosley,  Jr., 
Pres. 


Cincinnati, 
Ohio 


RADIO 


CROSLEY 
ULTRA 
MUSICONE 
$9.75 
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Distributors 
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New  Reproducing  Sonora 
Phonographs  .  .  .  Model  C 
Radio  Receiving  Set  .  .  . 
Highboys  . . .  and  Speakers 


The  Artophone  Corporation, 

1622  Pine  Street, 
St.  Louis.  Mo. 

Barker  Wholesale  Company, 
Barker  Building, 
Los  Angeles,  Calif. 

J.  H.  Burke  Company, 

221  Columbus  Avenue, 
Boston,  Mass. 

Doerr,  Andrews  &  Doerr, 

Minneapolis,  Minn. 

Gibson-Snow  Co.,  Inc., 

Syracuse,  N.  T. 

Greater  City  Phono.  Co.,  Inc., 
76  Fifth  Avenue. 
New  York,  N.  T. 

Haggler  Texas  Co., 

2216  Commerce  Street, 
Dallas,  Texas. 

Kohler  Distributing  Co., 
63  Minna  Street, 
San  Francisco,  Cal. 

HcPhllben-Keator,  Inc., 

68  Thirty-fourth  Street. 
Brooklyn,  N.  T. 

Moore-Bird  &  Company, 
1720  Wazee  Street, 
Denver,  Colo. 

Pennsylvania  Phono.  DIst.  Co., 
1015  Chestnut  Street. 
Philadelphia,  Pa. 
817  Wabash  Building, 
Pittsburgh,  Pa. 
1747  Chester  Avenue, 
Cleveland,  Ohio. 

James  K.  Polk,  Inc., 

181  Whitehall  Street, 
Atlanta,  Ga. 
811  W.  Broad  Street. 
Richmond,  Va. 

Reliance  Battery  Products  Co., 
2211  So.  Eighth  Street, 
Council  Bluffs,  Iowa. 

C.  A.  Richards,  Inc., 

100  E.  45th  Street,  New  York,  N.  Y. 
Canadian  *  Export  Distributors. 

C.  D.  Smith  Drat;  Co., 
St.  Joseph,  Mo. 

Sterling  Roll  and  Record  Co., 

137  W.  Fourth  Street,  Cincinnati,  O. 

Strevell-Paterson  Hardware  Co., 
Salt  Lake  City,  Utah. 

The  Tay  Sales  Company, 

231  N.  Wells  Street, 
Chicago.  111. 

Ynhr-Lanie,  Inc., 

Milwaukee.  Wis. 

442  E.  Lafayette  Avenue. 

Detroit.  Mich. 


Stewart- Warner  Window  Display  Drive 

Resulted  in  Many  Excellent  Efforts 

Educational  Work  in  Window  Display  Art  and  Co-operation  With  Dealers  by  Stewart-Warner 
Speedometer  Corp.  Reflected  in  Unusually  Artistic  Radio  Displays  Made  by  Dealers 


One  of  the  merchandising  angles  which 
the  radio  division  of  the  Stewart-Warner 
Speedometer  Corp.  has  consistently  stressed  in 
its  messages  to 
Stewart  -  Warner 
dealers  has  been  the 
inestimable  value  of 
attractive  w  i  n  d  o  w 
displays,  and  that  it 
has  been  successful 
in  convincing  dealers 
of  the  value  of  dis- 
plays is  evidenced 
by  the  hundreds  of 
entries  received  in 
a  recent  window- 
display  contest  con- 
ducted  by  the 
company  among  the 
Stewart  -  Warner 
representa- 
tives  throughout  the 
entire  country. 


Drew,  of  Orlando,  Fla.,  was  selected  as  the 
winner.  This  was  chosen  because  it  combined 
human  interest  appeal  with  an  attractive  show- 


Above :  Display 
of  Barrows  & 
Cinkwright. 


Left:  Attrac- 
tive Window 
of    Yowell  & 
Drew. 


The  contest,  which  took  place  over  a  period 
of  three  months,  was  divided  into  two  classes; 
one  for  windows  with  floor  space  of  thirty 
square  feet  or  less  and  the  other  for  those 
windows  which  have  a  floor  space  exceeding 
thirty  square  feet.  Dealers  who  participated 
in  the  contest  were  required  to  submit  a  photo- 
graph of  the  window,  together  with  a  brief 
letter  describing  the  display  and  a  statement 
of  the  actual  increase  in  Stewart-Warner 
matched-unit  radio  receiver  sales  for  the  week 
of  the  display  over  the  week  previous  to  the 
display  presentation. 

Many  Dealers  Participated 

In  order  to  stimulate  competition  the  Stew- 
art-Warner Speedometer  Corp.  gave  prizes 
totaling  $1,000  in  cash  and  the  results  more 
than  justified  the  outlay  of  money,  for  from  all 
over  the  country  photographs  were  received, 
showing  that  the  dealers  were  striving  earnestly 
for  the  honor  of  having  their  window  displays 
adjudged  the  best.  On  this  page  are  repro- 
duced photographs  of  the  two  winning  displays, 
that  in  class  "A,"  for  the  smaller  windows, 
being  that  of  Barrows  &  Cinkwright,  of  Holly- 
wood, Cal.,  which  shows  three  models  of 
Stewart-Warner  receivers  in  a  dignified  setting. 
The  background  shown  was  furnished  through 
the  rental  plan  of  the  Display  Service  Division 
of  the  Stewart-Warner  Co'rp.  The  side  panels 
were  of  wrought  iron,  having  a  red  mohair 
shelf  and  a  beautiful  two-totic  green  plush 
background.  These  units  were  surmounted  by 
the  Stewart-Warner  emblem  cast  in  aluminum 
and  a  metal  lamp  added  life  and  color  to  the 
sets  displayed.  Three  mats  of  the  same  two- 
tone  plush  were  furnished  with  the  display. 

In  class  "B,"  for  windows  with  more  than 
thirty  feet  of  floor  space,  the  display  of  Yowell- 
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ing  of  the  products.  Only  one  kind  of  set 
was  shown.  The  display,  however,  also  in- 
cluded the  accessories,  the  Stewart-Warner 
antenna  kit  and  tubes.  The  cards  used  in  the 
display  were  furnished  by  the  Display  Division 
of  the  Stewart-Warner  Corp. 

Stewart-Warner  Display  Service 
To  the  Display  Service  Division  of  the  Stew- 
art-Warner Corp.,  of  which  W.  L.  Stensgaard 
is  manager,  must  be  given  the  major  share 
of  the  credit  for  the  attractive  displays  which 
the  company's  retail  representatives  are  showing 
in  their  windows,  for  this  department  has  pre- 
pared and  is  renting  to  dealers  at  a  nominal 
fee  a  wide  range  of  complete  displays  and  ma- 
terial to  be  utilized  in  displays.  This  service 
has  won  the  enthusiastic  approval  of  dealers, 
for  it  permits  them  to  dress  their  windows  in 
a  fashion  which  would  be  impossible  if  they 
themselves  had  to  supply  the  material. 


Death  of  F.  N.  Eaton 


F.  N.  Eaton,  representative  of  the  Pooley  Co., 
Philadelphia,  Pa.,  died  on  Sunday  afternoon, 
February  20.  Mr.  Eaton  had  been  ill  since  last 
October  and  had  been  confined  to  his  bed  since 
then.  He  joined  the  organization  of  the  Pooley 
Co.  as  representative  in  the  territory  covering 
Delaware,  Maryland,  Virginia,  West  Virginia. 
North  Carolina  and  the  southwestern  part  of 
Pennsylvania.  l'revious  to  that  time  he  was 
special  representative  for  the  Federal  Tele- 
phone &  Telegraph  Co.,  of  Buffalo,  N.  Y.  Mr. 
Eaton  had  a  charming  personality  which  won 
for  him  many  friends,  both  in  and  out  of  the 
industry,  in  all  sections  of  the  country.  He  is 
survived  bv  his  widow  and  a  son. 
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Atwater  Kent 

RADIO 


1  EOPLE  used  to  think  that  any  radio  set 
that  would  make  a  noise  was  wonderful. 
They  know  better  now. 

Quality  is  in  such  demand  that  a  radio 
set  has  got  to  stand  up  and  do  its  work  or 
it  isn't  in  the  picture  at  all. 

The  picture  isn't  changing  as  rapidly  as 
it  did  in  the  kaleidoscopic  transformations 
of  a  year  or  two  ago — but  it's  still  changing. 

And  the  more  it  changes,  the  stronger 
is  Atwater  Kent  Radio's  position  with  the 
public  and  the  trade. 

Every  one  of  the  more  than  a  million 
owners  is  a  walking  advertisement  of  satis- 
faction. That's  NOW. 


Whenever  any  large  group  of  people  are 
asked  what  radio  they  expect  to  buy — or 
buy  next — more  people  say  "Atwater  Kent" 
than  any  other.  That's  the  FUTURE. 

The  Atwater  Kent  Manufacturing  Com- 
pany will  continue  to  offer  its  dealers  and  the 
public  a  product  that  sells 
easily  and  stays  sold. 

And,  of  course,  its  adver- 
tising (radio's  greatest  cam- 
paign) will  continue  through 
the  spring  and  summer  as  it 
has  done  for  the  past  two  years. 

Model  35,  illustrated, 
6-tube  One  Dial  Receiver, 
lesstubesand  batteries,  $70. 
Speaker,  Model  H,  $21. 


ATWATER  KENT  MANUFACTURING  COMPANY 

4725  Wissahickon  Avenue        A.  Jtivater  Kent,  President        Philadelphia,  Pa. 
Write  fur  illustrated  booklet  of  Jtwater  Kent  Radio  Prices  slightly  higher  from  the  Rockies  west,  and  in  Canada 
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Thos.  A.  Laurie,  Columbia 
Assistant  Secretary,  Dies 

Executive  Who  Passed  Away  After  Brief  Ill- 
ness Had  Spent  Most  of  Business  Career 
With  Columbia  Phonograph  Co.,  Inc. 


Thomas  Allan  Laurie,  assistant  secretary  and 
assistant  treasurer  of  the  Columbia  Phonograph 
Co.,  Inc.,  died  at  his  home  in  Mt.  Vernon,  N.  Y., 
on   February    11,    after  a  brief  illness.  Mr. 


Thomas  A.  Laurie 

Laurie  was  born  in  Barbados,  British  West 
Indies,  in  1861,  and  spent  most  of  his  business 
life  with  the  Columbia  Co.,  first  becoming  con- 
nected with  the  organization  in  1896,  when 
he  occupied  the  post  of  bookkeeper  of  the  New- 
York  branch.  In  1898  Mr.  Laurie  became  the 
head  bookkeeper  of  the  Columbia  European 
.  branch,  and  as  other  branches  were  opened 
was  placed  in  charge  of  accounting  and  auditing 
for  Columbia  European  activities,  a  position  he 
held  for  fourteen  years. 

In  1912  Mr.  Laurie  returned  to  the  United 
States  as  manager  of  the  Baltimore  branch 
of  the  company  and  some  few  years  later  joined 
the  auditing  staff,  which  position  he  held  until 
he  was  assigned  to  the  headquarters  financial 
staff.  In  1924  Mr.  Laurie  was  elected  assistant 
secretary  and  assistant  treasurer,  which  duties 
he  discharged  actively  until  two  days  before 
his  death. 

Interment  was  made  in  Kensico  Cemetery. 
Mr.  Laurie  is  survived  by  a  widow,  two 
brothers  and  a  sister. 


Recording  WAX 

ALL  TYPES 
"G"  Wax  Specially  for 
Electrical  Recording 

F.  W.  MATTHEWS  e6  orange, sn" j! 


Speeding  Production  of 

Thermiodyne  Receiver 

H.  R.  Fletcher,  Director  of  Sales,  Spending 
Time  Between  Factory  in  Poughkeepsie,  N.Y., 
and  New  York  City 


H.  R.  Fletcher,  director  of  sales  of  the  Algon- 
quin Electric  Co.,  Inc.,  manufacturer  of  the  new 
Thermiodyne  Spanish  Chest  receiver,  is  now 
spending  four  days  each  week  at  the  factory  in 
Poughkeepsie,  N.  Y.,  speeding  up  production. 
The  cornpany  announces  that  production  prob- 
lems have  been  solved  to  the  extent  that  it  is 
possible  to  make  regular  shipments  of  all  pres- 
ent orders.  Two  days  each  week  are  spent  by 
Mr.  Fletcher  in  the  executive  offices  of  the 
company  in  New  York  conferring  with  promi- 
nent distributors.  A  satisfactory  conference  was 
recently  held  with  three  representative  firms  of 
Spokane,  Wash. :  the  J.  W.  Graham  Co.,  the 
Spokane  Hardware  Co.  and  the  Holley  Mason 
Hardware  Co. 

On  a  recent  visit  to  the  Independent  Radio 
Co.  at  Montreal,  distributor  for  Thermiodyne 
in  Canada,  Mr.  Fletcher  witnessed  the  logging 
of  stations  from  all  over  the  United  States. 


E.  A.  Widmann  Predicts 
Increased  Business  in  1927 


That  1927  is  going  to  be  a  good  talking  ma- 
chine year  is  predicted  by  Eugene  A.  Widmann, 
president  of  the  Pathe  Phonograph  &  Radio 
Corp.,  of  Brooklyn,  N.  Y.  In  substantiation 
of  the  general  good  business,  Mr.  Widmann 
quoted  a  very  optimistic  statement  issued  by 
Babson,  the  statistician.  Mr.  Widmann  stated: 
"If  every  dealer  would  bear  in  mind  that  1927 
is  going  to  be  a  good  year  and  shape  his  activ- 
ities accordingly  and  apply  pre-war  methods 
of  selling,  he  will  find  at  the  end  of  the  year 
he  will  have  had  better  and  more  satisfactory 
business.  Nineteen  hundred  and  twenty-six 
witnessed  the  rebirth  of  the  phonograph  emerg- 
ing from  the  old  chrysalis  into  the  new  instru- 
ment. Mrs.  Jones  bought  one  of  the  new 
instruments  last  year.  Mrs.  Smith,  Mrs.  Black, 
etc.,  will  want  to  keep  up  with  the  Jones  family 
and  will  buy  the  new  type  instruments  this 
year.  Good  business  will  be  enjoyed  if  dealers 
will  go  to  the  homes  of  the  prospects  and 
develop  it.  In  other  words,  I  believe  that  in- 
tensive selling  will  be  necessary."  Mr.  Wid- 
mann also  reported  that  the  Pathe  cone  loud 
speaker  was  proving  a  decided  success  and 
the  factory  was  working  overtime,  even  at  this 
time  of  the  year,  to  take  care  of  the  demand. 
Mr.  Widmann  is  an  enthusiast  on  the  cone 
type  of  loud  speaker.  He  also  touched  upon 
the  new  Pathephonic  record.  This  new  process 
of  recordingi  he  reports,  is  proving  exception- 
ally popular  with  the  buying  public. 


Pooley  Co.  Introduces 

New  Period  Cabinet 


Latest  Product  of  Well-known  Cabinet-making 
Firm  to  Be  Known  as  Model  2600 — Equipped 
With  A-K  Speaker  and  Pooley  Horn 


Philadelphia,  Pa.,  March  1. — The  Pooley  Co., 
of  this  city,  maker  of  radio  cabinets  for  Atwater 
Kent  radio  sets,  has  just  placed  on  the  market  a 
new  two-tone  period  cabinet  speaker  known  as 


New  Pooley  Period  Cabinet 

Model  2600,  upon  which  the  Atwater  Kent  radio 
set  may  be  placed.  It  has  ample  space  for 
battery  compartments  and  is  equipped  with  an 
Atwater  Kent  radio  speaker  unit  and  Pooley 
floating  horn. 


Early  Ordering  Evident, 

Says  Philip  A.  Birnbach 

All  indications  point  to  the  placing  of  orders 
by  jobbers  and  dealers  earlier  this  year  than 
in  previous  years,  according  to  Philip  A.  Birn- 
bach, president  of  the  Birnbach  Radio  Co.,  New 
York,  who  recently  returned  to  his  desk  from 
.i  business  trip  of  several  weeks  through  the 
New  England  and  Middle  West  territory.  Mr. 
Birnbach  was  successful  in  making  many  new 
distributing  connections  for  the  Birnbach  line 
of  radio  accessories  and  reports  that  his  or- 
ganization is  doing  a  splendid  business  through- 
out the  country.  Among  the  Birnbach  radio 
products  are  loud  speaker  extension  cord  units, 
battery  cables,  replacement  loud  speaker  and 
head  set  phone  cords,  battery  connectors,  etc. 


The  Denman  Bros.  Piano  Co.,  Anniston,  Ala., 
has  been  completely  remodeled  and  a  new  front 
has  been  constructed. 
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M  SANDAR' 


lou  hear  it  everywhere! 


SANDAR  is  the  speaker  of  its  type.  Ever 
since  this  new  cone  speaker  was  introduced 
some  months  ago,  its  success  has  been  phe- 
nomenal, and  every  day  shows  a  steady  growth 
in  the  popularity  of  this  outstanding  achieve- 
ment in  the  field  of  radio.  The  manufacturers 
are  striving  hard  to  fill  the  dealers'  orders 
created  by  the  fans' 
demands — and  you 
hear  Sandar  every- 
where ! 

Sandar's  down. 


SANDAR 

S  PEAKER 


right  good  looks,  its  mechanical  excellence, 
and  its  remarkable  price  —  lower  than 
that  of  any  other  licensed  speaker  of  its  size 
on  the  market  —  readily  explain  the  wide- 
spread approval  it  has  won.  There  still 
remains  an  opportunity  to  cash  in  on  the 
profits  and  prosperity  of  Sandar  by  negotiat- 
ing for  some  of  the 
limited  territory  still 
available.  So  write 
today  for  terms  and 
full  information. 


SANDAR    CORPORATION    1    Crescent  Plaza  Building    t    Long  Island  City,  New  York 
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*You  Caifit  Go  Wrong 
With  Any  FEIST  Song* 


IF  I  DIDN'T 


KNOW  YOUR. 
HUSBAND 

(AND  YOU  DIDN'T  KNOW  MY  WIFEj 

A  Clever  Comedy  Song 

lj  L.  WOLFE  GILBERT 


and  ABEL  BAER. 


JM  J 

rAllunnS 

Waltz, 
Melody 


HONOLULU 
MOON 


FRED -LAWRENCE 


I'd 

Rather  Be 


THE  GIRL 
IN  YOUR  ARMS 

[Than  Hie  Girl  In  Your  Dreams) 

Thompson W  Archer 


Merchandising  Problems  Considered  by 

the  R.  M.  A.  Merchandising  Committee 

Interesting  Report  Given  Out  by  S.  B.  Trainer,  Chairman  of  the  Members  Merchandising  Com- 
mittee of  the  Radio  Manufacturers'  Association,  Shows  Need  for  Dealer  Education 


An  interesting  report  has  just  been  issued  by 
S.  B.  Trainer,  chairman  of  the  Members  Mer- 
chandising Committee  of  the  Radio  Manufac- 
turers' Association,  and  president  of  the  Am- 
plion  Corp.  of  America,  showing  the  scope  of 
the  work  of  this  committee.  The  report,  which 
is  reproduced  in  part  herewith,  and  was  the 
result  of  considerable  work  on  the  part  of  Mr. 
Trainer  and  his  committee,  composed  of  Alex- 
ander Eisemann,  Louis  Geyler,  W.  B.  Ricketts, 
Theodore  Sheldon,  Ronald  Webster,  C.  P. 
Cushway,  George  Furness,  Arthur  H.  Lynch, 
C.  A.  Malliet,  T.  E.  Webster  and  Godfrey  Gort, 
is  concrete  illustration  that  the  Radio  Manu- 
facturers' Association  through  its  very  active 
committees  is  doing  important  work  in  promot- 
ing the  stability  of  the  radio  industry. 

Because  there  are  so  many  changes  being 
made  from  time  to  time,  although  minor,  in 
various  pieces  of  radio  apparatus,  we  find  that 
the  merchant  or  radio  dealer  is  uninformed  as 
to  the  merchandise  he  is  selling.  As  a  matter 
of  fact,  contact  with  the  trade  brings  out  very 
clearly  that  the  radio  dealer  who  sells  to  the 
consumer  is  an  order  taker  and  not  a  salesman. 
He  simply  works  on  the  basis  of  selling  a  per- 
son what  he  asks  for  and  not  what  would  be 
best  for  that  person  to  buy,  no  matter  what  the 
piece  of  radio  apparatus  may  be.  In  addition 
to  this,  the  dealer  is  so  uninformed  about  the 
merchandise  that  he  is  selling  that  he  is  unable 
to  answer  even  simple  questions  that  are  asked 
and  is  unable  properly  to  inform  the  buyer  as 
to  how  best  to  use  the  apparatus  that  is  asked 
for. 

Your  committee  therefore  recommends  that 
the  members  of  the  Radio  Manufacturers'  Asso- 
ciation should  be  asked  to  give  special  atten- 
tion in  their  sales  department  to  do  educational 
work  to  the  dealer.  This  can  be  accomplished 
best  by  having  the  dealer  supplied  with  educa- 
tional literature  to  a  far  greater  extent  than  has 
been  the  practice  in  the  past.  This  literature 
should  be  carefully  prepared  so  as  to  be  readily 
understandable  to  the  dealer  and  also  to  the 
consumer,  who  is  usually  even  less  informed  in 
radio  matters  than  the  dealer.  Such  literature 
as  is  circulated  at  present  is,  in  the  opinion  of 
your  committee,  too  technical  and  therefore  the 
dealer  does  not  bother  to  study  it  nor  can  the 
consumer  or  user  understand  it.  This  educa- 
tional work  can  also  be  carried  on  by  having 
the  salesmen  of  the  manufacturers  spend  more 
time  doing  missionary  work  among  the  dealers 
and  in  that  way,  through  personal  contact,  in- 
form the  dealers  about  the  merits  and  the 
method  of  using  the  particular  piece  of  appa- 
ratus. 

A  great  deal  of  very  helpful  educational 
work  can  also  be  done  through  advertising.  We 
see  too  much  advertising  that  stresses  the  name 
of  the  product  or  the  name  of  the  manufacturer 
and  too  little  printer's  ink  is  used  in  telling  the 
reader  of  the  advertisement  about  the  article 
itself  and  why  it  is  an  article  that  should  be 
used. 

At  this  particular  time  of  the  year  we  must 
give  particular  attention  to  the  matter  of  keep- 
ing up  selling  pressure.  Manufacturers  who 
operate  efficiently  produce  merchandise  during 
the  latter  part  of  the  year  and  plan  to  dispose 
of  their  accumulated  stock  of  merchandise  dur- 
ing the  first  part  of  the  following  year.  In  view 
of  this  natural  letting  up  of  production  in  mid- 
winter, your  committee  believes  there  is  too 
much  of  a  tendency  to  let  up  on  selling  efforts 
about  the  same  time  in  the  year.  In  other 
words,  when  many  manufacturers  who,  in  our 
Opinion,  begin  to  think  about  the  end  of  the 
season  in  January,  those  who  really  want  to 
make  a  success  of  their  business  should  put 
even  more  selling  pressure  (luring  the  first  half 


of  each  year.  If  this  is  done,  it  will  be  found 
by  manufacturers  who  operate  in  this  way  that 
they  are  able  to  keep  up  their  sales  and  do 
good  business  and  take  advantage  of  business 
when  other  manufacturers  are  afraid  to  oper- 
ate in  the  same  way. 

Your  committee,  therefore,  strongly  recom- 
mends to  the  members  of  the  Radio  Manufac- 
turers' Association  that  there  should  be  a 
change  of  heart  in  this  matter  of  selling  aggres- 
sively during  the  first  half  of  the  year.  If  this 
is  done,  there  will  be  a  surprising  result  lead- 
ing towards  leveling  off  sales  for  the  whole 
year. 

Your  committee  also  strongly  recommends 
that  the  members  of  the  association  be  urged 
to  continue  their  advertising  just  as  they  have 
been  doing.  It  is  rather  interesting  to  note  a 
certain  amount  of  discouragement  at  present 
time  in  the  radio  field  among  the  manufacturers 
due  to  sales  not  being  what  they  expected. 
Having  this  feeling,  too  many  manufacturers 
are  easing  off  their  advertising  and  sales  ex- 
penditures when  with  just  such  conditions  ex- 
isting they  should  be  pushing  strongly  ahead 
with  their  advertising  and  with  their  sales  ef- 
forts. The  successful  manufacturer  when  dis- 
couraged does  not  sit  down  and  say  "What  is 
the  use?"  He  gets  busy  and  figures  out  ways 
and  means  of  more  successfully  getting  after 
business. 

Your  committee  believes  that  1927  will  prove 
to  be  a  year  with  less  Spring  and  Summer  slump 
than  previous  years  and,  therefore,  we  are  do- 
ing our  merchandising  work  with  this  in  view, 
and  if  this  is  done,  there  will  not  be  anything 
like  the  slump  that  has  been  experienced  in 
previous  Summers.  One  factor,  which  your 
committee  feels  is  going  to  help  the  manufac- 
turer this  coming  Summer,  is  the  ability  of  the 
radio  user  to  get  good  reception  because  nearly 
every  radio  user,  except  in  sparsely  settled  dis- 
tricts, is  nearer  to  a  good  broadcasting  station 
than  he  was  last  year  and  naturally  he  will 
therefore  use  his  receiving  set  more. 

There  have  been  some  new  factors  develop- 
ing during  this  radio  season  which  are  making 
it  difficult  for  the  manufacturers  to  get  proper 
distribution  on  a  profitable  basis.  Your  com- 
mittee finds  that  there  is  an  increasing  tendency 
to  go  direct  to  the  dealer  and  not  to  sell 
through  the  jobber.  There  are  many  arguments 
for  and  against  this  method  of  distribution,  but 
it  still  has  to  be  proved  that  the  manufacturers, 
as  a  whole,  can  operate  to  best  advantage  and 
most  profitably  in  direct  to  dealer  distribution. 
Your  committee  would  like  to  draw  attention 
to  this  condition  in  the  radio  business  so  that 
the  members  of  the  association  will  study  the 
advantages  and  disadvantages  of  this  method 
of  distribution  and  in  due  course  be  in  a  posi- 
tion to  determine  whether  or  not  this  method 
is  in  the  interests  of  the  manufacturers  as  a 
whole.  Your  committee  is  not  in  a  position 
to  make  a  definite  recommendation  on  this 
matter,  but  hopes  during  the  next  few  months 
to  have  information  that  will  be  helpful  to  the 
members  of  the  association. 

Again  your  chairman  comes  back  to  the 
matter  of  quality  as  at  the  present  time  given 
too  little  attention  by  the  manufacturers.  The 
manufacturer  of  quality  apparatus  can  count 
upon  selling  his  product  at  a  profit  if,  in  selling 
such  apparatus,  he  operates  on  a  quality  busi- 
ness policy,  employs  quality  business  manage- 
ment, quality  accounting,  quality  collection, 
quality  engineering  and,  most  important  of  all, 
quality  in  merchandising  methods.  Every 
manufacturer  wants  to  succeed  and  he  can  be 
counted  upon  to  succeed  and  to  be  an  asset  to 
the  industry  if  he  keeps  quality  in  mind  as  re- 
lated to  all  parts  of  his  business. 


W  WISTFUL 
s  AND  BLUE  ~ 


I  A  Fascinating  Fox  Trot  Melody » 

Ay  RUTH  ETTING  «W  M 

Julian  davidson  M 
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Tie-Ups  With  Beethoven  Week  Expected 
to  Stimulate  Record  Sales  in  Twin  Cities 

Automatic  Orthophonic  Heard  by  Dealers  at  Meeting.  Sponsored  by  George  C.  Beckwith  Co. — 
Ortho-sonic  Radio  Added  by  Dealers — Brunswick  Sales  Meetings — New  Radio  Ordinance 


Minneapolis  and  St.  Paul,  March  8. — Columbia 
had  a  very  good  month  in  February,  which  ex- 
ceeded January  by  a  comfortable  margin.  Mrs. 
Helen  D.  Beggs  is  very  much  interested  in  the 
Northwest  reaction  to  the  Beethoven  Centen- 
nial which  the  Columbia  Co.  is  sponsoring.  She 
believes  there  will  be  a  generous  demand  for  the 
eight  Beethoven  symphonies  which  Columbia  is 
releasing. 

Toscha  Seidl,  exclusive  Columbia  artist,  re- 
ceived his  usual  ovation  when  he  played  with 
the  Minneapolis  Symphony  Orchestra  on  Feb- 
ruary 25.  The  London  String  Quartet,  also 
a  Columbia  feature,  played  in  St.  Paul  on 
March  1.  Morton  Sherdahl,  whose  Swedish 
records  were  recently  released  by  the  Columbia 
Co.,  appeared  at  the  Hennepin  Orpheum  the 
week  of  February  13,  and  the  dealers  found 
quite  a  step  up  in  their  record  sales. 

A  new  Columbia  account  is  the  Golden  Rule, 
one  of  St.  Paul's  and  the  Northwest's  largest 
department  stores. 

Dealers  Hear  Automatic  Orthophonic 

The  George  C.  Beckwith  Co.  headquarters 
was  the  meeting  place  for  Victor  dealers  in 
this  territory  who  came  here  for  the  premiere 
of  the  Automatic  Orthophonic  Victrola.  There 
was  a  fine  attendance  at  the  meeting  which 
opened  February  23  with  a  luncheon  at  the 
Nicollet  Hotel.  The  dealers  adjourned  to  a 
room  where  the  model  10-50  was  on  display, 
and  A.  W.  Deas,  special  Victor  representative 
in  this  territory,  gave  the  demonstration  talk. 
Plans  for  the  year's  campaign  were  also  dis- 
cussed. Other  meetings  were  held  at  Du- 
luth,  on  February  25;  Fargo,  February  28,  and 
Sioux  Falls,  March  3.  Other  towns  are  booked 
beyond  those  dates.  Floor  samples  will  be  here 
some  time  in  March.  Victor  is  bringing  out 
ten  12-inch  records  of  Beethoven  works. 

The  Beckwith  headquarters  have  been  re- 
modeled to  make  a  larger  display  room  with  the 
offices  in  the  rear. 

Dealers  Add  Ortho-sonic  Radio 

Ortho-sonic  radio  is  stepping  along  and  new 
accounts  continue  to  be  added.  The  display  at 
the  Auto  Show,  which  was  entirely  of  Federal 
Ortho-sonic  sets,  brought  in  many  inquiries. 
Dealers  are  very  enthusiastic  over  the  new  R20 
consolette  Radiola  with  the  Orthophonic  horn. 
It  is  a  very  attractive  size  and  design  and  re- 
tails at  $135,  less  equipment. 

Holds  Brunswick  Sales  Meetings 

Robert  Devlin,  special  representative  of  the 
Brunswick  Co.,  has  been  conducting  intensive 
sales  meetings  among  Twin  City  and  Duluth 
dealers  during  February.  Mr.  Devlin's  enthusi- 
astic presentation  of  the  Panatrope  cannot  fail 
to  inspire  the  salesmen  and  result  in  increased 
business.  W.  C.  Hutchings,  assistant  general 
sales  manager  of  the  Brunswick  Co.,  was  a 
Twin  City  visitor  during  February  and  called 
upon  some  of  his  old  friends  among  the  Twin 
City  dealers.  Special  Panatrope  sales  drives 
were  conducted  among  Brunswick  dealers  in 
St.  Cloud,  Fargo  and  Superior  during  February. 
J.  E.  Date  Now  Magnavox  Representative 

J.  E.  Date,  for  some  time  manager  of  the 
phonograph  and  radio  departments  of  the  Min- 
neapolis Drug  Co.,  has  severed  connections  with 
that  firm  and  is  now  special  Magnavox  repre- 
sentative in  this  territory.  He  is  maintaining 
temporary  headquarters  at  the  Foster  &  Waldo 
store. 

Council  Passes  Radio  Ordinance 

The  City  of  Minneapolis  on  February  11 
passed  a  radio  ordinance  governing  broadcast- 
ing stations  and  all  forms  of  objectionable  in- 
terference. The  main  point  of  the  legislation 
is  that  every  broadcasting  station  operating  in 
the  city  must  first  obtain  a  license  from  the 
City  Council,  the  annual  fee  for  this  license, 


which  expires  the  first  Monday  of  May,  being 
fifty  dollars.  Other  features  of  the  bill  regulate 
the  amount  of  antenna  output,  fixed  according 
to  the  distance  the  transmitting  apparatus  is 
located  from  the  city's  boundary  lines,  and  by 
the  same  basis  the  number  of  evening  hours  of 
broadcasting  are  regulated.  The  Northwest 
Radio  Trade  Association  stood  sponsor  for  the 
ordinance. 

News  Brieflets 

The  last  day  of  the  Foster  &  Waldo  month- 
and-a-half  removal  sale  was  the  largest  of  all. 
It  was  50  per  cent  larger  than  any  other  pre- 
vious day. 

R.  O.  Foster  and  his  wife  are  going  to  Pas 
Christian  to  be  gone  until  late  in  March.  This 


is  the  first  vacation  Mr.  Foster  has  taken  from 
his  business  in  fourteen  years. 

There  was  a  change  in  management  in  the 
Cammack  Piano  Co.  during  February.    R.  M. 
Eskell  succeeds  E.  Anderson  as  sales  manager. 
Introducing  Berg  Line 

A  new  and  complete  line  of  talking  machines 
of  various  types,  including  portables,  is  being 
introduced  here,  following  the  visit  of  E.  R. 
Manning,  of  the  Berg  A.  T.  &  S.  Co.,  of  New 
York. 

Stage  Fiddlers'  Convention 

Chattanooga,  Tenn.,  March  5. — One  of  the  lead- 
ing events  in  this  city  recently  was  the  old- 
time  fiddlers'  convention,  held  in  the  city  audi- 
torium. This  convention  brought  together 
some  of  the  best  fiddlers  of  the  South,  among 
whom  were  Gid  Tanner,  Frank  McMichen, 
Riley  Puckett  and  Faith  Norris.  They  all  are 
exclusive  Columbia  Phonograph  Co.  recording- 
artists  and  officials  of  that  company  report  that 
their  records  enjoy  an  extra  good  sale. 


DWWM 


Reproducers 


The  Thrill  of  Good 
Music  is  Trebled  with 
the  New  Euphonic 


Model  14 
List  Price  $135.00 


IN  the  New  Euphonic  Reproducer  is  achieved  mechanical  perfec- 
tion. A  perfection  that  makes  the  artists'  rendition  a  reproduc- 
tion of  ease  and  accuracy  that  is  a  delight.  The  high  pitch  of  the 
soprano,  the  low  bass,  each  with  infinite  accuracy. 

The  full  clear  tone  of  the  Euphonic  is  a  combination  of  an  acous- 
tically correct  tone  chamber  and  matched  reproducer  units. 


Model  9 
List  Price  $95.00 


The  New  Euphonic  cabinet  of 
striking  eye  appeal  is  a  creation 
of  grace  and  beauty.  Its  hand 
rubbed  and  waxed  two-tone  ef- 
fects distinguish  the  Euphonic 
as  the  finest  in  cabinet  buildin°. 

o 

This  beautiful  reproducer  is  rec- 
ognized by  the  trade  today  as 
merchandise  of  decided  merit, 
that  offers  little  sales  resistance 
and  that  aids  greatly  in  building 
a  permanent  business,  backed  by 
a  maker  whose  co-operation  is 
ever  ready. 


Wasmuth-Goodrich  Company 

Peru,  Indiana 
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C$8.50  West  of  the  Rockies 
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ymphonic 
upreme 


UNCEASING  research  engineering,  plus  precision  manufacturing, 
have  made  today's  SYMPHONIC  REPRODUCER  the  best  of 
them  alL  SYMPHONIC  was  the  first  and  original  independent 
reproducer  with  an  aluminum  alloy  diaphragm.  When  better  re- 
producers are  built,  SYMPHONIC  will  build  them.    (Apologies  to  Buick) 


PHONOGRAPH  REPRODUCER 


SYMPHONIC    SALES  CORPORATION, 
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CSS.  SO  West  of  the  Rockies] 


o 


verture 
utstanding 


TTHE  SYMPHONIC  and  OVERTURE  REPRODUCERS  are  two  superb 
products  that  tower  above  the  field  on  their  merits.  Add  to 
that  the  widest  distribution  and  the  largest  volume  of  sales  in  the 
Reproducer  Industry,  and  you  have  the  unquestioned  leadership 
which  SYMPHONIC  products  enjoy. 


PHONOGRAPH  REPRODUCER 

MADE  BY  SYMPHONIC 

370    SEVENTH    AVENUE,    NEW  YORK 
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Many  Important  Activities  Featured  the 

Month  in  the  Metropolitan  Territory 

Victor  Dealers  From  Entire  Greater  New  York  Territory  at  Initial  Showing  of  Automatic  Ortho- 
phonic  Victrola — New  York  Phonograph  Society  Formed — Other  Trade  News 


A  number  of  events  of  interest  to  the  talking 
machine  trade  in  the  metropolitan  section 
occurred  during  the  past  month.  What  is  per- 
haps the  most  important,  at  least  to  Victor 
dealers,  was  the  demonstration  of  the  Automatic 
Orthophonic  Victrola  at  the  Hotel  Roosevelt 
on  February  17r  and  which,  in  addition,  was 
quite  a  gala  event,  being  the  first  occasion  at 
which  a  president  of  the  Victor  Co.  addressed 
the  members  of  the  metropolitan  district.  The 
full  account  of  the  demonstration  of  the  new 
instrument  appears  in  another  section  of  this 
issue  of  The  Talking  Machine  World. 

New  York  Phonograph  Society  Formed 

Another  happening  of  interest  was  the  forma- 
tion of  the  New  York  Phonograph  Society, 
which  took  place  on  Monday,  February  21,  in 
a  room  above  the  music  store  of  Marconi  Bros., 
126  East  Fifty-ninth  street,  New  York.  The 
aims  and  purposes  of  this  organization  are  four; 
namely,  to  bring  together  all  people  who  are 
interested  in  the  finer  type  of  music  repre- 
sented in  phonographic  recording;  to  assist  col- 
lectors, students,  music  lovers  and  laymen 
reaching  out  for  knowledge  and  enlightenment 
along  this  line;  to  allow  an  opportunity  for  dis- 
cussions and  occasional  talks  upon  all  matters 
of  interest  to  phonograph  lovers,  and  to  pro- 
vide the  opportunity  to  hear  and  compare  new, 
unusual  and  old  records  of  American  and  for- 
eign manufacture,  and  to  study  standard  musical 
compositions. 

Nineteen  members  were  enrolled  at  the  initial 
meeting  and  selections  composing  a  diversified 
program  were  played  on  the  Orthophonic  Vic- 
trola, the  Brunswick  Panatrope  and  the  Colum- 
bia Viva-tonal.  The  records  played  at  the  meet- 
ing included  Victor,  Columbia,  Brunswick, 
Odeon  and  Polydor. 

Wide  Interest  in  Beethoven  Week 

Dealers  are  anticipating  a  real  stimulus  in 
record  sales  next  week  when  the  one  hundredth 
observance  of  the  death  of  Beethoven  will  be 
held  with  fitting  ceremonies.  The  Columbia 
Phonograph  Co.  and  the  Victor  Talking  Ma- 
chine Co.  have  both  supplied  their  dealers  with 
material  with  which  to  tie  up  with  the  observ- 
ance, and  window  displays  featuring  the  music 
of  the  great  composer  can  be  seen  throughout 
the  entire  city.  As  the  music  world  and  the 
radio  will  both  pay  tribute  to  Beethoven  by 
special  concerts,  the  work  which  is  being  done 
by  dealers  and  which  will  be  done  between  now 


and  the  26th,  when  the  real  one  hundredth  anni- 
versary of  Beethoven's  death  occurs,  should 
result  in  a  vast  increase  in  sales  of  his  works 
on  records. 

Big  Gain  in  Columbia  Sales 

E.  W.  Guttenberger,  manager  of  the  metro- 
politan wholesale  department  of  the  Columbia 
Phonograph  Co.,  reports  that  phonograph  sales 
for  the  month  of  February  showed  a  big  in- 
crease over  the  previous  month  and  that  rec- 
ord sales  also  gained.  During  the  month  Mr. 
Guttenberger  made  a  trip  to  up-State  cities  and 
found  that  trade  conditions  in  that  territory 
showed  great  improvement.  The  members  of 
the  sales  staff  of  this  office  have  been  telling 
dealers  the  advantages  of  co-operating  with  the 
Beethoven  Centennial  Committee  and  have  been 
successful,  if  the  orders  which  have  been  re- 
ceived for  Masterworks  sets  of  Beethoven  com- 
positions can  be  taken  as  an  indication. 

New  Okeh  and  Odeon  Records  Popular 

Harry  Fox,  manager  of  the  distributing  divi- 
sion of  the  Okeh  Phonograph  Corp.,  reports 
that  the  sales  totals  reached  during  February 
were  so  far  in  advance  of  any  other  similar 
period  that  comparisons  would  seem  out  of  all 
proportion.  This  increase  is  due  chiefly  to  the 
demand  for  the  new  electrically  recorded  Okeh 
and  Odeon  records.  The  other  articles  of  the 
line  carried  by  this  department,  including  the 
Berg  Artone  portables  and  Carryola  portables, 
also  show  big  sales. 

Brunswick  Branch  Adds  to  Personnel 

The  New  York  branch  of  the  Brunswick  Co. 
reports  a  good  business  in  all  lines,  with  the 
Panatrope  in  special  demand.  Brunswick  rec- 
ord sales  also  are  holding  up  very  well.  An 
interesting  and  instructive  sales  meeting  was 
held  recently  under  the  direction  of  W.  J. 
Lorenzo,  in  charge  of  sales  promotion  in  the 
Eastern  territory.  Among  recent  additions  to 
the  Brunswick  metropolitan  sales  organization 
are  Edwin  Lahm,  F.  G.  Cook,  E.  C.  Mawley, 
Bernard  Wurm  and  Mrs.  V.  Duppernell. 
Celebrates  First  Business  Year 

During  this  month  the  Liberty  Music  Shop, 
2369  Broadway,  completes  its  first  year  under 
the  management  of  Arthur  Hill  and  Benjamin 
Kosowitz  and  the  event  is  being  formally  cele- 
brated. To  observe  the  first  year's  completion 
of  a  most  successful  business,  the  shop  has 
been  renovated  and  redecorated,  with  the  store 
front  altered  to  provide  greater  window  display 


space  and  additional  floor  space  inside  the  en- 
trance for  a  more  attractive  showing  of  instru- 
ments. 

Kellogg  Radio  a  Winner  for  Live  Dealers 

The  Boley-Oliver  Co.,  Eastern  representative 
of  the  Kellogg  Switchboard  &  Supply  Co.,  of 
Chicago,  111.,  reports  a  good  volume  of  sales 
of  Kellogg  radio  apparatus  during  the  past 
month.  D.  H.  Boley  stated  that  the  dealers 
who  put  themselves  behind  the  line  and  backed 
it  up  with  consistent  newspaper  advertising 
were  doing  particularly  well.  During  February 
the  Kellogg  line  of  radio  receivers  was  added 
by  the  store  of  Kellogg  &  Bertine,  690  Madison 
avenue.  This  store  is  situated  in  one  of  the 
most  exclusive  residential  sections  of  the  city 
and  has  a  clientele  which  desires  the  utmost  in 
quality. 

Installs  Auditorium  Model  Orthophonic 

During  the  past  month  the  Auditorium  model 
Orthophonic  Victrola  was  installed  on  the  sev- 
enth floor  of  Stern  Bros,  department  store  and 
for  a  period  of  ten  days  gave  concerts  at  reg- 
ular intervals.  Despite  the  fact  that  the  instru- 
ment did  not  show  to  the  best  possible  advan- 
tage, due  to  the  low  ceiling,  Miss  B.  B.  Steele, 
manager  of  the  talking  machine  section,  re- 
ported a  large  increase  in  sales,  principally  of 
the  records  which  were  played  on  the  Audi- 
torium model.  This  store  is  doing  a  steady  and 
consistent  business,  and  Miss  Steele  anticipates 
a  big  demand  for  the  new  Automatic  Ortho- 
phonic Victrola,  having  already  secured  six 
orders  for  it. 

Stern  Bros,  will  advertise  records  of  Bee- 
thoven's compositions  during  the  period  of  the 
observance  of  the  composer's  death. 

Expands  Department 

The  record  department  of  the  International 
Phonograph  Co.,  Essex  street,  has  been  remod- 
eled and  enlarged.  J.  H.  Mayers,  who  owns  and 
manages  the  establishment,  reports  that  radio 
sales  are  good,  particularly  of  the  higher-priced 
Stromberg-Carlson  models. 

I.  Bader  Manager  of  Terminal  Shop 

Irving  Bader  recently  assumed  the  manage- 
ment of  the  Terminal  Radio  &  Music  Shop, 
West  Thirty-fourth  street,  succeeding  Miss  S. 
Phillips,  resigned. 

In  New  Home 

The  music  store  of  C.  A.  Hanssen  &  Bro. 
recently  moved  from  388  Court  street,  Brook- 
lyn, N.  Y.,  to  larger  and  better  located  quarters 
at  368  Court  street. 


The  European  Radio  Phonograph  Electric 
Corp.,  New  York,  was  recently  incorporated 
at  Albany  with  a  capital  stock  of  $5,000.  Th( 
incorporators  are  J.  and  M.  Alonzo  and  J 
Cardona. 


The  Super-Six  Console        in*  .injlrdi ioMuii  JSt> 

Five  Tube  Models  JMM.-SO  *u  iUo.U. 

Six  Tube  Models  $210.00  to  fUEJX) 

Erla  receiver}  licented  under  application  for  lelten 
patent  of  Radio  Frequency  Laboratories,  Inc.  iRFL) 
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PERRYMAKI 
Radio  Q  tubes  ^1 

"d/stance    without  distort/on" 


The  Perryman 
TENSION  Springs 


ERRYMA 


Radio 


DISTANCE     WITHOUT  DISTORTION 


t^$f  Three  Points 

it  co/  •  • 

W  s£>  Superiority 

1*  The  Perryman 
PATENTED  Bridge 

Hold*  the  working  parti  In 
permanent  alignment.  Jarx 
and  jolti  do  not  affect  them. 

2*  The  Perryman 
TENSION  Springs 

Allow  for  expansion  and  con- 
traction  due  to  chances  >n 
temperature  when  the  fila- 
ment 1*  heated. 


3*  The  Perryman 
DOUBLE  Filament 

Doubles  the  area  of  electron 
emission,  doubting  the  effi- 
ciency and  lengthening  the 
life  of  the  tube. 


Individual  figure, 
size  5x8  inches 
with  easel 


Window  card,  size  11*4x15  inches,  with  easel. 
Counter  display,  size  8x10%  inches,  with  spe- 
cial easel  to  hold  three  radio  tubes 


Individual  figure, 
size  5x8  inches 
with  easel 


All  Ferryman  Vacuum  Tubes 
are  guaranteed  to  be  perfect 
in  every  reipect  and  <o  con- 
form with  the  Electrical 
Specif  lea  t  lone  as  printed  on 
the  cartoni.  We  agree  to  re- 
place them  free  of  charge  if 
they  ever  fail  because  of  de- 


Window  streamer, 
size  9y2x.30y2  inches 


PATENTED  PERRYMAN  BRIDGE 

□  □ 

RIGID  CONSTRUCTION 

□  □ 

TENSION  SPRINGS 


Here  are  the  NEW 

PERRYMAN  DISPLAYS 

It  has  always  been  the  policy  of  the  Perryman  Electric 
Company  to  give  Retailers  the  utmost  cooperation  in  the 
merchandising  of  their  Tubes.  Everything  worth  while 
is  done  to  make  Perryman  Radio  Tube  Sales  easy. 

The  new  Perryman  displays  are  just  another  step  in 
that  direction.  They  are  lively,  colorful  and  convincing. 
Seven  colors  are  used,  and  the  bulbs  of  the  tubes  are 
silvered,  giving  a  beautiful  natural  effect.  Properly  used 
they  will  sell  Perryman  Radio  Tubes  for  you. 

You  can  use  these  Perryman  Displays  to  dress  a  com- 
plete window  or  any  part  of  it.  You  can  use  them  around 
the  store.  They  consist  of  window  cards,  counter  displays, 
which  support  three  tubes,  large  streamers  and  small  fig- 
ure cards,  each  with  a  small,  peppy  bit  of  copy  on  it. 

The  counter  display  is  especially  effective.  It  works 
all  the  time,  displaying  three  Perryman  Tubes,  and  demon- 
strating their  superiority  to  all  your  customers. 

Order  the  new  displays  from  your  distribu- 
tor,   or,    send   us   your   requisition  direct 


PERRYMAN  ELECTRIC  COMPANY.  INC. 

33  West  60th  St.,  N.  Y.  North  Bergen,  N.  J. 
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Merrymakers  a  Feature  of 
Brunswick  Popular  Hour 

Well-known  Male  Ensemble,  Virginia  Rea, 
Frank  Munn,  Frederic  Fradkin  and  Bruns- 
wick Concert  Orchestra  Heard  in  Concert 


of  the  better  known  hits  from  current  musical 
shows,  popular  songs  and  old  favorite  melodies. 
In  addition  imaginary  trips  were  made  to  Spain 
and  Vienna,  with  the  artists  singing  the  songs 
of  those  lands,  and  a  visit  to  the  American  cab- 
aret in  Vienna  as  the  outstanding  feature  of  the 
unusually  excellent  program. 


The  Brunswick  Hour  of  Music,  heard  on 
March  4,  broadcast  over  the  National  Broadcast- 
ing Co.'s  Blue  network,  including  eight  sta- 
tions, was  devoted  to  popular  entertainment, 
with  the  famous  "Merrymakers"  male  ensemble 
as  the  featured  artists.  In  addition  to  Lewis 
James,  tenor;  Franklyn  Baur,  tenor;  Elliot 
Shaw,  baritone,  and  Wilfred  Glenn,  bass,  who 
comprise  the  "Merrymakers,"  the  following  solo 


Radio  Nautical  Apparatus 
for  Great  Lake  Steamers 


Above:  Merrymakers.    Below:  Frank  Munn,  F.  Fradkin,  Virginia  Rea 

artists  were  also  heard:  Virginia  Rea,  soprano;     thus  avoid  collision. 
Frank    Munn,    tenor,    and    Frederic  Fradkin, 
violinist.    The    Brunswick   Concert  Orchestra, 
under  the  direction  of  Walter  G.  Haneschen, 
accompanied  the  vocal  and  instrumental  solos. 
The  program  was  a  diversified  one  composed 


A  contract  calling  for  the  installation  of 
Freed-Eisemann  radio  direction  finders  and 
auxiliary  operating  equipment  was  recently 
awarded  to  the  Freed-Eisemann  Radio  Corp., 
Brooklyn,  N.  Y.,  by  a  group  of  companies  oper- 
a  t  i  n  g  forty-four  Great 
Lakes  steamers.  This  is 
one  of  the  largest  con- 
tracts for  radio  nautical 
apparatus  ever  placed,  ac- 
c  or  ding  to  Freed-Eise- 
mann officials,  and  the  in- 
itial installation  is  to  be 
completed  in  the  Spring. 
Each  installation  consists 
in  p  a  rt  o  f  a  rotatable 
closed  loop  connected 
with  the  operating  mech- 
anism  in  the  pilot 
house,  and  a  visual  indi- 
cator. This  apparatus  is 
designed  to  eliminate  the 
uncertainty  of  signals 
heard  through  fog,  storm 
or  darkness,  and  to  en- 
able captains  of  vessels  to 
see  the  exact  position  of 
an  oncoming  ship  and 
The  apparatus  fills  a  real 
need  and  should  be  instrumental  in  preventing 
marine  disasters. 
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Ste.  Croix,  Switzerland 


Manufacturer  of  Europe's  Most 
Celebrated  Phonograph  Motors 


Great  selection, 
playing  up  to  ten 
records. 

Superior  quality 
at  moderate  prices 

Sole  Distributors  for  the  U.  S.  A. 

THORENS,  Inc. 

450  Fourth  Ave.,  New  York 
 J±  ^  = 


Radio  Proves  Efficient 

Entertainer  on  Train 


Seven-Tube  Federal  Ortho-sonic  Receiver  In- 
stalled on  Missouri  Pacific  Express  Train 


The  practicability  of  radio  reception  aboard 
railroad  trains  was  proved  beyond  question  re- 
cently during  a  demonstration  on  a  fast  Mis- 
souri Pacific  train  between  Omaha  and  Kansas 
City,  Missouri,  when  twenty-six  stations  were 
received  with  excellent  volume,  and  as  many 
others  passed  by  because  of  low  signal  level. 
Among  the  twenty-six  stations  actually  used 
for  entertainment,  those  more  than  500  miles 
away  included  Dallas,  Fort  Worth,  Cincinnati, 
New  Orleans,  Los  Angeles,  Wheeling,  W.  Va. 
and  Lansing,  Mich. 

Arrangements  were  made  with  the  Missouri 
Pacific  Railroad  by  the  distributors  of  the  Fed- 
eral Radio  in  Omaha  to  install  a  Model  F-10 
seven-tube  Ortho-sonic  receiver  in  a  club  car 
of  the  M.  P.'s  new  fast  train  on  the  initial  run 
from  Omaha  to  Kansas  City.  The  only  ob- 
stacle encountered  was  the  shielding  effect  of 
the  steel  car  body,  and  this  was  readily  over- 
come by  running  a  wire  above  the  roof. 

The  significance  of  this  incident  makes  itself 
apparent  to  radio  lovers  and  transportation  offi- 
cials everywhere.  Given  a  receiver  of  high 
quality,  travelers  obliged  to  make  long  journeys 
by  rail  can  look  forward  to  the  excellent  en- 
tertainment afforded  bv  the  best  radio  stations. 


Ultra-phonic  Reproducer 

Featured  in  Japanese  Ad 

Full-page  Advertisement  in  Japanese  Newspaper 
Features  Well-known  Reproducer — M.  Weil 
Gives  Credit  to  Talking  Machine  World 


Unusually  interesting  is  the  reproduced  ad- 
vertisement from  a  Japanese  newspaper  adver- 
tising an  American  product.  This  advertise- 
ment occupied  a  full  page,  corresponding  in  size 
to  our  tabloid  dailies.  Despite  the  fact  that  it 
appeals  to  Japanese  readers  it  will  be  noted 
that  the  name  of  the  product,  the  Ultra-phonic 
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Ultra-phonic  Featured  in  Japan 

reproducer,  is  carried  out  in  English  and  used 
as  part  of  the  trade-mark. 

Other  than  the  fact  that  the  product  is  an 
American  one,  it  proves  that  music  merchants 
are  a  progressive  clan  no  matter  in  what  country 
they  are  situated.  While  reproducers,  of  new 
and  modern  style,  are  widely  presented  and  ac- 
cepted in  this  country,  the  situation  in  the 
music  trades  of  other  nations  indicates  similar 
progress  and  alertness  in  advancing  the  inter- 
ests of  the  talking  machine  record. 

The  Ultra-phonic  reproducer  is  manufac- 
tured by  the  Audak  Co.,  565  Fifth  avenue,  New 
York  City,  and  Maximilian  Weil,  president  of 
that  company,  the  inventor  of  the  Ultra  repro- 
ducer, was  glad  to  credit  to  The  Talking 
Machine  World  the  fact  that  his  original  re- 
lationship with  the  Japanese  music  distributor 
was  gained  through  The  World.  He  stated  fur- 
ther that  the  Audak  Co.  is  doing  a  very  heavy 
export  business  and  that  well  over  90  per  cent 
of  this  has  been  received  from  subscribers  to 
The  Talking  Machine  World.  Naturally  he  felt 
no  need  to  speak  of  The  Talking  Machine 
World's  influence  in  creating  sales  for  his 
products  in  this  country  as  that  is  general  trade 
knowledge. 


Carroll  Furniture  Go.  Is 
Exclusive  Columbia  Dealer 


Atlanta,  Ga.,  March  5. — The  Carroll  Furniture 
Co.,  long  established  as  one  of  the  largest  and 
finest  furniture  dealers  in  this  city,  recently 
opened  a  phonograph  and  record  department. 
The  store  will  handle  Viva-tonal  Columbia 
phonographs  and  Columbia  New  Process  rec- 
ords exclusively. 


VAN   VEEN   SOUNDPROOF  BOOTHS 

are  more  necessary  than  ever  before.  You  cannot  demonstrate  the  wonderful  volume  and 
beauty  of  tone  of  the  improved  talking  machine  and  records  without  booths.  The  new  in- 
strument has  unlimited  possibilities.    Meet  it  half  way  by  adequate  demonstration. 

Complete  equipment  for  musical  merchandise 
dealers.      Write    for    details    and  catalogue. 


VAN  VEEN  &  COMPANY,  Inc., 


313-315  East  31st  Street,  New  York  City 

PHONE  LEXINGTON  9956-2163 
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Back  View  of  the  New  No.  90  Military  Oro- 
Phone  Reproducer 

New  developments  again  indicate  Oro-Tone 
leadership!  This  new  No.  90  reproducer  back- 
construction  so  reinforces  the  back  plate  that 
it  produces  a  louder,  more  solid,  and  deeper 
tone  than  ever  before.  No  flat  back  construc- 
tion equals  it  in  performance.  Patent  rights 
covering  this  new  design  have  been  applied  for. 


The  New  Oro-Tone  D-\  Tone  Arm 

Nickel  Finish— List  $  7.50 

Gold  or  Oxidized  Finish— List.  .  10.00 


Front  View  of  the  New  No.  90  Military  Oro- 
Phone  Reproducer 

We  maintain  that  the  performance  of  the  No. 
90  reproducer  cannot  be  excelled  by  any  other 
reproducer  on  the  market,  regardless  of  price. 
The  new  back  design,  with  %  inch  deep  rings, 
combines  with  the  original  features  embodied 
in  this  reproducer  to  elevate  it  to  new  heights 
of  perfection. 

Nickel  Finish— List  %  7.50 

Gold  or  Oxidized  Finish— List   $10.00 


No  Extravagant  Promises— No  Untrue  Statements— 
Oro-Tone  Products  Sell  on  Their  Merit  Alone! 


The  New  No.  94  Imperial  Reproducer 

The  new  No.  94  Imperial  Oro-Phone  Re- 
producer is  the  latest  Oro-Tone  achievement. 
It  is  fitted  with  our  special  Oro-Metal-Alloy 
diaphragm,  which  enables  it  to  produce 
rich,  true  tones.  Extreme  volume,  with  ex- 
cellent depth  and  high  range,  are  produced 
without  the  rattling  or  chattering  so  com- 
mon in  reproducers  of  this  price  class.  It 
can  be  relied  upon  to  reproduce  every  note 
in  the  musical  scale  with  absolute  fidelity. 
The  low  price  and  wonderful  performance 
of  this  new  reproducer  will  give  it  a  sale 
impetus  that  you  should  cash  in  on!  At  its 
price,  it  cannot  be  equalled  for  quality! 
Get  in  touch  with  us  immediately — ask  for 
prices  and  samples.  You  can  make  some 
quick  money  by  writing  today! 

Nickel  Finish  $5.00 

Gold  or  Oxidized  Finish    7.50 


For  twelve  years  THE  ORO-TONE  COMPANY  has  been  associated 
with  the  manufacture  of  reproduction  devices  for  phonographs.  In 
that  time  we  have  grown  to  be  the  world's  largest  exclusive  manufac- 
turers of  tone  arms,  reproducers,  attachments,  equipments,  and 
amplifying  devices — and  we  can  prove  it! 


Oro-Tone  products  are  made  complete 
in  our  own  factory,  from  dies  and  tools 
right  through  to  the  finished  plating 
process — and  we  can  prove  it! 

Oro-Tone  was  the  first  to  produce  and 
offer  to  the  music  trade  the  new,  deep- 
toned  reproducers.  We  were  months 
ahead  of  our  nearest  competitor, — and 
we  can  prove  it! 

The  Oro-Tone  factory  is  open  for  in- 
spection at  all  times.  We  are  glad  to 
show  interested  parties  detailed  steps  in 
the  manufacture  of  Oro-Tone  products, 
from  the  raw  materials  through  to  the 
finished  article.  We  invite  dealers  and 
jobbers  to  witness  the  detailed  opera- 
tions and  expert  craftsmanship  em- 
ployed in  producing  tone  arms  and 
reproducers  that  can  be  truthfully  ad- 
vertised and  legitimately  sold! 

New  developments  are  constantly  of- 
fered by  Oro-Tone.  The  D-l  full-curved 
type  tone  arm  possesses  features  that 
assure   beautiful    amplification   of  the 


richest,  most  perfectly  reproduced 
music.  Heavy  brass  walls,  in  keeping 
with  the  massive  construction  through- 
out, prevent  loss  of  sound  or  change  in 
tone  values.  No  sound  can  escape — 
the  construction  is  absolutely  air-tight. 
Tipping  or  binding  is  eliminated,  and 
permanent  operation  assured,  by  a 
double  row  of  ballbearings  in  the  base. 
The  D-l  can  be  supplied  in  8^  and 
inch  lengths — 10J-4  inch  is  the 
correct  length  for  the  Victor. 

Develop  your  vast  sales  field  by  dem- 
onstrating the  newly  improved  No.  90 
Military  Oro-Phone  Reproducer  in 
combination  with  the  D-l  tone  arm. 
This  is  without  a  doubt  the  finest  com- 
bination that  can  be  secured.  It  is  a 
revelation  in  reproduction  perfection! 

Get  the  full  details  of  the  honest,  gen- 
uine value  offered  in  the  Oro-Tone  line! 
Get  the  profits  offered  by  Oro-Tone 
prestige  and  reliability!  Write  to  us 
today  for  a  complete  story! 


Manufacturers,  Jobbers  and  Dealers:  Ask  for  Samples  and  Prices. 

THE  ORO-TONE  COMPANY 

1010  George  Street,  Chicago,  111.,  U.  S.  A. 

*  for  a  better  tone 
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Kansas  City  Trade  Optimistic  as  Signs 

Point  to  Increased  Sales  Activities 

Brunswick   Dealers  Enthusiastic   Over  the   New  Panatrope — Demand  Covers  Entire  Columbia 
Line — Automatic  Orthophonic  Victrola  Arouses  Interest — Public  Interest  Shown  by  Sales 


Kansas  City,  Mo.,  March  8. — Talking  machine 
demand  is  showing  a  satisfactory  comeback 
after  the  dullness  of  the  period  following  the 
Christmas  buying  season,  and  dealers  and  dis- 
tributors here  feel  that  the  next  few  months 
are  going  to  be  busy.  The  demand  for  records 
has  never  been  more  healthy  and  active  than 
during  the  two  months  since  Christmas,  in  the 
opinion  of  all  dealers  here.  Radio  demand  has 
by  no  means  subsided  and  dealers  predict  an- 
other month  of  good  radio  business  before 
Spring  sets  in. 

T.  H.  Condon  Optimistic 

T.  H.  Condon,  head  of  the  phonograph  divi- 
sion of  the  Brunswick  branch  here,  says  that 
conditions  with  his  company  in  this  territory 
are  very  good  at  present,  and  predicts  that  1927 
will  be  a  big  year  in  the  phonograph  business. 
Following  a  rather  slow  demand  in  January, 
February  has  come  back  with  a  good  demand 
in  all  the  Brunswick  lines,  with  records  also 
receiving  a  considerable  interest  from  the  pub- 
lic. The  local  branch  has  just  received  the  new 
Panatrope  P-13  with  de  luxe  equipment,  priced 
at  $575.  This  model  in  a  highboy  cabinet  is 
expected  to  be  well  received  by  the  dealers  and 
the  public. 

Stages  Educational  Dealer  Meetings 

Ralph  Hooke,  special  Chicago  representative 
of  the  Brunswick  Co.,  spent  two  weeks  in  Kan- 
sas City  and  the  surrounding  territory  during 
February,  visiting  the  trade,  and  holding  dealer 
meetings.  Mr.  Hooke  was  introducing  the  sales 
promotion  and  educational  program  of  the 
company  to  the  dealers  in  this  territory.  Mr. 
Hooke  pointed  out  the  importance  of  an  ex- 
tensive demonstration  program  on  the  part  of 
the  dealers  in  putting  over  a  successful  job  of 


phonograph  selling  during  the  coming  year.  He 
reported  that  he  had  found  conditions   in  a 
very  healthy  state  through  this  territory,  and 
saw  nothing  to  prevent  a  big  business  year. 
Entire  Columbia  Line  Moving 

W.  B.  Ockenden,  manager  of  the  Columbia 
Phonograph  Co.'s  branch  here,  says  that  ma- 
chines in  all  models  are  moving  in  good  volume 
here,  especially  the  larger  machines  which  are 
taking  unusually  well  with  the  public.  Sales 
of  portables  have  been  a  feature  of  the  Winter 
business  of  this  wholesale  branch.  Masterworks 
albums  are  moving  with  a  speed  which  is  sur- 
prising to  Mr.  Ockenden. 

Public  in  Buying  Mood,  Says  Heltzel 

M.  L.  Heltzel,  manager  of  the  Nederman 
Piano  Co.,  branch  of  the  Knabe  Studios,  re- 
ports a  very  good  business  in  the  first  two 
months  of  the  year  in  phonographs.  He  says 
that  people  are  in  a  buying  spirit  and  that  the 
store  is  finding  more  activity  shown  this  year 
than  at  this  time  last  year.  Mr.  Heltzel  reports 
a  good  sale  in  all  lines  of  phonographs  and 
says  that  they  have  sold  a  good  number  of 
portables  to  apartment  dwellers. 

Introduce  Automatic  Victrola 

J.  W.  Jenkins  Sons'  Music  Co.  recently  dem- 
onstrated for  their  salesmen  the  new  Auto- 
matic Orthophonic  Victrola,  which  will  play 
twelve  records  without  attention.  The  machine, 
the  only  one  in  Kansas  City,  was  shown  at  a 
meeting  of  the  salesmen  at  the  Hotel  President 
on  February  24.  The  Jenkins  Co.  will  soon 
have  two  additional  retail  stores  in  Kansas 
City,  to  be  opened  about  the  middle  of  March. 
One  is  to  be  in  the  downtown  business  section 
of  the  city,  but  several  blocks  from  the  main 
store,  in  a  building  owned  by  the  company 


and  occupied  by  some  of  its  wholesale  depart- 
ments. The  lower  floor  has  been  leased  until 
now,  and  a  retail  store,  representing  all  the 
departments  of  the  central  store,  will  soon  be 
installed  there.  The  second  branch  will  be  lo- 
cated in  one  of  the  out^-ing  shopping  districts 
at  3913  Main,  where  another  store  in  mini- 
ature will  be  in  operation  about  March  14. 
Paul  Jenkins,  son  of  J.  W.  Jenkins,  senior  mem- 
ber of  the  firm  and  president  of  the  company, 
will  manage  the  South  Side  shop. 

Vitalitone  Gone  Speaker 
Enjoying  Big  Sales  Volume 

Model  of  Spanish  Galleon,  Finished  in  Antique 
Polychrome,  Designed  by  Prominent  Sculp- 
tor— For  Use  on  Table  or  as  Wall  Hanger 

The  new  Vitalitone  cone  loudspeaker,  illus- 
trated herewith,  is  enjoying  a  splendid  sales 
volume,  according  to  Vitalis  Himmer,  president 


Vitalitone  Cone  Speaker 

of  the  Vitalitone  Radio  Corp.,  New  York.  This 
speaker  was  designed  to  combine  both  beauty 
and  quality.  The  frame,  stand  and  model  of  a 
Spanish  galleon,  executed  in  bas-relief,  was  made 
by  a  prominent  sculptor  and  is  finished  in 
antique  polychrome.  The  Vitalitone  unit  is  at- 
tached to  the  rear  of  the  ship  and  the  cone  is 
attached  to  the  unit.  It  may  be  placed  on  a 
table,  a  pedestal  or  hung  on  the  wall.  The  unit 
is  claimed  to  be  free  from  buzzing,  even  with 
a  large  voltage  input. 

Uses  Motorcycle,  Horse  and 
Dog  Team  to  Deliver  Set 

Malone,  N.  Y.,  March,  7. — Harry  C.  Gruber, 
Federal  Ortho-sonic  dealer  of  this  town,  had  an 
interesting  experience  recently  in  delivering  and 
installing  a  Federal  radio  set.  He  had  agreed 
to  install  the  receiver  on  a  certain  date  and  set 
out  to  do  so  during  a  heavy  Adirondack  storm. 

He  set  out  on  motorcycle  and  arrived  at  Chat- 
eaugay  several  hours  late;  the  next  stage  of 
the  trip  was  made  in  a  hired  cutter;  the  next 
stage  across  Chateaugay  Lake  had  to  be  made 
on  foot  with  the  set  on  his  shoulder  because 
the  ice  was  covered  by  a  foot  of  water,  and  the 
last  stage  was  made  by  sled  and  dog-team,  ar- 
riving at  the  destination  at  midnight. 

The  installation  was  completed  in  the  dark 
and  was  voted  a  complete  success  and  then 
came  the  return  trip,  which  proved  more  ardu- 
ous than  the  trip  out,  Mr.  Gruber  arriving  back 
in  Malone  the  next  day  at  noon. 


Victor  Plea  Sustained 


The  plea  of  the  Victor  Talking  Machine  Co., 
contending  non-suit  in  the  proceedings  against 
it  by  Mrs.  L.  M.  Green,  on  grounds  of  breach 
of  contract,  was  sustained  by  Federal  Judge 
Moscowitz  in  Brooklyn  recently.  The  plaintiff 
was  granted  twenty  days  in  which  to  file  an 
amended  complaint. 


Seattle  Firm  Chartered 


The  University  Music  Stores,  Inc.,  Seattle. 
Wash.,  have  been  incorporated  with  a  capital  of 
$50,000. 


Gold  Seal  Challenges 
the  Radio  Tube  Field 

on 

1.  PRODUCT — (or  uniformly  highest  quality;  superior 
tone;  and  longer  life. 

2.  PACKAGE— for  attractiveness  of  container;  conveni- 
ence in  handling,  test  and  demonstration  ;  and  freedom 
from  breakage. 

3.  DKAI.ER  HELP — for  liberal  co-operation  and  substan- 
tial aid — a  square  deal  to  all. 

PROFIT — for  unprecedented  rise  to  quick-selling  popu- 
larity. 

Racked  by  a  large  national  advertising  campaign  and  the 
straight-forward  guarantee  of  a  strong  company,  the  Gold 
Seal  line  offers  many  advantages  to  jobbers  and  dealers. 
I  Mail  coupon  today  for  full  derails.] 

GOLD  SEAL  ELECTRICAL  CO. 

Incorporated 
250  PARK  AVE.,  NEW  YORK 


Jobber!  —  A  few 

attractive  .terri- 
torial itlll  ntteo 
— write  for  de- 
tails ui  once. 


Gold  Seal 

.  Radio  Tubes  a 


All  Standard  Types 
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QUALITY  -  WORKMANSHIP  •  BEAUTY 


All  indications  are  that 
1927  will  be  a  banner 
year  in  the  phonograph 
and  radio  industries. 

4Q  We  are  prepared  to  exe- 
cute orders  in  any  quantity, 
with  regular  deliveries 
guaranteed. 

We  can  furnish  all  popular 
styles  and  finishes  in  Up- 
rights, Consoles  and  Table 
Cabinets  for  phonograph 
or  radio,  as  well  as  phono- 
graph-radio combinations. 


(J  Located  adjacent  to  east- 
ern markets  with  shipping 
facilities  unexcelled. 

f|  150,000  square  feet  of 
factory  space. 

C|  Deliveries  guaranteed 
when  and  where  promised. 

Expert  workmanship. 

(}  Highest  manufacturing 
standards. 

(}  Prices  that  satisfy. 


Let  us  quote  on  your  requirements 


'AM 


OWN  MANT 

Cabinet  Makers 

Jamestown.  New  York 
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Association  Meeting  and  Dance  Outstand- 
ing Event  of  the  Trade  in  Los  Angeles 

Two  Hundred  and  Fifty  Representatives  of  the  Trade  Present  at  General  Meeting  of  Music  Trade 
Association  of  Southern  California — Automatic  Victrola  Introduced 


Los'  Angeles,  Cal.,  March  5. — The  outstanding 
feature  for  February,  in  the  opinion  of  many  in 
the  trade,  was  the  general  meeting  and  dance  of 
the  Music  Trades  Association  of  Southern  Cali- 
fornia which  took  place  on  the  eighth  and  was 
attended  by  two  hundred  and  fifty  managers  of 
phonograph  departments,  phonograph  salesmen 
and  record  sales  ladies — as  well  as  by  ladies  and 
men  from  other  music  store  departments.  Her- 
bert Witherspoon,  who  was  the  guest  of  honor, 
together  with  Mrs.  Witherspoon — who  was 
known  to  all  record  lovers  as  Florence  Hinkel — 
seemed  to  be  especially  appropriate  to  the 
phonograph  people,  for  they  had  all  sold  the 
basso's  Red  Seal  records  and  the  soprano's  blue 
label.  Abe  Lyman  and  his  orchestra  appeared 
through  the  courtesy  of  Howard  L.  Brown, 
Southern  California  manager  of  the  phonograph 
division  of  the  Brunswick  Co.,  and  were  greeted 
with  tremendous  enthusiasm. 

Automatic  Victrola  Stirs  Enthusiasm 

The  most  representative  group  of  Southern 
California  Victor  dealers  ever  assembled  at  one 
time  attended  a  banquet  and  sales  meeting  at 
the  Biltmore  Hotel,  March  4th,  through  the  in- 
vitation of  Sherman,  Clay  &  Co.,  Victor  dis- 
tributors. They  numbered  between  one  hundred 
and  fifty  and  two  hundred  and  represented  Vic- 
tor dealers  from  Bakersfield  in  the  north  to  San 
Diego  in  the  south.  Philip  T.  Clay,  president 
of  Sherman,  Clay  &  Co.,  and  Otto  May,  Western 
general  manager  of  the  Victor  Co.,  traveled 
from  San  Francisco  especially  to  attend  this 
meeting.  Griffith  P.  Ellis,  Southern  California 
manager  of  Sherman,  Clay  &  Co.,  acted  as  host. 

After  a  most  delightful  dinner,  the  company 
withdrew  to  a  special  hall  where  the  new  Auto- 
matic Orthophonic  Victrola  had  been  placed  on 
exhibition  for  demonstration  and  seats  for  the 
accommodation  of  all  had  been  provided.  Mr. 
Clay,  in  his  accustomed  clear  and  concise  man- 
ner, outlined  the  merchandising  plans  for  the 
year  and  Mr.  May  presented  in  an  impressive 
speech  the  new  instrument,  demonstrating  its 
remarkable  features. 

New  Columbia  City  Salesman 

F.  O.  Edwards  was  recently  appointed  by  W. 
E.  Henry,  Columbia  California  branch  manager, 
as  special  Los  Angeles  city  salesman.  Mr.  Ed- 
wards has  had  considerable  experience  in  the 
past,  both  in  the  wholesale  and  retail  fields  of 
the  phonograph  business.  He  was  wholesale 
traveler  for  the  Cheney  Phonograph  Co.  in  the 
State  of  Ohio  and,  previous  to  that,  was  man- 
ager of  the  phonograph  department  of  F.  C. 
Henderson  Co.,  Boston.  Just  prior  to  his  new 
appointment,  he  was  managing  the  phonograph 
department  of  Richardson's,  Inc. 

E.  R.  Manning  a  Visitor 

A  recent  visitor  here  introducing  the  new  line 
of  upright  model  phonographs,  as  well  as  por- 
table talking  machines,  was  E.  R.  Manning,  of 
the  Berg  A.  T.  &  S.  Co.,  New  York. 

Barker  Bros.  Hollywood  Store  Sets  Mark 

J.  W.  Boothe,  general  manager  of  the  music 
department  of  Barker  Bros.,  states  that  his 
house  is  much  gratified  with  the  returns  from 


TEST  IT. 

OUR  VICTOR 


Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

13O0  G.  STREET.  WASHINGTON.  D.  C. 
204-6-8-10  CLAY  STREET.  BALTIMORE.  MD. 


the  new  Hollywood  branch  store,  which  was 
opened  two  or  three  months  ago.  He  declared 
that  the  success  of  this  branch  reflected  much 
credit  on  Leo  Shatney,  manager. 

Sonora  Representative  Visits  Southland 

H.  E.  Gardiner,  Pacific  Coast  representative 
of  the  Sonora  Phonograph  Co.,  arrived  in  Los 
Angeles  on  February  1st,  having  just  returned 
from  a  trip  to  the  East  and  to  the  factory  and 
headquarters  of  the  Sonora  Co.  Mr.  Gardiner 
was  accompanied  by  W.  W.  Cross,  manager  of 
the  music  department  of  Jackson  Furniture  Co., 
Oakland,  who  declared  that  this,  his  first  East- 
ern trip,  was  an  inspiration. 

Herb  Wiedoeft  in  Local  Theatre 

Brunswick  dealers  are  gratified  at  the  engage- 
ment of  Herb  Wiedoeft  and  his  Orchestra  in 
Los  Angeles.  They  have  a  ten  weeks'  engagement 
at  the  Boulevard  Theatre,  which  as  in  the  case 
uf  the  Uptown  Theatre,  where  Abe  Lyman  and 
his  orchestra  have  been  for  some  time  engaged, 
is  under  the  West  Coast  Theatres,  Inc.  Two 
such  orchestras  in  the  town  at  one  and  the  same 
lime  afford  many  opportunities  for  publicity. 
Arizona  in  Good  Shape 

T.  J.  Murphy,  traveling  field  representative  of 
the  Brunswick  Co.,  has  just  returned  from  an 
extended  trip  to  Arizona  and  reports  business 
in  a  most  prosperous  condition.  His  business- 
getting  results  amply  justify  his  statement. 

Old  Edison  Gem  Phonograph 
Offers  Voices  From  the  Past 

Voices  of  Members  of  "Borrowed  Time  Club" 
Recorded  Twenty-five  Years  Ago  Reproduced 
on  Same  Machine  at  Recent  Anniversary 


The  story  of  the  most  interesting  use  of  an 
old-time  Edison  Gem  phonograph  with  its  wax 
cylinder  records  comes  from  Chicago,  where 
the  members  of  the  "Borrowed  Time  Club,"  an 
organization  in  Oak  Park,  a  suburb  of  that  city, 
used  the  old  phonograph  and  have  used  it  for 
over  a  quarter  of  a  century  for  making  records 
of  the  voices  of  the  club  members. 

The  Borrowed  Time  Club  was  organized 
many  years  ago,  but  was  reorganized  in  1902 
under  its  present  title.  A  person  to  become  a 
member  must  be  at  least  70  years  old,  The  idea 
being  that  after  that  the  term  of  life  beyond 
the  allotted  threescore-and-ten  is  "borrowed." 
When  the  club  was  reorganized  in  1902,  Phil- 
ander Barclay,  in  addition  to  making  a  collec- 
tion of  historical  photographs  and  data  for 
preservation,  also  made  Edison  records  of  the 
voices  of  a  number  of  members  of  the  club, 
which  were  at  that  time  placed  in  the  vault  of 
the  Oak  Park  bank,  where  they  were  kept  until 
last  month  when  the  club  celebrated  its  twenty- 
fifth  anniversary. 

The  feature  of  the  celebration  was  the  repro- 
duction of  the  voices  of  the  members  who  made 
up  the  organization  a  quarter  of  a  century  ago, 
all  of  whom  have  since  passed  away.  The  re- 
cordings have  been  unusually  well  made  and 


the  reproductions  were  almost  weird  in  their 
faithfulness.  Before  the  conclusion  of  the  cere- 
monies the  present-day  members  of  the  club 
recorded  their  voices  on  the  old  Edison  Gem, 
and  these  records  were  placed  in  the  vault  of 
the  bank,  where  they  will  remain  for  another 
quarter  of  a  century,  or  until  the  fiftieth  anni- 
versary of  the  club. 

The  anniversary  celebrations  of  the  club  and 
the  particularly  interesting  use  of  the  Edison 
Gem  phonograph  for  presenting  the  voices  of 
deceased  members  was  widely  commented  upon 
by  the  local  press,  and  the  Chicago  Tribune  pub- 
lished a  photograph,  showing  several  of  the 
present  club  members  gathered  about  the  old 
phonograph. 

New  York  Album  &  Card  Go. 
Settled  in  New  Quarters 

New  Location  Permits  of  Concentrating  the 
Manufacturing  Processes  on  One  Floor — Re- 
ports Good  Demand  for  Nyacco  Products 


The  New  York  Album  &  Card  Co.  is  now 
established  in  its  new  location  at  64  Wooster 
street,  New  York  City.  These  new  quarters 
allow  concentration'of  its  manufacturing  on  one 
floor,  whereas  in  the  smaller  building  formerly 
occupied  two  floors  were  necessary.  The  space 
has  been  carefully  laid  out  from  an  efficiency- 
standpoint  and  includes  general  offices  and  the 
private  office  of  Max  Willinger,  president  of  the 
company,  .and  a  large  area  of  manufacturing 
space.  The  New  York  Album  &  Card  Co.  is 
now  rounding  out  twenty  years  of  manufactur- 
ing Nyacco  products.  While  Nyacco  record 
albums  have  been  probably  its  best  known 
product  in  the  talking  machine  field,  it  will  be 
remembered  that  the  New  York  Album  &  Card 
Co.  is  also  the  manufacturer  of  Nyacco  radio 
receiving  sets  and  Nyacco  portables.  The  com- 
pany is  also  manufacturer  of  the  Nyacco  line  of 
photograph  and  autograph  albums.  While  the 
New  York  Album  &  Card  Co.  enjoys  good  gen- 
eral business  in  the  two  latter  lines  in  depart- 
ment and  other  stores,  many  talking  machine 
dealers  are  finding  these  products  profitable. 

Berg  Official  Reports  Big 

Portable  Sales  Increase 

E.  R.  Manning,  of  the  Berg  A.  T.  &  S.  Co., 
Long  Island  City,  N.  Y.,  manufacturer  of  Berg 
Artone  portables,  and  Artone  upright  and  con- 
sole model  phonographs,  returned  to  the  home 
office  of  his  company  late  last  week.  Mr.  Man- 
ning made  a  trans-continental  trade  tour  start- 
ing by  way  of  Richmond,  Atlanta  and  New  Or- 
leans, in  the  South  covering  Texas,  chiefly  Dal- 
las and  El  Paso,  and  later  the  whole  Pacific 
Coast.  After  visiting  Los  Angeles,  San  Fran- 
cisco, Portland  and  Seattle,  Mr.  Manning  re- 
turned East  by  way  of  St.  Paul  and  Chicago. 

Upon  his  return  Mr.  Manning  stated  that  the 
new  products  of  the  Berg  Co.  have  met  with 
wide  favor  everywhere.  The  portable  business 
has  already  shown  an  increase  this  year.  All 
together,  January,  1927,  shipments  were  231  per 
cent  over  1926,  and  he  estimated  that  the  Feb- 
ruary figures  would  show  a  240  per  cent  in- 
crease. 
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PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    as    figure    on    your  requirements 

MADE  BY 

PLYWOOD  CORPORATION,       Goldsboro,  N.  C 
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you  can  do  away  with 
your  6  volt  storage 

BATTERIES 


ONCE  AND 
FOR  ALL 

fB&r  ***** 

REG.    U.S.    PA.T.    OFF.  WOK 

EWONftPOWER 

With  the  Elkon  "A"  Power  dealers  can,  at  last,  CONSCIENTIOUSLY  go  after  the  tre- 
mendous market  awaiting  them  for  "A"  battery  eliminating  devices.  For  the  Elkon  "A" 
Power  is  BASICALLY  and  RADICALLY  different. 

It  has  been  built  with  ONE  IDEA. 

To  give  smooth,  silent,  flawless,  filament  "A"  power,  unvarying  level  voltage,  which  elimi- 
nates for  all  time  the  uncertainty  involved  in  the  use  of  even  the  finest  storage  batteries. 

It  is  based  upon  the  unique  Elkon  principle  of  rectification.  The  principle  which,  discard- 
ing tubes,  liquids  and  moving  parts,  has  revolutionized  all  previous  conceptions  of  rectifica- 
tion. Here  is  an  item  that  will  sell  and  STAY  SOLD.  That  will  make  you  a  real  profit — 
and  satisfied  customers. 

It  is  one  of  the  items  that  the  dealer  who  is  building  for  the  future  of  his  business  is  tak- 
ing pains  to  identify  himself  with. 


Silent,  Inexhaustible,  Dependable 
A  permanent  installation — made  to  serve  and  endure 
Constant  Power  Constantly 

$60.00  list 

For  further  information  or  demonstration  write 

Weehawken,  N.  J.  w 

Manufacturers  of  Elkon  Trickle  Charger,  Elkon 
Three  Ampere  Charger,  Elkon  "A"  Power. 
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JOHN  H. WILSON, Manager 

324 WASHINGTON  ST., BOSTON, MASS. 
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Introduction  of  Automatic  Orthophonic 

and  Beethoven  Week  Interest  the  Trade 

New  England  Dealers  See  and  Hear  New  Victor  Instrument  at  Luncheon  Meeting — Plans  Under 
Way  for  Active  Participation  in  Beethoven  Centennial  Celebration — Other  News 


Boston,  Mass.,  March  8. — The  new  Automatic 
Orthophonic  Victrola,  which  runs  continuously 
for  an  hour,  playing  twelve  different  selections, 
was  formally  introduced  to  the  New  England 
dealers  at  a  luncheon  at  the  new  University 
Club  a  few  days  ago.  Allan  Steinert  was  toast- 
master  at  the  luncheon  and  from  the  Victor 
personnel  there  were  present  James  A.  Frye 
and  Stephen  Pratt,  Ivan  H.  Purinton,  of  the 
Victor  engineering  department,  and  R.  A.  Bart- 
ley,  Jr.  Frank  Crumit,  of  the  "Queen  High" 
company  playing  in  this  city,  was  present,  and 
so  was  Jack  Renard  and  His  Orchestra,  and 
selections  from  the  recordings  of  both  of  these 
were  played.  Mr.  Bartley  described  the  new 
instrument  and  stated  that  it  would  not  be 
placed  on  the  market  until  March  21.  The  new 
instrument  was  previously  demonstrated  in 
Portland,  Me.,  and  from  Boston  it  was  taken  to 
Providence,  and  later  to  Hartford,  Conn.,  and 
to  Burlington,  Vt.  There  were  about  200  at  the 
Boston  luncheon. 

Active  in  Behalf  of  Beethoven  Week 

J.  A.  Hodge,  special  representative  of  the 
Beethoven  centennial  committee,  which  is 
headed  by  George  Eastman,  chairman,  has  been 
in  town  and  doing  some  most  effective  work 
toward  creating  an  interest  in  the  forthcoming 
anniversary,  which  is  to  be  so  widely  observed. 
Mr.  Hodge  has  been  able  to  organize  local 
musical  interests  in  the  chief  New  England 
centers,  all  of  whom  will  play  a  big  part  in 
their  respective  districts,  so  that  the  week  of 
March  20  promises  to  be  something  out  of  the 
ordinary  in  musical  annals.  Local  newspapers 
have  given  considerable  space  to  the  event. 
While  making  his  headquarters  for  the  time 
being  in  Boston  Mr.  Hodge  has  done  consider- 
able traveling  about  New  England. 

Brunswick  Settled  in  New  Home 

Manager  Harry  Spencer  has  now  got  his  new 
Brunswick  quarters  at  314-316  Stuart  street 
fairly  well  settled  though  naturally  there  are 
many  minor   things   to    be    straightened  out. 

■II 


Mr.  Spencer  kept  open  house  informally  on 
Thursday,  February  24,  for  it  happened  that 
there  were  many  talking  machine  dealers  in 
town  for  another  occasion,  and  a  large  number 
of  them,  as  soon  as  they  saw  the  Brunswick 
Co.'s  new  sign  stretched  across  the  front  of 
the  building,  were  moved  to  cross  the  threshold 
and  congratulate  the  Brunswick  distributor  in 
his  new  environment.  The  guests  were  treated 
to  a  demonstration  of  the  Brunswick  Panatrope, 
although  practically  all  of  them  were  already 
more  or  less  familiar  with  the  instrument;  and 
a  happy  conclusion  of  the  impromptu  reception 
was  that  many  orders  were  left  behind  for  early 
delivery.  Sidney  Schwartz,  the  official  demon- 
strator for  the  Panatrope,  is  kept  busy  visiting 
sales  conferences  and  familiarizing  Brunswick 
dealers  with  this  new  merchandising  item. 
Charles  Johnson  in  New  Post 

Charles  Johnson,  for  some  time  associated 
with  the  Eastern  Talking  Machine  Co.  at  the 
Essex  street  headquarters,  has  severed  his  rela- 
tions with  the  house  and  accepted  a  position 
with  the  American  Bosch  Magneto  Corp.,  for 
which  he  began  work  on  March  1.  His  place 
at  the  Eastern  has  been  taken  by  Emmet  Ryan, 
who  also  has  been  with  the  company  for  sev- 
eral years. 

Columbia  Records  by  Irish  Artists 

Manager  Bjll  Parks,  of  the  New  England 
department  of  the  Columbia  Co.,  has  just  re- 
turned from  New  York  where  he  completed 
arrangements  for  recordings  by  some  more  of 
New  England's  popular  Irish  artists,  these  in- 
cluding Michael  Ahern,  James  Claffey,  the  Irish 
fiddler,  who  won  the  contest  in  Lewiston,  Me,, 
and  Walter  McNally,  who  is  soon  to  give  a 
recital  here.  These  records  should  be  available 
soon. 

Profitable  Tie-ups  With  Artists 

Speaking  of  Columbia,  Paul  Specht  and  his 
associates,  Columbia  artists,  recently  appeared 
at  Loew's  State  Theatre  in  this  city  and,  during 
the  week  of  their  appearance,  the  R.  H.  White 
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Co.  arranged  for  a  concert  in  its  music  depart- 
ment at  noon,  announcing  the  concert  over  the 
radio.  The  department  was  crowded  to  capacity 
and  a  splendid  business  in  records  by  this  group 
was  the  result  of  the  concert.  Another  Colum- 
bia artist  whose  sale  of  records  has  been  large 
is  Ted  Lewis,  who  has  been  appearing  in  Bos- 
ton and  Springfield. 

A  Clever  Window  Display 

The  Italian  Book  Store,  Columbia  dealer  in 
New  Britain,  Conn.,  lately  had  a  novel  window 
that  attracted  a  good  deal  of  attention  and  was 
the  means  of  selling  many  records  of  the  selec- 
tion "Fire."  It  was  a  small  cardboard  house 
equipped  with  electric  lights  and  a  fan  inside 
so  that  the  effect  was  of  a  house  ablaze. 
Features  Beethoven  Week 

The  March  number  of  The  Phonograph 
Monthly  Review,  of  which  mention  has  been 
made  in  several  previous  issues  of  The  Talking 
Machine  World,  is  out  to-day.  It  is  a  Bee- 
thoven centennial  number  and  is  as  artistically 
gotten  up  as  has  been  every  issue. 

Successful  Phonograph  Society 

The  Providence  (R.  I.)  Phonograph  Society 
bids  fair  to  be  a  big  success  and  its  roster  of 
officers  is  as  follows:  President,  J.  Harvey  Bar- 
ber; vice-president,  Mrs.  Marion  L.  Misch;.  sec- 
retary, A.  P.  DeWeese,  and  treasurer,  Walter 
Briggs.  It  is  of  special  interest  that  now  there 
are  eight  of  these  societies  functioning.  Last 
week  one  was  formed  in  New  York  City,  one 
is  about  to  be  formed  even  in  Bermuda,  and 
shortly  there  will  be  one  in  Cleveland.  The 
Boston  society's  next  meeting  will  be  held  on 
Thursday  evening,  March  24,  at  the  new  Bruns- 
wick headquarters  at  314-316  Stuart  street  and 
it  will  be  a  Beethoven  centennial  concert. 
Excellent  Outlook  for  Sonora 

The  Sonora  business,  according  to  Manager 
Joe  Burke,  was  not  as  good  in  February  as  was 
hoped  for,  but  there  were  sufficient  orders  ahead 
to  warrant  the  feeling  that  March  was  to  make 
a  good  showing.  Mr.  Burke  has  a  well-mapped- 
out  policy  which  he  is  planning  to  closely  fol- 
low this  year.  The  new  Sonora  models  arc 
highly  regarded  by  dealers. 

Drayton-Erisman,  Inc.,  moved  the  first  of 
the  month  from  34  Avery  street  to  128  Sum- 
mer street.  The  company  is'  now  negotiating 
for  the  Starr  talking  machine  line. 


Another  Victor  Year 


The  year  promises  to  set  a  new  high  mark  in  Victor  pro- 
duction and  distribution  and  the  dealer  who  handles  the 
Orthophonic  Victrola  and  the  Victor  Orthophonic  records 
enjoys  an  opportunity  limited  only  by  his  efforts.  Proper 
service  is  the  first  requisite  toward  capitalizing  this  great 
opportunity  and  this  means  the  Ditson  sort  of  service  with 
its  facilities  and  the  long  experience  back  of  it. 


Victor  Exclusively 


Oliver  Ditson  Go. 

BOSTON 


Chas.  H.  Ditson  &  Co. 


NEW  YORK 
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Makers,  Dealers,  Buyers 
All  agree  on  the  Flyer  ~ 


Of  all  portable  phonographs  sold,  the  country  over, 
the  vast  majority  are  equipped  with  Flyer  motors* 

C ^THAT'S  because  the  Flyer  is  made  with  the  precision  of  a  fine 
V-S  watch,  carefully  inspected  at  every  stage  of  manufacture,  and 
passed  only  when  it  is  100%  perfect. 

The  Flyer  is  made  with  a  cast  iron  frame,  a  remarkably  tough 
athletic  spring,  precision-cut  governors  and  gears,  everlasting 
bronze  bearings— made  in  every  part  to  stand  years  of  hard 
steady  use. 

Manufacturers  of  portables  know  the  Flyer,  and  use  it  because 
it  helps  the  sale  of  their  machines.  Dealers  know  the  Flyer,  and 
demand  it  because  it  means  easier  sales,  more  sales  and  no  returns. 
Buyers  know  the  Flyer  from  reputation  and  past  experience,  and 
never  question  the  portable  that's  Flyer-equipped. 

The  Flyer  leads  in  sales  because  it  leads  in  quality  and  depend- 
ability. Insist  on  Flyer-equipped  portables,  and  play  safe. 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Trade  in  Buffalo  Enthusiastic  Over 

New  Automatic  Orthophonic  Victrola 

Several  Demonstrations  in  Western  New  York  Territory  Sponsored  by  Leading  Distributing 
Concerns — Dealers  Plan  Tie-Ups  With  Beethoven  Week — Trade  Activities  of  the  Month 


Buffalo,  N.  Y.,  March  8. — February  and  early 
March  produced  a  better  volume  of  phono- 
graph business  than  did  the  same  period  a  year 
ago.  Record  business  has  shown  a  vast  increase 
in  volume  of  sales  as  compared  with  last  year. 
February  sales  in  radio  were  better  than  in  Jan- 
uary and  the  outlook  is  bright. 

Wide  Interest  in  New  Victor  Products 

Victor  products  are  getting  a  good  volume  of 
publicity  through  introduction  to  the  trade  of 
the  new  Automatic  Orthophonic  Victrola. 
There  is  considerable  speculation  among  con- 
sumers regarding  the  new  instrument.  For 
their  satisfaction,  the  dealer  trade  has  been 
promised  samples  of  the  new  instrument  by 
March  21,  when  a  general  announcement  to  the 
public  will  be  made.  Buffalo's  Victor  jobbers, 
the  Buffalo  Talking  Machine  Co.  and  Curtis  N. 
Andrews,  were  pleased  with  results  of  the  an- 
nouncement dinner  held  February  23,  when 
more  than  150  dealers  of  this  territory  re- 
sponded to  an  invitation  to  be  their  guests  at 
the  Hotel  Statler,  where  R.  A.  Bartley  and  Mr. 
Brown,  Victor  representatives,  outlined  details 
of  the  machine  and  introduced  the  new  Victor 
radio  model  R-20.  E.  M.  Vestor,  local  factory 
representative  of  the  company,  also  was  pres- 
ent at  the  speakers'  table.  Dealers  from  the 
central  part  of  the  State,  and  some  from  west- 
ern New  York  as  well  as  sections  of  Pennsyl- 
vania, attended  the  jobbers'  dinner  and  demon- 
stration of  the  new  machine  at  the  Seneca 
Hotel  in  Rochester.  Hosts  at  this  Victor  af- 
fair were  W.  D.  Andrews,  of  Syracuse,  and  the 
Elmira  Arms  Co.,  of  Elmira,  wholesalers. 
Plan  Tie-up  With  Beethoven  Week 

Columbia  dealers  throughout  the  entire  dis- 
trict are  planning  a  co-operative  campaign  for 
Beethoven  week,  March  20-26.  E.  L.  Wallace, 
manager  of  the  local  distributing  office,  is  justly 
proud  of  having  at  the  head  of  the  Beethoven 
campaign  committee  George  Eastman,  of 
Rochester. 

Columbia  record  sales  are  continuing  on  the 
upgrade,  while  the  volume  of  business  in  Viva- 
tonal  phonographs  remains  steady. 

Okeh  Record  Sales  Grow 

Okeh  record  sales  are  continuing  to  show 
an  increase  in  volume  since  introduction  of 
the  electrically  recorded  discs.  The  American 
records  are  popular  in  all  dealer  sections  of  the 
territory,  F.  D.  Clare,  manager  of  Iroquois  Sales 
Corp.,  distributor,  reports. 

New  Sparton  Set  a  Sales  Builder 

The  new  Sparton  electric  radio  receiving  set 
is  building  up  sales  at  the  H.  B.  Alderman  Co., 
distributor.  This  Set  is  almost  directly  respon- 
sible   for    the    excellent    February  business, 


which  eclipsed  January,  according  to  the  sales 
manager,  R.  H.  Davison. 

Receivers  for  Herrick  Corp. 

The  Herrick  Mfg.  Corp.,  of  Jamestown,  one 
of  the  country's  largest  builders  of  radio  cab- 
inets, has  been  placed  in  the  hands  of  receivers 
and  is  in  control  of  Earle  R.  Morrison  and 
Augustus  F.  Allen,  appointees  by  the  court. 
It  is  declared  by  officials  of  the  company  that 
inability  to  collect  certain  of  its  accounts  forced 
the  receivership,  although  the  concern  is  solvent 
if  its  assets  can  be  collected  and  realized  upon. 
Brief  but  Interesting 

The  Hunt  Furniture  Co.  has  bought  the  stock 
and  fixtures  of  H.  A.  Pemberton  &  Son,  bank- 
rupt Salamanca  retailers. 

More  than  150  members  of  the  Rochester 
Radio  Trades  Association  attended  the  first  an- 
nual dinner  and  frolic  late  in  February. 

The  Radio  Trades  Association  of  Buffalo  will 
hold  its  next  annual  show  in  September,  it  was 
decided  at  a  recent  meeting. 

The  Jamestown  Radio  Trades  Association  has 
just  appointed  a  paid  investigator  to  follow  up 
all  power  interference  complaints. 

James  B.  Lennie,  former  member  of  the 
advertising  staff  of  the  Federal  Radio  Corp.,  has 
resigned  to  take  up  new  duties  in  California. 

Hornell's  first  radio  show,  held  the  last  week 
of  February,  conducted  in  conjunction  with  the 
automobile  show,  was  a  marked  success. 

Paul  C.  Fleer,  president  of  the  J.  N.  Adam 
Co.,  has  recovered  from  a  very  serious  illness. 

Arthur  W.  Erion,  head  of  the  Erion  Piano 
Co.,  also  is  back  in  his  office  after  an  illness 
extending  over  several  weeks. 

Martin  Schwable,  formerly  with  the  Liske 
Music  Store  on  Genesee  street,  has  been  placed 
in  charge  of  the  Victrola  department  of  the 
Erion  Piano  Co. 

Max  Lang,  Columbia  dealer  in  Olean,  has 
moved  to  his  new  and  greatly  improved  store 
at  239-41  North  Union  street,  Olean. 

D.  S.  Spector's  Views  on 

Instalment  Plan  Buying 

Instalment  plan  buying,  when  well  regulated, 
is  beneficial  to  both  customers  and  dealers,  in 
the  opinion  of  D.  S.  Spector,  general  manager 
of  the  merchandising  division  of  Federal- 
Brandes,  Inc.,  manufacturers  of  Kolster  radio 
sets  and  Brandes  speakers.  Mr.  Spector  points 
out  that  instalment  sales  of  radio  merchandise 
is  a  well-established  custom  and  expressed  the 
view  that  it  would  be  a  mistake  to  try  to  curb 
this  merchandising  outlet. 


"A  great  deal  of  American  buying  is  on  the 
instalment  plan  by  popular  demand,"  said  Mr. 
Spector.  "The  man  who  overbuys  on  the  in- 
stalment plan  will  overbuy  anyway,  usually  on 
open  account  with  no  predetermined  time  or 
method  of  payment.  Many  people  want  to  en- 
joy radio  sets  while  paying  for  them.  Com- 
panies in  the  radio  industry  are  organized  to 
take  care  of  this  buying  plan,  and  its  use  has 
proved  a  success  from  the  viewpoint  of  both 
the  buyer  and  the  seller,  just  as  it  has  in  other 
industries." 

Kenneth  Casey  Recording 

for  Columbia  Co.  Catalog 

Popular  Motion  Picture  and  Vaudeville  Artist 
Enters  Recording  Field — Has  Big  Following 


Kenneth  Casey,  popular,  versatile  star  of 
stage  and  screen,  now  bids  fair  to  gain  fame  in 
another  field,  for  he  recently  made  his  first  Co- 


Kenneth  Casey 

lumbia  record,  in  which  he  displays  all  of  that 
charm  of  voice  and  personality  that  has  won 
for  him  nation-wide  acclaim. 

Radio  Control  Law  Helps 
the  Industry  and  the  Public 

Discussing  the  enactment  of  the  radio  control 
law  by  Congress,  M.  C.  Rypinsky,  vice-president 
of  Federal-Brandes,  Inc.,  and  chairman  of  the 
transmitter  section  of  National  Electric  Manu- 
facturers Association,  said  that  it  was  the  best 
news  which  could  come  to  the  radio  industry  at 
this  time. 

"The  radio  industry  and  the  public  are  dis- 
tinctly benefited,"  said  Mr.  Rypinsky.  "This 
legislation  embodies  many  of  the  suggestions 
of  the  National  Radio  Co-ordinating  Committee 
and  is  therefore  representative  of  the  entire  in- 
dustry. We  believe  that  this  legislation  will 
drive  from  the  public  mind  the  uncertainty  as 
to  what  will  happen  in  broadcasting.  People's 
confidence  will  be  renewed,  the  present 
scramble  for  wave-lengths  ended,  and  the  ex- 
isting interference  speedily  cleared  up." 


THE  SONG  HITS  FROM  FLORENZ  ZIEOFELDS  GORGEOUS  PRODUCTION 


la 


Lyrics  V  JOSEPH  MCCARTHY      Music  hy  HARRY  TIEENEY 

Book  hy  Guy  Bolton  and  Fred  Thompson  \ 

FOLLOWING  THE  SUN   AR.OUND,"        —  *I'M  OUT  ON  THE  LOOSE  TONIGHT, 
*RJO    R.ITA*.      -      'THE  JUMPING    BEAN*.      -    "THE  KINKAJOU* 
*THE  RANGER'S    SONG  "    ~  VIF  YOU'RE  IN  LOVE,  YOU'LL  WALTZ" 

Published  by  LEO.  FEIST  Inc.,  231-5  W.40thST,  NEW  YORK,  N.Y 
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T  could  be  retailed  at  $25,  if  judged  by 

its  size,  strength,  handsome  appearance,  and  tone* 


UT  we  have  or- 
ganized  the 
production  and 
shaved  our  profit, 
to  prove  that  the 
biggest  value  in  the 
market  comes  from 
"Consolidated," 


List  price  of  The 
Nifty  is  only 


The  Nifty  is  nearly  a  year 
old  and  a  wonderful  suc- 
cess. It  has  every  feature 
of  the  average  $25  porta- 
ble— and  greater  strength. 
Nothing  undersized  about 
it,  except  the  price. 


Write  your  nearest 
jobber  or  direct  to 


Consolidated  Talking  Machine  Co* 

Consolidated  Building 

227-229  West  Washington  Street,  Chicago 

Minneapolis:  1424  Washington  Ave.,  South  Detroit:  2949  Gratiot  Ave. 


BE  PREPARED  FOR  A  BIQ  SEASON  OF  THE  NIFTY 
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Harold  Rieder,  Organist, 

Recording  for  Columbia 

Popular  Organist,  Formerly  Connected  With 
the  Rivoli  and  Criterion  Theatres  in  New 
York,  Makes  Solos  for  the  Columbia  Catalog 


Harold  Rieder,  for  the  past  four  years  or- 
ganist at  the  Tivoli  Theatre  in  Newark,  New 
Jersey,  has  made  a  recording  of  organ  solos 
for  the  Columbia  Phonograph  Co.    Mr.  Rieder 


according  to  aii  announcement  made  by  the 
Freed-Eisemann  Corp. 

Harry  Dreyer,  formerly  research  engineer  of 
the  Hazeltine  Corp.,  has  also  joined  the  Freed- 
Eisemann  organization  in  a  technical  capacity. 

It  is  learned  that  while  Freed-Eisemann  in- 
tends to  continue  several  of  its  models  through- 
out 1927,  it  is  starting  developments  in  the  way 
of  electrification  of  receiving  sets. 


Victor  Co.  Sales  for  Past 

Year  Total  $48,664,000 

1926  Proved  to  Be  Second  Largest  Year  in  the 
History  of  Victor  Talking  Machine  Co. — Pub- 
lic Paid  About  $100,000,000  for  Products 


Harold  Rieder  • 

was  born  in  Dexter,  Mich.,  in  1894,  and  studied 
at  the  Michigan  State  Normal  College  Conserv- 
atory. From  1914  to  1917  Mr.  Rieder  was  or- 
ganist at  the  Woodward  Avenue  Presbyterian 
Church  and  from  1916  to  1918  was  director  of 
the  Adrian  College  Conservatory.  In  1919,  after 
being  discharged  from  the  United  States  Army, 
Mff  Rieder  became  instructor  in  music  theory 
at  Michigan  State  Normal  College.  His  first 
theatre  position  was  at  the  Majestic  in  Detroit. 
From  there  he  came  to  New  York,  where  he 
was  engaged  first  at  the  Rivoli,  then  at  the 
Criterion. 


Sales  of  Victor  merchandise  for  the  year  1926 
amounted  to  $48,664,000,  according  to  a  state- 
ment recently  issued  by  the  Victor  Talking  Ma- 
chine Co.,  which  is  following  a  policy  of  making 
public  all  essential  facts  concerning  the  busi- 
ness for  the  information  of  investors.  This  is 
the  first  official  disclosure  of  a  year's  sales  ever 
made  by  the  company  and  the  new  policy  was 
inaugurated  following  the  placing  of  Victor 
stock  on  the  market  for  ownership  by  the  public. 

The  total  reached  in  1926  was  the  second 
largest  ever  reached  in  the  history  of  the  com- 
pany, being  exceeded  by  1921,  when  a  total  of 
$51,281,276  in  sales  was  reached.  It  was  fur- 
ther stated  that  business  for  the  last  quarter  of 
the  year  reached  a  total  of  $16,077,000. 

Of  the  $48,000,000  total  approximately  $40,- 
000,000  represents  sales  of  Victor  talking  ma- 
chines and  records  as  previous  figures  of  com- 
bination radio  and  talking  machine  sales  placed 
the  total  at  $17,000,000,  list  prices.  The  popu- 
larity of  the  Orthophonic  instruments  and  rec- 
ords may  be  estimated  when  it  is  taken  into 
consideration  that  with  the  trade  mark-up  the 
amount  of  money  which  the  general  public  paid 
for  the  products  during  the  first  full  year  of 
the  new  instrument's  manufacture  approximated 
$100,000,000. 


Pathe  Demonstration  Record 


Join  Freed-Eisemann  Staff 


Leslie  G.  Thomas,  formerly  in  charge  of  pro- 
duction and  tests  in  the  Fada  organization,  has 
joined  the  Freed-Eisemann  Radio  Corp.,  Brook- 
lyn, N.  Y.,  as  executive  in  charge  of  the  plant, 


In  order  that  the  buying  public  may  become 
familiar  with  its  new  type  of  recording,  the 
Pathe  Phonograph  &  Radio  Corp.,  Brooklyn, 
N.  Y.,  has  announced  a  new  demonstration 
record  to  be  sold  for  ten  cents.  This  is  a  double- 
faced  recording. 


The  Latest — Most  Efficient 
Product  of  Its  Kind  on  the  Market 


The  ^1IM*>  Socket 
"A  &  BM  Power  Unit 

consists  of  a  six-volt  storage  battery  with  a  capacity 
of  forty  ampere  hours;  also  an  Acme  B  Power  Supply 
Unit,  a  Two-Rate  Acme  Trickle  Charger  giving  ]/2  and 
iy2  amperes  (this  being  controlled  by  a  toggle  switch), 
and  the  Acme  Automatic  Control  Switch. 

Attractive  Container 

These  units  are  enclosed  in  a  permanently  attractive  steel  case  finely  finished  with  crystal- 
lacquer.    Bulbs  for  both  the  charger  and  B  Eliminator  together  with  the  necessary  cord 
and  sockets  are  included. 

Acme  "A  &  B"  Power  Units  will  keep  the  battery  on  any  Radio  Receiving  Set  properly 
charged  regardless  of  the  number  of  tubes  in  the  set.    Automatic  in  operation.  Controlled 

by  switch  at  set. 

Type  AB-1  complete,  ready  to  operate,  lists  at 

$67*50        East  of  tbe  Rockle' 

Ask  your  Jobber  or  write  us  for  complete  information  on  our  entire  line  of  Acme  Charging  Equipment. 

THE  ACME   ELECTRIC   and  MANUFACTURING  COMPANY 

1438  Hamilton  Avenue  Cleveland,  Ohio 


New  Reproducing  Principle 
in  Amplion  Grand  Speaker 

Speaker  Is  a  Combination  of  Special  Sound 
Board,  an  Air  Column  and  a  Double-braced 
Cone — Adds  to  Tone  Quality 


An  entirely  new  principle  of  sound  reproduc- 
tion is  employed  in  the  new  Amplion  Grand 
loudspeaker,  according  to  officials  of  the  Am- 


Amplion  Grand  Open 

plion  Corp.  of  America,  New  York.  This  de- 
velopment is  a  combination  of  a  specially  built 
sound  board,  an  air  column  and  a  cone,  result- 
ing in  a  remarkable  depth  of  note,  resonance 
and  natural  tone.  The  cone  is  double-braced, 
and  each  complete  instrument  is  personally 
tested  by  the  Amplion  engineering  staff. 

The  Amplion  Grand,  illustrated  herewith,  both 


Amplion  Grand  Closed 

open  and  closed,  does  not  need  a  power  am- 
plifier, but  functions  perfectly  with  one. 

The  Amplion  officials  are  pointing  out  to  their 
dealers  the  fact  that  a  speaker  of  the  type  of 
the  Amplion  Grand  opens  up  a  new  market  for 
both  receiving  sets  and  Amplions  among  people 
who  have  not  heretofore  considered  radio  re- 
production true  music  because  of  the  quality  of 
the  speaker  used.  The  new  model  is  34  inches 
in  height  and  33  inches  in  width,  and  is  listed 
at  $135.  Competent  engineering  critics  state  that 
the  Amplion  Grand  represents  one  of  the  great- 
est strides  forward  in  the  science  of  radio 
sound  reproduction. 


Long  Distance  Secured  in 
Showing  of  Kolster-Brandes 

An  unusual  experience  in  dealer  demonstra- 
tion was  recently  reported  to  Federal-Brandes, 
Inc.,  by  the  Courier  Radio  Shop,  Hart,  Mich., 
Kolster-Brandes  dealer.  During  a  demonstra- 
tion of  a  Kolster  set  at  the  home  of  a  customer 
in  t he  nearby  town  of  YValkerville  the  dealer 
was  asked  if  the  receiver  could  get  distance. 
He  turned  on  the  power,  slowly  turned  the 
signal  control  and  brought  in  2LO  London  on 
the  loud  speaker.  The  set  was  sold  right  there. 
The  next  night  the  customer  is  reported  to 
have  tuned  in  Sydney,  Australia;  San  Juan, 
Porto  Rico,  and  Havana,  Cuba.  A  sworn  affi- 
davit detailing  these  results  is  now  in  the  pos- 
session of  Federal-Brandes,  Inc.,  in  New  York 


The  Radio  Corp.  of  the  Philippines,  a  subsid- 
iary of  the  Radio  Corp.  of  America,  recently 
opened  a  large  broadcasting  station  at  Manila 
using  the  call  letters  KZRM. 
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Model  AC-9 
7  Tube,  2  Dial,  Batteryless 

This  two  dial  control  set  is  designed  especially 
for  AC  power,  for  use  with  the  Amrad  AB&C 
Power  Unit.  Easily  operated,  marvelous  se- 
lectivity. Furnished  with  Power  Unit  but 
without  tubes. 


$142 


Console  Model  $192 


Model  S-733 

7   Tube,   2   Dial,  Battery  Type 

Owners  of  this  Amrad  Neutrodyne  report 
complete  satisfaction.  High  ratio  vernier  con- 
trols simplify  tuning.  Volume  is  controlled 
by  a  single  adjustment.  Beautifully  designed 
cabinet  finished  in  two-toned  mahogany.  With- 
out accessories, 


$77 


Console  Model  $127 


H 

1  tube  J^eutrodynes  of  Quality  and  'Precision 


/j  MRAD  Neutrodynes  are  built  with  the  great 
Q^^Z  est  skill  and  precision.  Each  set  must  pass 
certain  high  standard  tests  before  it  leaves  the  factory 

The  great  skill  and  engineering  feats 
of  the  Amrad  Laboratories  are  manifest 
in  the  circuit  as  well  as  in  the  beautifully 
designed  cabinets. 

Produced  under  mass  production 
methods  influenced  by  Powel  Crosley,  Jr., 
combined  with  Amrad's  engineering  skill, 
these  genuine  neutrodynes  are  the  great- 
est values  on  the  market. 


The  console  model,  AC-9-C,  is  an  un- 
ilsual  value.  It  is  a  7-tube  set  with  two- 
dial  control.  All  the  necessary  power 
is  furnished  by  the  Amrad  AB&C 
Power  Unit,  an  efficient  power  supply 


"B"  Eliminator 

Will  furnish  B  current  voltages 
22Vi,  30  or  45,  69,  90,  135  or 
180.  Maximum  volts,  180  at  50 
mils.  Unit  is  housed  in  a  metal 
cabinet  and  finished 
in  black  enamel  


tested  under  actual  home  conditions  for  more  than  a 
year  and  operating  from  AC  currents,  100-120  volts, 
60  cycle.    No  trickle  charger  is  concealed  in  this  unit. 

No  more  power  supply  troubles.  Just 
snap  the  switch  and  the  set  is  in  full 
operation.  The  cabinet  is  of  beautiful 
two-toned  mahogany  finished,  with  the 
genuine  Crosley  musicone  built  in.  This 
is  a  wonderful  value  at  $192,  with  the 
power  unit,  but  without  the  tubes. 

W rite  Dept.  1C1  for  descriptive 
literature  and 
information 

Amrad  Corporation 

Medford  Hillside,  Mass. 


$35 


^Efficient  5tuhe  genuine  Isfeutrodynes,  unsurpassed 
in  the  radio  market  anywhere  at  this  price  / 


$125 


Model  S-522 
5  Tube,  3  Dial,  Battery  Type 

Amrad  quality  is  again  exemplified  in  this 
beautifully  made  and  proportioned  set.  The 
simple,  yet  elegant  lines  of  this  set  are 
pleasing  to  the  eye.  Actual  reports  of 
performance  are  remarkable.  Simple  to 
tune  and  easy  to  operate.     Also  made  in 

Console  Model   $110 


Model  AC-5 
5  Tube,  3  Dial,  Batteryless 

A  compact  efficient  set  delivering  the  ut- 
most in  radio  enjoyment  at  the  lowest  pos- 
sible cost.  No  batteries  to  fuss  with. 
Operates  direct  from  light  current.  Unusual 
selectivity,  volume,  and  tone  make  this  the 
greatest  neutrodyne  value  on  the  market. 

Console  Model   $175 
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Outlines  Plan  for  Showing 

the  Automatic  Victrola 


Roy  E.  Forbes,  Manager  of  Sales  of  Victor 
Talking  Machine  Co.,  Urges  Dealers  to  Dem- 
onstrate to  Secure  Best  Results 


In  a  recent  letter  to  Victor  dealers  Roy  E. 
Forbes,  manager  of  sales  and  merchandise  of 
the  Victor  Talking  Machine  Co.,  outlined  the 
manner  in  which  the  Automatic  Orthophonic 
Victrola  is  to  be  introduced  and  urged  dealers 
to  avail  themselves  of  the  opportunity  of  using 
this  instrument  to  bring  profits  to  their  stores, 
not  only  from  its  sales,  but  through  the  interest 
it  will  create  in  the  entire  Victor  line.  In  part 
Mr.  Forbes  said: 

"Demonstration  is  the  keynote  .  .  .  just  as 
it  was  when  the  Orthophonic  Victrola  was  pre- 
sented in  November,  1925.  Demonstration  will 
sell  Automatic  Orthophonic  Victrolas  .  .  .  and 
out  of  the  vast  amount  of  interest  which  the 
Automatic  model  will  arouse,  all  models  of  the 
Orthophonic  Victrola  will  sell  .  .  .  with  a  cor- 
responding increase  in  record  sales. 

"Nothing  that  we  could  do  at  this  time  could 
possibly  have  so  much  influence  on  the  public 
as  this  Automatic  Orthophonic  Victrola.  The 
way  in  which  it  is  presented  and  the  manner  in 
which  you  follow  it  up  will  have  a  very  definite 
bearing  on  your  1927  general  volume.  We  are 
backing  it  up  with  one  of  the  most  extensive 
and  elaborate  promotional  campaigns  in  the 
history  of  the  business. 

"The  first  step  in  the  sales  campaign  is  to 
present  this  instrument  before  private  and  semi- 
private  groups  of  the  most  influential  citizens 
in  the  community — before  the  press — prior  to 
Opening  Day  on  March  21,  when  the  instru- 
ment will  be  available  for  display  and  demon- 
stration in  dealers'  stores. 

"To  assist  you  in  shaping  your  campaign,  you 
will  have  a  balanced  assortment  of  'selling  ma- 
terial'— a  large,  brilliantly  colored  window  dis- 
play on  the  Automatic  instrument;  ready-made 
ads;  invitation  forms  to  invite  your  leading  cit- 
izens to  pre-showings  of  this  instrument;  the 
complete  sales  plan  outlined  to  3rou  in  a  special 
issue  of  the  'Voice  of  the  Victor.' 

"While  you  are  working — our  great  national 
newspaper  and  magazine  campaign  will  break 
with  a  tremendous  force.  Our  car  cards  will 
carry  the  Automatic  Victrola  message  to  mil- 
lions of  people  .  .  .  our  men,  working  in  co- 
operation with  wholesalers,  will  be  available  to 
assist  you  in  giving  demonstrations  of  this  in- 
strument to  your  public  both  before  and  after 
Opening  Day.  Keep  in  close  touch  with  your 
wholesaler  ...  he  will  assist  you  in  every  pos- 
sible way." 


Model  AC  15 

THE  AMPLION  GRAND 

List  Price  $135 

This  remarkable  Instrument  utilizes  a  new  principle  of  radio  repro- 
duct t on — a  combine Hon  of  soundboard,  a i r- column  and  cone,  Ln  a 
handsome  walnut  cabinet,  34"x33"xl8H". 

Every  Ampllon  Grand  Is  a  laboratory  model,  personally  tested  and 
appro  red  by  Amp  11  on 'a  Chief  Engineer. 

[ANOTHER  NOTEWORTHY  SUCCESS!  ~| 
The  AmpMon  Cone,  Model  AC-12  $30  I 
A  proven  success  because  It  has  established  a  nen  I 
standard  ln  radio  reception  1  J 
Amplion  Reproducers  from  $12  to  $135 
Place  an  order  with  your  jobber  today 
THE    AMPLION    CORPORATION    OF  AMERICA 
Suite  C,  280  Madison  Ave.              -             .             New  York  City 
The  Amplfon  Corporation  of  Canada  Ltd..  Toronto,  Ont. 


1 


Stewart- Warner  Makes  Fine 
Business  Report  for  1926 

Net  Profits  for  Year  Shown  as  $5,108,886  After 
All  Charges — Equals  $8.51  on  Company's  Cap- 
ital Stock — Controls  Nine  Plants 


The  annual  report  of  the  Stewart-Warner 
Speedometer  Corp.,  Chicago,  the  most  compre- 
hensive in  the  history  of  the  company,  reveals 
a  record  working  capital  position  with  a  ratio 
of  current  assets  to  current  liabilities  of  seven 
to  one,  as  compared  with  an  average  of  six  to 
one  for  the  last  seven  years,  and  with  a  ratio 
of  two  and  one-half  to  one  in  1926. 

Net  profits  for  the  year  ended  are  shown  as 
$5,108,886  after  depreciation,  federal  taxes  and 
all  other  charges.  This  is  equal  to  $8.51  a  share 
on  599,990  outstanding  shares  of  the  company's 
capital  stock. 

As  of  December  31,  1926,  the  balance  sheet 
shows  a  net  working  capital  of  $12,277,041,  as 
compared  with  $11,957,444  in  1925,  and  $7,240,- 
170  two  years  ago. 

The  Stewart-Warner  Speedometer  Corp.  to- 
day has  a  total  of  nine  plants  situated  at  Chi- 
cago, Bridgeport,  Meriden,  Conn.;  Newark,  N. 
J.;  Belleville,  Ont.,  and  San  Domingo,  West 
Indies.  These  plants  comprise  over  two  million 
square  feet  of  space  and  together  with  the  sales 
and  service  organizations  require  the  services 
of  approximately  nine  thousand  employes. 

The  largest  growth  of  the  firm  has  occurred 
in  practically  the  past  ten  years,  and  the  plant 
capacity  to-da}-  is  four  times  as  large  as  in  1916. 
Working  capital  has  increased  five  times,  tan- 
gible assets  have  multiplied  about  five  times, 
while  annual  earnings  have  more  than  doubled. 

C.  B.  Smith,  president  of  the  corporation,  in 
a  letter  to  stockholders,  discloses  some  inter- 
esting data  concerning  the  diversified  activities 
and  products  of  the  company.  The  letter  is 
reproduced  herewith: 

"The  present  corporation  was  organized  in 
November,  1912,  to  succeed  a  business  started 
in  1906.  While  originally  a  manufacturer  of 
automobile  accessories,  it  now  produces  a 
widely  diversified  line  of  products  and  holds  an 
outstanding  position  of  leadership  in  seven 
branches  of  industry.  Concurrently  with  the 
acquisition  and  development  of  its  manufac- 
turing properties,  the  corporation  has  enlarged 
and  broadened  its  own  and  controlled  selling 
facilities,  these  additions  to  assets  and  earning 
capacity  being  accomplished  largely  through  re- 
investment of  earnings.  The  rapidity  of  its 
growth,  most  of  which  occurred  in  the  last 
ten  years,  is  shown  by  the  fact  that  its  plant 
capacity  to-day  is  about  four  times  as  large  as 
in  1916.  Working  capital  has  increased  five 
times;  tangible  assets  have  multiplied  about  five 
times,  while  annual  earnings  have  more  than 
doubled.  Radio  sets  and  equipment  is  a  new 
line  added  in  1925  that  holds  material  promise 
for  the  future  time. 

"The  establishment  of  authorized  service  sta- 
tions is  a  development  of  1926.  It  is  planned 
to  increase  the  number  of  stations  to  about  500, 
to  the  end  that  Stewart-Warner  will  have  ade- 
quate sales  and  service  stations  in  every  repre- 
sentative town  in  the  United  States.  Anticipat- 
ing what  has  taken  place  in  the  development 
of  a  world  market  for  American  automobiles, 
Stewart-Warner  years  ago  established  and  now 
has  56  distributors  abroad." 


aMPLIOn 


ft 


F.  A.  Schiller,  of  United 
R.  &  E.  Co.,  on  Trade  Tour 

F.  A.  Schiller,  president  of  the  United  Radio 
&  Electric  Co.,  418  Central  avenue,  Newark,  N. 
J.,  manufacturer  of  Ureco  radio  tubes,  is  away 
on  an  eight-weeks'  trade  tour,  visiting  many  of 
the  Ureco  distributors  and  dealers.  Mr.  Schil- 
ler's itinerary  covers  Cincinnati,  Indianapolis,  St. 
Louis,  Kansas  City,  Minneapolis,  Chicago  and 
Detroit.  The  United  Radio  &  Electric  Co.  is 
featuring,  this  season,  its  power  and  rectifier 
tubes. 


II  m  FY'S  GRAPHITE  PHONO 
_  !Z  SPRING  LUBRICANT 

Ilaitr'i  Lubricant  makes  the  Motor  make  food. 
I§  prepared  in  the  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.   Remains  in 

its  original  form  indefinitely. 
Put  up  in  1 .  5,  10.  25  and  50-pound  cans  for  dealers. 
This   lubricant   is   also  put  up  in  4-ounce  cans  to 
retail  al  25  cents  each  under  the  trade  name  of 

FIJRFKA  NOISELESS  TALKING 
mjy^jLMn.   MACHINE  LUBRICANT 

Write  tor  special  proposition  to  jobbers 
1LSLEY-D0UBLEDAY  &  CO.,  229-231  Front  St,  NewYork 


Duane  Wanamaker  With 
Grigsby-Grunow-Hinds  Go. 

Appointed  Director  of  Advertising  and  Sales 
Promotion  of  Chicago  Firm,  Manufacturer  of 
Majestic  "B"  Current  Supply 


The  Grigsby-Grunow-Hinds  Co.,  Chicago,  111., 
manufacturer  of  the  Majestic  "B"  current  sup- 
ply, has  announced  the  appointment  of  Duane 


Duane  Wanamaker 

Wanamaker  as  director  of  advertising  and  sales 
promotion.  Mr.  Wanamaker  was  for  six  years 
Western  manager  of  the  Talking  Machine  Jour- 
nal, with  headquarters  in  Chicago.  Prior  to 
this  connection  he  was  identified  with  various 
publications,  in  charge  of  advertising  and 
merchandising  service,  and  has  also  served  as 
advertising  counselor  for  a  number  of  organiza- 
tions at  various  times. 

The  Grigsby-Grunow-Hinds  organization  has 
extensive  plans  for  the  new  year,  including  the 
expansion  of  its  advertising  efforts,  bearing 
especially  on  plans  for  co-operating  with 
Majestic  distributors  and  retailers.  Mr.  Wana- 
maker is  well  qualified  to  direct  this  campaign, 
for  he  has  been  in  charge  of  various  advertising 
programs  in  his  previous  experience  and  is 
familiar  with  jobbing,  retailing  and  manufac- 
turing activities. 


Announce  New  Geco  Tube 


Providence,  R.  I.,  March  8. — The  C.  E.  Mfg.  Co., 
Inc.,  maker  of  Ceco  radio  tubes,  has  issued  an 
announcement  of  the  latest  addition  to  the 
"Ceco"  family,  which  is  known  as  type  "K",  a 
special  radio  frequency  tube.  It  is  claimed  by 
the  C.  E.  Mfg.  Co.  that  when  this  tube  is  used 
in  the  radio  frequency  stages  of  the  average 
receiver  reception  will  be  "pepped  up." 


Sails  for  England 

John  C.  Jay,  a  partner  in  J.  &  W.  Seligmann 
&  Co.  and  a  member  of  the  Executive  Com- 
mittee of  the  Victor  Talking  Machine  Co., 
sailed  for  England  recently  on  the  "Paris"  to 
confer  with  officials  of  the  Gramophone  Co., 
Ltd.,  in  which  the  Victor  Co.  has  a  controlling 
interest. 


Medical  students  of  the  University  of  Penn- 
sylvania recently  took  notes  when  an  electric 
stethoscope  with  radio  loud  speakers  attached 
amplified  the  human  heart  beat  ten  billion  times, 
it  is  reported. 
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Brilliantone  Steel  Needles  Are 
The  Largest  Selling  Needles  Made! 


Known  and  sold  all  over  the  world! 


Don't  play  with  cheap  needles — par- 
ticularly when  you  can  furnish  your  cus- 
tomers genuine  Brilliantone  Steel  Needles 
and  make  a  substantial,  worth  while 
profit ! 


Stack  up  all  the  cheap  needles  made — analyze  the  sales  of 
so-called  needle  manufacturers  who  are  flooding  the  country 
with  inferior  products. 

Then  check  the  sales  of  Brilliantone  Steel  Needles — the 
old,  established,  tried  and  proved  genuine  quality  needle! 

You'll  find  Brilliantone  outselling  all  others  over  and  over 
again — proof  that  the  quality  dealer  de- 
mands  quality  product — that   he  places 
genuine  satisfaction  ahead  of  price  appeal. 


fim  Tone 

NEEDLES 


UNIFORMITY ! 

Brilliantone  Steel  Needles  are  of 
one  uniform  length,  thickness, 
points  and  TONE!  Made  by  the 
original  makers  of  steel  needles — 
largest  concern  of  its  kind — under 
highest  standard  of  quality.  Nee- 
dles that  you  ought  to  sell! 


FREE! 

If  you  are  not  selling  Brilliantone 
Steel  Needles,  send  coupon  NOW 
for  FREE  assortment.  Try  them  in 
comparison  with  others.  Convince 
yourself  of  Brilliantone's  superior- 
ity. Cut  out  and  mail  coupon  NOW ! 


Brilliantone  Steel  Needle  Co. 
of  America,  Inc. 

370  Seventh  Ave.,  New  York  City 
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Raytheon  Tube 
"B"  Eliminator 

With  Switch 

$2goo 


HERE  is  the  new  Sterling 
Raytheon  equipped  Elimina- 
tor for  sets  up  to  six  tubes 
and  for  Radiolas  20,  25  and  28.  In 
addition  to  providing  adjustable 
voltages  for  detector  and  amplifier 
stages,  this  new  model  RT-81  offers 
the  convenience  of  switch  control 
and  guarantees  135  volts  at  20  milli- 
amperes. 

Selling  at  the  remarkably  low  list 
price  of  $28.00,  including  Raytheon 
tube,  this  new  Sterling  is  a  quality 
product  through  and  through.  It 
embodies  the  same  high-grade 
workmanship  as  the  thousands  of 
Sterling  RT-41's  which  have  been 
sold,  but  adds  the  convenience  of 
the  switch  and  the  longer  life  of  the 
Raytheon  tube. 

RT-81  is  truly  a  splendid  selling 
line.  It  enables  you  not  only  to 
talk  Sterling  quality  to  your  cus- 
tomers, but  Raytheon  quality  too, 
together  with  that  all-important 
factor  LOW  PRICE! 

This  is  our  first  announcement  of 
the  RT-81.  Why  not  be  first  in  your 
district  to  display  it.  Phone  your 
source  of  supply  today,  or  write  the 
factory  direct  for  full  particulars. 


"B"  ELIMINATORS 

Raytheon  Equipped 
in  Three  Models 

RT-81  for  Radiolas  and  sets  up  to 
six  tubes   $28.00 

R-99  "B"  Power  Unit  for  multi- 
tube  sets   $45.00 

R-97  "B"  &  "C"  Power  Unit  .  .$55.00 
A  Staling  model  for  fiery  requirement. 

THE  STERLING  MFG.  CO. 

2831  Prospect  Ave.  :  Cleveland,  O. 


Sales  of  More  Expensive  Instruments 

Bring  Up  Revenue  of  Cincinnati  Dealers 

Optimism  Permeates  Trade  as  Good  Business  Continues  Unabated — Demonstration  of  Automatic 
Orthophonic  Victrola  Excites  Wide  Interest — A.  &  N.  Music  Co.  Branch 
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Cincinnati,  O.,  March  8. — Dealers  report  a  sub- 
stantial increase  in  the  demand  for  talking 
machines  and  records,  comparing  the  present 
season  to  the  same  period  of  last  year.  The 
average  sale  is  bringing  a  larger  amount  of 
money  than  it  did  then,  it  is  pointed  out,  this 
being  due  to  the  fact  that  a  larger  percentage 
of  the  customers  are  selecting  the  more  expen- 
sive types  of  instruments.  Practically  all  deal- 
ers report  an  unusually  large  demand  for 
records. 

Automatic  Victrola  Demonstrated 

The  latest  thing  in  the  talking  machine  line 
to  be  shown  in  this  city  is  the  new  Automatic 
Orthophonic  Victrola,  which  plays  twelve 
records  in  succession,  these  being  fed  from  a 
magazine  and  discharged  one  by  one  when  fin- 
ished. This  was  demonstrated  here  in  Hotel 
Gibson,  on  February  23,  by  the  Ohio  Talking 
Machine  Co.,  to  dealers  of  the  city  and  vicinity, 
about  ninety  persons  being  present.  Later  it 
was  demonstrated  by  the  company  to  dealers  in 
Louisville,  Ky. ;  Indianapolis,  Ind.;  Terre  Haute, 
Ind.,  and  Dayton,  O. 

W.  C.  Fuhri  a  Visitor 

Recent  visitors  to  the  local  agency  of  the  Co- 
lumbia Phonograph  Co.,  of  which  Miss  Rose 
Helberg  is  manager,  were  W.  C.  Fuhri,  general 
sales  manager,  of  N.  Y.,  and  R.  J.  Mueller,  dis- 
trict manager,  of  Cleveland.  "The  new  Viva- 
tonal  Columbia  is  moving  splendidly  in  this  city 
and  in  all  parts  of  our  territory,"  said  Miss  Hel- 
berg. "The  demand  for  records  is  very  large,  and 
it  seems  to  be  growing  each  week." 

Starr  Co.  Increases  Display  Space 

The  Starr  Piano  Co.  is  increasing  the  display 
space  in  its  local  store  by  removing  the  demon- 
stration booths  from  the  lower  floor  and  re- 
moving them  to  a  floor  above.  This  makes  avail- 
able for  display  purposes  approximately  double 
the  amount  of  space  there  was  before,  and  a 
generous  portion  of  this  will  be  given  over  to 
the  Starr  line  of  talking  machines.  "The  Gen- 
nett  Electro  Beam  record  has  met  with  sudden 
and  great  approval,  and  the  demand  for  it  is  in- 
creasing every  day,"  said  W.  M.  Purnell. 
George  P.  Gross  Optimistic 

"Conditions  are  better  than  they  were  at  this 
time  last  year;  business  is  on  the  up-grade  and 
prospects  seem  very  bright,"  stated  George  P. 
Gross,  head  of  the  Geo.  P.  Gross  Co.  "Talking- 
machines  are  in  good  demand,  especially  the 
more  expensive  models.  There  is  an  excellent 
demand  for  records,  which  shows  that  owners 
are  using  their  machines  all  the  time,  and  not 
merely  having  them  in  the  house  as  an  orna- 
ment." 

A.  &  N.  Music  Co.  Opens  Branch 

A  new  talking  machine  store  has  been  opened 
in  Norwood  by  the  A.  &  N.  Music  Co.,  which 
is  operated  by  William  N.  Appel.  This  makes 
the  fourth  store  in  the  company's  chain,  it  hav- 
ing others  at  517  West  Sixth  street,  904  East 
jMcMillan  street,  Walnut  Hills,  and  821  Mon- 
mouth street,  Newport,  Ky. 

Brunswick  Shop  Adds  Gulbransen 

The  Brunswick  Shop,  operated  by  Louis  H. 
Ahaus,  is  no  longer  an  exclusive  talking  machine 
and  record  store,  as  it  is  now  handling  the  Gul- 
branscn  piano,  a  small  grand  and  a  special 
player.  "This  extension  of  our  business  activ- 
ities will  imt  be  allowed  to  interfere  with  our 
talking  machine  and  record  trade,"  explained 
Mr.  Ahaus. 

Fire  in  Chubb-Steinberg  Shop 
\  mysteripus  fire  broke  out  in  the  basement 
of  tin-  Chubb-Steinberg  Music  Shop  the  night  of 
February  24,  but  the  flames  were  extinguished 
before  a  great  amount  of  damage  was  done  up- 
. stairs  in  the  store,  and  business  was  not  seri- 
ously interrupted.    According  to  the  fire  mar- 


shal, the  fire  started  in  five  different  places,  and 
for  this  reason  it  is  thought  that  it  was  the 
work  of  an  incendiary.  The  store  is  owned 
by  Howard  L.  Chubb  and  Ely  Steinberg,  neither 
of  whom  could  think  of  a  person  who  would 
wish  to  injure  them  by  such  an  act.  The  loss  is 
estimated  to  be  in  the  neighborhood  of  $1,500. 


Ethel  Leginska  to  Record 

for  Columbia  Exclusively 

World-Famous  Pianist  and  Composer  Signs 
Contract  to  Make  Piano  Recordings  for  Co- 
lumbia Catalog — Exclusive  Artist 


Ethel  Leginska,  recognized  universally  as  one 
of  the  greatest  women  pianists,  recently  made 
her  first  recording  of  piano  solos  for  the  Co- 
lumbia Phonograph  Co. 

Leginska  was  born  in  Hull,  England.  At  an 
early  age  she  went  to  Germany  for  her  pianistic 


Ethel  Leginska 

education,  later  becoming  a  favored  pupil  of  the 
great  Leschetizky  in  Vienna.  When  she  re- 
turned from  her  studies  on  the  Continent  to 
England  to  make  her  debut  and  start  what  has 
since  proved  to  be  a  sensational  career,  she 
won  a  veritable  triumph  from  the  first,  a  tri- 
umph that  has  since  taken  her  all  over  Europe 
and  America  until  her  name  and  fame  have  be- 
come international. 


William  L.  Jacoby  Elected 

President  of  Kellogg  Co. 

Kellogg  Switchboard  &  Supply  Co.  Announces 
Election  of  Widely  Known  Banker-Engineer 


William  L.  Jacoby,  for  the  past  eight  years 
vice-president  of  A.  G.  Becker  &  Co.,  Chicago, 
1!!.,  a  well-known  investment  banking  house, 
was  elected  president  of  the  Kellogg  Switch- 
board &  Supply  Co.,  Chicago,  on  March  3.  Mr. 
Jacoby  has  for  many  years  been  an  important 
figure  in  banking,  financial  and  engineering 
circles,  and  his  activities  in  these  fields  give 
him  exceptional  qualifications  to  function  as  the 
head  of  one  of  the  most  prominent  manufactur- 
ing" organizations  in  the  Middle  West.  Mr. 
Jacoby  was  graduated  from  Lehigh  University 
as  mechanical  engineer,  and  for  many  years  was 
engaged  in  the  steel  business,  being  associated 
with  the  Latrobe  Steel  Co.,  Latrobe  Steel  & 
Coupler  Co.,  and  the  Inter-Ocean  Steel  Co.  He 
organized  the  latter  company,  designed  and 
built  its  plant  in  co-operation  with  the  famous 
engineer  Julian  Kennedy,  and  was  president  up 
to  the  time  of  the  sale  of  the  property  to  the 
Railway  Steel  Spring  Co. 

Later  Air.  Jacoby  was  engaged  in  special  en- 
gineering work  for  various  prominent  concerns 
and  individuals  in  the  business  world,  and  then 
became  president  of  the  Hewitt  Motor  Truck 
Co.  and  of  the  American  District  Telegraph  Co. 
and  its  subsidiaries.  He  left  the  latter  company 
to  become  associated  with  A.  G.  Becker  &  Co., 
which  connection  brought  him  into  intimate  re- 
lations with  various  industrial  activities,  includ- 
ing the  presidency  of  an  agricultural  implement 
company,  the  head  of  an  automobile  manufac- 
turing company  and  other  executive  capacities. 
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Hohner  Harmonicas 
and  Accordions  Again  Win 

Highest  Honors 


"World's  Best"  Reed  Instruments  Awarded 
Grand  Prix  at  Sesqui'Centennial 


JgY  maintaining  the  high  standard 
established  more  than  seventy 
years  ago — a  standard  of  quality  and 
excellence  that  has  won  meritorious 
recognition  for  Hohner  products  at 
all  world's  fairs  in  the  past — M. 
Hohner,  Inc.,  has  again  won  high- 
est honors. 

In  awarding  the  Grand  Prix  at  the 
Sesqui-Centennial  International  Ex- 
position in  Philadelphia,  the  Jury  of 
Awards  not  only  conferred  the  high- 
est honors  within  its  power  to  be- 


stow upon  a  musical  instrument,  but 
in  so  doing  testified  to  the  superior 
quality,  perfect  construction  and  ex- 
cellent workmanship  of  the  Hohner 
products. 

It  should  be  a  matter  of  genuine 
satisfaction  to  the  dealer  to  know 
that  in  selling  Hohner  merchandise 
he  is  selling  musical  instruments  that 
enjoy  the  largest  popular  demand 
and  that  give  to  him  and  to  his  cus- 
tomers the  highest  possible  quality 
that  money  can  buy. 


M.  HOHNER,  Inc.,  Dept.  72,  114  East  16th  St.,  New  York 

Canadian  Address:  Hough  &  Kohler,  468  King  Street,  W '.,  Toronto 


Faseination 

Inspiration 

Education 

Entertainment 

Accuracy 


HOHNER 


Health 

Portability 

Durability 

Convenience 

Popularity 
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Tangible  Proof  of  the 

ARTONE 

Portables— Table  Models 


Shipments  January  1927 

231% 

over  January  1926 

Investigate  this  High  Quality,  Qroiving  Line 


Artone  No.  79 
Two  Tone  Brown  Finish 


$85 


Artone  No.  1  $30 

Adopted  100%  for 
Smaller  Artone  Models 


1927  JUNIOR 
FLYER 
MOTORS 


Designed  and  Manufactured  hy 

The  General  Industries  Company 

ELYRIA,  OHIO 

Formerly  named  The  General  Phonograph  Mfg.  Co. 


BERG  A,  T.  &  S.  CO. 
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Merit  and  Popularity  of 

PRODUCTS 


Large  Models 

Shipments  February  1927 

240% 

over  February  1926 

Investigate  this  High  Quality,  Qrotving  Lir.e 


Artone  No.  8  $15 

Estimate  Using  100,000 
Flyer  Motors  in  1927 


Artone  No.  125 
Two  Tone  Brown  Finish 


$125 


IMPROVED 
FLYER 
MOTORS 


Designed  and  Manufactured  by 

The  General  Industries  Company 

ELYRIA,  OHIO 

Formerly  named  The  General  Phonograph  Mfg.  Co. 


Long  Island  City,  N.  Y* 


90 


THE    TALKING    MACHINE  WORLD 


March,  1927 


Toledo  Talking  Machine  Dealers  Turn 

to  Demonstrations  as  Sales  Stimulant 

Trade  Factors  Realize  That  Constant  Demonstrations  of  the  Latest  Instruments  Are  Certain  to 
Create  an  Interest  That  Reacts  to  Their  Advantage  in  Increased  Sales 


Toledo,  O.,  March  8. — Leading  dealers  here 
realize  that  the  Brunswick  Panatrope,  Victor 
Orthophonic  and  Columbia  Viva-tonal  machines 
need  to  be  demonstrated  to  a  larger  number  of 
persons  if  they  are  to  receive  the  patronage 
which  such  outstanding  instruments  deserve. 
Therefore  Spring  campaigns  will  center  upon 
demonstrations.  Machines  will  be  placed  in 
homes  on  trial  and  in  every  available  public 
place  for  demonstration.  Newspapers  and  direct 
mail  will  assist  in  putting  over  the  sales  effort. 
The  new  Automatic  Orthophonic,  recently 
shown  for  the  first  time  to  dealers,  will  be 
woven  into  the  promotion  plan.  Retailers  be- 
lieve such  intensive  work  will  arouse  a  great 
deal  of  new  interest  in  the  phonograph. 

Toledo  Association  Organized 

The  Toledo  Radio  Trades  Association  was 
organized  recently  at  a  meeting  in  the  Elks 
Club.  Membership  is  made  up  of  retailers  and 
wholesalers.  Officers  are  Harold  G.  Miehls, 
president;  A.  R.  Oberwegner,  vice-president, 
and  Clifford  Johnson,  secretary  and  treasurer. 
According  to  Mr.  Johnson,  the  purpose  of  the 
Association  is  to  better  radio  conditions  in  gen- 
eral. *Much  constructive  work  has  already  been 
started. 

Selling  Many  Combination  Instruments 

The  Lion  Store  Music  Rooms  are  selling 
Lombinations  to  customers  in  the  well-to-do 
middle  class.  Demonstrations  of  the  Ortho- 
phonic are  being  carried  on  vigorously — ma- 
chines are  placed  in  homes  and  public  places  on 
trial.  The  department  is  selling  a  large  num- 
ber of  semi-classical  records.  Record  meetings 
are  held  each  Thursday  morning  when  sales- 
girls are  instructed  in  the  art  of  selling  more 
and  better  discs. 

L.  S.  Talbert  and  A.  J.  Pete,  merchandising 
manager  of  the  store,  attended  the  demonstra- 
tion of  the  Automatic  Victrola  as  the  guests 
of  the  Chicago  Talking  Machine  Co.  at  the 
Hotel  Congress  in  Chicago.  Invitations  will  be 
mailed  to  a  list  of  6,000  to  hear  the  new  instru- 
ment at  the  store  as  soon  as  it  is  upon  the 
floors. 

R.  C.  Elwell  Succeeds  E.  A.  Kopf 

Robert  C.  Elwell  has  succeeded  E.  A.  Kopf, 
resigned,  as  manager  of  the  talking  machine 
and  radio  departments.  Sales  in  each  division 
for  the  first  two  months  of  the  year  are  ahead 
of  the  same  period  of  1926,  it  is  said. 

R.  C.  Elwell  and  W.  W.  Baillie  attended  the 
demonstrations  of  the  Automatic  Victrola  at 
the  Wade  Park  Manor,  Cleveland,  where  a  din- 
ner was  given  to  visiting  dealers  by  the  Cleve- 
land Talking  Machine  Co. 

Grinnell  Bros.  Promote  Opera 

Grinnell  Bros,  are  devoting  a  large  part  of 
their  time  and  effort  to  promoting  the  Chicago 
Civic  Opera  Company,  which  is  appearing  at 
the  Masonic  Temple  tn  Detroit  this  week.  Rec- 
ords of  the  artists  as  well  as  the  entire  per- 
sonnel of  the  group  are  given  prominence  in 
window  settings.  The  new  1225  spring-drive 
Victor  Elcctrola  is  featured  in  window  exhibits. 

Charles  Bell  and  Harry  J.  Reeves  attended 
the  Grinnell  demonstrations  of  the  Automatic 
at  the  Hotel  Statler  in  Detroit.  Robert  Hig- 
gins  is  a  new  member  of  the  sales  staff  here. 
The  firm  does  a  large  volume  of  business  with 
schools  and  educational  institutions  of  various 
types. 

Adds  to  Sales  Personnel 

The  Whitney-Blaine-Wildermuth  Co.,  Bruns- 
wick and  Victor  dealer,  has  added  Fred.  Carter 
and  Herbert  Gade  to  the  sales  staff.  According 
to  Henry  C.  Wildermuth,  treasurer,  the  Spring 
sales  drive  on  phonographs  and  radio  is  under 
way.  C.  E.  Coe  is  in  charge  of  the  radio  sec- 
tion. Posters  and  streamers  of  late  records  arc 
employed  in  colorful  window  combinations  here. 


Irish  records,  on  account  of  the  approach  of  St. 
Patrick's  Day,  are  featured.  Mr.  Wildermuth, 
John  Gade  and  Herbert  Gade  attended  the 
Automatic  demonstration  in  Detroit,  while 
David  Blaine,  president;  C.  E.  Coe  and  Miss  M. 
Plotkin  visited  Cleveland  to  hear  the  machine. 
Animated  Window  Draws  Crowds 

The  Frazelle  Music  House  benefited  largely 
from  an  animated  record  window.  That  is, 
miniature  figures  of  the  orchestra  propelled  by 
electricity  and  keeping  time  with  the  music  of 
discs  conveyed  to  the  street  through  loud 
speakers,  stopped  scores  of  passers-by.  The 
Sonora  portable  is  given  prominence  in  depart- 
ment displays.  Frank  H.  Frazelle,  president, 
and  Benjamin  Jasper,  sales  manager,  attended 
the  Automatic  Orthophonic  demonstration  fn 
Cleveland. 

Warren  L.  Kellogg  in  New  Post 

Warren  L.  Kellogg  has  been  appointed  repre- 
sentative of  the  Cleveland  Talking  Machine  Co., 
Victor  and  Atwater  Kent  wholesaler  for 
western  and  northwestern  Ohio.  He  has  a  wide 
acquaintance  with  the  music  trade  in  the  terri- 
tory through  his  association  with  the  old. 
Toledo  Talking  Machine  Co. 

United  Music  Store  Busy 

The  United  Music  Store  is  enjoying  an  excel- 
lent radio  and  talking  machine  trade.  Harry 
Skolnick,  in  charge  of  the  radio  department, 
stated  that  the  sale  of  Atwater  Kent  and  Spar- 
ton  sets  is  brisk.  A  St.  Patrick's  Day  window 
with  plenty  of  green  will  feature  Irish  records. 
Plans  Special  Service  for  Dealers 

The  Toledo  Radio  Co.  has  inaugurated  a  spe- 
cial service  for  dealers.  Glenn  Goodsell,  serv- 
ice expert  of  the  Sparks-Withington  Co.,  Jack- 
son, Mich.,  manufacturer  of  Sparton  radios,  is 
covering  the  territory  with  J.  Stanley  Ball.  He 
is  showing  -dealers  how  to  render  high-class 
service  at  a  minimum  cost  and  is  pointing  out 
how  calls  may  be  reduced. 

Charles  H.  Womeldorff,  president,  announces 
that  the  firm  has  added  the  Gypsy  port- 
able made  by  the  Caswell  Mfg.  Co. 

Ties  Up  With  Vitaphone  in  Theatre 

The  J.  W.  Greene  Co.  has  disposed  of  a 
gratifying  number  of  better  records  as  a  result 
of  its  tie-up  with  the  Vitaphone  recently  in- 
stalled in  the  Temple  Theatre.  Attractive  win- 
dow displays  pictured  the  Vitaphone  artists: 
Case,  Elman  and  Martinelli  and  their  record- 
ings. 


G.  J.  Morris,  Yahr-Lange 
Ad.  Manager,  Plans  Campaign 

New  Sales  Promotion  and  Advertising  Manager 
Has  Had  Wide  Experience  in  Advertising  and 
Publicity  Fields — Stresses  Displays 


Milwaukee,  W  is.,  March  5.— Some  of  the  most 
interesting  sales  promotion  plans  of  the"  season 
are  promised  in  the  plans  formulated  by  C.  J. 
Morris,  sales  promotion  and  advertising  man- 
ager of  Yahr-Lange,  Inc.,  who  was  appointed 
to  the  position  the  first  of  the  year. 

Mr.  Morris  is  a  graduate  of  the  University 
of  Wisconsin  school  of  journalism  and  adver- 
tising and  for  the  past  four  years  has  been  asso- 
ciated with  the  Milwaukee  Sentinel  in  charge  of 
the  radio  department,  and  the  educational  de- 
partment of  the  paper.  Previous  to  his  connec- 
tion with  the  Sentinel  Mr.  Morris  was  con- 
nected with  the  Scrips-Howard  Publishing  Co. 
in  the  advertising  department. 

Mr.  Morris  stresses  the  importance  of  window 
displays  in  his  selling  campaign,  and  has  ar- 
ranged that  windows  shall  play  an  important 
part  in  the  March  and  April  sales  drive  which 
Ynhr-l.an(?e,  Inc..  is  putting  on.    The  billboard 


campaign  on  the  Yahr-Lange  Super-Ball  an- 
tenna which  was  put  on  in  Chicago  was  directed 
by  Mr.  Morris,  and  he  states  that  a  similar  proj- 
ect will  be  put  over  in  the  entire  country. 

Yahr-Lange,  Inc.,  is  also  specializing  in  a 
strong  dealer-merchandising  service  under  Mr. 
Morris'  direction.  Many  of  these  are  contained 
in  the  new  catalog  sheets  which  have  been  pub- 
lished and  which  are  being  sent  to  dealers  to 
supplement  the  other  merchandise  information 
contained  in  the  loose-leaf  catalog  issued  by  the 
company,  and  which  contain  helps  and  sugges- 
tions bearing  on  dealers'  problems  and  intended 
to  actively  aid  them  in  carrying  out  sales  pro- 
motion projects. 


Bond's  Shop  Remodeled 

Nashville,  Texx.,  March  4. — In  preparation  for 
a  greatly  increased  business  in  phonographs  and 
records  Bond's  Graphophone  Shop,  a  large  Co- 
lumbia dealer  of  this  city,  recently  remodeled 
its  entire  store,  adding  considerable  space. 


O.  O.  Scrudder,  proprietor  of  the  Dalton  Mu- 
sic Co.,  Dalton,  Ga.,  was  a  recent  visitor  to  the 
Atlanta  office  of  the  Columbia  Phonograph  Co. 


Unipower  AC-4  {$33.00} 
with  Radiola  20. 

Unipower  AC-6-HA,  for 
201-A  tubes  or their  equiv- 
alent, $42.50. 


Power  Operation 
for  RADIOLAS 

Itywyou  can  meet  the  demand 
for powerhing  Radiola  20 

UNIPOWER  AC-4  for  "A"  power  in  Radiolas 
means  one-switch  operation  of  set  and  power 
combined — whether  a  "B"  eliminator  or  batteries 
are  used. 

Unipower  is  easy  to  install  —  far  easier  than 
complicated  battery -charger -switch  combina- 
tions. In  Unipower  these  elements  are  concen- 
trated in  one  compact  unit — especially  designed 
to  fit  in  the  restricted  space  of  Radiola  consoles. 

A  special  connection  on  Unipower  makes  it 
possible  to  attach  a  "B"  eliminator,  so  that  both 
"A"  and  "B"  power  may  be  controlled  by  the 
Unipower  switch  which  also  takes  the  place  of 
the  Radiola  set  switch. 

Just  now  Unipower  makes  a  particularly  at- 
tractive combination  with  Radiola  20. 

Write  us  or  your  jobber  for  full  details.  Gould 
Storage  Battery  Co.,  Inc.,  250  Park  Ave.,  N.  Y.  C. 

Unipower  is  manufactured  by  the  makers  of  the  famous 
Gould  Batteries  for  automobiles,  submarines,  railways, 
farm-lighting,  fire  alarm  service  and  emergency  city-power. 

U1 

A    M.    GOULD  PRODUCT 
AUTOMATIC  "A"  POWER  WITH  "B"  POWER  CONTROL 
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SUPER-HARMONIC 


TRADE  MARK 

PORTABLES 


RIVALING  IN  TONE  THE 
LARGE  PHONOGRAPHS 


IN  the  SUPER-HARMONIC  Portable  we  have  in- 
corporated the  highest  developments  of  engineering 
skill  and  acoustical  science  which  heretofore  were  only 
obtainable  in  the  large  and  expensive  cabinet  type 
phonographs. 


THE  SUPER-HARMONIC 
produces  the  new  broad 
tones  with  that  super-clarity 
and  definition.  The  entire  range 
of  musical  sound  held  in  per- 
fect balance — solo  or  ensemble 
the  reproduction  is  of  the  ut- 
most fidelity  and  the  result 
when  played  with  either  the 
new  type  or  old  type  records  is 
a  tone  of  great  volume,  warmth 
and  beauty. 

THE  SUPER-HAR- 
MONIC in  point,  size 
—compactness  and  weight 
is  ideal  and  sells  at  a  price 
no  higher  than  the  OLD 
TYPE  portables. 


Entire  U.  S. 
Slightly  higher  in 
Canada 


Colors:  Black,  Blue,  Gray,  Green  and  Maroon 

Powerful  motor — all  brass  gooseneck  throwback  tone 
arm.  Covered  with  the  finest  materials  in  newest 
grains — three 'ply  wood  boxes — hardware  of  the  best. 

SUPER-HARMONIC  SOUND  BOX 

The  Super-Harmonic  Sound  Box  is  new  in  construction — made  entirely  of 
brass — there  are  no  screws,  loose  parts  or  springs  to  get  out  of  adjustment 
and  will  last  indefinitely.  We  claim  greater  volume  of  tone  without  blasts — 
equip  the  old  type  phonographs  with  this  sound  box  and  you  will  be  as- 
tounded at  the  character  of  its  tone. 


Finished  in  nickel 
and  oxidized   


$8.00 


Gold  plate 


$10.00 


JOBBERS— DEALERS:  WRITE  FOR  SAMPLES,  DISCOUNTS, 
TERRITORY  NOW— IMMEDIATE  DELIVERIES. 

Not  Assemblers,  Every  Part,  Excepting 
Motors,  Made  in  Our  Oivn  Plant 


Super-Harmonic  Corp.  of  America 


BRIDGETON,  N.  J. 


G.  Warren  Baker,  President,  and  Duryea  Bensel,  Chief  Engineer 
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ifnIIADELPHIA 


and 

IPCALIiy 


Introduction  of  Automatic  Orthophonic 

Featured  the  Month  in  Quaker  City 

Dealers  Throughout  the  Entire  Quaker  City  Territory  Enthusiastic  Over  New  Instrument— Ad- 
dresses by  Victor  Executives  and  Local  Wholesalers — News  of  the  Month 


Philadelphia,  Pa.,  March  4. — Victor  dealers 
throughout  the  entire  territory  served  by  Phila- 
delphia gathered  at  the  Bellevue  Stratford  Hotel 


Louis  Buehn 

of  this  city,  on  February  16,  as  the  guests  of  the 
Philadelphia  Victor  Distributors,  Inc.,  and  H. 


A.  Weymann  &  Son,  Inc.,  Victor  distributors, 
for  the  first  presentation  of  the  new  Automatic 
Orthophonic  Victrola.  The  morning  business 
session  was  opened  by  a  speech  of  welcome 
made  by  Louis  Buehn,  president  of  Philadel- 
phia Victor  Distributors,  Inc.,  who  welcomed 
the  attending  dealers  on  behalf  of  the  Victor 
Talking  Machine  Co.,  H.  A.  Weymann  &  Son, 
Inc.,  and  the  Philadelphia  Victor  Distributors, 
Inc.  Mr.  Buehn  touched  upon  the  happenings 
in  the  Victor  field  during  the  last  two  years 
and  presented  as  the  keynote  of  the  day's  ses- 
sion a  trinity  composed  of  th«  factory,  the 
dealer  and  the  distributor.  In  the  promotion 
of  sales  of  Victor  products,  he  pointed  out,  the 
responsibility  was  equally  divided  between  the 
factory,  the  dealer  and  the  distributor  and  the 
equally  whole-hearted  application  of  effort  on 
the  part  of  each  was  a  prime  necessity  for  the 
best  results. 

H.  W.  Weymann,  head  of  H.  A.  Weymann  & 
Son,  Inc.,  Victor  distributors,  was  the  next 
speaker.  He  presented  to  the  Victor  dealers 
Roy  A.  Forbes,  general  sales  manager  of  the 
Victor  Talking  Machine  Co.,  and  in  doing  so 
skillfully  touched  on  the  wonderful  achieve- 
ments of  the  sales  department  under  Mr. 
Forbes'  guidance.  Mr.  Forbes  held  his  audience 
closely  as  he  interestingly  talked  on  the  mer- 
chandising of  Victor  products,  both  instruments 


and  records,  and  in  the  course  of  his  remarks 
touched  upon  the  new  Automatic  Orthophonic 
Victrola. 

Following  the  morning  session  the  two  dis- 
tributors entertained  their  guests  at  luncheon, 
following  which  the  screens  were  removed  and 
the  dealers,  for  the  first  time,  beheld  this  new- 
est product  of  the  Victor  Talking  Machine  Co. 
The  presentation  was  made  in  an  ingenious 


H.  W.  Weymann 

way.    On  each  side  of  the  machine  were  two 
easy  chairs,  in  which  were  seated  a  young  man 
(Continued  on  page  94) 


Your  Selling  Plans 

should  feature  the  advantages  of 

The  Orthophonic  Victrola 
Combination  Victrola  and  Radiola 
Electrolas  and  Orthophonic  Records 

Combination  Instruments  will  undoubtedly  grow  in  favor 
this  year  and  any  sales  plan  not  featuring  these  will  fall  far 
short  of  its  complete  possibility. 

Tie  up  with  VICTOR  ADVERTISING  and  BROAD- 
CASTING and  increase  your  Record  Sales 

Philadelphia  Victor  Distributors,  Inc. 

835  Arch  Street,  Philadelphia 
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The  following  fourteen 
manufacturers  are  the  only 
ones  licensed  to  manufac- 
ture Neutrodyne  receivers 
and  the  protective  policies 
maintained  by  the  Hazeltine 
Corporation  and  Indepen- 
dent Radio  Manufacturers, 
Incorporated,  apply  only  to 
the  Neutrodyne  receivers 
made  by  them: 

THE  AMRAD  CORPORATION 

Medford  Hills,  Mass. 

F.  A.  D.  ANDREA,  Inc. 
New  York  City 

CARLOYD  ELECTRIC  &  RADIO 
COMPANY 
Newark,  N.  J. 

EAGLE  RADIO  COMPANY 
Newark,  N.  J. 

FREED-EISEMANN  RADIO 
CORPORATION 
Brooklyn,  N.  Y. 

GAROD  CORPORATION 
Belleville,  N.  J. 

GILFILLAN  RADIO 
CORPORATION 
Los  Angeles,  Cal. 

HOWARD   RADIO  COMPANY, 
Inc. 
Chicago,  111. 

KING-HINNERS  RADIO 
COMPANY,  Inc. 
Buffalo,  N.  Y. 

WM.  J.  MURDOCK  CO. 
Chelsea,  Mass. 

STROMBERG-CARLSON 
TELEPHONE 
MANUFACTURING  COMPANY 
Rochester,  N.  Y. 

R.  E.  THOMPSON 
MANUFACTURING  CO. 
Jersey  City,  N.  J. 

WARE  RADIO  CORPORATION 

New  York  City 

THE  WORK-RITE 
MANUFACTURING  CO. 
Cleveland,  Ohio 

HAZELTINE  CORPORATION 

( Sole  owner  of  "Neutrodyne"  patents  and 
trade-mark ) 

INDEPENDENT  RADIO 
MANUFACTURERS, 
INCORPORATED 

(Exclusive    licensee    of    Hazeltine  Corporation) 
Look  for   this  trade-mark 


OTHER  PATENTS  PENDING 


//  is  your  protection  against  patent  infringement 
liability 


This  stabilizing 
influence . . . 

NEUTRODYNE 


ONE  question  about  radio  is  being  asked 
on  every  hand:  "What  is  a  good  set  to 
buy?" 

That  is  what  the  public  asks  of  those 
who  are  supposed  to  know  the  facts  about 
radio. 

And  more  and  more  is  the  public  being 
told  just  this:  "Get  a  Neutrodyne." 

For  Neutrodyne  the  reliable,  Neutro- 
dyne the  non-interfering,  Neutrodyne  the 
simple  to  operate,  Neutrodyne  the  unique 
and  inimitable,  sets  a  standard  of  per- 
formance for  home  radio.  Engineers  knew 
from  the  beginning  that  without  the  Neu- 
trodyne principle,  Neutrodyne  results — 
which  mean  the  best  possible  results — 
would  not  be  had.  The  public,  through 
bitter  experience,  has  learned  this  at 
first  hand. 

So,  when  you  ask  yourself,  "What  is  a 
good  set  to  sell?"  you  can  make  yourself 
the  answer:  "Get  a  Neutrodyne." 

For  Neutrodyne  has  demonstrated,  in 
the  laboratory,  in  the  shops  of  the  nation, 
in  homes  everywhere,  and  even  in  the 
courts,  that  it  is  unique  not  only  in  prin- 
ciple, but  in  permanence.  Designed  solely 
for  broadcast  reception,  kept  in  the  fore- 
front of  the  art  by  thirty  radio  engineers, 
Neutrodyne  has  never  known  a  set-back. 
It  is  here  "for  the  duration  of  broadcast- 
ing"— and  for  the  profit  of  dealers  and 
the  pleasure  of  listeners. 


GET  A  NEUTRODYNE" 
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Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Vrite  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

942  Market  Street  Philadelphia,  Pa. 


and  a  young  lady.  Suddenly  the  machine 
started  playing  Sousa's  famous  march,  "Stars 
and  Stripes  Forever."  Upon  the  conclusion  of 
this  selection  the  young  man  instinctively  arose 
to  change  the  record  and  the  needle,  but  was 
reminded  by  his  companion  that  this  was  not 
necessary  as  this  machine  was  the  Automatic 
Orthophonic  Yictrola.  Scarcely  had  she  fin- 
ished speaking  before  the  next  record  was  being 
played.  Later  she  opened  the  doors  and  showed 
the  mechanism  as  one  after  another  of  the 
twelve  records  which  had  been  selected  were 
automatically  placed  upon  the  turntable,  the 
tone  arm  swinging  to  the  right,  the  needle  en- 
gaging the  groove,  the  record  played  and  upon 
its  completion  the  tone  arm,  raising,  swung  to 
the  left  and  the  record  was  deposited  in  a 
lower  drawer,  and  then  followed  a  duplication 
of  the  process  with  the  next  record.  Due  to 
a  prior  request  all  applause  was  saved  until  the 
last  record  was  played  and  the  enthusiasm  then 
displayed  emphasized  the  hearty  manner  in 
which  the  new  machine  was  accepted. 

C.  E.  Gilbert,  district  sales  manager  of  the  Vic- 
tor Talking  Machine  Co.,  then  thoroughly  ex- 
plained this  wonderful  new  instrument,  how  it 
was  operated  and  the  fact  that,  despite  its  almost 
human  accomplishment,  it  only  had  fourteen 
moving  parts,  which  speak  for  its  dependability 
from  a  mechanical  standpoint.  Mr.  Gilbert  then 
presented  the  marketing  plan  of  the  Victor  Co. 
for  the  new  instrument,  which  was  described 
as  being  similar  to  that  used  in  the  presenta- 
tion of  the  Credenza  over  a  year  ago.  Follow- 
ing a  series  of  private  demonstrations  to  promi- 
nent personages  in  various  cities,  under  the 
auspices  of  the  local  dealers  and  distributors, 
it  was  announced  that  the  new  machine  would 
be  placed  upon  the  market  for  public  sale  on 
March  21.  Comprehensive  series  of  advertise- 
ments for  prior  insertion  in  local  newspapers, 
magazines  and  car  cards  have  been  provided. 

The  next  speaker  of  the  afternoon  was  W.  R. 
Marshall,  director  of  the  Victor  advertising  de- 
partment, who  told  in  full  detail  of  the  Victor 
Co.'s  plans  for  advertising  the  Automatic  Vic- 
trola  and  displayed  samples  of  the  advertise- 
ments that  were  to  be  run,  as  well  as  a  series 
of  window  cards  for  the  dealers'  windows  to  be 
used  in  conjunction  with  the  display  of  the  new 
product. 

Following  Mr.  Marshall's  address.  Mr.  Gil- 
bert threw  the  meeting  open  to  general  discUS- 


Sls  inches  diameter 
Patented  1922 


sion.  Dealers  entered  heartily  into  the  general 
forum  and  many  ideas  were  presented  and  dis- 
cussed that  were  not  only  valuable  to  all  those 
present,  but  clearly  showed  the  deep  analysis 
that  the  individual  dealer  had  made  in  the  mer- 
chandising of  Victor  products.  Before  the 
afternoon  session  was  over  the  instrument  was 
removed  and  sent  by  truck  to  New  York  for 
its  initial  showing  the  next  day.  The  remem- 
brance of  it,  however,  remained,  for  before  the 
session  was  closed  substantial  orders  had  been 
placed  in  the  hands  of  local  distributors  by  those 
present  for  the  new  instrument. 

In  the  evening  the  local  distributors  were 
again  hosts  to  the  dealers  at  an  elaborate  ban- 
quet, served  in  the  hotel,  in  honor  of  E.  E. 
Shumaker,  president  of  the  Victor  Talking  Ma- 
chine Co.  Following  the  serving  of  the  ban- 
quet the  Peerless  Quartet  and  Billy  Murray, 
Victor  artists,  entertained  the  large  gathering. 

Then  followed  the  big  event  of  the  evening. 
All  evening  those  present  had  eagerly  antici- 
pated the  message  from  E.  E.  Shumaker,  presi- 
dent of  the  Victor  Co.  It  was  the  first  time  in  the 
memory  of  many  of  those  present  that  the  chief 
executive  of  the  Victor  Co.  had  ever  attended 
a  local  banquet  and  addressed  them,  and  his 
message  was  looked  forward  to  by  all.  Mr. 
Shumaker  was  then  introduced  by  Mr.  Buehn, 
who  acted  as  toastmaster,  and  in  his  address 
stressed  the  need  for  aggressive  merchandising 
and  the  responsibility  of  each  division  of  the 
business,  whether  it  be  retail,  distributing  or 
the  manufacturing  end,  to  each  other.  He 
brought  out  the  fact  that  the  Victor  Co.'s  stock 
was  no  longer  in  the  hands  of  the  bankers  who 
had  purchased  it,  but  it  was  now  a  great  public 
corporation,  such  as  the  telephone  company  and 
many  of  the  public  utility  corporations  of  this 
country  and  bespoke  the  dealers'  co-operation 
in  conducting  the  business  in  a  manner  that 
would  be  highly  profitable  to  all  concerned. 
Upon  the  conclusion  of  Mr.  Shumaker's  ad- 
dress, T.  R.  Wilson,  of  the  J.  R.  Wilson  Co., 
who  operates  several  Victor  stores  in  Phila- 


delphia, arose  and  tendered  a  vote  of  thank"; 
to  Air.  Shumaker  for  his  presence  and  to  the 
Louis  Buehn  Co.  and  H.  A.  Weymann  &  Son, 
Inc.,  who  made  the  events  of  the  day  possible. 
Upon  the  conclusion  of  the  banquet  Mr.  Shu- 
maker was  kept  busy  greeting  the  dealers  who 
surged  forward  to  meet  the  new  chief  executive 
and  who  in  turn  were  introduced  to  Mr.  Shu- 
maker by  Mr.  Buehn. 

Dealers  Eagerly  Await  New  Products 
While  the  talking  machine  market  has  been 
less  active  since  the  post-holiday  restocking 
has  been  completed  there  nevertheless  has  been 
a  continuance  of  the  activi/ty  in  the  recordings 
on  a  parity  with  closing  days  of  the  old  year. 
Dealers  have  been  cautious  in  their  restocking, 
in  anticipation  of  newer  inventions  which  were 
reported  to  be  in  the  making  with  the  early 
days  of  the  year,  and  which  now  are  being 
shown  to  the  trade  preliminary  to  the  introduc- 
tion to  the  public  of  the  recently  perfected 
models. 

Though  the  dealers  have  been  buying  only 
for  the  immediate  needs  they  now  are  confident 
that  the  new  instruments  will  not  interfere  with 
the  sales  of  the  former,  owing  to  the  higher 
prices  that  are  being  asked  for  the  1927  inno- 
vations. However,  no  booming  orders  have 
been  listed  with  the  distributors  either  for  the 
radios  or  talking  machines,  owing  to  possibili- 
ties of  even  more  radical  departures  in  both 
these  instruments.  And  so  the  wholesalers 
are  awaiting  the  time  when  renewed  interest 
will  promote  a  more  active  market  for  the 
standard  types  that  have  been  the  leaders  in 
sales  during  the  past  year. 

Records  have  been  sought  with  more  con- 
fidence and  with  growing  popularity  of  the  cur- 
rent dance  numbers  and  popular  songs  now  in 
favor. 

Make  Record  in  Zenith  Sales 

Trilling  &  Montague,  well-known  and  suc- 
cessful radio  distributor  of  this  city,  reports 
that  its  organization  has  achieved  the  highest 
record  for  the  sale  of  Zenith  DeLuxe  models, 
ranging  in  price  from  $650  up,  in  the  recent 
contest  among  jobbers'  salesmen  selling  the 
Zenith  line.  The  Zenith  Radio  Corp.,  of  Chi- 
cago, awarded  prizes  to  the  three  highest  men 
in  the  Trilling  &  Montague  organization,  who 
were  Benjamin  Gushner,  David  Hormats  and 
loel  Levitt. 

P.  A.  Ware  in  South 

P.  A.  W  are,  merchandising  manager  of  the 
Atwater  Kent  Mfg.  Co.,  of  this  city,  is  on 
a  trip  through  the  South  to  further  the  activities 
he  is  promulgating  in  the  East.  He  will  make 
stops  at  Birmingham  and  Mobile  on  the  way  to 
New  Orleans. 

Widespread  Beethoven  Observance 

A  week  devoted  to  the  masterworks  of  the 
famous  composer  will  commemorate  the  100th 
Anniversary  of  the  death  of  Beethoven  from 
March  20  to  26  in  Philadelphia  as  part  of 
the  nation-wide  tribute  to  the  great  master 
sponsored  by  the  Columbia  Phonograph  Co. 
Manager  T.  J.  Doherty,  of  the  Quaker  City 
branch  of  the  Columbia  Co.,  has  planned  a 
comprehensive  program  as  welLas  exploitation 
campaign  for  the  dealers  handling  the  Master- 
works  series  of  records  and  this  no  doubt  will 
prove  profitable  to  the  trade. 

Under  the  direction  of  Manager  Doherty.  tin- 
celebration  has  taken  definite  form  in  the  Bee- 
thoven Centennial  Committee  appointed  in  tin- 
respective  cities  now  arranging  for  the  anni- 
versary tribute  with  the  following  cities  already 
completely  organized  lor  the  big  musical  fes- 
(Contimied  on  page  96) 


"Trilling  &  Montague,  wholesale  radio  merchan- 
disers, Philadelphia,  are  recognized  as  one  of  the 
few  wholesalers  actually  giving  dealers  service  with 
a  capital  IS'." 
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KOLSTER 


REB 


CROS LEY 


Acme  Products 

Amperite 

Amplion 

Balkite 

Brandes 

Bremer-Tully 

Burgess  Batteries 


Dubilier 
Eagle  Chargers 
Exide  Batteries 
Farrand 

General  Radio  Co. 
Hammariund 
Hartford  Battery 


Heath 

Jewell  Meters 
Majestic'  Eliminators 
Mar-Co 

National  Products 
Pacent 

RCA  Radiotrons 


"  rite  for  our  1927  Catalan 


REL  Products 
Silver-Marshall 
Sterling  Meters 
Tab  Batteries 
Timmons 

Tower's  Products 
Weston 

and    many  others 
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ere's  a  brand  new 

selling  point/ 


This  post  — 
trickle  charge 
to  a  6 —volt 
battery  •  •  * 
Also  charges 
2-  or  4- volt 
batteries ♦  ♦ 


East  of  the  Rockies 
1  ampere  Tungar — $18 
5  ampere  Tungar — $28 
Trickle  Charger— $12 


Ever  since  tie  beginning  of  the  radio  industry, 
Tungar  has  been  the  most  popular  battery 
charger.  And  now  here's  just  one  more  selling 
point  to  add  to  your  list. 

The  two  ampere  Tungar  will  trickle 
charge  a  6  volt  "A"  battery  or  give  it  a 
full  rate  boost — depending  on  the  post  that 
is  used. 

It  will  also  charge  2  or  4  volt  "A"  batteries, 
all  "B"  batteries — and  automobile  batteries 
as  well. 

Tust  tell  your  customers  the  whole  Tungar 
story.  Let  them  know  the  full  value  of  this 
remarkable  charger,  that  is  produced  by  Gen- 
eral Electric. 


This  post-charges  all 


ungar 

REG.  U.S.  J  PAT.  OFF. 

BATTERY  CHARGER 


Tungai — a  registered  trademark — is  found  only 
on  the  genuine.    Look  for  it  on  the  name  plate. 


GENERAL  ELECTRIC 


MERCHANDISE  DEPARTMENT 


GENERAL     ELECTRIC  COMPANY 


BRIDGEPORT,  CONNECTICUT 
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tival  of  Beethoven  works :  Philadelphia,  At- 
lantic City,  Trenton,  Wilmington,  Harrisburg, 
York,  Allentown,  Reading,  Scranton,  Wilkes- 
Barre,  Lancaster,  Norristown,  Pottstown,  Ban- 
gor, Mt.  Union,  Lewistown,  Camden,  Prince- 
ton and  Conshohocken.  These  cities  have  been 
organized  in  line  with  the  National  Advisory 
Board's  plans  to  pay  tribute  to  the  great  com- 
poser. This  board  is  headed  by  George  East- 
man, of  Rochester,  N.  Y.,  and  has  in  its  mem- 
bership more  than  100  college  presidents,  promi- 
nent patrons  of  music,  artists  and  public  offi- 
cials who  are  co-operating  with  the  local  com- 
mittees. 

New  Masterworks  Sets  Released 
For  that  week  Manager  Doherty  will  release 
twenty-five  new  Masterworks  recordings  of 
Beethoven,  and  all  played  by  such  noted  musi- 
cal conductors  as  Wilhelm  Mengelberg  and 
Felix  Weingartner.  These  will  be  at  the  dis- 
posal of  the  dealers,  who  will  be  provided  with 
window  displays  adapted  for  the  exploitation  of 
the  recordings  and  consisting  of  Beethoven 
cards,  streamers,  booklets  on  the  life  of  the 
Master  Musician,  and  other  pieces  for  the  ex- 
ploitation of  the  numbers.  Many  dealers  have 
arranged  to  send  the  Vival-tonal  machines  and 
the  recordings  to  the  various  gatherings  that 
will  be  held  during  the  Beethoven  Centennial 
Week  celebration. 

Public  Schools  Co-operating 
Manager  Doherty  has  received  the  encourage- 
ment and  advice  of  high  public  officials 
in  planning  the  Beethoven  Week  celebration  in 
the  public  schools  of  Pennsylvania  and  New 
Jersey,  and  has  won  the  commendation  of  the 
authorities  for  the  splendid  educational  pro- 
gram planned.  The  public  school  principals 
have  arranged  a  concert  that  week  with  Bee- 
thoven programs  in  all  classes  and  the  high 
schools  will  hold  essay  contests  on  the  Master. 
Special  exhibition  of  Beethoven  relics  have  been 
gathered  by  the  Art  Alliance  and  will  be  on 
display  at  the  Club  Rooms  on  Rittenhouse 
Square.  All  members  of  the  Philadelphia 
Phonograph  Society  have  consented  to  give  the 
Masterworks  of  Beethoven  in  concerts  in  the 
homes  with  their  friends  as  an  audience,  while 
the  newspapers  have  made  preparations  to  tie 
up  with  widely  scattered  news  on  the  various 
events  to  take  place  while  the  week's  celebra- 
tion is  held.  These  items  will  appear  in  both 
American  and  foreign  papers.  Dealers  are  alert 
to  the  benefits  to  be  incurred  from  so  widely 
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Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 

SPECIFICATIONS : 
Textene  Leather  Case. 
Standard  Helneman  Motor. 
Plays  Two  10"  Records. 
Standard  Taper  Tone  Arm. 
Specially  Loud  Reproducer. 
Device  for  Carrying  Records. 
Machine  Will  Play  12"  Records. 
Patented  "Non-Spill"  Needle  Cup. 
Size  UVx"  x  11%"  x  7%". 
Weighs  1SV£  pounds. 


Guarantee  Special  Portable 

Retails  for  $12.50 

Write  for  Prices  in  Quantity 


Costs  you  $10.50 
RETAILS  FOR  $25.00 
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^^S^^^Write  for  our  latest 
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an  exploited  event  and  already  have  stocked 
heavily  for  the  occasion  by  orders  for  the  Bee- 
thoven and  other  Masterworks  recordings. 
Joseph  Bauer  111  at  Home 

Joseph  Bauer,  prominent  among  the  Columbia 
dealers  in  the  Reading,  Pa.,  trade,  has  been 
confined  to  his  home  suffering  from  a  dislo- 
cated shoulder.  He  is  proprietor  of  the  Bauer 
Music  Shop,  which  has  been  making  a  lively 
business  for  the  Columbia  in  that  section. 
Diamond  Music  Shop  Opens 

A  branch  shop  has  been  opened  by  the  Wol- 
bert  Stores,  2840  Germantown  avenue,  at  2123 
Germantown  avenue,  and  known  as  the  Dia- 
mond Music  Shop.  Columbia  Harmony  records 
will  be  sold  exclusively. 

Tie-up  With  Ted  Lewis 

Two  tie-ups  with  Ted  Lewis  upon  his  ap- 
pearance here  with  the  show,  Lemaires  Affairs, 


Don't  Overlook  This 
Profit-Making  Opportunity 

Orthophonic 
Victrola  —  Radiola 

No.  7-3  and  7-30 
Now  $325 

This  new  price  brings  it  within  the  reach  of  all 
Prompt  dependable  service 

H.A.Weymann  &  SonJnc. 

1108  Chestnut  Street  -  Philadelphia,  Pa. 
Victor  Wholesalers 


were  effected  by  the  M.  S.  Store,  in  the  Tioga 
district,  and  George  Ross,  exclusive  Columbia 
dealer,  with  the  Frankford  Music  Store.  These 
Columbia  recordings  were  well  bought  up  when 
Ted  made  his  debut  with  the  show  here. 
Louis  Buehn  on  Vacation 

President  Louis  Buehn,  of  the  Philadelphia 
Victor  Distributors,  is  taking  in  the  Southern 
tour  en  route  to  the  Pacific  Coast.  He  has 
been  making  New  Orleans  his  camping  grounds 
for  the  present  preparatory  to  a  tour  of  the 
Coast  resorts  in  Los  Angeles,  making  the 
rounds  in  a  six-weeks'  itinerary. 

New  Victor  Agencies  Opened 

Two  new  stores  have  been  added  to  the  Vic- 
tor line  in  the  southern  New  Jersey  territory. 
A.  Oliva  has  opened  a  combination  furniture 
store  and  Victor  shop  in  Hammonton,  N.  J., 
while  another  similar  store  has  been  opened 
in  Glassboro,  as  the  MacFadden  &  Nutt  Co. 
Effective  Theatre  Tie-ups 

A  novel  tie-up  has  been  made  by  the  M.  &  S. 
Music  Shop,  Columbia  dealer,  3604  German- 
town  avenue,  with  the  Strand  Theatre  just 
across  the  way  from  the  store.  A  large  sign  in 
the  window  announces  that  the  M.  &  S.  has 
on  sale  any  featured  record  that  is  played  at  the 
Strand  as  the  various  recordings  are  included 
in  the  program. 

Pushes  Old-Time  Records 

Old-Time  Favorites  in  the  list  of  the  Co- 
lumbia records  have  been  effective  in  raising 
the  month's  sales  for  the  Keback  Piano  Co., 
of  Reading,  Pa.  H.  Keback,  who  owns  the 
store,  reports  an  increased  patronage  as  the 
public  is  made  aware  of  the  list  of  the  old- 
time  melodies. 

New  Brunswick  Models  Introduced 

A  mid-February  concert  demonstrating  the 
three  latest  Brunswick  models  was  held  in  the 
Penn  Harris  Hotel  in  Harrisburg,  Pa.,  under 
the  auspices  of  the  Philadelphia  branch,  with 
District  Manager  George  A.  Lyons  directing 
the  program.  More  than  forty-one  dealers 
from  the  locality  were  present  and  joined  in  the 
dinner  and  social  diversions  provided  in  the 
program.  As  the  three  new  models  were  shown 
they  were  described  by  William  Lorenzo,  who 
represented  the  Chicago  headquarters  of  the 
Brunswick  Co.,  as  the  featured  speaker.  There 
were  present,  besides  the  Brunswick  dealers, 
several  other  trade  representatives  carrying 
(Continued  on  page  98) 
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T/»s  tells  where  Tour 

SPRING  and  SUMMER  PROFITS 

Will  Come  From! 

The  "Filmo  Library,"  an  exclusive  Bell  & 
Howell  feature,  is  to  motion  picture  equip- 
ment what  Records  are  to  the  Phonograph* 
Timely  releases*  Immediate  markets* 


YOU  know  what  the  phonograph 
business  would  be  without 
records!— a  one-time  sale  with  no 
"natural"  turnover  following.  With 
the  new  "Filmo  Library,"  Bell 
Howell  have  injected  even  quicker 
and  easier  profits  into  motion  pic- 
ture camera  and  equipment  selling. 

The  "Filmo  Library"  is  composed 
of  reels  of  motion  picture  entertain- 
ment— shown  in  the  home  by  means 
of  the  Filmo  Projector.  New  releases 
are  made  monthly.  These  reels  are 
bought  outright  by  the  customer— 
at  little  more  cost  than  raw  film, 
and  leaving  a  nice  profit  with  you. 

Eager  thousands  are  buying  the 
Filmo  Library  movie  Golf  Lessons. 


Are  you  selling  them?  Other  thous- 
ands are  interested  in  the  National 
Park  Series.  First  editions  of  the 
Yellowstone  Park  pictures  were 
snapped  up  in  a  hurry.  And  all  the 
other  National  Parks— Mt.  Rainier, 
Zion,  Glacier,  Rocky  Mountain  and 
the  rest— are  to  follow,  as  well  as 
Pikes  Peak,  Niagra  Falls  and 
other  American  beauty  spots. 

And  here's  a  direct  music  tie-up. 
A  movie  of  the  story  of  Beethoven's 
Moonlight  Sonata.  March  20  to  27 
is  Beethoven  Memorial  week.  Enor- 
mous sales  are  anticipated  on  the 
Sonata  film.  Will  you  sell  them? 
Mail  the  coupon  for  proposition  and 
get  the  complete  story  of  Spring 
and  Summer  profits. 


The  Filmo 
Camera  for 
taking  per- 
sonal movies 


Profits  in  the  whole  Filmo  line 

To  begin  with,  the  Filmo  camera  and  projector  shown  here  represent 
substantial  initial  sales.  Demand  is  already  created  through  our  powerful 
National  advertising  and  dealer  helps.  No  technical  experience  is  necessary 
to  handle  this  line.  All  necessary  skill  is  provided  for  in  the  equipment  itself. 

Then — Bell  &  Howell  Company  is  theronly  manufacturer  supplying  a 
complete  line  of  amateur  movie  accessories — everything  in  supplementary 
equipment  a  movie  fan  can  possibly  want  or  ask  for.  More  profit  for  you. 
Bell  &  Howell  Company  has  furnished  practically  all  the  professional 
cameras  and  equipment  used  in  the  movie  industry  for  twenty  years.  We 
and  we  onlv  have  a  motion  picture  proposition  for  you  that  is  complete 
Mail  the  coupon  now  and  get  it. 

For  MORE  of  the  FACTS 

mail  this  coupon! 


The  Filmo  Projector  with  which  motion 
pictures  are  shown  in  the  home 


The  only  ex- 
clusively  16 
m/rn  film  Pro- 
duction plant 
in  the  u>orld.The 
Film  Laboratories 
on  Sunset  Boulevard 
in  Hollywood,  where 
Filmo  Library  films 
are  made. 


BELL  &  HOWELLCO. 

1810  Larchmont  Avenue       Chicago,  Illinois 

New  York,  Hollywood,  London  *    *    established  1907 


BELL  &.  HOWELL  CO., 

1810  Larchmont  Avenue,  Chicago,  III. 

Please  show  me  how  your  line  of  Motion  Picture 
Cameras  and  Equipment  offsets  the  summer  music 
slump,  and  mail  complete  sales  proposition. 


Name. 


Address  . 
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THE  TRADE  IN  PHILADELPHIA  AND  LOCALITY— (Continued  from  page  96) 


PATHEX  Cameras  and 

Projector 

Radio  Accessories 

Penn  Phonograph  Co. 

JJl    FLa  d  i  o 

913  Arch  St.  Philadelphia 

other  makes  of  talking  machines,  and  who  have 
decided  to  add  the  Brunswick  as  result  of 
the  demonstration.  The  models  shown  were  the 
High  Boy  Panatrope,  which  has  the  104  RCA 
Cone,  never  before  installed  in  a  small  cabinet 
stand,  and  a  speaker  that  is  worth  $275,  but 
with  the  combination  model  is  sold  for  $575. 
The  other  two  models  were  the  elaborate  $1,200 
cabinet  and  the  No.  7,  a  six-tube  Radiola  in  the 
Brunswick  cabinet,  retailing  for  $285. 

Develops  Big  Export  Business 
William  Posner,  who   recently  became  sole 
proprietor  of  the  Guarantee  Talking  Machine 
Supply  Co.,  has  been  making  a  special  feature 
of  supplying  foreign  markets  with  the  portables 


of  his  own  mark.  The  very  latest  addition  to 
the  list  of  importers  among  the  foreign  markets 
is  a  Japanese  distributor,  who  will  feature  the 
Guarantee  portables  and  Keen  Tone  in  the 
Flowery  Kingdom.  There  have  been  developed 
within  recent  weeks  two  new  shades  in  the 
coverings  for  the  portables,  red  and  green, 
which  have  proved  very  popular  with  the  trade 
and  which  have  been  shipped  from  factory  head- 
quarters here,  35  North  Ninth  street,  in  large 
quantities. 

Adds  Zenith  Line 

The  Linton  Co.  has  added  Zenith  radios  to 
the  Victor  Talking  Machine  and  RCA  and  At- 
water Kent  sets  in  the  Frankford  avenue  store. 


Atwater  Kent  Wholesalers  Sponsored  an 

Interesting  Meeting  of  Retail  Dealers 

Annual  Meeting  Proved  to  Be  One  of  the  Most  Important  Held  in  This  Territory — Dealers'  Prob- 
lems Discussed  by  the  Speakers — Entertainment  Enjoyed 


Philadelphia,  Pa.,  March  4. — The  annual  meet- 
ing of  the  Atwater  Kent  radio  dealers  in  the 
Philadelphia  territory  held  yesterday  proved  to 
be  one  of  the  most  inspirational  and  valuable 
dealer  gatherings  that  have  been  held.  This 
meeting  was  under  the  combined  auspices  of  the 
Louis  Buehn  Co.  and  the  Motor  Parts  Co.,  At- 
water Kent  distributors  of  this  city.    The  Hotel 


who  sold  the  million  sets."  In  response  Mr. 
Collamore  generously  passed  credit  for  this  re- 
markable accomplishment  to  the  dealers.  In 
a  few  well-chosen  words  Mr.  Collamore  painted 
an  optimistic  picture  of  the  outlook. 

Following  Air.  Collamore's  address,  J.  A. 
Prestelle  presented  an  interesting  talk  on  mer- 
chandising.   Mr.  Prestelle,  who  was  introduced 


Majestic  was  selected  as  the  scene  of  action. 
The  business  session  opened  with  T.  W.  Mac- 
Dowcll,  convention  manager  of  the  Atwater 
Kent  Mfg.  Co.,  as  chairman.  A  welcome  to  the 
dealers  was  extended  in  speeches  made  by  Louis 
Buehn,  president  of  the  Louis  Buehn  Co.,  and 
Carl  Wilkening,  president  of  the  Motor  Parts 
Co.  Greetings  from  the  Atwater  Kent  organi- 
zation were  conveyed  by  C  William  Geiser,  dis- 
trict sales  manager  of  the  Atwater  Kent  Mfg. 
Co.,  also  of  this  city,  who  in  the  course  of  his 
i  cmarks  paid  a  tribute  to  the  particularly  effec- 
tive work  of  both  distributors  in  the  territory, 
and  congratulated  the  dealers  upon  the  sales  in 
the  territory,  which  up  to  date  arc  reported  as 
100  per  cent  over  last  year. 

No  Atwater  Kent  gathering  is  quite  complete 
without  the  genial  presence  and  inspiring  message 
of  Vernon  W.  Collamore,  general  sales  man- 
ager of  the  company.  In  introducing  Mr.  Colla- 
more, the  production  of  the  millionth  set  was 
referred  to  and  he  was  introduced  as  "the  man 


as  an  imminent  bridegroom,  did  not  let  that  fact 
hinder  him  from  making  a  masterly  presenta- 
tion of  the  proper  merchandising  of  Atwater 
Kent  radio  sets  and  speakers,  using  for  illustra- 
tion purposes  a  projection  machine  with  well- 
selected  films. 

B.  R.  StaufFer,  general  sales  manager  of  the 
Pooley  Co.,  Philadelphia,  Pa.,  followed  with  a 
talk  on  Pooley  cabinets,  in  which  he  stressed 
the  many  fine  points  of  the  arm-chair  model. 
I  F.  McCoy,  district  manager  of  the  Southeast 
territory,  also  had  a  message  for  the  assembled 
dealers,  which  he  admirably  presented. 

The  subject  of  service  is  one  that  is  claiming 
the  attention  of  every  radio  dealer  and,  there- 
fore, the  message  on  that  subject  by  L.  A.  Char- 
bonnier,  service  manager  of  the  Atwater  Kent 
Mfg.  Co.,  was  eagerly  received.  Charles  S. 
Coleman,  of  the  Red  Lion  Cabinet  Co.,  Red 
Lion,  Pa.,  was  present  and  told  the  dealers  of 
his  product. 

The  final  address,  and  what  mav  be  well  de- 


scribed as  the  keynote  speech  of  the  afternoon, 
was  made  by  R.  E.  Smiley,  drstrict  sales  man- 
ager for  the  Middle-Western  States  for  the  At- 
water Kent  Mfg.  Co.  Mr.  Smiley  chose  as  his 
subject  "The  Penalty  of  Leadership,"  and  de- 
livered a  strong  message  of  inspiration  and 
helpfulness  that  was  well  calculated  to  be  re- 
membered by  those  present. 

An  innovation  introduced  during  the  after- 
noon's program  that  excited  considerable  in- 
terest and  enthusiasm  was  the  music  furnished 
by  an  orchestra  composed  entirely  of  Atwater 
Kent  dealers  in  the  territory.  Aside  from  the 
enjoyable  entertainment  during  the  afternoon 
through  the  playing  of  this  orchestra,  its  forma- 
tion proved  very  valuable  in  creating  a  strong 
get-together  spirit  among  the  dealers.  Re- 
hearsal nights  have  been  eagerly  looked  forward 
to  and  from  the  very  first  meeting  the  number 
in  the  organization  has  grown  with  many  addi- 
tional applications  still  being  made. 

Following  the  meeting  dinner  was  served  in 
the  main  dining  room,  with  the  Louis  Buehn 
Co.  and  the  Motor  Parts  Co.  as  hosts.  At  the 
speakers'  table  were  the  speakers  of  the  after- 
noon, together  with  Charles  E.  Miller  and-  C. 
E.  Sheppard,  of  the  Louis  Buehn  Co.,  and  Rob- 
ert Marden,  of  the  Motor  Parts  Co.,  to  whom 
a  large  share  of  credit  for  the  success  of  the 
affair  was  due.  After  participating  in  an  elabo- 
rate menu  the  dealers  were  addressed  by  Dr. 
E.  J.  Cattell,  prominent  after-dinner  speaker, 
who  kept  all  interested  through  the  series  of 
alternately  highly  amusing  and  serious  thoughts 
that  he  presented. 

The  evening's  entertainment  was  augmented 
by  a  number  of  acts  of  vaudeville,  which  were 
greatly  enjoyed  by  all.  Practically  every  one 
of  the  Atwater  Kent  dealers  in  the  territory 
was  present  and  subsequent  messages  received 
by  the  distributors  from  these  dealers  claimed 
that  the  gathering  was  one  that  was  genuinely 
beneficial  to  their  business. 

It  has  been  said  that  "a  prophet  is  not  with- 
out honor  save  in  his  own  country."  This 
maxim  has  been  proved  false  in  Philadelphia, 
the  home  of  Atwater  Kent  radio.  The  increase 
of  100  per  cent  in  sales  volume  and  the  tremen- 
dous enthusiasm  displayed  at  this  meeting 
proved  otherwise.  Also  just  a  short  time  pre- 
vious to  the  meeting  the  Philadelphia  Inquirer 
ran  a  special  Atwater  Kent  section  and  it  may 
be  remarked  that  the  amount  of  advertising- 
space  taken  by  dealers  to  feature  Atwater  Kent 
products  was  exceptional. 


Woodward  &  Lothrop  Secure 
Atwater  Kent  Radio  Line 


W  ashington,  D.  C,  March  7. — Woodward  & 
Lothrop,  operating  the  largest  department  store 
in  this  city,  have  chosen  Atwater  Kent  radio 
and  are  enthusiastically  placing  their  vast  mer- 
chandising facilities  behind  the  Atwater  Kent 
line.  Full-page  newspaper  advertisements  ap- 
peared in  the  Washington  newspapers  under 
the  signature  of  Woodward  &  Lothrop  announc- 
ing their  appointment  as  dealers  in  Atwater 
Kent  radio  sets  and  speakers.  Woodward  & 
Lothrop  also  prepared  a  particularly  attractive 
window  devoted  to  a  presentation  of  the  At- 
water Kent  line  and  Poolev  cabinets. 


Pathe  Corp.  Issues  Folder 
on  Exclusive  Record  Stars 


The  Pathe  Phonograph  &  Radio  Corp.,  Brook- 
lyn, N.  Y.,  has  issued  an  attractive  eight-page 
folder  on  exclusive  Pathe  artists.  A  separate 
page  is  devoted  to  each  artist  and  includes  a 
photograph  and  a  brief  biography  together  with 
;i  list  of  recordings  available  upon  Pathe 
records.  Among  the  artists  included  are  Cliff 
Edwards  (Ukulele  Ike),  Lee  Morse,  Boyd  Sen- 
ter,  Willard  Robison,  Annette  Hanshaw,  Betty 
Morgan  and  Jay  C.  Flippen. 
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Time's  Verdict 
stands-an  idea 
that's  making 

Radio  History 


Winona  — 


Our  prediction  that  the  MOHAWK  One-Dial  Control 
must  achieve  leadership  in  the  radio  field  is  verified  by 
time.  It  was  no  idle  boast.  We  knew  we  were  on  the 
right  track — that  our  long  pioneering  would  bring  big 
success.  MOHAWK  has  more  than  arrived.  It  is  the 
marvel  of  the  One-Dial  field.  Dealers  who  shared  our 
faith  are  cashing  in  on  their  foresight.  The  MOHAWK 
is  "classy,"  of  distinctive  craftsmanship  that  captivates  the 
eye.  In  value,  performance  and  technical  excellence  this 
6-tube,  One-Dial  Control  set  is  writing  an  amazing  story 
of  public  acceptance.  Step  into  this  picture  of  assured 
profits — join  the  ever-increasing  family  of  MOHAWK 
dealers  who  are  wiring  "repeat  orders"  to  meet  a  keen 
public  demand.  Our  sales  contract,  with  its  co-operation 
pledge,  is  unusually  attractive.  Let  the  MOHAWK 
make  money  for  you.    Wire  or  write  today. 


Mohawk  Corporation  of  Illinois 

Established  1920 — Independently  Organized  in  1924 

2220  Diversey,  at  Logan  Boulevard,  Chicago 


PONTIAC— (Above)  Shielded.  Burl 
walnut,  drop  front.  Built-in  loud 
speaker.  46  inches  high.  (fc  1  A  r\ 
List  price   i{>140 

SENECA— Mohawk  One-Dial,  six-tube 
shielded  radio  set  in  wal-  —  _ 

nut  drawer.    List  price.  . .  Jp-J  i  »jU 

CHEROKEE— Shielded.  Rich  walnut, 
hand-rubbed,  piano  finish.    Full  piano- 
hinged.    103/£  inches  high,  13J4  inches 
deep,  15 J/2  inches  long.  cbzTff 
List  price   .  vpO_5 

WINONA— Shielded.  Rich  walnut. 
24  inches  long.  (hQf\ 
List  price    CpoU 

CHIPPEWA— Shielded.  Rich  walnut, 
two-toned.  Built-in  loud  <fc  -|  -<  /-\ 
speaker.    List  price  Jpl.AU 

GENEVA— Shielded.  Front  full  burl 
walnut,  inlaid.  Loud  speaker  built  into 
dome,  44  inches  high.  (fr  1  O  r 

List  price   JpI.O.5 

POCAHONTAS— Shielded.  Burl  wal- 
nut inlaid.  Built-in  loud  speaker  with 
5-foot  horn.  45^4  inches  G>-ir\f\ 
high.    List  price    JpJ>00 

Prices  west  of  the  Rockies  slightly  higher. 
Canadian  prices  40  per  cent  higher. 
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Columbia  Baltimore  Distributor  Reports 

Tremendous  Gains  Since  First  of  Year 

Rapidly  Increasing  Sales  Volume  Is  Concrete  Indication  That  Retailers  Also  Are  Enjoying  a 
Prosperous  Season — Automatic  Orthophonic  Introduced  to  the  Trade 


Baltimore,  Md.,  March  10. — "Columbia  business 
for  the  month  of  February  was  extremely  good, 
showing  an  increase  of  98  per  cent  over  the  big 
February,  1926,"  declared  William  H.  Swartz, 
vice-president  of  Columbia  Wholesalers,  Inc. 
"Furthermore,  February  ran  well  ahead  of  Jan- 
uary, which  is  also  unusual,  as  it  is  a  shorter 
month.  Columbia  Wholesalers  have  found  it 
necessary  to  take  on  additional  help  and  have 
had  to  work  night  after  night  during  the  whole 
month. 

"Both  machine  and  record  sales  during  Febru- 
ary were  well  ahead  of  January,  and  the  in- 
creased business  on  the  large  Viva-tonal  models 
was  very  pronounced.  The  decorated  model 
No.  710  continues  to  be  the  best  seller  on  the 
list. 

"Columbia  dealers  in  this  territory  are  again 
starting  the  outside  selling  campaign  and,  due 
to  the  salability  of  the  decorated  Viva-tonal 
models,  outside  salesmen  have  been  running 
from  $1,000  to  $3,000  worth  of  Columbia  busi- 
ness per  month.  Several  dealers  in  this  terri- 
tory put  in  full-page  advertisements  in  local 
papers  featuring  the  laminated  construction  of 
the  Columbia  New  Process  records,  and  found 
same  helped  record  business  materially. 

"Dealers  in  both  Baltimore  and  Washington 
found  sales  benefited  by  tie-ups  with  the  appear- 
ances at  local  theatres  of  Columbia  artists. 

"Beethoven  Week,  which  is  being  sponsored 
by  the  Columbia  Phonograph  Co.,  has  met  with 
instant  response  on  the  part  of  the  music 
dealers  of  such  cities  as  Baltimore,  Washing- 
ton and  Norfolk,  etc.  In  Baltimore  the  Civic 
Symphony  Orchestra  will  give  two  exclusive 
Beethoven  concerts  during  Beethoven  week; 
the  famous  Peabody  Orchestra  will  give  an  all- 
Beethoven  program  with  a  special  address  ex- 
plaining the  life  and  works  of  this  famous  com- 
poser. The  schools  are  also  planning  special 
commemoration  exercises,  while  Baltimore's 
big  radio  station,  WBAL,  will  give  eighteen 
hours  of  Beethoven  music  during  this  celebra- 
tion with  a  special  address  concerning  his 
works. 

"Columbia  and  other  dealers  will  back  this 
up  with  special  window  displays  provided  by 


the  Columbia  Co.  and  anticipate  good  sales 
from  the  big  Columbia  advertisements  that  will 
be  inserted  annonuncing  Columbia's  release  of 
complete  recordings  of  all  Beethoven's  com- 
positions. 

"The  Washington  Beethoven  committee  has 
been  organized  with  Dr.  Barrett  as  chairman, 
and  a  representative  group  of  music  leaders 
from  this  city  is  laying  out  an  energetic  cam- 
paign to  make  Beethoven's  name  and  works  a 
byword  in  the  homes  of  the  capital  city*. 

"Radio  sales  continue  in  good  volume,  Fada 
and  Mohawk  sets  showing  a  very  fine  increase 
over  the  same  period  last  year." 

L.  L.  Andrews,  president  of  the  Columbia 
Wholesalers,  Inc.,  made  trips  to  these  factories 
and  also  to  the  Philco  factory  to  secure  more 
products. 

W.  H.  Swartz,  vice-president,  visited  the  New 
York  offices  and  Bridgeport  plant  of  the  Colum- 
bia Co.  in  an  effort  to  get  more  products  and 
extended  the  trip  to  New  Hampshire  and 
Canada  for  a  few  days  of  much-needed  rest. 

Victor  dealers  here  are  anxiously  awaiting  the 
release  of  the  new  Automatic  Orthophonic  Vic- 
trola,  following  a  demonstration  which  was 
attended  by  about  300  dealers  in  the  territory 
served  by  Baltimore  and  Washington  distrib- 
utors. The  meeting  was  held  at  the  Southern 
Hotel  and  consisted  of  afternoon  and  evening 
sessions  and  was  addressed  by  officials  of  the 
Victor  Co.  E.  C.  Shumaker,  president,  spoke 
on  "Merchandising";  Roy  A.  Forbes,  sales  man- 
ager, on  "Victor  Products  and  Productions," 
while  C.  B.  Gilbert,  vice-president,  explained 
the  new  Automatic  Orthophonic  Victrola. 

E.  F.  Droop  &  Sons,  in  co-operation  with 
A.  Eisenbrandt  &  Sons,  gave  a  public  demon- 
stration of  the  Automatic  Orthophonic  Victrola 
at  the  Belvedere  Hotel  on  March  9,  which  was 
attended  by  a  number  of  State  and  city  officials, 
as  well  as  many  of  the  leading  business  and 
professional  men  of  the  city. 

The  following  night  Cohen  &  Hughes,  the 
other  Victor  jobbers  here,  gave  a  demonstration 
to  a  select  group  of  citizens  at  the  Vagabond 
Theatre. 

"Our  February  business  showed  a  very  sub- 


AHigh,  High,  High 
Up  in  the  Sales 

If  sales  of  Columbia  products  may  be  taken  as  a  ba- 
rometer of  business  conditions,  everybody  selling  any- 
thing that  has  received  the  endorsement  of  the  public 
is  sitting  pretty. 

The  month  after  month  increase  in  our  sales  of  the 
Viva-tonal  Columbia  and  the  Columbia  New  Process 
Records  is  nothing  short  of  remarkable.  Dealer  after 
dealer  is  piling  up  profits  by  taking  on  and  pushing 
the  Columbia  line.     You  can  do  likewise 

ColumbiaWholea 


saiers, 


L.L.Andrews      *-      Wm.H.  Swartz 

ExclasivelyWholesale 

205  W  Camden  St..    Baltimore, Md. 


stantial  increase  over  January  and  February, 
1926,  which  were  two  of  the  best  months  in  the 
history  of  the  firm,"  declared  W.  F.  Roberts, 
manager  of  E.  F.  Droop  &  Sons.  "Victrolas 
retailing  around  $1,000  have  been  the  best 
sellers  since  the  first  of  the  year  and  with  the 
new  Automatic  coming  on  the  market  this 
month  I  look  for  March  to  set  a  new  record  for 
dollars-and-cents  business  of  our  firm.  Ad- 
vance orders  already  in  show  dealers  have  no 
doubt  about  the  public  taking  to  the  Automatic 
when  it  is  placed  on  the  market  the  latter  part 
of  this  month." 

M.  P.  Smith,  who  was  formerly  with  the 
organization,  has  returned  as  assistant  manager 
of  Cohen  &  Hughes,  Inc.,  Victor  jobbers.  James 
Robinson,  who  is  well  known  to  the  trade  in 
Pennsylvania,  is  now  covering  the  Keystone 
State  for  Cohen  &  Hughes. 


Stewart- Warner  Gorp.'s 
1927  Advertising  Campaign 

Air  Advertising  Campaign  Followed  by  Exten- 
sive Magazine  and  Billboard  Drive  Will  Help 
Dealers  Secure  Increased  Sales 


One  of  the  most  extensive  air  advertising  cam- 
paigns in  the  history  of  broadcasting  is  to  be 
inaugurated  in  1927  by  the  Stewart- Warner 
Speedometer  Corp.,  Chicago,  as  a  special  aid  to 
its  nation-wide  dealer  organization.  The  pur- 
pose of  this  campaign  is  to  stamp  on  the  minds 
of  at  least  fifty  million  people  the  name  of 
the  Stewart- Warner  matched-unit  radio  line. 

The  air  campaign  is  to  be  followed  up  by  an 
extensive  newspaper,  magazine  and  billboard 
advertising  program.  The  hook-up  of  these  two 
forms  of  advertising,  it  is  believed,  will  bring 
to  Stewart- Warner  dealers  a  large  volume  of 
sales  and  the  air  advertising  feature  is  un- 
usual in  that  it  will  not  be  a  chain  broadcasting 
arrangement.  It  will  be  spread  over  the  coun- 
try through  the  medium  of  individual  stations 
situated  in  all  parts  of  the  United  States  and 
arrangements  are  now  being  perfected  which 
will  include  approximately  fifteen  powerful  sta- 
tions in  the  hook-up.  This  is  known  as  pro- 
gram exchange  broadcasting.  Various  radio 
stations  throughout  the  country  will  broadcast 
programs  sponsored  by  the  Stewart-Warner 
Speedometer  Corp.  and  in  return  WBBM,  the 
Stewart- Warner  Air  Theatre,  Chicago,  will  give 
an  exchange  broadcasting  program  for  the  other 
stations. 


Grosley  Sales  for  January 
Break  All  Previous  Records 


Sales  in  January  of  this  year  of  radio  sets  and 
accessories  manufactured  by  the  Crosley  Radio 
Corp.  are  announced  by  its  sales  department  as 
totaling  220  per  cent  of  the  total  sales  for  Janu- 
ary of  the  previous  year.  This  increase  has  con- 
tinued throughout  February,  although  exact 
figures  are  not  yet  available.  Crosley  sales  for 
the  entire  year  1926  showed  a  considerable  in- 
crease over  those  for  1925.  The  most  striking 
advance  was  made  in  export  sales,  which 
reached  a  total  in  1926  of  400  per  cent  more  than 
in  1925. 


M.  Max  Forms  New  Concern 


Marx  Max,  who  retired  some  few  weeks  ago 
from  the  management  of  the  talking  machine, 
radio  and  piano  departments  of  Gimbel  Bros., 
recently  announced  the  establishment  of  Radio 
Merchandisers,  Inc.,  which  will,  it  is  under- 
stood, conduct  a  chain  of  music  and  radio  de- 
partments and  stores  throughout  the  country. 
The  first  unit  of  the  new  concern  will  be  lo- 
i.itcd  at  the  Estey  Piano  warerooms  at  12  West 
Forty-fifth  street,  New  York.  The  headquarters 
of  the  new  concern  are  located  in  the  Equitable 
Life  Assurance  Building,  Seventh  avenue  and 
Thirty-second  street. 


March,  1927 


THE    TALKING    MACHINE  WORLD 


Richmond  Retailers  Stocking  Up  for 

Expected  Demand  in  Spring  and  Summer 
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Attention  Dealers 


75%  Increased 
Sales  1926  Over  1925 


Our 

Records 
Show 


PHILCO 

400%  Increased 
Sales  1926  Over  1925 


Cunningham  Tubes,  Burgess  Batteries,  Balkite,  Brach 
and  other  accessories  also  showed  substantial  increases. 

If  you  are  located  in  Maryland,  Delaware,  District  of 
Columbia,  Virginia,  North  Carolina  or  adjacent  territory, 
write  us  and  we  will  show  you  how  to  increase  your 
radio  business  for  1927. 


Mohawk 
One  Dial 
Radio 


Columbia 
Wholesalers,  Inc. 

205  W.  Camden  St. 
Baltimore,  Md. 


Cunningham 
Tubes 

BURGESS 
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Winner  of  Grigsby-Grunow- 
Hinds  $1000  Prize  for  Name 

F.  R.  Grady,  of  Oldtown,  Me.,  Scores  With 
"Elimatron"  and  the  Slogan  "The  Perfect 
Radio  Power"  for  Majestic  B  Current 


In  newspaper  advertisements  which  appeared 
about  March  1,  the  Grigsby-Grunow-Hinds  Co., 
Chicago,  announced  the  winner  of  the  thousand- 
dollar  prize  offered  for  a  new  name  and  slogan 
for  the  Majestic  "B"  current  supply  manufac- 
tured by  that  firm.  F.  R.  Grady,  of  Oldtown, 
Me.,  was  the  winner  with  his  suggestion  "Eli- 
matron" and  the  slogan  "The  Perfect  Radio 
Power."  Mr.  Grady  was  finally  awarded  the 
prize  after  examination  by  the  judges  of  many 
thousands  of  suggestions  in  the  contest.  Many 
and  varied  names  and  slogans  were  offered  by 
enthusiastic  radio  fans  familiar  with  the  Ma- 
jestic current  supply  and  many  thousands  who 
became  attracted  by  the  contest  advertising 
visited  dealers  and  asked  for  a  demonstration. 

Mr.  Grady's  letter  containing  the  prize-win- 
ning name  and  slogan  is  reproduced  herewith: 
"It  seems  appropriate  that  Majestic  Elimi- 
nators should  adopt  a  new  name  and  slogan. 
While  those  used,  at  present,  were  very  good 
when  eliminators  and  their  characteristics  were 
something  of  an  unknown  quantity  the  public 
is  so  familiar  with  the  device  that  the  words 
have  lost  much  of  their  original  force.  The 
name  "Elimatron,"  a  blending  of  the  old  and 
the  new,  has,  I  think,  these  qualities.  The 
slogan  suggested  is,  I  believe,  appropriate  for 
much  the  same  reason:  it  describes  the  device 
exactly  in  the  fewest  possible  words." 

Progressive  Stages  Show 

of  New  Radio  Products 

Progressive  Musical  Instrument  Corp.  Has 
Open  House  Exhibition  of  Lines  It  Distrib- 
utes— Many  Metropolitan  Dealers  Attend 

The  Progressive  Musical  Instrument  Corp., 
319  Sixth  avenue,  New  York  City,  well-known 
distributor  of  musical  instruments  and  radio 
products,  recently  gave  its  first  open  house  ex- 
hibition of  new  radio  products,  phonographs 
and  other  goods. 

Many  dealers  from  the  Metropolitan  area  at- 
tended the  event  and  showed  interest  in  the 
demonstrations.  A  buffet  lunch  was  served 
from  ten  o'clock  in  the  morning  until  late  in 
the  evening. 

Besides  the  officials  of  the  Progressive  Co., 
which  included  A.  W.  Landay,  Ben  Landay  and 
Edward  Biel,  the  exhibition  was  attended  by 
many  of  the  executives  of  the  manufacturers 
of  the  products  shown.  Among  the  latter  were 
Robert  W.  Porter,  vice-president  and  general 
sales  manager  of  the  Splitdorf  Electrical  Co.; 
Leslie  Stevens,  president,  and  J.  B.  Price,  sales 
and  advertising  manager  of  Stevens  &  Co.,  Inc.; 
N.  P.  Bloom,  president  of  the  Geo.  P.  Bent  Co., 
and  secretary  of  the  Adler  Royal  Co.,  and 
others. 

The  products  shown  included  Splitdorf  radio 
receivers,  Eveready  batteries,  DeForest  receiv- 
ers, Ware-Gray  Co.  products,  the  full  line  of 
products  of  the  L.  S.  Brach  Co.,  including  light- 
ning arresters,  antenna  outfits  and  the  Brach 
"Controlit."  There  was  also  shown  the  new 
Melofonic  speaker,  a  Progressive  Musical  In- 
strument Corp.  product.  The  products  of  the 
Progressive  Corp.  are  in  popular  demand 
throughout  the  country. 


David  Sarnoff  Has  Third  Son 


The  many  friends  of  David  Sarnoff,  vice-presi- 
dent and  general  manager  of  the  Radio  Corp. 
of  America,  were  interested  in  the  recent  an- 
nouncement of  the  arrival  of  a  third  son  at  the 
Sarnoff  home,  17  East  Eighty-ninth  street,  New 
York  City. 


Richmond,  Va.,  March  7. — Dealers  in  this  terri- 
tory are  reported  to  be  stocking  up  fairly  well 
for  the  Spring  and  early  Summer  season,  antic- 
ipating an  especially  good  business  in  portables 
as  well  as  in  other  lines,  although  business  just 
now  is  somewhat  below  par  in  some  sections 
for  this  period  of  the  year.  Many  of  the  dealers 
still  maintain  a  policy  of  cautious  buying  for 
fear  they  may  become  overstocked  on  some  of 
the  lines. 

Walter  D.  Moses  &  Co.,  Victor  dealers  of  this 
city,  report  that  the  new  Orthophonies,  Credenza 
model,  continue  as  best  sellers.  Collections  for 
the  most  part  are  reported  to  be  well  up  to  the 
average,  except  in  certain  cotton-growing  areas 
where  the  low  price  of  that  staple  crop  has 
put  a  decided  crimp  in  business  generally. 

Goldberg  Bros.,  wholesalers,  say  that  they 
are  now  filling  a  large  number  of  orders  for 
portables  and  consolettes  and  they  are  antic- 
ipating much  bigger  trading  in  these  lines  this 
Spring  than  there  was  last  year.  The  firm  an- 
nounces the  addition  of  Sol  Clarke  to  its  sales 
staff.  He  will  cover  Georgia.  Adolphus  Hutz- 
ler,  with  territory  heretofore  restricted  to 
eastern  North  Carolina,  is  now  traveling  all  of 
South  Carolina  in  addition  to  that  territory. 

James  K.  Polk,  Inc.,  Sonora  distributor, 
reports  that  there  is  a  marked  increase  in  orders 
for  Sonora  sets  and  the  new  electrical  Okeh 
records,  which  are  also  distributed.  The  com- 
pany is  in  receipt  of  word  from  L.  Oppleman, 
Lynchburg  dealer,  handling  this  line,  that  the 
new  records  are  taking  big  with  his  trade  and 
he  expects  them  to  be  an  even  bigger  success 
as  the  season  progresses.  The  Norton  Furni- 
ture Co.,  of  Norton,  Va.,  is  a  new  dealer  ap- 
pointed by  the  Polk  Co. 

The  Columbia  Furniture  Co.,  of  this  city,  an- 
nounces through  Kenneth  Lord,  manager  of  its 
phonograph  department,  that  it  has  added  the 
Columbia  line  of  instruments  and  records  to  its 
regular  line  of  Victors.  Those  records,  he  says, 
are  very  popular  with  customers  who  are  look- 
ing for  popular  hits  and  old-time  melodies. 
His  February  record  business,  he  says,  was  the 
best  in  the  history  of  his  firm.  Mr.  Lord  reports 
that  he  is  also  getting  good  results  out  of  his 


battery  of  three  Audaks.  He  has  had  this 
system  in  operation  for  two  years  and  finds  that 
it  is  just  as  satisfactory  as  demonstration 
booths.  The  firm  is  just  now  featuring  Atwater 
Kent  radio  sets.  One  of  its  front  windows  is 
equipped  with  an  array  of  forty  of  these  sets. 
Under  the  direction  of  Jack  Herbert,  manager 
of  the  radio  department,  special  demonstrations 
are  given  up  to  10  o'clock  each  evening  in  the 
store.  Mr.  Herbert  reports  that  he  got  big 
results  out  of  a  radio  demonstration  recently 
in  the  Brookland  motion  picture  house,  wide 
interest  in  the  set  being  shown. 

The  Corley  Co.  recently  gave  a  demonstra- 
tion at  the  William  Byrd  Hotel  of  the  new 
Automatic  Orthophonic  Victrola,  entertaining 
a  group  of  forty  or  more  Richmond  music 
lovers.  This  was  followed  by  a  similar  dem- 
onstration at  the  King  Cotton  Hotel  in  Greens- 
boro, N.  C.  Representatives  from  the  Rich- 
mond office  on  this  occasion  were  Frank  W. 
Corley,  general  manager,  and  Fred  Kessnich, 
wholesale  manager.  Victor  Taylor,  known  as 
the  pinch  hitter  of  the  Corley  road  staff,  came 
in  from  Roanoke  to  help  put  over  the  idea 
there.  Mr.  Corley  went  from  Greensboro  on  a 
trip  through  the  South,  which  he  expected 
would  take  him  as  far  as  Florida.  Mr.  Kessnich 
availed  himself  of  the  opportunity  to  make  a 
trip  through  West  Virginia  before  returning  to 
Richmond. 

Horace  Lukhard,  manager  of  the  radio  de- 
partment of  the  Corley  Co.,  reports  that  the 
wholesale  trade  has  responded  liberally  to  an- 
nouncements introducing  the  new  Victor  Ortho- 
phonic  Radiola,  retailing  at  $135;  a  considerable 
volume  of  orders  having  been  received  since 
the  notices  were  sent  out. 


Westervelt  Terhune  on  Trip 

Westervelt  Terhune,  manager  of  the  Atlanta 
branch  of  the  Columbia  Phonograph  Co.,  is 
making  a  tour  of  the  State  of  Florida  with 
G.  S.  Simmons,  State  representative  for  the 
Tampa  Hardware  Co.,  Florida  jobber  for  the 
Viva-tonal  Columbia  phonograph  and  Columbia 
New  Process  records. 
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Improvement  in  Business  in  Cleveland 

Territory  Creates  Optimism  in  Trade 

Automatic   Orthophonic   Victrola  Meets  With  Enthusiastic  Approval  of  the  Trade    at  First 
Local  Demonstration — Robert  L.  White  Music  Co.  to  Add  "Talkers" 


Cleveland,  O.,  March  7. — Business  is  beginning 
to  pick  up  and  shows  improvement  over  a 
month  ago.  The  arrival  of  new  models  of  sev- 
eral phonographs  created  a  great  deal  of  interest 
and  the  trade,  generally  speaking,  is  in  an  opti- 
mistic frame  of  mind.  Phonographs  and  records 
have  been  selling  as  well  as  can  be  expected 
for  this  time  of  the  year.  Radio  sets  and 
accessories  especially  have  had  a  good  sale. 

Automatic  Orthophonic  Introduced  to  Trade 

Victor  Orthophonic  Day  was  the  biggest 
event  for  some  time  past  and  was  held  on 
February  22  to  introduce  the  new  Automatic 
instrument.  This  newest  addition  to  the  Victor 
line  met  with  enthusiastic  approval  from  the 
four  hundred-odd  dealers  and  their  sales  people 
who  saw  it  and  heard  it  played.  The  demon- 
stration and  get-together  meeting  was  held  at 
the  Wade  Park  Manor,  one  of  the  city's  lead- 
ing hotels,  and  the  Cleveland  Talking  Machine 
Co.  sponsored  the  event.  Howard  Shartle, 
president  of  the  company,  acted  as  chairman. 
After  luncheon  those  of  the  ladies  who  did  not 
care  to  stay  for  the  business  session  were  taken 
to  the  matinee  at  Keith's  Theatre.  The  business 
session  then  got  under  way  and  the  first  speaker 
was  Howard  Shartle,  who  spoke  on  the  sales 
possibilities  of  the  Victor  line  and  commented 
on  the  poor  showing  some  of  the  sales  people 
had  made.  He  cited  an  instance  where  he  had 
employed  a  shopper  who  had  called  on  ten 
stores  and  in  only  one  instance  did  the  saleslady 
attempt  to  sell  her  more  than  one  record  and 
none  tried  to  interest  her  in  an  instrument.  He 
urged  the  trade  to  concentrate  on  JVictor  prod- 
ucts and  cited  a  number  of  dealers  who  had 
found  this  to  be  a  very  successful  policy. 

A  very  inspiring  talk  was  given  by  Roy  A. 
Forbes,  general  sales  manager  of  the  Victor 
Co.,  who  told  about  the  policy  of  the  company 
and  what  the  new  Automatic  model  meant  to 
the  trade.  He  described  President  Shumaker 
of  the  company  as  being  square  in  every  way 
and  eminently  fitted  to  guide  the  destinies  of 
the  company  as  he  had  a  wide  knowledge  of 
the  business  through  being  vice-president  in 
charge  of  sales,  advertising  and  merchandising. 
He  stressed  the  point  that  there  was  no  funda- 


mental change  in  the  company  and  that  the 
men  who  were  responsible  for  the  Ortho- 
phonies success  were  still  in  charge.  He  said 
there  was  no  cause  for  pessimism  and  that  the 
prospects  for  the  next  twelve  months  were 
good. 

Other  speakers  were  Lloyd  Engler,  assistant 
sales  manager  of  the  Victor  Co.;  N.  H.  Norvell, 
district  Victor  representative,  and  S.  S.  Lar- 
mon,  of  N.  W.  Aver  &  Son.  The  new  Auto- 
matic was  also  demonstrated.  The  banquet  was 
served  in  the  Gold  Room  and  music  was  fur- 
nished by  an  Auditorium  Orthophonic  Victrola. 
At  the  conclusion  of  the  meal  Mr.  Shartle  an- 
nounced that  President  Shumaker  had  been 
taken  ill  and  would  not  be  able  to  be  present 
and  that  Mr.  Forbes  would  read  his  address. 
This  address  received  great  applause  and  regret 
was  expressed  by  Mr.  Shartle  on  behalf  of  the 
assemblage  that  Mr.  Shumaker  had  not  been 
able  to  be  present.  The  other  speaker  of  the 
evening  was  Charles  C.  Parlin,  manager  of  the 
Division  of  Commercial  Research  of  the  Cur- 
tiss  Publishing  Co.,  who  described  very  graphi- 
cally what  was  being  done  by  the  Victor  Co. 
to  make  the  new  machine  known  to  the  public. 
In  Hands  of  Receiver 

One  of  Cleveland's  oldest  music  stores  went 
into  receiver's  hands  this  month,  the  McMillin 
Music  Co.  A  number  of  suits  were  filed  against 
the  concern  and  judgments  taken  in  Municipal 
Court  and  the  store  closed.  The  receiver  was 
appointed  by  Common  Pieas'  Court  on  request 
of  creditors. 

Schirmer  Subleases  White  Store 

A  sublease  for  five  years  has  been  taken  on 
the  store  of  the  Robert  L.  White  Music  Co.,  in 
the  Old  Arcade,  by  the  G.  Schirmer  Music  Co., 
Inc.,  of  New  York.  The  company  has  had  this 
space  for  a  number  of  years. 

Plans  to  Add  Radio  and  Phonographs 

The  Robert  L.  White  Music  Co.,  which  has 
been  located  in  the  Old  Arcade  for  the  past 
thirty-three  years,  has  decided  to  again  sell 
radio  and  phonographs  and  has  leased  additional 
space  for  that  purpose.  Their  location  is  one 
of  the  best  in  the  city  and  until  last  Spring  the 
company  had  always  sold  those  lines  when  they 


discontinued  them  on  account  of  lack  of  space. 
It  is  probable  that  the  new  department  will  not 
be  opened  until  Mr.  White  gets  back  from  his 
trip  to  Florida.  The  company  now  handles  a 
complete  line  of  small  goods  and  is  agent  for 
the  King  line  of  instruments  and  is  featur- 
ing the  new  King  saxophone  at  present. 

Deca-Disc  Automatic  Phono- 
graph Welcomed  by  Trade 

Clarence  Croft,  Secretary  of  Deca-Disc  Phono- 
graph Co.,  Predicts  Big  Demand  for  Con- 
tinuous Playing  Phonograph  Within  Year 


Waynesboro,  Pa.,  March  4. — The  Deca-Disc 
Phonograph  Co.  of  this  city,  which  announced 
its  improved  automatic  phonograph  last  month, 
reports  genuine  interest  manifested  on  the  part 
of  the  talking  machine  trade  in  this  device.  The 
Deca-Disc  Co.  for  several  years  has  earned  a 
reputation  as  a  manufacturer  of  coin-operated 
automatic  phonographs.  The  refinement  of  this 
product  and  its  production  in  a  small  compact 
mechanism  that  will  fit  the  ordinary  phono- 
graph has  opened  up  a  new  field  for  this  or- 
ganization— that  of  the  home. 

Clarence  Croft,  secretary  of  the  company, 
states:  "The  public  has  not  as  yet  demanded  the 
continuous  playing  phonograph  because  up  to 
the  present  date  very  few  have  seen  it.  We  be- 
lieve that  in  the  very  near  future  as  the  public 
becomes  familiar  with  it  there  will  be  a  decided 
demand  and  every  manufacturer  will  give  this 
subject  serious  thought.  This  is  the  age  of  mu- 
sic and  the  continuous  player  will  add  much  to 
dinner  parties,  card  parties,  dances,  and  other 
social  events." 

Otto  N.  Frankfort  Off  on 

Trip  to  the  Pacific  Coast 

General  Sales  Manager  of  Mohawk  Corp.  of 
Illinois  Visits  Leading  Trade  Centers  on 
Route — Factory  Busy  Supplying  Demand 

Otto  N.  Frankfort,  general  sales  manager  of 
the  Mohawk  Corp.  of  Illinois,  left  the  Chicago 
headquarters  of  his  firm  on  February  26  for  a 
four-weeks'  trip  throughout  the  West.  Mr. 
Frankfort  is  at  the  present  time  visiting  dis- 
tributors of  Mohawk  one-dial  receiving  sets  on 
the  Pacific  Coast  and  he  has  already  stopped 
at  a  number  of  prominent  trade  centers,  in- 
cluding Omaha,  Des  Moines,  Denver,  Salt  Lake 
City,  Los  Angeles  and  San  Francisco.  Accord- 
ing to  reports  from  the  Mohawk  general  offices, 
the  factory  has  continued  to  be  very  active  since 
the  first  of  the  year  and  there  is  apparently  little 
sign  of  a  decrease  in  demand  for  the  popular 
Mohawk  products. 

No.  94  Imperial  Reproducer 
Introduced  by  Oro-Tone  Co. 

A  new  talking  machine  reproducer,  known  as 
No.  94  Imperial,  was  introduced  a  few  weeks 
ago  by  the  Oro-Tone  Co.,  Chicago,  manufac- 
turer of  phonograph  equipment.  The  most  im- 
portant feature  of  the  Imperial  is  its  processed 
aluminum  diaphragm  covered  with  an  attractive 
lace  guard.  The  new  reproducer  is  similar  to 
the  No.  90  Oro-Tone  sound  box  and  will  retail 
for  $5.  It  is  furnished  in  either  nickel,  gold  or 
oxidized  finish. 

W.  C.  Green  Furniture  Co. 
Is  Exclusively  Columbia 

Chattanooga,  Tenn.,  March  5—  W.  C.  Green 
Furniture  Co.,  this  city,  is  a  recent  addition  to 
the  already  large  number  of  exclusive  Columbia 
dealers.  This  large  furniture  store  recently  in- 
stalled a  phonograph  and  record  department, 
taking  on  the  Columbia  line  exclusively. 


Something  New     \\T  A  T^/^XJ  f 
Next  Month         VV  £\.  JL  Vxll  ♦ 


Mutual  Phono  Parts  Manufacturing  Corp. 

610-614  BROADWAY  (Cor.  Houston  St.)  NEW  YORK  CITY 

FACTORY  REPRESENTATIVES 
Max  Targ,  229  W.  Randolph  St.,  Chicago,  111. 
Canadian  Acme  Screw  &  Gear,  Ltd.,  1209  King  St.,  W.,  Toronto,  Can. 
Industries  Unidas,  S.   A.,  Balderas  110,  Mexico  City,  Mex. 
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I  JMEUTR.AL  SOLUTION 

^}  Trickle  Charger 

FORGET  you  have  an  "A"  Battery.  Enjoy  permanent 
"A"  power  and  eliminate  the  bother  of  having  your  bat- 
tery charged.  Just  hook  on  a  Johnson  Trickle  Charger,  plug 
it  into  the  light  socket,  and  forget  it.  It  will  deliver  a  con- 
stant .6  Ampere  charging  rate  as  long  as  the  battery  is  below 
normal — yet  it  cannot  overcharge.  Johnson  Trickle  Chargers 
do  not  lose  their  efficiency  nor  does  their  charging  rate  de- 
crease with  age.  Month  in  and  month  out  they  continue  to 
keep  the  "A"  power  supply  at  its  proper  level. 

Neutral        The  neutral  solution  used  in  Johnson  Trickle  Chargers  is 
Solution       harmless  to  rugs  and  clothing  and  entirely  odorless.  This 
eliminates  a  serious  and  expensive  annoyance. 

Silent  A  Johnson  Charger  does  not  have  to  be  disconnected  when 

the  set  is  in  use.    It  is  absolutely  silent — no  hum — giving  24 
hours  charging  efficiency  each  day. 

Short  No  danger  from  short  circuits,  for  the  coil  caps  and  base  are 

Proof  made  of  solid  molded  rubber  assuring  perfect  insulation. 

Electrodes  The  electrodes  will  be  found  entirely  free  from  scale  or  cor- 
W ill  Not  rosion  even  after  months  of  constant  use,  insuring  extremely 
Corrode       long  life. 

Built  to  Last 

Johnson  Trickle  Chargers  have  had  the  advantage  of  intensive  re- 
search work  and  are  constructed  of  the  finest  materials  obtainable. 
There  is  nothing  to  wear  out — nothing  to  stop  this  permanent  source 
of  "A"  power 

Johnson  Neutral  Solution  Trickle  Chargers  are  carried  by  the 
better  jobbers.  Get  in  touch  with  yours  today  and  get  in  on  the  real 
profits  which  this  better  accessory  produces. 


'ofrn 


MOTO/K  PIKO DUCTS  CO. 

$08  NOPJH   SHELDON  ST.  CHICAGO 
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DEALERS 

want  to  know 

how 

to  get 
more  business  I 


When  you  study  this  record  business 
it  all  reduces  to  recordings,  hits  and 
artists.  Why  some  records  don't  sell 
isn't  nearly  so  interesting  as  why 
electrically  recorded  Okeh  Records  do 
sell . . .  satisfy ...  and  return  customers 
for  more  Okeh  Records. 

Okeh.  Artists  are  national  entertainers 
Okeh  hits  are  the  latest  and  best  selling 


SELL 


QKeL 

Records 

Write  for  the  details  of  an  Okeh  Dealer's  License 


Consolidated  Talking  Machine  Co* 

227  W.  WASHINGTON  ST.  CHICAGO,  ILLINOIS 

Branches:  2957  Gratiot  Ave.,  Detroit,  Mich.      :  :       1424  Washington  Ave.,  Minneapolis,  Minn. 
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REPUBLIC  BIDS.,  2Q9  SOUTH  STATE  ST      TELEPHONE  WABASH  5342 


LEONARD  P.  CANTY 


Introduction  of  Automatic  Orthophonic 

Victrola  Outstanding  Event  of  Month 

Two  Hundred  and  Fifty  Victor  Dealers  From  Middle  Western  States  Hear  New  Instrument  at 
Meeting  Sponsored  by  Wholesalers — Fair  Business  Continues — The  News 


Chicago,  Iix.,  March  10. — Business  conditions 
in  the  Middle  West  music-radio  trade  during 
the  month  of  February  and  early  days  of  March 
were,  with  few  exceptions,  considered  favorable, 
according  to  reports  from  various  divisions  of 
the  trade.  While  the  early  Spring  and  late 
Winter  months  are  ordinarily  supposed  to  bring 
with  them  a  depression  and  lull  in  buying,  no 
drastic  slump  has  been  experienced  by  the  trade 
in  this  territory. 

In  talking  machine  circles  there  is  said  to  be 
a  noticeable  trend  toward  electrically  controlled 
machines,  due,  perhaps,  to  the  modern  practice 
of  harnessing  electricity  for  various  household 
uses  as  well  as  entertainment  purposes.  There 
is  also  noted  an  increasing  number  of  sales  of 
radio-phonograph  combination  machines,  be- 
cause of  the  desire  of  the  purchaser  to  conserve 
room  in  his  home  and  combine  two  instruments 
of  entertainment  in  one  attractive  piece  of  fur- 
niture. As  an  indication  of  the  phonograph 
and  radio  business  in  and  near  Chicago,  one 
distributor  of  a  well-known  make  of  talking 
machines  and  radio  receivers  stated  a  few  days 
ago  that  his  sales  had  exceeded  those  of  Jan- 
uary by  35  per  cent. 

Portable  phonographs,  in  the  very  months 
that  they  were  considered  as  shelf  merchandise 


two  or  three  years  ago,  have  moved  very  fast 
during  February  and  the  early  part  of  March, 
with  many  dealers  adding  lines  of  the  small 
machines  for  the  first  time.  Records  have  en- 
joyed a  fine  demand  since  the  first  of  the  year 
with  the  dealer  taking  advantage  of  every  op- 
portunity offered  in  the  way  of  sales  promotion 
helps,  such  as  the  approaching  Beethoven  Week, 
to  push  appropriate  recordings. 
Notable  Gathering  of  Victor  Dealers  in  Chicago 

Two  hundred  and  fifty  Victor  dealers  from 
the  Central  States,  and  several  from  far  distant 
points  such  as  Louisville,  Ky.,  gathered  in  the 
Florentine  Room  of  the  Congress  Hotel,  Feb- 
ruary 21,  to  see  and  hear  for  the  first  time  the 
new  Automatic  Orthophonic  Victrola.  The 
meeting  was  sponsored  by  the  Chicago  Talking 
Machine  Co.,  Victor  wholesaler,  and  the  deal- 
ers were  welcomed  by  W.  C.  Griffith,  president 
of  the  distributing  house. 

Edward  E.  Shumaker,  president  of  the  Vic- 
tor Talking  Machine  Co.,  came  to  Chicago  for 
the  meeting,  but  he  was  taken  ill  while  in  the 
city  and  returned  to  Camden  at  once.  In  his 
absence  Roy  E.  Forbes,  manager  of  sales  and 
merchandising  of  the  Victor  Co.,  read  Mr. 
Shumaker's  address,  giving  a  short  history  of 
the  Victor  Co.,  and  outlining  plans  for  future 


development.  C.  Lloyd  Egner,  formerly  man- 
ager of  the  Chicago  district  sales  office  of  the 
Victor  Co.,  who  has  been  transferred  to  the 
Camden  headquarters,  addressed  the  dealers,  as 
did  Charles  W.  Hyde,  sales  manager  of  the  Chi- 
cago Talking  Machine  Co. 

Lawrence  Richardson,  Victor  representative 
in  Chicago,  conducted  the  demonstration  of  the 
new  Automatic  phonograph. 

At  7  o'clock  the  dealers  were  guests  of  the 
Chicago  Talking  Machine  Co.  at  a  dinner  in  the 
Florentine  Room,  the  entertainment  being  fur- 
nished by  an  Auditorium  model  Orthophonic 
Victrola  installed  especially  for  the  event.  The 
initial  appearance  of  the  new  Automatic  ma- 
chine at  the  afternoon  session  resulted  in  a  large 
number  of  orders  for  the  Chicago  Talking  Ma- 
chine Co.  from  dealers  in  this  territory,  prac- 
tically every  retailer  present  placing  an  order 
at  once  for  the  new  product. 

Series  of  Victor  Dealer  Meetings  Arranged 

A  series  of  meetings  has  been  arranged  for 
the  purpose  of  giving  Victor  dealers  and  their 
sales  people  throughout  the  Middle  West  an 
opportunity  to  inspect  the  new  Automatic  Or- 
thophonic Victrola.  These  meetings  have  been 
arranged  by  the  Chicago  Talking  Machine  Co. 
with  the  idea  of  making  them  convenient  for 
as  many  dealers  as  possible.  Starting  on  Feb- 
ruary 28  with  a  two-day  Chicago  meeting  at  the 
Palmer  House,  the  new  Automatic  machine  will 
be  shown  in  the  leading  cities  of  Illinois,  Mich- 
igan, Indiana,  Kentucky,  Ohio,  Wisconsin,  Iowa 
and  Nebraska.  The  last  of  the  meetings  will  be 
(Continued  on  page  106) 


!HE  Vitanola  Service  Bureau  announces  with  pleasure 
to  the  trade  their  appointment  as  exclusive  Chicago  and 
Illinois  distributors  for  the  J.  A.  Fischer  Co.,  Philadelphia, 
manufacturers  of  "Valley  Forge"  phonograph  parts. 


|HE  addition  of  the  well  known  "Valley  Forge"  line  to 
^  ^  the  already  complete  stock  of  Vitanola  parts  places  us 
in  the  unique  position  of  being  able  to  fill  your  wants  with 
the  greatest  facility.  We  have  enlarged  our  organization  to 
handle  the  increased  business,  and  are  prepared  to  carry  on, 
and  give  added  meaning  to  our  pledge  of  quality  and  service. 

UR  own  resources  and  those  of  the  people  we  represent 
are  at  your  disposal — we  recommend  that  you  try  them. 


eivice  Bureau 


11  East  Austin  Ave. 


Chicago,  111. 
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FROM  OUR  CHICAGO  HEADQUARTERS — (Continued  from  page  105) 


held  on  March  10,  and  the  first  public  demon- 
stration will  be  given  on  Monday,  March  21. 
Illinois  Distributor  for  J.  A.  Fischer  Co. 

An  announcement  was  made  a  few  days  ago 
to  the  effect  that  the  Vitanola  Service  Bureau, 
Chicago,  had  been  appointed  exclusive  Chicago 
and  Illinois  distributor  for  the  J.  A.  Fischer 
Co.,  Philadelphia,  manufacturer  of  Valley  Forge 
phonograph  parts,  main  springs  and  the  Val 
Phonic  reproducer. 

Under  the  management  of  Milton  S.  Schiff, 
the  Vitanola  Service  Bureau  was  organized  sev- 
eral months  ago  to  supply  Vitanola  dealers  with 
parts  and  repair  materials,  and  also  to  service 
other  makes  of  phonographs.  The  appointment 
of  the  firm  as  Fischer  representative  was  effec- 
tive March  1. 

Harry  Alter  Co.  Soon  in  New  Home 

According  to  an  announcement  made  a  few 
days  ago,  the  Harry  Alter  Co.  of  Chicago,  na- 
tionally known  radio  distributor,  will  occupy 


Harry  Alter  Co.'s  New  Home 

within  the  next  month  its  own  building,  now 
being  erected  at  Michigan  avenue  and  Eight- 
eenth street.  This  is  the  third  time  that  the 
Harry  Alter  Co.  has  been  forced  to  change  its 
location  in  order  to  take  care  of  its  increasing 
activities,  and  the  new  building  contains  al- 
most twice  the  present  floor  space  or  approxi- 
mately 90,000  square  feet.  The  structure  was 
especially  designed  with  the  view  to  expedit- 
ing the  handling  of  orders  and  will  be  one  of 
the  finest  occupied  exclusively  by  a  radio  and 
electrical  jobber.  The  building  is  ideally  lo- 
cated, as  it  is  situated  in  the  heart  of  the  Chi- 
cago radio  district,  a  short  distance  from  the 
downtown  business  section  and  easily  accessible 
from  all  parts  of  the  city. 

Harry  Alter,  the  founder  and  president  of 
the  firm,  is  still  in  his  early  thirties  and  has  as 
associates  his  three  brothers.  Leo  Alter  has 
charge  of  the  financial  phase  of  the  business, 
Arthur  S.  Alter  is  head  of  the  sales  department, 
and  Irving  C.  Alter  devotes  his  time  to  mer- 


chandising. The  Harry  Alter  Co.  is  widely 
known  through  its  monthly  publication  of  The 
Pocketbook,  which  is  used  extensively  as  a 
buying  guide  by  music  and  radio  dealers.  The 
increased  floor  space  as  well  as  the  carefully 
laid  plans  of  the  new  building  will  allow  the 
Alter  organization  to  render  larger  and  better 
service  to  its  many  customers  throughout  the 
country. 

Enjoy  Gulbransen  Concert 

The  third  concert  featuring  the  Gulbransen 
registering  piano,  under  the  auspices  of  the 
Winegar  Furniture  Co.,  Gulbransen  dealer,  was 
given  at  Kelloggsville  School,  two  miles  from 
Grand  Rapids,  Mich.  More  than  400  persons 
were  present  and  enjoyed  the  program  of  in- 
strumental and  vocal  music  and  special  features. 
Introduce  Erla  Dual  Charger 

Electrical  Research  Laboratories,  radio  manu- 
facturer of  Chicago,  has  just  announced  a  new 
batterj'  charger,  to  be  known  as  the  Erla  Dual 
Charger.  The  new  product  contains  no  tube,  no 
vibrator  and  no  acid.  It  has  two  charging  rates, 
one  and  one-half  amperes  and  two  and  one-half 
amperes.  The  Erla  Dual  is  a  compact  charger 
finished  in  black  crystalline  metal  and  the  list 
price  will  be  announced  shortly  after  the  middle 
of  March. 

H.  D.  Schoenwald  With  Brunswick  Co. 

Harry  D.  Schoenwald  is  now  connected  with 
the  record  division  of  the  Brunswick  Co.  as  a 
field  representative,  working  in  co-operation 
with  distributors  of  Vocalion  records.  Mr. 
Schoenwald  was  formerly  president  of  the 
Piano  Club  of  Chicago,  and  was  recently  con- 
nected with  the  United  States  Music  Co.,  Chi- 
cago, manufacturer  of  player  rolls. 

Large  Earnings  of  Davis  Industries,  Inc. 

Earnings  of  the  Davis  Industries,  Inc.,  Chi- 
cago, phonograph  and  radio  manufacturers, 
for  the  year  ended  December  31,  were  the  larg- 
est reported  in  the  last  four  years,  totaling 
$259,237,  after  all  charges,  but  before  interest, 
against  $232,741  in  the  preceding  year.  These 
earnings  are  equivalent  to  $10.36  per  share  on 
the  25,000  class  "A"  shares  against  $9.30  a 
share  in  1925. 

The  income  account  follows:  Sales,  $780,261; 
gross  profits  after  depreciation  and  cost  of  sales, 
$484,534;  balance  after  selling  and  administra- 
tion expenses,  $259,237. 

The  principal  changes  in  the  balance  sheet 
position  are  probably  due  to  the  financing  dur- 
ing the  periods  covered  by  both.    There  was  a 
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Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


StanJvrJ  Talking  Mo<M««  Co. 

(\,I*J  T.lkLng  Moeki—  C*. 
//■'»w_r  Toiki-i  JInUh  C*. 
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-  Higli  Grad^TadTTmolvfachines.  TXsc  Records, 
TnlbingMaching  Supplies,  Etc 

227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 


T  R  A  D  t  MARK 

■CONSOIV 


Branches:  2957  Gratiot  An.,  Detroit.  Mich.         1424  Wanhlnrton  Art.,  South.  Minneapolis  Minn. 


MOTORS 


For  All  Types  of 
PHONOGRAPHS 

Quiet,  Easy  Winding — Silent  Operation — Quick  Pick-up — 
True  Pitch  Reproduction — Long  Life. 

Wearing  parts  protected  by  air-tight  housing.  Continuous 
Automatic  Lubrication. 

Write  for  Catalog 

THE  UNITED  AIR  CLEANER  CO. 

Formerly  the  United  Mfg.  &  Dist.  Co. 
9702  Cottage  Grove  Ave.  Chicago 

gain  of  nearly  $200,000  in  working  capital,  large- 
ly accounted  for  by  a  larger  total  of  accounts 
receivable. 

Roy  T.  Anderson  in  New  Post 

Roy  T.  Anderson,  formerly  of  the  Lincoln- 
Lilly  Advertising  Agency  of  Chicago,  recently 
became  vice-president  and  sales  manager  of  the 
Buckingham  Radio  Corp.,  radio  set  manufac- 
turer of  this  city.  Mr.  Anderson. has  been  asso- 
ciated in  the  advertising  business  for  over  eisrht 


Roy  T.  Anderson 

years  and  brings  to  his  new  connection  a  wealth 
of  merchandising  experience.  The  Buckingham 
Radio  Corp.,  according  to  a  recent  announce- 
ment by  Mr.  Anderson,  is  now  making  active 
plans  for  a  larger  national  distribution  of  its 
line  of  chassis,  cabinets  and  one  and  two-dial 
receivers. 

Q  R  S  Buys  Vocalstyle  Masters 

The  Q  R  S  Music  Co.,  of  Chicago,  player 
roll  and  radio  tube  manufacturer,  recently  an- 
nounced to  the  trade  the  purchase  of  Vocal- 
style  masters  from  the  Vocalstyle  Music  Co., 
Cincinnati,  O.  The  Vocalstyle  Co.  recently  dis- 
continued the  manufacture  of  player  rolls,  and 
in  the  belief  that  many  of  its  old  customers 
would  be  desirous  of  securing  Vocalstyle  rolls, 
the  Q  R  S  company  made  arrangements  to 
continue  production  at  the  Vocalstyle  factory 
until  the  raw  materials  are  consumed,  after 
which  the  rolls  will  be  produced  under  the 
Q  R  S  label. 

Tay  Sales  Co.  Complimented 

In  the  Monday.  February  28,  issue  of  the 
Chicago  Herald  and  Examiner  there  appeared 
a  double-page  spread  Sonora  advertisement 
which  attracted  considerable  attention  from  the 
Chicago  public  and  radio-music  trade.  The  left- 
hand  page  contained  a  large  illustration  of  a 
Sonora  Standard  console  receiver,  and  twelve 
dealer  advertisements,  divided  as  to  their  loca- 
tion in  various  parts  of  the  city. 

The  right-hand  page  of  the  advertisement 
contained  an  illustration  of  two  letters  received 
by  C.  S.  Tay,  president  of  the  Tay  Sales  Co., 
local  Sonora  jobber.  One  letter,  signed  by 
Frank  V.  Goodman,  sales  manager  of  the  So- 
nora Phonograph  Co.,  Inc.,  expressed  his  ap- 
( Continued  on  /l(i<y<"  110) 
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Licensed  and  Manufactured 
under  Patents  1414801 


Slagle  Speakers  Say  It  All! 

Recommended  by  Hammarlund-Roberts 
for  use  with  their  HUQ  set  Kits 

A  high  quality  speaker  improves  even  the  best  receiver. 
A  Slagle  Speaker  makes  any  set  better.  But  used  with  a 
Slagle  Receiver,  the  result  is  all  that  any  one  could  ask 
in  the  way  of  radio  performance. 

15  years  is  a  long  time  in  the  radio  industry  but  from 
the  beginning  the  name  of  Slagle  has  stood  for  just  one 
thing— the  finest  products  that  engineering  skill,  expert 
workmen,  and  painstaking  inspection  can  turn  out.  No 
one  need  tell  you  what  that  means  in  the  radio  business. 

SLAGLE  RADIO  COMPANY,  Fort  Wayne,  Indiana 

High  Grade  Radio  Products  Since  1911 
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The  Toman  "Helical"  Tone  Arm  Set 


Specially  designed  for  use  with  latest  type  long  amplifying  horns. 
Hole  in  base  1  V%  inch  diameter — Distance  from  center  of  base  to 
needle  holder  in  playing  position  about  9y2  inches. 


Constantly  curves  and  tapers 
Air  tight  in  construction 

No  vibration  or  jingling  on  loudest  tones 


The  walls  of  the  Helical  tone  arm  progressively  increase  in  thickness  from 
inch  at  the  reproducer,,  to  3/16  inch  at  the  base — this  construction  prevents  any 
losses  or  modification  of  sound  waves  as  this  tone  arm  does  not  vibrate  even  on 
loudest  tones — whereas  tone  arms  made  with  thinner  walls  will  vibrate  and  fre- 
quently lose  and  also  modify  some  of  the  sound  waves.  The  "Helical"  tone  arm 
has  a  constantly  tapered  air  column  measuring  15  inches  from  reproducer  to  ampli- 
fying horn  connection,  and  the  inside  walls  being  perfectly  smooth  offer  absolutelv 
no  resistance  to  the  sound  waves — and  due  to  the  perfect  helical  curves  through- 
out, there  is  absolutelv  no  alteration  of  the  natural  characteristics  of  either  high  or 
low  tones,  which  are  perfectly  transmitted  to  the  amplifying  horn. 


Manufactured  fe>  _  , 

bales  Distributor 

E.  Toman  At  Co.  Wondertone  Phonograph  Co. 

2621  West  21st  Place  216  No.  Michigan  Ave.,  Chicago,  111. 

Cftble  Address — "Wondertone  Chicago." 
CHICAGO,  ILL.  Cable  Codes— Western  Union — A. B.C.  (5th  Edition). 
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The  Toman  "Helical"  Tone  Arm  Set 

Does  not  infringe  any  U*  S*  Patent  Not  a  copy  or  imitation 

Produces  a  very  fine,  deep,  rich,  mellow  and  powerful  tone,  surpassed  by  none 


Durability  of  construction  prevails  throughout  the  entire  unit 
Note  the  strong  and  efficient  construction  of  the  base 


The  ball  race  is  ma- 
chined as  smooth  as 
glass. 


Ball  container  has  spacers  preventing  piling 
up  of  balls,  insuring  perfectly  smooth  move- 
ment of  tone  arm,  with  minimum  of  friction. 


The  Toman  reproducer  was  placed  on  the  market 
last  summer,  and  met  with  great  success.  This  re- 
producer, besides  producing  a  remarkably  fine,  deep, 
mellow,  and  powerful  tone,  has  the  great  advantage 
of  being  practically  indestructible  in  construction, 
the  diaphragm  being  made  of  alloyed  metals — in 


which  magnesium  predominates — and  is  15/1000 
inch  thick.  It  is  suspended  in  such  a  manner  that  it 
is  very  sensitive,  and  reproduces  perfectly  extreme 
highest  or  lowest  tone's.  This  construction  is  far 
superior  to  the  extremely  thin  diaphragms  used  in 
many  other  reproducers,  which  are  very  fragile,  and 
easily  damaged. 


Manufactured  by 


E.  Toman  &  Co. 

2621  West  21st  Place 
CHICAGO,  ILL. 


Sales  Distributor 


Wondert one  Phonograph  Co. 

216  No.  Michigan  Ave.,  Chicago,  111. 

Cable  Address — "Wondertone  Chicago." 
Cable  Codes — Western  Union — A. B.C.   (5th  Edition). 
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preciation  for  the  splendid  sales  efforts  which 
had  been  put  forth  by  the  Tay  Sales  Co.  in  the 
Chicago  territory.  Mr.  Goodman  complimented 
the  Tay  organization  on  the  advertising  co- 
operation elicited  from  Sonora  dealers,  pointing 
out  the  effectiveness  of  the  six  full-page  adver- 
tisements which  appeared  in  the  Herald-Ex- 
aminer during  November  and  December.  He 
attributed  almost  entirely  to  this  advertising 
the  unusual  fact  that  the  Sonora  company  was 
unable  to  keep  up  with  immediate  shipping  or- 
ders at  any  time  during  December  on  console 
receivers  and  that  the  supply  of  these  models 
was  entirely  exhausted  at  Christmas  and  also 
on  January  1,  1927. 

The  second  letter,  addressed  to  Mr.  Tay  by 
F.  W.  Schnirring,  advertising  manager  of  the 
Sonora  Co.,  stated  that  the  Tay  Sales  Co.  and 
Chicago  Sonora  dealers  had  realized  one  of  the 
outstanding  achievements  in  radio  advertising 
and  merchandising  last  Fall,  when  twelve  So- 
nora dealers  banded  together  and  ran  six  full 


pages  in  the  Herald-Examiner  on  Sonora  mer- 
chandise over  their  own  firm  signatures.  Mr. 
Schnirring  stated  that  the  results  of  this  adver- 
tising are  best  proved  by  the  sales  records  of 
each  of  these  dealers  and  that  the  Chicago  ter- 
ritory required  practically  the  entire  Sonora 
factory  stock  of  console  receivers  to  supply  the 
Christmas  demand  in  this  market. 

The  six  advertisements  referred  to  in  the  let- 
ters written  by  Mr.  Goodman  and  Mr.  Schnir- 
ring were  reprinted  in  miniature  on  the  right- 
hand  page. 

New  Tube  Introduced  by  Sonatron  Co. 

The  Sonatron  Tube  Co.,  with  headquarters 
in  Chicago  and  branches  in  New  York,  Newark, 
Detroit  and  Windsor,  Canada,  recently  intro- 
duced a  new  radio  tube  known  as  Sonatron 
R  F  201-A.  At  the  time  that  the  new  tube  was 
introduced  two  Chicago  broadcasting  stations, 
WGN  and  WGES,  were  engaged  in  an  interfer- 
ence war,  WGN  claiming  that  the  other  station 
was  interfering  with  the  reception  by  listeners 


of  its  program.  The  wave-lengths  in  question 
were  only  40  kilocycles  apart  and  the  new  Sona- 
tron tube  was  introduced  at  the  time  the  con- 
troversy was  at  a  white  heat. 

In  making  the  announcement,  the  Sonatron 
Co.  stated  that  the  R  F  201-A,  used  in  every 
radio  frequency  socket,  would  eliminate  inter- 
ference between  these  two  stations.  According 
to  the  manufacturer,  the  reaction  of  the  Chicago 
public  was  very  favorable,  one  prominent  local 
dealer  experiencing  a  rush  of  tube  business  incom- 
parable to  any  in  the  history  of  his  firm.  In 
St.  Louis,  Cincinnati,  Milwaukee  and  New  York 
similar  broadcasting  conditions  existed  and  the 
Sonatron  advertising  campaign  is  said  to  have 
brought  the  same  result  in  these  trade  centers. 

The  new  Sonatron  R  F  201-A  is  a  radio  fre- 
quency power  tube  which  replaces  the  standard 
201-A  in  the  radio  frequency  sockets.  The  new 
tube  retails  at  $3.00. 

Richard  P.  Pickering  Appointed  Sales  Manager 

According  to  a  recent  announcement  made  by 
F.  A.  Magee,  president  of  the  Trav-Ler  Mfg. 
Corp.,  Chicago,  Richard  P.  Pickering  has  been 
appointed  sales  manager  of  the  firm.  Mr.  Pick- 
ering was  formerly  associated  with  Caples  Co., 
a  Chicago  advertising  agency,  in  the  position  of 
merchandising  manager.  The  Trav-Ler  Mfg. 
Corp.,  manufacture  the  Trav-Ler  five-tube  port- 
able radio  receiving  set. 

To  Represent  Acme  Electric  &  Mfg.  Co. 

The  Empire  Sales  Co.,  123  North  Sangamon 
street,  of  this  city,  was  recently  appointed  sales 
representative  in  the  Indiana  and  Illinois  terri- 
tory for  the  Acme  Electric  &  Mfg.  Co.,  Cleve- 
land, O.,  maker  of  trickle  chargers,  radio  and 
electrical  specialties. 

Beethoven  Centennial  Interests  Trade 

The  interest  in  the  Beethoven  Centennial 
sponsored  by  the  Columbia  Phonograph  Co.  is 
gaining  momentum  day  by  day,  accord- 
ing to  reports  from  the  local  Columbia 
office.  All  Columbia  dealers  in  the  Chi- 
cago territory  are  preparing  to  hold  Bee- 
thoven recitals  during  the  week  of  March  20  to 
26,  playing  for  their  patrons  any  one  or  all  of 
the  twenty-five  new  Beethoven  Symphonies  re- 
cently released  by  Columbia.  The  Chicago  Daily 
News  plans  to  run  an  essay  contest  for  school 
children  under  the  age  of  nineteen  years  and 
hundreds  of  women's  clubs  throughout  the  State 
of  Illinois  are  planning  to  hold  Beethoven  re- 
citals during  the  week.  Columbia  dealers  are 
offering  their  assistance  wherever  needed  in 
arranging  programs  of  Beethoven  music  in  their 
local  communities. 

Marvin  D.  Holt's  Important  Work  for  Dealers 

Through  an  error  in  an  article  which  ap- 
peared  in  the  February  15  issue  of  The  Talking 
Machine  World  the  name  of  Marvin  D.  Holt, 
of  the  Cornell  Electric  Mfg.  Corp.  Chicago 
office,  was  misspelled.  Mr.  Holt  is  a  special 
representative  of  the  Cornell  organization  and 
he  co-operates  with  dealers  in  designing  window 
displays  of  the  Cornell  Voltage  Supply  "B" 
battery  eliminator  and  vernier  dials. 

Introduce  New  Eliminator  for  All  Batteries 

The  Greene-Brown  Mfg.  Co.,  Chicago,  has 
perfected  and  will  introduce  shortly  a  new 
eliminator  for  all  batteries,  which  operates 
directly  from  the  light  socket,  supplanting  A, 
B  and  C  batteries.  The  new  power  unit,  em- 
ploying but  one  tube  of  300  milliampere 
capacity,  had  been  tested  with  many  different 
makes  of  radio  receiving  sets,  before  an  audience 
of  radio  critics  and  engineers,  before  it  was  pro- 
nounced ready  for  the  trade.  At  the  outset, 
however,  the  first  units  arc  to  be  used  by 
manufacturers  in  their  own  sets,  since  a  change 
in  wiring  is  necessary. 

In  the  tube,  which  is  manufactured  by  the 
Q  R  S  Music  Co.,  two  electrodes  project  into 
a  cap  and  the  bulb  is  filled  with  helium  gas. 
When  the  current  is  applied  to  the  electrodes 
an  arc  is  set  up  between  the  two  points  and  the 
(Continued  on  page  112) 


Tone  Values  Distinguish 

KIMBALL  PHONOGRAPHS 


Style  300 


The  above  illustrate  two  new  models — new  construction,  not  just 
new  Styles.  If  you  do  not  know  the  attractiveness  of  the  Kimball 
line,  be  sure  to  see  and  hear. 

Write  or  wire  for  information 

W.  W.  KIMBALL  COMPANY 

Established  1857 

306  S.  Wabash  Avenue  Kimball  Bldg.,  Chicago 
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Manufacturers  and  Dealers 


Skillful  and  complete  control  of  production  of 
Quali-Tone  tone  arms  assure  a  higher  and  ever- 
increasing  degree  of  quality  and  perfection — not 
common  today  in  quantity  production.  Quali- 
Tone  is  advanced  in  standard  with  new  improve- 
ments and  typifies  the  best  that  will  be  modern 
and  desirable,  at  the  same  irreproachable  price. 
We  invite  your  investigation  for  a  superior  quality 
at  any  cost. 


THE  QUALI-TONE 

"ALL  BRASS"  TONE  ARM 

BUILT  FOR  TONE,  DURABILITY  AND 

STRENGTH 


Made  complete  in  our  own  factory 
under  the  supervision  of  vigilant  ex- 
perts. The  Quali-Tone  Tone  Arm  in- 
corporates every  known  improvement, 
and  represents  the  "last  word"  in 
scientific  sound-conveyance. 


Dealers 


Manufactured  in  lengths  8V2         9lA         10  ins. 

QUALI-TONE'S 
REPRODUCER 

A  marvelously  improved  instrument  that 
assures  an  unbelievable  perfection  of  re- 
production, not  to  be  found  elsewhere.  This 
reproducer  demonstrates  most  emphatically 
the  superiority  that  Quality  always  guaran- 
tees. It  is  the  result  of  master  workmanship 
with  the  finest  materials  obtainable  accord- 
ing to  the  most  advanced  principles  of 
design.  Dealers  as  well  as  manufacturers 
appreciate  this  unvarying  excellence  which 
represents  such  profitable  business  for 
them. 


We  invite  your  correspondence 
on   Quali-Tone's    Dealer  Plan 


MANUFACTURED  BY  THE  PHONO-PARTS  DIVISION  OF 

Duro  Metal  Products  Co 


2649  North  Kildare  Avenue 


Chicago 
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OmMVE  AERIAL 


Guaran 


o 

0 


Give  you  stations  not 
previously  received. 
Bring  in  greater 
distance. 

Improve  tone  and  selectivity. 

or  Your  Money  Back 

We  make  these  claims  without  reservation.  This 
famous  Gold  Wave  Aerial  has  been  put  to  thou- 
sands of  tests.  Recommended  by  all  radio  engi- 
neers. Broadcasting  stations  use  It  for  better  re- 
sults. Can't  corrode.  Gives  remarkable  results 
when  used  on  any  make  Radio  set.  7  strands — 
gold-plated— Aerial  100  feet  long.  Installed  like 
any  other  aerial. 

Over  4,000  dealers  now  selling 
them.  Jobbers — Dealers — Agents 
write  for  discounts  and  territory. 

Luxem  &  Davis  Mfg.  Co. 

6229  Broadway        Dept.  G-3  Chicago 


electrons  are  conveyed  through  the  gas  to  the 
plate  of  the  tubes,  the  relative  position  of  the 
electrodes  controlling  and  determining  the  A-C 
component. 

According  to  the  announcement,  many  manu- 
facturers of  radio  receiving  sets  have  already 
sent  receivers  to  the  Greene-Brown  factory  for 
testing  and  experimental  purposes  with  the  unit. 
W.  G.  Link  on  Columbia  Sales  Staff 

According  to  an  announcement  received  from 
the  Chicago  office  of  the  Columbia  Phonograph 
Co.,  W.  G.  Link,  formerly  merchandising  man- 
ager of  the  local  branch,  has  been  appointed  to 
a  position  on  the  sales  staff.  Mr.  Link  will  care 


for  the  needs  of  Columbia  dealers  in  the  South 
Chicago  territory  and  nearby  Indiana  towns. 
It  is  quite  a  coincidence  that  Mr.  Link  should 
have  been  promoted  to  the  sales  staff  after 
exactly  twelve  years'  service,  to  the  day,  with  the 
Columbia  Phonograph  Co.  He  has  been  asso- 
ciated with  the  Columbia  company  since  he 
started  his  business  career  and  having  worked  in 
practically  every  department  in  the  local  Co- 
lumbia office,  he  is  well  qualified  to  give  dealers 
intelligent  service  and  cooperation. 

Arthur  Bergh  to  California 

Arthur  Bergh,  director  of  recording  for  the 
Columbia  Phonograph  Co.,  passed  through  Chi- 
cago during  February  en  route  to  California.  He 
was  accompanied  by  his  recording  associates  and 
planned  to  record  on  the  Pacific  Coast  most  of 
the  popular  numbers  in  demand  by  Columbia 
dealers  in  that  section  of  the  country. 

H.  J.  Edwards  "Down  East" 

H.  J.  Edwards,  sales  manager  of  Electrical  Re- 
search Labs.,  Chicago,  visited  Boston  and  the 
New  England  territory  during  the  early  part  of 
March,  maintaining  his  headquarters  with  the 
Erla  distributor  in  Boston,  the  National  Radio 
Service. 

Pure  Nickel  Diaphragms  for  Baritone  Products 

The  Baritone  Mfg.  Co.,  Chicago,  maker  of 
loud  speakers,  loud  speaker  units  and  electrical 
pick-up  arms  for  phonographs,  recently  an- 
nounced that  pure  nickel  diaphragms  are  now 
standard  equipment  in  all  Baritone  products. 
The  quest  for  the  proper  material  for  loud 
speaker  diaphragms  has  been  a  problem  with 
many  radio  manufacturers  and  many  metals, 
fabrics  and  compositions  have  been  experi- 
mented with  in  an  effort  to  secure  a  perfect 
diaphragm. 

The  Baritone  executives  sought  a  material 
having  strength  sufficient  for  a  diaphragm  with 
one-half  the  thickness  of  the  usual  substances. 
The  new  Baritone  diaphragm,  made  of  pure 


nickel  three-thousandths  of  an  inch  in  thick- 
ness for  extreme  sensitivity  and  four-thou- 
sandths of  an  inch  in  thickness  for  speech 
amplification,  is  said  to  reproduce  the  low  notes 
equally  as  well  as  the  higher  tones. 

Interesting  Filmo  Film 
In  a  recent  issue  of  Filmo  Topics,  a  publica- 
tion devoted  to  the  interests  of  Filmo  motion 
picture  camera  users,  and  published  by  the  Bell 
&  Howell  Co.,  Chicago,  there  appears  an  inter- 
esting story  headed  "To  My  Grandson,  Buddy 
Green."  The  story  relates  how  H.  H.  Roemer, 
general  sales  manager  of  the  Bell  &  Howell 


f*ti,m— 

to  Alt  wim  /ovt  m  m.  -  -  Q-  mine 
 Bt/DDf  6ff£N  


One  of  the  Filmo  Picture  Title  Cards 

Co.,  started  a  most  interesting  film  story,  a 
life  history,  or  a  "filmography"  of  a  lively  grow- 
ing American  boy  from  his  cradle  days  onward. 

All  that  Mr.  Roemer  needed  was  a  small 
black  card,  a  pen,  scissors,  china  white  ink,  back 
copies  of  magazines  and  a  paste  pot.  A  pioneer 
among  amateur  movie  devotees,  he  had  already 
taken  several  hundred  feet  of  film  of  his  grand- 
son, Buddy  Green,  when  he  got  his  first  title 
writer.  The  first  pictures,  which  were  taken 
when  the  subject  was  three  months  old,  were 
interesting  to  the  members  of  the  family,  but 
when  shown  to  friends  it  was  necessary  to  ex- 
plain verbally  the  setting  and  the  time  and,  of 
(Continued  on  page  114) 


THE  JEWEL  BRASS  TONE  ARM 

and  CONCERT  REPRODUCER 


The  Only  Tone  Arm  on  the  market  having  the  same  taper  used  by  manu- 
facturers in  making  brass  band  instruments.  The  fact  that  band  instrument 
manufacturers  have  used  this  taper  for  over  two  hundred  years  is  convinc- 
ing evidence  that  it  is  perfect  for  amplifying  sound  waves.  By  placing  the 
Jewel  Brass  Tone  Arm  with  this  large  Concert  size  reproducer  on  the  old 
Victrola  or  other  talking  machines,  you  will  greatly  improve  the  reproduc- 
tion, reduce  the  surface  scratch,  and  also  give  the  phonograph  a  better  eye- 
value  than  it  had  in  the  first  place. 

We  also  manufacture  attachments  for  phonographs 

JEWEL  PHONOPARTS  CO. 


154  WHITING  ST. 


CHICAGO,  ILL. 
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Model  2000  Broadcaster 

Combination 


The 
Phonograph 

with 

all  factors  incorporated 
for  realizing  new  and 
amazing  tones 


The  Radio 

Six  tubes — one  dial  control — 
all  metal  shielded  construction 
— employing  the  "split  knob" 
principle  of  tuning  resulting  in 
desired  selectivity,  long  distance 
reception  and  fine  tone  quality. 


Phonograph  and  Radio 


The  Double  Amplifier  Does  It 


The  Cabinet 

Constructed  of  Burl  Walnut  and  diamond  shaped  mahogany 
front,  trimmed  with  satin  wood — enhanced  by  genuine  im- 
ported inlay.  All  heavy  panels  of  finest  selection.  Heavy 
two  spring  motor. 

The  Reproducing  System 

After  an  exhaustive  search  in  this  country  and  abroad  we  de- 
cided on  the  ULTRA-phonic  reproducers.  This  decision 
was  made  after  giving  present  day  reproducers  the  most 
severe  tests  and  finding  the  ULTRA-phonic  overwhelmingly 
superior.  We  found  ULTRA  performance  inimitable.  It 
is  accepted  by  music  merchants  as  the  standard  and  is  un- 
questionably recognized  everywhere  as  by  far,  the  very  best. 


The  Standard  by  which  all  repro- 
ducers are  judged  and  valued! 

All  Broadcaster  phonographs,  in  ad- 
dition to  the  ULTRA-phonic  repro- 
ducer, are  equipped  with  the  famous 
scientifically  tapered  tone  arm  man- ' 
ufactured  by  the  Audak  Co. 


Available  without  radio.   Hear  the  tone  I  I  I 

BROADCASTER  CORPORATION 


2414  West  Cullerton  Street 


CHICAGO,  ILL. 
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course,  the  pictures  were  not  complete  in  them- 
selves. 

Mr.  Roemer  first  secured  a  number  of  black 
title  cards  which  fit  into  the  slit  of  the  title 
writer,  and  then  assembled  his  other  equipment, 
including  an  iris  vignetter  for  '"fade-out"  and 
"fade-in"  effects,  and  a  rewind  and  splicer.  He 
then  ran  through  the  projector  all  of  the  film, 
close  to  one  thousand  feet,  and  with  pencil  and 
paper  he  noted  ideas  which  came  to  him  as  he 
watched  the  film.  Searching  through  copies  of 
illustrated  magazines,  he  found  the  type  of  em- 
bellishments he  desired  for  his  titles.  These  he 
cut  out,  pasted  to  the  title  cards,  retouched 
them  with  pen  and  white  ink  and  lettered  them. 
The  Buddy  film  thus  illustrated  shows  the  life 
of  Buddy  during  his  cradle  days,  and  closes 
with  a  scene  of  an  actual  snow  storm  with  a 
"goodnight,"  and  Santa  Claus  driving  away  in 
a  sleigh. 

Death  of  M.  C.  Schiff  Shock  to  Trade 

The  talking  machine  trade  was  shocked  to 
learn  of  the  death  of  M.  C.  Schiff,  president  of 
the  Vitanola  Talking  Machine  Co.,  Chicago,  on 
February  18.  Mr.  Schiff.  who  has  been  suffer- 
ing from  heart  disease  for  the  past  year,  and 
was  confined  to  his  home  for  the  past  six 
months,  had  taken  little  part  in  business  activi- 
ties during  that  time. 

Mr.  Schiff  was  a  resident  of  Chicago  for 
many  years,  and  left  the  banking  business  in 
1914  to  enter  the  phonograph  industry  with  his 
brothers,  the  late  Samuel  S.  Schiff,  Henry  T. 
Schiff  and  B.  J.  Schiff,  founding  the  Vitanola 
Talking  Machine  Co.  The  firm  started  on  a 
small  scale,  developed  into  a  nationally  known 
institution,  and  played  an  important  part  in 
the  phonograph  manufacturing  field  in  the  years 
which  followed. 

The  business  grew  rapidly,  due  to  the  effi- 
cient management  of  Samuel  S.  Schiff  and  M. 
C.  Schiff,  but  with  the  death  of  the  former  and 
the  illness  of  M.  C.  Schiff,  the  firm  went  through 
reorganization.  Because  of  the  death  of  Mr. 
Schiff  the  business  is  now  being  liquidated. 

Mr.  Schiff  was  one  of  the  most  popular  and 
well-known  executives  in  the  phonograph  trade 
and  he  was  president  of  the  Phonograph  Manu- 
facturers National  Association,  founded  about 
two  years  ago. 

The  funeral  services  were  conducted  at  Pis- 
er's  Chapel,  in  Chicago,  on  February  21  by 
Wiley  M.  Egan  Chapter,  R.  A.  M.,  and  the  John 
Paul  Tones  Lodge,  of  which  he  was  a  member. 


Not  Introducing- 


Write  for  prices  and  detailed  description 


Just  renewing  an  old  acquaintance, 
the  Arnold  Electric  Phonograph  Mo- 
tor has  been  tried  and  proven  satis- 
factory for  over  15  years. 

Ideal  for  use  in  new  machines  or 
for  replacing  spring  wound  motors. 

The  motor  is  simple  to  install, 
operates  on  either  AC  or  DC  current 
and  is  absolutely  noiseless. 

LAKESIDE  SUPPLY  CO. 

73  West  Van  Buren  Street 
CHICAGO,  ILL. 


The  funeral  is  said  to  have  been  one  of  the 
largest  in  Chicago  accorded  a  private  citizen. 

Mr.  Schiff  was  56  years  old.    Left  as  sur- 
vivors are  his  widow,  Mrs.  Celia  Schiff,  his 
brothers,  Benjamin  and  Henry,  and  his  sisters, 
Mrs.  Kate  Cohen  and  Mrs.  Rose  Trilling. 
Form  Phonograph  Manufacturers'  Sales  Ass'n 

Robert  Illing  and  W.  A.  Fricke  recently  an- 
nounced the  formation  of  the  Phonograph 
Manufacturers'  Sales  Association,  with  head- 
quarters at  216  North  Michigan  avenue,  Chicago. 
The  firm  will  act  as  factory  representative  in 
the  Chicago  district  for  phonograph  manufac- 
turers. Mr.  Illing  was  formerly  associated  with 
the  Vitanola  Talking  Machine  Co.  and  Mr. 
Fricke  has  been  identified  with  the  phonograpli 
and  radio  trade  for  many  years. 

Rialto  Music  House  Has  Big  Okeh  Drive 

During  the  third  week  of  February  the  Rialto 
Music  House,  with  two  stores  on  State  street, 
ran  an  interesting  advertising  campaign  on 
Okeh  records.  The  Rialto  Shop,  on  North 
State  street,  is  directly  opposite  the  Chicago 
Theatre,  where  Boyd  Senter,  Okeh  record 
artist,  was  appearing  in  the  Opera  vs.  Jazz 
program  which  took  place  at  that  particular 
time.  The  Rialto  advertisements  contained  an 
illustration  showing  Mr.  Senter  in  different 
poses  with  twelve  of  the  thirty  different  instru- 
ments which  he  plays  and  heralding  him  as 
the  "one-man  jazz  band."  Mr.  Senter,  between 
his  appearances  at  the  Chicago  Theatre,  per- 


TWO    MODELS  AVAILABIK 

Model  F.W.  4 — For  the  average  receiver 
without  power  tube 

For  50  60  cycle  A.C.,  List  price  $22.00 

For  25-40  cycle  A.C.,  List  price  $24.00 

Model  D4 — For  multi-tube  receivers  and  those 
using  power  tubes — All  Voltages  are  variable 

For  50-60  cycle  A.C.,  List  price  $27.50 

For  25-40  cycle  A.C.,  List  price  $80.00 


There  are  no  "bugs 
in  the  Molliformer 
"B"  ELIMINATOR 


Thousands  of  fans  have  built  their  own  B-Units 
from  Molliformer  parts  with  perfect  success.  Almost 
without  exception  these  units  are  still  giving'  trou- 
ble-free service  even  after  years  of  hard  use.  Now, 
after  three  years  of  actual  tests  in  the  hands  of 
owners  who  have  constructed  their  own  Molliform- 
ers  this  marvelous  "B"  Eliminator  is  offered  to  the 
trade,  completely  assembled,  ready  for  operation. 

The  Dealer  selling  the  Molliformer  is  not  experi- 
menting with  a  new  and  untried  device.  He  Is  sell- 
ing an  instrument  that  has  proven  itself  by  years 
of  unequalled  performance.  He  knows,  too,  that 
there  will  be  no  loss  of  profit  on  expensive  service 
calls,  for  the  Molliformer  sells  well  and  stays  sold 
without  service.  Every  Molliformer  B-Unit  em- 
ploys the  improved  silixite  aluminum  rectifier. 

SOLD  DIRECT  TO  DEALERS  AND 
SET  MAN  I'  FACT  I'  RERS 

Exclusive  territory  still  available.  If  you  are  look- 
ing for  a  B-Unit  in  which  the  discount  represents 
all  profit,  send  in  your  order  for  a  sample  Molli- 
former. 


C.  E.  JACOBS  MFG.  CO. 

2808  N.  KEDZIE  AVE.,  CHICAGO 


sonally  met  his  admirers  at  the  Rialto  shop 
and  autographed,  at  stated  intervals  during  the 
day,  all  of  his  new  Okeh  records  purchased. 
As  a  result,  Boyd  Senter  record  sales  were 
greatl}-  increased,  especially  his  latest  release, 
the  "New  St.  Louis  Blues." 

Wurlitzer  Featuring  Mohawk  Line 
The  Wabash  avenue  store  of  the  Rudolph 
Wurlitzer  Co.  in  this  city  has  been  closing  an 
excellent  Mohawk  business,  and  according  to 
the  present  plans  of  this  store,  Mohawk  re- 


A  Lesson  in  Mohawk  Salesmanship 

ceiving  sets  will  be  featured  extensively 
throughout  the  year.  During  December  over 
600  Mohawk  consoles  were  sold,  in  addition 
to  a  large  volume  of  other  Mohawk  models. 
In  the  accompanying  photograph  Charles 
Strawn,  merchandise  manager  of  the  Rudolph 
Wurlitzer  Co.,  Chicago,  is  giving  the  members 
of  the  sales  staff  a  sales  talk  on  Mohawk  sets, 
and,  judging  from  the  results  during  the  past 
few  months,  his  talk  was  well  worth  while. 
Eugene  Farney  (shown  at  the  extreme  right 
of  the  photograph),  general  manager  of  the 
Wabash  avenue  store  of  the  Rudolph  Wurlitzer 
Co.,  is  keenly  interested  in  the  success  of  Mo- 
hawk sets,  and  the  volume  of  business  closed 
with  this  well-known  line  has  far  exceeded  his 
expectations. 

Luncheon  of  Western  Division.  R.  M.  A. 

The  regular  monthly  luncheon  of  the  Western 
Division  of  the  Radio  Manufacturers'  Associa- 
tion was  held  at  the  Palmer  House,  Chicago, 
February  10,  with  seventy-two  delegates  pres- 
ent. P.  C.  Lenz,  Jr.,  of  the  Runzel-Lenz 
Electrical  Mfg.  Co.,  treasurer  of  the  R.  M.  A., 
acted  as  chairman  of  the  meeting  and  made  a 
report  on  the  R.  M.  A.  Trade  Show,  to  be 
held  June  13  to  19  in  the  Hotel  Stevens, 
Chicago.  At  the  time  of  the  luncheon  18.000 
square  feet  of  the  19,000  available  had  been 
sold,  he  stated. 

Mr.  Lenz  then  introduced  Walter  Strong, 
publisher  of  the  Chicago  Daily  News,  the  guest 
of  honor  at  the  luncheon.  Mr.  Strong,  who  is 
chairman  of  the  Radio  Co-ordinating  Committee, 
reported  the  latest  development  in  Washington 
on  the  radio  bill,  then  pending  in  Congress. 
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He  lauded  the  R.  M.  A.  for  the  work  it  had 
accomplished  and  thanked  the  radio  manufac- 
turers for  the  co-operation  which  they  had 
extended  to  the  Radio  Co-ordinating  Commit- 
tee in  its  attempt  to  secure  adequate  legislation 
in  order  to  safeguard  broadcasting  and  the 
radio  industry  itself.  A.  J.  Carter,  chairman 
of  the  Standards  Committee,  outlined  to  the 
manufacturers  the  purpose  of  the  meeting 
which  was  held  at  the  Congress  Hotel  on 
February  16  and  17.  He  stated  that  among 
other  accomplishments  the  meeting  was  ex- 
pected to  bring  about  a  standard  set  of  speci- 
fications which  might  be  used  by  architects 
with  reference  to  radio  equipment  in  home, 
hospital  and  hotel  wirings.  Experts  are  now 
engaged  in  drawing  up  these  specifications, 
which  will  prove  of  undoubted  value.  " 

M.  F.  Flanagan,  executive  secretary  of  the 
R.  M.  A.,  reported  on  the  credit  committee  in 
the  absence  of  D.  MacGregor,  chairman  of 
that  committee.    Mr.  Flanagan  stated  that  the 


credit  committee  of  the  Association  was  now 
actively  functioning  and  should  be  a  real  asset 
to  the  organization. 

Death  of  Henry  A.  Otis 
Henry  A.  Otis,  of  Chicago,  a  well-known 
and  popular  figure  in  the  talking  machine  in- 
dustry, died  at  the  Lake  View  Hospital, 
Danville,  111.,  on  February  6.  Mr.  Otis  had 
been  in  ill  health  for  the  past  three  years  and 
had  been  taking  treatments  at  the  Danville,  in- 
stitution. 

Mr.  Otis  was  born  on  a  farm  south  of 
Chicago,  on  November  4,  1859,  and  started  his 
business  career  with  Revell  &  Co.,  Chicago,  in 
the  woodworking  department.  He  was  asso- 
ciated with  various  phases  of  the  furniture  and 
cabinet  industry  all  of  his  life  and  his  con- 
nection with  the  phonograph  trade  dates  back 
to  1913.  He  served  as  factory  superintendent 
of  the  Perkins  Phonograph  Co.,  Chicago,  for 
a  period  of  eight  years  and  he  was  recognized 
as  an  authority  on  plant  management,  cabinet 


production  and  materials.  He  resigned  his 
position  with  the  Perkins  Co.  early  in  1925 
and  was  the  leading  figure  in  the  organization 
of  the  Phonograph  Manufacturers'  National 
Association,  serving  as  secretary. 

A  few  months  ago  Mr.  Otis  became  Western 
representative  of  the  Mutual  Phonoparts  Co., 
New  York  City,  in  the  Middle  West  territory. 
He  leaves  as  survivors  his  widow,  Hannah,  and 
two  sons,  Harold  A.  Otis  and  Charles  W.  Otis, 
both  of  Chicago. 

Introduces  New  Model  Radio  Set 

The  radio  receiving  set  illustrated  below  is 
the  newest  model  to  be  added  to  the  line  of 


Showers  Laphonic  Model 


radio  products  manufactured  by  Showers  Bros. 
Co.,  Chicago,  111.  This  model,  known  as  the 
Laphonic,  contains  the  1927  chassis  and  is 
manufactured  under  a  license  granted  by  the 
United  States  Navy  Department.  The  Laphonic 
embodies  a  six-tube  tuned  radio  frequency  cir- 
cuit with  one  detector  and  three  stages  of  audio 
frequency,  and  among  its  features  is  the  one- 
dial  control. 

The  cabinet,  finished  in  walnut,  is  modeled 
after  the  latest  phonograph  design  and  an  at- 
tractive grille  of  gold  cloth  wire  shields  a  Utah 
cone  speaker.  The  cabinet  is  fitted  with  a  drop- 
leaf,  and  when  desired  the  chassis  may  be  com- 
pletely enclosed.  Spacious  compartments  have 
been  allowed  for  batteries,  chargers  and  other 
power  units.  The  Laphonic  model  will  retail 
for  less  than  $100. 

Trimm  Co.  Introduces  New  Radio  Device 
The  Trimm  Radio  Mfg.  Co.,  Chicago,  maker 
of  loud  speakers,  units  and  head  sets,  has  per- 
fected a  device  called  a  distortion  indicator  and 
switching  device,  by  means  of  which  a  com- 
parison may  be  made  of  any  one  of  four  loud 
speakers.  It  also  has  an  .0-15  milliammeter  in 
series  with  the  switch,  so  that  by  means  of 
this  device  a  quick  comparison  of  the  values  of 
various  reproducers  can  be  made  and  indication 


Trimm  Distortion  Indicator 

of  proper  biasing  is  also  shown  on  th£  meter, 
hence  if  there  is  any  distortion  present  it  can 
be  readily  noticed.    This  latest  product  of  the 
Trimm  Radio  Mfg.  Co.  is  said  to  be  a  valuable 
aid  to  dealers,  salesmen  and  service  men. 
E.  R.  Manning  in  Middle  West 
Several  days  recently  were  spent  in  Chicago 
(Continued  on  page  116) 


Seasonal 


Sales 


Products  which  have  a  seasonal  ap- 
peal are  sure  profit  makers. 

Radio  lightning  arresters  are  good  items 
to  stock  now  for  the  spring  sales. 

The  JEWELL  lightning  arrester  when 
connected  in  the  antenna  circuit  is  a 
lightning  protection  for  the  radio  set 
that  cannot  be  excelled. 

A  case  of  glazed  brown  porcelain  in 
which  an  accurately  calibrated  air  gap 
is  sealed,  makes  the  arrester  suitable  for 
either  indoor  or  outdoor  installation. 
Underwriters  Laboratories  listing  is  car- 
ried by  all  JEWELL  lightning  arresters. 


Jewell  Lightning  Arrester 
(Listed  by  Underwriters) 


Then  there  is  the  problem  of  Service — which  is  solved  very 
nicely  by  the  use  of  the  JEWELL  radio  service  set,  pattern 
No.  117. 

This  is  the  time  of  year  when  the  quality  of  your  service 
will  determine  how  many  of  the  radio  sets  sold  on  a  time 
basis  during  the  holidays  will  remain  complete  sales. 

Good  service  will  cinch  the  majority  of  doubtful  sales. 


Pattern  No.  117 


Pattern  Np.  117  Radio  Service  Set — tests — batteries,  charging  rates,  current,  circuits, 
transformers,  tubes,  B-eliminators,  condensers,  resistances,  A-eliminators,  in  fact,  it  will 
make  any  test  required  by  a  radio  set. 

Write  for  a  copy  of  our  radio  instrument  catalog  No.  15-C  and  ask  about  discounts 


Jewell  Electrical  Instrument  Co. 

1650  Walnut  Street        -  Chicago 

"27  Years  Making  Good  Instruments" 
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News  of  the  Trade  From 

the  Chicago  Territory 

(Continued  from  page  115) 
by  E.  R.  Manning,  of  the  Berg  A.  T.  &  S.  Co., 
of  New  York.  Besides  his  line  of  portable  talk- 
ing machines,  which  have  been  known  here  for 
the  past  two  years,  the  Berg  Co.  is  presenting 
a  very  complete  line  of  upright  and  console 
phonographs  covered  in  elaborately  embossed 
fabrikoid  covering. 

Albert  Boehlke  Made  Sales  Manager 

Albert  Boehlke  has  been  appointed  sales  man- 
ager of  the  Chicago  district  for  Majestic 
Current  Supply  Units,  manufactured  by  Grigsby- 
Grunow-Hinds  Co.  Mr.  Boehlke  has  been 
engaged  in  dealer  promotion  work  with 
Grigsby-Grunow-Hinds  Co.  in  the  Chicago  zone 
for  some  time  past  and  therefore  is  excep- 
tionally well  qualified  to  fill  his  new  position. 
He  will  co-operate  closely  with  Majestic  dis- 
tributors in  the  Chicago  territory  in  merchan- 
dising Majesties  to  dealers. 

Zinke  Co.  Issues  Interesting  Booklet 

The  Zinke  Co.,  Chicago,  which  functions  as 
a  sales  department  for  radio  and  electric  equip- 
ment manufacturers,  recently  mailed  to  the  trade 
a  booklet  entitled  "Sales — At  What  Cost?"  The 
publication  contains  some  very  interesting 
figures  on  automotive  and  radio  markets,  which 
have  been  gathered  from  a  variety  of  sources. 
The  Zinke  Co.  has  been  closely  associated  with 
jobbers  and  distributors  for  twenty-two  years 
and  has  been  active  in  the  radio  field  since 
radio  became  a  commercial  possibility. 

Incorporated  in  the  publication  is  a  detailed 
outline  of  the  manner  in  which  the  Zinke  Co. 
becomes  the  complete  sales  department  of  the 
factories  which  it  represents,  securing  distribu- 
tion through  distributors  in  the  United  States 
and  Canada,  the  business  relations  with  .those 
outlets  having  been  established  and  advanced 
through  twenty-two  years  of  contact. 

Reproductions  of  the  advertising  matter,  sales 
helps  to  dealers  and  other  material  of  that 
nature  developed  by  the  Zinke  organization  are 
also  illustrated  in  the  publication.  Among  the 
products  sold  by  the  Zinke  Co.  are  Borkman 
radio  loud  speakers,  manufactured  by  the  Bork- 
man Radio  Corp,  Salt  Lake  City,  Utah,  and 
Oriole  radio  receivers,  products  of  W.-K.  Elec- 
tric Co.,  Kenosha,  Wis. 

A  Visitor  From  New  Zealand 

A.  B.  Gibbons,  financial  director  of  Hope- 
Gibbons,  Ltd.,  Stewart-Warner  radio  distributor 
of  New  Zealand,  visited  Chicago,  accompanied 
by  Mrs.  Gibbons  and  their  daughter,  late  in 
February.  Mr.  Gibbons  spent  some  time  at 
the  Stewart-Warner  general  offices,  conferring 
with  the  executives  of  the  corporation. 

Congratulations 

Robert  Himmel,  president  of  Hudson-Ross, 
Inc.,  radio  distributor  of  Chicago,  was  married 
to  Miss  Goldy  Zagel,  daughter  of  Mr.  and 
Mrs.  Jacob  Zagel,  on  Sunday,  March  6.  The 


wedding  ceremony  took  place  at  the  home  of 
the  bride  and  Mr.  and  Mrs.  Himmel  departed 
after  the  ceremony  on  a  two  months'  honey- 
moon to  Honolulu. 

Announcement  by  Vesta  Battery  Corp. 
One  of  the  evidences  showing  the  increase 
in  demand  for  replacement  batteries  is  the  latest 
announcement  by  the  Vesta  Battery  Corp., 
Chicago,  showing  a  substantial  reduction  in 
price  on  both  automobile  and  radio  batteries. 
This  has  been  made  possible  by  increased  pro- 
duction and  in  keeping  with  the  Vesta  policy 
of  giving  the  public  the  benefit  of  advantages 
in  manufacturing  costs,  the  corporation  has 
reduced  the  prices  because  of  its  record-break- 
ing year  in  1926.  Vesta  battery  prices  are  now 
at  the  lowest  figure  in  thirty  years  of  battery 
building. 


Ruben  Rectifier  Incorpo- 
rated in  Elkon  Products 


Ruben  Rectifier  Now  Used  in  Elkon  "A"  Power 
Unit  and  in  Charger — Does  Not  Use  a  Solu- 
tion and  Employs  No  Tubes 


The  dry  electrolytic  rectifier,  first  announced 
.  more  than  a  year  ago  as  a  part  of  the  Elkon 
trickle  charger,  has  now  been  incorporated  in 
the  Elkon  A  Power  unit  and  the  Elkon  3 
Ampere  charger,  and  is  giving  entire  satisfac- 
tion throughout  the  country,  according  to  offi- 
cials of  the  Elkon  Works,  Inc.,  Weehawken, 
N.  J.  The  dry  rectifier  was  the  result  of  sev- 
eral years  of  scientific  research  by  Samuel 
Ruben,  who  arranged  to  have  his  invention 
marketed  through  the  products  of  the  Elkon 
Works. 

The  Ruben  rectifier  does  not  use  a  solution. 
It  uses  only  a  pair  of  discs  between  which  is 
formed  a  film  that  performs  the  rectification, 
although  no  moisture  is  present  other  than  that 
which  happens  to  be  in  the  air.  This  exclusive 
principle  of  bone  dry  rectification  has  proved  to 
be  very  popular  among  radio  fans  from  coast 
to  coast.  Operating  without  liquids  of  any 
kind,  the  Elkon  trickle  charger  and  A  power 
obviously  appealed  to  the  feminine  members  of 
the  household.  From  the  standpoint  of  economy 
and  operation  another  advantage  lies  in  the  fact 
that  no  tubes  are  required,  and  from  the  stand- 
point of  entertainment,  it  is  pointed  out  that 
there  is  no  noise  or  interference  of  any  kind. 

The  Elkon  charger  is  guaranteed  not  to  over- 
charge, because  it  is  equipped  with  the  inherent 
Elkon  tapering  characteristic  by  which  the 
charge  decreases  as  the  battery  becomes  replen- 
ished. There  is  nothing  to  burn  out,  break, 
spill  or  spoil,  according  to  Elkon  engineers,  and 
short  circuiting  cannot  harm  the  charger. 

The  commercial  development  of  the  Ruben 
dry  rectifier,  not  only  as  regards  the  trickle 
charger  but  many  other  uses  to  which  it  is 
applicable,  has  been  placed  exclusively  in  the 
hands  of  the  Elkon  Works,  whose  engineers  are 


DOUBLE 
ACTION 

on  Rephonic 
Diaphragm 

DOUBLE 
QUALITY 


Patented  in  U.  S.  A.  and  Foreign  Countries 
Equipped  with  the  Eephonic  Diaphragm 

HOFFAY  PHONO  CO  ,  145  E«t  92nd  St.,  New  York  City 
Dlitrl»utor»  Wanted         :        Export  a  Specialty 

actively  engaged  in  developing  other  uses  for  it. 
The  rectifier  is  covered  by  patent  applications, 
as  is  the  process  of  manufacture  for  all  pur- 
poses. 


How  the  Blind  Are  Able  to 
Operate  Roister  Radio  Sets 

One  of  the  most  unique  radio  installations 
was  recently  made  by  Federal-Brandes,  Inc., 
manufacturer    of   Kolster    receiving   sets  and 


Radio  Installation  for  the  Blind 

Brandes  speakers,  at  the  Maine  Institute  for 
the  Blind  at  Portland.  When  William  Lynch, 
assistant  superintendent  of  the  Institute,  and 
Everett  Astel,  mechanic  at  that  institution,  in- 
stalled Kolster  sets  in  their  homes  they  were 
faced  with  the  problem  of  tuning  in  their  favor- 
ite programs  without  seeing  the  station  selector. 
This  was  solved  by  a  varied  arrangement  of  pin- 
heads,  converting  the  single  dial  numbers  into 
the  Braille  system  of  raised  characters,  similar 
to  their  books.  The  illustration  herewith  shows 
Mr.  Astel  selecting  his  station  as  quickly  as  a 
fan  who  uses  his  eyes,  and  the  inset  shows 
how  he  marked  the  selector.  The  decision  to 
purchase  Kolster  sets  was  originally  made  on 
the  principle  "let  your  ear  decide." 


The  perfected  Single  Dial  Set ! 


Shamrock  condensers  are  synchronized 
to  a  hair's  breadth  and  no  model  is  equipped 
with  this  condenser  until  it  is  subjected 
to  exhausting  tests  in  special  devices  built 
and  owned  exclusively  by  Shamrock. 


As  a  result  the  Shamrock  Radio  possesses 
a  degree  of  selectivity  enjoyed  by  few — 
even  the  most  expensive  models. 

Ask  for  our  "fair-play"  dealers'  plan. 


Makers  of  Famous  SHAMROCK  STANDARD  PARTS 

SHAMROCK  MANUFACTURING  COMPANY 
Main  Office  and  Factory:  196  Waverly  Ave.,  Newark,  N.  J. 


Model  A 
De  Luxe  Table  Type 
Perfected  Single  Dial  Control 
Price  $95 
Slightly  higher   West  of  the  Rockies 

A  handsome  cabinet  of  duotone  Satin 
finish  French  Walnut  exquisitely  de- 
signed with  space  for  double  duty 
batteries.  Can  be  operated  from 
house  current  with  any  standard 
equipment. 
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Automatic  Orthophonic  Victrola  Latest 

Product  of  Victor  Talking  Machine  Co. 


(Continued 

It  is  designated  on  the  instrument  as  the  "re- 
ject" button.  While  the  instrument  is  operating 
as  an  automatic  talking  machine,  any  record 


Automatic  Orthophonic,  Closed 

may  be  ejected  from  the  turntable  at  any  de- 
sired point  in  the  music,  by  a  slight  pressure  on 
this   reject  button.     When   the   button  is  so 


from  page  18) 

be  mixed.  An  index  lever  must  be  set  for 
either  10-inch  or  12-inch  records,  as  the  case 
ma)'  be,  before  the  record-changing  mechanism 
is  set  in  motion.  The  setting  of  this  index  lever 
determines  the  point  at  which  the  needle  will 
descend  to  the  surface  of  the  record.  By  means 
of  this  same  lever  the  entire  record-changing 
mechanism  may  be  thrown  out  of  gear,  so  that 
one  record  at  a  time  may  be  played  if  the  oper- 
ator desires  to  change  records  by  hand. 

Thus,  with  the  magazine  once  filled  with  twelve 
records  of  the  same  diameter,  the  index  lever 
properly  set  and  the  instrument  started,  the 
twelve  records  are  played  to  completion,  de- 
posited in  a  receiving  drawer  below  the  maga- 
zine, and  the  motor  automatically  cut  off.  No 
attention  is  required  from  the  operator  until 
it  is  necessary  to  again  fill  the  magazine  and 
press  the  button  for  another  run  of  twelve 
records. 

The  eccentric  groove  on  the  blank  portion  of 
the  record  nearest  the  center  is  essential  to  the 
operation  of  the  Automatic  Victrola.  This  eccen- 
tric groove  has  been  pressed  into  all  Victor 
records  produced  in  the  last  three  years,  and 
when  played  on  non-automatic  Victor  instru- 
ments of  recent  manufacture  it  operates  a  turn- 
table stop.  Records  not  having  the  eccentric 
groove  may  be  played  on  the  automatic  instru- 


Views  Showing  Steps  in  Operation  of  the  Automatic  Mechanism 


pressed,  the  needle  and  soundbox  are  lifted,  the 
tone  arm  moves  to  one  side,  the  lift-ring  tilts 
the  record  off  the  turntable,  and  returns  to  the 
magazine  for  the  next  record.  The  instrument 
may  be  shut  off  at  any  time  by  stopping  the 
motor. 

The  magazine  ma)'  be  filled  with  either  10- 
inch  or  12-inch  records,  but  the  two  may  not 


ment,  but  only  when  it  is  being  used  as  a  non- 
automatic  instrument. 

Program  carriers  holding  twelve  records  each 
are  provided  as  record  storage  albums.  Various 
program  selections  of  twelve  records  each  may 
be  placed  in  these  carriers,  and  lifted  out  to- 
gether and  placed  on  the  magazine  spindle  as 
desired.    Long  musical  works,  such  as  complete 


LOUDEST  ON  EARTH 


THE  NEEDLE 
THE  PACKET 


THE  DISPLAY  CASE-y 


The  Record  Needle  for  1927 


Write  for  Samples  and  Terms  to 
the  Sole  Makers 


J.  STEAD  &  CO.,  LTD.,  Manor  Works,  SHEFFIELD,  ENG. 


symphonies  requiring  up  to  twelve  record  sur- 
faces, may  be  played  to  completion  on  the  auto- 
matic instrument  without  attention  from  the 
operator.  Also,  assorted  programs  of  twelve 
dance,  vocal  or  instrumental  records  may  be 
played. 

In  the  case  of  symphonies  or  other  long  re- 
cordings, the  records  for  use  on  the  automatic 
instrument  are  pressed  in  series.  If  the  selec- 
tion requires  twelve  surfaces,  it  will  be  pressed 
on  one  side  of  twelve  records,  in  one-two-three 
order.  On  the  other  side  of  the  same  twelve 
records  will  be  another  selection  of  equal  length. 
When  the  first  side  of  the  twelve  records  has 
been  played  they  drop  into  the  receiving 
drawer  in  proper  sequence,  for  playing  the  other 
side  without  necessity  for  rearrangement. 

Tungstone  needles,  which  will  play  many 
records  before  it  is  necessary  to  change  them, 
are  used  in  the  automatic  instrument.  Recently 
the  Victor  Co.  has  developed  a  black  point 
tungstone  needle,  the  point  of  which  is 
treated  with  a  hardening  agent.  This  black 
point  needle  will  play  a  substantially  greater 
number  of  records  than  the  long-playing  tungs- 
tone needles  which  have  been  in  use  for  a  num- 
ber of  years. 

The  sound-reproducing  system  of  the  auto- 
matic instrument  is  the  Orthophonic  Victrola, 
introduced  by  the  Victor  Co.  in  the  Fall  of  1925. 
This  instrument,  designed  upon  the  principle  of 
matched  impedance,  was  the  outgrowth  of  tele- 
phone research,  and  made  possible  the  repro- 
duction of  the  greater  range  of  sound  engraved 
on  the  record  by  the  new  electrical  recording 
process. 


Oro-Tone  Tri-Flex  Tone 
Chamber  Wins  High  Praise 

The  Tri-Flex  tone  chamber,  introduced  last 
August  by  the  Oro-Tone  Co.,  phonograph 
equipment  manufacturer  of  Chicago,  is  attracting 
considerable  interest  in  the  radio  field,  accord- 
ing to  advices  received  from  the  Oro-Tone  head- 
quarters. Several  radio  cabinet  manufacturers, 
building  cabinets  both  for  receiver  manufactur- 
ers and  the  radio  trade,  have  adopted  the  Tri- 
Flex  chamber,  as  have  a  number  of  phonograph 
manufacturers  in  the  last  six  months,  securing 
a  license  from  the  Oro-Tone  Co.  for  its  use 
and  construction. 

The  Tri-Flex  chamber  is  designed  on  the 
double  deflection  principle  with  what  is  known 
as  a  "broken"  air  column.  By  means  of  a  de- 
vice which  can  be  placed  near  the  turntable  of 
the  phonograph  the  user  may  change  the  tone 
of  the  talking  machine,  or  radio  loud  speaker, 
as  the  case  may  be,  by  turning  a  lever,  making 
the  tone  deeper  or  sharper  as  seems  to  be  most 
desirable. 


J.  W.  Murray  Treasurer 
of  OKeh  Phonograph  Corp. 

Otto  Heineman,  president  of  the  Okeh  Phono- 
graph Corp.,  New  York,  announced  this  week 
the  appointment  of  J.  W.  Murray  as  treasurer  of 
the  company,  succeeding  David  Goldman,  who 
is  no  longer  associated  with  the  company.  Mr. 
Murray  is  ideally  qualified  for  his  new  activities, 
as  for  many  years  he  was  associated  with  the 
C  olumbia  Phonograph  Co.  and  the  Dictophone 
Corp.  in  important  positions. 


Doehler  Go.  Earnings 

The  annual  report  of  the  Doehler  Die  Cast- 
ing Co.,  Brooklyn,  N.  Y.,  for  1926,  which  was 
recently  published,  discloses  an  exceptional  rec- 
ord in  both  earnings  and  financial  condition.  It 
is  stated  in  this  report  that  sales  for  1926 
amounted  to  $7,080,207.  Current  assets  are  listed 
as  $1,523,477  and  current  liabilities  $240,700,  a 
ratio  of  6.3  to  1  compared  with  1.5  to  1  for  the 
previous  year.  The  sales  increase  for  1926  over 
the  preceding  year  is  given  as  4.09  per  cent. 
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Increased  Product] 
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World's  most  astounding  radio  in  £  _ 

raggedly  constructed  genuine  *f  A  Q»5" 
mahogany  cabinet.  Model  7-F-2..  ^ 


A   remarkable  value  is  this  console,  paneled 
entirely  of  genuine  mahogany.  Contains  built- 
in    cone    speaker.      Spacious       C^ms^  Crt 
battery   compartmenl       Model  S*^T^B»5" 
7-F-3    £  ^ 


"The   Masterpiece    of   Masterpieces"   is  this 
distinctively  beautiful  radio.    Contains  a  12- 
mch  cone  speaker  built  right  in  the  cabinet 
and  a  spacious  compartment  for  ^^^^^    m g\ 
.ill  accessories.    Paneled  in  genu-  ^OQ'j" 
ine  mahogany.  Model  7-F-S    ^  ^ 


Permits  us  to 
consider  a  limited 
number  of  additional 

Dealers  at  Points 
whae  oar  nepesenMon 
is  not  complete 
at  this  time**^ 

Six  tubes  ~One  Control 


Advantages  of  the  Most 
Profitable  Franchise  in  Radio 

\  Protective  policy  to  enable  franchisee!  dealers  to 
operate  without  fear  of  unfair  competition. 

\  Consistent  profits  on  installment  sales. 

H  National  and  co-operative  sales  producing  adver- 
tising and  publicity. 

H  Elaborate  dealer  service  facilities. 

You  do  business  direct  with  the 
manufacturer  whose  interests 
are  your  interests 

Wire,  write  or  phone  for  detailed  information 
on  Freshman  merchandise  and  dealer  policy. 

Chas.  Freshman  Co.,  Inc. 

Freshman  Bldg.,  New  York  2626  W.  Washington  Blvd.,  Chicago 

800  N.  Spring  St.,  Los  Angeles,  Cal. 


This  massive  console  is  a  refined  piece  of 
furniture  with  battery  and  speaker  compart- 
ments enclosed.    Paneled  entirely  of  genuine 
mahogany.    Twelve-inch  built-  ^  —  Jt-Jt-  en 
m      cone      speaker.       Model  9  Ji  llO'5V 
7-F-4   


World's  Greatest  Radio 
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Chicago  Civic  Grand  Opera  Company  to 
Make  Akron  Appearance  Late  This  Month 

Metropolitan  Stores,  Inc.,  Increase  Floor  Space — Davis,  Burkham,  Tyler  Discontinue  Business — 
Victor  Dealer  Ties  Up  With  Appearance  of  Art  Landry  Orchestra 


Akron-Canton,  O.,  March  7. — With  the  advent 
of  sunny  skies,  improved  employment  and  eas- 
ing of  bank  loans,  retail  music  business  in  the 
Akron-Canton  area  appears  much  brighter,  ac- 
cording to  leaders  in  the  industry  interviewed 
the  past  week. 

Almost  double  the  former  floor  space  is  now 
devoted  to  talking  machine  records  at  the  store 
of  the  Metropolitan  Stores,  Inc.,  which  re- 
cently was  opened  at  its  old  location.  The  com- 
pany acquired  an  adjacent  room  and  remodeled. 

Earle  Poling,  Akron  music  dealer,  announces 
sufficient  guarantors  have  been  obtained  to  as- 
sure the  engagement,  in  Akron,  late  this  month, 
of  the  Chicago   Civic  Grand  Opera  Company. 

The   store    of   Davis,   Burkham,    Tyler,  for 


the  past  ten  years  located  on  East  Fifth  street, 
East  Liverpool,  has  been  discontinued.  Olen 
Dawson,  manager  of  the  store  during  its  exist- 
ence, has  entered  the  music  business  for  himself. 

With  the  acquisition  of  the  piano  department 
of  the  George  S.  Dales  Co.,  Akron  music  dealer, 
by  the  W.  H.  Stowe  Piano  Co.,  the  third  floor, 
which  had  been  the  piano  salon,  will  be  given 
over  to  additional  talking  machine  display  space. 

All  officers  and  directors  of  the  Henry  Acker- 
man  Piano  Co.,  Marion,  O.,  have  been  re- 
elected. O.  H.  Boyd,  was  named  president  and 
general  manager;  Mrs.  O.  H.  Boyd,  vice-presi- 
dent; Henry  Ackerman,  secretary  and  treasurer. 

Alterations  are  being  made  to  the  store  of  the 
Baker  Music  Co.,  Marion,  O.,  and  when  com- 


pleted almost  double  the  present  floor  space 
will  be  available  for  talking  machines. 

Art  Landry,  well-known  orchestra  leader,  who 
has  been  three  weeks  at  Loew's  Theatre,  at  Can- 
ton, visited  the  Victrola  department  of  the 
Klein-Heffelman-Zollars  department  store  and 
for  an  hour  autographed  his  recent  records  for 
those  who  purchased  them. 

New  Crosley  AG  Radio  Sets 
Include  Compact  Power  Unit 

Unit  Converts  Electric  Current  From  Lighting 
Circuit  Into  "A,"  "B"  and  "C"  Power— Recti- 
fying Tube  Insures  Quiet  Operation  of  Set 


Batteryless  operation  at  moderate  cost  has 
been  achieved  in  a  new  light-socket  radio  set 
developed  by  engineers  of  the  Crosley  Radio 
Corp.,  and  recently  announced. 

The  most  novel  feature  of  this  new  six-tube 
set  is  its  compact  power  unit,  which  converts 


Interior  View  of  Crosley  Power  Unit 


the  electric  current  from  the  lighting  circuit  into 
"A,"  "B"  and  "C"  power,  and  supplies  all  the 
current  necessary  to  operate  the  set.  This  unit 
is  only  AY2  inches  by  9Ya  inches  by  10^  inches  in 
size,  and  yet  it  has  a  power  output  capacity 
considerably  in  excess  of  the  requirements  of  the 
set.  It  contains  no  batteries  or  acid,  and  draws 
current  from  the  electric  light  lines  only  when 
the  radio  set  is  in  operation. 

The  set  itself  is  similar  in  many  respects  to 
some  of  the  more  popular  types  of  battery-op- 
erated sets.  It  is  built  in  two  styles  of  cabinets 
— one  a  table  model  with  sloping  panel,  and 
the  other  a  console  model  with  built-in  repro- 
ducers. Tuning  is  accomplished  by  means  of  a 
single  drum-type  station  selector,  together  with 
auxiliary  controls  for  sharp  tuning.  There  are 
six  tubes,  with  a  power  tube  in  the  last  stage, 
so  that  ample  volume  is  obtained. 

Buffalo  Radio  Trade  Assn. 
Plans  Educational  Campaign 

Buffalo,  N.  Y.,  March  7. — Suggestion  of  John 
M.  Kibler,  president  of  the  Buffalo  Radio  Trades 
Association,  at  the  March  meeting,  that  the  asso- 
ciation adopt  an  educational  co-operative  news- 
paper advertising  campaign  beginning  early  this 
Spring,  to  continue  throughout  the  season,  ordi- 
narily considered  dull,  was  received  with  en- 
thusiasm by  members  present,  and  there  is  no 
doubt  that  the  plan  will  be  carried  through.  Mr. 
Kibler  asked  the  dealers  and  jobbers  present  to 
offer  suggestions  that  might  make  radio  a  year- 
round  business,  that  will  overcome  its  present 
seasonability.  Many  helpful  thoughts  were  pre- 
sented, and  it  was  pointed  out  that  the  present 
condition  has  been  brought  about  through 
propaganda  spread  by  the  dealer,  jobber  and 
manufacturer  more  than  by  the  public. 

Results  of  the  membership  drive  were  re- 
ported as  more  satisfactory  than  hopes  of  the 
most  optimistic  men  taking  part  in  the  drive. 
It  is  expected  that  during  the  drive,  which 
closes  March  31,  the  present  membership  will  be 
more  than  doubled. 

Buffalo's  radio  show,  it  was  announced,  will 
be  held  September  10  to  16,  three  weeks  in  ad- 
vance of  last  year's  show.  It  will  be  held  in 
Broadway  auditorium,  as  usual. 

A  committee  will  be  appointed  by  the  direc- 
tors at  its  next  meeting,  to  be  known  as  the 
"trouble  committee,"  to  follow  up  complaints  of 
listeners  on  interference. 


The  World's  Largest  Producers  of  Die  .  Castings 


D  o  eh  I  e  r  Die  Cast 
Aluminum  Condenser 
Mounting  for  Radio 


HEADERS  in  American  industry  recognize  that  price 
\j  alone  does  not  constitute  the  "last  word"  in  buying 
Die  Castings.  Where  accuracy,  uniformity,  finish  and 
prompt  deliver)7  are  determining  factors,  the  unequalled 
facilities  of  the  four  great  Doehler  plants  strongly  rec- 
ommend themselves.  Repeated  experience  in  the  past 
20  years  proves  Doehler  Die  Castings  DO  save  time  and 
money.  We  will  gladly  show  you  examples  and  confer 
with  you  on  your  problems  .  .  .  ©,  A  copy  of  our  Cata- 
log will  be  mailed  on  request. 

DOEHLER 


sJor  sen. 


DIE-  CASTING 


""■Poses.  g 


HSV 


DOEHLER  DIE-CASTING  CO.  Brooklyn,  N.  Y.-*  Toledo,  O.  Batavia,  N.Y.  l'ottatnwn,  Pa 
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FIRST 

RADIO  TRADE  SHOW 

Hotel  Stevens 

CHICAGO 

June  mom 


"Be  Sure  You  Are  Right,  Then  Go  Ahead"  is  an  old  maxim 
that  applies  with  special  force  to  radio.  How  many  of  you 
dealers  and  jobbers  have  had  your  profits  eaten  into  by  un- 
sound, unsalable  merchandise,  the  products  of  inexperienced 
and  unreliable  manufacturers? 

You  can  eliminate  these  losses  in  the  future  and  be  sure  you 
are  right,  before  you  buy,  by  attending  the  First  Exclusive 
Radio  Trade  Show  held  under  the  auspices  of  the  Radio  Man- 
ufacturers' Association  in  Chicago  week  of  June  13-1 8th.  At 
this  show  will  be  exhibited  only  the  products  of  the  industry's 
foremost  and  reliable  manufacturers,  firms  that  have  weath- 
ered the  storms  of  radio  and  are  in  the  industry  fo  stay.  Their 
products  are  the  highest  quality,  guaranteed  and  readily  salable. 

Distributors,  dealers  and  jobbers  will  be  admitted  by  invitation 
only.    Write  for  full  particulars  and  invitation  today. 

The  show  is  being  held  under  the  management  of  G.  Clayton 
Irwin,  Jr.,  General  Manager  of  the  Radio  World's  Fair  and 
the  Chicago  Radio  Show. 


Meetings  Scheduled 
R.  M.  A.  Annual 
Convention 

MONDAY,  JtNE  13 

Registration  and  committee  meet- 
ings. 

TUESDAY,  JUNE  14 

R.  M.  A.  Open  Meeting.  President's 
address  followed  by  two  speakers. 

Meeting  of  all  jobber  and  dealer  as- 
sociations, Harold  J.  Wrape,  President 
of  the  Federated  Radio  Trades  Asso- 
ciation, presiding. 

WEDNESDAY,  JUNE  15 
R.  M.  A.  Open  Meeting. 
Radio  Week  Committee  Meeting. 

THURSDAY,  JUNE  16 
R.  M.  A.  Closed  Meeting.    For  elec- 
tion of  officers  and  transaction  of  other 
business.  ,  , 

Meeting  of  Technical  Section  R.M.A. 
Annual  R.M.A.   Banquet.  Introduc- 
tion of  new  officers,  etc. 

FRIDAY,  JUNE  17 
R.  M.  A.  Closed  Meeting.    For  ap- 
pointment  of    committees,  unfinished 
business,  etc. 


Radio  Manufacturers'  Association  Trade  Show 

Room  1800,  Times  Building,  New  York  City 


The  R  M  A 
Trade  Show 
Is  Being  Held 
In  Conjunction 
with  the 
3rd  Annual 
R  M  A  Convention 


Space  for  this  advertisement  donated  by  Talking  Machine  World,    Copy,  layout  and  cuts  for  this  advertisement  donated  by  Paul  S.  Weil,  Albert  Frank  &  Co. 
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Automatic  Orthophonic  Victrola  Is 

Demonstrated  Before  Milwaukee  Trade 

Victor   Dealers  Preparing  for  Instrument's  Introduction  to  Public — Radio  Trade  Association 
Discusses  Summer  Radio  Promotion — Yahr-Lange  Putting  on  Sonora  Sales  Campaign 


Milwaukee,  Wis.,  March  7.— One  hundred  and 
seventy-five  Victor  dealers  in  the  Middle  West- 
ern territory  attended  the  sales  meeting  and 
presentation  of  the  new  Automatic  Orthophonic 
Victrola  sponsored  by  the  Badger  Talking 
Machine  Co.,  in  Milwaukee.  G.  F.  Ruz,  presi- 
dent of  the  company,  opened  the  meeting,  and 
Harry  Goldsmith  followed  his  address  with  the 
company's  message  to  the  dealers.  Other  speak- 
ers at  the  meeting  included  Bill  Lewis,  newly 
appointed  district  sales  manager  for  the  Victor 
Talking  Machine  Co.,  and  Geoffrey  J.  Daly, 
Victor  representative  in  the  Milwaukee  district. 
The  new  instrument,  described  in  another  sec- 
tion of  this  issue,  was  presented  by  Miss  Made- 
lina  Davies,  of  the  sales  promotion  department 
of  the  Victor  Co. 

A  banquet  and  entertainment  for  the  dealers 
concluded  the  meeting.  Aileen  Stanley,  widely 
known  as  "The  Victrola  Girl,"  who  was  playing 
in  an  engagement  at  the  Palace  Theatre  dur- 
ing the  week,  was  a  guest  of  the  evening,  and 
sang  for  the  group. 

Discuss  Summer  Radio  Promotion 

The  Wisconsin  Radio  Trade  Association  held 
a  meeting  at  the  Elk's  Club,  in  Milwaukee,  on 
February  28,  to  discuss  the  promotion  of  radio 
during  the  Summer  months.  The  first  of  the 
plans  of  the  association  to  be  put  into  effect  is 
the  salesmen's  contest,  which  will  be  put  on 
during  March,  and  which  is  expected  to  be  a 
great  stimulus  to  radio  sales. 

Radio  in  Schools 

A  furthering  of  radio  projects  in  Milwaukee 
is  also  seen  in  the  fact  that  high  schools  here 
are  turning  to  radio  for  instruction  of  their 
students.  The  physics  laboratory  of  each  high 
school  has  been  equipped  with  a  radio  set  and 
other  wireless  equipment,  and  talks,  programs 
and  other  instructive  matter  are  picked  up  for 
the  students'  benefit. 

The  Yahr-Lange  Co.,  wholesaler  of  the 
Sonora  in  Wisconsin  and  Michigan,  is  putting 
on  a  Sonora  sales  campaign  for  March  and 
April,  which  promises  to  surpass  all  previous 
efforts  of  this  kind.  A  sales  contest  is  included 
in  the  campaign. 


Another  feature  of  this  promotion  will  be  a 
window  campaign  among  dealers  throughout  the 
territory.  During  this  period  there  will  be  forty- 
two  Sonora  windows  in  Milwaukee  and  over 
twice  that  number  in  the  State. 

The  Yahr-Lange  Co.  will  soon  place  a  new 
loudspeaker  on  the  market  which  will  be  known 
as  the  Yar  loudspeaker.  The  loudspeaker  -is 
somewhat  of  an  innovation  in  that  field  and  is 
designed  to  give  out  both  low  and  high  notes 
equally  well. 

An  exceptionally  good  sale  is  noted  on  the 
Yahr-Lange  Super-Ball  antenna,  and  C.  J.  Mor- 
ris, sales  promotion  manager  of  the  company, 
states  that  the  billboard  campaign  now  under 
way  in  Chicago  will  be  carried  out  all  over  the 
country.  One  hundred  and  sixty  billboard  signs, 
sixty  of  which  are  illuminated,  are  used  in  the 
Chicago  campaign,  and  this,  together  with  pub- 
licit}-  and  advertising  in  newspapers,  and  radio 
trade  journals,  and  most  of  all  the  merits  of 
the  ball  itself,  have  made  it  a  dominant  factor 
in  aerials. 

Bright  Outlook  for  Brunswick 

Carl  Lovejoy,  Brunswick  representative  in 
Milwaukee,  says  that  business  is  better  than 
fair  and  that  the  outlook  for  Spring  and  Summer 
is  very  encouraging.  The  demand  for  the  Pana- 
trope  128  and  the  Panatrope  Radiola  148  is  so 
great  that  it  is  almost  impossible  to  meet  it. 

J.  R.  Geary  Visits  America 

J.  R.  Geary,  president  of  the  Xipponophone  Co. 
in  Japan,  manufacturer  of  phonographs  and  rec- 
ords, and  one  of  the  most  prominent  members 
of  the  Japanese  industrial  world,  arrived  in 
America  recently  for  a  two  months'  visit.  In  a 
chat  with  The  Talking  Machine  World  Mr. 
Geary  stated  that  his  company  closed  in  1926 
the  best  year  in  its  history,  paying  out  of  its 
reserve  account  all  outstanding  payments  on 
21,000  shares.  The  company  now  has  a  paid-up 
capital  of  42,000  shares,  each  share  having  a 
fifty  yen  value  ($25.00).  Mr.  Geary,  in  addition 
to  his  activities  in  the  phonograph  business, 
represents  in  Japan  the  International  General 


Electric  Co.,  and  he  is  responsible  for  the  tre- 
mendous success  attained  by  G.  E.  interests 
throughout  that  country. 

During  his  stay  in  America  Mr.  Geary  is 
visiting  phonograph  factories  with  the  idea  of 
taking  back  with  him  any  new  ideas  in  manu- 
facturing and  production  that  have  proved  effi- 
cient in  this  country.  The  Nipponophone  fac- 
tories are  now  working  to  capacity  and  new- 
types  of  phonographs  have  been  introduced  with 
marked  success.  One  of  the  executives  in  Mr. 
Geary's  company  is  L.  E.  Gillingham,  who  has 
been  identified  with  phonograph  activities  in 
this  country  and  Japan  for  the  past  twenty 
years. 

Giersdorf  Sisters  Now 

Exclusive  Columbia  Artists 

Three  Giersdorf  Sisters,  Long  Popular  With 
Vaudeville  Patrons,  Contract  to  Record  Ex- 
clusively for  Columbia  Co.  Catalog 

The  Giersdorf  Sisters,  Rae,  Irene  and  Elvira, 
have  joined  the  Columbia  Phonograph  Co.'s  list 
of  exclusive  artists.    These  accomplished  stars 


Giersdorf  Sisters 

have  been  entertaining  the  public  for  many 
years,  for  both  their  father  and  mother  were 
well  known  throughout  the  country,  and  as 
soon  as  the  three  daughters  were  old  enough 
they  became  part  of  the  act.  For  fourteen 
years  the  Giersdorf  family  toured  the  country, 
playing  in  nearly  every  town,  small  and  large, 
that  boasted  a  stage. 

Plaza  Music  Go.  Plans 

Many  New  Dealer  Helps 

The  sales  promotion  and  advertising  depart- 
ments of  the  Plaza  Music  Co.,  10-22  West 
Twentieth  street,  New  York  City,  manufac- 
turer of  Pal,  Regal  and  Kompact  portables 
and  Banner  and  Domino  talking  machine  rec- 
ords, are  being  arranged  now  for  the  Spring 
and  early  Summer  season.  This  department 
oi  the  Plaza  Co.  has  for  many  years  made 
unusual  efforts  to  co-operate  in  a  most  con- 
structive way  with  its  distributors  and  dealers. 
Each  year  it  rearranges  its  plans  and  issues 
entirely  new  material,  using,  however,  the  best 
thoughts  that  have  proved  meritorious  through 
use  by  the  trade.  The  coming  season's  plans 
will  be  along  more  extensive  lines  than  ever. 


New  Crosley  Distributors 

The  Lincoln  Motor  Sales  Co.,  Baltimore,  Md., 
the  Minot  Supply  Co.,  Minot,  N.  Dak.,  and  the 
Churchill  Drug  Co.,  Cedar  Rapids,  la.,  have 
been  appointed  distributors  of  Crosley  radio  ap- 
paratus in  their  respective  territories.  The  latter 
concern  is  a  branch  of  the  company  of  the  same 
name  at  Burlington,  Iowa,  and  a  distributor  of 
Crosley  sets  for  some  time. 


The  annual  meeting  of  the  stockholders  of 
the  Radio  Corp.  of  America  will  be  held  on 
May  3  ;it   Room  942,  Woolworth  building. 


Remarkable  Value  ! 

The  Modernolette  Portable 
Now  Reduced  to  $25  List 


This  is  the  same  Modernolette 
we  have  always  built.  Not  a  toy. 
hastily  put  together  to  meet  a 
demand  at  a  price,  but  a  real 
phonograph  of  high  quality  and 
sturdy  construction. 

Smooth,  evenly  sustained  action 
is  assured  by  the  use  of  the  well- 
known  Heincman  motor.  Tone 
chamber  is  built  in  as  in  standard 
size  phonographs.  High-grade  re- 
producer on  demountable  tone  arm 
brings  out  clearly  the  wide  range 
of  tones  in  the  modern  record. 

Solid,  beautifully  finished,  black 
walnut  cabinet  (no  imitation 
leather  or  paper)  strongly  rein- 
forced at  corners  and  with  strong 
leather  suit-case  handle.  A  rec- 
ord album  is  fitted  in  the  cover. 


For  years  this  machine  sold 
«  for  $35  list  and  has  always 
been   a  good  seller  at  that 
figure. 

Now  with  the  price  reduced 
to  $25,  as  of  March  1,  1927, 
we  have  widened  the  market 
for  you. 


Send  sample  order  NOW  and  protect 
yourself  on  spring  and  summer  deliveries 

MODERNOLA  COMPANY 

Station  Street  (Ferndale)  JOHNSTOWN.  PA. 
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All  Space  for  Radio  Manufacturers 

Assn.  Trade  Show  in  Chicago  Is  Sold 

Managers  Are  Endeavoring  to  Obtain  More  Exhibit  Space  as  Many  Manufacturers  Have  Been 
Unable  to  Secure  Booths — Complete  List  of  Exhibitors  to  Date 


February  17  and  declared  the  usual  quarterly 
dividend  of  $1.75  on  the  preferred  stock  payable 
March  1,  to  stockholders  of  record  on  February 
17.  Although  the  improvement  in  earnings  has 
given  rise  to  the  belief  that  the  common  stock 
is  in  line  for  dividends,  officials  do  not  antici- 
pate any  such  action  until  later  in  the  year. 


The  complete  sale  of  all  booth  space  at  the 
Radio  Manufacturers  Association  Trade  Show, 
to  be  held  in  Chicago  the  week  of  June  13,  was 
announced  by  G.  Clayton  Irwin,  Jr.,  managing- 
director,  prior  to  his  sailing  on  a  short  vacation 
tiip  to  Porto  Rico.  Mr.  Irwin  will  be  back  at 
his  desk  on  March  17. 

"Efforts  are  being  made  to  secure  more  ex- 
hibit space,"  Mr.  Irwin  said,  "and  we  have  a 
special  waiting  list  of  manufacturers  who  are 
anxious  to  exhibit." 

A  drawing  for  space  location  was  held  in  Chi- 
cago, at  the  Congress  Hotel,  on  February  21, 
and  all  booths  were  assigned  by  lot  in  rotation 
with  the  numbers  as  drawn,  thus  giving  the 
smaller  concerns  equal  opportunities  at  choice 
booths,  as  all  space  in  the  show  is  restricted. 

The  complete  list  of  exhibitors  to  date  as  an- 
nounced by  Mr.  Irwin  indicates  that  the  show 
will  be  representative  of  the  industry.  The  list 
follows : 

Allen-Bradley  Co.,  The  Abex  Co.,  Acme  Apparatus  Co., 
Acme  Wire  Co.,  Adler  Mfg.  Co.,  Aero  Products,  Inc., 
Aerovox  Wireless  Corp.,  All-American  Radio  Corp., 
Aluminum  Co.  of  America,  American  Bosch  Magneto 
Corp.,  American  Elec  Co.,  Inc.,  Amplion  Corp.  of 
America,  Amsco  Products,  Inc.,  F.  A.  D.  Andrea,  Inc., 
Apex  Elec.  Mfg.  Co,,  Atwater-Kent  Mfg.  Co.,  Audiola 
Radio  Co.,  Belden  Mfg.  Co.,  Benjamin  Elec.  Mfg.  Co., 
Borkman  Radio  Corp.,  Bosworth  Elec.  Mfg.  Co.,  L.  S. 
Brach  Mfg.  Co.,  Bremer-Tully  Mfg.  Co.,  Briggs  &  Strat- 
ton  Corp.,  Brooklyn  Metal  Stamping,  Brown  &  Caine,  Inc.. 
Buckwalter  Radio  Corp.,  Burgess  Battery  Co.,  Camfield 
Radio  Mfg.  Co.,  Carter  Radio  Co.,  C.  E.  Mfg.  Co.,  Inc., 
The  Celeran  Co.,  Central  Radio  Labs.,  Compressed  Wood 
Corp.,  Continental  Fibre  Co.,  Cornish  Wire  Co.,  Croslev 
Radio  Corp.,  Crowe  Name  Plate  &  Mfg.  Co.,  E.  T.  Cun- 
ningham, Inc.,  Daven  Radio  Corp.,  DeForest  Radio  Co., 
Dejur  Products  Co.,  Tobe  Deutschmann  Co.,  Diamond 
Elec.  Specialty  Corp.,  Diamond  T.  Radio  Co.,  Diamond 
Vacuum  Prod.,  Dongan  Elec.  Mfg.  Co.,  Dubilier  Cond. 
Corp.,  H.  H.  Eby  Mfg.  Co.,  The  Ekko  Co.,  Electrad,  Inc., 
Elec.  Research  Lab.,  Fansteel  Prod.  Co.,  Inc.,  Farrand 
Mfg.  Co.,  Inc.,  Federal-Brandes,  Inc.,  Federal  Radio 
Corp.,  Forest  Elec.  Co.,  Freed-Eisemann  Corp.,  Chas. 
Freshman  Co.,  Inc.,  Herbert  H.  Frost,  Inc.,  General  Radio 


Co.,  Gold  Seal  Elec.  Co.,  Inc.,  Gould  Storage  Bat.  Co.,  Inc., 
Greene  &  Browne,  Grigsby-Grunow-Hinds  Co.,  Howard  B. 
Jones,  Howard  Radio  Co.,  Hoyt  Elec.  Inst.  Co.,  Imperial 
Molded  Prod.,  Indiana  Mfg.  &  Elec.  Co.,  International 
Resistance,  Irvington  Varnish  &  lnsl.,  Jefferson  Elec. 
Mfg.  Co.,  Jewell  Elec.  Inst.  Co.,  Karas  Elec.  Co.,  Kellogg 
Switchboard,  Keystone  Radio  Labs.,  King  Mfg.  Co.,  Kodel 
Radio  Corp.,  The  Lignole  Corp.,  Arthur  H.  Lynch,  Inc., 
Magnavox  Co.,  Maring  Wire  Co.,  Martin  Copeland 
Co.,  Mohawk  Corp.  of  111.,  Leslie  F.  Muter  Co.,  Murad 
Radio  Corp.,  National  Carbon  Co.,  Newcombe-Hawley,  Inc., 
Perryman  Elec.  Co.,  Pfanstiehl  Radio  Co.,  Philadelphia 
Storage  Batt.  Co.,  Platter  Cabinet  Co.,  Polymet  Mfg. 
Corp.,  Polley  Co.,  Potter  Mfg.  Co.,  Inc.,  Premier  Radio 
Corp.,  Prest-O-Lite  Co.,  Inc.,  Radio  Corp.  of  America, 
Radio  Master  Corp.,  Raytheon  Mfg.  Co.,  Reichmann  Co., 
Runzel-Lenz  Elec.  Mfg.  Co.,  Sandar  Corp.,  Samson  Elec. 
Co.,  Sangamo  Elec.  Co.,  Scoville  Mfg  Co.,  Shamrock  Mfg. 
Co.,  Slagle  Radio  Co.,  Sonora  Phonograph  Co.,  Sparks- 
Withington  Co.,  Splitdorf  Elec.  Co.,  The  Sterling  Mfg.  Co., 
Stevens  &  Co.,  Stewart  Battery  Co.,  Stewart-Warner 
Speed  Corp.,  Talking  Machine  World,  Timmons  Radio 
Products,  Tower  Mfg.  Corp-.  Trimm  Radio  Mfg.  Co., 
Utah  Radio  Products,  U.  S.  Tool  Co.,  Inc.,  United  Radio, 
Van  Home  Co.,  Inc.,  W-K  Elec.  Co.,  Walbert  Mfg.  Co., 
Geo.  W.  Walker  Co.,  Webster  Elec.  Co.,  The  Webster  Co., 
Wells  Radio  Mfg.,  Co.,  Westinghouse  Union  Batt.,  Wes- 
ton Elec.  Inst.  Corp.,  The  Workrite  Mfg.  Co.,  Zenith 
Radio  Corp.  and  Yaxley  Mfg.  Co. 


Nate  Hast  Appointed  Sales 
Manager  of  Shamrock  Go. 

Pioneer  Radio  Sales  Executive  Previously  Was, 
for  Three  Years,  With  Shamrock  Organization 
— Now  on  Trade  Trip 


Vesta  Battery  Corp.  Has 
Unusually  Successful  Year 

The  Vesta  Battery  Corp.,  Chicago,  manufac- 
turer of  radio  batteries  and  power  units,  in  its 
annual  report,  made  public  about  the  middle  of 
February,  showed  a  net  profit  of  $166,932  after 
Federal  taxes  and  all  other  charges,  equal  after 
preferred  dividends  to  $4.99  a  share  on  thirty 
thousand  shares  of  $10  par  common  stock  out- 
standing. This  compares  with  a  net  profit  of 
$23,089  or  10  cents  a  share  on  the  common  stock 
in  the  previous  year.  The  showing  of  the  cor- 
poration is  the  best  made  in  recent  years,  and 
net  sales  climbed  from  $1,557,457  in  1925  to 
$1,974,678  in  1926. 

The    directors    of    the    corporation    met  on 


Nate  Hast,  a  well-known  sales  executive  in 
the  radio  trade,  has  returned  to  the  Shamrock 
Mfg.  Co.,  196  Waverly  avenue,  Newark,  N.  J., 
as'sales  manager.  Mr.  Hast  is  one  of  the  pioneer 
ladio  sales  executives  and  previously  spent  three 
years  in  the  Shamrock  organization.  For  the 
past  two  years  he  has  been  associated  with  other 
radio  activities.  Mr.  Hast  is  now  away  on  a 
trade  trip  and  renewing  acquaintances  with  his 
many  distributing  friends  throughout  the  coun- 
try. Herman  R.  Rose,  the  executive  head  of  the 
Shamrock  organization,  in  making  the  an- 
nouncement of  the  return  of  Mr.  Hast  to  Sham- 
rock activities,  stated  that  in  a  large  way  there 
would  be  no  decided  change  in  Shamrock  plans 
or  its  products  during  the  coming  season.  In 
one  of  the  Shamrock  models  there  will  be,  owing 
to  increased  production  during  the  past  season,  a 
reduction  in  price. 

The  Shamrock  Mfg.  Co.  was  one  of  the  first 
to  produce  a  perfected  single-dial  radio  set.  This 
product  has  been  in  the  homes  of  the  country 
for  the  past  two  seasons  and  despite  its  popu- 
lar price  is  recognized  as  a  quality  product.  The 
Shamrock  products  are  marketed  through  dis- 
tributing organizations  and  high-class  retail 
sales  outlets  under  a  specially  arranged  dealer 
plan. 


-  .„      old  , 

rnono  graphs, 

Transforms  Old  Talking  Machines  Into  New  Models, 
Opening  Up  a  Vast  New  Field  for  Sales  and  Profits 

There  are  over  twelve  million  old-style  talking  machines  in  homes  throughout 
the  United  States.  By  simply  replacing  their  present  reproducers  with  the 
new  Sil-Vox  Silver  Voice,  the  music  of  all  these  obsolete  phonographs  can 
be  turned  into  vibrant  brilliancies  of  original  tone  and  volume  with  purity 
and  power. 

Every  owner  of  an  old-style  talking  machine  is  a  live  prospect  for  a  Sil- 
Vox  Silver  Voice  reproducer. 

You  can  get  your  share  of  this  new  business.  Stock  Sil-Vox  repro- 
ducers now,  as  our  consumer  advertising  campaign  has  already  been 
started  to  spread  the  good  news  among  talking  machine  owners  that 
their  old  machines  can  be  quickly  transformed  to  give  the  marvelous  tone 
of  the  new  models  by  simply  equipping  them  with  Sil-Vox  reproducers. 

Write  for  full  particulars  and  attractive  discount 


There  Is  None  Better 
at  Any  Price 
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BROOKLYN  METAL  STAMPING  CORPORATION 

718-728  Atlantic  Ave.  Brooklyn,  New  York 
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Brings  Record  Matrices 

From  London  to  New  York 


Daniel  Rudge,  Messenger  Boy,  Brings  Record- 
ings of  Beethoven  Compositions.  Valued  at 
$25,000,  in  Time  for  Beethoven  Centennial 


Leading  Distributors  Take 
on  Algonquin  Radio  Line 

Extensive  Newspaper  Advertising  Campaign  in 
Preparation  to  Aid  Dealers — Production  of 
Semi-floating  Cone  Speaker  Increased 


George  Thau  Joins  Record 
Staff  of  G.  Bruno  &  Son 


Mr.  Thau  Has  Had  Many  Years'  Experience  in 
Handling  Victor  Products — John  Johnson  In- 
creases Business  in  Jersey  Territory 


Matrices  of  records  valued  at  $25,000  were 
delivered  to  the  Columbia  Phonograph  Co.,  Inc., 
New  York,  the  latter  part  of  last  month  by 
Daniel  Rudge,  English  messenger  boy,  who 
brought  the  packages  from  London  aboard  the 


Daniel  Rudge,  Mayor  Walker  and  Luke  Muldoon 

"Aquitania."  The  records  were  works  of  Bee- 
thoven, made  "by  the  Royal  Philharmonic  So- 
ciety of  London,  and  the  records  to  be  pressed 
from  the  masters  are  being  released  to  Co- 
lumbia dealers  in  time  for  sale  during  the  ob- 
servance of  the  centennial  of  Beethoven's  death. 

Rudge  was  the  guest  of  the  Beethoven  Cen- 
tennial Committee  for  the  few  days'  stay  in 
New  York  and  on  his  arrival  was  welcomed 
by  the  Western  Union  Messenger  Band  and  a 
delegation  of  messenger  boys,  headed  by  Luke 
Muldoon.  The  accompanying  photograph  shows 
Daniel  Rudge  accompanied  by  Muldoon  on  a 
visit  to  the  City  Hall,  where  he  was  welcomed 
by  Mayor  James  J.  Walker. 


Production  of  the  new  Algonquin  semi-float- 
ing cone  speaker  has  reached  400  per  day,  ac- 
cording to  an  announcement  by  H.  R.  Fletcher, 
director  of  sales  of  the  Algonquin  Electric  Co., 
manufacturer  of  the  new  Thermiodyne  receiver. 
Mr.  Fletcher  states  that  nearly  all  the  former 
Thermiodyne  distributors  and  dealers  have 
joined  the  Algonquin  family  since  the  reorgan- 
ization, and  an  extensive  local  newspaper  cam- 
paign is  now  in  preparation  as  a  dealer  help, 
supplementing  the  national  and  trade  paper  ad- 
vertising of  the  Algonquin  Electric  Co. 

Among  the  active  distributors  that  have  re- 
cently added  Thermiodyne  products  are  such 
representative  firms  as  the  Pyramid  Motor 
Equipment  Co.,  New  York  City;  Edward  K. 
Tryon  Co.,  Philadelphia;  Rudolph  Wurlitzer 
Co.,  Cincinnati;  Listenwalter  &  Gough,  Los 
Angeles;  Bailey  &  Co.,  Atlanta;  Henry  Paulson 
&  Co.,  Chicago;  Woodward,  Wight  &  Co.,  Ltd., 
and  Maison  Blanche  Co.,  of  New  Orleans; 
Buchanan  -  Waughan  Auto  Co.,  Texarkana; 
Duffy-Powers  Co.,  Rochester;  Joseph  Wood- 
well  Co.,  Pittsburgh;  Consumers  Rubber  Co., 
Cleveland;  Clinard  Electric  Co.,  Winston- 
Salem;  Justus  &  Parker  Co.,  Columbus,  O.; 
Motor  Equipment  Co.,  Wichita;  Hub  Cycle  & 
Auto  Supply  Co.,  Inc.,  Boston;  Cycle  and  Auto 
Supply  Co.,  Buffalo;  Federal  Radio  &  Electric 
Co.,  Paterson;  Rudolph  Wurlitzer  Co.,  North 
Tonawanda;  Poughkeepsie  Mill  Supply,  Pough- 
keepsie,  and  the  Independent  Radio  Co.  of 
Montreal,  Canada. 


C.  Bruno  &  Son,  Inc.,  New  York  City,  Victor 
wholesaler,  has  announced  the  addition  to  its 
staff  of  George  Thau.  Mr.  Thau  has  had 
approximately  fourteen  years'  record  experi- 
ence. Up  to  about  two  years  ago  he  was 
connected  with  the  record  department  of  the 
Blackman  Talking  Machine  Co.  and  is  with 
the  Bruno  organization  in  a  similar  capacity, 
after  an  absence  of  two  years  from  this  par- 
ticular work.  It  is  reported  that  increased 
record  service  in  the  Bruno  organization  is  a 
direct  result  of  Mr.  Thau's  connection. 

Another  new  member  of  the  Bruno  organiza- 
tion who  is  making  a  record  is  John  Johnson, 
who  became  a  member  of  the  Bruno  sales  staff 
about  nine  months  ago.  Mr.  Johnson  covers 
northern  New  Jersey  and  lower  New  York  for 
C.  Bruno  &  Son  and  the  increased  business 
from  that  territory  visualizes  the  intensive  co- 
operation that  Mr.  Johnson  is  extending. 


The  Music  and  Radio  Trades  Association  of 
Seattle,  Wash.,  is  sponsoring  the  formation  of  a 
Radio  Listeners  League. 


The  Hobart  M.  Cable  Co.,  11  West  Broad- 
way, Shelbyville,  Ind.,  has  purchased  the  Vic- 
tor agency  from  the  Pearson  Piano  Co. 


Eckhardt  Corp.  Secures 

New  Factory  Location 

Philadelphia,  Pa.,  March  8. — The  Eckhardt 
Corp.,  whose  general  offices  are  conveniently 
located  at  213  South  Broad  street,  this  city, 
has  secured  a  factory  at  Fifty-fifth  street  and 
Hunter  avenue.  The  new  Eckharmonic  factory 
is  of  modern  construction  and  will  provide 
maximum  manufacturing  and  shipping  facilities. 
The  new  quarters  are  being  fitted  out  with 
the  most  modern  machinery.  The  success  with 
which  the  Eckharmonic  radio  met  since  its  in- 
troduction made  necessary  larger  manufactur- 
ing facilities. 


Changes  its  own  records 
Plays  ten  records  continuously 
Either  ten  or  twelve  inch  records 
It  repeats  the  program  over  and  over 
Will  play  a  predetermined  number  of 
records 

Foolproof,  simple  and  compact 
Will  go  in  any  ordinary  cabinet 
Ideal  for  dinner,  card  parties  or  wherever 

continuous  music  is  wanted 
Records  can  be  changed  as  readily  as  on 

a  single  disc  phonograph 
Will  increase  the  sale  of  records 
Will  be  the  sensation  of  1927 


Automatic  Phonograph 


Distributors  and  Dealers  everywhere  are  displaying  tremendous  interest  in  our  announcement  last  month 
of  the  first  and  only  successful  Automatic  and  continuous  program  playing  phonograph. 

Its  simplicity  and  compactness  has  aroused  the  curiosity  of  many,  as  it  can  be  marketed  in  any  modern 
cabinet  for  the  home  whether  the  smallest  or  most  massive.  The  mechanism  shown  above  is  complete 
ready  to  place  in  the  cabinet. 

Live  dealers  should  write  for  information 

Manufactured  by 

DECA-DISC  PHONOGRAPH  COMPANY,  Waynesboro,  Pa. 
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Widespread  Demand  for 

Empire  Phono  Parts  Line 

W.  J.  McNamara,  President  of  Empire  Phono 
Parts  Co.,  Home  From  Trip,  Reports  Trade 
Confidence  and  Bright  Outlook 


Beethoven's  Moonlight 

Sonata  on  Filmo  Picture 


Musical  Masterpiece  of  Famous  Composer  Re- 
leased Coincident  With  the  Nation-wide  Ob- 
servance of  Beethoven  Week 


Cleveland,  O.,  March  5.— W.  J.  McNamara, 
president  of  the  Empire  Phono  Parts  Co.,  of  this 
city,  manufacturer  of  Empire  tone  arms  and 
sound  boxes,  returned  recently  from  a  short 
trip  which  included  a  visit  to  some  of  the  phono- 
graph manufacturers  in  the  Middle  West.  Mr. 
McNamara  was  gratified  to  find  a  feeling  of 
confidence  and  stability  in  the  phonograph  in- 
dustry that  is  reflected  in  the  orders  being  re- 


New  Plant  of  the  Empire  Phono 

ceived  by  the  manufacturers  from  dealers  in 
every  section  of  the  country.  Plans  are  being 
made  by  the  phonograph  manufacturers  for  a 
normal  and  prosperous  year  with  the  new  types 
of  instruments  meeting  with  the  hearty  approval 
of  the  trade  generally. 

The  new  Empironic  sound  box  and  drawn- 
brass  tone  arm,  recently  introduced  by  the  Em- 
pire Phono  Parts  Co.,  is  proving  successful 
beyond  the  company's  anticipations  and  Mr. 
McNamara  is  receiving  substantial  orders  for 
these  products  from  the  manufacturers  whom  he 
has  served  for  many  years.  The  new  Empire 
plant  at  10316  Madison  avenue,  as  shown  in  the 
accompanying  illustration,  provides  ample  facili- 
ties for  the  expansion  of  the  company's  business, 
and  this  plant,  with  its  exceptional  facilities,  has 
been  visited  by  many  members  of  the  trade. 
The  growth  of  the  Empire  Phono  Parts  Co. 
since  1914  has  been  steady  and  consistent,  re- 
flecting in  a  considerable  measure  Mr.  Mc- 
Namara's  familiarity  with  every  phase  of  phono- 
graph parts  manufacturing,  and  the  efforts 
which  he  has  made  to  give  efficient  service. 


Burt  Radio  Cabinets  Now 
Equipped  With  Amplion  Unit 

Philadelphia,  Pa.,  March  8. — Burt  Brothers, 
furniture  manufacturers  and  makers  of  Burt- 
built  radio  cabinets,  have  announced  that  these 
cabinets  are  now  equipped  with  a  special 
Amplion  unit  and  a  seventy-two-inch  air 
column  horn.  The  Burt  line  consists  of  nine 
models  in  a  variety  of  finishes,  including 
lacquer.  F.  H.  Amann,  in  charge  of  the  New- 
York  offices,  reports  that  the  new  equipped 
cabinets  are  proving  very  popular  in  the  met- 
ropolitan territory. 


Coincident  with  the  observance  of  Beethoven 
Week,  March  20  to  26,  in  memory  of  probably 
the  world's  greatest  composer,  is  the  release  by 
the  Bell  &  Howell  Co.,  Chicago,  through  the 
Filmo  Library  of  the  first  16  m/m  film  presen- 
tation ever  made  of  Beethoven's  "Moonlight 
Sonata."  The  remarkable  film  dramatization  of 
this  musical  masterpiece  is  a  production  of 
Filmo  Picture  Plays,  Inc.,  Hollywood,  Cal.,  the 

only  company  in  ex- 
istence  devoted 
exclusively  to  the 
making  of  plays  for 
use  in  the  16  m/m 
film  projector  which 
is  now  commonly 
used  in  homes. 

Using  this  film, 
music  lovers  who 
know  and  enjoy  the 
moods  of  the  great 
Beethoven  can  now 
accompany  renditions 
of  his  music  with  a 
picture  drama  of  a 
characteristic  episode 
of  his  life.  Musical 
Parts  Co.  accompaniments      o  f 

Beethoven,  either  on  the  piano,  the  reproducing 
piano  or  on  the  phonograph,  make  this  motion 
picture  play  an  ideal  double  means  of  musical 
and  picture  entertainment  in  the  home.  Music 
dealers  who  have  made  special  preparations  to 
provide  Beethoven's  compositions  in  the  vari- 
ous forms  during  March  will  undoubtedly  have 
the  Sonata  itself  available  in  the  form  of 
records  for  the  piano  or  phonograph  for  use 
with  the  motion  picture. 

Beethoven's  "Moonlight  Sonata,"  as  played  by 
the  Filmo  Picture  Plays,  Inc.,  company,  under 
the  experienced  direction  of  the  well-known 
director,  Louis  Chaudet,  shows  this  group  of 
screen  artists  at  their  best. 

As  the  premiere  appearance  of  Filmo  Picture 
Plays,  Inc.,  in  the  screen  world,  the  "Moonlight 
Sonata"  in  excellence  of  presentation  and  qual- 
ity of  photography  is  the  equal  of  any  similar 
production  ever  released  for  professional  mo- 
tion picture  use. 

The  next  Filmo  Picture  Plays  feature  of  inter- 
est to  the  music  world  which  will  soon  be  re- 
leased through  the  Filmo  Library  will  be  the 
"Parade  of  the  Wooden  Soldiers,"  the  musical 
fantasy  of  march  made  famous  by  the  march- 
ing marionettes  in  Balieff's  Chauve  Souris.  This 
film  lends  itself  to  the  actual  music  of  the  piece 
in  a  manner  that  makes  the  showing  novel. 


The  New  York  Herald-Tribune  on  Sunday, 
March  6,  issued  a  special  Atwater  Kent  radio 
section.  As  in  other  cities,  the  local  dis- 
tributors, E.  B.  Latham  Co.,  E.  A.  Wildermuth, 
C.  J.  Edmond  Co.  and  the  Pooley  Co.,  and  the 
Red  Lion  Cabinet  Co.,  used  display  space  of 
large  dimension  and  a  host  of  local  metro- 
politan dealers  were  represented  in  smaller 
space.  This  advertising,  in  conjunction  with 
forceful  news  articles,  made  a  particularly 
strong  presentation  of  the  Atwater  Kent  lines 
in  the  metropolis. 


Okeh  Phonograph  Corp. 

Fetes  Adolph  Heineman 

The  office  of  the  New  York  distributing 
division  of  the  Okeh  Phonograph  Corp.,  on 
Eighteenth  street,  was  the  scene  of  general 
festivities  on  Saturday,  March  5,  upon  the  oc- 
casion of  the  sixty-ninth  birthday  of  Adolph 
Heineman,  who  has  charge  of  the  credit  de- 
partment. Mr.  Heineman  was  surprised  with 
a  hugh  birthday  cake  decorated  with  sixty- 
nine  candles.  Upon  the  conclusion  of  an 
enjoyable  afternoon  all  adjourned  to  a  res- 
taurant, where  Otto  Heineman,  brother  of 
Adolph  and  president  of  the  Okeh  Phonograph 
Corp.,  was  host  at  a  sumptuous  repast  tendered 
to  the  staff  of  the  distributing  organization  in 
recognition  of  the  exceptional  sales  record  ac- 
complished during  the  month  of  February. 
Allan  W.  Fritzsche,  general  sales  manager  of 
the  Okeh  organization,  was  also  present.  The 
branch  is  managed  by  Harry  Fax. 


Stromberg  writes:  "We 

Recommend  It!" 


THE  endorsement  of 
hundreds  of  Amer- 
ica's leading  manufac- 
turers has  been  suffi- 
cient to  cause  many 
others  to  test  Kimpak 
in  their  shipping  de- 
partments. 

Today  Kimpak  is 
specified  wherever  fin- 
ish must  be  protected, 
where  damage,  or  mar- 
ring of  surface,  would 
result  from  lesser  pack- 
ing protection. 


The  Stromberg 
Loud  Speaker  is 
known  wherever 
radio  is  known. 
Its  perfect  finish 
is  protected  by 
Kimpak. 


Crepe 
Wadding 


Kimpak  is  the  product  of  a 
thousand  uses.  Resilient,  soft 
as  down,  it  is  saving  money  in 
repairs  and  refinishing  both  for 
the  manufacturer  and  the 
dealer. 

Why  not  give  Kimpak  a  test 
under  ordinary-  conditions  in 
your  own  work?  Let  us  send 
you  a  free  roll  to  try.  Results 
will  amaze  and  please  you. 
Write  today — make  any  test 
you  wish. 


Kimberly-Clark  Co. 

Neenah,  Wis. 

Sales  Offices:  208  S.  La  Salle  St.,  Chicago,  HI. 
51  Chambers  St.,  New  York  City 

{Please    mention    this   magazine   when  writing.) 
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Toman  "Helical"  Tone 

Arm  Set  Is  Announced 


E.  Toman  &  Co.,  Chicago,  Marketing  Tone  Arm 
Specially  Designed  for  Use  With  Latest  Type 
Amplifying  Horns — Popular  With  Trade 


New  Type  of  Advertising 
tor  New  Ldison  Phonograph 

Thos.  A.  Edison,  Himself,  Responsible  for  Inter- 
esting New  Copy  in  Questionnaire  Form  Now 
Appearing  in  National  Magazines 


Electrical  Research  Labs. 

Introduce  New  Receivers 


E.  Toman  &  Co.,  Chicago,  111.,  pioneers  in  the 
manufacture  of  tone  arms  and  sound  boxes,  an- 
nounced on  March  1  their  "Helical"  tone  arm 
set,  which  is  specially  designed  for  use  with 
latest  type  long  amplifying  horns.  The  "Helical" 
tone  arm  is  very  attractive  in  appearance,  as  it 
constantly  curves  and  tapers.  In  announcing 
this  important  addition  to  the  company's  popular 
line  of  products,  E.  Toman,  head  of  the  company 
bearing  his  name,  said:  "The  walls  of  the 
'Helical'  progressively  increase  in  thickness 
from  3/32  inch  at  the  reproducer  to  3/16  inch 
at  the  base.  This  construction  prevents  any 
losses  or  modification  of  tone  waves  as  there 
is  no  vibration  even  on  loudest  tones.  The 
'Helical'  has  a  constantly  tapered  air  column 
measuring  15  per  cent  from  reproducer  to  ampli- 
fying horn  connection,  and  the  inside  walls, 
being  perfectly  smooth,  offer,  absolutely  no  re- 
sistance to  the  sound  waves.  Due  to  the  perfect 
helical  curves  throughout  there  is  no  alteration 
of  the  natural  characteristics,  of  either  high  or 
low  tones,  which  are  perfectly  transmitted  to  the 
amplifying  horn. 

"The  'Helical'  tone  arm  is  an  original  design 
(not  a  copy  or  imitation)  and  it  does  not  in- 
fringe any  U.  S.  patent.  The  base  is  ball-bear- 
ing, very  strongly  constructed,  with  spacers  in 
the  ball  container,  insuring  perfect  smoothness 
of  movement.  The  ball  race  is  machined  as 
smooth  as  glass.  The  main  arm  is  die  cast  in 
one  piece,  and  the  throwback  elbow  in  one 
piece." 

E.  Toman  &  Co.  have  received  many  expres- 
sions of  approval  from  members  of  the  trade  in 
connection  with  the  constructional  quality  of 
the  "Helical"  tone  arm  set,  as  well  as  its  at- 
tractive design,  and  during  the  past  few  weeks 
several  die-casting  engineers  have  visited  ihe 
Toman  factory  for  the  purpose  of  examining 
the  new  set  carefully,  for  it  represents  some- 
thing decidedly  original  in  the  manufacturing  of 
die-cast  products. 


Beginning  with  the  Literary  Digest  of  March 
5,  there  has  been  launched  a  new  and  inter- 
esting series  of  advertisements  regarding  the 
New  Edison  phonograph  and  records,  the  ad- 
vertisements being  written  under  the  personal 
direction  of  Thos.  A.  Edison,  and  being  in  the 
form  of  questionnaires  regarding  phonographs 
and  music  reproduction  which  Mr.  Edison,  him- 
self, answers.  The  advertising  is  particularly- 
timely  in  view  of  the  fact  that  Mr.  Edison  has 
during  the  past  year  or  so  received  wide  pub- 
licity for  the  questionnaires  which  he  has  de- 
veloped for  others  to  answer,  and  there  will  be 
thousands  who  will  unquestionably  be  interested 
in  seeing  how  the  inventor  answers  questions 
that  are  put  to  him.  A  personal  touch  is  given 
to  the  advertising  by  the  introduction  of  Mr. 
Edison's  official  okay  in  the  lower  right-hand 
corner  of  each  piece  of  copy. 


The  Brook  -  Christoferson  Furniture  Co., 
Olympia,  Wash.,  recently  added  a  line  of  Victor 
talking  machines  to  its  stock  and  is  planning  an 
active  merchandising  campaign. 


Latest  Member  of  Radiotron 
Tube  Family  Is  the  UX-240 

The  UX-240  Radiotron,  which  in  general  ap- 
pearance and  physical  dimensions  is  similar  to 
the  well-known  UX-201-A,  is  the  newest  member 
of  the  Radiotron  tube  family  of  the  Radio  Corp. 
of  America.  It  is  the  result  of  widespread  in- 
terest of  amateurs  in  resistance  coupling  a  high 
mu  tube  especially  designed  with  a  view  to  provid- 
ing high  amplification,  and  suitable  as  a  detec- 
tor as  well  as  an  amplifier.  The  UX-240  is  a 
storage  battery  tube  with  a  one-quarter  ampere, 
long-life  filament  of  the  thoriated  tungsten  type. 
A  standard  UX  basis  is  provided.  This  tube  is 
intended  to  provide  the  highest  practical  voltage 
amplification  so  essential  in  resistance  coupled 
amplifiers.  Its  characteristics  are  as  follows: 
filament  voltage,  5.0  volts;  filament  current,  .25 
amperes;  maximum  plate  voltage,  180  volts; 
recommended  B  voltage,  135-180  volts;  voltage 
amplification  factor  (mu)  30;  plate  resistance, 
150,000  ohms;  plate  current  at  rated  voltages, 
.2  milliamperes. 

With  the  appearance  of  this  new  type  of  tube 
it  is  expected  that  resistance  coupling  will  be- 
come increasingly  popular  with  amateurs. 


The  Silver  Electroplated  Needle 


Especially  adapted  for  electrically 
recorded  records 

Attractive  prices  for  jobbers 

WALL-KANE  NEEDLE  MFG.  CO.,  Inc. 

3922— 14th  Avenue,  Brooklyn,  N.  Y. 

Wall-Kane,  Jazz.  Concert.   Best   Tone,  and   Petmechy   Phonograph  i\eedles. 


"Queen  Marie"  and  "Gainsborough"  Five-Tube 
Sets  Now  Being  Marketed 


Two  new  receiving  sets  were  recently  intro- 
duced by  Electrical  Research  Labs.,  Chicago,  the 
"Queen  Marie"'  and  the  Erla  Standard  console 
"Gainsborough."   The  "Queen  Marie,"  shown  in 


Erla  "Queen  Marie"  Model 

the  accompanying  illustration,  is  a  deluxe  model 
finished  in  dark  American  walnut.  It  has  a  list 
price  of  $146.50  and  $159.50,  east  and  west  of 
the  Rocky  Mountains,  respectively. 

The  "Gainsborough,"  which  is  similar  in  ap- 
pearance, although  smaller,  is  also  finished  in 
dark  American  .walnut.  Both  models  contain 
the  Erla  five-tube  receiver  and  a  long  gradually 
expanding  air  column  horn.  Both  of  the  new 
models  are  said  to  have  met  with  immediate 
approval  from  dealers  and  customers,  one  fea- 
ture which  met  especial  favor  being  the  Erla 
Omnitonic  speaker,  which  is  situated  in  the 
lower  part  of  the  cabinet  instead  of  above  the 
chassis. 


Intensive  Campaign  on 

Cornell  B  Eliminator 


An  intensive  merchandising  campaign  is  now 
under  way  on  the  Cornell  B  eliminator,  manu- 
factured by  the  Cornell  Electric  Mfg.  Co.,  Long 
Island  City.  J.  W.  Sullivan,  general  sales  man- 
ager, is  now  in  the  Middle  West,  where  he 
is  arranging  with  local  dealers  in  various  com- 
munities for  a  specially  designed  series  of 
window  displays,  tied  up  with  advertising  and 
publicity  in  the  local  newspapers.  The  details 
of  this  campaign  are  under  the  direction  of 
M.  D.  Holt,  manager  of  the  dealers'  special 
service  department  in  the  Cornell  organization. 
One  of  the  angles  of  this  localized  sales  effort 
is  the  use  of  the  slogan,  "Patronize  your  neigh- 
borhood store  and  neighborhood  dealer  first." 
One  particularly  successful  campaign  of  this 
description  was  recently  put  across  in  Howard, 
111.,  through  the  co-operation  of  William  J. 
Thiry's  Electric  and  Radio  Shop  and  the  How- 
ard News. 


W.  C.  Fuhri  Visits  Atlanta 


W.  C.  Fuhri,  general  sales  manager  of  the 
Columbia  Phonograph  Co.,  recently  spent  sev- 
eral days  in  and  around  Atlanta,  Ga.,  with  Wes- 
tervelt  Terhune,  manager  of  the  Atlanta  branch 
of  the  company.  Mr.  Fuhri  was  very  enthusi- 
astic over  the  continuous  gains  made  by  the 
\tlanla  branch  month  after  month. 
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Automatic  Orthophonic  Is 
Shown  to  Indianapolis  Trade 

Dealers  Preparing  to  Put  Efforts  Behind  New 
Instrument — Tendency  Is  Toward  Purchase 
of  High-Priced  Instruments 


Indianapolis,  Ind.,  March  7. — Local  conditions  in 
the  radio  and  talking  machine  trade  have  re- 
flected largely  the  weather  conditions  of  this 
area.  Dealers  who  heretofore  have  enjoyed  a 
healthy  radio  business  have  experienced  a  slump 
of  buying  in  this  merchandise.  This  condition 
has  been  largely  the  result  of  poor  reception 
and  the  Spring-like  weather  of  the  last  month. 
Continuing  from  the  holiday  season  up  to  the 
middle  of  February,  radio  sales,  both  in  the 
cheaper  and  higher-priced  sets,  have  moved  es- 
pecially well.  In  almost  all  instances  all  deal- 
ers interviewed  state  .a  successful  movement 
has  been  maintained  in  the  electrically  driven 
machines.  The  Brunswick  Panatrope  and  the 
Victor  Orthophonic  still  lead  the  field  with  in- 
dications that  a  new  volume  record  will  be  es- 
tablished in  1927  as  the  popular  appeal  seems  to 
extend  to  these  instruments. 

W.  J.  Baker,  manager  of  the  local  Brunswick 
Shop,  reports  that  sales  of  Panatropes  are  very 
good.  Mr.  Baker  expresses  the  opinion  that 
there  is  a  general  trend  toward  a  higher-priced 
and  electrically  driven  instrument  and  present 
sales  indicate  such  a  demand.  "Naturally," 
states  Mr.  Baker,  "sales  in  radios  have  slowed 
up  somewhat,  due  to  poor  reception  at  this  time 
of  the  year,  and  it  is  doubtful  whether  or  not 
sales  will  pick  up  to  any  great  degree  until  later 
in  the  year.  General  conditions,  however,  point 
to  a  satisfactory  year  in  talking  machine  sales." 

Through  the  courtesy  of  the  Brunswick  Shop, 
the  Panatrope  was  featured  at  the  Circle 
Theatre  playing  in  comparison  with  the  Circle 
Orchestra.  Such  an  instrument  was,  likewise, 
used  at  the  exhibit  of  the  Willys-Overland  Co., 
at  the  Auto  Show  held  at  the  Fair  Grounds. 
The  record  business  has  been  especially  good, 
with  popular  numbers  predominating. 

C.  P.  Herdman,  manager  of  the  talking  ma- 
chine department  of  the  Baldwin  Piano  Co.,  re- 
ports that  the  movement  in  talking  machines 
has  tended  toward  the  higher-priced  of  the 
Orthophonic  models.  He  notes  a  tendency  of 
the  trade  to  something  a  little  better  in  the  talk- 
ing machine.  The  movement  of  the  mechanical 
instruments  has  been  good  and,  in  the  opinion 
of  Mr.  Herdman,  will  increase  as  Spring  opens. 
Record  sales  at  this  store  are  ahead  of  their 
last  year's  record. 

At  the  Home  Complete  Exposition  to  be  held 
at  the  State  Fair  Grounds  the  first  week  of 
April,  the  Baldwin  Piano  Co.  is  having  brought, 
through  the  courtesy  of  the  Victor  Talking 
Machine  Co.,  the  Auditorium  Orthophonic  Vic- 
trola,  which  will  be  a  feature  of  that  exhibit. 

George  Stewart,  of  the  Wilson-Stewart  Music 
Co.,  dealer  in  radio,  the  Orthophonic  and  Co- 
lumbia phonographs,  is  confined  to  his  home 
with  a  severe  cold  and  is  unable  to  be  at  his 
store.  In  a  previous  conversation  with  Mr. 
Stewart  he  expressed  himself  as  well  pleased 
with  the  talking  machine  sales,  with  indications 
for  a  continued  increase  of  sales. 

A  recent  meeting  held  at  the  Lincoln  Hotel 
on  Friday  last  featured  the  new  Automatic 
Orthophonic  model  which  will  be  shortly  intro- 
duced in  this  territory.  The  new  model  plays 
twelve  records.  Dealers  see  a  large  field  for 
the  sale  c-f  such  an  instrument  and  are  prepar- 
ing to  push  it. 


Sales  Force  Reorganization 

The  selling  staff  of  the  Crosley  Radio  Corp. 
has  recently  been  reorganized  in  accordance 
with  a  junior  and  senior  salesmen  plan.  Large 
territories  are  allotted  to  the  older  salesmen, 
who  are  known  as  "senior  salesmen."  Under 
each  of  these  older  men  there  are  several 
"junior  salesmen." 


Robert  W.  Porter  Elected 

Splitdorf  Vice-President 

Former  General  Sales  Manager  Elected  to  Vice- 
presidency  Will  Continue  to  Direct  Sales — 
Anticipate  Big  Increase  in  1927  Sales 


Robert  W.  Porter,  general  sales  manager  of 
the  Splitdorf  Bethlehem  Electrical  Co.,  manu- 
facturer of  Splitdorf  radio  receivers,  spark 
plugs,  magnetos  and  other  products,  has  been 
elected  vice-president  in  charge  of  sales.  This 
announcement  was  made  by  Walter  Rauten- 
strauch,  president  of  the  company. 

Mr.  Porter,  in  recent  years,  has  been  active 
in  directing  radio  sales.  Prior  to  the  advent 
of  radio  he  was  an  executive  in  one  of  the  lead- 
ing talking  machine  companies.  He  is  widely 
known  in  both  industries  and  has  been  in  close 
contact  with  distributors  and  dealers  and  un- 
derstands thoroughly  their  problems.  At  the 
last  meeting  of  the  board  of  directors  of  the 
Splitdorf  Bethlehem  Co.  Mr.  Rautenstrauch  re- 


ported the  results  of  a  thorough  canvass  of  the 
territory  in  which  the  Splitdorf  Co.  is  repre- 
sented by  10,000  dealers  and  he  stated  that  com- 
mitments on  1927  business  were  already  in  ad- 
vance of  1926. 

Fada  Production  Increases 

The  combined  sales  of  Fada  radio  in  Janu- 
ary and  February  equaled  the  total  volume  of 
business  done  for  the  first  eight  months  of  1926, 
according  to  an  announcement  made  by  R.  M. 
Klein,  general  manager  of  F.  A.  D.  Andrea,  Inc. 

"For  the  fourth  time  since  January  1  it  has 
been  found  necessary  to  increase  the  pace  of 
production  at  the  Fada  plant,"  said  Mr.  Klein. 
"In  the  large  metropolitan  centers  February 
sales  were  in  excess  of  the  January  volume,  and 
both  sets  and  loud  speakers  are  included  in 
the  increased  production." 


Raymond  L.  Hoefler,  of  E.  A.  Wildermuth, 
Atwater  Kent  jobber  of  Brooklyn,  N.  Y.,  was 
married  recently  to  Miss  Mae  Casey. 


ELECTRICAL  RECORD  REPRODUCER 


The  Magnaphon  will  transform  the  old  type  phonograph 
or  any  of  the  small  portables  into  Electrical  Reproducing 
Machines. 

It  will  improve  the  performance  of  the  old  records  to  a 
remarkable  extent  and  will  render  the  new  records  with  a 
clarity  and  richness  truly  startling.  The  deep  bass  notes 
that  were  heard  but  faintly,  the  drum  beats  that  sounded 
like  muffled  taps,  the  very  high  notes  that  were  entirely 
missing,  will  issue  forth,  through  the  instrumentality  of  the 
MAGNAPHON,  with  a  lifelike  mellowness  and  brilliance. 

There  are  15,000,000  old  type  Phonographs  and  6,600,000 
Radio  Sets  in  use.  The  sale  of  Portable  Phonographs  has 
reached  tremendous  proportions. 

Here  is  a  huge  market  for  the  sale  of  the  Magnaphon, 
particularly  during  the  dull  summer  months  when  radio  re- 
ception is  at  its  worst  and  the  portable  attains  its  greatest 
sale — for  every  buyer  of  a  portable  phonograph  is  also  a 
potential  buyer  of  a  MAGNAPHON. 

The  New  Model  B  is  now  ready  for  immediate  delivery 
from  stock. 


LIST  PRICE  $1250 


TECTRON  RADIO  CORPORATION 

1270  BROADWAY 
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R.  G.  Ackerman  Appointed       54  Brunswicks  Sold  in 

Fada  Export  Manager       Week  by  San  Antonio  Firm 


Hugh  L.  Smith  Gets  Post 
With  James  K.  Polk,  Inc. 


Widely  Known  Executive  in  the  Talking 
Machine  Industry  Now  in  Important  Post 
With  F.  A.  D.  Andrea,  Inc. 


Use  of  Cash  and  Credit  Price  and  Steady  Fol- 
low-up of  Prospects  the  Means  That  Made 
This  Business  Possible 


The  appointment  of  R.  C.  Ackerman,  one  of 
the  most  widely  known  executives  in  the  phono- 
graph and  talking  machine  industry,  as  export 
manager  for  Fada  radio,  was  recently  announced 


R.  C.  Ackerman 

by  R.  M.  Klein,  general  manager  of  F.  A.  D. 
Andrea,  Inc.,  New  York.  Mr.  Ackerman  suc^ 
ceeds  J.  F.  Meyer,  who  has  resigned  to  engage 
in  export  work  in  another  field. 

Mr.  Ackerman's  business  relations  have  been 
to  a  large  extent  with  the  phonograph  trade 
throughout  the  world.  Thirteen  years  ago  he 
entered  the  employ  of  the  Victor  Talking  Ma- 
chine Co.  as  assistant  export  manager.  Three 
years  later  he  joined  the  General  Phonograph 
Corp.  and  became  assistant  general  sales  man- 
ager and  export  manager. 


Three  Models  in  Mutual  Line 


The  Mutual  Phono  Parts  Mfg.  Corp.,  New 
York  City,  is  now  manufacturing  three  models 
of  the  modern  type  of  reproducer.  They-  are 
the  Baby  Mutual,  Junior  Mutual  and  the  Mas- 
ter Mutual,  all  of  which  are  equipped  with  the 
Saxophonic  diaphragm. 


The  Household  Furniture  Co.,  of  San  An- 
tonio, Tex.,  achieved  the  feat  of  selling  fifty-four 
Brunswick  phonographs,  the  retail  price  totaling 
$5,000,  or  about  ten  times  their  normal  sales 
for  one  week,  and  they  could  have  sold  more 
Madrid  console  models  if  they  had  been  in 
stock. 

Of  course  there  were  reasons  for  this  great 
volume  of  sales.  One  of  these  reasons,  so  said 
P.  P.  Pyle,  Brunswick  salesman  for  the  San 
Antonio  district,  is  the  manager  of  the  phono- 
graph department,  A.  P.  Koloskey.  Mr. 
Koloskey  is  a  man  of  much  merchandising  ex- 
perience and  directs  his  advertising  and  his  men 
to  good  advantage. 

Another  reason  is  the  1,200  to  1,300  active 
accounts  on  the  books  of  the  company.  It  is 
a  part  of  the  agreement  that  each  customer, 
rich  or  poor,  makes  when  he  buys  from  the 
Household  Furniture  Co.  on  time  that  he  will 
appear  in  person  at  the  office  each  month  to 
pay  his  bill.  The  office  is  at  the  back  of  the 
store  and  the  aisle  leading  to  it  runs  through 
an  attractive  display  of  the  newest  models  of 
phonographs.  Passing  along  this  avenue  of 
phonographs  monthly,  as  he  must,  he  is  rea- 
sonably sure  in  the  course  of  time  to  become 
enamored  with  and  buy  one  of  them. 

A  third  reason  is  that  the  company  follows 
the  plan  of  concentrating  its  sales-efforts  for 
one  week  on  one  department  at  a  time.  The 
first  week  in  November  was  phonograph  week 
with  them,  as  was  also  one  week  in  December. 

This  highly  successful  sale  was  announced 
to  the  public  with  half-page  advertisements  in 
the  two  Sunday  newspapers  of  San  Antonio 
and  again  in  half-page  ads  in  two  of  the  papers 
on  the  Wednesday  following.  It  was  said  in 
these  advertisements  that  the  customers  could 
have  their  choice  of  a  great  variety  of  models 
and  prices  and  have  what  they  wanted  on  easy 
terms.  Specifically,  the  customer  is  given 
twelve  months  in  which  to  pay.  Each  phono- 
graph as  it  stands  on  the  floor  bears  a  card 
showing  a  cash  price  and  a  credit  price.  A 
flat  10  per  cent  is  frankly  added  to  the  cash 
price  for  the  privilege  of  credit. 
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Richmond,  Ya.,  March  7. — Hugh  L.  Smith,  who 
was  appointed  Virginia  representative  of  James 
K.  Polk,  Inc.,  distributor  of  Okeh  records  and 
Honest  Quaker  main  springs  and  repair  parts, 


Hugh  L.  Smith 

on  January  15,  reports  that  business  throughout 
the  State  is  most  satisfactory  and  that  dealers 
are  optimistic  for  a  continuance  of  prosperous 
conditions.  Mr.  Smith,  prior  to  taking  over  the 
Virginia  territory,  held  the  post  of  assistant 
manager  of  the  local  branch  and  was,  for  a 
time,  with  the  Atlanta  office. 


Victor  Records  Via  Radio 


An  interesting  radio  program  was  broadcast 
on  Friday,  March  11,  from  2  p.  m.  to  3.  p.  m., 
from  station  WGL,  New  York,  consisting  of 
selections  recorded  on  Victor  Orthophonic 
records  and  played  on  the  Orthophonic  Elec- 
trola.  The  broadcast  was  sponsored  by  Louis 
lay  Gerson  and  Victor  dealers  were  informed 
of  the  event  in  time  for  them  to  tie  up. 


Fire  Damages  Wall-Kane  Go. 

A  fire  which  occurred  at  the  headquarters 
of  the  Wall-Kane  Needle  Mfg.  Co.,  Brooklyn, 
N.  Y.,  on  Thursday,  March  3,  played  serious 
havoc  with  the  offices  of  the  company  in  the 
front  of  the  building.  However,  all  records 
were  saved  and  the  manufacturing  and  shipping 
departments  were  not  inconvenienced,  and  the 
production  continues  unabatrd. 


Modernola  Portable  Reduced 


Johnstown,  Pa.,  March  9. — The  Modernola 
Co.,  manufacturer  of  the  Modernola  portable 
and  Delano  radio  receivers,  has  announced  a 
price  reduction  on  the  Modernola  portable. 
This  portable,  which  was  formerly  listed  at  $35, 
has  now  been   reduced  to  $25. 


Brunswick  Dividend  Declared 


Chicago,  III.,  March  7. — The  directors  of  the 
Brunswick-Balke-Collender  Co.  have  authorized 
a  dividend  of  l-M  per  cent,  payable  April  1  on 
the  outstanding  preferred  stock  to  holders  of 
record  as  of  March  20. 


Farling  Opens  Branch 

J.  J.  Farling,  proprietor  of  the  Farling  Music 
House  at  Selinsgrove,  Pa.,  has  opened  a  new 
branch  store  at  Miftlinburg. 


Walter  B.  Fulghum,  formerly  sales  manager 
of  the  Crosley  Radio  Corp.,  has  been  appointed 
to  a  similar  position  with  the  P.  A.  Geir  Co., 
Cleveland,  O.,  maker  of  vacuum  cleaners. 
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Plaza  Music  Go.  Introduces 
Table  Model  Phonograph 

"Fine  Arts  Micro-Phonic  Table  Model"  Is 
Trade  Name  of  Product — Designed  to  Get 
Improved  Tone  From  Small  Instrument 


The  Plaza  Music  Co.,  10-22  West  Twentieth 
street,  New  York  City,  manufacturer  of  Pal 
and  Regal  portables  and  the  Kompact  camera- 
sized  portable,  announced  this  month  to  the 


New  Plaza  Table  Model 

trade  a  new  table  model  phonograph.  This 
new  model  is  a  quality  product,  embodying 
some  entirely  new  features  in  small-type  talking- 
machines,  and  is  being  marketed  under  the 
trade  name,  "Fine  Arts  Micro-Phonic  Table 
Phonograph." 

This  new  talking  machine  is  equipped  with 
the  Plaza  Music  Co.'s  Micro-Phonic  sound  box 
and  tone  arm  and  incorporates  improved  prin- 


Micro-Phonic  Tone  Arm 

ciples  in  sound  amplification  in  its  tonal  cham- 
ber. Although  this  table  model  is  not  oversize, 
it  carries  an  exceptional  lengthy  amplifying 
chamber  arranged  in  compact  space  along  en- 
tirely new  lines.  It  was  designed  purposely 
to  improve  electric  recording  reproduction  in 
small  model  machines. 

This  new  Plaza  Music  Co.  product  is  smart 
in  appearance  and  is  finished  in  mahogany. 


Harry  W.  Acton  Discusses 
Importance  of  the  Needle 

Harry  W.  Acton,  general  manager  of  the 
Brilliantone  Steel  Needle  Co.,  New  York,  in 
a  recent  interview  with  The  World  regarding 
the  importance  of  the  needle  in  phonographic 
sound  reproduction,  stated:  "The  advent  of 
the  new  type  of  phonographic  reproduction  has 
greatly  enhanced  the  appreciation  of  true  tonal 
value  throughout  the  entire  country.  The  day 
passed  long  ago  when  ordinary  reproduction 
of  sound  was  considered  marvelous.  To-day 
the  public  demands  perfect  tone  recreation 
with  all  the  depth  and  tone  shadings  that  were 
recorded  into  the  recording.  The  new  type 
of  talking  machine,  with  its  increased  length 
of  horn,  matched  impedance  and  the  new  type 
of  delicate  metal  diaphragm  used  in  the  re- 
producer, have  all  contributed  to  the  improve- 
ment of  tonal  reproduction.    However,  the  task 


of  transcribing  this  sound  devolves  upon  the 
needle  itself.  No  matter  how  modern  or  im- 
proved the  talking  machine  or  record  may  be, 
it  can  be  spoiled  through  the  use  of  a  poor 
needle.  To  the  uninitiated  mind  a  needle  is 
a  needle,  but  the  magnifying  glass  discovers 
the  difference.  We  have  had  communications 
from  a  number  of  men  outside  of  the  talking 
machine  industry  who  are  making  serious  re- 
search into  the  subject  of  needles  and  their 
importance  to  tone  reproduction.  This  same 
subject  should  engross  the  attention  of  every 
dealer  selling  talking  machine  needles  as  well, 
for  as  a  matter  of  good,  sound,  common  sense 
merchandising  the  dealer  should  realize  that 
selling  cheap  needles  does  not  work  towards 
satisfaction  on  the  part  of  the  customer,  and, 
speaking  from  the  other  standpoint,  the  selling 
of  a  quality  and  uniformly  made  needle  not 
only  provides  satisfaction  but  is  well  calculated 
to  increase,  not  only  needle  sales,  but  record 
sales  as  well." 


Reserve  for  Bad  Accounts 

Subject  to  Income  Tax 

U.  S.  Board  of  Tax  Appeals  Rules  That  Such 
Sums  Set  Aside  by  Instalment  Dealers  Are 
Not  Deductible  From  Gross  Income 


Maryland  Music  Dealers 

Launch  New  Association 


Frederick  P.  Stieff  Named  Temporary  President 
of  New  Organization  Founded  at  Meeting  on 
Monday — To  Combat  Musical  Legislation 


Washington,  D.  C,  March  8. — Merchants 
selling  musical  instruments  on  the  instalment 
plan  may  not  set  up  a  "reserve"  for  the  collec- 
tion of  bad  accounts,  it  has  been  held  by  the 
United  States  Board  of  Tax  Appeals. 

The  decision  of  the  board  was  rendered  in  a 
case  where  a  taxpayer  engaged  in  business  on 
the  instalment-sales  plan  at  the  close  of  each 
operating  year  set  up  in  his  books  an  account 
designated  "reserve  for  cost  to  collect  bad  ac- 
counts" and,  in  his  income  and  profits-tax  re- 
turns for  such  years,  deducted  from  gross  in- 
come the  amounts  so  added  to  reserve  as  col- 
lection expenses.  The  board  held  that  such 
method  of  accounting  does  not  clearly  reflect  in- 
come, since  no  portion  of  the  outstanding  ac- 
counts were  treated  by  the  taxpayer  as  worth- 
less, and  that  expenses  incident  to  the  collec- 
tion of  such  accounts  at  some  future  date  should 
not  be  deducted  until  actually  incurred. 


Baltimore,  Md.,  March  7.— Initial  steps  for  the 
formation  of  the  Maryland  State  Association  of 
Music  Merchants  were  taken  at  a  meeting  called 
by  C.  J.  Roberts,  State  commissioner,  at  the 
Hotel  Rennert  recently.  Representatives  of 
the  music  trade  from  Baltimore  and  other  parts 
of  the  State  attended  and  after  a  luncheon  or- 
ganized by  electing  tem- 
porary officers  as  follows: 

Frederick  P.  Stieff, 
president;  Joseph  A.  Kun- 
kle,  first  vice-president; 
C.  J.  Levin,  second  vice- 
president;  N.  M.  Michael, 
secretary,  and  W.  A. 
Eisenbrandt,  treasurer. 

In  assuming  office  Mr. 
Stieff  stressed  the  neces- 
sity for  a  strong  or- 
ganization in  the  State 
and  appointed  a  member- 
ship committee,  consist- 
ing of  N.  M.  Michael, 
Jos.  A.  Kunkle  and  John 
Stengle,  to  canvass  the 
trade  before  the  next 
meeting,  when  permanent 
officers  will  be  elected. 

A  legislative  committee 
consisting  of  C.  J-  Rob- 
erts, W.  A.  Eisenbrandt, 
S.    W.    Aholl   and    C.  J. 


Musical  Art  Quartet  Is 
Recording  for  Columbia  Go. 

The  Musical  Art  Quartet,  the  members  of 
which  are  Sascha  Jacobsen,  first  violin;  Ber- 
nard Ocko,  second  violin;  Louis  Kaufman, 
viola,  and  Marie  Romaet-Rosanoff,  'cello,  has 
recorded  some  of  its  finest  interpretations  for 


Musical  Art  Quartet,  Columbia  Artists 


Levin  was  appointed  to  co-operate  with  At- 
torney General  Hill  in  relation  to  pending 
bills  in  the  general  assembly  affecting  the  music 
trade  of  the  State.  Mr.  Hill  told  of  the  bill 
which  would  remove  the  distraint  on  pianos  and 
other  musical  instruments  and  after  quite  a  dis- 
cussion it  was  decided  to  leav.e  the  matter  in 
the  hands  of  Mr.  Hill,  who  would  make  a  re- 
port at  the  next  meeting.  Another  bill  in  which 
the  trade  is  considerably  interested  is  one 
strengthening  the  conditions  of  contract  sales 
on  merchandise  of  all  kinds. 

Music  houses  represented  at  the  meeting  in- 
cluded: Chas.  M.  Stieff,  Inc.,  Chickering  Ware- 
rooms,  Kunkle  Piano  Co.,  Kranz  Smith  Piano 
Co.,  Peabody  Piano  Co.,  Caulfield  Piano  Co., 
Laurens  Music  Co.,  Eisenbrandt  Sons  and 
Kobra  Music  Co. 


the  Columbia  Phonograph  Co.  catalog.  This 
group  of  artists  has  proved  a  most  welcome  ad- 
dition to  the  comparatively  small  group  of 
quartets  devoted  to  chamber  music. 


Demonstrate  the  Automatic 


Canton-,  O.,  March  7. — Victor  dealers  in  this 
city  and  vicinity  attended  a  demonstration  of 
the  New  Automatic  Orthophonic  Victrola,  held 
at  the  Hotel  Northern,  on  Friday,  March  4. 
The  event  was  under  the  auspices  of  the  Cleve- 
land Talking  Machine  Co.,  working  in  con- 
junction with  a  representative  of  the  Victor 
factory.  The  assembled  dealers  were  enthusias- 
tic and  anticipate  a  big  Spring  business. 


T.  E.  McCausland,  Inc.,  has  been  incorporated 
at  Wilmington,  Del.,  with  a  capital  of  $300,000 
to  deal  in  musical  instruments. 


The  introduction  of  some  new  style  upright 
and  console  model  phonographs  covered  with 
fabrikoid  was  made  in  Portland,  Ore.,  recently 
by  E.  R.  Manning,  of  the  Berg  A.  T.  &  S.  Co., 
of  Long  Island  City,  N.  Y. 


MANUFACTURERS  OF  RADIO  and  PHONOGRAPH  HARDWARE 

Write— Star  Machine  &  Novelty  Co.,  9-1 1  Watsessing  Ave.,  Bloomfield,  N.  J. 
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Henry  Morgan  &  Co.,  Ltd.,  Announce  the 

Addition  of  Orthophonic  Victrola  Line 

Old-established  House  Will  Handle  His  Master's  Voice  Products — Recording  Artists  in  Personal 
Appearances — Victor  Branch  Managers  and  Travelers  Hold  Meeting — Other  News 


Montreal,  Can.,  March  8. — So  conservative  a 
banker  as  Sir  Frederick  Williams-Taylor,  gen- 
eral manager  of  the  Bank  of  Montreal,  when 
interviewed  on  the  subject  of  instalment  selling 
in  this  country,  said:  "The  question  of  instal- 
ment buying  has  lately  come  to  be  discussed  by 
our  bankers.  But  it  is  not  thought  to  have  been 
overdone.  Provided  initial  payments  are  large 
enough,  I  can  see  no  harm  from  the  present 
system." 

The  announcement  that  Henry  Morgan  & 
Co.,  Ltd.,  will  handle  His  Master's  Voice  prod- 
ucts marks  the  addition  of  a  very  important 
and  old-established  house  of  reputation  to  the 
line  of  progressive  phonograph  dealers  who 
have  taken  on  this  instrument.  Henry  Morgan 
&  Co.,  Ltd.,  have  always  maintained  the  most 
dignified  methods  in  the  conduct  of  their  busi- 
ness. Their  aims  have  always  been  artistic,  and 
in  taking  on  the  Orthophonic  Victrola  they  pay 
a  decided  compliment  to  the  artistic  standing 
of  this  instrument  which  has  won  a  tremendous 
vogue  owing  to  the  merits  of  the  instrument 
itself,  and  to  the  great  line  of  artists  in  both 
vocal  and  instrumental  fields  who  can  be  heard 
through  this  medium.  The  Orthophonic  will  be 
strongly  featured  by  this  house  and  the  depart- 
ment will  be  in  capable  hands. 

The  greatest  of  living  'cellists  and  one  of  the 
greatest  of  living  musicians  of  any  kind,  Pablo 
Casals,  Victor  artist,  whose  visits  to  Montreal 
have  become  annual  and  always  most  popular 
events,  gave  a  recital  the  past  week  at  His  Maj- 
esty's Theatre  to  a  crowded  house.  Dealers 
profited  by  tie-ups. 

Jack  Denny,  known  to  radio  fans  through 
station  WJZ,  New  York,  and  Brunswick  artist, 
has  been  booked  for  a  long  engagement  at  the 
Mount  Royal  Hotel.  Vernon  G.  Cardy,  man- 
ager of  the  hotel,  plans  to  share  Denny  to  a 
large  extent  with  the  Montreal  public  through 
the  use  of  radio  so  those  who  are  not  actually 
dancing  in  his  restaurant  may  listen  at  home  to 
the  music  of  this  popular  leader.  Jack  Denny 
and  his  entire  original  orchestra  are  to  be 
known  hereafter  as  the  Mount  Royal  Hotel 
Dance  Orchestra.  Bunswick  dealers  are  cash- 
ing in  largely  in  the  call  for  this  leader's  vari- 
ous recordings. 

J.  W.  Barnes,  well  known  in  Vancouver, 
B.  C.,  in  connection  with  his  important  execu- 
tive position  with  Walter  F.  Evans,  Ltd.,  is  now 
a  member  of  the  Victor  Talking  Machine  Co., 
Ltd.,  organization,  Montreal. 

The  first  lap  of  the  New  Year  has  seen  a 
real  stir  in  merchandising  activity  through  the 
efforts  of  His  Master's  Voice,  Ltd.,  in  institut- 


Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


ing  these  five  distinct  Victor  sales  contests:  (1) 
Victrola  sales;  (2)  record  sales  contest  for 
towns  of  over  25,000  population;  (3)  record 
sales  contests  for  towns  under  25,000  popula- 
tion; (4)  advertising  contest;  (5)  window  dis- 
play contest. 

Executive  branch  managers  and  road  am- 
bassadors from  coast  to  coast  of  Victor  Talk- 
ing Machine  Co.  of  Canada,  Ltd.,  and  of  His 
Master's  Voice,  Ltd.,  met  recently  in  a  two 
days'  conference  in  Montreal,  and  discussed 
matters  of  material  importance  in  connection 
with  the  present  and  future  welfare  of  the  com- 
pany. On  the  first  evening  the  company  enter- 
tained its  guests  at  dinner  at  the  Windsor  Hotel 
in  celebration  of  a  year  of  exceptional  business 
with  indications  of  even  better  in  1927.  Among 
those  present  were  Edgar  M.  Berliner,  presi- 
dent; B.  Gardner,  treasurer;  H.  J.  Trihey,  the 
company's  counsel;  Walter  J.  Staats,  vice-presi- 
dent of  the  Victor  Talking  Machine  Co.,  Cam- 
den, director  in  charge  of  all  foreign  affairs, 
and  as  such  chairman  of  the  Board  of  Victor 
Talking  Machine  Co.  of  Canada,  Ltd.;  Elmer 
C.  Grimley,  treasurer,  Victor  Talking  Machine 
Co.,  Camden,  treasurer  of  New  York  and 
Chicago  Talking  Machine  Cos.,  director  of  Vic- 
tor Talking  Machine  Co.  of  Canada,  Ltd.  Ad- 
dresses were  made  by  Mr.  Berliner,  Mr.  Staats 
and  Mr.  Grimley.  Following  the  dinner  the 
party  adjourned  to  the  theatre  to  enjoy  the 
remainder  of  the  evening. 


Burndept  of  Canada,  Ltd., 
and  Amplion  Corp.  Merge 

Combined  Firm  Will  Continue  Business  Under 
Name  of  Amplion  Corp.  of  Canada,  Ltd. — 
Canadian  Government  to  Seek  Fee  Dodgers 


Toronto,  Can.,  March  7. — The  radio  industry  is 
very  obviously  still  in  its  infancy  and,  in  fact, 
it  is  estimated  on  good  authority  that  the  sat- 
uration of  the  market  is  only  about  24  per  cent 
complete.  By  the  time  the  other  76  per  cent  of 
the  market  is  satisfied  about  50  per  cent  of 
the  total  market  will  be  ready  for  replacements. 
In  addition  to  this  the  market  will  require  many 
millions  of  dollars'  worth  of  maintenance  equip- 
ment, such  as  tubes,  batteries,  chargers  and 
parts,  as  long  as  radio  sets  are  in  use. 

Effective  in  February,  Burndept  of  Canada, 
Ltd.,  with  its  distributing  system,  amalgamated 
with  Amplion  Corp.  of  Canada,  Ltd.,  which  to 
date  has  been  interested  only  in  the  manufac- 
ture and  importation  of  Amplion  loud  speakers. 
The  two  companies  will  combine  under  the 
name  of  the  latter  with  head  office  at  130  Rich- 
mond street,  West,  Toronto. 

According  to  D.  H.  Pollitt,  director  of  sales 
and  advertising  of  the  De  Forest  Radio  Corp., 
of  Toronto,  Ont.,  Canada  is  three  years  ahead 
of  Great  Britain  in  the  design,  practice  and  mar- 
keting of  radio.  Mr.  Pollitt  has  just  returned 
from  overseas,  after  completing  a  survey  of  the 
radio  industry  in  Europe. 

Radio  fans  who  dodge  the  dollar  license  are 
liable  to  encounter  considerable  static  when  the 
Dominion  Government  inspectors,  accompanied 
by  Royal  Canadian  mounted  policemen,  ring 
their  front  doorbells  and  ask  to  see  the  receipt 
for  this  year's  fee.  Fee  dodgers,  it  is  claimed, 
number  nearly  two  hundred  thousand. 

A.  Carey  &  Sons,  Ltd.,  with  a  capitalization 


of  $55,000,  represents  the  incorporation  of  A. 
Carey  &  Sons,  the  well-known  radio  firm  of 
Hamilton,  Ont. 

The  De  Forest  Radio  Corp.,  Ltd.,  announces 
that  through  their  associates,  the  Crosley  Radio 
Corp.,  of  Cincinnati,  they  have  arranged  to 
broadcast  a  series  of  Sunday  afternoon  musical 
programs  over  the  WEAF  chain. 

Large-sized  newspaper  copy  is  appearing  in 
all  leading  dailies  throughout  Canada  featuring 
the  introduction  of  the  new  Brunswick  model 
the  "Gerona,"  which  retails  at  $115.  This  new 
instrument  in  the  Brunswick  series  has  made  an 
instantaneous  hit  with  the  trade  and  orders  are 
being  received  from  all  leading  centers  through- 
out the  Dominion. 

D.  E.  Bremner  has  been  appointed  sales  man- 
ager of  Carter  Radio,  Ltd.,  Toronto,  succeeding 
J.  M.  Van  Atter.  Mr.  Bremner  was  in  Chicago 
for  a  week,  conferring  with  Carter  Radio  Co., 
and  the  Canadian  firm's  associated  company, 
All-American  Radio  Co.,  Ltd. 


Winnipeg  Radio  Dealers 

Predict  Good  Business 

Winnipeg,  Man.,  March  7. — Captains  of  industry 
in  the  East  are  looking  to  Western  Canada 
more  and  more  every  month.  They  realize  that 
the  West  is  fast  becoming  stabilized  and  with 
stability  comes  confidence  and  they  are  antici- 
pating a  large  increase  in  the  general  trade  of 
this  part  of  the  Dominion.  Dealers  generally 
are  now  optimistic  as  regards  radio  and  phono- 
graphs. 

The  Hudson's  Bay  music  department,  Winni- 
peg, Man.,  is  exceeding  all  expectations.  In  one 
day  twenty-six  radio  sets  were  sold. 

The  phonograph  and  radio  department  of 
J.  A.  Banfield,  Ltd.,  is  now  in  charge  of  Mr. 
Hughes,  late  of  the  Hudson's  Bay  Co.'s  store  at 
Winnipeg. 

H.  Westman,  assistant  manager  for  some 
years  of  the  music  department  of  T.  Eaton  Co., 
Ltd.,  Winnipeg,  has  been  promoted  to  be  man- 
ager of  the  music  and  radio  department. 


Hazeltine  Royalties  in 

1926  Totaled  $432,616.04 

The  annual  report  of  the  Hazeltine  Corp., 
owners  of  the  patents  covering  Neutrodyne 
radio  receivers,  has  just  been  submitted  to 
stockholders.  The  report,  signed  by  R.  T. 
Pierson,  president  of  the  company,  shows  the 
total  royalties  earned  by  the  Hazeltine  Corp. 
during  1926  amounted  to  $432,616.04.  The  net 
earnings  were  $297,031.86.  All  together  $218,750 
was  paid  to  stockholders  in  dividends. 

Among  other  things  the  president's  report 
says:  "Your  corporation  has  paid  dividends 
regularly  since  the  completion  of  its  first  fiscal 
year.  In  the  last  two  years  it  has  distributed 
a  total  of  $525,000  to  stockholders.  In  addition 
to  distribution,  your  company  paid  $310,000  in 
cash  out  of  earnings  for  80  per  cent  of  the 
capital  stock  of  the  Latour  Corp.  and  the  entire 
capital  stock  of  the  Carloyd  Electric  & 
Radio  Co. 

"The  stabilizing  influence  upon  the  radio  in- 
dustry beginning  in  1925  gained  further  force 
(hiring  1926.  Its  effect  has  been  to  strengthen 
soundly  organized  manufacturers  and  eliminate 
weaker  competitors." 


The  Pueblo  Music  Co.,  1319  East  Evans 
avenue,  Pueblo,  Col.,  has  secured  a  franchise  to 
handle  the  products  of  the  Victor  Talking 
Machine  Co.,  and  last  week  received  a  large 
shipment  of  the  new  Orthophonic  machines  and 
records. 
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Sales  of  Phonographs  Increase  in  Pitts- 
burgh Territory  Through  Demonstrations 

Atwater  Kent  Dealers  of  This  District  Hold  Meeting  Under  Auspices  of  Esenbe  Co.,  Jobber 
— Dealers  of  All  Talking  Machine  Lines  Report  Increased  Sales — News*Brieflets 


Pittsburgh,  Pa.,  March  7. — Trade  conditions  in 
talking  machine  and  radio  circles  of  the  Steel 
City  are  showing  signs  of  improvement.  This 
is  especially  true  of  high-grade  instruments, 
such  as  the  new  Orthophonic  Victrola  and  the 
Brunswick  Panatrope,  as  well  as  the  Columbia 
Viva-tonal  phonograph. 

Demonstrations  Aid  Sales 

An  outstanding  feature  the  past  few  weeks 
were  the  demonstrations  of  the  various  talking 
machines.  Practically  all  the  dealers  in  the 
downtown  section  utilized  direct  mail  service, 
supplemented  by  telephone  calls,  to  invite 
visitors  to  their  shops,  where  demonstrations 
were  held.  It  was  quite  surprising,  one  dealer 
stated,  to  observe  the  large  number  of  persons 
who  responded  to  the  invitations  to  listen  to 
the  Orthophonic  Victrola,  the  Brunswick  Pana- 
trope and  the  Columbia  Viva-tonal. 

Direct  Mail  Proves  Profitable 

Thomas  A.  Coyne,  manager  of  the  talking 
machine  department  of  the  Rosenbaum  Co.,  in 
speaking  of  methods  to  obtain  new  business 
said:  "We  use  our  mailing  list  most  frequently 
and  endeavor  to  word  our  invitations  in  such 
a  manner  as  to  secure  the  greatest  number  of 
favorable  responses.  We  find  that  when  once 
a  visitor  has  come  as  a  result  of  the  mailed 
invitation  that  an  interest  has  been  aroused 
and  the  matter  of  a  sale  is  only  a  question  of 
right  procedure." 

Atwater  Kent  Dealers  at  Dinner  Meeting 

Over  125  Atwater  Kent  radio  dealers  of  the 
Pittsburgh  district  were  guests  at  an  informal 
dinner  held  at  the  William  Penn  Hotel  on 
Wednesday  evening,  February  23.  The  dinner 
was  sponsored  by  the  Esenbe  Co.,  Atwater 
Kent  distributor.  The  meeting  proved  to  be  a 
very  interesting  and  profitable  one  to  all  of 
the  dealers  present.  H.  M.  Swartz,  who  pre- 
sided, made  a  brief  address  of  welcome.  He 


closed  by  introducing  Dale  Brown,  secretary 
of  the  Better  Business  Bureau  of  Cleveland, 
who  made  an  interesting  address.  The  prin- 
cipal talk  of  the  evening  was  delivered  by  P. 
A.  Ware,  the  well-known  and  popular  merchan- 
dise manager  of  the  Atwater  Kent  Mfg.  Co. 
Mr.  Ware  used  a  stereopticon  in  the  course 
of  his  talk,  showing  a  number  of  views  of  the 
Atwater  Kent  plant  and  also  some  very  prac- 
tical illustrations  on  how  and  how  not  to  make 
sales  of  Atwater  Kent  radio  sets. 

Interesting  News  Brieflets 

Edward  Hoffmann,  of  the  J.  M.  Hoffmann 
Co.,  Brunswick  dealer,  returned  from  a  month's 
cruise  to  the  West  Indies.  Mr.  Hoffmann 
stated  that  he  was  amazed  at  the  apparent  lack 
of  musical  instruments,  such  as  talking  machines 
and  radio  sets,  in  some  of  the  cities  and  towns 
that  he  visited  in  the  Caribbean. 

George  A.  Winter,  of  the 'Winter  Music  Co., 
Erie,  Victor  dealer,  left  for  a  two  months'  trip 
to  California. 

The  O-M-C  Radio  Supply  Co,  has  leased, 
for  a  long  terms  of  years,  the  first-floor  store- 
room in  the  building  at  119-121  Ninth  street, 
and  the  second  floor  of  the  same  building  has 
been  leased  by  the  Hirsch  Radio  Co. 

Announcement  has  been  made  of  the  ap- 
pointment of  William  Barry  Hamilton  as  gen- 
eral manager  of  the  C.  C.  Mellor  Co.,  Victor 
and  Brunswick  dealer. 

The  new  Sonora  portable  phonograph  is 
meeting  with  popular  favor  among  the  dealers 
in  this  section  and  sales  are  reported  as  ex- 
cellent. 

Van  and  Schenck,  the  noted  Columbia  record 
artists,  spent  a  week  at  the  Harris-State  The- 
atre, Washington,  Pa.  G.  W.  P.  Jones  Music 
Co.,  Columbia  dealer  there,  featured  the  Van 
and  Schenck  Columbia  records  during  the  stay 
of  the  artists  and  sold  a  large  number. 


Utah  Conditional  Sales  Bill  Now  Pending 

Is  Opposed  by  Music  and  Other  Trades 


Col.  Joseph  J.  Daynes,  of  Daynes-Beebe  Music  Co.,  Voices  Opposition  on  Behalf  of  the  Music 
Dealers — Talking  Machine  Sales  Reported  Good — President's  Speech  Helps  Radio  Sales 


Salt.  Lake  City,  Utah,  March  5. — The  Condi- 
tional Sales  bill  before  the  House  of  Representa- 
tives came  in  for  a  "roasting"  a  few  days  ago 
at  the  hands  of  more  'than  fifty  prominent  busi- 
ness men  engaged  in  lines  which  are  sold  oh  the 
time-payment  plan.  The  meeting  was  at  the 
State  Capitol  and  the  occasion  was  a  public 
hearing  on  the  bill  granted  by  the  legislative 
committee  into  whose  care  it  has  been  placed. 
Col.  Jos.  J.  Daynes,  widely  known  as  the  presi- 
dent and  manager  of  the  Daynes-Beebe  Music 
Co.,  of  this  city,  was  the  speaker  for  the  music 
merchants'  delegation.  He  said  it  was  already 
hard  enough  for  the  merchant  to  do  business  on 
the  time-payment  plan  when  so  many  were  ready 
to  slight  their  contract,  while  others  were 
actually  "Dead  Beats."  The  speaker  said  the 
recording  of  the  transactions  would  cost  his 
own  firm  about  $4,000  a  year.  He  also  pointed 
out  the  hindrance  it  would  be  to  business  be- 
cause of  the  fact  that  people  would  hesitate  to 
make  a  purchase  when  they  knew  its  details 
were  to  become  public  property  through  being 
recorded  at  the  office  of  the  local  official  re- 
corder. 

The  talking  machine  business  is  good.  A  lot 
of  business  is  being  done  by  those  selling 
electrically  equipped  instruments.  The  Columbia 
Store  Co.,  distributor  of  the  Columbia  line,  is 
doing  some  special  work  in  connection  with 
Beethoven  Week,  commencing  March  20. 
Schools  and  colleges  are  being  lined  up  for  co- 


operation. Mr.  Delzell,  manager  of  the  com- 
pany, said  they  had  a  very  fine  business  in  Feb- 
ruary. 

The  John  Elliot  Clark  Co.,  Victor  distributor, 
is  holding  a  dealers'  meeting  at  the  Hotel  Utah, 
March  9,  for  the  purpose  of  demonstrating  Vic- 
tor instruments,  and  discussing  business  matters 
in  general.  "We  cannot  get  enough  Ortho- 
phonics  to  meet  the  demand,"  said  a  member  of 
the  Clark  Co.'s  staff  this  week.  "Business  has 
broken  all  records." 

Brunswick  Panatropes  and  Radiolas  are  sell- 
ing well,  according  to  a  member  of  the  Bruns- 
wick-Balke-Collender  Co.'s  local  force. 

The  radio  business  is  also  good  here  at  this  time. 
The  speech  of  President  Coolidge,  on  Wash- 
ington's Birthday,  was  heard  here  and  did  much 
for  radio.  The  authorities  of  the  Mormon  or 
Latter-day  Saints  Church  threw  open  the  doors 
of  the  great  Tabernacle  on  Temple  Square  and 
invited  the  public  to  listen. 

Mrs.  Christensen,  sales  manager  of  the 
Daynes-Beebe  Music  Co.,  is  on  a  tour  of 
Europe  with  her  sister  and  brother-in-law. 

Victor  Dealers  Entertained 
by  Sherman,  Clay  &  Go. 

San  Francisco,  Cal.,  March  5. — Victor  dealers 
of  San  Francisco,  the  Bay  region  and  from  other 
points   in    northern    California   to   the  number 


Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  wil: 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  hue. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Kates  tor  all  other  classes  of  advertising  on 
application. 

WANTED:  Salesman  to  carry  pocket  sam- 
ple of  non-competitive  accessory.  Write  for 
full  information  to  J.  Abrahams,  942  Market 
St.,  Philadelphia,  Pa. 

WANTED:  Salesmen  (2)  Orthophonic  Vic- 
trolas,  pianos  and  radios.  Only  thoroughly 
experienced.  Good  opportunity.  Good  salary 
and  commission  to  right  parties.  M.  Udko  & 
Co.,  Inc.,  224  Flatbush  Ave.,  Brooklyn,  N.  Y. 

WANTED:  Records:  Self  Mastery,  by  Emile 
Coue.  Copyright  1923,  Columbia  Phonograph 
Co.,  Inc.,  both  in  French  and  in  English.  Com- 
municate with  E.  C.  Moen,  337  West  70th  St., 
New  York  City. 

POSITION  WANTED:  Manager  and  buyer, 
eight  years'  experience  with  two  well-known 
retail  stores  selling  phonographs,  radio  and 
pianos.  Address  "Box  1597,"  care  The  Talking 
Machine  World,  383  Madison  Ave.,  New  York 
City. 


of  about  125  attended  the  dinner  given  at  Hotel 
Whitcomb  on  the  evening-  of  March  2,  by 
Sherman,  Clay  &  Co.  and  the  Victor  Co.  to  in- 
troduce the  new  Automatic  Victrola  to  the 
trade.  The  dinner  was  an  outstanding  event  in 
this  week's  trade  circles.  P.  T.  Clay,  president 
of  Sherman,  Clay  &  Co.,  made  a  lengthy  and 
interesting  address.  He  was  followed  by  Otto 
L.  May,  district  sales  manager  of  the  Victor 
Co.,  who  introduced  the  new  instrument,  the 
merits  of  which  aroused  great  enthusiasm.  A 
talk  was  also  given  by  L.  L.  Ryder,  Sherman, 
Clay  &  Co.'s  service  engineer,  on  dealers'  serv- 
ice responsibilities. 


New  Argus  Products  Coming 

Marcel  Wallace,  chief  of  the  experimental 
laboratories  of  the  Argus  Radio  Corp.,  New 
York  City,  during  the  past  few  months  has 
been  putting  the  finishing  touches  upon  vari- 
ous new  Argus  products  which  will  shortly 
be  produced.  It  is  hinted  that  the  Argus  Corp. 
will  place  on  the  market  an  electrical  pick-up 
for  the  talking  machine.  An  announcement 
regarding  this  and  other  products  is  expected 
before  long. 

Ira  Greene,  treasurer  and  sales  manager  of 
the  organization,  who  recently  returned  from 
an  out-of-town  trip,  found  that  Argus  dealers 
were  achieving  exceptional  sales  records. 


John  E.  Hunt  Retires 

John  E.  Hunt,  who  is  retiring  as  head)  of 
Hunt's  Leading  Music  House,  White  Plains, 
N.  Y.,  announces  the  sale  of  the  business  to 
2  group  of  employes  who  have  been  connected 
with  the  establishment  for  a  number  of  years. 
The  new  officers  are:  Herbert  S.  Bardenheuer, 
president;  Leonard  E.  Teed,  treasurer;  Con- 
stantine  Sciliano,  vice-president,  and  William 
Armbruster,  secretary. 


Exceptional  Opportunity 

Leading  radio  cabinet  manufacturer  has 
openings  for  -  three  oi  four  first-class 
young  salesmen  who  are  experienced  in 
the  sale  of  phonographs,  radio  and  radio 
cabinets.  Exceptional  opportunities  for 
the  right  men  who  possess  the  necessary 
qualifications.  Address  with  full  details 
to  "Box  1598,"  care  The  Talking  Machine 
World,  383  Madison  Ave.,  New  York  City. 
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[Editor's  Note — This  is  the  sixty-sixth  of  a  series  of 
articles  by  William  Braid  White  devoted  to  the  various 
interesting  opportunities  which  prevail  in  the  domain  of 
education  for  the  retailer  of  talking  machines.  The  subject 
is  one  of  great  interest  and  we  commend  these  articles  to 
the  consideration  of  all  who  are  devoting-  attention  to  the 
featuring  and  developing  of  the  musical  possibilities  of 
the  talking  machine.] 

The  Beethoven  Centennial 


The  announced  intention  of  the  Columbia 
Phonograph  Co.  to  engineer  a  series  of  com- 
memorative concerts,  recitals  and  lectures  upon 
the  occasion  of  the  centennial  of  the  death  of 
Ludwig  van  Beethoven  is  something  in  the  way 
of  an  innovation  such  as  the  industry  a  few 
years  ago  could  hardly  have  conceived.  The 
meaning  of  it  all  is,  of  course,  that  far-seeing 
merchandisers  realize  that  their  future  depends 
upon  their  being  able  to  build  up  among  the 
people  at  large  a  better  understanding  and  love 
of  high-class  music.  This  realization  is  to-day 
general  among  the  important  minds  in  the  pho- 
nograpli  industry.  Not  as  a  matter  of  senti- 
ment, but  as  a  matter  of  business,  the  education 
of  the  American  public  to  a  better  understand- 
ing of  music  has  become  .something  of  the 
utmost  and  immediate  importance. 

Why  is  this?  Simply  because  the  future  of 
the  phonograph  industry  lies  in  building  up  the 
demand  for  records.  Only  records  of  standard 
music,  however,  are  in  this  respect  of  impor- 
tance. No  matter  how  many  dance  records  may- 
be sold  month  by  month  throughout  the  land, 
there  is  no  telling  when  some  new  fad  will 
come  along,  change  fickle  public  taste  and  kill 
demand.  Standard  recordings,  on  the  other 
hand,  when  once  popularized,  sell  steadily  and 
forever.  That  is  the  lesson  which  the  pho- 
nograph manufacturers  have  learned,  and  they 
are  not  the  men  to  stand  still  when  they  have 
seen  the  way  forward. 

Take  It  Up 

Merchants,  then,  who  care  for  their  sales,  who 
want  to  make  the  year  1927  one  of  increased 
business,  should  consider  carefully  this  matter 
of  the  Beethoven  celebration.  For  they  need 
not  think  of  it  as  something  out  of  the  ken 
of  the  ordinary  man.  On  the  contrary,  they 
should  realize  that  there  is  being  presented  to 
every  merchant  in  every  community  an  un- 
rivaled opportunity  to  capitalize  a  great  event 
to  his  own  advantage. 

For  the  Beethoven  centennial  is  this  year  to 
have  the  attention  of  every  musical  organiza- 
tion in  the  world  which  possesses  any  artistic 
significance.  Symphony  orchestras  all  over  the 
country,  and  in  every  foreign  land  as  well,  will 
play  Beethoven's  nine  symphonies,  his  Egmont, 
Leonore,  Fidelio,  Prometheus  and  Coriolanus 
overtures,  and,  with  soloists,  his  five  concertos 
for  piano  and  the  one  for  violin,  with  orchestra. 
The  choral  societies  will  present  his  oratorio, 
the  Mount  of  Olives  and  his  Solemn  Mass  in  D 
Minor,  and  will  help  the  symphony  orchestras 
in  the  choral  finale  of  the  ninth  symphony.  The 
pianists  will  play  the  sonatas,  the  variations  in 
C  Minor,  the  Diabelli  variations,  and  the  solo 
parts  of  the  piano  concertos.  The  violinists 
will  play  the  violin  concerto  and  the  violin 
parts  of  the  sonatas  for  violin  and  piano.  The 
'cellists  will  play  the  'cello  and  piano  sonatas. 
The  operatic  organizations  will  give  Fidelio. 
The  singers  of  songs  will  sing  An  die  Hoffnung, 
Adelaide  and  Ah  pcrfido.  The  chamber  music 
groups  will  play  the  quartets,  the  trios  and  the 
sextet.    And  so  on. 

All  this  the  millions  will  hear  via  radio.  Tens 
of  thousands  will  attend  the  concerts  and  the 
recitals  in  person. 

How  to  Profit 

Now  considering  that  (including  imported 
English  and  German  records  now  obtainable 


through  American  recording  houses)  all  nine 
symphonies,  man}-  of  the  piano,  violin  and 
other  sonatas,  several  of  the  string  quartets,  the 
piano  concertos,  the  violin  concerto,  and  so  on, 
are  all  to  be  had  in  recorded  form,  it  surely  will 
be  in  order  for  talking  machine  merchants  to 
cash  in  on  all  this  interest. 

Beethoven 

Ludwig  van  Beethoven  died  on  the  twenty- 
sixth  day  of  March,  1827,  at  the  age  of  fifty- 
seven.  He  was  born  six  years  before  the 
Declaration  of  Independence  was  given  to  the 
world.  He  died  only  two  years  before  George 
Stephenson  demonstrated  the  first  practical  rail- 
way locomotive.  Thus  his  life  lay  between  two 
great  eras  and  he  looked  forward  from  the  old 
into  the  new.  He  was  the  first  composer  to 
understand  the  meaning  of  the  pianoforte,  the 
first  who  divined  its  possibilities,  weak  and 
feeble  as  it  was  in  his  day.  Iron  had  not 
appeared  in  pianofortes  when  he  died,  or  at 
least  was  just  beginning  timidly  to  show  itself. 
Yet  this  man,  who  had  been  stone  deaf  ever 
since  1820,  wrote  for  the  pianoforte  music  such 
as  men  had  never  even  imagined,  and  left  to 
pianists  for  a  hundred  years  to  come  tonal  and 
technical  problems  which  only  the  greater 
among  them  have  been  able  to  master. 

Beethoven  not  only  created,  as  it  were,  the 
modern  idea  of  the  pianoforte  and  thus  set 
builders  to  attempting  to  realize  that  idea,  but 
he  also  revolutionized  the  orchestra  and  the 
writing  of  music  for  it.  He  was  the  first  defi- 
nitely modern  composer.  Besides  him  the  pel- 
lucid Mozart  and  the  charming  Haydn  sound 
quaintly  old-fashioned.    He   makes   the  noisy, 


London,  England,  March  1. — Business  continues 
brisk.  The  fact  that  the  leading  gramophone 
companies  are  linking  up  with  the  thousand  and 
one  musical  events  of  the  country  and  the  ever- 
increasing  improvements  in  recording  has  kept 
the  public  quite  aware  that  the  gramophone  is 
one  of  the  live  factors  of  the  day.  The  interest 
of  the  trade  during  March  will  be  centered  on 
two  great  fairs — the  British  Industrial  Fair,  at 
the  White  City,  which  closes  March  4,  and  the 
Leipzig  International  Fair.  At  the  former  the 
gramophone  and  record  manufacturers  are  well 
represented.  A  very  interesting  display  is  be- 
ing made  by  J.  Stead  &  Co.,  Ltd.,  of  a  fine  line 
of  Songster  needles  and  Vulcan  mainsprings. 
There  is  also  quite  a  line  of  portables  shown. 

Beethoven  Week,  which  will  be  celebrated 
March  20  to  25,  has  put  the  gramophone  well  in 
evidence;  new  recordings  of  the  masterpieces  of 
Beethoven  have  been  issued  by  the  Gramophone 
Co.  and  the  Columbia  Co.  The  latter  has  spon- 
sored the  movement  here  by  arranging  to  record 
the  entire  nine  Beethoven  Symphonies,  twelve 
quartets  and  a  number  of  sonatas,  concertos  and 
other  works,  in  order  to  insure  this  music  be- 
ing available  for  thousands  of  simultaneous  per- 
formances during  the  memorial  week.  The 
Royal  Philharmonic  Orchestra,  the  Queens  Hall 
Orchestra  and  the  Halle  Orchestra  were  em- 
ployed for  these  recordings;  the  conductors  be- 
ing widely  known  as  Beethoven  exponents.  The 
undertaking  is  estimated  to  have  cost  the  Colum- 
bia Co.  something  like  twenty  thousand  pounds. 
Much  publicity  was  secured  in  this  connection 
by  sending  a  London  messenger  boy  to  New 
York  on  the  Aquitania  with  twenty-five  thou- 
sand dollars'  worth  of  matrices  of  these  records 


egotistical  formless  moderns  sound  appallingly 
empty  and  meaningless.  His  third,  fifth,  sev- 
enth and  ninth  symphonies  still  stand  in  a  class 
by  themselves. 

Beethoven  did  more.  He  made  the  string 
quartet  as  we  know  it  to-day.  Haydn  first 
fixed  the  form,  as  he  did  also  for  the  symphony 
and  the  sonata,  all  of  which  indeed  are  almost 
interchangeable  terms.  But  Beethoven  poured 
into  these  forms  the  wine  of  life,  and  they 
became  living  souls.  He  who  can  listen  un- 
moved to  the  C  major  quartet,  first  of  the  set 
dedicated  to  Prince  Rassoumoffsky,  to  the 
"harp"  quartet,  or  to  the  last  three  of  the  works 
in  this  form,  should  not  be  in  the  music  busi- 
ness. 

What  to  Do 

The  Columbia  Co.  is  ready  to  help  every  one 
to  put  on  a  Beethoven  celebration.  And  if  for 
any  reason  this  invitation  cannot  be  accepted, 
there  is  no  difficulty  in  doing  something  of  the 
sort  on  one's  own  responsibility.  A  study  of 
the  catalogs  will  show  what  is  available  in  the 
way  of  records  of  the  master's  music.  A  local 
teacher,  critic  or  other  musician  will  be  glad  to 
give  some  explanatory  talks.  Pictures,  por- 
traits, illustrated  data  of  every  kind  are  easily 
obtained.  Let  the  merchant  call  in  some  good 
professional  advice,  pay  a  visit  to  the  public 
library,  do  some  hard  thinking;  and  then  go 
ahead  and  capitalize  the  national  interest  which 
is  now  already  being  awakened.  For  there  is  a 
market  for  good  music.  It  is  a  market  which 
can  be  indefinitely  expanded.  The  present  occa- 
sion is  highly  favorable  for  the  beginning  of 
steady  work  along  this  line. 


for  the  use  of  the  American  Centennial  Com- 
mittee. This  splendid  work  of  the  Columbia 
Co.  has  brought  to  it  many  complimentary  ex- 
pressions of  appreciation. 

W.  E.  Clifton,  the  inventor  of  the  CliftophQne, 
has  announced  a  new  instrument  in  which  elec- 
trical amplification  is  used  to  obtain  an  im- 
mense volume.  In  this  connection  Mr.  Clifton 
utilizes  the  Celestion  loud  speaker  to  convert 
the  electrical  energy  into  sound  after  a  three- 
valve  amplifier  has  magnified  it  approximately 
forty-five  thousand  times. 

I  understand  that  the  holders  of  considerably 
more  than  the  requisite  80  per  cent  of  the  shares 
and  option  certificates  of  Columbia  (Interna- 
tional) Ltd.,  signified  their  acceptance  of  the 
offer  to  purchase  their  holdings  made  by  Colum- 
bia Graphophone,  Ltd. 

His  Majesty  the  King  has  granted  his  Warrant 
of  Appointment  to  the  Gramophone  Co.,  Ltd.. 
(His  Master's  Voice).  The  company  already 
holds  a  similar  Warrant  from  Her  Majesty  the 
Queen. 

The  Columbia  Co.  has  just  issued  a  record  of 
14,000  voices  which  was  taken  while  Community 
singing  was  in  progress  at  the  FuHiam  Foot- 
ball Ground.  Thomas  P.  Ratcliff,  of  the  Am- 
pico  Co.,  here,  was  the  conductor. 

The  annual  dinner  of  the  Gramophone  Man- 
ufacturers' Association  is  to  be  held  on  March 
23,  at  the  Restaurant  Frascati.  The  Edison  Bell 
Co.  will  provide  the  musical  program  during  the 
evening. 


Mr.  and  Mrs.  Ben  Landay  are  receiving  the 
congratulations  of  their  friends  on  the  arrival 
of  Miss  Beverly  Tane  Landay. 


British  Trade  Brisk  Through  Tie-Ups 

With  Musical  Events  and  the  Fairs 

The  British  Industrial  Fair  and  the  Leipzig  International  Fair  Are  Centers  of  Attraction  for 
the  Entire  Industry — Celebrate  Beethoven  Week — Other  News  Events  of  Month 
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How  New  York  Band  Instrument  Co.  Makes 
Big  Impression  Through  Use  of  Small  Ads 

Limited  Advertising  Appropriation  Is  No  Bar  to  the  Effective  Presentation  of  Products  in  News- 
papers— Small  Goods  Should  Be  Presented  Apart  From  Other  Musical  Instruments 


The  majority  of  talking  machine  dealers  now 
operate  musical  merchandise  departments  in 
which  are  featured  small  musical  instruments  of 
all  kinds.  Many  of  these  departments  are 
barely  paying  their  way,  and  certain  types  of 
dealers  have  reached  the  point  where  they  be- 


cal  merchandise  business  is  evidenced  by  the 
experiences  of  other  successful  dealers.  The 
three  advertisements  illustrated  on  this  page 
show  how  the  New  York  Band  Instrument  Co., 
New  York,  is  bringing  the  message  of  the  lines 
it  handles  to  thousands  of  newspaper  readers 


give  an  example  of  how  a  limited  advertising 
appropriation  may  be  used  to  the  greatest 
advantage  in  promoting  business. 

It  is  time  for  talking  machine  dealers  who 
have  money  invested  in  small  goods  to  awaken 
to  the  fact  that  there  is  plenty  of  business  to 
be  had.  In  the  columns  of  The  World  during 
the  past  several  years  the  thought  has  been 
hammered  home  as  strongly  as  possible  that 
talking  machine  business  is  to  be  had,  but  the 
dealer  must  go  out  after  it,  and  must  make  a 
vigorous  fight  for  sales.  This  is  just  as  true  of 
the  musical  merchandise  business,  and  the 
profits  of  this  department  during  the  next  year 
undoubtedly  will  be  measured  entirely  by  the 
effectiveness  of  the  sales  promotion  efforts  put 
forth  by  the  dealer. 


Minnevitch  and  Harmonica 
Band  Making  Eastern  Tour 

New  York  Band  Instrument  Co.  Ties  Up  With 
Band's  Appearance  in  New  York  Theatre — 
An  Opportunity  for  Dealers 


Striking  Use  of  Small  Space  Made  by  the  New  York  Band  Instrument  Co. 


lieve  the  small  instruments  have  no  place  in  the 
talking  machine  store. 

A  musical  merchandise  department  certainly 
has  no  place  in  the  store  of  a  talking  machine 
dealer  who  does  not  realize  the  tremendous 
possibilities  for  profit  in  the  operation  of  such 
a  department.  There  are  so  many  factors  in 
favor  of  the  talking  machine  dealer  carrying 
small  musical  instruments  that  it  seems  almost 
silly  to  enumerate  them.  Considering  the 
smallness  of  the  investment  involved  the  oppor- 
tunity for  profit  makes  the  musical  merchandise 
department  ideal. 

The  big  point  is  that  the  same  intelligent 
sales  promotion  that  is  successful  in  moving 
talking  machine  and  record  stock  is  necessary 
to  get  sales  volume  of  small  musical  instru- 
ments. The  dealer  must  get  in  back  of  the 
department  with  advertising,  direct  mail,  win- 
dow display,  other  forms  of  publicity  and  expe- 
rienced salesmen.  He  must  have  in  back  of  the 
counter  a  man  who  understands  his  business, 
not  an  order  taker  or  a  clerk.  If  he  cannot 
see  his  way  clear  to  do  this  and  of  promoting 
musical  merchandise  sales  intelligently  and  vig- 
orously he  had  better  drop  the  department. 
Usually  the  dealer  who  is  pessimistic  regarding 
this  branch  of  his  business  is  the  type  who  has 
not  made  even  a  half-hearted  effort  to  make  it 
successful.  Because  he  has  very  little  money 
tied  up  in  small  goods  he  does  not  give  it  the 
attention  he  does  to  the  other  branches  of  his 
business,  and  yet  it  is  safe  to  say  that  this 
department  properly  operated  will  bring  the  net 
profit  of  any  store  up  to  a  satisfactory  total. 

The  talking  machine  dealer  must  advertise  his 
musical  instruments  just  as  he  advertises  talk- 
ing machines  and  radio.  He  must  operate  the 
department  as  a  separate  branch  of  the  busi- 
ness, and  he  must  appropriate  a  sum  of  money 
for  advertising.  It  is  far  better  for  the  dealer 
to  use  separate  space  in  putting  across  his 
musical  instrument  products  to  the  public  than 
to  make  his  talking  machine  advertising  a 
hodge-podge  to  include  everything  he  handles. 

That  this  is  the  logical  way  of  creating  musi- 


daily.  Now  the  New  York  Band  Instrument 
Co.  is  a  general  musical  instrument  house.  It 
handles  talking  machines,  records  and  radio  as 
well  as  small  musical  instruments,  and  each 
department  is  operated  separately.  Each  has  a 
manager  of  its  own  who  is  responsible  for  the 
success  of  his  particular  field  of  operation. 

The  advertisements  illustrated  occupy  small 
space,  but  they  are  mighty  effective  in  attract- 
ing attention  and  show  how  striking  it  is  pos- 
sible to  make  small  advertisements,  and  also 


The  New  York  Band  Instrument  Co.  took 
advantage  of  the  recent  appearance  of  Borrah 
Minnevitch  and  His  Harmonica  Band  at  Fox's 
City  Theatre  on  Fourteenth  street,  New  York, 
to  strongly  feature  Hohner  harmonicas  in  win- 
dow and  interior  displays. 

The  act  includes,  in  addition  to  the  well- 
known  Mr.  Minnevitch,  virtuoso  of  the  har- 
monica, a  crowd  of  school  boys  all  of  whom  are 
expert  in  the  playing  of  the  instrument  and 
they  played,  in  addition  to  popular  and  stand- 
ard numbers,  a  symphonic  work,  written  for  the 
harmonica.  Mr.  Minnevitch  also  played  ex- 
cerpts from  the  "Rhapsody  in  Blue,"  of  George 
Gershwin. 

Dealers  in  other  cities  will  have  an  oppor- 
tunity of  effecting  tie-ups  with  this  unique 
musical  organization  as  it  is  scheduled  to  make 
a  tour  of  leading  Eastern  cities. 


RUNQ 


The  Oldest  and 

Largest  Musical 
erch  andise  house 
in  America 

Exclusively  Wholesale 

ESTABLISHED  1834 

C.BRiwocySoN,iNc. 

35I-53FourthAve.NewYorkCity 
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An  unlimited  sales  field,  quick  turnover  and  low 
selling  costs  are  merchandising  qualities  much 
sought  by  dealers.  All  three  are  found  in  Hohner 

Harmonicas 

Write  us  for  our  "Big  Business  Builders."      They  will  help  you. 

M.  HOHNER,  Inc.  "TJyLfcT"' 

mm 
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Association  of  Musical  Instrument  and 

Accessories  Mfrs.  Meets  in  Buffalo 


Annual   Mid-Winter   Two-Day   Session   Discusses  Idea  of  Securing  Slogan  to  "Sell"  Playing 
Musical  Instruments — Asks  the  Chamber  to  Operate  Credit  Information  Bureau 


Buffalo,  N.  Y.,  March  4. — The  annual  mid- 
Winter  meeting  of  the  National  Association  of 
Musical  Instrument  and  Accessories  Manufac- 
turers was  held  at  the  Buffalo  Athletic  Club 
recently.  The  meeting,  which  conducted  ses- 
sions for  two  days,  was  presided  over  by  Walter 
M.  Gotsch,  of  Chicago,  whose  efficient  handling 
of  the  meeting  enabled  the  expediting  of  con- 
siderable business  in  the  short  time  allotted. 
Representatives  of  twelve  of  the  twenty-eight 
members  w-ere  present. 

One  of  the  chief  topics  of  discussion  was  the 
securing  of  a  slogan  to  sell  musical  instru- 
ment playing  to  the  nation  and  a  recommenda- 
tion was  made  to  the  Music  Industries  Cham- 
ber of  Commerce  for  consideration  of  the 
slogan  problem,  with  a  pledge  to  raise  $1,000  for 
the  development  of  interest  in  the  slogan-  pro- 
vided the  industry  as  a  whole  raises  another 
$2,000. 

It  was  also  voted  that  the  Music  Industries 
Chamber  of  Commerce  be  asked  to  operate  a 
credit  information  interchange  service  for  the 


purpose  of  checking  jobbers  of  musical  mer- 
chandise, and  to  suggest  to  the  National  Asso- 
ciation of  Band  Instrument  Manufacturers  that 
they  permit  it  to  become  a  joint  service  for 
both  associations. 

The  committee  on  standardization  reported 
through  its  chairman,  H.  C.  Lomb,  and  was 
instructed  to  proceed  with  the  standardization 
of  guitars  and  mandolins,  bowl-shaped  and 
flat.  It  was  also  authorized  to  withhold  or  re- 
call certificates  of  standards  for  instruments 
which  do  not  conform  to  reasonable  minimum 
limits  of  quality  or  materials. 

The  co-operative  advertising  plans  of  the 
association  have  been  making  great  headway. 
This  is  the  arrangement  under  which  a  series 
of  six  mailings  to  five  thousand  music  dealers 
in  a  direct-by-mail  campaign  is  to  be  made. 
Two  of  the  series  have  already  been  sent  and  a 
third  is  planned  for  May. 


The  Rex  Melody  Shop,  New  York,  has  been 
incorporated  to  deal  in  musical  instruments. 


The  NEW  SUPER-LUDWIG  DRUM 


Parallel  Snare  Throw-Off 
Individual  Snare  Adjustment 
Perfect  Snare  Control 


Patd.  Jan.  1924  and  Others  Pending 


The  Sensation  of 
the  Drum  World 


Again  Ludwig  sets  the  pace  with 
a  new  drum— the  SUPER-LUD- 
WIG with  its  many  new  advanced 
features. 

INDIVIDUAL  adjustment  of 
snares,  a  parallel  throw-off  of 
snares  and  means  for  securing 
PERFECT  snare  control  are  but 
a  few  of  the  many  new  improved 
ideas  to  be  found  on  this  latest 
creation  of  Ludwig  engineers  and 
craftsmen. 

It's  a  sales  leader  for  the  dealer 
who  is  on  the  alert  to  be  up  and 
ahead  of  the  van  that  will  follow. 


Send  to  us  Now  for  Prices  and  Discounts 

LUDWIG  &  LUDWIG 

World's  Largest  Makers  of 
Drums  and  Drum  Accessories 

1611  to  1627  No.  Lincoln  Street,  CHICAGO 


Vega  Instruments  Used 

in  Boston  Radio  Station 


Boston,  Mass.,  March  7. — Boston's  new  radio 
station,  WBET,  which  is  sponsored  by  the  Boston 
Evening  Transcript  and  the  First  National 
Bank,  of  this  city,  featured  Vega  instruments  on 
its  opening  night.  Dok  Eisenbourg  &  His  Sin- 
fonians,  one  of  the  local  high-grade  orchestras, 
had  the  honor  of  opening  the  new  station.  It  is 
stated  the  trumpets  and  trombones  in  Mr. 
Eisenbourg's  orchestra  are  Vega  instruments  of 
the  highest  grade.  Mr.  Eisenbourg  thought  s  3  v,-e'.l 
of  them  that  he  wrote  a  personal  letter  of  com- 
mendation to  the  Vega  Co.,  in  which  he  stated 
it  was  the  first  time  he  had  ever  endorsed  mu- 
sical instruments  in  his  many  years  of  profes- 
sional directorship. 

The  Vega  Co.  has  issued  a  broadside  on  the 
new  Vegaphone.  This  literature  printed  in  red, 
white  and  black  is  well  calculated  to  attract  the 
eve  of  the  customer. 


Saxophone  Popularity  in 

Army  Is  on  the  Increase 

Washington,  D.  C,  March  4. — A  statement  is- 
sued recently  by  the  War  Department  tells 
of  the  increasing  popularity  of  instruments  of 
the  type  used  in  jazz  orchestras  among  the 
musicians  in  the  various  branches  of  the  Army. 
The  statement  reads:  "The  influence  of  mod- 
ern music  is  revealed  in  the  variety  of  imple- 
ments now  being  asked  for  on  requisitions  to 
the  office  of  the  Quartermaster  General  under 
the  guise  of  military  band  equipment.  Saxo- 
phones, of  course,  find  increased  popularity. 
Other  requested  items  include  steamboat  and 
choochoo  whistles,  Chinese  tomtoms,  cowbells 
and  even  cuckoos.  The  military  band  is  not 
only  a  potent  influence  in  the  maintenance  of 
the  morale  of  the  army  by  the  inspiring  music 
played  at  concerts  and  parades,  but  fully  as 
important  are  the  bands'  contributions  to  the 
recreational  features  of  garrison  life.  Army 
authorities  are  inclined,  therefore,  to  look  with 
favor  upon  efforts  to  produce  modern  music 
for  the  soldiers'  dances  and  entertainments." 


J.  B.  Pollock  in  New  Post 


John  1!.  Pollock,  well-known  violinist  and 
saxophonist,  is  now  connected  with  H.  A.  Wey- 
mann  &  Son.  Inc..  Philadelphia,  Pa.,  in  the  re- 
tail merchandise  department  selling  musical  in- 
struments. Mr  Pollock  has  just  returned  from 
North  Carolina  where  he  was  engaged  with  the 
Meyer   Davis  Orchestra   during   the  Winter. 

II  A.  Weymann  &  Son,  Inc.,  has  brought  out 
a  new  mandolute  with  a  tenor  scale,  and  which 
is  called  the  Tenor  Mandolute. 
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J.  W.  Greene  Music  Co.,  Toledo,  Ohio, 

Launches  Specialized  Sales  Campaign 

Manager  of  the  Musical  Merchandise  Department  Divides  Prospects  According  to  Instrument 
Played  and  Makes  Special  Mail  Drive  on  Each  Classification 


addressed  a  letter  to  students  which  has  acted 
as  an  encouragement  in  the  school  work  and 
has  drawn  a  considerable  number  of  beginners 
into  the  classes  just  starting. 


Toledo,  O.,  February  28. — There  exists  ex- 
cellent opportunities,  at  this  season  of  the 
year,  for  small  goods  dealers  to  corral  a  fine  vol- 
ume of  trade  among  professional  musicians  for 
many  among  them,  after  working  since  early  in 
the  Fall,  are  ready  for  a  new  saxophone,  banjo 
or  other  instrument  and  for  new  accessories. 
Musicians  are  in  the  market  constantly  for  musi- 
cal merchandise  and  therefore  improvements, 
additions  and  changes  which  are  ever  being 
made  give  the  dealer  many  opportunities  to  ac- 
quire new  business  and  new  friends. 

A  Specialized  Campaign  Idea 

Sam  Sautelli,  recently  appointed  manager  of 
the  J.  Wi  Greene  Co.  small  goods  department, 
has  launched  a  letter  campaign  which  is  prov- 
ing highly  successful.  He  is  a  member  of  the 
local  musicians'  union  which  places  him  in  touch 
with  practically  every  professional  musician  in 
the  city.  It  also  enables  him  to  reach  beginners 
studying  under  teachers,  who,  for  the  most  part, 
are  also  members  of  the  organization. 

The  drive  is  divided  into  divisions,  such  as 
clarinet  players,  banjo,  drums,  violin  and  so  on. 
A  separate  letter  is  being  sent  to  each  of  these 
groups  announcing  that  Mr.  Sautelli  has  taken 
charge  of  the  department  and  during  the  coming 
week  will  have  a  special  display  of  banjos,  for 
instance,  for  the  inspection  of  those  interested 
in  that  instrument.  New  modeis  and  improved 
features  are  stressed.  The  campaign  is  not 
alone  different  but  its  appeal  is  directed  solely  at 
the  person  interested  in  a  particular  instrument. 
In  this  manner  waste  is  reduced  to  a  minimum. 
Dealer  helps  are  used  as  envelope  stuffers  in 
this  drive. 

Display  floor  and  wall  cases  have  been  re- 
trimmed  with  green  velvet  backgrounds  which 
permits  the  exhibit  of  merchandise  to  best  ad- 
vantage. The  department  is  also  using  a  large 
number  of  catalogs  and  small  dealer  helps  in 
window  displays.  These  are  placed,  opened, 
close  to  the  instrument  to  which  they  relate. 

Kenneth  Kneisel  formerly  with  the  J.  W. 
Greene  Co.,  has  joined  forces  with  the  new 
Wurlitzer  store  in  Detroit.  Irving  Lohr  repre- 
senting William  Lang,  Paramount  banjos,  called 
oh  local  dealers  on  his  recent  Western  trip 
which  took  him  as  far  as  Omaha. 

Few  Really  Good  Old  Violins 

Clarence  S.  Buchanan,  violin  maker,  who  has 
his  work  and  service  shop  in  connection  with 
the  music  store  of  D.  M.  Caughling  &  Co.,  on 
Adams  street,  decries  the  old  violin  hoax,  which 
has  been  practiced  for  years  and  is  still  paying 
big  dividends  to  the  perpetrators.  He  says  the 
large  and  most  reliable  dealers  in  America  have 
been  going  to  Europe  for  years  in  search  of 
old  violins  and  many  have  agents  abroad  to  pick 
up  every  instrument  which  is  worthy  of  the 
name  old.  The  truth  of  the  matter  is  that  rela- 
tively few  violins  can  stand  the  test  of  age  and 
quality.  The  majority  of  old  violins  should, 
more  properly,  be  called  second-hand  violins,  he 
believes. 

Mr.  Buchanan  stated  that  violin  sales  have 
been  more  numerous  lately.  Apparently  more 
young  folks  are  becoming  interested  in  violin 
music. 

Making  Good  Use  of  Trade  Papers 

Fischer's  Music  Store  is  using  trade  paper 
stories  and  illustrations  of  successful  school 
bands,  prominent  orchestras  as  well  as  noted 
artists,  as  window  display  material  to  show  be- 
ginners what  may  be  accomplished  if  efforts  to 
master  an  instrument  are  properly  applied.  The 
store  proposes  to  train  students  in  the  store 
studios  where  five  instructors  teach  the  various 
instruments  of  the  orchestra.  The  purchase 
price  of  a  horn  includes  five  lessons  which  are 


enough  to  give  the  prospective  player  an  insight 
into  the  work  and  effort  necessary  to  become  a 
worth-while  player. 

The  store  goes  further  than  this,  according 
to  Hyman  Rothenstein,  president,  for  it  not 
alone  trains  the  musician  but  endeavors  to  place 
him  in  an  orchestra  after  he  has  reached  a  cer- 
tain standard  of  perfection.  If  orchestra  open- 
ings are  scarce  the  house  organizes  a  band 
among  its  students  and  through  this  system 
pupils  are  practically  assured  of  work.  Bacon 
banjos,  Martin  band  instruments  and  Ludwig 
drums  are  included  in  the  lines  carried. 
Good  Work  for  Musical  Education 

The  Musical  Education  Association  recently 


Buys  Out  Partner 

Ernest  Dahlen,  who  with  Fred  Worch  has 
been  operating  the  small  goods  department  of 
the  S.  W.  Goldsmith  Music  &  Furniture  Store, 
Columbus,  O.,  has  purchased  his  partner's  in- 
terest in  the  business. 


Organizing  Harmonica  Bands 

Miss  Ruth  Townsend,  supervisor  of  music 
in  the  public  schools  of  Paducah,  Ky.,  is  or- 
ganizing  harmonica   bands   among  the  pupils. 


F.  F.  Friday  has  purchased  the  band  and 
orchestral  instrument  department  in  the  Wiley 
B.  Alien  Co.  store,  Los  Angeles,  Cal. 


A  VEGA  Banjo 

with  resonator  and  flanges 
for  $75.  and  $100.  retail 


DEALERS — You  can  talk,  about  artistic  appear- 
ance, a  wonder  for  tone,  and  the  highest  attain- 
able quality  for  the  price.  The  "Little  Wonder" 
and  "Whyte  Laydie"  Special  Models  have  these 
admired  qualities,  and  a  trial  will  convince  the  pros- 
pect. Their  flashy  appearance,  durable  and  sturdy 
construction,  and  rich,  penetrating  tone  are  features 

that  give  a  lifetime 
of  service  and  en- 
joyment to  either 
amateur  or  profes- 
sional ban  joists. 
Every  individual  is 
a  "Little  Wonder" 
or  "Whyte  Laydie" 
Special  Model  pros- 
pect. 


"Whyte  Laydie'' 
Special 

List  $125.00 
Case  $15  extra 


In  the  "Little  Wonder"  and  "Whyte 
Laydie"  Special  Models  the  tone  is 
clear  and  brilliant,  due  to  the  ring 
mounted  under  the  head,  giving  forth 
that  distinct  banjo  twang  which  is 
characteristic  of  Vega  Banjos.  The 
high  polish  natural  wood  finish  and  the 
beautiful  flange  design  make  these 
models  exceptionally  attractive.  A  real 
buy  for  your  customer. 

Write  today  for  further  details. 


The 


155-6  Columbus  Ave.,  Boston 
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"HYGRADE" 

Musical  Instrument 
Cases 

Made  o£  Three-ply  Veneer 

— * — 

We  also  manufacture  All  Types  of  Portable 
Phonograph  and  Radio  Cases  and  Boxes 

Send  for  Our  Price  List  I 

HYGRADE  CASE  CO.,  Inc. 

Manufacturers  of 

"Hyerade"  Musical  Instrument  Cases 
Sold  by  All  Leading  Jobbers 

345*347  South  6th  St.     Newark,  N.  J. 


Harmonica  Popularity 

Is  Steadily  Increasing 

News  Dispatches  From  All  Sections  of  the  Coun- 
try Show  How  This  Small  Instrument  Has 
Come  Into  Wide  Use 


News  dispatches  from  all  sections  of  the  coun- 
try show  the  steady  gains  in.  popularity  of  the 
harmonica  and  its  widespread  use.  At  Wash- 
ington, D.  C,  the  Junior  high  schools  of  the 
capital  have  inaugurated  instruction  in  har- 
monica playing.  George  Hurt,  widely  known 
musician  and  teacher,  is  in  charge  of  the  classes. 
It  is  interesting  to  note  that  the  Hohner  har- 
monica has  been  selected  as  the  official  instru- 
ment. 

On  the  Pacific  Coast  the  popularity  of  the 
harmonica  vies  with  that  of  the  East.  The  tour 
of  Arthur  Turelly,  champion  harmonica  player, 
throughout  the  section  resulted  in  the  formation 
of  a  number  of  harmonica  bands.   Wherever  he 


Every  Dealer 

WILL  WANT  A  COPY  OF  THE 


NINETY-SIX     PAGES  TWO    HUNDRED    AND    FIFTY  PHOTOGRAPH* 

 THIRTY  NEW  INSTRUMENTS 

ALL  ABOUT  THE  NEW  jfeCtllf 

PROFESSIONAL  FLOATING  Jr 
HEAD  SNARE  DRUM 

Q    Send  a  postal  for  yours  today — Mailed  free 

2%e*U/  Mfg.  Co. 

INDIANAPOLIS,  INDIANA 


appeared  his  presence  was  accompanied  by  a 
harmonica  contest  and  the  organization  of  har- 
monica orchestras.  Mr.  Turelly  appeared  in  a 
chain  of  theatres  throughout  the  West  and  his 
tour  was  so  successful  that  he  was  booked  for 
a  second  appearance  in  the  entire  chain.  It  is 
interesting  to  note  that  in  Berkeley,  with  its 
beautiful  homes  and  its  close  proximity  to  the 
University  of  California,  the  interest  in  the  har- 
monica is  as  great  as  it  is  among  the  newsboys 
of  other  cities.  In  Berkeley  alone  three  bands 
with  forty  members  each  were  organized. 

At  Fort  Smith,  Ark.,  the  Fort  Smith  Har- 
monica Band  celebrated  its  first  anniversary  a 
short  time  ago.  It  is  a  tribute  to  the  harmonica 
that  the  interest  in  this  instrument  is  even  great- 
er than  at  the  time  of  the  formation  of  the  band. 

In  San  Antonio,  Tex.,  the  musical  instrument 
department  of  A.  F.  Beyer  has  found  it  par- 
ticularly profitable  to  specialize  on  small  instru- 
ments, especially  harmonicas  and  ukuleles.  Miss 
Lena  Hughes,  manager  of  this  department,  re- 
ports that  the  increased  interest  in  harmonicas 
on  the  Pacific  Coast  has  resulted  in  a  run  on 
this  department  that  almost  exhausted  its  stock. 

Impressions  of  a  Trip 

Through  H.  N.  White  Plant 

Interesting  Article  in  Cleveland  Newspaper 
Gives  Interesting  Facts  Concerning  the 
Manufacture  of  King  Line  of  Instruments 


Cleveland,  O.,  March  7. — In  1893  Henderson 
White  was  a  repairman  in  a  retail  music  shop 
when  he  decided  to  start  his  own  business,  and 
to-day  he  is  president  of  H.  N.  White  Co.,  one  of 
the  largest  manufacturers  of  band  instruments 
in  the  world.  An  interesting  article  telling  of 
the  establishment  of  the  White  organization  and 
including  impressions  of  a  trip  through  the 
present-day  factory  appeared  in  a  recent  issue 
of  the  Cleveland  Press.  In  part  this  article  read 
as  follows:  '- 

"Sheets,  rods  and  sticks  of  brass  slowly  are 
transformed  into  instruments  that  now  are  heard 
through  a  million  radio  sets.  From  a  brass 
sheet  to  a  grunting  tuba  held  in  the  arms  of 
the  musician  in  front  of  an  oldtime  saloon  is  a 
far  cry,  but  one  of  the  instruments  can  be  turned 
out  ready  for  shipment  in  ten  days  by  one  man. 
One  is  turned  out  every  five  minutes. 

"Every  measurement,  from  the  slightest  bend 
to  the  cover  for  the  valves,  must  be  mathe- 
matically exact.  One  mistake  means  a  bad  note. 
This  in  turn  ruins  the  instrument  and  it  is  either 
scrapped  and  re-made,  or  else  repaired  if  possi- 
ble. Instruments  from  the  White  Co.  are  sent 
out  perfect.  No  low-muted  saxophone  will  ever 
spoil  a  perfect  moonlight  dance. 

"Nearly  200  skilled  men  work  at  the  factory. 
Their  art  is  so  complicated  that  even  skilled 
nrtisans  in  other  lines  find  it  a  puzzle. 

"Three  hundred  parts  make  up  a  saxophone. 
When  the  instruments  are  finally  assembled, 
ready  for  little  Willie  to  blow  his  lungs  out, 
they  are  given  a  bath  in  the  huge  plating  vaults, 
where  silver  and  gold  plating  is  applied.  This 
section  of  the  plant  is  the  most  complete  in  the 
United  States. 

"After  drying,  the  scratches  are  taken  off, 
they  are  polished,  buffed  and  burnished,  and  the 
instrument  is  ready  for  the  testing  room. 

"This  room  is  acoustically  perfect  with  an 
ever-regulated  temperature  of  70  degrees.  Then 
the  fun  begins.  Scales  are  gone  up  and  down 
with  reckless  abandon.  Every  man  in  the  fac- 
tory is  an  expert  player  on  all  the  instruments 
from  the  piccolo  to  the  tuba." 

The  writer  also  stresses  the  point  that  the 
difference  in  price  of  White  products  represents 
a  difference  in  finish  rather  than  in  quality  of 
tone,  workmanship  or  materials.  The  same  high 
quality  must  be  a  feature  of  the  lowest-priced 
instrument  that  leaves  the  factory  as  it  is  of  the 
highest-priced.  To  this  policy  may  be  largely 
credited  the  popularity  of  the  entire  line. 


"Silver  Bell" 
Banj  os 


Send  for  illustrated  book  of  Prominent 
Orchestra  and  Professional  Players 

The  Bacon  Ban  joCo.Jnc. 

GROTON  CONN. 

David  L.  Day  Reports 

Improvement  in  Outlook 

Groton,  Conn.,  March  7. — David  L.  Day.  treas- 
urer and  general  manager  of  the  Bacon  Banjo 
Co.,  Inc.,  of  this  city,  who  recently  returned 
from  a  trip  which  included  many  of  the  prin- 
cipal cities  of  the  Middle  West,  has  an  interest- 
ing report  regarding  trade  conditions  as  expe- 
rienced by  his  organization.  He  states,  in  part: 
"I  found  that  although  conditions  had  not  been 
up  to  expectations  during  the  month  of  Decem- 
ber and  the  first  weeks  in  January,  they  are 
improving  right  along.  Although  February 
final  figures  are  not  available,  business  seems  to 
be  coming  through  splendidly  and  we  figure  our 
sales  will  be  equal  to  the  same  months  last 
year,  when,  by  the  way,  we  made  a  wonderful 
showing.  The  orders  coming  in  at  this  time 
seem  to  be  for  the  higher-priced  goods." 

Frederick  J.  Bacon,  president  of  the  company, 
has  been  in  St.  Louis,  Little  Rock,  Memphis 
and  Kansas  City.  He  has  appeared  before  a 
number  of  clubs  and  high  schools  in  the  various 
cities  he  has  been  in  and  also  has  broadcast 
from  several  stations. 


The  Weymann 
Orchestra  Banjo 

Has  won  for  itself 
the  endorsement  of 
banjoists  the  coun- 
try over !  Its  fine 
tone  qualities,  its 
beauty  —  have  cre- 
ated an  unparal- 
leled demand  for 
this  instrument. 

Write  TO-DAY  for 
handsome  catalog  de- 
scribing the  Weymann 
line  of  Banjos,  Man- 
dolutes.  Guitars  and  Ukuleles.  Agencies 
are  still  available  for  a  few  live  dealers. 

Address  Dept.  W 

H.A.WEYMANN«SON,Inc. 

1108  Chestnut  St.  Phila.,  Pa. 


Fred  C.  Buck 
Banjoist 
W»ring'» 

Pennsylvanians 
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Photoplay  Houses  Present  Publishers 

With  Greatest  Factor  in  Exploitation 

Constant  Development  of  Music  Programs  in  Those    Houses  Make  Them  Assume  Greater  and 
Greater  Importance  in  Publishers'  Song  Publicity 


Photoplay  houses  throughout  the  country 
are  being  built  larger  and  larger  each  year. 
They  are  a  predominating  influence  in  Ameri- 
can life  and  they  are  making  great  inroads  in 
all  other  forms  of  entertainment.  Their  pro- 
grams, however,  are  not  by  any  means  confined 
to  photoplays,  for  one  of  the  factors  which 
has  won  them  huge  success,  and  which  is  gen- 
erally recognized,  are  the  musical  programs. 
Besides  large  orchestras  of  the  symphonic 
character,  all  modern  photoplay  houses  are 
equipped  with  an  organ,  and  these  organ  pro- 
grams are  not  confined  by  any  means  to 
standard  organ  works,  as  it  is  quite  the  thing 
to  use  popular  song  slides  with  the  organ  ren- 
dition in  at  least  one  part  of  the  program. 
These  song  slides  are  unusual  productions. 
They  are  prepared  by  the  popular  publisher 
often  in  the  form  of  a  sketch.  Through  this 
means  the  organist  introduces  with  the  slides 
and  accompanying  music  a  background  by  which 
is  introduced  the  popular  song  itself.  The 
variety  of  these  song  slides  seems  to  be  quite 
endless,  as  no  two  sets  of  slides  are  similar  in 
character  or  in  method  of  approaching  the  audi- 
ence. In  fact,  the  larger  popular  publishers 
to-day  have  a  special  department  that  does  noth- 
ing else  but  write  exclusive  material  for  these 
built-up  song  presentations. 

Besides  the  orchestra  and  the  organ,  the 
larger  photoplay  houses  to-day  are  booking 
vocal  artists  and  singing  acts  of  every  descrip- 
tion. They  are  able  to  obtain  the  very  best 
talent  for  these  purposes,  as  they  have  in  their 
favor  not  only  larger  seating  capacity  but  also 
modern  sales  methods  whereby  houses  are 
opened  early  in  the  day  at  unusually  popular 
prices.  At  the  regular  afternoon  show  period 
these  prices  are  raised  and  in  the  evening  they 
are  raised  again.  Thus  the  photoplay  house 
is  able  to  appeal  to  all  sizes  of  pocket-books 
and  keep  the  house  filled  during  much  longer 
hours  than  is  possible  for  any  dramatic,  music 
or  strictly  vaudeville  house. 


Here  They  Are! 

It  All  Depends  on  You 

I  Wonder  How  I  Look  When  I'm 
Asleep 

So  Blue 

Oh,  Baby!  Don't  We,  Get  Along 

I    Want   to    Be    Miles    Away  From 
Ev'ryone  (And  Just  a  Little  Closer 
to  You) 

I'm  in  Love  Again 
— By  Cole  Porter 

Does  She  Love  Me? — 
POSITIVELY!  ABSOLUTELY! 
By  Sam  Coslow  and  Jean  Herbert 

De  Smm.,B]rown  am>  Henidsejrson.Inc 

Music  Publishers 
De  Sylva,  Brown  &  Henderson  Bldg. 
745  Seventh  Avenue                         New  York 

The  popular  publishers  recognize  the  modern 
photoplay  house  as  probably  the  best  means 
of  song  exploitation  available.  It  is  much  better 
than  the  dance  orchestra,  where  the  dancers 
hardly  have  much  knowledge  of  the  title  of 
the  number  being  played.  Popular  publishers 
say  it  is  far  superior  to  radio  because  the  pho- 
toplay program  is  confined  to  fewer  songs  well 
presented  to  a  receptive  audience. 

At  the  opening  of  the  new  Roxy  Theatre  S. 
L.  Rothafel,  who  has  long  been  an  originator 
in  presenting  musical  programs  in  combination 
with  photoplays,  is  to  introduce  further  inno- 
vations as  regards  music.  These  can  be  awaited 
with  interest  because  they  will  mean  much  to 
music  exploitation  and  doubtless  will  be  the 
forerunner  of  a  new  type  of  musical  program 
in  photoplay  houses  everywhere. 

Visitors  who  have  recently  toured  Europe 
freely  state  that  the  European  music  hall  and 
some  other  types  of  entertainment  are  fast  be- 
coming passe.  The  photoplay  house,  with  its 
feature  pictures  and  its  musical  programs,  is 
making  great  inroads  into  other  fields  every- 
where. In  a  large  way  this  is  the  history  of  en- 
tertainment in  this  country  and  it  shows  that  the 
taste  and  appeal  for  music  is  universal.  For 
many  months  English  producers  and  publishers 
have  been  complaining  that  the  music  hall  did 
not  pay.  Recently  one  photoplay  exhibitor  pur- 
chased a  string  of  twenty  such  houses,  which 
are  to  be  turned  into  photoplay  theatres.  It  is 
music  that  is  making  this  possible,  because 
when  the  old  character  of  photoplay  houses 
was  in  its  glory  it  made  no  inroads  upon  vaude- 
ville, the  music  hall  or  other  forms  of  enter- 
tainment to  any  great  extent.  The  new  era  of 
photoplay  music  can  be  watched  with  interest 
because  it  will  mean  considerable  to  the  music 
industries  and  to  musical  life. 


Feist  Numbers  in 

Original  Window  Display 

McCrory  Store  in  Cleveland  Links  Up  With 
Broadcasting  Activities  of  Fred  Dempsey 


Fred  Dempsey,  who  represents  Leo  Feist, 
Inc.,  in  Cleveland,  Pittsburgh,  Buffalo  and  sur- 
rounding territory,  has  won  the  name  in  the 
trade  of  originator  of  unique  radio  programs, 
window  displays  and  other  activities  that  further 
the  exploitation  of  popular  music.  Mr.  Dempsey, 
by  the  way,  is  probably  the  only  popular  pub- 
lisher's representative  who  broadcasts  from 
stations  in  Cleveland  territory,  where  he  makes 
his  headquarters.  His  name  is  widely  known 
to  radio  enthusiasts  for  hundreds  of  miles  from 
these  stations.  Due  to  these  wide  publicity 
activities,  Mr.  Dempsey  has  succeeded  in  getting 
unusual  co-operation  from  music  merchants. 
His  name  itself  means  something  to  music 
purchasers  and  in  co-operating  with  him  on  the 
songs  he  exploits  music  stores  find  it  to  theif 
advantage. 

Herewith  is  shown  an  original  window  dis- 
play originated  by  Fred  Dempsey,  which 
appeared  in  the  J.  G.  McCrory  store  of  Cleve- 
land, O.  The  window,  decorated  in  various 
colors,  has  as  the  outstanding  feature  the 
broadcasting  aerials  of  a  typical  radio  station. 
In  the  center  of  this  is  a  placard  uniting  Mr. 
Dempsey    with    the  songs  he   exploits.  This 


window  attracted  unusual  attention  and  in- 
creased considerably  during  this  special  showing 
the  sales  of  the  music  department. 

The  songs  featured  in  the  window  are  the 
Leo  Feist,  Inc.,  numbers,  "In  a  Little  Spanish 
Town,"  "Sunday,"  "It  Made  You  Happy  When 
You  Made  Me  Cry,"  "Just  a  Bird's-Eye  View 


Featuring  Feist  Numbers 

of  My  Old  Kentucky  Home"  and  "Thinking  of 
You,"  all  big  sellers  for  Feist  at  present. 


Prager  on  His  First 

Trip  for  Robbins-Engel 

Featuring  New  Song,  "I'll  Always  Remember 
You,"  as  Well  as  Other  Outstanding  Prints 
of  Catalog  Which  Bid  Fain  to  Be  Popular 


Bernard  Prager,  long  connected  with  the  Ed- 
ward B.  Marks  Music  Co.,  and  who  recently 
joined  the  sales  staff  of  Robbins-Engel,  Inc.,  is 
on  the  road  making  his  initial  sales  trip  for  his 
new  associates.  Mr.  Prager's  first  trip  will  be 
only  a  short  one  of  several  weeks,  but  a  little 
later  in  the  season  it  is  to  be  extended  over 
much  larger  territory. 

On  his  present  trip  Mr.  Prager  will  feature 
the  new  song,  "I'll  Always  Remember  You." 
This  number  is  proving  one  of  the  big  successes 
of  the  Robbins-Engel  catalog  and  is  featured 
by  many  orchestras,  including  that  of  Paul 
Whiteman.  Other  numbers  that  will  receive 
his  attention  and  be  again  presented  to  the 
trade,  all  outstanding  Robbins-Engel  prints,  are 
"Trail  of  Dreams"  and  "Calling,"  both  numbers 
that  have  been  very  active.  He  will  also  fea- 
ture the  Robbins-Engel  songs  from  Earl  Car- 
roll's "Vanities,"  including  "Who'd  You  Love?" 
"Hugs  and  Kisses,"  "Climbing  Up  the  Ladder 
of  Love"  and  "Alabama  Stomp,"  as  well  as 
the  standard  catalog  and  the  motion  picture 
music,  which  has  long  been  an  important  part 
of  Robbins-Engel  activities. 


THE  GREATEST  OF  ALL 

"  GOOD-BYE  OLD  PAL, 
GOOD-BYE" 

"FLAT  TIRE  MAMMA, 
PAPA  GONNA  GIVE  YOU 
SOME  AIR" 

Order  from  Your  Jobber    or  from 

Wolverine  Music  Pub.  Co. 

688  E.  Columbia  St.,  Detroit,  Mich. 
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FIVE    RECORD    RECORD  BREAKERS 
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I'LL  JUST  CO 
ALONC 


Above  Songs  Featured  By  Orchestra  And  Vaudeville  Acts  From  Coast  To  Coast 

IRVING  BERLIN  INC.,     IG07  Broadway,  New  York 


Sam  Fox  Musikverlag,  Berlin,  Organized 

to  Cover  Central  Europe  and  the  Balkans 

New  Representation  for  American  Publisher  Under  the  Sponsorship  of  Bote  &  Bock,  One  of 

the  Leading  Music  Firms  of  the  Continent 


Berlin,  Germany,  February  15.— The  Sam 
Fox  publishing  companies  for  various  nations 
and  territories  in  Europe  have  been  completed 
through  the  organization  of  the  Sam  Fox 
Musikverlag,  headquarters  Berlin,  Germany. 
This  new  Fox  organization,  which  is  one 
of  the  most  extensive  of  all  of  the  new  Fox 
European  outlets,  is  under  the  sponsorship  and 
direction  of  Ed.  Bote  &  G.  Bock,  one  of  the 
oldest  established  publishing  firms  of  Europe, 
operating  wholesale  music  establishments. 

The  firm  of  Ed.  Bote  &  G.  Bock  was  estab- 
lished in  1838  and  is  still  under  the  direction 
"of  the  same  families.    The   heads   are    of  the 


Exterior  of  Bote  &  Bock 

younger  generation  and  both  the  Bote  &  Bock 
firm  and  the  Sam  Fox  Musikverlag  have  as 
executive  directors  Anton  and  Gustav  Bock. 

From  the  headquarters  of  the  Sam  Fox  Musik- 
verlag, 37  Leipziger  Strasse,  Berlin,  the  whole 
of  central  Europe  is  covered.  This  arrangement 
includes  Germany,  Czecho-Slovakia,  Poland, 
Lithuania,  Latvia  and  Danzig.  Through  this 
Herlin  organization  representation  has  been  ar- 
ranged by  Sam  Fox  for  the  appointment  of 
Figaro  Verlag,  Vienna,  who  will  act  as  a  branch 
of  the  Sam  Fox  Berlin  Co.  and  will  cover  the 
countries  of  Austria,  Hungary  and  Balkan 
States — Roumania,  Bulgaria,  Jugoslavia  and 
Greece,  with  independent  distribution  in  the 
capitals  of  these  countries. 

Simultaneously  the  appointment  has  been 
made  of  Wilhelm  Hansen,  Copenhagen,  as  an- 
other important  factor  in  the  distribution  of 
Sam  Fox  Musikverlag  prints  in  Denmark,  Nor- 


way, Sweden  and  Finland.  Through  this  latter 
arrangement  the  Hansen  branches  at  Oslow, 
Norway  and  Stockholm,  Sweden,  will  directly 
distribute  Sam  Fox  publications. 

With  the  continuation  of  G.  Alsbach  &  Co., 
Amsterdam,  Holland,  as  an  agency  for  Sam 
Fox  publications  and  the  re-arrangement  with 
Keith-Prowse  &  Co.,  Ltd.,  who  sponsor  and 
direct  Sam  Fox  Publications,  Ltd.,  London,  and 
the  more  recently  announced  Editions  Musicales 
Sam  Fox  Paris,  under  the  direction  of  Coues- 
non  &  Cie,  the  American  firm  of  Sam  Fox  Pub- 
lishing Co.  is  catering  to  the  music  lovers  of 
the  world.  Australia,  New  Zealand,  Japan, 
South  America  are  covered. 

"The  Love  Waltz"  to 

Be  Widely  Featured 

Flammer  Number.  Theme  Song  of  New  Swan- 
son  Photoplay,  Arouses  National  Interest 


Harold  Flammer,  president  of  Harold  Flam- 
mer, Inc.,  113  West  Fifty-seventh  street,  New 
York,  has  just  returned  from  a  trade  trip 
through  Middle  West  territory.  Mr.  Flammer 
stated  that  he  found  the  sheet  music  business  in 
a  healthy  condition  and  the  dealers  unusually 
optimistic  for  this  season  of  the  year. 

While  away  one  of  the  important  plans  of  Mr. 
Flammer  was  the  introduction  of  his  new  com- 
position, "The  Love  Waltz,"  which  is  to  be 
widely  featured  as  the  theme  melody  in  the 
exhibition  of  the  new  Gloria  Swanson  photoplay 
"The  Love  of  Sunya."  He  found  co-operation 
for  his  plans  everywhere,  not  only  with  the 
trade  but  with  photoplay  exhibitors,  who  are 
using  the  song  slides  with  organ  performances 
of  "The  Love  Waltz"  weeks  in  advance  of  the 
Gloria  Swanson  picture  in  their  territories. 

Dealers  everywhere  are  arranging,  Mr.  Flam- 
mer said,  to  make  special  window  displays  of 
"The  Love  Waltz"  during  the  showing  of  the 
photoplay  "The  Love  of  Sunya"  in  their  cities. 


Bitner  Goes  to  Coast 


Edgar  F.  Bitner,  general  manager  of  Leo 
Feist,  Inc.,  is  away  on  a  six  weeks'  trip  to  Cali- 
fornia. Mr.  Bitner,  while  presumably  going 
away  for  a  rest,  will  undoubtedly  look  over  the 
possibility  of  Far  West  compositions,  which,  in 
recent  years,  have  quite  often  proved  popular. 
Undoubtedly  also  he  will  find  much  pleasure  in 
meeting  his  many  trade  and  personal  friends. 
Later  Mr.  Bitner  will  visit  all  of  the  Feist 
branch  offices. 


"Blue  Skies"  Widely 

Featured  by  Dealers 

Philadelphia  Territory  Has  Special  "Blue  Skies" 
Week  Featuring  Berlin  Number 


The  new  Irving  Berlin  song,  "Blue  Skies," 
published  by  Irving  Berlin,  Inc.,  1607  Broadway, 
New  York  City,  was  made  a  special  feature  by 
retailers  in  Philadelphia  recently,  when  through 
a  concerted  movement  that  territory  had  a 
"Blue  Skies  Week."    During  the  week  of  this 


Silver's  Store  Display 

special  campaign  practically  every  retailer  in  the 
city  gave  some  window  space  to  the  title  pages 
of  this  Berlin  song.  Some  of  these  windows 
proved  very  attractive  and  produced  a  larger 
than  ordinary  volume  of  sales. 

New  Donaldson  Songs 

in  the  Feist  Catalog 

In  the  new  group  of  releases  from  the  catalog 
of  Leo  Feist,  Inc.,  are  five  numbers  and  it  is 
important  to  remark  that  four  of  these  are 
from  the  pen  of  Walter  Donaldson.  These 
songs  are  of  typical  Donaldson  character  and 
are  being  introduced  by  Leo  Feist,  Inc.,  during 
the  past  six  weeks  for  exploitation.  They  are 
"Sam,  the  Old  Accordion  Man."  "He's  the  Last 
Word,"  "At  Sundown"  and  "If  You  See  Sally." 
The  additional  number  to  these  Feist  releases 
is  a  song  from  the  pens  of  L.  Wolfe  Gilbert 
and  Fred  Rich,  called  "I  Still  Believe  in  You." 


James  Kendis,  writer  of  "I'm  Forever  Blow- 
ing Bubbles,"  "Feather  Your  Nest"  and  other 
successes,  is  the  composer  and  publisher  of  a 
song  recently  introduced  by  the  Clicquot  Club 
Eskimos,  one  of  the  featured  acts  in  radio.  The 
song  is  entitled  "The  Rose  I  Shall  Always  Re- 
member." 
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Feist  Songs  Feature  New 
Orleans  Theatre  Opening 

"In  a  Little  Spanish  Town"  and  "It  Made  You 
Happy  When  You  Made  Me  Cry"  Saenger 
Theatre  Presentations  Prove  Hits 


"In  a  Little  Spanish  Town,"  the  big  success 
in  the  catalog  of  Leo  Feist,  Inc.,  was  used  as  a 
feature  musical  number  at  the  opening  of  the 
Saenger  Theatre  recently  in  New  Orleans.  This 
new  theatre  compares  very  favorably  with  the 
Paramount  in  New  York.  Despite  all  the  excite- 
ment and  enthusiasm  following  the  opening  of 
this  New  Orleans  photoplay  house,  J.  H. 
Saenger,  who  directs  the  theatre,  found  time  to 
wire  the  following  congratulations  to  the  pub- 
lisher. 

"Your  Feist  song  'Little  Spanish  Town,'  as 
featured  in  the  organ  presentation  at  the  open- 
ing of  the  new  Saenger  Theatre,  made  a  wonder- 
ful hit.  Congratulations.  Kindest  regards." 

Simultaneously  Lester  Santly,  of  the  Feist 
firm,  received  the  following  telegram  from  R.  P. 
Matthews,  vice-president  of  the  Robert  Morton 
Organ  Co.: 

"At  opening  of  greater  Saenger  Theatre  Feist 
songs  'Spanish  Town'  and  'It  Made  You  Happy 
When  You  Made  Me  Cry'  were  featured  in 
organ  presentation  by  John  Hammond  making 
most  tremendous  hit  I  ever  witnessed  on  a  pres- 
entation unit.  Congratulations." 

"King's  Henchman"  Scores 
Hit  at  Metropolitan  Opera 

Deems  Taylor's  Work,  Published  by  J.  Fischer 
&  Bro.,  Enthusiastically  Hailed  Both  by  the 
Press  and  the  Public  at  Its  Premiere 


The  eagerly  awaited  Deems  Taylor  opera, 
"The  King's  Henchman,"  had  its  first  public 
performance  in  the  Metropolitan  Opera  House, 
New  York,  on  Thursday,  February  17.  The 
opera,  hailed  as  an  immediate  success  and  the 
best  of  American  productions,  was  played  to  a 
brilliant  audience  who  greeted  it  with  extraor- 
dinary enthusiasm. 

The  book  is  by  Edna  St.  Vincent  Millay,  the 
score  by  Mr.  Taylor  and  the  leading  parts  were 
played  by  Americans.  The  setting  is  Anglo- 
Saxon,  based  upon  history  and  legend  which 
tells  of  Eadger,  of  Wessex,  King  of  England,  in 
the  early  part  of  the  tenth  century,  thus  giving 
the  basis  for  the  proper  operatic  atmosphere 
and  the  use  of  historical  costumes. 

There  is  a  brief  and  brilliant  orchestral .  pre- 
lude which  announces  the  knightly  music  of  the 
King  before  the  curtain  rises  on  the  opening 
scene  of  Eadger's  court  at  Winchester. 
Throughout  the  whole  opera  Mr.  Taylor's  score 
shows  his  melodic  gifts  and  he  makes  much  of 
the  atmosphere  that  is  provided  in  the  libretto 
through  mystery  and  climaxes.  There  is  a  folk 
song  of  Cornwall  which  Mr.  Taylor  is  particu- 
larly qualified  to  utilize,  due  to  his  long  experi- 
ence in  choral  writing. 

Among  the  artists  who  took  leading  parts 
were  Lawrence  Tibbett,  Edward  Johnson, 
Florence  Easton,  Merle  Alcock,  George  Meader, 
William  Gustafson  and  Louis  d'Angelo.  The 
conductor  was  Tullio  Serafin  and  the  chorus 
master  was  Giulio  Setti. 

Deems  Taylor  and  Edna  St.  Vincent  Millay 
were  sought  out  at  the  close  of  each  act  and 
at  the  conclusion  of  the  performance  and  es- 
corted to  the  stage  to  take  curtain  calls.  They 
were  presented  with  two  huge  laurel  wreaths 
tied  with  red,  white  and  blue  ribbons  with  their 
opera's  name,  "The  King's  Henchman,"  and  its 
date,  February  17,  1927,  "with  the  compliments 
of  and  congratulations  of  the  Board  of  Direc- 
tors of  the  Metropolitan  Opera  Co."  To  Mr. 
Taylor  was  also  presented  a  large  cigarette  cab- 
inet from  thirty  American  singers  of  the  com- 
pany, half  of  whom  had  taken  part  in  the  eve- 
ning's performance.    The  performance,  accord- 


ing to  Mr.  Gatti,  was  for  the  first  time  in  the 
premiere  of  a  native  work  sold  out. 

J.  Fischer  &  Bro.,  119  West  Fortieth  street, 
New  York  City,  publish  the  score. 

Since  the  above  reception  of  Deems  Taylor's 
work  the  Metropolitan  Opera  Co.  has  arranged 
with  him  for  another  American  operatic  work 
to  be  finished  within  the  next  two  years  and  to 
be  used  at  the  opening  of  the  new  Metropolitan 
Opera  House  or  before,  if  completed. 

"Collette"  Scores  in 

Philadelphia  Premiere 

New  Musical  Comedy,  Due  in  New  York 
Shortly  After  March  1 — Score  Published  by 
Leo  Feist,  Inc.,  Contains  Several  Hits 


A  new  musical  comedy  called  "Collette"  re- 
cently opened  at  the  Forrest  Theatre,  Phila- 
delphia, Pa.  It  is  billed  to  have  its  New  York 
premiere  shortly  after  March  1.  "Collette"  is 
said  to  be  provided  with  some  of  the  best  music 
of  the  year  and  the  Philadelphia  papers  all  pre- 
dict its  popularity.  The  book,  lyrics  and  music 
are  by  Joseph  J.  Garren  and  among  the  stars 
in  the  cast  are  Allan  Prior  and  Desiree  Ellinger. 
Prior  will  be  remembered  for  his  unusual  suc- 
cess in  "The  Student  Prince."  The  comedy  is 
well  cared  for  in  the  hands  of  Solly  Ward  and 
Victor  Morley.  Others  in  the  cast  include  Mar- 
cella  Shields,  Gertrude  Vanderbilt  and  Adeline 
Bendon. 

In  a  musical  way  there  is  one  song  in  "Col- 
lette" which  will  take  its  place  among  the  sea- 
son's hits.  This  is  "There's  Just  One  'You.'  " 
Close  second  for  popular  runners  is  a  song 
called  "I  Want  You  For  My  Own"  and  the 
lighter  numbers  include  "I've  So  Many  Sweet- 
hearts," "Necking"  and  "Pick  Up  Your  Feet." 
Leo  Feist,  Inc.,  is  the  publisher  of  the  produc- 
tion's score. 

The  Forrest  Theatre  in  Philadelphia,  by  the 
way  an  old  landmark,  following  the  three 
weeks  appearance  of  "Collette"  will  be  torn 
down.  Its  last  musical  show  is  a  fitting  pro- 
duction to  mark  the  end  of  the  Forrest  history. 
It  fully  bears  up  the  theatre's  record  of  serv- 
ing thoroughly  enjoyable  shows. 

Sam  Fox  Go.  Opens  Drive 
on  Song  "Chinese  Moon" 

The  Sam  Fox  Publishing  Co.,  of  Cleveland, 
O.,  and  New  York,  has  just  opened  a  Spring- 
campaign  on  its  song,  "Chinese  Moon."  In  its 
plans  the  Fox  firm  proposes  to  use  every  chan- 
nel of  song  exploitation  in  advancing  the  inter- 
ests of  this  number.  Owing  to  the  quality  of 
this  musical  offering,  it  has  already  been 
found  a  good  piece  of  material  for  photoplay 
presentations.  The  first  of  these  was  given 
at  the  Allen  Theatre,  Cleveland,  O.,  and  ar- 
rangements for  presentations  in  many  other 
cities,  including  Detroit  and  Chicago,  have  al- 
ready been  made.  William  Robyn  was  "brought 
from  the  Capitol  Theatre,  New  York,  for  the 
Allen  Theatre,  Cleveland,  "Chinese  Moon" 
presentation. 

Although  "Chinese  Moon"  is  an  American 
publication  taken  over  by  the  Fox  organization 
some  months  back,  it  has  already  won  wide 
popularity  in  Europe.  It  is  considered  one  of 
the  biggest  successes  in  England  to-day  and 
it  is  a  feature  number  in  the  Folies  Bergere 
Show,  Paris.  The  Berlin  Co.  of  the  Fox  or- 
ganization has  issued  a  German  version  of 
"Chinese  Moon"  and  a  Scandinavian  edition  has 
also  appeared  through  the  Fox  sub-agency  there, 
Wilhelm  Hansen. 

"Chinese  Moon"  has  already  appeared  on 
some  of  the  leading  talking  machine  records 
and  doubtless  will  be  in  every  catalog  shortly. 


The  Natural  Voice  Talking  Machine  and 
Radio  Cabinet  Co:,  Oneida,  N.  Y.,  has  changed 
its  name  to  the  Oneida  Cabinet  Corp. 
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Victor  Talking  Machine  Go. 


S81-D  Muddy  Water  (A  Mississippi  Moan) 
with  Vocal  Cho 


-Fox-trot, 


LIST  FOR  MARCH  4 
20455  Blue  Skies— Fox-trot, 

George  Olsen  and  His  Music 
Where's  That  Rainbow? — Fox-trot, 

George  Olsen  and  His  Music 
20437  I  Know,  That  You  Know — Fox-trot. 

Nat  Shilkret  and  the  Victor  Orch. 
Like  He  Loves  Me — Fox-trot, 

Waring's  Pennsylvanians 

20457  In  a  Little  Spanish  Town  The  Revelers 

Blue  Skies   Johnny  Marvin-Ed  Smalle 

20452  Sam,  the  Old  Accordion  Man.  .Williams  Sisters 
Nothing  Else  Matters  Anymore, 

Williams  Sisters 
LIST  FOR  MARCH  11 

20465  Schultz  Is  Back  Again  Four  Aristocrats 

I  Gotta  Get  Myself  Somebody  to  Love, 

Four  Aristocrats 

20462  High,  High  High  Up  in  the  Hills. Frank  Crumit 
Crazy  Words.  Crazy  Tune  Frank  Crumit 

20458  In  a  Little  Spanish  Town   ('Twas  on  a  Night 

Like  This)   Jesse  Crawford 

Just  a  Bird's-eye  View  of  My   Old  Kentucky 

Home   Tesse  Crawford 

20467  Hello!   Swanee,  Hello!— Fox-trot, 

Waring's  Pennsylvanians 
Since  I  Found  You — Fox-trot, 

Waring's  Pennsylvanians 

20466  Yankee  Rose — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch. 
I'm  Looking  Over  a  Four-Leaf  Clover — Fox-trot, 
Jean  Goldkette  and  His  Orch. 
LIST  FOR  MARCH  18 

20471  What  Does  It  Matter? — Waltz, 

Nat  Shilkret  and  the  Victor  Orch. 
Hoosier  Sweetheart — Fox-trot, 

Jean  Goldkette  and  His  Orch. 

20472  Somebody  Else — Fox-trot, 

George  Olsen  and  His  Music 
Look  at  the  World  and  Smile — Fox-trot, 

Jean  Goldkette  and  His  Orch. 

20473  Crazy  Words,  Crazy  Tune — Fox-trot, 

Irving  Aaronson  and  His  Commanders 
I  Never  See  Maggie  Alone — Fox-trot, 

Irving  Aaronson  and  His  Commanders 

20463  It  All  Depends  on  You, 

Franklyn  Baur-Jesse  Crawford 
I'm  Looking  for  a  Girl  Named  Mary, 

Lewis  James-Jesse  Crawford 
LIST  FOR  MARCH  25 

20474  Rio  Rita— Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 
The  Kinkajou — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 

20476  At  Sundown  (When  Love  Is  Calling  Me  Home) 

— Fox-trot   George  Olsen  and  His  Music 

Here  or  There,   as  Long  as  I'm  With  You — 
Fox-trot   Waring's  Pennsylvanians 

20477  Ya  Gonna  Be  Home  To-night?  (Oh,  Yeh?  Then 

I'll  Be  Over)  ...  Smith  Brothers  (Trade-Mark) 
Hoosier  Sweetheart  (Say  Who), 

Smith  Brothers  (Trade-Mark) 

2U47S  Everything's  Made  for  Love  Gene  Austin 

Oh,  How  She  Could  Play  a  Ukulele, 

Johnny  Marvin 


10 

10 

10 

10 
10 
10 
10 

10 


10 

10 
10 
10 

10 

10 

10 

10 

10 

10 

10 
10 
10 
10 
10 
10 
10 
10 

10 

10 

10 

10 

10 

10 
10 

10 


Columbia  Phonograph  Go. 


CELEBRITY  SERIES 
506S-M  Prelude  in   C   Sharp   Minor  (Rachmaninoff), 

Op.  3,  No.  2— Piano  Solo... Ethel  Leginska  12 
Prelude  in  G  Minor  (Rachmaninoff),  Op.  23, 

No.  5 — Piano  Solo  Ethel  Leginska  12 

129-M  Home,  Sweet  Home   (Bishop) — Instrumental, 

Musical  Art  Quartet  10 
Old  Folks  at  Home  (Swanee  River)  (Foster) 

— Instrumental   Musical  Art  Quartet  10 

DANCE  MUSIC 
S87-D  What   Does    It    Matter?— Waltz,    with  Vocal 
Chorus  by  Gladys  Rice  and  Franklyn  Baur, 

Paul  Ash  and  His  Orch.  10 
You're  the  One  for  Me — Fox  trot,  with  Vocal 
Chorus  by  Gladys  Rice  and  Lewis  James, 

Paul  Ash  and  His  Orch.  10 
860-D  Blue  Skies— Fox-trot,  with  Vocal  Chorus  by 

Charles  Kaley   The  Knickerbockers  10 

To-night    You    Belong    to    Me — Waltz,  with 
Vocal  Chorus  by  Vincent  Van  Tuyl, 

The  Cavaliers  (Waltz  Artists)  10 
880-D  Yankee    Rose — Fox-trot,    with   Vocal  Chorus 

by  the  Orchestra. Paul  Specht  and  His  Orch.  10 
If  All  the  Stars  Were  Pretty  Babies — Fox-trot, 
with  Vocal  Chorus  by  Johnny  Morris, 

Paul  Specht  and  His  Orch.  10 
855-D  My  Little  Bunch  of  Happiness — Fox-trot,  with 
Vocal  Chorus  by  Charles  Kaley, 

Leo  Reisman  and  His  Orch.  10 
Angel  Eyes — Fox-trot,  with  Vocal  Chorus  by 
Charles  Kaley.. Leo  Reisman  and  His  Orch.  10 
867-D  Sam,  the  Old  Accordion  Man — Fox-trot,  with 
Vocal  Chorus  by  A!  Lentz, 

Al  Lentz  and  His  Orch.  10 
If  You  Can't  Tell  the  World   She's  a  Good 
Little  Girl  Just  Say  Nothing  at  All— Waltz, 
with  Vocal  Chorus  by  Al  Lentz, 

Al  Lentz  and  His  Orch.  10 


rus  by  Charles  Kaley, 
D.  Voorhees  and  His  Earl  Carroll's  Vanities 
Orch  10 
Who    Do    You    Love?    (From    "Earl  Carroll's 
Vanities") — Fox-trot,  with  Vocal  Chorus  by 
Charles  Kaley, 

D.  Voorhees  and  His  Earl  Carroll's  Vanities 
Orch.  10 
S82-D  Moonbeam!  Kiss  Her  For  Me — Fox  trot,  with 
Vocal  Chorus  by  Lewis  James  and  Elliott 

Shaw   Howard  Lanin  and  His  Orch.  10 

Forgive  Me — Fox-trot,  with  Vocal  Chorus  by 
Lewis    James. Howard  Lanin  and  His  Orch.  10 
885-D  'Deed  I  Do — Fox-trot,  with  Vocal  Chorus  by 

Johnny  Marvin   The  Radiolites  10 

Coronado  Nights — Fox-trot,  with  Vocal  Chorus 

by  Johnny  Marvin  The  Radiolites  10 

S74-D  Since    I    Found    You — Fox-trot,    with  Vocal 
Chorus  by  Charles  Kaley, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.)  10 
You   Know,   I  Know  Ev'rything's  Made  for 
Love — Fox-trot,     with     Vocal     Chorus  by 
Charles  Kaley, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.)  10 
87 1-D  Crazy    Words,    Crazy    Tune — Fox-trot,  with 
Vocal   Chorus  by  Johnny  Marvin, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
High.  High,  High  Up  in  the  Hills — Fox-trot, 
with  Vocal  Chorus  by  Johnny  Marvin, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
857-D  A  Tree  in  the  Park   (From  "Peggy-Ann") — 
Fox-trot,  with  Vocal  Chorus  by  Tom  Stacks, 

Harry  Reser's  Syncopators  10 
Where's  That  Rainbow?  (From  "Peggy- Ann") 

— Fox-trot   Harry  Reser's  Syncopators  10 

859-D  When    I    First    Met  Mary — Fox-trot,  with 
Vocal  Chorus  by  Milton  Watson, 

Paul  Ash  and  His  Orch.  10 
Honey  Do — Fox-trot. Paul  Ash  and  His  Orch.  10 
870-D  Delilah — Fox-trot,     with     Vocal     Chorus  by 

Lewis  James   The  Knickerbockers  10 

I   Found   a  Million-Dollar  Baby   (In   a  Five 
and  Ten   Cent   Store) — Fox-trot,  with  Vocal 
Chorus  by  Lewis  James. The  Knickerbockers  10 
S56-D  If  I   Didn't   Know   Your   Husband  and  You 
Didn't    Know     My     Wife — Fox-trot,  with 
Vocal    Chorus    by    Al    Lentz    and  Irving 

Loonan   Al  Lentz  and  His  Orch.  10 

I    Never   See   Maggie   Alone — Fox-trot,  with 

Vocal  Chorus   Al  Lentz  and  His  Orch.  10 

SS3-D  I    Love    the    College    Girls— Fox-trot,  with 

Vocal  Chorus   California  Ramblers  10 

Stockholm  Stomp — Fox-trot, 

California  Ramblers  10 

863-  D  Who'll    Be    the    One  ?— Fox-trot,    with  Vocal 

Chorus  by  Peabody  Trio... The  Seven  Aces  10 
Have   You   Forgotten? — Fox-trot,  with  Vocal 
Chorus  by  Peabody  Trio... The  Seven  Aces  10 
866-D  Oh,    How   She   Could   Play  a   Ukulele— Fox- 
trot, with  Vocal  Chorus  by  Rick  and  Snyder, 

Al  Handler's  Alamo  Cafe  Orch.  10 
Havin'    Lots    of    Fun — Fox-trot,    with  Vocal 
Chorus  by  Rick  and  Snyder, 

Al  Handler's  Alamo  Cafe  Orch.  10 
862-D  Sidewalk  Blues— Fox-trot, 

Cook  and  His  Dreamland  Orch.  10 
White  Ghost  Shivers — Fox-trot, 

New  Orleans  Owls  10 
861-D  Someday  Sweetheart — Fox-trot, 

The  Charleston  Chasers  10 
After  You've  Gone — Fox-trot, 

The  Charleston  Chasers  10 

VOCAL  RECORDS 
S69-D  When  I  First  Met  Mary — Vocal  Duet, 

Ford-Glenn  10 
There's    a   Little   White    House    (Where  the 
Red,  Red  Roses  Grow) — Vocal  Duet, 

Ford-Glenn  10 
8S6-D  Muddy  Water   (A  Mississippi  Moan) — Vocal, 

Charles  Kaley  10 
High,  High,  High  Up  in  the  Hills— Vocal, 

Charles  Kaley  10 

878-  D  Blue   Skies— Vocal   Trio  Giersdorf  Sisters  10 

In  a  Little  Spanish  Town — Vocal  Trio, 

Giersdorf  Sisters  10 

864-  DTell  Me  To-night— Vocal  Duat  Ford-Glenn  10 

Pal  of  My  Lonesome  Hours — Vocal  Duet, 

Ford-Glenn  10 

865-  D  There  Ain't  No  Maybe  in  My  Baby's  Eyes — 

Vocal   Ruth  Etting  10 

'Deed  I  Do— Vocal  Ruth  Etting  10 

879-  D  Rosie  O'Ryan — Tenor  Solo. ...  Franklyn  Baur  10 

I'm  Looking  for  a  Girl  Named  Mary — Tenor 
Solo   Lewis  James  10 

875-  D  Where  Do  You  Work-a,  John?— Vocal  Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys)  10 
Bridget    O'Flynn     (Where've    Ya    Been?) — 
Vocal  Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys)  10 
884-D  I've  Lost  All  My  Love  for  You — Vocal. 

Kenneth  Casey  10 
A  Lonesome  Boy's  Letter  Back  Home — Vocal, 

Kenneth  Casey  10 
INSTRUMENTAL  MUSIC 
858-D  In  a  Little  Spanish  Town — Organ  Solo  on  the 
Wurlitzer   Organ,   Tivoli   Theatre,  Newark, 

N.  J  Harold  L.  Rieder  10 

Mary    Lou — Organ    Solo    on    the  Wurlitzer 
Organ,  Tivoli  Theatre,  Newark,  N.  J., 

Harold  L.  Rieder  10 

868-D  Golden   Showers— Waltz. 

Ferera's  Hawaiian   Instrumental   Quintet  10 
Hawaiian  Sunset — Waltz, 

Ferera's  Hawaiian   Instrumental   Quintet  10 
877-D  Bisbee's  Waltz, 

Henry  Ford's  Old-Fashioned  Dance  Orch.  10 
Baxter's     March     and     Two     Step:  Intro. 
"Nancy  Lee," 
Henry  Ford's  Old-Fashioned  Dance  Orch.  10 

876-  D  A  Perfect  Day — Vibraphone  Solo, 

George  Hamilton  Green  10 
Whispering  Hope — Vibraphone  Solo, 

George  Hamilton  Green  10 
SACRED  MUSIC 
50035-D  Messiah:  And  the  Glory  of  the  Lord  (Handel) 
— Mixed  Chorus, 
Dr.    Henry   Coward   and   the   Sheffield   Choir  12 
Creation:  The  Heavens  Are  Telling  (Haydn) 

— Mixed  Chorus, 
Dr.    Henry   Coward   and   the   Sheffield   Choir  12 
50033  1)  Messiah:   Lift   Up   Your   Heads  (Handel)-- 
Mixed  Chorus, 
Dr.   Henry   Coward    and   the   Sheffield   Choir  12 


Messiah:    (a)    His   Yoke    Is    Easy    and  His 
Burden    Light;    (b)    Behold   the    Lamb  of 
God  (Handel) — Mixed  Chorus. 
Dr.   Henry  Coward   and   the   Sheffield   Choir  12 
50034-D  Messiah:   He   Was   Despised   (Handel)— Con- 
tralto  Solo   Carrie  Herwin  12 

Messiah:  O  Thou  That  Tellest  Good  Tidings 
Zion   (Handel) — Contralto  Solo. 

Carrie  Herwin  12 
50032-D  The  Palms   (Faure)— Tenor  Solo, 

Lewis  James  12 
Hosanna!     (Easter    Song)     (Granier) — Tenor 

Solo   Lewis  James  12 

872-D  The  Unclouded  Day— Vocal  Duet, 

Homer  A.  Rodeheaver-Doris  Doe  10 
Satisfied  There — Vocal  Duet, 

Homer  A.  Rodeheaver-Doris  Doe  10 
S73-D  Brighten  the  Corner  Where  You  Are — Vocal, 

Homer  A.  Rodeheaver  10 
If  Your  Heart  Keeps  Right — Vocal. 

Homer  A.  Rodeheaver  10 

FAMILIAR  TUNES— OLD  AND  NEW 

15123-  D  Shortening  Bread 

Gid    Tanner    and    His    Skillet-Lickers  with 

Riley  Puckett  10 

I  Don't  Love  Nobody, 

Gid   Tanner   and   His    Skillet-Lickers  with 

Riley  Puckett  10 

15121-  D  The  Wreck  of  the  Royal  Palm  Express — Vocal 

Al  Craver  10 
The  Wreck  of  Number  Nine — Vocal, 

Al  Craver  10 

15125-  DPut   Mv   Little   Shoes  Away— Vocal 

Riley  Puckett  10 
Take   Me   Back   to   My   Old   Carolina   Home — 

Vocal    Riley  Puckett  10 

15122-  D  I'll   Be   With   You   When   the   Roses  Bloom 

Again — Vocal  Duet. . Burnett  and  Rutherford  10 
Lost  Tohn — Vocal  Duet, 

Burnett  and  Rutherford  10 

15124-  DI  Don't  Reckon  That'll  Happen  Again, 

Fate  Norris  and  the  Tanner  Boys  10 
New-  Dixie. ..Fate  Norris  and  the  Tanner  Bovs  10 

15126-  D  Barbara  Allen— Vocal   ..Al  Craver  10 

The  Three  Drowned  Sisters — Vocal. Al  Craver  10 


Brunswick  Records 


3426  Blue  Skies  (Berlin) — Fox-trot,  for  Dancing; 
with  Vocal  Chorus 

Vincent  Lopez  and  His  Casa  Lopez  Orch. 
Since   I   Found   You    (Clare- Woods) — Fox-trot, 
for  Dancing;   with  Vocal  Chorus, 

Vincent  Lopez  and  His  Casa  Lopez  Orch. 

3433  In  a  Little  Spanish  Town  ('Twas  On  a  Night 
Like  This)  (Lewis- Young- Wayne) — Voice, 
with  Guitars  with  Nick  Lucas  Orch., 

"The  Crooning  Troubadour" 
Put  Your  Arms  Where  They  Belong  (For  They 
Belong     to     Me)      (David-Santly-Ackman) — 
Voice  and  Guitar,  Nick  Lucas, 

"The  Crooning  Troubadour" 
3411  "Je  T'  Aime"  Means  "I  Love  You"  (Gourand) 
— Fox-trot,  for  dancing;  with  Vocal  Chorus. 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
He's  The  Last  Word   (Kahn-Donaldson) — Fox- 
trot, for  Dancing;  with  Vocal  Chorus, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
3407  Washboard     Blues  (Carmichael-Callahan-Mills) 
— Fox-trot,  for  Dancing, 

Red  Nichols  and  His  Five  Pennies 
That's    No    Bargain    (Nichols) — Fox-trot,  for 

dancing  Red  Nichols  and  His  Five  Pennies 

3403  In  a  Little  Snanish  Town  ('Twas  On  a  Night 
Like  This)  (Lewis-Young- Wayne) — Waltz,  for 
Dancing;  with  Vocal  Trio. 

Castlewood   Marimba  Band 
Still     Waters     (Schafer-Wayne-Golden)— Waltz, 

for   Dancing  Castlewood   Marimba  Band 

3413  The  Little  White  House  (At  the  End  of  Honey- 
moon Lane)  from  "Honeymoon  Lane"  (Dow>- 

ing-Hanley) — Tenor,  with  Orch  Frank  Munn 

One    Alone — from    "The    Desert    Song"  (Har- 
bach  -  Hammerstein  -  Romberg)  —  Tenor,  with 

Orch   Frank  Munn 

3163  Alma  Mater  (Barnes) — Male  Voices:  Furman 
(S.  C.)  University  Glee  Club, 

J.   Oscar  Miller,  Director 
Lo,    How   a   Rose   E'er   Blooming  (Praetorius) 
(Arr.   by  A.   T.    D.) — Male   \  oices.  Furman 
(S.  C.)   University  Glee  Club, 

J.  Oscar  Miller.  Director 
3177  (a)  Alexander    (Brewer)   "(b)    Old    New  York 
University  (Ferns) — Male  Voices,  New  York 
University  Glee  Club, 

Alfred  M.   Greenfield,  Conductor 

The  Palisades 
Male  Voices, 

Alfred  M.  Greenfield.  Conductor 
3415  Ev'rything's   Made    for   Love  (Johnson-Tobias- 
Sherman) — Fox-trot,  for  Dancing;  with  Vocal 
Quartet. .  Vincent  Lopez  and  His  Casa  Lopez  Orch. 
Song  of  The   Wanderer   (Where   Shall   I  Go) 
(Moret) — Fox-trot,   for   Dancing;   with  Vocal 
Quartet.  .Vincent  Lopez  and  His  Casa  Lopez  Orch. 
33S3  One    Golden    Hour,    from    "The    Wild  Rose" 
(Harbach  -  Hammerstein  -  Friml)  —  Waltz,  for 

Dancing  Carl   Fenton's  Orch. 

Twilight,      from      "Earl      Carroll's  Vanities" 
(Henry-Hamilton) — Waltz,   for  Dancing, 

Carl  Fenton's  Orch. 
3435  Muddy  Water   (Trent-Dc  Rose-Richmau) — Com- 
edian, with  Orch   Harry  Richmau 

Ain't     She     Sweet     ( Yellen-Ager) — Comedian, 

with  Orch   Harry  Richman 

3260  Throw    Out    the    Lifeline    (Ufford)— Baritone, 

with   Orch   Homer  Rodeheaver 

Yield   Not   to   Temptation    (Palmer) — Baritone, 

with   Orch   Homer  Rodeheaver 

3231  Come    to    The    Fair    (Taylor-Martin) — Tenor, 

with  Orch   Allen  McQuhae 

Sound    of   the    Irish    Bells    (Brandon-Trent) — 

Tenor,  with  Orch   Allen  McQuhae 

30115  Last    Rose    of    Summer.    Intro.;    In  Flotow's 
"Martha"  (Moore) — Soprano,  with  Orch., 

Edith  Mason 
Good-Bye  (Melvillc-Tosti) — Soprano,  with  Orch. 

Edith  Masuu 

15121  Lohengrin — Prelude    to    Act    Hi     (Wagner) — 
Symphony  Orchestra,  C  leveland  Orchestra, 

Nikolai  Sokoloff.  Conductor 


(Genns)  (Arr.  by  Stoessel) — 
New  York  University  Glee  Club. 
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Lohengrin — Wedding  Music — Act  III — Scene  I 
(Wagner) — Symphony     Orchestra,  Cleveland 

Orchestra    Nikolai  Sokoloff,  Conductor 

3452  Yankee    Rose    (Holden-Frankl) — Fox-trot,  for 

Dancing  Harry  Archer  and  His  Orch. 

High-High-High  Up  in  The  Hills  (Watching 
The  Clouds  Roll  By)  (Lewis-Young- Abra- 
hams)— Fox-trot,  for  Dancing;  Vocal  Trio  by 
The  Bonnie  Laddies 

Harry  Archer  and  His  Orch. 

3428  Here  or  There  (As  Long  As  I'm  With  You) 
(Davis-Greer) — Vocal   Duet   with   Piano,  The 

Radio  Franks    White  and  Bessinger 

My  Little  Bunch  of  Happiness  (David-Akst)  — 
Vocal  Duet  with  Piano,  The  Radio  Franks, 

White  and  Bessinger 

3455  Ev'ry    Little    While    (Steel-Heagney)— Fox-trot, 
for  Dancing;  with  Vocal  Chorus, 

Ben  Selvin  and  His  Orch. 
Never    Without    You    (Davis-Burke) — Fox-trot, 
for  Dancing;  with  Vocal  Chorus, 

Ben  Selvin  and  His  Orch. 
3454  'Deed  I  Do  (Hirsch-Rose)  —  Fox-trot,  for  Danc- 
ing; with  Vocal  Trio  by  The  Bonnie  Laddies, 

Park  Lane  Orch. 
I   Love  You  But  I  Don't  Know  Why  (Malie- 
Capman) — Fox-trot,  for  Dancing;  Vocal  Trio 

by  The  Bonnie  Laddies  Park  Lane  Orch 

3434  I    Love   The   College   Girls    (Jaffe-Bonx)  —  Fox- 
trot, for  Dancing;  Vocal  Trio  by  The  Bonnie 

Laddies    Six  Jumping  Jacks 

Crazy  Words — Crazy  Tune  (Vo-do-de-O)  (Yel- 
len-Ager) — Fox-trot,  for  Dancing;  Vocal  Trio 

by  The  Bonnie  Laddies  Six  Jumping  Jacks 

3440  Pretty      Lips      (Donaldson-Straight) — Fox-trot, 

for  Dancing;  with  Vocal  Chorus.. .The  Clevelanders 
When  I  First  Met  Mary  (Little-Verges-Shay)  — 
Fox-trot,  for  Dancing;  with  Vocal  Chorus, 

The  Clevelanders 

10276  Falling    in    Love    With    You    (Davis-Meyer) — 

Baritone,  with  Orch  John  Charles  Thomas 

Calling  Me  Back  to  You  (Seaver) — Baritone, 
with  Orch   John  Charles  Thomas 

50062  Kreutzer    Sonata — Part    I    (Beethoven) — Violin 

and  Piano, 

Bronislaw  Huberman  and  Sigfried  Schultz 
Kreutzer   Sonata — Part  II    (Beethoven) — Violin 
and  Piano, 

Bronislaw    Huberman    and    Sigfried  Schultz 

50063  Kreutzer  Sonata — Part  III  (Beethoven) — Violin 

and  Piano, 

Bronislaw  Huberman  and  Sigfried  Schultz 
Kreutzer  Sonata — Part  IV  (Beethoven) — Violin 
and  Piano, 

Bronislaw  Huberman  and  Sigfried  Schultz 

50064  Kreutzer   Sonata — Part   V    (Beethoven) — Violin 

and  Piano, 

Bronislaw  Huberman  and  Sigfried  Schultz 
Kreutzer  Sonata — Part  VI  (Beethoven) — Violin 
and  Piano, 

Bronislaw  Huberman  and  Sigfried  Schultz 

3442  My  Little  Bunch  of  Happiness   (Davis-Akst) — 

Fox-trot,  for  Dancing;  with  Vocal  Duet, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
I  Can't  Believe  That  You're  in  Love  With  Me 
(Caskill-McHugh) — for    Dancing;   with  Vocal 
Duet...  Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
3425  Here  8'r  There  (As  Long  As  I'm  With  You)  — 
Fox-trot,    for   Dancing;    with    Vocal  Chorus, 

Ben   Selvin  and  His  Orch. 
Accordion    Man    (Donaldson)  — 
Dancing;    with    Vocal  Chorus, 

Ben  Selvin  and  His  Orch. 
Rainbow,    from    "Peggy  Ann" 
(Hart-Rodgers) — Fox-trot,   for  Dancing;  with 

Vocal  Chorus  Frank  Black  and  His  Orch. 

A  Tree  In  The  Park,  from  "Peggy  Ann"  (Hart- 
Rodgers) — Fox-trot,  for  Dancing;  with  Vocal 

Chorus  Frank  Black  and  His  Orch. 

3431  Sing,   from   "Betsy"    (Hart-Rodgers) — Fox-trot, 

for  Dancing;  with  Vocal  Chorus..  Park  Lane  Orch. 
Sweeter   Than   You,    from   "Twinkle  Twinkle" 
(Kalmar-Ruby) — Fox-trot,   for   Dancing;  with 

Vocal   Chorus.....  Park  Lane  Orch. 

3439  I'm  Looking  Over  a  Four-Leaf  Clover  (Dixon- 
Woods) — Voice,  with  two  Guitars, 

Nick  Lucas  "The  Crooning  Troubadour" 
High-High-High    Up    In    the    Hills  (Watching 
the    Clouds    Roll    By)     (Lewis- Young-Abra- 
hams)— Voice,  with  Guitar,   Nick  Lucas, 

"The  Crooning  Troubadour" 
3462  The  Little  White  House  (At  the  End  of  Honey- 
moon Lane)  from  "Honeymoon  Lane"  (Dnw- 

ling-Hanley) — Piano  solo  Lee  Sims 

It  Made  You  Happy  When  You  Made  Me  Cry 
(Donaldson) — Piano  solo  Lee  Sims 

3443  Crazy  Words— Crazy  Tune  (Vo-Do-De-O)  (Yel- 

len-Ager) — Comedienne,  with  Orch., 

Vaughn  De  Leath 
Since    I    Found    You     (Clare-Woods) — Come- 
dienne, with  Orch   Vaughn  de  Leath 

3438  The  Sphinx  (Just  Sits  and  Thinks  and  Thinks 
and  Thinks)   (King-Warren) — Fox-trot,  Anglo 

Persians   Under  direction  of  Louis  Katzman 

Delilah  (Memories  of  Dardanella)  (Rose- 
Fisher) — Fox-trot,  Anglo  Persians, 

Under   direction   of   Louis  Katzman 

3444  Im  Looking  Over  a  Four-Leaf  Clover  (Dixon- 

Woods) — Fox-trot,   for   Dancing;   with  Vocal 
Chorus. .Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Ain't    She   Sweet    (Yellen-Ager) — Fox-trot,  for 
Dancing;  with  Vocal  Duet, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
3410  I  Know  That  You  Know,  from  "Oh  Please" 
(Caldwell-Youmans) — Fox-trot,  for  Dancing; 
Piano  Duet  with  Orch;  with  Male  Quartet, 
Phil  Ohman  and  Victor  Arden  with  Their  Orcli. 
One  Alone,  from  "The  Desert  Song"  (Har- 
bach-Hammerstein-Romberg)  —  Fox-trot,  for 
Dancing;  Piano  Duet  with  Orch.,  and  Male 
Quartet, 

Phil  Ohman  and  Victor  Arden  with  Their  Orch. 
3381  Maybe,    from   "Oh   Kay"    (Gershwin) — Soprano 
and  Tenor,  with  two  Pianos;  Phil  Ohman  and 
Victor  Arden  at  the  Pianos, 

Virginia  Rea  and   Franklyn  Baur 
Someone  to  Watch  Over  Me,  from  "Oh  Kay" 
(Gershwin) — Soprano    and    Tenor,    with  two 
pianos;  Phil  Ohman  and  Victor  Arden  at  the 

Pianos   Virginia  Rea  and  Franklyn  Baur 

10267  Zigeunerweisen — Part  I  (Gypsy  Airs)   (Op.  20) 
(Sarasate) — Violin   Solo;    Piano   by  Maurice 

Nadelle    Mishel  Piastro 

Zigeunerweisen— Part  II  (Gypsy  Airs)  (Op.  20) 
(Sarasate) — Violin    solo;    piano    by  Maurice 

Nadelle   Mishel  Piastro 

15122  Marriage   of   Figaro    (Deh,   vieni,   non  tardar) 
(Mozart) — Soprano,  .  with   Orch.;    In  Ita'ian, 

Elisabeth  Rethberg 
Magic  Flute  (Pamina's  Air)  (Mozart) — Soprano 
.  _.  with  Orch.;  in  German   Elisabeth  Rethberg 
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SPECIALS 

51922  Sweet  Adeline  Your'e  the  Flower  of  My  Heart 

(Gerard-Armstrong)   ..Metropolitan  Mixed  Chorus 
Maggie     Murphy's     Home  (Harrigan-Braham) 

Metropolitan  Mixed  Chorus 
51924  The  Little  White  House  (At  the  End  of  Honey- 
moon    Lane)     (from     "Honeymoon  Lane") 
(Dowling-Hanley) 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
Roses    Remind    Me    of    You  (Davis-Sherman- 
Burke) 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
51928  Strumming  (The  Blues  Away)    (Sargeant  Mar- 
vin).. Johnny    Marvin   "The   Ukulele   Ace" — 

with  Clarinet  and  Guitar  by  Andy  Sannella 
'Deed  I  Do  (Hirsch-Rose) — 

Johnny  Marvin  "The  Ukulele  Act,"  with  Clar- 
inet and  Guitar  by  Andy  Sannella' 

51930  Bisbee  Medley— Waltz- 

Henry  Ford's  Old-Time  Dance  Orchestra 
I  Want  to  Go  Tomorrow, 

Henry  Ford's  Old-Time  Dance  Orchestra 

51931  The  Desert  Song — Selection  (A  Romantic  Oper- 

etta; Intro.:  "It,"  "The  Desert  Song,"  "One 
Alone,"  "Let's  Have  a  Love-Affair,"  "The 
Riff  Song"  (O.  Harbach-O.  Hammerstein,  2d- 

S.  Romberg)  Peerless  Concert  Orchestra 

My  Sweetheart  Waltz  (Pease-Veo-E.  G.  Nelson) 

Peerless  Concert  Orchestra 
80877  Captain  Mac!   (P.  J.  O'Rielly  and  Wilfrid  San- 
derson)  Arthur  Middleton 

Dear    Heart    Of    Mine  (Wendell-Woods-Hall) 

Arthur  Middleton 
51926  At  the  End  of  the  Way   (Rev.  W.  C.  Poole 
and  B.   D.  Ackley) 

Homer  Rodeheaver  and  Chorus 
So   Wonderful    (H.   H.  Whitney) 

Homer  Rodeheaver  and  Chorus 
51936  One    Alone    (from    "The    Desert    Song")  (0. 

Harbach-Oscar     Hammerstein,  2nd-Sigmund 
Romberg) 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
Mary    Lou     (Abe     Lyman-George  Waggner-J. 
Russel  Robinson), 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 

51938  Hand   Me   Down   My   Walking  Cane  (Singing, 

Fiddle,   Harmonica,   Banjo  and  Guitar)  — 
Ernest  V.  Stoneman  and  The  Dixie  Mountaineers 
Tell  Mother  I  Will  Meet  Her  (Singing,  Fiddle, 
Harmonica  and  Guitar), 

Ernest  V.  Stoneman  and  The  Dixie  Mountaineers 

51939  Nola  (Felix  Arndt) — Whistling  Solo  by  Carson 

Robison, 

(The  Kansas  Jay-Bird)   Playing  his  own  Ac- 
companiment 
Whistleitis —  (Carson  Robison), 

Whistling    Solo    by    Carson    Robison  (The 
Kansas  Jay-Bird)  Playing  his  own  Accompaniment 

51941  Yankee  Rose  (Sidney  Holden  and  Abe  Frankl), 

Piano  Solo  by  Duke  Yellman 
Since  I  Found  You   ''Sidney  Clare  and  Harry 
Woods)  Piano  Solo  by  Duke  Yellman 

51942  The  Birth  of  The  Shamrock  (Jamie  Kelly  and 

William  Cahill)  Charles  Harrison 

The    Harp    That    Once    Thro'    Tara's  Halls 

(Thomas  Moore)    Joseph  M.  White 

FLASHES 

51921  You  Went  Away  Too  Far  (And  Stayed  Away 
Too  Long) — Fox-trot,  (Alfred  Bryan  and  J. 
V.  Monaco)  Saxophone,  Accordion,  Banjo  and 

Piano   The  Florida  Four 

When  I  First  Met  Mary — Fox-trot,  (G.  A.  Lit- 
tle, J.  Verges  and  L.  Shay),  Saxophone,  Ac- 
cordion, Banjo  and  Piano  The  Florida  Four 

51923  Rhapsodie  Russe — Fox-trot  Overture  Featuring 
"Vo'ga  Boat  Song"  and  Tschaikowsky's  "1812" 
(J.  Nussbaum) 

Harold  Veo  and  His  Arrowhead  Inn  Orch. 
Pale  Moon   (And  Indian  Love  Song) — Fox-trot 
(Frederick  Knight  Logan), 

Harold  Veo  and  His  Arrowhead  Inn  Orch. 
51925  One  Alone— Fox-trot  (from  "The  Desert  Song") 
(Otto    Harbach-Oscar    Hammerstein    2d,  and 
S.  Romberg), 

B.  A.  Rolfe  and  His  Palais  D'or  Orch. 
"Je  T'Aime" — Means   "I   Love   You" — Fox-trot 
(from     "Gay     Paree")     (Powers  Gouraud) 

B.  A.  Rolfe  and  His  Palais  D'or  Orch. 
51920  Yankee  Rose — Fox-trot  (Sidney  Holden  and  Abe 
Frankl) 

Oreste   and   His   Queensland   Orchestra  with 

Vocal  Refrain 
Desert  Eyes — Fox-trot  (May  Singhi  Breen  and 
Peter  De  Rose) 

Oreste   and    His   Queensland   Orchestra  w:th 

Vocal  Refrain 
51919  Who    Do    You    Love? — Fox-trot    (Ray  Klages- 
Hugo  Frey-Fred  Rich), 

Don  Voorhees  and  His  Earl  Carroll's  "Van- 
ities" Orchestra — Singing     by      Harold  Yates 
Blue   Skies — Fox-trot    (Irving  Berlin) 

Don  Voorhees  and  His  Earl  Carroll's  "Van- 
ities"   Orchestra — Vocal    Refrain    by  Harold 

Yates  and  Cooper  Lawley 
51927  Muddy    Water     (A    Mississippi    Moan> — Slow 
Drag   (Jo'   Trent-Peter  De  Rose-Harry  Rich- 
man), 

Don  Voorhees  and  His  Earl  Carroll's  "Van- 
ities"     Orchestra — Singing     by      Harold  Yates 
Song  of  The  Wanderer — A  "Roving"  Fox-trot 
(Neil  Moret)..Duke  Yellman's  Parody  Club  Pals 
51929  Sam,  The  Old  Accordion  Man— Fox-trot  (Walter 
Donaldson) 

Earl  Oliver's  Jazz  Babies,  Singing  bv  Tom  Howard 
I  Love  The  College  Girls— Fox-trot  (Moe  Jaffe 
and  Nat  Bonx), 

Earl  Oliver's  Jazz  Babies,  Singing  with  Vocal 
Chorus 

51933  If  Tears   Could   Bring  You  Back  to   Me  (I'd 

Cry  My  Eyes  Out  For  You) — Fox-trot, 
(Howard  Johnson-Irving  Bibo-Phil  Moore) 
Ernie  Golden  and  His  Hotel  McAlpin  Or- 
chestra— Vocal   Refrain   by  "Cookie" 

(The  California   Sunshine  Girl) 
How'd  Ya  Like  To  Meet  Me  In  The  Moonlight? 
(Aw   Come   On   Let's   Do) — Fox-trot,  (Gene 
Austin-Sam  Coslow-Maceo  Pinkard) 
Harry    Pollack    and    His    Orchestra — Vocal 
Chorus  by  Jack  Davis 

51934  Forgive  Me — Fox-trot  (Jack  Yellen  and  Milton 

Ager) 

Ernie    Golden    and    His    Hotel    McAlpin  Or- 
chestra— Vocal  Refrain  by  "Cookie" 

(The  California  Sunshine  G  rl ) 
Where's      That      Rainbow? — Fox-trot  (from 
"Peggy    Ann")    (Lorenz    Hart    and  Richard 

Rodgers)  Harry   Pollock  and   His  Orchestra 

51940  That  Saxophone  Waltz  (Jules  Mingo  and 
Berry  J.  Sisk), 

{Continued  on  page  142) 
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Jack    Stillman's    Orchestra — with    Vocal  Refrain 
Love  Me  All   The  Time — Waltz   (Ann  Bennis- 
Ed.   Rose-Frank  Magine), 

Jack    Stillman's    Orchestra — with    Vocal  Refrain 
51944  Oriental  Moonlight — A  Fox-trot  Romance  (Mar- 
vin Smolev  and  Bernie  Seaman), 
Ernie  Golden  and  His  Hotel  McAlpin  Orchestra 
High-High-High    Up    In    The    Hills  (Watching 
The  Clouds  Roll  By)— Fox-trot, 
Ross  Gorman  and  His  Orchestra 

with  Vocal  Refrain 
GENERAL  GROUP 

73010  Di   Mey  playsant  willen  wi  planten  (Gezongen 

in    het    Nederlandsch)    Drie    Koningen  Lied 

(W.   Pyper)  A.  Noordewier-Reddingius 

Jesu,  Jesu  du  bist  mein  (J.  S.  Bach)  In 
German   A.  Noordewier-Reddingius 

73011  Noel  Bressan  (Old  French  Christmas  Song)  In 

French   A.  Noordewier-Reddingius 

Jesus'  Bloemhof  (W.  Pyper)  Gezongen  in  het 
Xederlandsch   n.  Noordewier-Reddingius 

73012  Engel,    ewig    licht    und    schon    (Angels,  ever 

bright     and     fair)     Thedora     (Handel),  in 

German   :*  A.  Noordewier-Reddingius 

Wollet,  Engel,  mich  behuten — Angels,  be  my 
Guardian — Sieg  der  Zeit  und  Wahrheit 
(Victory    of    Time    and    Truth)    in  German 

A.  Noordewier-Reddingius 

73013  Komm,    susser   Tod    (J.    S.    Bach)    in  German 

A.  Noordewier-Reddingius 
O  Heer,  die  daer  kom  nu  met  sang  (Gezongen 
in  het  Nederlandsch)  . .  .  A.  Noordewier:Reddingius 

60061  Al  Cabo  No  Puedes— Two-Step 

Gonzales'  Orchestra 
El   Relicardio-Bolero    (Oliveros  y  Castellvi-Jose 
Padilla)    Gonzales'  Orchestra 

60062  La  Hija  del  Carcelero— Fox-trot   (Delfin  Villan 

y  C,  Perez  Martinez)  Gonzales'  Orchestra 

La  Borrachita — Danza  Popular  (Ignacio  Fer- 
nandez Esperon)    (Tata  Nacho) 

Gonzales'  Orchestra 

57023  Volkslieder— Fox-trot 

"Stimmt  an   mit  hohen  Klang" 
"Guter  Mond  du  gehst  so  stille" 
"Nun  ade  du  mein  lieb  Heimatland" 
"Leise  zieht  durch  mein  Gemut" 
"Ein  Jager  aus  Kurpfalz" 
"Das  Wandern  ist  des  Mullers  Lust" 
"Steh    ich   in   finstrer  Mitternacht" 
"Ach   wie   ist's  moglich  dann" 
Manhattan  Quartet 
Studentenlieder — Fox-trot 
"Bier  her.  Bier  her" 
"Was  kommt  dort  von  der  Hoh" 
"Am  Brunnen  vor  dem  Tore" 
"Krambambuli" 
"Madel  ruck,  ruck,  ruck" 
"O  Alte  Burschenherrlichkeit" 
"Ein  freies  Leben  fuhren  wir" 
-    "Es  ist  ein  Wirtshaus  an  der  Lahn" 
"Ca,  ca  geschmauset" 


Edison  Blue  Amberol  Records 


5278 

5284 

5290 

5291 

5292 
5293 
5294 

5295 

5296 
5297 

5299 

5300 
5301 

5302 
5303 


I'm  the  Man  That  Rode  the  Mule  Around  the 
World — Singing,  Jews  Harp,  Harmonica,  Fid- 
dle and  Guitar   Vernon  Dalhart 

Home,  Sweet  Home — Medley  Waltz,  with  In- 
cidental Singing   Kaplan's  Melodists 

Sunday  (That  Day  When  I'm  With  You). 

National   Male  Quartet 

Old  Southern  Schottische, 

Henry  Ford's  Old-Time  Dance  Orch. 
Waters  of  the  Perkiomen .  .  .  Waikiki  Hawaiian  Orch. 
Mary   Lou — Fox-trot.  .  .Duke  Yellman  and  His  Orch. 
In  a  Little  Spanish   Town,   'Twas  on  a  Night 
Like  This, 

Hotel  Commodore  Dance  Orch.  (Dir.  B.  Levitow) 
High,   High,   High  Up  in  the  Hills  (Watching 
the  C'ouds  Roll  By), 

(Bessinger-White)  The  Radio  Franks 
Yankee  Rose — Fox-trot,  with  Vocal  Refrain, 

Oreste  and  His  Queensland  Orch. 
Hand    Me   Down    My   Walking   Cane — Singing, 
Fiddle.  Harmonica,  Banjo  and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 
Blue    Skies — Fox-trot,    with    Vocal    Refrain  by 
Harold  Yates  and  Cooper  Lawley, 
D.  Voorhees  and  His  Earl  Carroll's  "Vanities"  Orch. 

Sweet  Jasmine — Banjo  Solo   Oily  Oakley 

Washington     Post    and     High     School  Cadets 

Marches   Sousa's  Band 

Shout  all  Over  God's  Heaven  and  Little  David 
— Sacred  Song;  Negro  Spiritual, 

Fisk  University  Jubilee  Quartet 
The  Blarney  Stone   Harry  Lauder 


Okeh  Records 


FEBRUARY  25  RELEASE 

40754  Blue  Skies   (Berlin)— Fox-trot,  with  Vocal  Re- 

frain by  Vaughn  De  Leath, 

Sam  Lanin  and  His  Famous  Players 
Yankee    Rose    (Holden-Frankl) —  Fox-trot,  with 
Vocal  Refrain  by  Vaughn  De  Leath, 

Sam  Lanin  and  His  Famous  Players 

40755  New  St.   Louis  Blues   (Handy) — Clarinet,  with 

Piano;  Guitar  by  Ed.  Lang  Boyd  Senter 

Bad     Habits     (Senter-Stitzel) — Clarinet,  with 
Piano;  Guitar  by  Ed.  Lang  Boyd  Senter 

40756  I    Love   the   College   Girls    (Jaffe-Bonx)— Fox- 

trot, with  Vocal  Refrain, 

Tom  Stacks  and  His  Minute  Men 
Cock-a-Doodle,  I'm  Off  My  Noodle,  My  Baby's 
Back  (Johnson-Sherman-Tobias'>  —  Foxtrot, 
with  Vocal  Refrain, 

Tom  Stacks  and  His  Minute  Men 

40757  There    Ain't    No    Maybe    in    My    Babv's  Eyes 

(Kahn  Egan  Donaldson) — Fox-trot,  with  Vocal 

Refrain   The  New  York  Syncopators 

Crazy  Words,  Crazy  Tune  (Vo-dode-o)  (Yellen- 
Ager) — Fox-trot,  with  Vocal  Refrain, 

The  New  York  Syncopators 

40758  Alexander's    Ragtime    Band    (Berlin) — Fox-trot, 

Miff  Mole's  Mo'ers 
Some    Sweet    Day    (Rnse-Jackson-Olman) — Fox- 
trot  Miff  Mole's  Molcrs 

OI.DTIME  TUNES 

45082  The    Prisoner's   Dream   (Jenkins) — Singing  and 

Fiddle   "Gooby"  Jenkins 

The    Kennesaw    Mountain    Blues — Singing  and 
Fiddle   "Gooby*  Jenkins 

45083  Coney  Isle  (Hutchison) — Singing  and  Guitar, 

Ki.iiik   1 1  ulchisnn 

The   West   Virginia    Rag    (Hutchison)— Guitar 

Solo   Frank  Hutchison 

RACE  RECORDS 
8438  I'm    Glad     My    Lord    Saved    Me  (Dranes)— 
Spiritual,   with   Piano   Accomp. ;   Rev.   F.  W. 


10 


10 


10 


10 


10 


in 


10 
10 


10 
10 


McGee  and  Jubilee  Singers  Assisting, 

Arizona  Dranes  10 
Bye   and   Bye   We're   Going  to   See   the  King 
(Dranes) — Spiritual,     with     Piano  Accomp.; 
Rev,  F.  W.  McGee  and  Jubilee  Singers  Assist- 
ing  Arizona  Dranes  10 

8439  I'm  a   Mighty   Tight   Woman    (Wallace) — Con- 

tralto, with  Cornet  and  Piano  Accomp., 

Sippie  W  allace  10 
Bedroom    Blues     (Thomas-Bynum) —  Contralto, 
with  Cornet  and  Piano  Accomp., 

Sippie  Wallace  10 

8440  Nobody    But    My    Baby    Is    Getting    My  Love 

(Williams-Razof) — Foxtrot, 

Clarence  Williams'  Washboard  Four  10 
Candy  Lips  (I'm  Stuck  on  You)  (Lauria-JacK- 
son) — F  ox-trot, 

Clarence  Williams'  Washboard  Four  10 
MARCH  RELEASE— DANCE  RECORDS 

40759  What   Does  It   Matter?    (Berlin) — Waltz,  with 

Vocal  Refrain   ...Harry  Reser's  String  Orch.  10 
Just    Wond  ring    (Kahn) — Waltz,    with  Vocal 
Refrain   Harry  Reser's  String  Orch.  10 

40760  Ain't  She  Sweet?  (Yellen-Ager) — Fox-trot,  with 

Vocal  Refrain. ...  leu  Wallace  and  His  Orch.  10 
Wisttul   and   Blue    (ttting-Davidson) — Fox-trot, 
with  Vocal  Refrain  Mike  Markels'  Orch.  10 

40761  It  All  Depends  on   You  (DeSylva-Brown-Hen- 

derson) — Fox-trot,  witn  Vocal  Refrain, 

The  Okeh  Melodians  10 
Moonbeams!  Kiss  Her  for  Me  (Dixon- Woods) — 
Fox-trot,  with  Vocal  Kefrain, 

The  Okeh  Melodians  10 
INSTRUMENTAL  RECORDS 

40762  Wild  Cat   (Venuti-Lang)— Violin  and  Guitar, 

Joe  Venuti-Ed  Lang  10 
Sunshine  (Venuti-Lang) — Violin  and  Guitar, 

Joe  Venuti-Ed  Lang  10 

40763  In  a  Little  Spanish  Town   ('Twas  on  a  Night 

Like    This)    (Lewis-Young-  Wayne) — Hawaiian 

Guitar  Duet   Ferera-Paaluhi  10 

Hawaiian  Medley — Hawaiian  Guitar  Duet, 

Ferera-Paaluhi  10 

VOCAL  RECORDS 

40764  Crazy  Words,  Crazy  Tune  (Vo-do-de-o)  (Yellen- 

Ager) — Novelty  Duet, 

^ogeit-Mottu  (The  Human  Jazz  Band)  10 
Honey  Mine   (Cogert) — Novelty  Duet, 

Cogert-Motto  (T  he  Human  Jazz  Baud)  10 

40765  What   Does   It   Matter?    (Berlin) — Tenor,  with 

Justin  King  Trio   Noel  Taylor  10 

Swanee    River    Trail     (Jolson-Caesar) — Tenor, 

with  Justin   Ring  Trio  Noel  Taylor  10 

IK1SH  RECORD 
21034  The   Green   Groves  of   Erin — Irish   Reel,  with 

Violin  and  Piano   Charles  McDonough  10 

Liverpool  Hornpipe — Irish  Hornpipe,  with  Violin 

and   Piano   Charles  McDonough  10 

OLD-TIME  TUNE  RECORDS 

45084  The  Fatal  Wedding — Singing,  witn   F'lddle  and 

Guitar   Krnest  V.  Stoneman  10 

The  Fate  of  Talmadge  Osborne — Singing,  with 
Fiddle  and  Guitar  Ernest  V.  stoneman  10 

45085  My  Carolina  Home — Duet,  with  Guitar,  Fiddle 

and  Harmonica, 

Vernon    Dalhart-Carson   Robison  10 
The  Sad  Lover  (Camdon) — lenor,  with  Guitar, 

Violin  and  Harmonica   Vernon  Dalhart  10 

RACE  RECORDS 

8441  The  Great  Day  of  His  Wrath  (Rev.  J.  W.  Mc- 

Bride) — Spiritual;  Sermon,  with  Singing, 

Rev.  Sundown  Jesse  and  Congregation  10 
She  Touched  the  Hem  ot  His  Garment  (Rev.  J. 

W.  McBride) — 'Spiritual;  Sermon,  with  Singing, 

Rev.  Sundown  Jesse  and  Congregat.on  10 

8442  The    Prisoner's    Blues     (Williams) — Contralto, 

Accomp.  by  Clarence  Williams'  Blue  Five, 

Sara  Martin  10 
How    Could   I    Be    Blue    (Razaf-VVilson)— Con- 
tralto,  Accomp.    by   Clarence    Williams'  Blue 
F'ive   Sara  Martin  10 

8443  Would  Ja?  (Sherwin) — Fox-trot, 

Clarence  Williams'  Blue  Seven  10 
Senegalese  Stomp  (Todd) — Fox-trot, 

Clarence  Williams'  Blue  Seven  10 
MARCH  15  RELEASE— DANCE  RECORDS 

40766  I  m  Looking  Over  a  F'our-Leat  Clover  (Dixon- 

Woods) — Fox-trot,  with  Vocal  Refrain, 

Sam  Lanin  and  His  Famous  Players  10 
Oriental  Moonlight  (Seaman-Smolev) — Fox-trot, 
with  Vocal  Retrain    ....Mike  Markels'  Orch.  10 

40767  Farewell       Blues       (Schoebel-Mares-Rappolo) — 

F'ox-trot   The  Gootus  Five  10 

I  Wish  I  Could  Shimmy  Like  My  Sister  Kate 

(Piron) — Fox-trot   The  Goof  us  Five  10 

40771  I've  Never  Seen  a  Straight  Banana  (Waite) — 
Fox-trot,  with  Vocal  Refrain, 

Harry  Reser's  Jazz  Pilots  10 
I    Wonder    How    I    Look    When    1  m  Asleep 
(DeSylva-Brown-Henderson) — F'ox-trot,  with 
Vocal  Retrain .  Harry  Raderman  s  Dance  Orch.  10 
VOCAL  RECORDS 

40768  Muddy   Water    (A   Mississippi    Moan)  (Trent- 

DeRose-Richman) — Contralto,  with  Orch., 

Vaughn  De  Leath  10 
Some  of  These  Days  (Brooks) — Contralto,  with 
Orch  Vaughn  De  Leath  10 

40769  Ain't  She  Sweet?  (Yellen-Ager) — Singing,  with 

Ukulele  and  Clarinet   Johnny  Marvin  10 

Since  I  Found  You  (Clare-Woods) — Singing, 
with  Ukulele  and  Guitar  Johnny  Marvin  10 

40770  If    I    Didn't    Know    Your    Husband   and  You 

Didn't     Know    My     Wife     (Gilbert-Baer) — 
Tenor-Baritone  Duet,  with  Piano  Accomp., 

Okeh-Kut-Ups  10 
She  Said  and  I  Said  (Russell)— Tenor-Bantone 

Duet,  with  Piano  Accomp  Okeh-Kut-Ui<s  10 

OLD-TIME  TUNES 

45086  The  Wreck  of  the  Royal  Palm   (Rev.  A.  Jen 

kins) — Tenor,  with  Guitar,   Fiddle  and  Har- 
monica  Vernon  Dalhart  10 

The  Wreck  of  the  No.  9  (Robison) — Tenor,  with 
Guitar,   Fiddle  and  Harmonica.  Vernon  Dalhart  10 

45087  The    Promised    Land    (Stcnnctt)— Sacred,  with 

Organ  Accomp  Jenkins  Family  10 

Crossing    the     Tide     (Jenkins)— Sacred,  with 

Organ   Accomp  Jenkins  Family  HI 

RACE  RECORDS 

8444  If  1   Could  Be  With  You  (Creamer-Johnson)  — 

Contralto,  with  Accomp.  by  Clarence  Williams' 

Blue  Five  Eva  Taylor  10 

I  Wish  You  Would  (Love  Me  Like  I'm  Loving 
You)  (Chappellc-Stinnette) — Contralto,  with 
Accomp.  by  Clarence  Williams'  Blue  Five, 

Eva  Taylor  10 

8445  My    Man    Just    Won't — Don't  (Dickerson-Colc- 

man) — Contralto,  with  Piano  and  Trumpet, 

Laura  Smith  10 
Hateful      Blues      ( Bradford)  — Contralto,  with 

Piano  and  Trumpet  Laura  Smith  10 

«44ft  Just  Want  to  Be  There  in  Time  (McClurkins) 
Sacred,  with  Piano  Accomp., 


Second  Baptist  Church  Trio  10 
He'll    Fix    It   All    (McClurkins)— Sacred,  with 
Piano  Accomp. ..  .Second  Baptist  Church  Trio  10 


Vocalion  Records 


5044 


5022 


15511  Blue   Skies    (Berlin) — Comedian,   with  Orch., 

Harry  Richman 
Mine      (De      Sylva-Hanley) — Comedian,  with 

Orch   Harry  Richman 

I550S  Cock-A-Doodle,  Im  Off  My  Noodle,  My  Baby's 
Back — Fox-trot,    for    Dancing;    with  Vocal 

Chorus   Six  Hayseeds 

He's  the  Last  Word  (Kahn-Donaldson) — Fox- 
trot, for  Dancing,  with  Vocal  Duet 

Al   Goering's  Collegians 
15507  Song    of    Shanghai    (Egan-Rose-Whiting) — Fox- 
trot, for  Dancing   Frivolity  Club  Orch. 

Tell  Me  Tonight  (Connor-Little) — Fox-trot,  for 

Dancing,  with  Vocal  Chorus  Monarch  Orch. 

1064  East  St.  Louis  Toodle-O  (Ellington) — Fox-trot, 
for  Dancing, 

Duke  Ellington  and  His  Kentucky  Club  Orch. 
Birmingham    Breakdown    (Ellington) — Fox-trot, 
for  Dancing 

Duke  Ellington  and  His  Kentucky  Club  Orch. 
15496  In  a  Little  Spanish  Town   ('Twas  on  a  Night 
Like      This)       (Lewis-Young- Wayne) — Tenor 

with  two  violins  and  piano  Chick  Endor 

He's  the  Last  Word   (Kahn-Donaldson) — Tenor 

with  piano   Chick  Endor 

I'd  Like  to  Be  In  Texas  (When  They  Round 
Up  In  The  Spring)  (Williams-Copeland) — 
Tenor  with  violin,  harmonica  and  guitar, 

Vernon  Dalhart 
We  Sat  Beneath  the  Maple  on  The  Hill  (Davis) 
— Tenor    with    violin,    harmonica    and  guitar 

Vernon  Dalhart 
Ragged  Annie,   Ukulele  by  John   Hopkins — In- 
strumental  The  Hill  Billies 

Sourwood  Mountain,  Vocal  Refrain  by  Al  Hop- 
kins— Instrumental    The  Hill  Billies 

8073  Dicen  Que  Los  Que  Murren  (Beso  de  Muerte) 
(They  Say  That  Those  Who  Die  .  .  .  )  — 
(Bolero  Y'ucateco-Jose  Martinez  D.) — Bari- 
tone with  Orch.  In  Spanish. 

Juan  Pulido  with  the  Castilianj 
Negra   Mala    (Naughty  Negress) — Tango,  Bari- 
tone with  Orch.  In  Spanish 

Juan  Pulido  with  the  Castilians 
15517  Pretty      Lips      (Donaldson-Straight) — Fox-trot, 

for  Dancing,  with  Vocal  Chorus. ..  .Tuxedo  Orch. 
'Deed  I  Do  (Hirsch-Rose) — Fox-trot,  for  Danc- 
ing; with  Vocal  Trio   Tuxedo  Orch. 

15514  High   High  High  Up  In  The  Hills  (Watching 

The  Clouds  Roll  By)  (Lewis- Young- Abra- 
hams)— Fox-trot,    for    Dancing;    with  Vocal 

Trio    Vanderbilt  Orch. 

I   Love   The   College   Girls    (Jaffe-Bonx)— Fox- 
trot, for  Dancing,  with  Vocal  Trio..  Six  Hayseeds 
15521  I  Can't  Believe  That  You're  In  Love  With  Me 
(Gaskill-McHugh) — Male  Quartet,  with  Piano 

and  Lute    Blue  Ribbon  Quartet 

I'm  Looking  Over  a  Four-Leaf  Clover  (Dixon- 
Woods) — Male  Quartet,  with  Piano  and  Lute, 

Blue  Ribbon  Quartet 
5010  Ain't  It  a  Shame  to  Keep  Your  Honey  Out  in 

The  Rain — Voice  and  Banjo.  .  .Uncle  Dave  Macon 
Sh~o!    Fly,   Don't   You   Bother   Me — Voice  and 

Banjo    Uncle  Dave  Macon 

1082  Your  Enemy  Cannot  Harm  You  (But  Watch 
Your   Best   Friend) — Voice   and  Guitar. 

The   Guitar  Evangelist   (Edward  W.  Clayburn) 
The  Gospel  Train  is  Coming — Voice  and  Guitar, 

The   Guitar  Evangelist   (Edward  W.  Clayburn) 
13044  Weit  Fun  Der  Heim  (Far  Away  From  Home) 
(Gilrod-LebedefT) — Tenor  with  Orch.  In  Yid- 
dish   Aaron  Lebedeff 

Far  Dir.  Lube  Mein  (For  Yrou,  My  Love) 
(Gilrod-Lebedeff ) — Tenor  with  Orch.  In  Yid- 
dish   Aaron  Lebedeff 

8079  Reliquias  De  Amor  (Remembrances  of  Love) 
(Sugranes-Clara) — Fox-trot,    for  Dancing, 

The  Castilians 
La    Negra    Noche    (Dark    Night)    (Emilio  D. 
Uranga) — Danzon,  for  Dancing.  ..  .The  Castilians 
1071  Go  Thou  and  Preach  My  Gospel — Sermon  with 

Singing    Rev.  S.  J.  Worell 

Must    Jesus    Bear    the    Cross    Alone — Sermon 

with  Singing    Rev.  S.  J.  Worell 

8028  La  Huerfanita  (The  Little  Orphan  Girl)  (A. 
Esparza  Oteo) — Tango,  for  Dancing, 

The  Castilians 
Te  He  De  Querer  (I'll  Love  Thee)  (A.  Esparza 

Oteo) — Danzon,   for   Dancing  The  Castiliam 

15510  Blue   Skies    (Berlin) — Fox-trot,   for  Dancing, 

Al  Goering's  Collegians 
Here  or  There   (As  Long  As  I'm  With  You) 
(Davis-Greer) — Fox-trot,    for  Dancing, 

Kensington  Serenaders 

15515  Delilah  (Memories  of  Dardanella)  (Rose-Fisher) 

—  Fox-trot,  for  Dancing  The  Ambassadors 

Sam,   the   Old   Accordion   Man    (Donaldson) — 

Fox-trot,   for  Dancing  Kensington  Serenaders 

15509  Muddy  Water   (Trent-De   Rose-Richman) — Fox- 
trot, for  Dancing,  with  Vocal  Chorus, 

Al   Goering's  Collegiani 
I   Love   the   Moonlight    ( Davis- Akst-Richman) — 
Fox-trot,    for   Dancing,   with    Vocal  Chorus, 

Frivolity  Club  Orch. 
15505  'Deed   I   Do    (Hirsch-Rose)— Vocal   Duet,  with 

Piano  Hi  and  Si,  the  Village  Cut-L'pi 

Hello!     Swanee,    Hello!     (Coslow-Britt) — Vocal 
Duet  with  piano..  Hi  and  Si,  the  Village  Cut  Ups 
1065  Clarinet   Marmalade    (Shields-Ragas)  — One-Step, 

for  Dancing.  ..  Fletcher  Henderson  and  His  Orch. 
Hot  Mustard  (Henderson) — Fox-trot,  for  Danc- 
ing  Fletcher  Henderson  and  His  Orch. 

15492  Atlanta    Black    Bottom    (Dickerson-Robinson)  — 
Foxtrot,  for  Dancing, 

Fess  Williams'  Royal  Flush  Orch. 
High  Fever   (Sanders) — F'ox-trot,   for  Dancing. 

Fess  Williams'  Royal  Flush  Orch. 
5123  There's    No    Disappointment   in    Heaven — Vocal 
Duet,  with  Mandolin  and  Guitar, 

Lester  McFarland  and  Robert  A.  Gardner 
If    I    Could    Hear    Mv    Mother    Prav    Again — 
Vocal   Duet,  with   Mandolin  and  Guitar, 

Lester  McFarland  and  Robert  A.  Gardner 
15519  I'm  Looking  Over  a  Four-Leaf  Clover  (Dixon- 
Woods) — Fox-trot,    for   Dancing,   with  Vocal 

Chorus    Al  Goering's  Collegians 

"Je  T'  Ainu"  Means  "I  Love  You"  (Gouraud) 
— Fox  trot,   for  Dancing,  with  Vocal  Chorus, 

Al  Goering's  Collegians 

15516  I    Love   You  But   1   Don't  Know  Why  (Malie- 

Capnian) —  Fox-trot,   for   Dancing,  with  Vocal 
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Chorus    Fleetwood  Orch. 

When  I  First  Met  Mary  (Little- Verges-Shay) — 
Fox-trot,   for   Dancing,   with   Vocal  Chorus, 

Tuxedo  Orch. 
When  I  Was  Single — Vocal  Duet,  with  Mando- 
lin and  Guitar, 

Lester  McFarland  and  Robert  A.  Gardner 
Sarah   Jane — Vocal    Duet,    with    Mandolin  and 
Guitar  and  Harmonica, 

Lester  McFarland  and  Robert  A.  Gardner 
Going  Down  the  Road  Feeling  Bad — Vocal  Trio 
by  Hopkins   Brothers,  Instrumental, 

The  Hill  Billies 
Texas  Gals — Ukulele  by  John  Hopkins,  Instru- 
mental   The  Hill  Billies 

Baby  Won't  You  Please  Come  Home  (Warfield- 
Williams) — Fox-trot,  for  Dancing,  Vocal 
Chorus  by  Evelyn  Thompson, 

Fletcher  Henderson  and  His  Orch. 
Some   of   These    Days    (Brooks) — Fox-trot,  for 
Dancing,  Vocal  Chorus  by  Evelyn  Thompson, 

Fletcher  Henderson  and  His  Orch. 
El  Chilpayate   (Cancion  Mexicana)    (I.  Fernan- 
dez   Esperon) — Soprano    and    Baritone,  with 
Orch.   In  Spanish 

Margarita  Cueto  y  Juan  Pulido  con  The  Castilians 
Sonsa  (Del  Hoyo) — Tango,  Soprano,  with  Orch. 
In  Spanish. .  .Margarita  Cueto  con  The  Castilians 
15524  Moonbeam!  Kiss  Her  for  Me  (Dixon-Woods) — 

Fox-trot,   for  Dancing  The  Bostonians 

Yankee  Rose — Fox-trot,   for  Dancing, 

Vanderbilt  Orch. 
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5021 


1079 


8071 


15522 


5126 
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My  Little  Bunch  of  Happiness   (Davis-Akst)  — 
Fox-trot,   for  Dancing,   with  Vocal  Duet, 

Al  Goering's  Collegians 
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3124 
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7158 
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7160 
7161 
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7338 


LATEST  RECORD  BULLETINS— (Continued  from  page  142) 

trot   Harry  Pollock's  Blue  Diamonds 

6028  Carolina  Mine  (Your  Rolling  Stone  Is  Rolling 
Home) — Waltz   Mendoza's  Music  Masters 

Consolation — Waltz   Dreamland  Specialty  Orel). 

6029  It's    O.    K.    Katy    With     Me— Black  Bottom 
Rhythm;  Fox-trot, 

Felix  Ferdinando  and  His  Orch. 
Just  One  More  Kiss — Melody  Fox-trot, 

Harry  Pollock's  Blue  Diamonds 

6031  Still   Waters — Waltz   Mendoza's  Music  Masters 

Let's  Forgive  and  Forget — Waltz, 

George  Flores'  Clover  Gardens  Orch. 

6037  Blue  Skies— Fox-trot, 
Felix  Ferdinando  and  His  Orch. 

Forgive  Me — Fox-trot, 

Lou  Gold,  with  the  Melody  Men 

6038  The    Sphinx — Oriental    Fox-trot.  ..  .Arabian  Knights 
My  Little  Bunch  of  Happiness — Fox-trot, 

Arabian  Knights 

6039  Sunny   Hawaii — Fox-trot. ..Gowan's  Rhapsody  Makers 
I'm  Looking  Over  a  Four-Leaf  Clover — Fox-trot, 

Gowan's  Rhapsody  Makers 

6045  Make  Me  Know  It — Fox-trot, 
Jelly  James  and  His  Fewsicians 

Georgia  Bo-Bo — Fox-trot, 

Jelly  James  and  His  Fewsicians 
COMIC  VOCAL 

6046  The  Worst  Rose  of  Summer — Laughing  Record, 

Vaughn  De  Leath 

By  the  Side  of  the  Omelette  Sea. Vaughn  De  Leath 
POPULAR  VOCAL  RECORDS 

6030  The  Coat  and  Pants  Do  All  the  Work  (And  the 
Vest  Gets  All  the  Gravy) — Vocal, 

Jack  Kaufman-Belle  Brooks 
He  Knows  His  Groceries — Vocal, 

Jack  Kaufman-Belle  Broods 

6032  Perhaps  You'll  Think  of  Me— Vocal, 

Delores  Valescd 
Charmaine     (From     "What     Price    Glory?")  — 
Soprano   Delores  Valesco 

6033  What  Did   Romie-O-Juliet   (When   He  Climbed 
Her  Balcony) — Instrumental  Novelty, 

The  Five  Harmaniacs 
Brotherly  Love — Shimmy  One-step, 

Johnny  Clesi's  Areolians 
6035  When  I  First  Met  Mary — Quartet ..  Peerless  Quartet 
the  Old  Accordion   Man — Quartet, 

Peerless  Quartet 

RACE  RECORD 

6034  I   Know   I   Got   Religion — Negro   Sermon,  with 
Singing.  .. Rev.  J.  M.  Gates  and  His  Congregation 

I'm   Going   to   Heaven  if  It  Takes   My   Life — 
Negro  Sermon,  with  Singing, 

Rev.  J.  M.  Gates  and  His  Congregation 
FOREIGN— SPANISH 
S-6036  Los  Amancaes — Fox-trot;  Spanish  Dance, 

Orquesta  de  Los  Toreros  Musicos 
Los    Ninos    Terribles     Del     Pavilion — Shimmy 

Spanish  Dance. Orquesta  de  Los  Toreros  Musicos 
POPULAR  VOCAL 

6040  I  Don't  Want  to  Forget  Delores  Valesco 

I  Can't  Believe  That  You're  in  Love  With  Me 

— Vocal  Solo   Delores  Valesco 

6041  Hello,    Bluebird   Irving  Kaufman 

Lonely   Eyes   Irving  Kaufman 

6043  Blue  Skies   Walter  Woolf 

Play  Gypsies,  Dance  Gypsies  Walter  Woolf 

OLD  TIME  FIDDLIN'  AND  SINGIN' 

6044  The  Poor  Tramp  Has  to  Live  Ernest  Stoneman 

Kenney  Wagner's  Surrender   Ernest  Stoneman 

RACE  RECORD 

6042  Waiting  at  the  Beautiful  Gate — Negro  Sermon, 
Rev.  J.  M.  Gates  and  His  Congregation 

You  Belong  to  That  Funeral  Train — Negro  Ser- 
mon Rev.  J.  M.  Gates  and  His  Congregation 


J\l    uoermg  s  ^oiieg) 
Ev'ry  Little  While   (Steele-Heagney) — Fox-trot, 
for  Dancing,  with  Vocal  Chorus 

Kensington  Serenaders 
-Voice  and  Guitar 

Lester  McFarland 
-Voice   and  Guitar, 

Robert  A.  Gardner 
Rattle  Snake  Groan  (Miller) — Comedienne,  with 

Violin  and  Piano    Luella  Miller 

Dreaming  of  You  Blues  (Miller) — Comedienne, 

with  Guitar  and  Violin  Luella  Miller 

En  La  Chinampa  (At  the  ChinamDa)  (Tose  C. 
Cantu) — Tenor  and  Soprano  with  Orch.  In 
Spanish,    Acompanamiento    por    la  Orquesta 

Acosta   Dueto  Acosta  (Patino-Guzman) 

Corriendo  y  Volando  (Running  and  Flying) 
(Arr.  Ed.  Tavo)— Vocal  Trio,  with  Orch.;  In 
Spanish  Acompanamiento  por  la  Orquesta 
Acosta   Trio  National 

Emerson  Records 


Sam, 


DANCE  RECORDS 
Birth  of  the  Blues — Fox-trot,  with  Vocal  Chorus, 

Fred  Hall  and  His  Orch. 
Moonlight  on  the  Ganges — Fox-trot,  with  Vocal 

Chorus   Fred  Hall  and  His  Orch. 

Yankee   Rose — Fox-trot, 

Frank  Dailey  and  His  Orch. 
Somebody    Else    (From    "Yours    Truly") — Fox- 
trot, with  Vocal  Chorus. Marlborough  Dance  Orch. 
That's    My    Hap-Hap-Happiness — Fox-trot,  with 

Vocal  Chorus   Marlborough  Dance  Orch. 

There's  Everything  Nice  About  You — Fox-trot, 

with  Vocal  Chorus ...  Frank  Dailey  and  His  Orch. 
Half   Moon   (From   "Honeymoon   Lane") — Fox- 
trot, with  Vocal  Chorus.. Fred  Hall  and  His  Orch. 
Someone    to    Watch    Over    Me — Fox-trot,  with 

Vocal  Chorus   Bert  Kaplan  and  His  Orch. 

At  Sundown — Fox-trot,  with  Vocal  Chorus, 

Bert  Kaplan  and  His  Orch. 
I'm    Looking   Over   a   Four-Leaf   Clover — Fox- 
trot, with  Vocal  Chorus, 

Bert  Kaplan  and  His  Orch. 
Idolizing — Fox-trot,  with  Vocal  Chorus, 

Marlborough  Dance  Orch. 
Blue  Skies — Fox-trot,  with  Vocal  Chorus, 

Frank  Dailey  and  His  Orch. 
It  Won't  Be  Long  Before  She  Belongs  to  Me 
— Fox-trot,  with  Vocal  Chorus, 

Pennsylvania  Syncopators 
It's  This  One  To-day  and  That  One  To-morrow 
— Fox-trot,  with  Vocal  Chorus, 

Pennsylvania  Syncopators 

Thrown   Down   Blues  Original  Indiana  Five 

St.  Louis  Blues  Original  Indiana  Five 

VOCAL  RECORDS 
Ain't  She  Sweet? — Novelty  Solo, 

Honey  Duke  and  His  Uke 
Crazy  Words,  Crazy  Tune — Novelty  Solo, 

Honey  Duke  and  His  Uke 
Song  of  the  Wanderer — Tenor  Solo.. Arthur  Fields 

Swanee  River  Trail — Tenor  Solo  Arthur  Hall 

What  Does  It  Matter?— Tenor  Solo ...  Arthur  Fields 
I'm   Looking   for   a   Girl   Named   Mary — Tenor 

Solo   Charles  Hart 

Voom  Voom  (Moaden  on  the  Gayden) — Novelty 

Duet   The  Topnotchers 

I  Love  the  College  Girls — Novelty  Duet, 

The  Topnotchers 

Muddy   Water— Tenor    Solo  Arthur  Fields 

It  All  Depends  on  You — Tenor  Solo.. Arthur  Fields 

STANDARD  RECORDS 
Listen  to  the  Mocking  Bird — Whistling  Solo, 

Billy  Golden 
Carry    Me    Back    to    Old    Virginny — Contralto 

Solo   Nevada  Vanderveer 

American    Patrol — March.  ...  Emerson  Military  Band 

El  Capitan — March   Emerson  Military  Band 

Softly  and  Tenderly — Vocal  Duet .  .  .  Johnston-Durant 

Rock  of  Ages — Vocal  Duet  Johnston-Durant 

My  Wild  Irish  Rose— Tenor  Solo. .'.  Walter  Scanlan 

Mother  Machree — Tenor  Solo  Walter  Scanlan 

The  World  Is  Waiting  for  the  Sunrise — Tenor 

Solo   Frank  Taylor 

Marcheta — Tenor  Solo   Charles  Harrison 

Prisoner's   Song — Vocal    Solo  Vernon  Dalhart 

After  the  Ball  Is  Over — Vocal  Solo. Vernon  Dalhart 
Let  Me  Call  You  Sweetheart— Tenor  Solo, 

Arthur  Hall 
Meet  Me  To-night  in  Dreamland — Tenor  Solo, 

Franklyn  Baur 


Banner  Releases 


Gennett  Records 


(Electrobeam  Black  Label  Records) 
POPULAR   DANCE  RECORDS 

6026  There   Ain't   No   Mavbe  in   My   Baby's  Eyes — 

Blues  Fox-trot   ...Harry  Pollock's  Blue  Diamonds 
A  Blues  Serenade — Blues. 

Johnny  Silvester  and  His  Playmates 

6027  Song  of  the  Wanderer — Fox-trot, 

Johnny  Silvester  and  His  Playmates 
One  Alone   (From  "The  Desert   Song") — Fox- 


1922 

1923 
1924 

1925 

1926 
1927 

1928 

1929 

1930 

1931 
1932 

1933 

1934 

1935 

1936 

1937 


2142 
2143 


DANCE  RECORDS 
Crazy  Words,  Crazy  Tune — Fox-trot, 

Bill  Perry's  Entertainers 
Cock-a-Doodle,  I'm  Off  My  Noodle — Fox-trot, 

Bill  Perry's  Entertainers 
Coronado  Nights — Fox-trot.  ...  Imperial  Dance  Orch. 
Oriental  Moonlight — Fox-trot.  .Imperial  Dance  Orch. 
I'm  Looking  Over  a  Four-Leaf  Clover — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Take  Your  Finger  Out  of  Your  Mouth — Fox-trot, 

Fred  Rich's  Dance  Orch. 
High,  High,  High  Up  in  the  Hills — Fox-trot, 

Bill  Perry's  Entertainers 
You  and  Me  and  You — Fox-trot, 

Imperial  Dance  Orch. 

Honolulu  Moon — Waltz   The  Four  Hawaiians 

Rio  Nights  in  Hawaii — Waltz.. The  Four  Hawaiians 
It  All  Depends  on  You — Fox-trot, 

Jack  Pettis  and  His  Band 
Muddy  Water — Fox-trot. .  .Jack  Pettis  and  His  Band 
Nesting  Time — Fox-trot.  ..  Sam  Lanin's  Dance  Qrch. 
You  Made  My  Dreams  Come  True — Fox-trot, 

Hollywood  Dance  Orch. 
I  Gotta  Get  Myself  Somebody  to  Love — Fox-trot, 

Jack  Pettis  and  His  Band 
Moonbeam!  Kiss  Her  for  Me — Fox-trot, 

Willie  Creager's  Dance  Orch. 
I  Wonder  How  I  Look  When  I'm  Asleep — Fox- 
trot  Fred  Rich's  Dance  Orch. 

A  Tree  in  the  Park  (From  "Peggy  Ann") — Fox- 
trot  Fred  Rich's  Dance  Orch. 

Indiana  Shuffle — Fox-trot   The  Indiana  Five 

Coffee  Pot  Blues — Fox-trot   The  Indiana  Five 

VOCAL  RECORDS 
Blue    Skies — Tenor   Solo,   with   Orch.  Accomp., 

Irving  Kaufman 
Pal    of    My    Heart — Tenor    Solo,    with  Orch. 

Accomp  Charles  Harrison 

When    I    First    Met    Mary — Male    Duet,  with 

Piano  Accomp  Hare-Jones 

I  May  Learn  to  Forget  Some  Day — Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

What  Does  It  Matter? — Tenor  Solo,  with  Orch. 

Accomp  Irving  Kaufman 

Forgive  Me — Baritone  Solo,  with  Orch.  Accomp., 

Arthur  Fields 
I  Never   See   Maggie   Alone — Male  Duet,  with 

Piano  Accomp  Hare-Jones 

Bridget     O'Flynn — Male      Duet,     with  Piano 

Accomp  Hare-Jones 

Sam,  the  Old  Accordion  Man — Male  Duet,  with 

Piano  Accomp  The  Radio  Imps 

If  I  Didn't  Know  Your  Husband — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

The    Prisoner's    Sweetheart — Tenor    Solo,  with 

Orch.  Accomp  Irving  Kaufman 

Just  a  Dream  of  You  Dear — Tenor  Solo,  with 

Orch.   Accomp  Charles  Harrison 

PIPE  ORGAN"  RECORDS 

The  Palms — Pipe  Organ  Edmund  Cromwell 

Holy    City — Pipe    Organ  Edmund  Cromwell 

Hosanna — Pipe  Organ   Edmund  Cromwell 

(Continued  on  page  144) 
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Christ  the  Lord  Has  Risen — Pipe  Organ, 

Edmund  Cromwell 
HAWAIIAN  RECORD 

2144  In    a    Little    Spanish    Town — Hawaiian  Guitar 

Duet   Ferera-Paaluhi 

Hawaiian  Twilight — Hawaiian  .Guitar  Duet, 

Ferera-Paaluhi 

RACE  RECORDS 

2145  I'm  Going  to  Shout  All  Over  God's  Heaven — 

Spiritual   The  Commonwealth  Quartet 

Little  David  Play  on  Your  Harp — Spiritual, 

The  Commonwealth  Quartet 
1938  Tell    Me    How    Did    You    Feel— Sermon,  with 

Choir   Rev.  J.  M.  Gates 

Dying   Mother   and    Her    Child — Sermon,  with 
Choir   Rev.  J.  M.  Gates 


Harmony  Records 


DANCE  SELECTIONS 

352-  H  What    Does   It   Matter? — Waltz,   with  Vocal 

Chorus  by  Tom  and  Jerry, 

WMCA  Broadcasters 
Put  Your  Arms  Where  They  Belong — Waltz, 
with  Vocal  Chorus  by  Jimmy  Flynn, 

The  Harmonians 

350-  H  You're  the  One  for  Me — Fox-trot,  with  Vocal 

Chorus  by  Irving  Kaufman, 

Ross  Gorman  and  His  Virginians 
I'm  Looking  Over  a  Four-Leaf  Clover — Fox- 
trot,  with   Vocal   Chorus  by   Irving  Kauf- 
man  The  Harmonians 

348-  H  Song  of  the  Wanderer  (Where  Shall  I  Go?) 

Fox-trot   ...Tommy  Christian  and  His  Orch. 
'Deed  I  Do — Fox-trot, 

Tommy  Christian  and  His  Orch. 

346-  H  Muddy    Water    (A    Mississippi    Moan) — Fox- 

trot  Royal  Troubadours 

Oriental  .Moon.ight — Fox-trot, 

Roval  Troubadours 

354-  H  At    Sundown    (When    Love    Is    Calling  Me 

Home) — Fox-trot,    with    Vocal    Chorus  by 

Tom  and  Jerry  WMCA  Broadcasters 

Swanee    River  Trail — Fox-trot,    with  Vocal 
Chorus  by  Frank  Bessinger, 

WMCA  Broadcasters 

363-  H  Hello,  Cutie — Fox-trot,  with  Vocal  Chorus  by 

Jack  Wilson   Lou  Gold  and  His  Orch. 

You  Know,  I  Know,  Ev'rything's  Made  for 
Love — Fox-trot   .  .  .Lou  Gold  and  His  Orch. 

355-  H  It  All  Depends  on  You- — Fox-trot,  with  Vocal 

Chorus  by  Irving  Kaufman, 

Broadway  Bell  Hops 
I  Wonder  How  I  Look  Wnen  I'm  Asleep — 
Fox-trot,  with  Vocal  Chorus  by  Irving  Kauf- 
man Broadway  Bell  Hops 

364-  H  I've  Never  Seen  a  Straight  Banana — Fox-trot, 

with  Vocal  Chorus  by  Irving  Kaufman, 

The  Harmonians 
Lily — Fox-trot,  with  Vocal  Chorus  by  Irving 
Kaufman   The  Harmonians 

361-  H  Yes,  Flo!   (The  Gal  Who  Never  Says  "No") 

— Fox-trot,  with  Vocal  Chorus  by  Joe  Can- 
dullo, 

Joe  Candullo  and  His  Everglades  Orch. 
My  Sunday  Girl — Fox-trot,  with  Vocal  Chorus 
by  Joe  Candullo, 

Joe  Candullo  and  His  Everglades  Orch. 

349-  H  Forgive  Me — Fox-trot,  with  Vocal  Chorus  by 

Murray  Amster. . .  .Lou  Gold  and  His  Orch. 
Pretty  Lips — Fox-trot,  with  Vocal  Chorus  by 

Tom   Stacks  The  Night  Club  Orch. 

345-H  Cock-a-Doodle,  I'm  Off  My  Noodle,  My  Baby's 
Back — Fox-trot,  with  Vocal  Chorus  by  Tom 

Stacks   ..The  Night  Club  Orch. 

Oh,  How  She  Could  Play  a  Ukulele — Fox-trot, 
with  Vocal  Chorus  by  Tom  Stacks, 

The  Night  Club  Orch. 

358-  H  There's    Everything  -  Nice    About    You — Fox- 

trot, with  Vocal  Chorus  by  Jack  Wilson, 

The  Westerners 

Proud — Fox-trot, 

Tommy  Christian  and  His  Orch. 

353-  H  Snag  It — Fox-trot   The  Dixie  Stompers 

Ain't  She  Sweet? — Fox-trot, 

The  Dixie  Stompers 

362-  H  Clarinet  Marmalade — Fox-trot.  .The  Emperors 

A  Blue's  Serenade — Fox-trot. ...  The  Emperors 
VOCAL  SELECTIONS 

356-  H  What  Does  It  Matter? — Vocal. Irving  Kaufman 

It  All  Depends  on  You — Vocal, 

Irving  Kaufman 

360-H  Hoosier   Sweetheart — Vocal   Jane  Gray 

'Deed  I  Do — Vocal   Jane  Gray 

359-  HI'm  Looking  Over  a  Four-Leaf  Clover — Nov- 

elty Singing  Quartet  The  Harmonizers 

My  Connecticut  Gal — Novelty  Singing  Quartet, 
The  Harmonizers 

347-  H  Rosie  O'Ryan  (Sure,  I  Love  You) — Vocal, 

Jimmy  Flynn 

Bridget    O'Flynn    (Where've    Ya  Been?)— 
Vocal  Duet   Harmony  Brothers 

351-  H  Muddy  Water  (A  Mississippi  Moan) — Vocal, 

Mack  Allen 

Song  of  the  Wanderer  (Where  Shall  I  Go?) 
— Vocal   Mack  Allen 

357-  H  I've   Never   Seen   a   Straight  Banana — Vocal, 

Jane  Gray 

Hello,    Cutie — Vocal  Jane  Gray 
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Regal  Releases 


DANCE  RECORDS 
M24H  It  All  Depends  on  You — Fox-trot, 

Tack  Pettis  and  His  Band 
1  Wonder  How  I  Look  When  I'm  Asleep — Fox- 
trot  Fred  Rich's  Dance  Orch. 

X241  I'm    Looking   Over   a   Four-Leaf  Clover — Fox- 
trot  Sam  Lanin's  Dance  Orch. 

Cock-a-Doodle,  I'm  Off  My  Noodle — Fox-trot, 

Bill  Perry's  Entertainers 

8242  Nesting  Time — Fox  trot.  .. Sam  Lanin's  Dance  Orch. 
You  and  Me  and  You — Fox-trot. 

Hollywood  Dance  Orch. 

8243  Crazy  Words,  Crazy  Tune — Fox-trot, 

Bill  Perry's  Entertainers 
Muddy  Water — Fox  trot. .  .Jack  Pettis  and  His  Band 


COTTON  FLOCKS 

Air  floated,  til  Injurious  foreign  matter  •limlnatad 


for 


Record  and  Radio  Manafactaring 
THE  PECKHAM  MFG.  CO. 


238  South  StrMt 
Newark,  N.  J. 


8244 

8245 
8246 

8247 

8248 
8249 

8250 
8251 
8252 
8253 
8254 
8255 

8256 
8257 
8258 

8259 
8260 


I  Gotta  Get  Myself  Somebody  to  Love — Fox-trot, 

Jack  Pettis  and  His  Band 
Take  Your  Finger  Out  of  Your  Mouth — Fox- 
trot Fred  Rich's  Dance  Orch. 

Coronado  Nights — Fox-trot  ..Hollywood  Dance  Orch. 
Oriental  Moonlight — Fox-trot, 

Hollywood  Dance  Orch. 
Moonbeam!   Kiss  Her  for  Me — Fox-trot, 

Willie  Creager's  Dance  Orch. 
A  Tree  in  the  Park  (From  "Peggy-Ann") — Fox- 
trot  Fred  Rich's  Dance  Orch. 

High,  High,  High  Up  in  the  Hills — Fox-trot, 

Bill  Perry's  .Entertainers 
You  Made  My  Dreams  Come  True — Fox-trot, 

Imperial  Dance  Orch. 

Coffee   Pot   Blues — Fox-trot  The  Indiana  Five 

Indiana  Shuffle — Fox-trot   The  Indiana  Five 

Honolulu   Moon — Waltz   The  Four  Hawaiians 

Rio  Nights  in  Hawaii — Waltz.. The  Four  Hawaiians 

VOCAL  RECORDS 
Bridget     O'Flynn — Male     Duet,     with  Piano 

Accomp  Hare-Jones 

I   Never  See   Maggie  Alone — Male  Duet,  with 

Piano  Accomp  Hare-Jones 

What  Does  It  Matter? — Tenor  Solo,  with  Orch. 

Accomp  Irving  Kaufman 

I  May  Learn  to  Forget  Some  Day — Tenor  Solo, 

with  Orch.   Accomp  Charles  Harrison 

Sam,  the  Old  Accordion  Man — Male  Duet,  with 

Piano    Accomp  The  Radio  Imps 

If  I  Didn't  Know  Your  Husband — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

Blue  Skies — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
Just  a  Dream  of  You  Dear — Tenor  Solo,  with 

Orch.  Accomp  Charles  Harrison 

When    I    First    Met    Mary — Male    Duet,  with 

Piano  Accomp  Hare-Jones 

Forgive  Me — Baritone  Solo,  with  Orch.  Accomp., 

Arthur  Fields 
The    Prisoner's  Sweetheart — Tenor    Solo,  with 

Orch.  Accomp  Irving  Kaufman 

Pal    of    My  Heart — Tenor    Solo,    with  Orch. 

Accomp  Charles  Harrison 

PIPE  ORGAN  RECORDS 
Christ  the  Lord  Has  Risen — Pipe  Organ, 

Edmund  Cromwell 

Hosanna — Pipe   Organ   Edmund  Cromwell 

Holy  City — Pipe  Organ   Edmund  Cromwell 

The  Palms — Pipe  Organ  Edmund  Cromwell 

HAWAIIAN  RECORD 
In    a    Little    Spanish    Town — Hawaiian  Guitar 

Duet   Ferera-Paaluhi 

Hawaiian  Twilight — Hawaiian  Guitar  Duet, 

Ferera-Paaluhi 

RACE  RECORDS 
Dying   Mother   and    Her    Child — Sermon, 

Choir   Rev.  J. 

Tell    Me    How    Did    You   Feel — Sermon, 

Choir   Rev.  J. 

Little  David  Play  on  Your  Harp — Spiritual, 

The  Commonwealth  Quartet 
I'm  Going  to  Shout  All  Over  God's  Heaven — 
Spiritual   The  Commonwealth  Quartet 


The  Commonwealth  Quartet 
3909  Tell    Me    How    Did    You    Feel— Sermon,  with 

Choir    Rev.  J.  M.  Gates 

Dying   Mother   and    Her    Child — Sermon,  with 
Choir   Rev.  J.  M.  Gates 


with 

M.  Gates 
with 

M.  Gates 


Domino  Releases 


3894 

3896 
3893 

3898 

3902 
3897 

3899 

3895 

3900 

3901 
3905 

3908 

3903 

3906 

3904 

3907 


0172 
0171 


0170 


0173 


DANCE  RECORDS 
Crazy  Words,  Crazy  Tune — Fox-trot, 

Bill  Perry's  Entertainers 
Cock-a-Doodle,  I'm  Off  My  Noodle — Fox-trot, 

Bill  Perry's  Entertainers 
Coronado  Night — Fox-trot. ...  Imperial  Dance  Orch. 
Oriental  Moonlight — Fox-trot.  .Imperial  Dance  Orch. 
I'm  Looking  Over  a  Four-Leaf  Clover — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Take  Your  Finger  Out  of  Your  Mouth — Fox-trot, 

Fred  Rich's  Dance  Orch. 
High,  High,  High  Up  in  the  Hills — Fox-trot, 

Bill  Perry's  Entertainers 
You  and  Me  and  You — Fox-trot, 

Imperial  Dance  Orch. 

Honolulu  Moon — Waltz   The  Four  Hawaiians 

Rio  Nights  in  Hawaii — Waltz.. The  Four  Hawaiians 
It  All  Depends  on  You — Fox-trot, 

Jack  Pettis  and  His  Band 
Muddy  Water — Fox-trot. .  .Jack  Pettis  and  His  Band 
Nesting  Time — Fox-trot  ..Sam  Lanin's  Dance  Orch. 
You  Made  My  Dreams  Come  True — Fox-trot, 

Hollywood  Dance  Orch. 
I  Gotta  Get  Myself  Somebody  to  Love — Fox-trot, 

Jack-  Pettis  and  His  Band 
Moonbeam!  Kiss  Her  for  Me — Fox-trot, 

Willie  Creager's  Dance  Orch. 
I  Wonder  How  I  Look  When  I'm  Asleep — Fox- 
trot  Fred  Rich's  Dance  Orch. 

A  Tree  in  the  Park  (From  "Peggy  Ann") — Fox- 
trot  Fred  Rich's  Dance  Orch. 

Indiana  Shuffle — Fox-trot   The  Indiana  Five 

Coffee  Pot  Blues — Fox-trot   The  Indiana  Five 

VOCAL  RECORDS 
Blue  Skies — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
Pal    of    My    Heart — Tenor    Solo,    with  Orch. 

Accomp  Charles  Harrison 

When    I    First    Met    Mary — Male    Duet,  with 

Piano  Accomp  Hare-Jones 

I  May  Learn  to  Forget  Some  Day — Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

What  Does  It  Matter? — Tenor  Solo,  with  Orch. 

Accomp  Irving  Kaufman 

Forgive  Me — Baritone  Solo,  with  Orch.  Accomp., 

Arthur  Fields 
I   Never  See  Maggie  Alone — Male   Duet,  with 

Piano  Accomp  Hare-Jones 

Bridget     O'Flynn — Male     Duet,     with  Piano 

Accomp  Hare- Jones 

Sam,  the  Old  Accordion  Man — Male  Duet,  with 

Piano  Accomp  The  Radio  Imps 

If  I  Didn't  Know  Your  Husband — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

The    Prisoner's    Sweetheart — Tenor    Solo,  with 

Orch.  Accomp  Irving  Kaufman 

Just  a  Dream  of  You  Dear — Tenor  Solo,  with 
Orch.   Accomp  Charles  Harrison 

PIPE   ORGAN  RECORDS 

The  Palms — Pipe  Organ   Edmund  Cromwell 

Holy    City — Pipe    Organ  Edmund  Cromwell 

Hosanna — Pipe  Organ   Edmund  Cromwell 

Christ  the  Lord  Has  Risen — Pipe  Organ, 

Edmund  Cromwell 

HAWAIIAN  RECORD 
In    a    Little    Spanish    Town — Hawaiian  Guitar 

Duet   Ferera-Paaluhi 

Hawaiian  Twilight — Hawaiian  Guitar  Duet, 

Ferera-Paaluhi 

RACE  RECORDS 
I'm  Going  to  Shout  All  Over  God's  Heaven — ■ 

Spiritual   The  Commonwealth  Quartet 

Little    David    Play    on    Your  Harp — Spiritual, 


Wilkes-Barre  Victor  Trade 
Hears  Automatic  Instrument 


Wilkes-Barre,  Pa.,  March  4. — Victor  talking 
machine  dealers  of  this  city  and  vicinity  were 
given  a  demonstration  of  the  new  Automatic 
Orthophonic  Victrola  recently  and  expressed 
great  enthusiasm  over  the  possibilities  of  the 
new  instrument.  The  demonstration  was  con- 
ducted by  Robert  Hopkins,  territorial  repre- 
sentative of  the  Victor  Talking  Machine  Co., 
assisted  by  Charles  Dudley,  and  it  was  attended 
by  officials  and  representatives  of  the  New  York 
Talking  Machine  Co.;  C.  Bruno  &  Son,  Inc.; 
American  Talking  Machine  Co.,  Brooklyn;  Col- 
lings  &  Co.,  Newark;  H.  A.  Weymann  &  Sons 
and  Philadelphia  Victor  Distributors,  Inc.,  both 
of  Philadelphia. 


Pennsylvania  Music  Trade 

Interested  in  Legislation 

Harrisburg,  Pa.,  March  8. — Music  dealers 
throughout  the  State  have  signified  their  ap- 
proval of  two  bills  now  pending  before  the 
Pennsylvania  Legislature.  The  first  exempts 
talking  machines,  radio  apparatus  and  household 
furniture,  leased,  hired  or  conditionally  sold 
from  levy  and  sale  on  execution  or  distress 
for  rent.  A  supplemental  bill  requires  the 
keeper,  owner  or  person  in  charge  of  any  stor- 
age establishment  or  warehouse  to  keep  record 
of  the  address  to  which  goods  are  removed 
and  to  disclose  this  information  to  any  one 
claiming  title  to  the  property. 


S.  B.  Davega  Employes 

Gather  at  Annual  Banquet 

Members  of  the  S.  B.  Davega  Employes  Co- 
operative Association,  consisting  of  the  entire 
staffs  of  Davega,  Inc.,  the  Knickerbocker  Talk- 
ing Machine  Co.  and  Schoverling,  Daly  & 
Gales,  together  with  their  families  and  guests, 
attended  the  annual  dinner  of  the  association  at 
the  Hotel  Biltmore  on  Sunday  evening,  Febru- 
ary 27.  The  400  who  comprised  the  party  were 
entertained  by  well-known  artists,  including  the 
Radio  Franks,  Irving  and  Tack  Kaufman, 
"Prince  Pioti,"  M.  Gardner,  Henry  Tobias  and 
others. 


Atwater  Kent  Hours  Popular 

The  Atwater  Kent  radio  hours,  presented  on 
Sunday  evenings,  continue  to  greatly  interest 
the  public  by  reason  of  the  excellence  of  the 
programs.  Of  especial  importance  was  the 
broadcasting  of  the  delightful  program  given 
by  the  famous  London  String  Quartet,  on  the 
evening  of  March  6,  and  the  special  St.  Patrick's 
Day  program  of  Irish  songs,  interpreted  by 
Allan  McQuhae,  tenor,  and  Mme.  Marie  Narelle, 
soprano,  on  the  evening  of  March  13.  McQuhae 
needed  no  introduction  to  the  public  by  reason 
of  his  delightful  programs  of  last  Summer  and 
Mme.  Narelle  has  long  been  esteemed  as  a 
singer  of  Irish  songs. 


Emanuel  Blout,  Inc.,  New  York,  will  under- 
take the  operation  of  department  store  music 
and  radio  sections,  starting  with  Luckey,  Piatt 
&  Co.,  of  Poughkeepsie,  N.  Y. 


MICA  DIAPHRAGMS 

For  Loud  Speakers  and  Talking  Machines 
RADIO  MICA 

American  Mica  Works 

47  West  Street  New  York 
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Ready  Reference  for  Salesmen,  Dealers  and  Department  Heads 


Changes  in  Executive  Staff 
of  Victor  Sales  Department 

C.  L.  Egner  Appointed  Assistant  Manager  of 
Sales  and  Merchandise — Several  Changes 
Among  District  Sales  Managers  of  Company 

Camden,  N.  J.,  March  1. — The  following  im- 
portant changes  have  been  made  in  the  execu- 
tive staff  of  the  sales  and  merchandising  depart- 
ment of  the  Victor  Talking  Machine  Co.:  C. 
Lloyd  Egner,  formerly  assistant  manager  of  the 
traveling  department,  and  more  recently  a  dis- 
trict sales  manager,  has  become  assistant  man- 
ager of  sales  and  merchandise  with  offices  in 
Camden;  R.  A.  Bartley,  Jr.,  formerly  with  the 
promotion  department,  has  been  appointed  dis- 
trict sales  manager  for  the  Northeastern  States 
with  his  office  in  New  York;  W.  R.  Lewis  has 
been  appointed  district  sales  manager  for  the 
Central  Western  States  with  offices  in  Chicago, 
and  F.  G.  Hawkinson  has  been  appointed  dis- 
trict sales  manager  for  the  South  Central  States 
with  offices  in  New  Orleans.  It  is  stated  that 
in  each  case  the  assignment  is  in  recognition 
of  special  aptitude  for  the  particular  kind  of 
work  involved. 

Bridgeport  Atwater  Kent 
Dealers  Hear  Addresses 

Bridgeport,  Conn.,  March  7. — The  D'Elia  Elec- 
tric Co.,  of  this  city,  Atwater  Kent  distributor, 
was  host  to  Atwater  Kent  radio  dealers  in  the 
territory  which  it  serves  on  February  24  at  an 
annual  meeting  of  Atwater  Kent  radio  dealers, 
held  at  the  Hotel  Stratfield,  this  city. 

Charles  A.  D'Elia,  president  of  the  distribut- 
ing organization,  made  an  address  of  welcome 
to  dealers.  Greetings  from  the  Atwater  Kent 
factory  in  Philadelphia  were  presented  by 
John  E.  Delp,  Jr.,  district  sales  manager  for 
the  Metropolitan  New  York  district.  Vernon 
W.  Collamore,  general  sales  manager  of  the 
Atwater  Kent  Mfg.  Co.,  spoke  on  the  1927 
outlook.  Other  topics  and  speakers  included 
"Merchandising,"  by  J.  A.  Prestele,  sales  pro- 
motion department  of  the  Atwater  Kent  Mfg. 
Co.;  "Atwater  Kent  Products,"  by  W.  H.  Clarke, 
district  field  representative;  "Pooley  Cabinets," 
by  B.  R.  Stauffer,  vice-president  and  general 
sales  manager  of  the  Pooley  Co.,  Philadelphia, 
Pa.;  "Red  Lion  Cabinets,"  by  Charles  Coleman, 
of  the  Red  Lion  Cabinet  Co.,  Red  Lion,  Pa.; 
"Service,"  by  L.  A.  Charbonnier,  service  manager 
of  the  Atwater  Kent  Mfg.  Co.,  and  "Where 
Selling  Starts,"  by  John  F.  McCoy,  district 
sales  manager  of  the  Southeastern  section  of 
the  United  States  for  the  Atwater  Kent  Mfg. 
Co.  T.  W.  McDowell,  convention  manager  of 
the  Atwater  Kent  Mfg.  Co.,  was  chairman. 

At  the  conclusion  of  the  business  session 
dinner  was  served  in  the  ballroom,  at  which 
Dr.  Edward  J.  Cattell  was  speaker  of  the 
evening. 

WEAF's  New  Home  Will 

Be  at  Bellmore,  L.  I. 

Arrangements  have  been  completed  by  the 
National  Broadcasting  Co.  for  the  erection  of  a 
new  transmitting  station  on  the  south  shore  of 
Long  Island  about  twenty-five  miles  air  line 
from  New  York  City.  The  station  will  be  at 
Bellmore,  Long  Island,  and  is  scheduled  to 
open  about  June  1.  This  will  be  the  new  home 
of  station  WEAF,  which  is  being  moved  from 
its  present  location  in  New  York  City  because 
its  transmission  interferes  with  the  work  of  the 
Bell  Lab.  and  its  location  in  the  heart  of  an 
area  of  skyscrapers  and  steel  structures  limits 
its  effective  radiation  in  certain  directions, 
notably  in  Westchester  and  Connecticut.  The 
studios  of  WEAF  will  remain  in  New  York 
City  and  will  be  connected  by  land  lines  to  the 
new  transmitter  at  Bellmore. 


Louis  F.  Sterling,  Chairman  of  the 
Board  of  the  Columbia  Co.,  Dis- 
cusses World  Trade   3 

Sales  Mean  Profit — What  Can  You 

Expect?    4 

General  Phonograph  Manufacturing 
Co.  Chartered  —  Otto  Heineman 
President  of  New  Firm   6 

Analysis  of  the  Radio  Service  Prob- 
lems of  Talking  Machine  Dealers.  .      1  0 

Advertising  in  Foreign  Language  Pa- 
pers Builds  Big  Mail  Order  Record 
Volume   i  .  .  11 

Sound  and  Action  Synchronized  Per- 
fectly on  Film  Shown  at  Rivoli 
Theatre   11 

Music  Taste  Varies — How  Well  Do 

You  Know  Your  Record  Catalog?      1  2 

Light  Beam  Recording,  Controlled  by 
Federal  Tel.  Co.,  Covers  Wide 
Field    14 

Easter  Window  Displays  That  Appeal 

to  the  Eye   16 

Automatic  Orthophonic  Victrola  In- 
troduced to  Trade  by  The  Victor 
Talking  Machine  Co     18 

Federal  Radio  Commission  Appointed 
— Immediate  Action  to  "Clear  the 
Air"   18 

Familiarity  With  Radio  Reduces  Calls 
for  Service   22 

"Teach  the  Customer  to  Get  the  Most 
Out  of  Radio  by  Proper  Tuning 
and  Handling"   26 

Three  Hundred  Radio  Set  Sales  in 
Two  Months  Out  of  Four  Hundred 
Prospects  Is  Record  of  G-R  Store.  27 

The  Beethoven  Centennial  Celebra- 
tion   28 

Effect  of  Radio  Control  Law  on  the 
Trade   28 

Phonograph  Clubs  Indicate  Interest  in 

Better  Records   28 

Victor  Meetings  Emphasize  Value  of 

Contact   28 

Radio  Show  Means  Early  Opening  of 

Radio  Season   29 

Fiftieth  Anniversary  of  Invention  of 

the  Phonograph   29 

How  to  Save  Money  on  Your  Fire  In- 
surance     32 


New  Crosley  Salesmen 

Five  new  salesmen  have  gone  on  the  road 
for  the  Crosley  Radio  Corp.  since  the  first  of  the 
year.  E.  L.  Shephard,  who  was  in  charge  of  the 
Servicing  Department  at  the  Crosley  factories 
for  several  years  and  who  is  well  known  to  the 
trade,  will  sell  radios  in  the  Middle  Western 
territories.  W.  L.  Sayre  and  Thomas  L.  De- 
Lime  are  new  junior  salesmen  in  the  New  York 
territory.  Sayre  will  travel  the  entire  State  of 
New  York,  while  DeLime  will  concentrate  upon 
New  York  City  proper.  O.  T.  Thorsen,  the  new 
junior  salesman  who  will  work  Chicago,  has 
assisted  with  the  dealer  authorization  work  in 
the  Crosley  offices  for  some  time.  W.  R. 
Perkins  will  be  junior  salesman  in  charge  of  the 
city  of  Detroit. 


Radio  Control  Bill  Becomes  a  Law — 

"Clearing  the  Air"  an  Aid  to  Sales  35 

Columbia  Dealers  Throughout  the  Na- 
tion Plan  to  Tie  Up  With  Bee- 
thoven Week   38 

A    Budget    of    Profit-Winning  Sales 

Wrinkles   42 

Automatic  Orthophonic  Victrola  In- 
troduced to  the  Metropolitan  Retail 
Trade   44-46 

Change  in   Policy  Won   Success  for 

Live  Retail  Dealer  48-50 

Instructive  Addresses  Featured  Meet- 
ing of  Standards  Committee  of  the 
R.  M.  A   51 

Stewart-Warner  Window  Display 
Drive  Resulted  in  Many  Excellent 
Efforts   62 

Important  Problems  Considered  by 
the  R.  M.  A.  Merchandising  Com- 
mittee   66 

Outlines  Plans  for  Showing  the  Auto- 
matic Victrola    84 

Atwater  Kent  Wholesalers  Sponsored 
Interesting  Meeting  of  Retail  Deal- 
ers in  Philadelphia   98 

All  Space  for  Radio  Manufacturers' 
Association  Trade  Show  in  Chicago 
^  Is  Sold   123 

The  Musical  Possibilities  of  the  Talk- 
ing Machine   132 

In  the  Musical  Merchandise  Field  .  133-136 

How  the  New  York  Band  Instrument 
Co.  Makes  Big  Impression  Through 
Use  of  Small  Ads   133 

National  Association  of  Musical  In- 
strument and  Accessories  Manufac- 
turers Meets  in  Buffalo   134 

J.  W.  Greene  Music  Co.,  Toledo,  O., 
Launches  Specialized  Sales  Cam- 
paign   135 

Impressions  of  a  Trip  Through  the 
^  H.  N.  White  Plant   136 

Gleanings  From  the  World  of 
Music  137-139 

Photoplay  Houses  Present  Publica- 
tions With  Greatest  Factor  in  Ex- 
ploitation  .  137 

Latest  Releases  of  Talking  Machine 
Records   140-144 


Show  Material  for  Abroad 


The  display  division  of  the  Stewart-Warner 
Speedometer  Corp.,  Chicago,  radio  manufactur- 
er, recently  made  a  shipment  of  show  material 
to  Milan,  Italy,  to  be  used  by  the  Stewart- 
Warner  radio  distributor  of  that  country  in  one 
of  Italy's  greatest  expositions.  The  material  sent 
is  said  to  be  of  the  type  that  will  make  an  out- 
standing exhibit  for  Stewart-Warner  radio  re- 
ceiving apparatus  in  that  country. 

G.  G.  Hopkins  Improving 

Charles  C.  Hopkins,  export  manager  of  the 
Crosley  Radio  Corp.,  recently  underwent  a 
major  operation  at  the  hospital  of  the  Mayo 
brothers.     His  condition   is  favorable. 


CORRESPONDENCE  FROM  LEADING  CITIES 

St.  Louis,  52 — Minneapolis  and  St.  Paul,  67 — New  York,  70 — Kansas  City,  74 — Los 
Angeles,  76 — Boston,  78 — Buffalo,  80 — Cincinnati,  86 — Toledo,  90 — Philadelphia, 
92-98— Baltimore,  1  00— Richmond,  1  0 1 —Cleveland,  1  02— Chicago,  105-116— Ak- 
ron-Canton, 120 — Milwaukee,  122 — Indianapolis,  127 — Canada,  130 — Pittsburgh,  131 
— Salt  Lake  City,  1  3  1 — News  From  The  W  orld's  European  Office,  1  32. 
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(Sennett 


Black  Label — Seventy-five  Cents 

The  improved  Gennett  Sales  Plan  eliminates  all  possibility 
of  dead  stock*  New  quotations  guarantee  larger  profits* 

GENNETT  RECORDS 

RICHMOND,  INDIANA 


m 


Bridging 


the  Country  with  a 

New  Selling  Influence 


\  \  *  ATCH  for  the  most  sensational  scries  of  phonograph 
V  V  advertisements  since  the  birth  of  the  industry!  Thomas 
A.  Edison,  inventor  of  the  phonograph,  whose  question- 
naires have  attracted  nation-wide  attention,  has  consented  to 
become  the  interrogated.  He  now  answers  questionnaires 
himself.  In  plain,  untechnical  language  he  explains  the  indi- 
vidual features  of  the  New  Edison  Phonograph — and  points 
the  way  to  the  perfect  Re-Creation  of  Music. 

No  need  to  say  what  this  means  to  phonograph  dealers — a 
public  which  eagerly  awaits  the  words  of  the  great  inventor 
will  carefully  read  his  answers  to  questionnaires  in  national 
magazines,  newspapers  and  farm  papers  covering  the  whole 
country. 

Get  ready  for  the  new  interest  sure  to  be 
aroused  in  the  New  Edison  Phonograph. 
Phone,  icritc  or  wire  the  nearest  Edison  jobber 


THOMAS  A.  EDISON,  Inc.,  Orange,  N.  J. 


NEW 


EDISON 

PHONOGRAPH 

NO  NEEDLES  TO  CHANGE 


Jobbers  of  the 
NEW  EDISON: 


NEW  YORK 
Albany — American  Phonograph  Co. 

OHIO 

Cleveland — The  Phonograph  Co. 

PENNSYLVANIA 
Philadelphia — Girard   Phonograph  Co. 
Williamsport — W.  A.  Myers. 

TEXAS 

Dallas — Texas-Oklahoma  Phonograph 
Co. 

UTAH 

Ogden — Proudflt  SporUng  Goods  Co. 

VIRGINIA 
Richmond — The  C.  B.  Haynes  Co.,  Inc. 

CANADA 
St.  John— W.  H.  Throne  &  Co.,  Ltd. 
St.  Thomas — Edison  Phonograph  Dis- 
tributing Co. 
Vancouver — Kent  Piano  Co.,  Ltd. 

CALIFORNIA 

San  Francisco — Edison  Phonograph 
Distributing  Co. 

COLORADO 
Denver — Edison  Phonograph  Distribut- 
ing Co. 

GEORGIA 
Atlanta — Edison    Phonograph  Distrib- 
uting Co. 

ILLINOIS 

Chicago— Edison  Phonograph  Distrib- 
uting Co. 

LOI  ISIAN  \ 

New  Orleans — Diamond  Music  Co.,  Inc. 

MICHIGAN 
Detroit — The  R.  B.  Ailing  Co. 

MISSOURI 
Kansas  City — Edison  Phonograph  Dis- 
tributing Co. 
St.  Lonls — Silvertone  Music  Co. 

NEW  JERSEY 
Oranjo — Edison    Phonograph  Distrib- 
uting  Co. 
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See  Liberty  Magazine,  April  9th 
issue,  for  winners  in  the  great 
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Musical  Instrument 
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Now '  *  a  full  volume  phonograph  in  a  beautiful  cabinet '  '  and  at  a 
price  which,  like  its  cabinet  design,  is  in  keeping  with  the  require- 
ments of  a  greater  number  of  homes  *  *  *  Two  hundred  fifty  dollars. 
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Chain  of  Landay  Bros.  Music  Stores 

To  Handle  the  Entire  Columbia  Line 

Eleven  Stores  Situated  in  New  York  City  and  Surrounding  Towns,  New  Jersey  and  Connecticut 
Will  Provide  Outlets  for  the  Viva-tonal  Phonograph  and  Records — Ad  Campaign  Planned 


One  of  the  most  important  announcements 
in  the  metropolitan  trade  during  the  past 
month  was  that  of  the  addition  of  the  entire 
Columbia  Phonograph  Co.'s  line  of  Viva-tonal 
phonographs  and  New  Process  Columbia  rec- 
ords by  the  Landay  Bros,  chain  of  eleven 
retail  music  stores.  This  new  connection  gives 
the  Columbia  products  outlets  in  practically 
every  principal  shopping  center  in  New  York 
City  and  in  several  nearby  cities,  including 
Jamaica,  L.  I.;  Newark,  N.  J.;  Hartford  and 
Bridgeport,  Conn.;  Yonkers  and  Mount  Ver- 
non, N.  Y. 

Julian  Shield,  general  manager  of  the  Landay 
Bros,  store,  in  an  interview  with  The  Talking 
Machine  World,  said:  "There  have  been  many 
inquiries  at  the  various  Landay  stores  for  the 
Columbia  Viva-tonal  phonographs  and  for 
Columbia  records.  As  the  Landay  organiza- 
tion is  a  public  service  corporation,  whose  aim 
is  to  give  service  to  the  public,  we  decided  to 
add  the  Columbia  products  to  the  stock  carried 
by  our  stores  and  will  advertise  the  line  ex- 
tensively. 

"Columbia  records  will  be  featured  each  week 


in  a  distinctive  advertisement  which  will  ap- 
pear in  the  music  columns  of  the  newspapers. 
This  advertising  will  be  different  from  the 
usual  type  of  record  publicity,  as  there  will 
be  given  short  descriptions  of  the  music  or  the 
artist  or  the  composer — in  other  words,  ma- 
terial which  will  create  a  greater  interest  in 
the  product  and  give  the  prospective  purchaser 
reasons  why  he  should  include  the  record  in 
his  home  library  of  records." 

In  connection  with  records,  Mr.  Shield  said: 
"Too  little  publicity  is  given  record  releases, 
the  great  majority  of  dealers  feeling  that  the 
unit  price  is  too  small  to  merit  much  con- 
sideration. They  do  not  stop  to  think  of  the 
much  smaller  price  of  chewing  gum  or  cigars, 
yet  these  products  are  advertised  widely  and 
bring  big  profits  to  dealers.  Another  angle 
of  the  record  business  is  that  it  is  a  strictly 
cash  transaction.  Incidentally,  I  might  men- 
lion  that  records  are  being  pushed  in  all  of 
the  Landay  stores,  and  the  sales  total  for  the 
months  of  January,  February  and  March  of 
this  year  showed  an  increase  of  more  than  40 
per  cent  over  the  same  period  of  last  year." 


H.  O.  Drotning  Joins  Caswell 
Engineering-Laboratory  Staff 


All  Tone  Development  Work  for  Caswell  Mfg. 
Co.  Will  Be  Under  His  Direction— Plans 
Close  Contact  With  the  Trade 


vision,  and,  according  to  present  plans,  Mr. 
Drotning  will  visit  dealers  and  jobbers  through- 
out the  country  in  pursuance  of  the  Caswell 
Mfg.  Co.'s  policy  to  maintain  a  close  trade 
contact  and  give  its  representatives  maximum 
co-operation  along  manufacturing  and  merchan- 
dising lines. 


L.  B.  Casagrande,  vice-president  of  the  Cas- 
well Mfg.  Co.,  Milwaukee,  Wis.,  manufacturer 
of   Caswell  portable  phonographs,  announced 


I.  H.  Mitchell  Is  Federal- 
Brandes,  Inc.,  Ad  Manager 

An  announcement  of  considerable  interest  to 
trade  circles  was  the  appointment  of  Irving 
H.  Mitchell  as  advertising  manager  of  Federal- 
Brandes,  Inc.,  New  York,  manufacturer  of 
Kolster  receiving  sets  and  Brandes  speakers. 
Mr.  Mitchell  succeeds  LeRoy  W.  Staunton, 
who  has  undertaken  new  activities  in  the  ad- 
vertising field  in  Chicago. 

Mr.  Mitchell's  wide  experience  as  an  adver- 
tising executive  fits  him  particularly  well  for  the 
responsibilities  of  his  new  position.  He  was 
associated  for  some  time  with  the  advertising 
agency  of  Thomas  F.  Logan,  Inc.,  which  was 
consolidated  with  Lord  &  Thomas  under  the 
name  of  Lord  &  Thomas  &  Logan.  Latterly 
Mr.  Mitchell  has  been  advertising  manager  of 
the  Dubilier  Condenser  Corp. 

Mr.  Mitchell  is  now  busily  engaged  in  con- 
sidering advertising  plans  for  Kolster  sets  and 
Brandes  speakers  during  the  fiscal  year  1927  to 
1928,  and  these  plans  include  close  co-operation 
with  dealers  and  jobbers. 


H.  O.  Drotning 

this  week  that  H.  O.  Drotning  had  joined  the 
company's  engineering  and  laboratory  staff. 
Mr.  Drotning,  a  veteran  of  the  famous  Red 
Arrow  Division  in  the  World  War,  has  had  a 
very  interesting  career,  for,  after  being  grad- 
uated from  the  engineering  division  of  the 
University  of  Wisconsin,  he  traveled  through- 
out the  world,  taking  a  keen  interest  in  music 
and  its  allied  branches. 

Mr.  Casagrande  states  that  all  tone  develop- 
ment work  for  the  Caswell  Mfg.  Co.  will  be 
under  Mr.  Drotning's  direct  charge  and  super- 


Larger  Quarters  for  the 

Symphonic  Sales  Corp. 


The  Symphonic  Sales  Corp.,  New  York, 
manufacturer  of  the  Symphonic  reproducer  and 
Globe  speaker,  will  move  during  the  month  of 
April  to  larger  quarters  on  the  same  floor  of 
the  building  it  now  occupies  at  370  Seventh 
avenue.  In  its  new  home  the  company  will 
have  more  than  twice  the  floor  space  formerly 
available,  with  ample  facilities  to  take  care '  of 

See  second  last  page  for  Index  of  Articles  of  Interest  in  this  issue 


its  rapidly  growing  business  and  give  service. 

J.  W.  Yoerger,  formerly  purchasing  agent  for 
a  well-known  manufacturer  of  radio  products, 
is  now  occupying  the  same  post  with  the  Sym- 
phonic organization.  R.  D.  Thomas,  Pacific 
Coast  representative  for  the  Symphonic  Sales 
Corp.,  was  a  recent  visitor  to  the  executive 
offices  in  New  York. 


Brunswick  Co.'s  Net  Profit 
$2,553,809.79  for  Year  1926 

Reports  Big  Gain  in  Net  Sales  and  Surplus 
as  Compared  With  Previous  Year — Earned 
$4.47  on  Common  Stock 


The  annual  report  of  the  Brunswick-Balke- 
Collender  Co.,  Chicago,  submitted  recently  to 
the  stockholders  of  the  company  by  B.  E. 
Bensinger,  president,  is  a  distinct  tribute  to 
the  remarkable  accomplishments  of  the  Bruns- 
wick organization  in  1926,  for  during  this  year 
the  company  showed  a  net  profit  of  $2,553,809.79, 
as  against  a  loss  of  $720,512.03  for  1925.  The 
net  sales  for  the  year  amounted  to  $29,017,- 
124.80,  showing  an  increase  of  $5,645,156.30  over 
1925.  The  current  assets  of  the  company  as 
of  December  31,  1926,  were  substantially  four 
times  the  amount  of  the  current  liabilities. 

The  Brunswick  earnings  for  1926  were 
equivalent  to  $4.47  per  share  on  the  outstand- 
ing common  stock  of  the  company,  now  on  a 
dividend-paying  basis  of  $3.00  annually.  The 
surplus  on  December  31,  1926,  was  $3,822,687.32, 
as  compared  with  $1,736,478.56  surplus  on 
January  1,  1926. 

This  annual  report,  which  was  received  enthusi- 
astically by  Brunswick  dealers  throughout  the 
country  as  indicative  of  the  company's  progress 
and  activities  for  1926,  is  a  tribute  to  the  world- 
wide popularity  of  Brunswick  products,  as  well 
as  the  keen  executive  ability  and  judgment  of 
the  company's  directors  and  executives.  The 
Brunswick  electrical  instruments  were  accorded 
in  1926  the  hearty  approval  of  the  industry 
throughout  the  world,  and  the  company's  plans 
for  1927  call  for  an  important  and  far-reaching 
expansion  in  every  branch  of  its  business. 


North  American  Radio  Corp. 
Is  New  Zenith  Distributor 


Well-known  Metropolitan  Distributing  Firm 
Secures  Exclusive  Territory  in  Brooklyn. 
Long  Island,  New  York  City,  Except  Bronx 


An  announcement  of  interest  to  the  metro- 
politan radio  trade  is  that  the  North  American 
Radio  Corp.  has  been  appointed  exclusive  dis- 
tributor of  Zenith  radio  receivers  for  the  coun- 
ties of  New  York,  Queens,  Kings,  Nassau  and 
Suffolk.  The  North  American  Radio  Corp., 
which  is  located  at  1845  Broadway,  is  rated  as 
being  one  of  the  foremost  radio  distributing 
firms  in  the  Eastern  territory  and  has  represent- 
ed the  manufacturers  of  King  radio  receivers, 
Farrand  cone  speakers,  Cunningham  tubes, 
Eveready  batteries,  Argus  electric  radio  re- 
ceivers, Philco  power  units  and  other  nationally 
known  products. 

Through  its  new  connection  the  North  Amer- 
ican Radio  Corp.  distributes  the  Zenith  line, 
which  ranges  in  price  from  $100  to  $2,500  and  is 
licensed  under  the  Radio  Corp.  of  America 
patents  in  conjunction  with  the  General  Elec- 
tric Co.  and  the  Westinghouse  Elec.  &  Mfg. 
Co.,  exclusively  in  Brooklyn,  Long  Island  and 
New  York  City,  with  the  exception  of  Bronx 
borough. 
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Success  or  Failure 


Common  Sense  in  Merchandising 


Factors  That  Contribute  to  the  Success  or  Failure  in  Retailing 
Outlined  by  Dealers  Who  Speak  With  Authority  of  Experience 


WHAT  are  the  factors  that  contribute 
to  the  success  or  failure  of  a  retail 
store? 

One  of  the  partners  of  a  successful  estab- 
lishment, when  asked  what  he  considered  most 
important  in  successful  retail  store  operation, 
declared:  "The  first  consideration  is  location. 
The  store  must  be  located  so  that  the  potential 
trade  is  sufficiently  large  to  put  the  business 
on  a  paying  basis.  The  best  location,  of 
course,  is  on  a  busy  corner,  and  this  is  true 
whether  the  dealer  operates  in  a  neighborhood 
section  or  in  the  heart  of  the  shopping  dis- 
trict. The  merchant  who  leases  a  store  on  a 
side  street,  away  from  the  natural  trend  of 
traffic,  might  save  money  by  closing  shop.  It 
is  impossible  for  a  retailer  to  change  the 
shopping  habits  of  the  public.  People  go  shop- 
ping in  districts  where  there  are  several 
establishments  and  it  is  very  difficult  for  the 
retailer  located  on  a  side  street  to  excite  the 
interest  of  prospects  to  the  point  where  they 
leave  the  shopping  center  to  visit  his  store. 
This  is  especially  true  when  the  merchant  is 
faced  with  competition  in  his  own  field. 
Select  Your  Merchandise 

"The  second  point,  and  one  that  is  of  as 
great  importance  as  location,  is  the  merchan- 
dise. What  chance  do  you  suppose  the  dealer 
has  of  selling  instruments  costing  in  the  neigh- 
borhood of  $1,000  to  people  of  very  limited 
means?  A  mighty  slim  one,  I  can  tell  you. 
Yet,  there  are  many  retailers  catering  to  this 
class  of  trade  whose  stores  are  loaded  with 
too  expensive  merchandise.  These  merchants 
make  sales,  to  be  sure,  but  so-called  high- 
pressure  salesmanship  is  a  dangerous  practice. 
You  can  talk  a  person  into  buying  a  talking 
machine  that  is  too  expensive  for  his  or  her 
purse,  but  securing  the  payments  is  a  horse 
of  another  color.  That  means  delinquent  ac- 
counts and  finally  repossession,  and  when  the 
latter  takes  place,  the  loss  of  a  customer  and 
a  booster  for  the  dealer.    A  talking  machine 


store  operated  on  that  principle  is  bound  to 
fail. 

'Along  the  same  line  of  reasoning,  it  is 
ridiculous  for  a  retailer  who  caters  to  prospects 
who  are  well  fixed  financially  to  handle  a  line 
or  lines  that  have  price  as  the  main  appeal. 
The  retailer  who  caters  to  a  mixed  clientele 
must  select  his  merchandise  with  the  idea  of 
appealing  to  the  several  classes  of  people  with 
whom  he  expects  to  do  business. 

The  Will  to  Serve 

"Third,  I  believe  courtesy  and  service  are 
business  builders  for  talking  machine  dealers. 
Make  the  person  who  comes  into  your  store 
feel  that  you  not  only  know  your  business 
but  that  you  are  really  pleased  to  serve  him 
and  the  chances  are  that  sales  resistance  will 
be  reduced  to  a  minimum  and  the  store  earns 
a  friend  who  may  be  instrumental  in  bringing 
about  other  sales.  We  have  customers  who 
have  brought  as  many  as  three  prospects  to 
the  store,  and  when  this  happens  we  are  pretty 
sure  to  make  a  sale.  The  average  mart  or 
woman  appreciates  courteous  treatment  and 
will  go  to  some  trouble  to  do  business  with  a 
concern  where  his  or  her  trade  is  appreciated. 
After  all,  you  know,  a  customer  deserves  every 
consideration  from  the  dealer.  He  is  planning 
to  spend  his  money  in  the  store  and  he  ex- 
pects a  square  deal.  If  he  does  not  get  it 
in  one  store  he  will  take  his  patronage  to 
another.  Yes,  provided  location  and  merchan- 
dise are  right,  the  will  to  serve  is  the  next 
requisite  to  successful  merchandising." 
The  Cause  for  a  Failure 

Another  dealer  located  his  store  on  a  side 
street,  three  long  blocks  from  the  shopping 
district,  simply  because  he  happened  to  own 
the  building.  The  people  in  the  district  were 
mostly  foreign-born  and  yet  this  dealer  made 
very  little  attempt  to  build  up  a  stock  of  rec- 
ords that  appealed  to  them.  His  store  was 
small  and  unattractive  and  there  was  really 
little    inducement    for   people   to   make  their 


purchases  there  when,  on  their  regular  shopping 
tours,  they  found  it  more  convenient  to 
patronize  the  more  up-to-date  establishments 
in  the  business  district. 

A  Far-Sighted  Dealer 

In  Newark,  N.  J.,  there  is  a  dealer  who  pays 
more  than  $50,000  a  year  rent  simply  because 
the  location  is  one  of  the  best  in  the  city  for 
a  talking  machine  and  radio  store.  Thousands 
of  people,  both  rich  and  poor  and  of  all  na- 
tionalities, pass  the  door  daily,  and  there  is  a 
steady  stream  of  customers  into  the  establish- 
ment. Because  of  the  diversity  of  tastes  and 
financial  standing  of  passersby,  this  store  has 
an  unusually  large  stock  of  various,  lines. 
Everything  in  talking  machines,  from  the  most 
inexpensive  portables  to  the  largest  and  most 
expensive  instruments,  is  handled.  Radio  lines 
include  the  cheapest  and  most  costly.  The 
slogan  of  the  store  is:  "You  don't  have  to 
shop.  We  have  the  talking  machine  and  radio 
set  you  desire."  This  dealer  is  making  so 
much  money  that  he  is  buying  valuable  real 
estate  in  the  business  district  of  Newark. 
Common  Sense  in  Business 

The  point  is  that  neither  of  these  two  suc- 
cessful dealers  is  doing  anything  spectacular. 
They  advertise  and  send  out  record  supple- 
ments, to  be  sure,  but  the  advertising  is  not 
unusual,  and  every  dealer  keeps  his  customers 
informed  of  the  latest  records  by  sending  them 
the  supplements,  or  at  least  he  should.  These 
merchants  have  used  ordinary  common  sense 
in  locating  their  stores,  selecting  merchandise 
and  in  conducting  business.  They  have  secured 
the  services  of  average  salesmen  and  have 
trained  them  to  be  courteous  and  obliging,  and 
the  results  have  been  surprising. 


A  demonstration  of  the  Automatic  Ortho- 
phonic  Victrola  to  an  audience  of  invited  guests 
was  given  last  month  at  the  Traylor  Hotel, 
Allentown,  Pa.,  under  the  auspices  of  Kramer's 
Music  House,  544  Hamilton  street. 


"NYACCO"  Manufactured  Products 

NYACCO  Record  Albums 
NYACCO  Radio  Sets 
NYACCO  Portable  Phonographs 
NYACCO  Photograph  Albums 
NYACCO  Autograph  Albums 

Twenty  years'  manufacturing  experience  enables  us  to  offer  the  trade  a  line  that  is  tried  and  proven. 
Jobbers  and  Dealers:    Write  us  for  full  information. 

NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

Note  New  Address  64  Wooster  Street,  New  York 
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The  cabinet  of  the  PR  13S-C 
is  a  masterpiece  of  design 
and  workmanship. 


In  this  newest  combination  of  Brunswick  Panatrope 
with  Radiola  Super-  lie  lerodyne ,  the  most  advanced  dis- 
coveries in  the  fields  of  recorded  music  and  radio  arc 
combined  as  a  scientific  unit. 


The  Finest  in  Radio  and  Recorded  Music 

in  One  Superb  Instrument 

The  Brunswick  Panatrope  with  Radiola  Model  PR  138-C 

THE  new  Brunswick  Panatrope  with  Radiola  Model 
138-C  combines  the  Panatrope  with  the  8-tube 
Radiola  Super  -  heterodyne  and  thus  constitutes  the 
finest  combination  instrument  known  to  the  world  today. 

This  superb  Brunswick  instrument  is  presented  to  the 
public  for  the  first  time  in  a  lull-page  color  announce- 
ment in  The  Saturday  Evening  Post,  issue  of  April  16th. 
Be  sure  to  see  this  advertisement.  Special  mats  for  your 
own  use  in  your  local  papers  furnished  free  on  request. 
Write  our  Advertising  Department. 

To  the  Brunswick  dealer,  this  wonderful  new  achieve- 
ment of  the  electrical  and  acoustical  sciences  offers  the 
outstanding  sales  opportunity  of  the  year.  This  instru- 
ment is  now  on  display  at  all  Brunswick  branches. 
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Annual  Banquet  of  Talking  Machine  and 

Radio  Men  Voted  the  Best  Ever  Held 

More  Than  600  Members  of  Music  and  Radio  Trades  From  New  York,  New  Jersey  and  Connec- 
ticut, Together  With  Wholesale  Representatives,  Make  Merry  at  Hotel  Commodore 


The  annual  reception  and  dinner  dance  spon- 
sored by  The  Talking  Machine  and  Radio  Men, 
Inc.,  of  Xew  York,  on  the  evening  of  April  6, 
and  held  in  the  main  ballroom  of  the  Commo- 
dore Hotel,  was  one  of  the  most  successful  and 
brilliant  of  the  several  such  events  held  by  this 
organization.  More  than  six  hundred  dealers 
as  well  as  representatives  from  wholesale,  manu- 
facturing organizations,  their  wives  and  friends 
were  present. 

The  association  succeeded  in  presenting  a 
long  list  of  leading  record  artists  who  provided 
music  for  entertainment  and  dancing.  The  en- 
tire program  was  broadcast  through  Station 
WRNY,  New  York,  and  WO  DA,  Paterson,  N.  J. 

During  the  evening  Irwin  Kurtz,  president  of 
the  Association,  who  was  doing  the  announcing, 
introduced  Harold  Wrape,  president  of  the  Fed- 
erated Radio  Trades  Association,  Albert  H. 
Behning,  secretary  of  the  New  York  Piano  Mer- 
chants Association,  and  Assemblyman  Mayer 
Alterman,  who  has  been  largely  responsible  for 
bringing  about  an  amendment  to  the  New  York 
State  Lien  Law  that  protects  the  talking- 
machine  dealer  who  sells  on  the  instalment 
plan.  Another  interesting  event  of  the  evening 
was  the  presentation  to  two  fortunate  merry- 
makers of  a  Stromberg-Carlson  radio  set,  do- 
nated by  Gross-Brennan,  Inc.,  Metropolitan  dis- 
tributor of  the  Stromberg-Carlson  radio  line, 
and  an  Artone  console  phonograph,  the  gift  of 
the  Berg  Auto  Trunk  &  Specialty  Co. 

Among  the  artists  who  helped  make  the  event 
a  decided  success  were  the  following:  The 
Goofus  Five— Okeh;  B.  A.  Rolfe  and  His  Palais 
d'Or  Orchestra — Edison;  Fred  Rich  and  His 
Hotel  Astor  Orchestra — Columbia;  Clyde  Doerr 
and  His   Saxophone   Sextette — Columbia;  Vin- 


cent Lopez  and  His  Orchestra — Brunswick;  Ted 
Lewis  and  His  Band — Columbia;  Bar  Harbor 
Society  Orchestra — Columbia;  The  Cavaliers — 
Columbia;  Ben  Selvin  and  His  Orchestra — 
Brunswick;   Ben  Bernie  and  His  Orchestra — 


Brunswick;  Ernie  Golden  and  His  Hotel  Mc- 
Alpin  Orchestra — Harmony;  Fletcher  Hender- 
son and  His  Orchestra — Okeh;  Radio  Franks — 
Brunswick;  Ponce  Sisters — Columbia;  Billy 
Day — Columbia;  Harmonians — Harmony  and 
others. 

The  get-together  was  one  that  will  be  long 
remembered  by  those  present  and  reflects  great 
credit  on  the  program  and  entertainment  com- 
mittee. Mr.  Kurtz  and  Byron  R.  Forster,  the 
latter  chairman  of  the  year  book  and  program 
committee,  worked  indefatigably  in  the  interest 
of  the  annual  partv. 


Victor  Go.'s  1926  Profits 

Amounted  to  $7,983,094 

Showing  Exceeded  Only  Once  in  History  of 
Corporation — New  Sales  Record — Surplus  of 
$4,151  852  Shown  in  Financial  Statement 


Net  profits  of  $7,983,094,  a  sum  exceeded  in 
only  one  previous  year  of  the  company,  and  net 
sales  of  $46,662,103,  which  it  has  surpassed  only 
twice,  are  shown  in  the  annual  report  of  the 
■  A  ictor  Talking  Machine  Co.  and  subsidiaries 
for  1926  recently  mailed  to  stockholders.  There 
was  a  net  loss  of  $4,187,879  in  1925/  due  to  the 
writing  off  of  $5,390,865  incidental  to  the  dis- 
posal of  old-type  instruments  and  other  charges. 

President  Edward  E.  Shumaker  said  in  his 
report:  "No  stronger  evidence  of  the  remark- 
able response  of  the  trade  and  the  public  to 
your  company's  new  and  vastly  improved  pro- 
ducts could  be  presented  than  the  results  of  the 
year  as  set  forth  in  the  consolidated  state- 
ment of  profit  and  loss." 

The  single  year  which  exceeded  the  profit 
record  for  1926  was  1916,  when  net  profits 
aggregated  $8,679,250.  The  two  years  which 
showed  greater  net  sales  were  1920,  with 
551,735,293,  and  1921,  with  $50,570,377. 

The  strong  financial  position  of  the  company 
at  the  end  of  the  year  was  reflected  in  total 


current  assets  of  $30,571,969,  including  $6,365,260 
cash  and  $9,658,778  marketable  securities,  as 
compared  with  current  liabilities  of  $4,467,788, 
or  a  ratio  of  6.8  to  one. 

The  balance  sheet  at  December  31,  1926, 
showed  the  position  of  the  capital  stock  and 
surplus  after  giving  effect  to  the  plan  of  recap- 
italization of  the  company  approved  by  the 
stockholders  on  January  17,  1927.  This  re- 
capitalization followed  the  sale  by  Eldridge  R. 
Johnson,  formerly  president  and  founder  of  the 
company,  of  his  majority  holdings  in  the  com- 
pany and  resulted  in  the  distribution  of  the 
Stock  among  a  considerably  increased  number 
of  stockholders  throughout  the  United  States. 

A  comparison  between  the  figures  of  capital 
stock  and  surplus  at  December  31,  1926,  and 
after  reorganization  shows  the  following: 

Dec.  31,  After  recap- 

1926.  italizatiou. 

Ptd.  stock,  $100  par   $       6,900  $  6,900 

Com.  stock,  $100  par    34,611,399   

•Com.  stock,  no  par    16,842,365 

Pr.  pfd.  7s,  $100  par    20,766,780 

fCv.  pfd.  $6,  no  par      12,113,955 

Capital  stock   $34,618,200  $49,730,000 

Surplus    7,525.630  4,151,852 

+  Cap.    surplus    11,738,022   

Total   $53,881,852  $53,881,852 

*571,086.45  shares  outstanding.  1 12 1,1 39.55  shares  out- 
standing. JArising  from  appraisal  of  land  and  plant  at 
Sept.  30,  1926. 

The  company's  direct  export  business  showed 
an  increase  of  80  per  cent  for  1926  over  the  best 
previous  year. 


Peerless 


the  A  Ibum 


Two 
Sales  Winning 
Styles 


Peerless  Artkraft  Album 

j  Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 


Peerless  Loose  Leaf  Album 

Removable  Pockets  for  Records 


Peerless  Record  Carrying  Case 

This  new  way  of  carrying  records  to  the  camp,  seashore  and 
outing,  appeals  to  every  portable  owner.  It  is  a  source  of 
added  record  sales,  as  well,  for  the  retailer. 

Its  low  price  makes  selling  easy.  Now  is  the  Portable  and  the 
Peerless  carrying  case  season. 

PEERLESS  ALBUM  CO. 

PHIL.  RAVIS,  President 

636-638  BROADWAY,  NEW  YORK 


Look!  On  Page  39  for  the  New  PEERLESS  Portable  Phonographs 
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Vincent  Lopez  and 
his  Casa  Lopez 
Ore  lies  tra  record 
excl  nsively  for 
Brunswick 


Bennie  Krueger's  saxophone 
figures  largely  in  the 
huge  success  of  liis 
popular  orchestra 


Ben  Bemie  &  His 
Hotel  Roosevelt 
Orcliestra, 
inimitable  creators 
of  unusual  dance 
rhythms 


Nick  Lucas,  "tlie  croon  ing 
troubadour,"  who  added 
England  this  past  winter  to 
his  A  merican'  conquests 


Music's  "Best  Sellers"  are  on  Brunswick 
"Light-Ray"  Electrical  Records 


"Blue  Skies" 

by  The  Merrymakers 

No.  3441 

"Blue  Skies"  .  .  .  "Mine"— male  voices 
with  piano.  The  Merrymakers.  3441 

Every  one  in  the  music  trades  should 
get  and  hear  this  marvelous  new  Bruns- 
wick Record. 

Here   is  proof  anew  that  the  best 
recordings  of  the  best  tunes  are 
on  Brunswick 


THE  Brunswick  "Light-Ray"  elec- 
trical recording  story  is  being  told 
again  in  the  April  9th  issue  of  Liberty 
Magazine. 

Lucas,  Lopez,  Bernie,  Krueger,  The 
Merrymakers,  Lyman,  Richman  —  every 
one  a  "headliner"  in  the  world  of  popular 
music — help  to  make  Brunswick  Records 
what  they  are. 

The  dealer  who  handles  Brunswick 
"Light-Ray"  Electrical  Records  has  the 
best  there  is  in  the  way  of  musical  mer- 
chandise .  .  .  and  the  aid  of  strong,  con- 
sistent national  magazine  and  newspaper 
advertising  to  help  his  sales. 

It  goes  without  saying  that  progressive 
Brunswick  Record  dealers  are  making 
money. 
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There  Is  a  Sales 
Field  for  the  Costly  Models 

The  Brunswick  Salon  Finds  It  Easy  to  Sell 
Instruments  Costing   Thousands   of  Dollars 


THE  dealer  who  is  making  an  effort  to 
sell  the  higher-priced  phonographs  and 
combination  phonograph-radio  instru- 
ments must  plan  his  sales  campaign  with  a 
view  to  reaching  and  interesting  people  who 
can  afford  to  spend  the  comparatively  large 
sums  of  money  involved.  This  is  the  policy 
that  has  made  the  Brunswick  Salon,  one  of 
the  finest  establishments  in  the  country  devoted 
to  the  sale  of  phonographs  and  radio,  and 
located  on  exclusive  Fifth  avenue,  New  York 
City,  the  shopping  street  of  the  wealthy  from 
all  over  the  world,  successful.  The  Brunswick 
Salon,  operated  by  Chester  I.  Abelowitz,  who 
has  been  closely  associated  with  the  phono- 
graph industry  for  many  years,  has  become 
known  as  a  store  of  art  products  in  phono- 
graphs and  radio,  the  Brunswick  line  of  Pana- 
tropes  and  Panatrope-Radiolas  being  handled 
exclusively. 

Prices  Range  From  $575  to  $6,500 
It  is  interesting  to  note  that  the  lowest- 
priced  instrument  handled  by  the  Brunswick 
Salon  is  $575,  the  prices  mounting  to  the 
startling  figure  of  $6,500.  The  higher  price 
ranges  are  for  beautiful  art  cabinet  models. 
Cash  sales  are  numerous  and  orders  are  re- 
ceived for  shipment,  not  only  to  all  parts  of 
this  country,  but  to  the  entire  world.  Recently 
two  Panatropes  were  shipped  to  Buenos  Aires, 
Argentina;  another  instrument  was  sent  to 
the  American  Ambassador  in  Berlin.  Other 
sales  for  shipment  to  foreign  countries  in- 
cluded a  Panatrope  to  H.  H.  Rogers,  Jr., 
consigned  to  London.  The  Prince  of  Wales, 
who  owns  three  Panatropes,  has  a  standing 
order  with  the  Brunswick  Salon  calling  for 
the  shipment  of  records  each  month.  As  this 
is  being  written  the  Brunswick  Salon  is  ne- 
gotiating with  the  Prince  of  Siam  for  the  sale 


of  an  instrument  in  a  special  cabinet,  the  com- 
pany being  a  specialist  in  supplying  distinctive 
cabinet  designs. 

Merchandising  Art  Products 

The  foregoing  is  interesting  chiefly  because 
it  is  concrete  evidence  of  the  effectiveness 
of  the  merchandising  plan  evolved  by  Mr. 
Abelowitz.  How  does  he  gain  the  patronage 
of  this  class  of  people?  It  is  all  very  simple, 
according  to  this  live  dealer.  In  the  first 
place  the  store  must  be  properly  located  on 
a  street  that  draws  the  shoppers  of  the  elite, 
and  this  is  true  whether  the  dealer  is  doing 
business  in  New  York  City  or  any  other  com- 
munity. The  sales-promotion  campaign  must 
be  directed  exclusively  to  these  people.  The 
kind  of  copy  that  is  getting  excellent  results 
for  the  Brunswick  Salon  emphasizes  beauty  of 
design  and  quality.  A  recent  advertisement 
in  the  magazine  section  of  a  Sunday  newspaper 
resulted  in  128  inquiries  by  the  first  mail  on 
the  following  Monday  morning.  A  return 
coupon  in  the  corner  of  the  advertisement  did 
the  trick.  These  inquiries  are  listed  as  pros- 
pects and  followed  up  by  some  high-class  direct 
mail  and  even  by  telephone  calls.  The  adver- 
tising of  this  firm  also  stresses  the  new  electric 
age  in  sound  reproduction  and  the  fidelity  of 
reproduction  and  urges  a  visit  to  the  Salon  for 
a  demonstration  in  the  artistic  surroundings  of 
that  establishment. 

Another  prospect-getting  plan  that  is  under 
way  now  consists  of  securing  the  names  and  ad- 
dresses of  all  Rolls-Royce  owners,  the  assump- 
tion being  that  individuals  who  own  this  type 
of  automobile  will  be  interested  in  fine  in- 
struments in  art  cabinets.  The  Rolls-Royce 
owners  will  be  circularized,  the  slogan  of  the 
campaign  being:  "You  own  the  best  in  an 
automobile.     You    will   also  be   interested  to 


Chester  I.  Abelowitz 

own  the  best  in  a  Panatrope-Radiola.  We 
have  it." 

Few  people  who  enter  the  Brunswick  Salon 
refuse  to  leave  their  name  and  address,  al- 
though often  they  request  that  they  not  be 
annoyed  by  having  salesmen  call.  However, 
these  names  are  listed  as  prospects  and  lit- 
erature descriptive  of  the  various  instruments 
is  mailed.  If  an  interesting  new  instrument  is 
received,  which  might  prove  interesting  to  a 
prospect,  a  telephone  call  often  closes  a  cash 
deal  involving  a  large  sum  of  money.  The 
morning  Mr.  Abelowitz  was  interviewed  by  the 
writer  a  $575  cash  sale  of  a  Panatrope  was 
made  over  the  telephone,  to  a  prospect  who 
some  time  before  had  entered  the  store  but 
who  had  indicated  no  strong  desire  to  buy. 
Disposing  of  Trade-ins 

The  Brunswick  Salon  does  not  hesitate  to 
make  deals  where  trade-ins  are  involved,  with 
the  result  that  many  old  instruments  are  taken 
from  homes  in  which  one  of  the  fine  new 
models  is  placed.  This  dealer,  however,  has 
no  trouble  in  disposing  of  these  old  models. 
Although  liberal  allowances  are  made  on  old 
instruments,  they  are  quickly  disposed  of 
through  second-hand  dealers.  Something  en- 
tirely new  in  selling  these  trade-ins  has  been 
successfully  put  over  by  Mr.  Abelowitz.  The 
establishment  gets  in  touch  with  the  superin- 
tendents of  various  factories,  telling  them  about 
the  instruments  and  giving  the  employes  of 
these  plants  the  first  opportunity  to  make  selec- 
tions. This  plan  has  resulted  in  many  sales, 
approximately  one  hundred  trade-ins  having 
been  sold  in  this  manner  during  the  last  vcar. 


Victor  Go.  Pays  Dividends 
on  New  Preferred  Stocks 


Directors  of  the  Victor  Talking  Machine  Co. 
declared  a  quarterly  dividend  of  $1.75  a  share  on 
the  old  preferred  stock,  and  initial  quarterly 
dividends  of  $1.75  on  the  7  per  cent,  prior  prefer- 
ence cumulative  preferred  and  of  $1.50  on  the  6 
per  cent,  convertible  preferred  stock.  The  new 
prior  and  convertible  preferred  stocks  were 
issued  with  new  no  par  common  stock  in  ex- 
change for  former  outstanding  $100  par  com- 
mon stock. 


Notable  Houses  Consolidate 


The  Knickerbocker  Talking  Machine  Co., 
Inc,  New  York  City,  radio  distributor,  has  an- 
nounced its  consolidation  with  the  Schoverling, 
Daly  &  Gales  Co.,  the  oldest  wholesale  sporting 
goods  house  in  America.  A  new  warehouse 
with  52  500  feet  of  space  has  been  leased,  the 
location  of  which  will  be  announced  soon.  In 
the  meantime,  the  radio  end  of  the  business  is 
being  conducted  from  the  headquarters  of  the 
Knickerbocker  Talking  Machine  Co.,  at  831 
Broadway,  and  sporting  goods  business  with 
Schoverling,  Dalv  &  Gales  ;it  302  Broadway. 
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To  the  Stromberg-Carlson  Telephone  Mfg.  Co. 

"A Gold  Medal:  In  recognition 
of  the  development  and  manufac- 
ture of  a  totally  shielded  radio 
receiving  set  free  from  coil  pick-up 
and  objectionable  regeneration." 
Sesqui-Centennial  International  Exposition 


No.  602.  Universal 
Receiver,  Art  Con- 
sole. 6-tubes.  Price 
less  accessories  but 
with  external  Cone 
Speaker,  East  of 
Rockies  $365;  Rock- 
ies and  West  $400; 
Canada  $475. 


'eadersfu/ 


No.  5-A  Cone  Speak- 
er. Violin  wood  sound- 
board. Price  East  of 
Rockies  $35;  Rockies  and 
West  $40;  Canada  $45. 
Licensed  under  Lekto- 
phone  patents,  1271527 
and  1271529.  Others 
pending. 


CONFIRMED  BY 
UNBIASED  JUDGES 

What  thousands  of  Stromberg-Carlson  owners  have  long  been 
telling  the  world,  has  been  officially  declared,  "There  is  nothing 
finer  than  a  Stromberg-Carlson." 

By  its  award,  the  greatest  International  Exposition  since  1914 
has  endorsed  every  claim  made  by  the  Stromberg-Carlson  Company 
for  scientific  total  shielding  which  is  the  basis  for  the  famed  Strom- 
berg-Carlson selectivity,  distance  ability  and  accuracy  of  tone. 

The  Stromberg-Carlson  franchise  means  that  its  possessor  represents 
a  product  honored  by  all  and  desired  by  all — and — that  he  represents 
a  company  trusted  by  all  and  respected  by  all.  Such  universally 
acknowledged  leadership  is  not  the  fruit  of  sudden  success.  It  has 
taken  years  of  conservative,  constructive  effort  to  build  it  for  the 
Stromberg-Carlson  Company. 

Stromberg-Carlson  Telephone  Mfg.  Co. 

ROCHESTER,  NEW  YORK 


mm 


QIMMtl 

cMakers  of  voice  transmission  and  voice  reception  apparatus  for  more  than  30  years 
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Nation-wide  Survey 

of  Phonographs  and  Radios  in  Homes 

1,839,313  Homes  in  Forty-eight  States  Reported  on  Ownership  of 
Phonographs  and  Radios  in  Survey  Made  by  the  Women's  Club 


ASK  the  average  talking  machine  man  in 
what  State  are  the  greatest  number  of 
phonographs  in  proportion  to  population 
and  he  will  probably  answer  Massachusetts, 
New  York,  Illinois,  or  some  State  of  similar 
»tanding.  Yet,  as  a  matter  of  fact,  Minnesota 
lias  85  per  cent  of  homes  equipped  with  phono- 
graphs, in  cities  of  100,000  population  or  over; 


taut  because  it  gives  an  indication  of  the  type 
of  cities  in  which  there  exists,  apparently,  the 
largest  demand  for  various  types  of  musical 
instruments  and  other  products. 

In  the  case  of  phonographs,  for  instance, 
cities  of  over  100,000  made  the  best  showing, 
with  a  percentage  of  60.3  homes  owning  sucli 
instruments,  and  those  towns  of  under  1,000 


Use  of  Telephones.  Automobiles.  Musical  Instruments  and  Radio 

In  Families  Includ9i  in  Survey 


Telephones  and  Miscellaneous] 
Equipment 


Total 


Population  Classes  of  Communities 


: : Under 
: : 1 , 000 


Telephones! 

States  Represented 
Communities  Reporting 
Total  Number  of  Families 
Families  Served: 
Number 

Percent  


<1)  48 

<2)  1704 
6578013 
3714233 

56.5 


Automoblless 

States  Represented 
Communities  Reporting 
Total  Number  of  Families 
Families  Owning: 
Number 

Percent  


Radio  Sets: 

States  Represented 
Communities  Reporting 
Total  Number  of  Families 
Families  Owning: 
Number 

Percent  


"honographs: 

States  Represented 
Communities  Reporting 
Total  Number  of  Families 
Families  Owning: 
Numb  er 

Percent  


::  41 

::  549 

:»  71015 

::  38576 

t : 


(1)  47 

(2)  1264 
4101581 

2285739 
55.7 


:  40 
:  486 
:  60942 

: 36844 
:  60.5 


(2)  48 
1283 

1996421 


480637 
24.1 


::  39 
11526 
: » 66618 
1 1 

i t 12471 
;i  18.7 


48 
(2)1157 
1839313 

849825 
46.2 


: : 

::  38 
::  473 
:  : 59224 


: : 


17189 
29.0 


Pianos: 

States  Represented 
Communities  Reporting 
Total  Number  of  Families 
Families  Owning: 
Number 

Percent  


:1940183 


782994 
40.4 


::"  40 
::  499 
:  :62958 

' | 23250 
i  36.9 


1,000  :2,500  :5,000  » 10,000: 25,000: 50,000 

to    i    to    :    to    i    to    :  to      t  to 
?.5Q0  15.000  110.000:25.000:50.000:100.000 


:  :  :  :  : 

44    :  40      :    43     :  39      :     23     :  17 
425     :  247     :  189     :  159     :     55    :  36 
165856 : 221349 : 335769 : 605919 : 485643 : 665269 
96267:113358:177383:340178:264974:360187 

:  :  i-i  : 

58.0  :  51.2  ;  52.8  :  56.1  :  54.6  :  54.1 


:  :  :  :  : 

41    :    37    :    36    :  30      :    20    :  12 
306    :  171    :  115    :  92      :    40    :  25 
116142:156833:211310:356600:348449:453550 

70175  : 85765  : 124018:2046^9:206251:260182 
60.4  ;  54.7  :  58.7  :  57.4  :  59.8  i  57.4 


:  :  :           :  : 

44      :  38    :  37    :    30    :  18      :  11 

353    :  176    :  105    t    66    :  27      :  18 
133153: 157718: 183509: 247774: 239911: 355380 

:  l  I           I  : 

26555:  29434:  34264:  61598:  62126:  94619 

19.9;  18.7  :  18.7:  24.9  :  25.9  :  26.6 


i 


: 


:  : 

42    :  37      :  34      :    29    :     14    :  10 

321    :  155    :  92      J     64    :    23    :  17 
121689: 136989: 161433: 245059: 206766:  326806 
:           :           I           :  : 

39519:  47702:   55833:104119:  93868:  141189 

32.5  :   34.8  :  34.6  ;  42.5  :  45.4  :  43.2 


:  :  :  :  : 

42  :  37  :  36  :  28  :  15  :  10 
328  :  164  :  94  :  62  :  24  :  16 
124056144363  U.64815  £31716  £05976  :  3  1  6567 

:  :  :  t  : 

50628:  54O07;  61711:  87343:  88721:116491 
40.8;     37.4:  37.4  i  37.7  :  43.1  :  36.8 


100,000 

and 
Over 


24 

40 
4027193 
2323310 


20 
25 
2397756 

1296M5 
54.0 


8 
9 

612358 

159570 
26.1 


9 
9 

681347 

350406 
60.3 


9 
10 
689732 

300843 
43.6 


(1) 
(2) 


And.  District  of  Columbia. 

The  total  number  of  communities  reporting  is  larger  than  the  sum  of  the  several  pop- 
ulation classes  listed  because  whenever  data  for  two  or  more  cities  falling  in 
different  population  croups  could  not  be  separated,  the  data  for  all  were  Included 
under  the  population  class  of  the  larger  city  which  still  wa3  counted  as  one  in  that 
class.    All  the  cities,  however,  were  counted  separately  in  the  total  number  of 
c  omnunities. 


Oregon  leads  with  75  per  cent  of  phonographs, 
in  cities  of  between  10,000  and  25,000  popula- 
tion, and  Tennessee  boasts  of  the  largest 
number  of  phonographs,  54.7  per  cent,  in  cities 
of  between  5,000  and  10,000  population.  These 
and  many  other  highly  interesting  and  impor- 
tant facts  were  recently  brought  out  in  a 
nation-wide  survey  of  American  home  equip- 
ment conducted  by  the  General  Federation  of 
Women's  Clubs,  in  conjunction  with  the  Crowell 
Publishing  Co.,  publisher  of  the  Woman's 
Home  Companion. 

The  extent  of  the  survey  will  be  realized 
when  it  is  stated  that  1,839,313  homes  in  forty- 
eight  States  reported  regarding  the  ownership 
of  phonographs,  the  percentage  of  homes  thus 
equipped  being  46.2,  and  1,996,421  homes  re- 
ported on  radio  sets,  the  percentage  being  24.1. 
The  results  of  the  survey  were  carefully  classi- 
fied according  to  population,  reports  being 
made  on  towns  of  under  1,000  population,  and 
cities  and  towns  of  from  1,000  to  2,500,  2,500 
to  5,000,  5,000  to  10,000,  10,000  to  25,000,  25,000 
to  50,000,  50,000  to  100,000  and  over  100,000. 
The  information  gained  is  particularly  impor- 


camc  last  with  a  percentage  of  29.  The  same 
rule  held  good  regarding  radio  sets,  the  largest 
percentages  being  registered  in  the  larger 
cities,  this,  no  doubt,  being  attributed  to  close 
proximity  to  the  broadcasting  stations.  It  is 
significant  that  in  cities  of  over  100,000  there 
were  more  phonographs  than  telephones  or 
automobiles,  while  in  towns  of  under  1,000 
automobiles  came  first,  telephones  second, 
pianos  third  and  phonographs  and  radio  sets 
fourth   and  fifth,  respectively. 

The  results  of  the  questionnaire  are  particu- 
larly well  set  forth  by  Mary  Sherman,  president 
of  the  General  Federation  of  Women's  Clubs, 
who  wrote  a  series  of  articles  on  the  survey 
in  the  Woman's  Home  Companion,  one  of  the 
series  being  entitled,  "Where  the  American 
Family  Kinds  Its  Recreation."  In  the  article 
the  writer  said,  in  part,  as  follows: 

"As  I  start  to  sum  up  the  findings  of  the 
Home  Equipment  Survey  conducted  by  the 
General  Federation  last  year,  I  realize  that  the 
most  illuminating  answers  to  our  questionnaire 
came  from  the  group  of  inquiries  which  was 
the  least  pretentious:   F.    Equipment  of  Homes 


with  Telephone,  Educational  and  Entertainment 
l-'acilities. 

"This  group  occupied  exactly  seven  lines  on 
the  questionnaire: 

"I.  How  many  families  shown  by  the 
telephone  company  records  to  have  tele- 
phones?   

"2.    How  many  families  have  automobiles  as 

shown  by  tag  or  tax  records?  

(Do  not  include  trucks  or  delivery  cars. 
Also  count  each  family  having  an  auto- 
mobile as  one,  regardless  of  number  of 
cars  the  family  owns.) 

"3.  What  do  the  personal  tax  lists  and  the 
combined  figures  of  sales  by  local  mer- 
chants show  as  to  the  number  of  families 
who  have 

(a)  Radio  sets?   

(b)  Phonographs?   (c)  Pianos?  

"4.    What  are  the  library  facilities  of  your 

community?   

"But  the  answers  to  these  questions  gave  us 
the  most  intimate  and  the  most  human  glimpse 
of  life  as  it  is  led  in  the  mass  of  our  American 
homes  which  might  be  termed  moderately  pros- 
perous, homes  which  are  not  darkened  by  actual 
poverty  nor  gilded  with  opulence,  homes  oc- 
cupied by  women  like  you  and  me,  members  of 
clubs,  readers  of  good  books  and  magazines, 
women  who  are  seeking  better  conditions  for 
their  families  and  their  neighbors.  For  it  was 
in  their  cultural  life,  their  recreations,  their 
community  contacts  that  we  came  closest  to 
the  family  circles  covered  by  the  questionnaire. 

"Before  we  go  into  details  let  me  remind 
you  that  this  survey  covered  every  State  in 
the  Union  and  the  District  of  Columbia,  nearly 
eight  million  homes,  representing  over  thirty- 
two  million  people.  And  in  each  of  the  com- 
munities included  in  the  survey  from  one  to  a 
dozen  clubs  did  the  actual  work  of  investiga- 
tion. 

"Some  interesting  comparisons  present  them- 
selves as  you  study  the  summary  for  the  entire 
country.  Let  us  first  consider  communities  of 
1.000  population  or  under.  In  such  communities 
54.3  per  cent  of  the  homes  are  equipped  with 
telephones;  60.5  per  cent  of  the  families  in 
these  communities  own  automobiles;  18.7  per 
cent  have  radios;  29  per  cent  have  phonographs, 
and  36.9  per  cent  own  pianos. 

"Moving  up  to  the  class  of  towns  between 
1,000  and  2,500  we  find  that  58  per  cent  have 
telephones;  60.4  per  cent  automobiles;  19.9  per 
cent  radios;  32.5  per  cent  phonographs,  and 
40.8  per  .cent  pianos.  In  fact,  in  towns  and 
cities  the  country  over  from  1,000  population 
to  100,000  or  more,  we  find  that  more  than 
50  per  cent  of  the  homes  are  equipped  with 
telephones  and  close  to  60  per  cent  have  auto- 
mobiles while  the  phonograph  still  ranks 
higher  than  the  radio  and  in  many  sections 
it  is  a  close  race  between  the  phonograph  and 
the  piano.  The  telephone  reaches  the  highest 
mark — 58  per  cent  in  communities  between 
1,000  and  2,500,  cities  of  100,000  or  more  com- 
ing next  with  57.7  per  cent.  The  heaviest 
ownership  rate  in  automobiles  is  found  in 
communities  of  under  1,000  population,  60.5 
pi-r  cent,  while  60.4  is  the  percentage  in  com- 
munities of  1.000  to  2,500  population.  The 
lowest  mark  of  automobile  ownership  is  reached 
in  cities  of  100,000  and  over — 54  per  cent. 

"  The  radio  i<  supposed  to  be  most  popular 
and  of  greatest  value  to  families  living  in 
{Continued  on  page  11) 
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RADIOTRON 
UX-201-A 

Detector 
Amplifier 

RADIOTRON 
UV-198 

Detector 
Amplifier 

RADIOTRON 
UX-199 

Detector 
Amplifier 

RADIOTRON 
WD-11 

Detector 
Amplifier 

RADIOTRON 
WX-12 

Detector 

Amplifier 

RADIOTRON 

UX-200 

Detector 
Only 

RADIOTRON 
UX-200-A 

Detector 
Only 

RADIOTRON 

UX-120 

Power 
Amplifier 
Lust  Audio 
Stage  Only 

RADIOTRON 
UX-112 

Power 
Amplifier 

RADIOTRON 

UX-171 

Power 
Amplifier 
Last  Audio 
Stage  On, 

RADIOTRON 

UX-210 

Power 
Amplifier 
Oscillator 

RADIOTRON 
UX-213 

Full-Wave 
Rectifier 

RAOIOTRON 
UX-216-B 

Half-Wave 
Rectifier 

RADIOTRON 
UX-874 

Voltage 
Regulator 
Tube 

RADIOTRON 

UV-B76 

Ballast 
Tube 

RADIOTRON 

uv-sea 

Ballast 
Tube 

RADIOTRON 
UV-877 

Protective 
Tube 

RCA  advertising  each 
month  of  the  year 
stands  out  vividly  in 
color.  Its  story  of  qual- 
ity is  interesting  and 
convincing.  Its  results 
show  in  profitable 
year-round  turnover 
of  dealers'  stocks! 


*CA  Radiotron 


lQetter  manufacturing 
JL?  methods— better  test 
methods « longer  experience 
*  pioneering.  Result-KCA 
Radiotrons  are  better  vac- 
uum tubes.  And  better 
tubes  backed  by  great  year- 
round  advertising  natural- 
ly win  the  biggest  sales. 


RADIO  CORPORATION 
New    York  Chicago 


OF  AMERICA 
San  Francisco 


n 
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EACH  THE  LEADER 

each  with  its  own  distinct 


THE  RADIOLA  has  out- 
sold other  sets  because  it  is 
built  by  the  engineers  responsi- 
ble for  the  development  and  sim- 
plification of  broadcasting.  Be- 
cause it  combines  the  research 
and  skill  of  200  eminent  scien- 


tists and  radio  engineers  of 
RCA,Westinghouse  and  Gen- 
eral Electric.  And  because  year 
'round  Radiola  advertising  fea- 
tures the  RCA  Authorized 
Dealer,  with  the  constant  re- 
minder: "Buy  with  confidence 
where  you  see  this  sign." 


The  portable  super -heterodyne 


For  the  living  room,  or  for  camp,  shack  or  walnut  cabinet.  Greatly  in  demand  with 
beach.  A  sell -contained  six-tube  super-  the  increasing  number  of  those  who  want 
heterodyne,  finely  made,  with  handsome     a  fine  home  set  that  is  also  portable. 

Radiola  26,  with  6  Radiotrons,  $225  list 


M 


KCA  Kadiola 

ADE         BY         THE         MAKERS         OF         THE  RADIOTRON 
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IN  ITS  FIELD 

appeal  to  a  class  of  buyers 


<V  <v 


(Si 


At  Right 
Radiola  28,  with  8  Ra- 

diotrons,  $260  list 
RCA  Loudspeaker  104, 
complete,  $275  list 
A .  C.  Package,  for  adapt- 
ing Radio]  a  28  for  use 
with  RCA  Loud- 
speaker 104  on  50-60 
cycle,  110-volt  A.C. 
lighting  circuit,  $35 
list 

Antenna  coupler,  for 
adapting  Radiola  28 
with  outdoor  anten- 
na, $4.25  list 


Radiola  20,  less  equipment,  $78  list 

The  outstanding  value  in  radio 
today  regardless  of  price 

Compactly  built  and  many  times  as 
selective  as  the  average  antenna  set. 
Never  before  has  so  fine  a  set  been 
sold  at  so  moderate  a  price. 


Your  distributor  will  furnish  an  A.  C. 
Drive  Radiola  28,  ready  for  connection  to 
the  RCA  Loudspeaker  104,  which  reduces 
cost  and  time  in  installation. 

The  finest  radio  for  finest  homes 

The  supreme  achievement  of  1927  radio 
in  every  electrical,  acoustical  and  musical 
characteristic.  Far  in  advance  of  anything 
on  the  radio  market.  One  sale  of  this  com- 
bination yields  more  profit  than  sales  of  a 
half  dozen  cheaper  sets.  And  takes  less  time 
and  labor  if  the  right  prospects  are  selected. 


Buy  ttnth  confidence 


Authorised 
Dealer 


RADIO     CORPORATION     OF  AMERICA 


where  you  see  this  -sign 


Radiola  25.  with  6  Radiotrons, 
$165  list 
Meets  the  demands  of  the 
most  exacting  listener 
A  six-tube  super- heterodyne  with 
the  delicate  parts  sealed  against  dust 
and  moisture  in  the  "catacomb".  Ra- 
diotron  UX-120  in  the  output  gives 
volume  far  in  excess  of  the  average 
storage  battery  operated  receiver. 


NEW     YORK      CHICACO      SAN  FRANCISCO 


RCA^Radiola 


MADE 


B  Y 


THE 


MAKERS 


O  F 


THE 


RADIOTROW 
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Tlie  loudspeaker 
that  marked 


the  beainninp  of 


musical  realism 
in  the  home 


NOTHING  has  even  remotely  approached 
this  loudspeaker  since  it  revolutionized  the 
electrical  reproduction  of  music  over  a  year  ago. 
Its  fidelity  in  large  and  small  tone  volume  led  to  the 
adoption  of  its  new  and  exclusive  principles  by  the 
leading  phonograph  makers,  after  exhaustive  com- 
parative tests. 

Any  good  set  gives  an  amazingly  better  performance 
with  this  loudspeaker.  When  adapted  with  Radiola 
25  or  28  it  eliminates  all  batteries.  With  any  other 
set  it  does  away  with  "B"  batteries. 

No  prospect  can  resist  the  appeal  of  a  home  dem- 
onstration of  this  most  remarkable  achievement  in 
the  history  of  radio.  It  is  one  of  those  products 
which  can  be  pushed  to  advantage  every  month  in 
the  year  because  every  set  owner  is  a  prospect. 

Remember  that  when  you  sell  a  104  Loudspeaker, 
you  are  offering  also  a  power  amplifier  and  battery 
eliminator  of  the  latest  and  most  up-to-date  design. 


RADIO     CORPORATION     OF  AMERICA 


New  York 


Ch  icago 


San  Francisco 


RCA 

"B"  Battery  Eliminator 
(Duo-Rectron) 
$37.50  list 

Silent,  dependable  power, 
giving  exact  current  for  all 
sets,  large  and  small. 


RCA  Loudspeaker  100 
$35  list 
Clear,  through  the  whole 
range  of  tone,  at  any  volume. 


RCA""  Loudspeaker 
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Interesting  Survey  of  Talking  Machines 

and  Radio  Receiving  Sets  in  Homes 


Raymond  H.  Barker  Given 
Important  Columbia  Post 


(Continued  from  page  10) 


isolated  districts,  or  at  least  far  from  the  cen- 
ters of  politics,  education,  culture  and  the 
fine  arts,  yet  we  find  that  in  communities  of 
less  than  1,000  population  only  18.7  per  cent 
of  the  homes  are  equipped  with  radios,  while 
in  the  two  largest  groups  of  cities  is  found 
the  largest  equipment,  26.6  per  cent  in  cities 
between  50,000  and  100,000;  26.1  per  cent  in 
cities  of  100,000  and  over.  Possibly,  however, 
these  figures  may  have  changed  radically  since 
the  survey  was  completed  six  months  ago,  for 
the  radio  is  a  young,  lusty,  pushing  invention 
and  may  have  increased  its  popularity  by  leaps 
and  bounds. 

"In  talking  machines  the  high  mark  is  reached 
in  cities  of  100,000  and  over — 60.3  per  cent, 
of  which  fact  those  of  us  who  live  in  large  cities 
can  bear  testimony.  In  cities  of  the  same  class 
pianos  are  found  in  43.6  per  cent  of  the  homes. 
A  study  of  these  figures  proves  the  growing 
popularity  of  the  instrument  which  makes  its 
own  music  without  human  hands. 

"For  the  larger  cities,  that  is,  100,000  or  more, 
the  State  of  Minnesota  holds  some  interesting 
records;  first  in  telephones  with  82.5  per  cent; 
second  in  automobiles  with  93.7  per  cent;  first 
in  phonographs  with  85  per  cent,  and  second 
in  pianos. 

"Going  down  the  line  a  bit  to  cities  with  a 
population  of  between  10,000  and  25,000,  Utah 
leads  in  telephones  with  86  per  cent;  Oregon 
holds  two  records:  automobiles,  94.3  per  cent; 
phonographs,  75  per  cent.  Maryland  leads  in 
pianos,  95.2  per  cent  of  her  homes  being 
equipped  with  this  instrument.  Rhode  Island 
comes  second  with  pianos  in  80  per  cent  of 
her  homes  in  such  cities  and  also  holds  the 
record  for  radios  in  this  class;  75  per  cent. 

"Looking  into  cities  between  5,000  and  10,000 
we  find  that  Vermont  holds  three  records', 
telephones,  90.9  per  cent;  radio  sets,  50  per 
cent;  pianos,  78  per  cent.  In  cities  of  this  size 
Michigan  has  the  record  for  automobiles,  87 
per  cent,  while  Tennessee  boasts  of  the  largest 
number  of  phonographs,  64.7  per  cent. 

"In  communities  of  under  1,000  Connecticut 
leads  in  telephones,  88.2  per  cent,  and  in  pianos, 
54.5  per  cent;  while  California  holds  three  rec- 
ords for  towns  of  this  size:  automobiles,  90.1 
per  cent;  radios,  33.8  per  cent;  phonographs, 
45.1  per  cent. 

"In  contrast  to  Vermont  with  its  78  per 
cent  of  pianos,  we  find  Nevada,  in  towns  of 
similar  size  with  populations  of  from  2,500  to 
10,000,  with  only  25.6  of  pianos,  but  with  85.7 
of  automobiles.  In  Nevada,  too,  8.5  per  cent 
have  radios  and  28.4  phonographs.  The  small 
towns  pf  Iowa  show  a  record  of  43.3  per  cent 
pianos,  36.6  per  cent  of  phonographs  and  26.7 
per  cent  radio,  while   the   sunshiny  State  of 


California  reports  34.9  per  cent  of  pianos,  41 
per  cent  of  phonographs  and  36.6  of  radios, 
with  automobiles  at  the  high  percentage  of  61. 
In  Delaware  33  per  cent  of  families  interviewed 
have  pianos,  while  only  29.7  per  cent  have  tele- 
phones, which  makes  an  interesting  compari- 
son." 


New  Portable  Victrola  Is 

Announced  to  the  Trade 


Model  2-60  Has  Several  Outstanding  and  Dis- 
tinctive Features — A  Concealed  Amplifying 
Chamber  Aids  Tone — Smart  in  Appearance 


A  new  portable  model  Victrola,  No.  2-60,  was 
recently  announced  to  the  trade  by  the  Victor 
Talking  Machine  Co.  This  new  instrument  is 
encased  in  a  durable  leather-finished  fabric  with 
the  choice  of  finish  in  dark  blue  with  a  leather 
figured  texture  or  brown  with  shark-skin  tex- 
ture. In  size  it  is  seven  inches  high,  sixteen 
and  a  half  inches  wide,  thirteen  and  a  half 
inches  deep  and  weighs  twenty-two  pounds. 

Outstanding  features  of  the  model  2-60  in- 
clude a  concealed  amplifying  chamber,  one  of 
the  latest  products  of  the  Victor  laboratories,  a 
built-in  safety  record  container  which  holds 
twelve  ten-inch  records,  a  spring  motor  that 
runs  eight  minutes  without  rewinding  and 
which  may  be  wound  while  playing.  The  in- 
terior and  exterior  fittings  are  gold-finished  and 
a  genuine  leather  handle,  flexible  for  carrying 
purposes,  is  provided.  The  2-60  plays  all  Victor 
ten  or  twelve  inch  records.  In  appearance  the 
new  portable  compares  with  the  fine  handbags 
now  in  vogue. 


Newspaper  Displays  New 

Brunswick  Instrument 


Phoenix,  Ariz.,  April  4.— An  attractive  exhibit 
of  the  new  Brunswick  musical  instrument  re- 
cently occupied  the  display  space  of  the  Arizona 
Republican,  which  is  situated  on  the  main  street 
of  this  city.  The  window  is  six  feet  wide  by 
four  deep  and  is  brilliantly  illuminated  at  night. 
Local  Brunswick  dealers  reported  an  increase  of 
interest  in  the  instrument  due  to  the  display.  . 


Jane  Tompkins  a  Bride 

Jane  Frederica  Tompkins,  secretary  to  Louis 
Sterling,  chairman  of  the  board  of  directors  of 
the  Columbia  Phonograph  Co.,  New  York,  was' 
married  last  month  to  Burt  Norton  McConnell. 
Mr.  and  Mrs.  'McConnell  spent  their  honey- 
moon at  the  Chateau  Frontenac,  Quebec. 


Board  of  Directors  of  Columbia  Phonograph 
Co.  Elect  Mr.  Barker  Assistant  Secretary  and 
Assistant  Treasurer — Long  With  Company 


At  a  recent  meeting  of  the  board  of  directors 
of  the  Columbia  Phonograph  Co.,  New  York, 
Raymond  H.  Barker  was  elected  to  the  office  of 
assistant  treasurer  and  assistant  secretary  of 
the  company.    Mr.  Barker  has  been  with  the 


Raymond  H.  Barker 

Columbia  organization  since  1917,  when  he  be- 
came a  member  of  the  staff  of  the  late  C.  W. 
Woddrop,  then  vice-president  of  the  company. 
In  1924  Mr.  Barker  was  appointed  assistant 
to  F.  J.  Ames,  treasurer  and  secretary  of  the 
Columbia  Co. 


Recent  Additions  to  Sparks- 
Withington  Go.  Sales  Staff 

In  the  expansion  of  its  sales  staff,  the  Sparks- 
Withington  Co.,  of  Jackson,  Mich.,  announces, 
through  General  Sales  Manager  Harry  G. 
Sparks,  a  number  of  recent  additions  to  the  de- 
partment's personnel.  The  additions  include  D. 
W.  Murray,  formerly  of  the  Michelin  Tire  Co. 
staff;  C.  J.  Hayes,  whose  prior  service  was 
with  Osburn  of  Cleveland;  R.  S.  Williams,  for- 
mer Dallas  representative  of  the  American 
Hammer  &  Piston  Ring  Co.,  and  I.  H.  "Ike" 
Tusing,  for  the  past  five  years  with  Fulton  and 
Kingley-Miller.  All  have  gone  through  the 
standard  Sparton  school  of  instruction  in  warn- 
ing signal  and  radio  lore  and  are  now  in  the 
field.  Mr.  Hayes  is  definitely  assigned  to  Middle 
Western  territory  and  Mr.  Tusing  to  the  South- 
western district. 


Charles  J.  Hopkins,  manager  of  the  foreign 
department  of  the  Crosley  Radio  Corp.,  has  re- 
turned to  his  desk  after  a  long  and  severe  ill- 
ness. 


National  Record  Albums 

Made  of  the  best  materials  and  finished  by  experienced 

workmen 

PORTABLE  ALBUMS 
ALBUMS  FOR  CABINETS 

ALBUMS  BOUND  IN  CLOTH  or  ART  MISSION 

Albums  for  Export  Our  Specialty 

Write  Cor  list  of  1927  styles  and  priees 

National  Publishing  Co.,  239-245  South  American  St.,  Philadelphia,  Pa. 
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Music  Taste  Varies- 
How  Well  Do  You  Know 
Your  Record  Catalog? 

By  C.  H.  Mansfield 

Manager,  Phonograph  and  Radio  Department,  Fitzgerald  Music  Co. 
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IT  is  pitiful  to  see  how  little  knowledge  of 
the  record  catalog  the  average  salesman 
possesses.  Most  salesmen  have  only  a 
small  list  of  some  ten  or  twelve  demonstrating 
records  of  various  types — and,  except  in  a  most 
hazy,  general  way,  beyond  this  little  selection 
their  knowledge  of  records  ends.  When  this 
tvpe  of  salesman  comes  in  contact  with  a  cus- 
tomer whose  tastes  run  peculiarly  in  a  certain 
out-£)f-the-ordinary  channel,  then  he  is  com- 
pletely lost  and  must  depend  upon  a  hurried 
search  of  the  record  catalog — and  grope  blindly 
for  the  records  with  which  he  hopes  to  build 
up  the  prospect's  desire  for  the  instrument. 
That's  taking  a  terrible  chance  with  business, 
isn't  it?  It's  nothing  short  of  "sales  homi- 
cide." 

Now,  as  pointed  out  before,  unquestionably 
every  salesman  should  have  a  selected  list  of 
ten  or  twelve  outstanding  records  of  various 
types  of  music  to  use  in  general  demonstrating 
work — but  his  knowledge  should  not  end  there 
— it  should  take  in  the  entire  catalog. 
When  Knowledge  Is  Needed 

It  is  during  the  home  demonstration  that  a 
salesman's  knowledge  of  records,  stands  him 
in  the  best  stead.  If  a  salesman  knows  the 
record  catalog,  and  if  he  has  found  out  some- 
thing definite  concerning  the  prospect's  tastes, 
then  he  can  increase  his  chances  for  closing 
the  deal  by  taking  a  great  deal  of  care  to 
select  the  very  best  numbers  of  the  type  that 
appeal  to  the  prospect  most.  You  must  bear 
in  mind  that  every  record  that  appeals  to  the 
prospect  is  a  step  toward  the  consummation 
of  the  deal,  so  the  importance  of  this  selection 
of  records  is  very  apparent.  The  salesman 
should,  of  course,  take  a  great  deal  of  care  to 
ascertain  the  exact  tastes  of  every  member  of 
the  family,  so  that  every  taste  in  the  family 
may  be  appealed  to,  and,  as  before  pointed  out, 
you  frequently  find  husband,  wife  and  children 
with  entirely  different  musical  tastes. 

One  reason  why  many  home  demonstrations 
do  not  result  in  sales  is  simply  because  the 
prospect's  taste  was  not  appealed  to  strongly 
enough  by  the  records  sent  out  with  the  instru- 
ment. Any  man  who  has  been  in  the  business 
for  a  number  of  years  will  bear  out  that  state- 
ment. 

Surely  the  logic  of  this  is  evident  enough, 
yet  so  few  salesmen  will  open  their  eyes  wide 
enough  to  see  it.  They  will  continue  to  have 
the  record  girl  make  up  a  "general  selection" 
of  records  to  go  out  with  the  instrument  for 
the  home  demonstration.    No  salesman  should 


ever  be  guilty  of  such  carelessness — if  he  does 
not  know  the  record  catalog  sufficiently  well  to 
make  up  a  list  of  the  proper  numbers,  then  give 
the  record  girl  detailed  information  concerning 
that  prospect's  musical  tastes.  He  should  then 
exercise  a  great  deal  of  care  in  making  up  the 
selection  of  records  to  be  used  in  the  home 
demonstration,  records  that  will  help  to  fire  the 
enthusiasm  of  the  prospect  and  create  desire 
for  ownership  of  the  instrument. 

What  Successful  Salesmen  Know 
Now  here  is  the  big  point — the  very  evident 
fact  that  successful  phonograph  salesmen  have 
recognized  for  years — the  most  perfect  record- 
ing ever  made  lacks  appeal  unless  that  record- 
ing is  of  the  type  of  music  and  rendered  by  the 
type  of  instrument  or  artists  that  appeal  to  the 
customer.  On  the  other  hand,  a  recording 
which  is  not  up  to  such  a  high  standard  of 
technical  perfection,  but  which  gives  to  the 
listener  a  type  of  music  he  likes,  will  create  a 
much  greater  desire  for  the  phonograph.  As  an 
extreme  example — play  a  very  fine  recording 
of  a  jazzy  dance  number  for  the  lover  of  opera 
— and  they  do  not  see  its  merits  from  a  re- 
cording standpoint  as  they  would  from  a  record 
of  an  operatic  aria,  and  vice  versa.  Therefore, 
unquestionably  the  most  important  thing  to 
learn  in  demonstrating  a  phonograph  to  a  pros- 
pect is  what  type  of  music  appeals  to  that  pros- 
pect most,  and  then  if  you  know  the  record 
catalog  you  can  readily  select  the  best  records 
of  that  type  from  both  a  musical  and  recording 
standpoint.  For,  as  can  easily  be  seen,  if,  dur- 
ing the  demonstration  you  play  only  selections 
that  appeal  to  the  prospect,  then  quite  naturally 
you  will  be  building  up  a  greater  desire  with 
the  prospect  for  the  instrument,  whereas  if  the 
wrong  selections  are  played,  the  prospect's  de- 
sire and  enthusiasm  for  the  instrument  will 
certainly  not  be  increased,  but,  on  the  other 
hand,  is  very  apt  to  wane,  and  consider  how 
much  more  effective  the  records  will  be  if  they 
are  not  only  of  the  type  that  appeals  to  the 
prospect,  but  if  they  are  also  better  record- 
ings. 

Apprenticeship  Training 

If  it  were  possible,  I  believe  that  the  finest 
training  any  phonograph  salesman  could  have 
would  be  an  apprenticeship  of  about  five  or  six 
months  in  the  record  department,  where  they 
would  not  only  naturally  acquire  a  knowledge 
of  records,  but  by  coming  in  contact  daily  with 
so  many  various  tastes  they  would  soon  learn 
how  to  adapt  themselves  to  and  please  these 
various  tastes.   This  statement  is  based  on  ex- 


C.  H.  Mansfield  | 
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perience,  for  I  have  always  noticed  that  the 
men  who  have  served  such  apprenticeships  as  a 
rule  make  the  most  successful  phonograph 
salesmen. 

The  two  most  important  selections  to  be 
played  in  a  demonstration  where'  several  records 
are  played  are  the  first  number  and  the  con- 
cluding number  so,  therefore,  much  care  should 
be  taken  in  choosing  these  two  records — you 
simply  can't  afford  to  make  a  mistake  here. 

Now  that  we  realize  how  musical  tastes  vary, 
and  how  much  it  means  in  the  creating  of  de- 
sire and  the  working  up  of  enthusiasm,  and 
the  ultimate  consummation  of  a  deal  to  be 
able  to  play  the  right  kind  of  records — how 
are  you  going  to  know  just  what  records  to 
play — even  after  you  know  the  prospect's  taste, 
unless  you  have  a  complete  knowledge  of  music 
and  the  record  catalogs? — and  how  are  you  to 
get  that  knowledge? 

How  to  Study  the  Catalog 

First  of  all,  play  over  and  become  thoroughly 
familiar  with  a  few  numbers  under  each  of  the 
various  headings  listed  previously — this  should 
be  merely  your  first  easy  step — after  you  be- 
come thoroughly  familiar  with  these  records 
then  you  should  broaden  your  knowledge  by 
getting  as  familiar  with  the  entire  catalog  as 
possible.  This  can  be  done  by  carrying  a  record 
catalog  with  you  at  all  times  and  reading  it 
from  beginning  to  end  during  your  spare  mo- 
ments when  you  are  at  lunch  or  at  home  in 
the  evenings,  and  playing  at  every  opportunity 
records  that  you  have  not  heard. 

But  do  it  systematically.  Start  at  the  very 
beginning  and  read  every  word,  title,  descrip- 
tion, composer  and  artist — it  may  take  some 
time,  but  it  will  be  time  well  spent — and  you 
will  be  paid  for  it  many  times  over  in  the 
future.  Too  many  salesmen  think  it  only  neces- 
sary to  have  a  smattering  of  knowledge  of  the 
record  catalogs — when  actually  a  complete 
knowledge  is  one  of  (he  most  important 
(Continued  on  page  14") 
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Radio  Association  Elects 
Officers  at  Annual  Meeting 

Robert  W.  Bennett,  of  the  Robert  W.  Bennett 
Co.,  Elected  President  of  St.  Louis  Radio 
Trades  Association — Officers  and  Directors 


National  Broadcasting 

Go.  Insures  Employes 

Group  Insurance  Plan  Provides  Life  Insurance 
in  Excess  of  $500,000  for  Approximately  200 
Employes  as  Well  as  Nurse  Service 


Robert  W.  Bennett,  president  of  the  R.  W. 
Bennett  Co.,  was  elected  president  of  the  St. 
Louis  Radio  Trades  Association  at  its  annual 
election  of  officers  last_month.  The  other  newly 

elected  officers  are 
Julian  E.  Sampson, 
George  H.  Nie- 
kamp  and  Gus  H. 
C  o  h  n,  vice-presi- 
dents; Samuel  B. 
Singer,  secretary, 
and  W.  A.  Ward, 
treasurer.  Wm.  P. 
Mackle  was  re- 
elected executive 
secretary  of  the 
Association. 

The  Board  of 
Directors  chosen 
Robert  W.  Bennett  for  the  ensuing 
year  consists  of  Robert  W.  Bennett,  Gus  H. 
Cohn,  Walter  H.  Dyer,  Loren  M.  Wood,  Mel- 
ville B.  Hall,  Harold  J.  Wrape,  George  H. 
Niekamp,  W.  A.  Ward,  Samuel  B.  Singer,  Julian 
E.  Sampson,  A.  C.  Brandt  and  Robert  Kissel. 

The  retiring  president,  Harold  J.  Wrape, 
thanked  the  members  for  the  splendid  co- 
operation they  have  given  during  his  presidency 
in  the  work  of  building  up  the  organization  to 
its  present  membership  of  170  men. 

Mr.  Bennett  reported  on  the  proposed  branch 
in  St.  Louis  of  the  Federated  trade  school  for 
the  training  of  radio  service  men.  T.  E.  Spen- 
cer, principal  of  the  vocational  department  of 
the  board  of  education,  spoke  on  the  proposed 
plan  of  the  board  for  the  installation  of  voca- 
tional training  in  St.  Louis  public  high  schools 
for  radio  service  men.  Plans  were  submitted 
to  the  members  and  the  new  directors,  and  it 
was  decided  to  adopt  and  sponsor  the  St.  Louis 
board  of  education  plan  for  vocational  training 
in  the  schools. 


Every  employe  of  the  National  Broadcasting 
Co.,  which  owns  and  operates  WEAF  of  New 
York  City  and  in  addition  manages  VVJZ,  New 
York;  \YRC,  Washington,  and  KFKX,  Hast- 
ings, Neb.,  is  included  in  a  group  insurance 
plan  just  entered  into  which  provides  life  in- 
surance in  excess  of  $500,000.  Approximately 
200  employes  will  each  receive  a  life  insurance 
policy  equaling  the  amount  of  his  annual  salary, 
with  the  provision  that  the  maximum  amount  of 
any  policy  is  $5,000.  In  addition  to  paying  the 
entire  cost  of  the  insurance  program,  the  Na- 
tional Broadcasting  Co.,  through  an  arrange- 
ment with  the  insurance  company,  will  furnish 
sick  or  disabled  employes  with  the  services  of 
trained  visiting  nurses. 


The  Dodge  Music  Co.,  of  Anacortes,  has  been 
incorporated  at  Tacoma,  Wash.,  with  a  capital 
stock  of  $50,000.  Those  interested  are  H.  L. 
Dodge  and  Laurena  Dodge. 


How  Well  Do  You  Know 

Your  Record  Catalog? 

{Continued  from  page  12) 
requisites  to  successful  phonograph  selling.  Two 
books  that  every  phonograph  salesman  should 
read  and  study  are  the  "Victor  Book  of  the 
Opera,"  (whether  you  sell  this  make  of  instru- 
ment or  not)  and  "The  Common  Sense  of 
Music,"  by  Sigmund  Spaeth. 

The  former  gives  a  sketch  outline  of  over 
one  hundred  and  ten  operas  and  lists  the  Victor 
records  of  selections  from  the  opera.  If  you  do 
not  handle  the  Victor,  you  can  select  the  same 
numbers  from  your  own  catalog.  You  will  find 
this  book  highly  interesting  as  well  as  instruc- 
tive. After  you  have  read  it  from  cover  to 
cover  and  studied  it  you  will  find  that  you  can 
talk  interestingly  and  intelligently  about  opera 
to  most  anyone — and  you  will  find  in  your  work 
that  such  information  will  be  a  tremendous  help 
to  you  on  many  deals. 

The  second  book,  by  Sigmund  Spaeth,  you 
will  find  very  entertaining  and  full  of,  as  sug- 
gested by  its  name,  musical  common  sense.  Mr. 
Spaeth  is  one  of  the  foremost  music  critics  in 
America  and  he  handles  his  subject  in  a  most 
interesting  manner. 

With  a  knowledge  of  music,  artists,  and  com- 
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posers,  such  as  the  record  catalogs  and  the  two 
last-named  books  will  give  you,  you  are  in  a 
much  better  position  to  create  interest  in,  and 
build  up  desire  for,  a  phonograph  with  your 
prospect. 

Practical  Salesmanship 

Now  please  do  not  get  the  wrong  impression 
by  the  foregoing  statements  concerning  a 
knowledge  of  music — it  does  not  necessarily 
mean  that  the  musical  highbrow  who  has  made 
life  study  of  music  would  be  naturally 
cquipped  to  sell  phonographs.  As  a  rule,  such 
a  person  is  entirely  too  biased  in  his  opinions 
— he  could  not  consider  the  tastes  of  the  lover 
of  jazz-  or^-popular  music — he  would  uncon- 
sciously let- bis  own  taste  assert  itself  and  not 
consider  the  taste  of  the  prospect.  It  is  very 
line  indeed,  and  quite  necessary,  if  we  would 
build  a  secure  foundation  for  our  business,  to 
educate  our  customers  to  better  music  after 
they  have  purchased  an  instrument,  but  never 
try  to  do  suchvia  thing  before  the  deal  is  closed; 
if  you  do  yo||-are  apt  to  cool  their  enthusiasm 
for  the  instalment  and  very  often  embarrass 
them  if  their  tastes  run  to  jazz,  even  though 
you  very  subtly  and  diplomatically  intimate  that 
their  musical  tastes  are  below  par.  A  higher 
musical  education  should  come  to  the  owner 
later  through  the  record  department. 

You  want  to  remember  at  all  times  that 
your  object  is  to  please  the  customers — to  give 
them  what  they  like  and  want — and  for  the 
time  you  must  forget  completely  your  own 
musical  tastes.  Therefore,  in  order  to  be  in  a 
position  to  give  the  customer  the  type  of  music 
he  wants  and  in  order  to  please  all  tastes  you 
must  have  a  knowledge  of  all  the  music  re- 
corded on  records. 

Only  a  thorough  knowledge  of  the  record 
catalogs  "will  equip  you  to  successfully  play  on 
the  tastes  of  the  customer,  for  it  may  often 
be  necessary  for  you  to  produce  any  number 
of  records  of  a  particular  type  of  music  in 
order  to  finally  sell  your  prospect  on  the  idea 
of  an  instrument — particularly  in  the  case  of  a 
home  demonstration,  when  several  records  are 
sent  out  with  the  instrument. 

Wide  Difference  in  Musical  Taste 

Remember  each  customer  represents  a  dif- 
ferent personality,  and  a  different  taste — in  one 
family  you  may  even  find  three  or  four  entirelv 
different  taste?— all  of  which  must  be  played 
upon  if  the  deal  is  made  and  you  simplv  are  not 
prepared  to  do  this  successfully  unless  you 
have  made  a  complete  study  of  the  record  cata- 
log. 

The  importance  of  this  phase  of  phonograph 
selling  cannot  be  too  strongly  emphasized,  for 
it  is  most  important  of  all;  it  will  affect  your 
success  more  than  any  other  one  thing.  Study 
the  record  catalog  thoroughly  and  keep  on 
studying  it;  make  it  a  point  to  hear  every  new 
record  issued— not  just  those  that  appeal  to  you 
most,  but  hear  them  all  and  make  mental 
notes  of  them  for  future  use  in  demonstra- 
tion, for  as  has  been  pointed  out  before,  you 
can  never  tell  what  type  of  customer  you  are 
going  to  have  next,  so  be  prepared  for  all  types 
and  a  thorough  knowledge  of  all  records  will 
keep  you  constantly  prepared  to  successfully 
sell  the  idea  of  a  phonograph  to  any  one. 


L.  S.  Baker  Elected  to 

Important  Ass'n  Post 

Executive    Secretary    of    Broadcasters'  Ass'n 
Elected  Executive  Vice-President  of  R.  M.  A. 


In  order  to  insure  co-ordination  between  the 
manufacturing  and  broadcasting  branches  of  the 
radio  industry,  L.  S.  Raker,  executive  secre- 
tary of  the  Broadcasters  Association,  has  been 
elected  executive  vice-president  of  the  Radio 
Manufacturers  Association,  thus  assuring  a  con- 
tinuous liaison  between  the  two  organizations. 
The  two  associations  will  maintain  offices  in 
New  York  and  Chicago,  and  also  contemplate 
opening  headquarters  in  Washington. 
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For  Your  Protection! 

KWM  Dealers  Qet  Every  Inquiry 


A  "KING"  dealer  contract  means  just  what  it  says.  When 
C^x  we  grant  an  exclusive  territory,  it  is  exclusive.  Every 
inquiry  from  that  territory  is  referred  to  you.  Every  lead  is 
given  to  you  promptly. 

1  All  this  is  made  certain  by  the  system  pictured  above. 
Every  letter  we  receive  (except  those  from  our  dealers)  is 
checked  against  our  master  maps.  Signals  are  attached  to 
the  letters  showing  territory  and  dealer's  name.  Then  we 
make  sure  that  that  inquiry,  or  that  bit  of  information,  is 
passed  on  at  once.  For  time  is  of  importance  if  the  dealer 
is  to  realize  full  benefit  from  the  lead  so  referred. 

Absolute  protection,  made  sure  by  "King"  methods,  means 
more  profit  for  you. 


Plus  this  adequate  guarantee  of  territorial  rights,  we  offer  you: 

1  A  thoroughly  good  line  of  band  instruments  and  saxo- 
phones. You  know  "King"  quality. 

2  Intensive,  persistent  advertising.  National  magazines  and 
"class"  publications  carry  the  "King"  story  to  your  cus- 
tomers every  month. 

3  Maximum  discounts. 

4  An  adequate  financing  plan  for  the  handling  of  time-paper. 

5  Intelligent  co-operation.  Direct  mail  campaigns,  display 
material,  forceful  catalogs,  imprinted  literature— these  are 
just  a  part  of  the  "King"- planned  co-operative  selling 
service. 


Every  feature  you  seek  is  offered  to  you  in  the  "King"  dealership  contract 

Many  good  territories  are  still  open.  Each  week  makes  that  number  less.  Our 
mutual  profit  suggests  a  discussion,  of  your  territory  now.  May  we  have  that  opportunity? 


A  PhisenMon  af 

Exclusive  Agency 

/or 

Band  Instruments. 
Prepa  red  for 


THE  E  N.  WHITE  CO. 

,$£15-86  Superior  Avenue 

»  >  ^  CLEVELAND,  OHIO 

Mi 

Makers  of 


TtattklWhile  CoraptTOj  - ; 


.  ,       I  v;*o  Band  Instruments 
«  WHITE  CO.,  Makers  of  King  fan 
THE  H.  N.  WHITE £  ,andi  Qhio 

5215-86    Superior  Ave.,  along  w,th 

Send  your  latest  catalog  and I  dgoun 
complete  information  on  the   K   g  ^  financmg 

Also  send  information  about  you 
sales. 


Name  of  Firm  - 

I_  sTi'i-i/i  ti<ll  - 
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Dealers  Can  Help  "Clear  the  Air"  by 

Offering  Suggestions  to  Commission 

Federal  Radio  Commission  Already  Actively  at  Work  Preparing  Plan  of  Campaign — Talking 
Machine  World  Will  Co-operate  With  Trade  by  Passing  Along  Ideas  for  Improvements 


The  Federal  Radio  Commission  appointed  fol- 
lowing the  passage  of  the  Radio  Control  Bill, 
which  has  for  its  purpose  adjustment  of  broad- 
casting for  the  benefit  of  the  public  and  the  in- 
dustry, has  begun  to  function.  The  chaotic  con- 
dition existing  because  of  too  many  broadcast- 
ing stations  operating  on  the  same  wave  band 
will  be  eliminated. 

The  proposed  plans  will  not  only  permit  the 
public  to  enjoy  its  radio  programs,  but  the 
effect  of  this  on  the  retail  radio  trade  should  be 
felt  in  increased  interest  in  radio,  with  a  con- 
sequent improvement  in  sales  and  a  general 
stabilization  of  the  business.  Talking  machine 
dealers  throughout  the  country  have  millions  of 
dollars  invested  in  radio  stock  and  anything 
that  aids  them  in  profiting  by  their  investments 
is  of  vital  importance;  so  important,  in  fact,  that 
no  dealer  who  operates  a  radio  department  can 
afford  to  sit  back  without  making  an  attempt 
to  aid  the  Commission.  While  it  is  neither  pos- 
sible or  feasible  for  retailers  to  actively  work 
with  the  Commission,  the}'  can  and  should  make 
known  to  that  body  their  ideas  on  ways  and 
means  of  facilitating  the  good  work. 

The  Talking  Machine  World  will  actively  co- 
operate with  dealers  and  welcomes  suggestions 
from  the  trade,  which  will  be  forwarded  to  the 
Commission  in  Washington.  The  Commission 
is  just  beginning  to  function  and  there  is  a  vast 
amount  of  work  before  it  in  straightening  out 
the  broadcasting  tangle,  and  ideas  will  be  wel- 
comed, provided  they  are  constructive. 

There  are  evils  existing  in  broadcasting  to- 
day with  which  dealers  are  thoroughly  familiar. 
The  dealers  know  that  this  is  hurting  their  busi- 
ness. They  must  realize  that  anything  that  de- 
tracts from  the  enjoyment  of  radio  by  the  public 
is  harmful  to  retail  trade.  And  they  must  also 
be  aware  of  the  fact  that  elimination  of  any  of 
these  conditions  which  are  causing  dissatisfac- 
tion with  radio  broadcasting  in  the  end  will  in- 
fluence the  large  part  of  the  public  that  does  not 
own  a  radio.  Every  individual  who  is  not  a 
ladio  set  owner  is  a  prospect.  And  anything 
that  presents  radio  in  an  unfavorable  light  re- 
tards sales  to  these  people.  The  passage  of  the 
Radio  Control  Bill  and  the  appointment  of  the 
Commission  is  the  most  important  move  made 
in  the  interest  of  the  radio  trade  in  the  his- 
tory of  the  industry  and  it  is  up  to  retailers  to 
get  behind  the  Commission  in  every  way  pos- 


sible, mainly  through  constructive  suggestions. 

The  Talking  Machine  and  Radio  Men,  Inc., 
one  of  the  most  active  associations  in  the  coun- 
try, whose  membership  is  composed  of  retailers, 
wholesalers  and  manufacturers,  will  co-operate 
with  the  Commission  to  clear  the  broadcasting 
situation.  Irwin  Kurtz,  president  of  the  asso- 
ciation, has  asked  the  members  the  following 
question:  "What  stations  should  be  eliminated, 
and  what  other  regulations  should  be  enacted 


by  the  Commission  to  rectify  the  present  unsat- 
isfactory condition?"  The  other  associations 
throughout  the  country  should  make  an  attempt 
tc  secure  the  views  of  the  members  and  the 
suggestions  should  be  forwarded  to  the  Com- 
mission. 

The  Commission  is  seeking  suggestions  in 
an  effort  to  adopt  policies  concerning  the  broad- 
casting situation  which,  when  put  into  effect, 
will  render  the  most  valuable  service  to  the  lis- 
tening public.  To  facilitate  matters  it  is  sug- 
gested that  proposals  be  confined  to  widening 
of  the  broadcasting  band,  limitation  of  power, 
reducing  frequency,  separation,  simultaneous 
broadcast  with  same  frequency,  time  division, 
consolidation  of  broadcasting  service  and  limit- 
ing number  of  stations. 


Association  Aids  Dealers  to  "Choose 

the  Best  Selling  Radio  Receiving  Sets 


9  5 


Members  of  Northwest   Radio  Trades  Association  Get  Some  Constructive  Tips  on  the  Kind  of 
Merchandise  to  Handle — A  Dozen  Rules  That  Lead  to  Greater  Profits  for  Dealers 


Among  the  valuable  services  performed  for 
its  members  by  the  Northwest  Radio  Trade 
Association  is  the  publication  of  a  series  of  ar- 
ticles dealing  with  problems  of  the  dealer  from 
the  time  he  chooses  his  location  until  he  counts 
up  his  profits.  In  a  recent  issue  of  the  North- 
west Radio  News,  published  by  the  trade  body, 
an  article  titled,  "How  to  choose  the  best  selling 
radio  sets"  appeared.    It  reads  in  part: 

This  season  will  see  a  lot  of  new  dealers  go- 
ing into  the  radio  business  and  quite  a  few  old 
ones  will  be  changing  their  lines.  How  to 
choose  a  line  of  sets  to  sell  is  a  very  vexing 
problem,  but  we  believe  there  are  some  funda- 
mental rules  in  choosing  a  line  of  goods  to  sell 
that  it  will  pay  the  dealer  to  follow.  Here  are 
a  dozen  rules  that  might  well  be  followed: 

First:  Secure  exclusive  sale  of  the  line  for  your  town 
or  territory.  This  gives  you  a  franchise  and  the  benefit 
of  all  advertising  of  that  particular  line. 

Second:  The  line  should  contain  a  range  of  prices  of 
at  least  $75.00,  $100.00  and  $150.00  complete  with  all  equip- 
ment. If  one  line  does  not  contain  this  range  other  lines 
should  be  secured  to  complete  the  range.  There  is  a  profit 
in  selling  this  range  of  sets  that  is  worth  your  effort. 

Third:  Insist  on  the  goods  being  guaranteed  by  the 
jobber  and  manufacturer  so  that  you  can  guarantee  them 
to  the  consumer  in  turn.  Do  not  be  unreasonable  in 
idjustments,  but  insist  on  a  fair  deal. 

Fourth:  Ask  for  price  protection  against  decline  of 
at  least  thirty  days  from  date  of  purchase  of  each  order. 
This  insures  you  against  loss. 

Fifth:  Buy  lines  of  goods  that  are  advertised  in  local 
newspapers,  farm  papers  or  magazines  besides  the  national 
magazines.  Good  will  advertising  that  is  not  supplemented 
by  direct  local  advertising  does  not  bring  in  the  direct 
local  returns. 


Sixth:  Deal  only  with  the  older  established  manufac- 
turers and  jobbers.  Benjamin  Franklin's  saying,  "Never 
the  first  to  take  up  a  new  thing  or  the  last  to  drop  an  old 
one"  is  good  advice  to  follow.  There  are  enough  jobbers 
in  the  business  now  to  take  care  of  it  in  the  future. 

Seventh:  Ask  your  jobber  and  manufacturer  what  he 
is  doing  to  help  promote  this  new  business  of  radio  out- 
side  of  a  little  advertising.  A  great  many  are  doing  noth- 
ing. They  should  be  either  giving  some  support  to  broad- 
casting or  helping  some  dealer  association  fostering  new- 
inventions,  participating  in  radio  shows,  furnishing  good 
artists  to  perform  over  the  radio  or  assisting  in  some  way 
in  the  advancement  of  radio. 

Eighth:  Pick  the  line  of  sets  that  maintains  a  stand- 
ard list  price  in  all  stores  throughout  the  year,  and  can  be 
purchased  at  a  standard  maximum  discount  from  the  job- 
ber. Beware  of  the  too  long  discounts  offered,  which 
breeds  price  cutting  and  demoralization  of  the  market. 
The  biggest  sellers  in  other  lines  of  merchandise  in  the 
world  are  often  sold  to  dealers  at  the  shortest  discount  if 
there  is  a  sufficient  demand  for  them  to  guarantee  a  big 
turnover. 

Ninth:  Better  deal  with  jobbing  houses  who  can  also 
supply  you  with  tubes  you  prefer  as  jobbing  houses  have  a 
great  way  of  favoring  customers  who  buy  a  complete  line 
of  goods  from  them.  You  are  also  in  better  position  to 
demand  the  best  of  service  from  such  jobbers.  Beware 
also  of  the  old  hackneyed  phrase  that  "We  can  give  you 
the  best  service  possible."  It  means  nothing.  Ask  the 
salesman  to  specifically  state  what  he  means  by  "Service." 

Tenth:  Insist  on  the  sets  being  made  of  good  quality 
materials,  good  workmanship,  design,  together  with  clear- 
ness of  reception,  selectivity  and  good  volume. 

Eleventh:  Buy  enough  stock  to  be  well  supplied  at 
all  times.  The  reason  that  mail  order  houses  are  getting 
a  hold  in  some  territories  is  that  local  dealers  will  not 
carry  a  representative  stock  of  goods  to  offer  the  customer 
a  chance  to  make  a  selection.  Do  not  depend  upon  the 
parcel  post  to  keep  your  stock  up. 

Twelfth:  Beware  of  those  manufacturers  who  dumped 
thousands  of  sets  on  the  market  last  Spring  at  any 
old  cost  just  to  get  rid  of  them. 


STYLE  21 
Genuine  Mahog- 
any 
only. 


Walnut 


STYLE  21  B 
Same    with  both 
top  panels  hinged 
to  accommodate 
Radio  Panel. 


Phonographs  and 
Radio  Cabinets 


These  illustrations  show  several 
of  the  many  late  models  of 
our  line,  which  have  been  re- 
designed, right  up  to  the  min- 
ute, with  especial  reference  to 
the  Radio-Phonograph  Combina- 
tion, destined  to  be  the  standard 
household  unit. 


STYLE  17 
Genuine  Mahog- 
any   or  Walnut 
Phonograph  only 


STYLE  85 — RADIO  CONSOLE 
Accepts  Panels  Up  to  8x26  Inches. 


These  instruments  are  produced 
in  all  the  popular  finishes  and 
styles,  including  Uprights,  Con- 
soles and  Wall  Cabinets,  and 
our  facilities  enable  us  to  make 
prompt  deliveries  and  most  at- 
tractive trade  prices.  Catalog 
and  price  list  mailed  on  request. 


STYLE  1 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 
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St  mil  m^'fftm  J^mm.^ 

Majestic  "B"  Current  Supply 

delivers  pure  direct  current'from  your  light  socket 

Power  at  full  strength 

any  tinteandallthe  time 


Majestic"B"  is  fully 
guaranteed.  No  acids 
or  liquids.  No  hum. 
Uses  Raytheon  tube. 
No  filament  to  burn  out. 
Voltage  can  be  accurately 
adjusted  to  varying  condi- 
tions in  any  city — and  on 
every  set- 


G-G-H  double 
sealed  —  moisture 
proof  condenser  posi- 
tively prevents  break- 
down due  to  heating — 
the  cause  of  95%  of  the 
trouble  experienced  with 
B-battery  eliminators. 


caused  by  poor  "B"  power.  Majestic  gives  you  an  even,  con- 
tinuous flow  of  "B"  current  today,  tomorrow  —  whenever  you 
turn  on  your  set.  It's  economical,  too.  When  you  put  a  "Majes- 
tic" to  work  it  stays  put.  You'll  never  have  to  "replace"  it  as  you 
did  "B"  batteries.  Majestic's  first  cost  is  low,  and  the  upkeep  only 
a  fraction  of  a  cent  per  hour. 

To  know  how  good,  really  good  radio  reception  can  be,  try  a 
"Majestic"  on  your  radio  set.  Your  dealer  will  arrange  a  trial  with- 
out obligation  to  buy.  Phone  him  today. 


Majestic  Standard-B 

Capacity,  nine  201-A 
tubes  or  equivalent.  45 
miliamperesat  135volts. 

$26.50 

West  of  Rocky  Mts.,  #29.00 
Raytheon  Tube  #6.00  extra 


Majestic  Super  B 

Capacity  one  to  twelve  tubes, 
including  the  use  of  power 
tubes.  45  mils.  Sim**  4Mfc 
at  150  volts . .  ^Y*vV 

(AS  ILLUSTRATED)  » 

West  of  Rocky  Mts.  #31.50 
Raytheon  Tube  #6.00  extra 


Majestic  Master-!! 

Positive  control  of  all 
output  voltage  taps.  For 
sets  having  high  current 
draw  or  heavy  biasing 
batteries.  60  mils,  at 
150  volts. 

$31.50 

West  of  Rocky  Mts.  #34.00 
Raytheon  Tube  #6.00  extra 


Can  Be  Purchased  on  Deferred  Payments 

I GRIGSBY"  GRUNOW"  HINDS  ~  CO.    4558  ARMITAGE  AVE,  CHICAGO-ILL.! 

This  is  a  reproduction  of  advertisement  appearing  in  newspapers  and  leading 
radio  publications,  to  help  you  sell  Majesties. 
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Stromberg-Carlson  Tel.  Mfg.  Co.  Reports 
1926  the  Best  Year  in  History  of  Company 

Annual  Statement  Shows  Net  Profits  of  Almost  One  Million  Dollars  for  Twelve  Months  End- 
ing December  31.  1926 — Combined  Assets  Total  $7.049,740 — Big  Surplus  Increase 


The  annual  report  of  the  Stromberg-Carlson 
Telephone  Mfg.  Co.  -  for  the  year  1926  was 
issued  recently  at  Rochester  and  showed  that 
business  for  the  twelve  months  of  last  year 
was  the  greatest  in  the  long  career  of  the 
organization,  showing  net  profits  of  almost  one 
million  dollars.  The  radio  division  of  the  com- 
pany, which  is  comparatively  new,  having  been 
established  four  years  ago  after  the  company's 
forty  years'  experience  in  making  telephone  ap- 
paratus, showed  a  splendid  volume  of  sales — 
the  Stromberg-Carlson  radio  apparatus  rank- 
ing among  the  leaders  in  all  parts  of  the  world. 

The  report  shows  earnings  of  $4.60  per  share 
plus  an  increase  of  21  per  cent  in  the  net  worth 
of  the  company;  the  combined  assets  as  of  De- 


surplus  was  increased  by  $971,263  to  a  total  of 
$2,287,998,  showing  a  gain  of  42  per  cent  fn  the 
reserve  funds.  All  classes  of  products  showed 
sales  increases,  the  total  increase  amounting  to 
43  per  cent  over  1925.  The  company's  invest- 
ment in  new  plant  facilities  is  reported  at  ap- 
proximately $260,000,  apart  from  the  amounts 
bestowed  to  surplus,  and  comprises  the  com- 
pletion of  a  second  wing  for  the  plant  and  the 
commencement  of  the  third  and  fourth  wings. 

Royalty  payments  under  the  Neutrodyne 
patents  by  the  Stromberg-Carlson  Tel.  Mfg.  Co. 
to  the  Hazeltine  Corp.  are  said  to  have  amount- 
ed to  a  larger  sum  than  was  paid  by  any  other 
licensee.  The  company  shows  an  unbroken 
cash  dividend  record  since  1916.    The  stock  of 
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Delano,  Flint  &  Tremblett 
Will  Represent  Badger  Co. 

The  Badger  Talking  Machine  Co.,  Milwaukee, 
Wis.,  announced  on  April  2  the  appointment  of 
Messrs.  Delano,  Flint  &  Tremblett,  Chicago,  111., 
as  members  of  its  sales  staff.  These  three  well- 
known  sales  executives,  together  with  the  pres- 
ent Chicago  salesman  for  the  Badger  Talking 
Machine  Co.,  A.  F.  Scannell,  will  represent  the 
Badger  Talking  Machine  Co.  in  Chicago  terri- 
tory. This  sales  force  will  have  offices  in  the 
Sheridan  Trust  Building,  Broadway  at  Lawrence 
street,  Chicago,  111.,  and  will  offer  a  complete 
service  to  Victor  dealers. 

Fred  A.  Delano  was  for  many  years  identi- 
fied with  the  Victor  Talking  Machine  Co.,  and 
V.  K.  Tremblett  was  for  a  number  of  years 
identified  with  Victor  activities  in  the  Middle 
West.  A.  F.  Scannell  has  been  associated  with 
the  Badger  Talking  Machine  Co.  for  three  years 
as  Chicago  and  suburban  representative. 

The  firm  of  Delano,  Flint  &  Tremblett,  Inc., 
represents  the  Bell  &  Howell  Co.,  Chicago, 
manufacturer  of  Filmo  motion  picture  cameras 
and  projectors  for  the  home,  covering  Illinois, 
Indiana,  Michigan  and  Wisconsin. 

W.  C.  Fuhri  Finds  Better 

Business  at  Many  Points 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  Inc., 
returned  to  his  desk  recently  after  a  visit  to 
various  trade  centers,  including  Chicago,  Mil- 
waukee, Memphis,  Cleveland,  Pittsburgh,  Bal- 
timore and  Philadelphia.  While  on  this  trip 
Mr.  Fuhri  visited  Columbia  branch  managers 
and  dealers  in  these  trade  centers,  keeping  in 
close  touch  with  activities  in  the  Columbia 
organization,  as  well  as  in  the  phonograph  in- 
dustry as  a  whole. 

In  a  chat  with  The  World  Mr.  Fuhri  stated 
that  he  found  general  conditions  satisfactory, 
with  Columbia  dealers  closing  a  healthy  sales 
volume  considerably  in  advance  of  1926.  In 
February  the  Columbia  Phonograph  Co.,  Inc., 
showed  70  per  cent  increase  in  machine  sales 
as  compared  with  January,  with  March  figures 
equally  gratifying.  Record  business  has  been 
keeping  well  ahead  of  1926,  month  after  month, 
and  the  phenomenal  success  of  Beethoven 
Week,  sponsored  by  the  Columbia  Phonograph 
Co.,  Inc.,  was  reflected  in  the  country-wide 
demand  that  week  for  Masterworks  records. 

L.  D.  Heater  Go.  Now 

a  Garryola  Distributor 

The  Carryola  Co.  of  America,  well-known 
manufacturer  of  the  Carryola  Master  and  other 
models,  reports  the  addition  to  the  Carryola 
family  of  the  L.  D.  Heater  Co.,  Portland,  Ore., 
one  of  the  largest  jobbers  on  the  Pacific  Coast. 

The  L.  D.  Heater  Co.  maintains,  in  addition 
to  the  home  office  in  Portland,  a  branch  in 
Seattle,  Wash.  This  company  does  an  extensive 
business  in  Washington  and  Oregon  and  en- 
joys a  well-deserved  popularity  among  the 
trade.  It  has  always  been  a  big  user  of  portables. 
A  substantial  stock  will  be  carried  at  both  Port- 
land and  Seattle  branches. 

Lloyd  L.  Spencer  Visiting 
Amplion  Plants  in  England 

l.loyd  L.  Spencer,  general  sales  manager  of 
l  lu'  Amplion  Corp.  of  America,  New  York, 
manufacturer  of  Amplion  loud  speaker  products, 
sailed  Friday,  April  1,  on  the  S.  S.  "Majestic" 
for  a  six  weeks'  trip  abroad.  Mr.  Spencer  will 
make  his  headquarters  at  the  Amplion  factories 
in  England  and  will  also  visit  the  leading  cities 
on  the  Continent.  He  is  visiting  Europe  in 
order  to  gain  first-hand  knowledge  of  Amplion 
plans  for  expansion  during  the  coming  season. 


cember  31  totaling  $7,049,740.    During  1926  the     the  company  is  owned  mostly  by  employes. 


The  Value  of  a 
Good  Name 


To  the  dealer  interested  in  beginning  or  increasing  the 
sale  of  band  and  orchestra  instruments  the  name 
Buescher  has  an  intrinsic  value  that  can  actually  be 
measured  in  dollars  and  cents. 

For,  to  the  musical  public,  both  amateur  and  profesj 
sional,  the  name  Buescher  stands  for  confidence — pre- 
assurance  of  quality,  perfectness  and  beauty. 

While  to  the  dealer  is  reflected  the  prestige  of  the 
Buescher  name,  in  easier  selling,  lower  selling  costs, 
more  sales,  and  greater  profits  cleared. 

Write  for  the  Buescher  Dealer  or  Agency 
proposition.    Cash  in  on  the 
value  of  a  good  name 

Wholesale  Department 

Buescher  Band  Instrument  Co* 

Elkhart,  Indiana 

1  Band  and  Orchestra1 

INSTRUMENTS 


Columbia 

^Announces 

The  sixth  of  a  series 


2 pages  facing 

in  color 
in 

THE  SATURDAY 
EVENING  POST 
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r7he 
Viva- tonal 
Columbia 


Think  of  all  you  ever  imagined 
a  phonograph  might  be,  but 
never  was. 

Then  discard  all  you  ever 
knew  about  phonographs,  ex- 
cept that  they  play  records. 

Then  rebuild  in  your  mind  an 
entirely  new  conception  of  al- 
most miraculous  tone-reproduc- 
tion from  an  instrument  that 
resembles  a  phonograph  from 
without,  but  has  completely 
superseded  it  from  within. 

The  Viva-tonal  Columbia 
does  more  than  merely  develop 
the  art  of  sound  reproduction 
farther  than  any  former  repro- 
ducing instrument.  It  has  re- 
leased to  the  ear  an  immense 
new  range  of  musical  and  vocal 
tone  and  shading  till  now  un- 
detectable on  even  the  most 
accurately  made  phonograph 
record. 

Hearing  the  Viva-tonal  Co- 
lumbia for  the  first  time,  you 
will  be  amazed  at  its  living  tone, 
its  full-throated  reality.  And 
you  will  become  the  possessor 
of  one  of  these  exquisitely  fash- 
ioned models,  and  bring  to  your 
home,  in  full  measure,  all  the 
beauty  of  all  the  music  of  all 
the  world. 

Model  810,  illustrated  here, 
is  typical  of  the  entire  line — 
each  one  an  exquisite  example 
of  fine  cabinet  workmanship  in 
mahogany  or  walnut,  suitable 
for  a  place  of  honor  in  any  home. 
Each  is  a  masterpiece  in  design 
and  finish,  embodying  the  ut- 
most in  dignity  and  appropri- 
ateness. 


VIVATONAL  COLUMBIA 
MODEL  810  $300 
Other  Models 
$273    $/75    $160  $ 
$115  $9° 


i 

1 

ft 

I  V. 

1  1 
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(Just  what 
is  the  difference 
in  tone? 


The  Viva-tonal  Columbia  is  a 
product  of  the  application  of  newly 
discovered  principles  of  acoustic 
science.  In  place  of  what  was 
known  as  the  "sound  box,"  there 
has  been  substituted  an  acoustic 
transmitter,  of  almost  unbelievable 
delicacy  and  sensitivity. 

The  "tone-arm,"  an  essential 
feature  of  the  phonograph,  has 
been  supplanted  in  the  Viva-tonal 
Columbia  by  a  tnicrometered  sound 
wave  conduit,  while  the  "tone- 
chamber,  ' '  formerly  merely  a  horn 
adapted  to  confined  space,  becomes 
a  progressively  balanced  continua- 
tion of  the  sound  wave  conduit; 
shaped,  fabricated,  finished  and 
positioned  in  accordance  with 
lately  discovered  acoustic  prin- 
ciples. 

No  longer  is  recorded  music  in- 
distinct and  unreal.  Through  the 
Viva-tonal  Columbia  it  carries  a 
grandeur,  a  vastness,  a  refreshing 
sincerity  superbly  "like  life  itself. 

The  true  way  to  judge  the  Viva-tonal 
Columbia  is  to  bear  it,  but  the  graphic 
sound  wave  photographs,  pictured  below, 
tell  their  own  story  of  how  scientists  have 
recorded  their  comparisons. 


„  rr" 

tfgCfl 

The  restricted  limits  of  the  approximately  natural 
tonal  range  of  the  phonograph,  represented  dia- 
grammatically. 


Sound-photograph  of  phonograph  reproduction — 
exposure  one-twentieth  of  a  second.  In  the  absence 
of  detail  appears  the  cause  of  that  "phonograph 
tone"  universally  recognized  as  characteristic  of  all 
phonograph  music. 


 -:1 

Iff 

m 

The  vastly  broadened  tonal  range  of  the  Viva- 
tonal  Columbia. 


WW 


Sound-photograph  of  reproduction  by  the  Viva- 
tonal  Columbia,  showing  its  unprecedented  wealth 
of  detail.  The  "phonograph  tone"  is  absolutely 
non-existent  in  the  music  of  the  Viva-tonal  Co- 
lumbia. "Viva-tonal"  means  living  tone  and  the 
tone  of  the  instrument  is  precisely  "like  life  itself." 
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Columbia 

Records 

Made  the  new  way 
^-electrically 

Play  any  favorite  record  of  yours 
— of  any  make,  new  or  old,  on 
the  Viva-tonal  Columbia,  and 
you  will  think  you  never  heard 
that  record  before.  It  will  ex- 
hibit a  depth  of  bass,  a  rich 
naturalness,  that  will  certainly 
bring  your  incredulous  friends 
in  from  the  adjoining  room. 

Play  Columbia  Records,  made 
the  new  way,  electrically,  and 
you  get  the  full  effect  of  the 
marvelous  new  discoveries  that 
have  displaced  the  phonograph 
and  revolutionized  the  record. 

Absolutely  without  scratch- 
ing sound  from  the  needle,  Co- 
lumbia New  Process  Records 
bring  you  music  in  true  perspec- 
tive. Every  effect  intended  to  be 
conveyed  by  the  composer,  ex- 
actly as  interpreted  by  the 
singer  or  player,  is  there,  in 
these  new  electrically  recorded 
renditions  of  the  world's  best 
music. 

Wherever  you  are  or  wherever 
you  go,  you  will  find  near  you 
an  obliging  music  dealer  dis- 
playing the  familiar  Columbia 
trade  mark.  You  will  find  this 
dealer  ready  at  all  times  to  play 
for  you  any  or  all  the  latest 
Columbia  electric  recordings. 
He  will  enable  you,  as  no 
words  can,  to  realize  the  amaz- 
ing brilliance  and  natural- 
ness of  vocal  and  instrumental 
music  as  transmitted  to  you  this 
new  way. 

Columbia  Records,  while 
playable  on  any  phonograph, 
old  or  new,  are  not  merely  pho- 
nograph records.  The  name 
Columbia  New  Process  Record 
— Viva-tonal  Recording — means 
something  entirely  new,  more 
distinct,  more  real,  more  en- 
tertaining, than  phonograph 
records  as  formerly  made. 


Columbia 


ELBCmiCAL 


Fox  Trot 
Vocal  chorus  by 
Ted  Lewis 


LILY 

( From"Rnfus  Le  Maire's  Affairs ) 
(Macdonald, Warren  and  Broones) 
TED  LEWIS  AND  HIS 
BAND 

895-D 

(143443) 


^S^H  COMPANY.  \^>^> 


New 
Uectrical  Recordings 

for  your  library 


Do  you  know  the  new  Columbia  recordings 
as  they  come  out?  Many  pleasant  surprises 
are  in  store  for  you.  One  of  the  most  recent 
is  the  universally  known 

"Moonlight"  and  "Pathetique" 

Sonatas— Beethoven 

This  is  Columbia  Masterworks  Set 
54.  Four  12  inch  double  disc  records. 
Complete  with  album  $6.  oo 

Another  is  a  splendid  imported  recording 
by  the  eminent  conductor, 

Mengelberg 
and  his  Amsterdam  Orchestra 

Wagner's  Tannhauser  Overture 
in  four  parts  on  two  12  inch  double 
disc  records. 

6j22i-D  and  6j222-D  $r.^o  each 

Perhaps  you'll  like  to  hear  an  exquisite 
piano  record.  Columbia  now  offers  a  superb 
rendition  by 

Ethel  Leginska 

Prelude  inCSharp  Minor  (Op.3  No.  2) 
Prelude  in  G  Minor  (Op.  23  No.  5) 
Rachmaninoff 
5068-M    12  inch  $1.25 

For  those  who  also  enjoy  light  entertain- 
ment, Columbia  suggests  a  glance  at  the 
current  vocal  and  instrumental  listings  ex- 
hibited at  your  music  store.  Among  these 
is  a  new  Ted  Lewis  Record — 

"Lily"  and  "Wandering  in  Dreamland" 
both  from  "Rufus  Le  Maire's  Affairs" 

Ted  Lewis  &  His  Band 
with  Vocal  Choruses  by  Ted  Lewis 
895-D    10  inch  j$c 

Also  another  popular  Ford  and  Glenn 
Record 

"Along  Miami  Shore"  and 
"Log  Cabin  Lullaby" 
920-D    10  inch  75c 

And  two  new  musical  hits  by  the  Singing 
Sophomores 

"Sing"  from  "Betsy"  and 
"Where's  That  Rainbow?" 
from  "Peggy-Ann" 
92J-D    10  inch  j$c 

Keep  your  record  library  up-to-date.  Ask 
the  Columbia  dealer  to  put  your  name  on 
his  mailing  list.  Columbia  Records,  made 
the  new  way — electrically — will  bring  you 
the  widest  possible  selection  of  the  music 
you  like,  played  and  sung  as  you  like  it. 

//  you  do  not  know  where  to  secure  Columbia 
Records  in  your  locality,  write  us  and  we  will  send 
you  a  latest  catalog  supplement  and  the  name 
of  a  nearby  Columbia  dealer. 

COLUMBIA  PHONOGRAPH  CO. 
1819  Broadway,  N.  Y.  C. 

Canada: 
Columbia  Phonograph  Co.,  Ltd. 
Toronto 
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Columbia 

2WEW  PROCESS  RECORDS 

Made  the  NcwWaylElectricaliy 

Vry*  -  tviud  Recording  -  The  Records  without  Scratch 


Mozart:  Symphony  No.  35,  in  D, 

Opus  385 — Set  No.  42.. 

In  Six  Parts — with  Album  S4.fo 

Mendelssohn:  Trio  in  C  Minor,  Opus 
66— Set  No.  43 

In  Eight  Parts — with  Album  $6.00 

Saint-Saens:   Concerto  in  A  Minor, 

For  Cello  and  Orchestra,  Opus  33  — Set 
No.  44 

In  Six  Parrs — with  Album  S4.su 

Columbia  Phonograph  Company, 
1819  Broadway,  New  York  City 


Columbia  Dance  and 
Vocal  Records 

Lily  (from  "Rufus  Le  Mairc's  Affairs"^ 
(Vocal  Chorus  by  Ted  Lewis) 
Wandering  in  Dreamland  (from  ''Ru- 
fus Le  Mairc's  Affairs")  (Vocal  Chorus  bv 
Ted  Lewis)  Fox  Trots  Ted  Lewis  and  His 
Band 

No.  8jff-D  jo  in. 


Yankee  Rose  (Vocal  Chorus) 
If  All  the  Stars  Were  Pretty  Babies 

(Vocal  Chorus)  Fox  Trots,  Paul  Spechc 
His  Orchestra 

No.  8S0-D  10  in. 


Lonely  (J'ai  pas  su  y  faire) 
Love  Me  All  the  Time  (Vocal  Chorus 
Waltzes  1  Leo  Reisman  and  His  Orchestra 
No.  890-D  10  in.  7jc 


What  Does  It  Matter?  (Vocal  Choru 
Waltz 

You're  the  One  For  Me  (Vocal  Choru 
FoxTrot,  Paul  Ash  and  His  Orchestra 
No.  887-D  10  in. 

Oh  How  She  Could  Play  a  Ukulele 

(Vocal  Chorus) 

Havin'  Lots  of"  Fun  (Vocal  Chorus)  Fox 
Trots,  Al  Handler's  Alamo  Cafe  Orchestra 
No.  866-D  zo  in.  75c 

When  I  First  Met  Mary 
There's  a  Little  White  House  Where 
the  Red,  Red  Roses  Grow);  Vocal  Duets, 
Ford  and  Glenn 

No.  869-D  10  in.  j$c 

Muddy  Water  (A  Mississippi  Moan) 
High — High — High  Up  in  the  Hills 

Vocals,  Charles  Kaley 

No.  886-D  10  in.  jjc 

Things  That  Remind  Me  of  You 
Let's  Make  Up  The  Whispering  Pian 
(Art  Gillham) 

No.  8g2-D  10  in.  yjc 

What  Does  It  Matter? 
IfYou  See  Sally  Tenor  Solos,  Franklyn  B.iu 
No.  888-D  to  in.  yjc 

Blue  Skies 

In  a  Little  Spanish  Town  Vocal  Tnos, 
Giersdorf  Sisters 

No.  878-D  zo  in.  7/f 

It  Made  You  Happy  When  You  Made 
Me  Cry 

Trail  of  Dreams  Organ  Solos,  H.  L.  Riedcr 
No.  894-D  so  in.  jjc 

Golden  Showers 

Hawaiian  Sunset  Walt%fst  Fercra's  Ha- 
waiian Instrumental  Quintet 

No.  868-D  to  in.  75c 

Columbia  Phonograph  Company, 
1819  Broadway,  New  York  City 
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New  Tube  Eliminates 

Need  for  "A"  Battery 

Statement  by  Elmer  E.  Bucher,  General  Man- 
ager of  Radio  Corp.  of  America,  Outlines 
Function  of  Latest  RCA  Product 


Following  the  recent  appearance  in  New  York 
newspapers  of  a  premature  announcement  of 
the  development  by  the  Radio  Corp.  of  America 
of  a  new  vacuum  tube,  UX-225,  which,  acccord- 
ing  to  the  newspapers,  eliminated  all  batteries 
and  socket  power  devices,  Elmer  E.  Bucher, 
general  manager  of  the  Radio  Corp.,  issued  a 
statement  confirming  the  existence  of  the  new 
tube,  but  stressing  the  fact  that  it  will  only 
eliminate  the  necessity  for  an  A  battery,  and  B 
batteries  or  socket  power  devices  will  still  be 
necesssary.    Mr.  Bucher's  statement  follows: 

"The  research  laboratories  of  the  General 
Electric  Co.  and  the  Westinghouse  Electric  & 
Manufacturing  Co.,  working  in  co-operation 
with  the  Radio  Corp.  of  America,  have  been 


engaged  for  some  time  in  the  development  of 
various  types  of  vacuum  tubes  in  which  the 
current  ordinarily  supplied  by  "A"  batteries  is 
obtained  from  the  electric  light  mains  through 
a  small  step-down  transformer.  Research  work 
on  this  problem  is  still  proceeding  and  al- 
though the  laboratories  have  developed  several 
types  of  so-called  "A.  C.  Tubes,"  there  are  a 
number  of  practical  problems  to  be  solved  in 
the  application  of  such  tubes  to  radio  broadcast 
receivers  before  the  production  stage  can  be 
reached.  Among  such  problems  is  the  elimi- 
nation of  so-called  "A.  C.  hum"  in  high-quality 
broadcast  receivers  where  the  loudspeaker  re- 
sponse goes  deep  into  the  base  and  below  200 
cycles. 

"The  statement  in  this  morning's  press,  al- 
though, I  am  certain,  unintentionally  so,  is, 
nevertheless,  misleading  in  some  respects.  For 
example,  the  A.  C.  tube  when  available  will 
only  eliminate  the  necessity  for  an  "A"  battery. 
So  far  as  the  "B"  plate  supply  or  the  "B"  bat- 
tery is  concerned,  it  will  be  necessary,  as  in  the 
past,  to  continue  to  use  either  a  "B"  battery  or 


a  "B"  Battery  Eliminator;  nor  will  the  A.  C. 
tube  function  properly  in  existing  types  of 
broadcast  receivers  unless  the  internals  of  the 
receiver  itself  are  redesigned.  So  far  as  con- 
cerns the  final  result  to  the  human  ear,  there 
is  no  reason  to  expect  a  different  result  from  a 
tube  which  is  energized  by  alternating  current, 
than  is  provided  by  present-day  broadcast  re- 
ceivers using  standard  types  of  vacuum  tubes. 

"The  Radio  Corp.  of  America  is  continuing 
to  produce  and  market  its  present  types  of 
standard  tubes  and  receiving  sets,  and  knows  of 
no  reason  why  anyone  should  hesitate  to  pur- 
chase any  of  the  standard  tubes  or  sets. 

"Let  me  be  emphatic  in  the  statement  that 
these  tubes  will  not  render  obsolete  radio 
broadcast  receivers  employing  the  present  types 
of  vacuum  tubes  and  present  methods  of  se- 
curing A.  C.  operation;  neither  do  they  dispense 
with  all  batteries.  They  merely  do  away  with 
the  necessity  for  an  'A'  battery." 


The  Auditorium  Orthophonic  was  a  feature 
of  Home  Beautiful  Exposition,  Cincinnati. 


Jiffyca 

THE  SPEEDY  SAFE  ECONOMICAL  PACK  FOR  FURNITURE,  PHONOGRAPHS  AND  RADIO  CABINETS 


Let  the  Maulers  maul! 


Despite  rough  handling  in  transit — furniture  shipped 
in  Jiffy  cases  invariably  goes  through  undamaged. 

Firmly  anchored  and  braced  in  this  light  box  whose 
tough  plywood  sides  completely  enclose  and  pro- 
tect it — nothing  short  of  a  train  wreck  can  bruise  or 
scratch  its  finely  finished  surfaces. 

The  Jiffy  case  is  not  only  the  safest  pack  for  fur- 
niture— it  is  also  the  speediest  and  most  economical. 
Pads  and  wrappings  are  unnecessary — and  the  work 


of  assembling  can  be  handled  in  a  fraction  of  the 
time  required  in  the  conventional  crating  process. 

The  Jiffy  case  relieves  the  dealer  of  all  refinishing 
worries,  brings  in  his  merchandise  at  the  lowest  pos- 
sible freight  cost  and  gives  him  a  knockdown  box 
to  use  again. 

The  Jiffy  case  solves  the-  shipping  problems  of  both 
manufacturer  and  dealer.  Progressive  manufacturers 
are  adopting  it.    Ask  today  for  full  details. 


THE  NORTHWESTERN  COOPERAGE  &  LUMBER  COMPANY,  GLADSTONE,  MICH 
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Victrola 

—a  timely  sales  opportunity 

This  altogether  new  instrument  will 
revolutionize  "Portable"  sales! 

With  spring  here,  and  summer  just  a  month  or  two  away,  Victor  announces  this 
absolutely  new  Portable  Victrola — unquestionably  the  finest  portable  instrument 
ever  developed,  and  unquestionably  announced  at  just  the  right  time.  People  are 
beginning  to  think  about  going  away,  about  picnics,  spring  and  summer  parties  of 
all  kinds.  Make  them  think  about  the  glorious  part  the  new  Portable  Victrola  can 
play  in  their  plans! 

The  new  Portable  Victrola  is  distinguished  in  appearance- — encased  in  dark  blue 
or  brown  leather-textured  fabric.  Gold-finished  appointments.  The  equipment  is 
complete :  built-in  record-container  holding  twelve  ten-inch  records.  Improved 
Victrola  No.  4  sound-box.  A  longer  playing  spring  motor  runs  eight  minutes. 
Plays  all  Victor  Records. 

Its  musical  performance  is,  size  considered,  as  amazing  as  the  new  Orthophonic 
Victrola.  An  ingenious,  concealed  amplifying  chamber  reproduces  bass  tones  sur- 
prisingly deep  and  round  for  an  instrument  of  this  size. 

Compact.  Easy  to  carry.  Fits  in  'most  any  place.  Just  the  thing  for  cottage, 
camp,  beach  or  boat.  A  little  instrument  with  big  profit-making  opportunities. 
List  price  $40.  Full-page  national  advertising  in  leading  national  magazines  will 
announce  the  new  Portable  Victrola  and  start  the  profit  moving  your  way. 


"HIS  MASTERS  VOICE" 


CAMDEN,    NEW   JERSEY,    U.  S.  A 
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Analysis  of  the  Radio  Service  Problems 
of  Talking  Machine  Dealers 

Nation-wide  Survey  of  Radio  Servicing  Methods  of  Talking  Machine  Dealers  Shows  That  Free  Service  Is 
Controlled  to  a  Great  Extent  by  Public  Demand  and  Competition — Radio  Club  Service 
Plan — Flat  Rate  for  Service — Other  Practical  Service  Ideas 


(The  last  of  a  series  of  articles  analyzing  the  radio 
service  problems  of  retail  talking  machine  dealers  and 
suggesting  solutions  that  have  stood  the  acid  test  of  ex- 
periment based  upon  a  questionnaire  sent  to  dealers 
throughout  the  country  by  The  Talking  Machine  World. — 
Editor.) 

WHAT  is  the  effect  of  free  service  on 
radio  sales? 
A  diversity  of  answers  was  received 
by  The  Talking  Machine  World  in  its  survey 
of  radio  servicing  problems  in  an  effort  to 
find  remedies  for  conditions  in  radio  retailing 
that  are  making  serious  inroads  into  profits. 

The  survey  conducted  by  The  World  em- 
phasizes the  point  that  the  effect  of  free  service 
varies  with  the  locality  of  the  store  and  the 
class  of  radio  buyers  with  which  the  dealer 
does  business;  that  dealers  who  cater  to  the 
better  class  find  it  possible  to  make  an  adequate 
charge  for  all  service,  thereby  placing  their 
departments  on  a  self-paying  basis,  and  mer- 
chants located  in  the  poorer  sections  of  a 
community  and  doing  business  with  people  of 
very  limited  means  find  free  service  an  aid  to 
sales. 

As  has  been  mentioned,  there  is  a  wide  dif- 
ference in  the  service  given  by  dealers,  but 
this  difference  has  no  relation  whatever  to 
the  section  of  the  country  in  which  the  store 
is  located,  but  rather  is  influenced  by  the  class 
of  people  served  by  the  establishment. 
Critical  Period  Following  the  Sale 

It  is  significant  that  a  short  time  ago  free 
service  extending  over  a  period  of  a  year,  and 
in  some  cases  for  an  indefinite  period,  was 
common  and  has  now  become  .  rare.  Many 
dealers  have  cut  down  their  service  to  a  period 
of  thirty  days.  One  dealer  declared  that  the 
first  thirty  days  following  the  sale  of  a  set 
was  the  most  important.  It  is  during  this 
period  that  the  purchaser  may  become  dis- 
satisfied if  the  set  does  not  operate  as  it 
should.  It  is  up  to  the  dealer  to  keep  it  in 
first-class  operating  condition,  to  protect  his 
own  interests.  The  retail  merchant  must 
realize  that  the  only  investment  the  customer 
has  in  the  set  the  first  month  is  represented 
by  the  down  payment,  and  consequently  the 
small  equity  does  not  hold  the  customer  back 
from  compelling  the  dealer  to  exchange  the 
merchandise.  Another  thing,  the  first  few 
weeks  following  the  ownership  of  a  radio  rep- 


resent a  period  when  the  receiver  is  in 
operation  constantly,  with  the  result  that  wear 
and  tear  are  greater  than  at  any  other  time. 

Ninety  days',  free  service  also  is  quite  com- 
mon, and  in  some  instances  dealers  have 
eliminated  free  service  entirely  by  a  "Conditions 
of  Sale"  agreement  with  the  customer.  The 
"Conditions  of  Sale"  agreement  is  signed  by 
the  customer  and  it  usually  states  clearly  just 
what  the  responsibility  of  the  dealer  is  in  mak- 
ing good  defective  merchandise.  This  agree- 
ment also  sets  forth  the  price  of  service.  Other 
dealers  have  found  that  a  home  demonstration, 
followed  by  two  or  three  service  calls,  is  suf- 
ficient. 

Free  Service  or  Lost.  Sales 

A  talking  machine  dealer  who  operates  a 
large  radio  department  has  the  following  to 
say  regarding  service:  "It  would  be  suicidal 
for  me  to  eliminate  free  service.  There  are  a 
number  of  reasons  for  this.  Competition  is 
so  keen  here  that  I  must  have  something  to 
draw  the  people  to  my  store.  It  is  either  a 
question  of  free  service  or  one  of  cutting 
prices,  and  of  the  two  evils  I  prefer  the  former, 
because  this  at  least  creates  customer  satisfac- 
tion and  in  the  end  results  in  a  larger  volume 
of  business.  The  purchase  of  a  radio  receiver 
among  the  people  here  is  a  serious  business. 
One  hundred  dollars  is  a  large  sum  of  money 
to  them,  and  you  can  just  bet  that  they  are 
determined  to  get  their  money's  worth.  When 
I  promise  free  service  I  know  that  they  are 
going  to  demand  their  full  share  of  it,  and 
should  I  fail  to  keep  my  promise  I  will  be 
sure  to  lose  customers;  the  story  would  soon 
get  around  and  eventually  the  loss  in  business 
would  be  serious." 

"Radio  Club"  Service  Plan 

This  is  in  sharp  contrast  to  the  service  ar- 
rangement of  another  dealer,  who  happens  to 
be  located  in  one  of  the  better  shopping  dis- 
tricts of  New  York  City.  The  only  thing 
this  retailer  does  free  of  charge  is  to  make 
an  installation  where  no  aerial  is  required.  If 
an  aerial  is  necessary  a  flat  charge  of  ten 
dollars  is  added  to  the  sales  price  of  the  radio 
set.  This  retailer  also  has  formed  what  he 
calls  a  "radio  club."  Purchasers  of  radio  sets 
are  given  an  opportunity  to  join  this  club. 
This  costs  them  twenty  dollars  a  vear;  for  that 


sum  they  get  monthly  inspection  of  their  sets. 
The  twenty  dollars  does  not  include  repairs; 
an  extra  charge  is  made  for  every  item  re- 
placed, although  the  members  of  the  club  are 
allowed  a  discount  of  10  per  cent  from  the 
retail  price  for  all  radio  accessories.  Surprising 
as  it  may  seem,  the  "radio  club"  enjoys  a 
large  membership.  It  would  be  foolish  to  state 
arbitrarily  that  every  dealer  could  form  a  radio 
club  of  the  kind  mentioned,  but  there  is  no 
doubt  that  many  retail  dealers  are  giving  free 
service  who  could  get  equally  as  good  results 
were  they  to  charge  a  reasonable  sum  for  all 
service  calls  made  for  a  period  of,  say,  thirty 
or  sixty  days. 

Charges  Flat  Rate  for  Service 

Another  successful  radio  dealer  charges  be- 
tween $1.50  and  $2  for  a  service  call,  and 
this  department  of  the  business,  consequently, 
is  on  a  paying  basis.  This  particular  concern 
does  business  with  the  usual  shopping  crowds, 
including  people  of  the  poorer  class,  as  well 
as  those  of  comfortable  means.  According  to 
the  manager  of  the  radio  department,  lack  of 
free  service  has  in  no  way  affected  sales.  On 
the  contrary,  because  the  firm  makes  a  charge 
and  the  service  department  secures  a  fairly 
large  revenue  from  this  source,  it  is  enabled 
to  pay  sufficiently  large  salaries  to  attract  real 
radio  service  experts,  and  when  these  men  go 
cut  on  the  job  they  do  not  leave  it  until  the 
work  is  done  to  the  satisfaction  of  the  cus- 
tomer. Experience  proves  that  most  people 
are  willing  to  pay  if  they  get  their  money's 
worth.  So  satisfied  are  customers  of  this  en- 
terprising concern  that  some  of  them  have 
been  responsible  for  three,  four  and  five  sales 
to  friends.  That  is  concrete  evidence  that  in 
most  cases,  whether  or  not  the  dealer  gives  free 
service,  it  has  very  little  effect  on  sales.  How- 
ever, there  are  exceptions,  and  it  is  up  to  the 
dealer  to  analyze  his  own  field  and  determine 
upon  the  proper  course  of  action. 


New  York  Incorporation 

The  Plattsburg  Music  Shoppe,  Plattsburg, 
N.  Y.,  has  been  incorporated  at  Albany  with  a 
capital  of  $25,000.  Those  interested  are:  O.  L. 
Tromly,  E.  H.  T.  Bush  and  L.  A.  Bouyea. 


The  perfected  single  dial  Shamrock 


Now  retails  at  $75 


Increased  production  and  new  economies  in  manufacture  have 
made  possible  this  drastic  reduction  in  price.  Dealers  were  fully 
protected  by  our  30-day  advance  notice.  Shamrock  Dealers  will 
enjoy  greater  sales  than  ever  before. 

K        C         a  p  i  o        setsdJM,  \m 

PIONEERS    IN   ONE   DIAL  CONTROL 

Shamrock  Manufacturing  Co. 

195  Waverly  Ave.  Newark,  N.  J. 


Now 


$75 


Slightly  higher  West  of 
the  Rocky  Mountains 
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The  LayerbUt  patented 
construction  revealed. 
Each  layer  is  an  elec- 
trical cell,  making  au- 
tomatic contact  with  its 
neighbors. 


Eveready  LayerbUt  "B" 
Battery  No.  486,  the 
Heavy  -  Duty  battery 
that  should  be  specified 
lor  all  loud-speaker  sets. 


Radio  is  better  with  battery  power 


Radio  receivers  designed  for 
quality  reproduction  operate 
best  on  well-made  dry  cell  "B" 
batteries.  What  your  ear  tells 
you  about  the  performance  of 
battery-run  sets  is  confirmed  by 
laboratory  tests  that  reveal  that 
batteries  alone  provide  steady, 
noiseless  "B"  current,  taking 
nothing  from  and  adding  noth- 
ing to  radio  reception.  Batter- 
ies, and  batteries  alone,  provide 
pure  DC  (Direct  Current). 
Only  such  current  can  give  the 
best  results  of  which  a  set  is 
capable. 

Battery  Power  is  dependable, 
convenient  and  reliable,  under 
the  user's  sole  control,  ever 
ready  to  serve  when  the  set  is 


turned  on.  As  "B"  batteries  ap- 
proach the  end  of  their  useful- 
ness, a  slight  drop  in  volume 
gives  warning  in  ample  time. 
No  one  need  ever  miss  even  a 
single  concert  from  a  battery- 
equipped  set. 

Not  only  in  results,  conve- 
nience and  reliability  are  "B" 
batteries  unequaled,  but  they 
are  also  unapproached  in  econ- 
omy, provided,  of  course,  the 
correct  size  batteries  are  used. 
That  means  the  Heavy-Duty 
type  for  all  receivers  operating 
loud  speakers,  as  most  do  nowa- 
days. Smaller  batteries  are  not 
as  economical,  though  they 
give  the  quality  advantages  of 
Battery  Power. 


Those  are  the  fundamental 
facts  about  radio  batteries,  as 
given  to  the  public  in  our  April 
advertising.  That  it  will  have  a 
tremendous  influence  on  bat- 
tery sales  is  evident.  Stock  up 
on  the  Eveready  Layerbilt  "B" 
Battery  No.  486,  the  best  and 
most  economical  "B"  battery. 
Order  from  your  jobber. 

NATIONAL  CARBON  CO.,  Inc. 
New  York  San  Francisco 

Atlanta  Chicago  Kansas  City 

Unit  o!  Union  Carbide  and  Carbon  Corporation- 


Tuesday  night 
9  P.  M., 


is  E 
Easte 

weaf-jVcot  York 
wjAR-Providence 
v/Ezi-Boston 
v/TAG-Worccster 
VITI-Philadclphia 
v/os-Buffalo 
VJCAE-Pittsburgh 
v/SAi-Cincinnati 
vnAM-Cleveland 
wwj-Detroit 

WMC 


veready    Hour  Night- 

rn  Standard  Time 

viGn-Ckicago  1 
Wioc-Davcn  port 

wccoH'''"''^0'" 
I  St.  Paul 

KSD-Si.  Louis 

vjRe-Washington 

WGY-Schenectady 

WHAS-Louisville 

viSB-Atlanta 

wsm- Nashville 
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Model  F-l  Full 
Curved   Brass  Arm 

Xickel  Finish, 

Arm  only,  list  $5.00 
Gold  or  Oxidized, 

Arm  only,  list  7.50 


Model  88  Curved 
Brass  and  Copper 
Arm 

Nickel  Finish, 

Arm  only,  list  $3.00 
Gold  or  Oxidized, 

Arm  only,  list  5.00 


Model  D-1  Full 
Curved  All  Brass 
Arm 

Nickel  Finish, 

Arm  only,  list  $7.50 
Gold  or  Oxidized, 

Arm  only,  list  10.00 


All  ORO-TONE 

is  made  Completely  in  the 

Our  Patents  and  (guarantee 

The  twelve-year  record  of  reliability  established  by  THE  ORO-TONE  COMPANY 
has  given  the  name  of  ORO-TONE  a  prestige  which  is  of  tremendous  financial  value 
to  the  manufacturer,  jobber,  and  dealer  in  the  music  trade. 

^  e  pride  ourselves  on  the  fact  that  our  merchandise  can  be  truthfully  advertised 
and  legitimately  sold.  We  have  steadfastly  maintained  a  standard  of  quality  that 
has  never  been  excelled  by  any  manufacturer  of  similar  equipment.  Our  patents 
are  your  protection — our  word  is  a  warranty  of  excellence  and  dependability. 

Sell  ORO-TONE  Products  for  Profit  and  AU-'round  Satisfaction 

The  F-l  Full-Curved  Brass  Arm,  illustrated  at  the  upper  left,  with  the  No.  94  Imperial  Reproducer. 
The  F-l  Brass  Arm  is  a  junior  size  of  the  D-1.  and  has  all  of  its  fine  tone-transmission  features.  The 
outside  base  diameter  is  234  inches,  while  the  base  opening  is  1  inch.  No  obstruction  in  base.  This 
is  an  ideal  tone  arm  to  meet  the  demand  for  a  hi  gh  quality,  low-priced  arm.  Prices  on  tone  arm 
only. 

F-l  Tone  Arm,  Nickel  Finish,  8*2  Inch,  List  Price  $5.00 

Gold  or  Oxidized  Finish,  List  Price   7.50 

Model  88  Curved  Brass  and  Copper  Arm 

Illustrated  at  left  center,  with  the  new  No.  24  Oro-Tone  Chiefton  Reproducer.  Model  88  is  a  gen- 
uinely good  tone  arm  at  a  low  price.  It  has  a  fine  appearance,  and  its  excellent  performance  and 
operation  make  it  adaptable  to  the  best  class  of  cabinet  machines.  The  low  price  also  makes  it 
available  for  high-grade  portables,  adjustable  in  length  from  7  inches  to  S1^  inches.  Prices  on  tone 
arms  only. 

Model  88  Tone  Arm,  Nickel  Finish,  List  Price  $3.00 

Gold  or  Oxidized  Finish,  List  Price   5.00 


Model  D-1  Full  Curved  All  Brass  Arm 

Illustrated  at  lower  left,  with  the  No.  90  Military  Reproducer.  The  most  perfect  and 
gracefully  designed  curved-type  tone  arm  produced.  Scientifically  tapered  from  tip  to  base 
with  walls  of  uniform  thickness.  Airtight  construction.  No  obstruction  in  base  opening. 
Double  row  of  ball  bearings  in  base  insures  sensitive  swing  and  prevents  tipping.  Thro« 
back  with  positive  bearing  and  threaded  lock  nut  guarantees  lifelong  wear  and  perfect  float- 
ing action.  8J/2  inch  and  lOVo  inch  lengths.  Total  curved  length  16  to  18  inches.  Outside 
diameter  of  base  3^  inches.    Base  opening  l:,i  inches.    Prices  on  tone  arms  only. 

Model  D-1  Tone  Arm,  8l2"  or  10  Yz"  Length,  Nickel  Finish,  List  Price  $7.50 
Gold  or  Oxidized  Finish,  List  Price  10.00 


"     Disregard  "WARNING"  or  "INFRINGEMENT" 

Advertisements ! 

Oro-Tone  products  are  made  complete  in  the  parent  plant  from  the 
raw  material  into  the  finished  product,    ff'e  know  what  we  make  and 
stand  back  of  our  product  in  the  fullest  sense  of  the  word 

Oro-Tone  equipments  are  sold  on  their  merit  alone.  Regardless  of  the  patent 
we  own  and  other  pending  patents,  we  have  never  found  it  necessary  to  employ 
scare-head  advertisements  to  ?ell  our  product.  You  can  buy  Oro-Tone  equipments 
secure  in  the  fact  that  you  are  getting  the  genuine  and  not  a  farmed  out  article 
made  in  some  assembling  »hop  anil  resold.  You  are  invited  to  visit  the  Oro- 
Tone  plant.  Under  per?onal  supervision  we  will  :-how  you  the  progressive 
fabrication  of  each  product,  from  the  raw  material,  through  to  the  flushed  article 
ready  to  be  shipped.  DEMAND  THE  GENUINE— KNOW  WHAT  "iOU  BUY- 
BUILD  WITH  ORO-TONE. 


0  for  a  better  tone 
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Merchandise 

ORO-TONE  Factory 

Protect  You  Absolutely! 


No.  24  "Chiefton"  Reproducer 

Illustrated  at  upper  right.  A  remarkable  reproducer  that  has  a  rich,  attractive  appearance. 
Its  performance  is  thrillingly  genuine  and  accurate.  At  its  low  price,  it  cannot  be  equalled 
for  it  is  made  in  a  typical  high-quality  ORO-TONE  way.  Fits  old  style  Victor,  D-l,  F-l, 
No.  88  and  all  tone  arms  with  standard  size  connections. 

No.  24,  Chiefton  Reproducer  with  duro-alloy  metal  diaphragm,  Nickel 

Finish,  List  Price   $3.00 

Gold  or  Oxidized  Finish,  List  Price    5.00 

No.  94  Extra  Loud  "Imperial"  Oro-Phone 

Illustrated  at  right  center.  Fits  old  style  Victor,  D-l,  F-l,  No.  88,  and  all  tone  arms  with 
standard  size  connections.  Produces  a  tremendous  volume.  Develops  deep,  rich  tones  and 
high  clear  notes  with  equal  excellence.    A  remarkable  reproducer. 

No.  94,  Imperial  Reproducer  with  floating  metal  diaphragm,  Nickel 

Finish,  List  Price   $5.00 

Gold  or  Oxidized  Finish,  List  Price   7.50 

No.  90  "Military"  Oro-Phone  Reproducer 

Illustrated  at  lower  right.  Fits  old  style  Victor,  D-I,  F-I,  No.  88,  and  all  tone  arms  with 
standard  size  connections.  The  No.  90  produces  extreme  volume  with  excellent  detail  on 
high,  medium,  and  the  lowest  bass  notes.  The  tone  is  powerful  but  never  shrill.  This 
model  is  considered  the  finest  reproducer  made  for  reproducing  both  volume  and  the  original 
rendition. 

No.  90,  Military  Reproducer  with  Oro-alloy  metal  diaphragm,  Nickel 

Finish,  List  Price  $7.50 

Gold  or  Oxidized  Finish,  List  Price   10.00 

No.  0-76  Original  Oro-Phone  Reproducer 

Illustrated  at  bottom.  Fits  old  style  Victor,  D-l,  F-l,  No.  88,  and  all  tone  arms 
with  standard  size  connections.  Not  as  loud  as  tht  Military  Reproducer,  but 
producing  a  liquid,  mellow  tone  that  is  a  delight  to  lovers  of  real  music.  The 
0-76  was  the  first  reproducer  developing  the  new,  deep  tones.  It  was  months 
ahead  of  any  competition — first,  and  permanent.  We  maintain  that  it  is  the  finest 
reproducer  made  for  the  reproduction  of  sweet,  full-throated  music. 

No.  0-76,  Original  Oro-Phone,  Nickel  Finish,  List  Price  $7.50 

Gold  or  Oxidized  Finish,  List  Price   10.00 

Sell  the  tone  arm  with  the  reproducer! 

The  combination  dresses  up  and  brings  that  new  tone  to  old  phonographs.  It 
brings  new  profits  to  you — easy  profits — and  satisfaction  to  the  buyer.  Samples 
will  be  promptly  forwarded  on  approval  to  responsible  manufacturers,  jobbers 
and  dealers.    Mail  your  order  today! 


THE  ORO-TONE  COMPANY 

1010  George  Street,  Chicago,  111.,  U.  S.  A. 


No.  24 
Chiefton  Reproducer 

Nickel  Finish, 

list  $3.00 

Gold  or  Oxidized, 
list    5.00 


No.  94 
Imperial  Reproducer 

Nickel  Finish, 

list   $5.00 

Gold  or  Oxidized, 
list   $7.50 


No.  0-76 
Original  Oro-Phone 

Nickel  Finish, 

list   $7.50 

Gold  or  Oxidized, 

list   10.00 


No.  90 
Military  Reproducer 

Nickel  Finish, 

list   7.50 

Gold  or  Oxidized, 
list    10.00 


The  No.  90  Military  and  No.  0-76  original  Oro-Phone 
can  be  supplied  with  attachments,  adapters,  etc.,  to 
fit  Edison,  Brunswick,  Columbia,  Cheney,  Pathe,  etc. 

Manufacturers,  jobbers,  and  dealers  are  requested  to 
send  for  broadside  "I",  also  small  folders  showing 
sales  helps  to  dealers. 
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Successful  Merchant 

By  Philip  T.  Clay     Urges  Planning  for  the  Future 


(Interesting  address  made  by  president  of  Sherman, 
Clay  &  Co.,  at  the  annual  dinner  of  the  Music  Trades 
Association  of  Northern  California,  March  15 — Editor.) 

A GREAT  many  of  the  talking  machine 
dealers  of  to-day  are  trying  to  sell 
merchandise  without  understanding  the 
merchandise  which  they  are  selling.  I  see  that 
the  title  assigned  to  me  is:  "The  Talking 
Machine  and  Its  Future — a  Prediction."  I 
think  that  I  shall  reverse  this  title  and  speak 
of  the  future  first.  The  past  is  gone.  We  need 
not  worry  about  that.  We  can  anticipate  the 
future,  and  in  order  to  prepare  for  it  we  must 
start  to  work  now,  in  the  present. 

Research  in  Sound  Reproduction 
'  The  General  Electric  Co.,  the  American  Tel. 
&  Tel.  Co.,  Westinghouse  and  all  the  other  large 
electric  manufacturers  and  radio  laboratories 
are  devoting  their  time  and  attention  at  the 
present  time  toward  research  work  in  sound 
reproduction.  Already  the  reproduction  of 
sound  is  out  of  the  hands  of  the  old  talking 
machine  dealer  and  is  in  the  hands  of  the 
technical  man.  What  did  the  old  dealer  know 
of  radio  frequency,  audio  frequency,  cycles  and 
other  terms  by  which  sound  and  light  are 
measured?  He  knew  nothing  and  cared  less. 
He  put  a  record  on  his  talking  machine  and 
it  made  a  noise,  which  was  satisfactory  to  him 
and  the  public  because  it  was  in  the  nature  of 
a  phenomenon  that  such  a  thing  could  be  done. 
How  it  was  accomplished  and  why  was  of 
no  interest  to  him.  The  manufacturers  ad- 
vertised their  product,  and  the  dealer  and  jobber 
advertised,  and  the  customer  came  in  and  pur- 
chased it.  It  was  a  nice  business.  Then  the 
realm  of  radio  frequency  was  developed,  so 
that  the  so-called  wireless  which  he  thought 
was  merely  a  method  of  telegraphy  became 
a  method  of  sound  reproduction.  The  boys  at 
school  learned  a  smattering  of  this  and  the 
manufacturers  made  kits  and  sent  out  directions 
by  which  these  amateurs  could  assemble  radio- 
receiving  sets  and  the  phenomenon  of  hearing 
sounds  coming  over  the  air,  even  if  only 
through  ear-phones,  was  most  exciting  and 
interesting.    As  the  research  laboratories  at  the 


great  electrical  companies  delved  further  into 
this  new  discovery,  the  amateur  fell  by  the 
wayside.  He  was  not  prepared  to  advance 
with  the  development  of  scientific  research  and 
the   manufacture  of   receiving  sets  became  a 


Philip  T.  Clay 


highly  specialized  and  technical  business.  With 
that  development  there  was  created  in  the 
minds  of  the  listening  public  a  desire  for  a 
more  faithful  reproduction  of  sound. 

Talking  Moving  Pictures 
I  cannot  speak  intelligently  of  other  talking 
machines  than  the  Victor,  because  it  is  the 
only  one  with  which  I  am  familiar,  so  you 
will  pardon  me  if  I  use  that  now  and  then  as 
an  illustration.  You  no  doubt  have  read  in  the 
papers  recently  that  the  General  Electric  Co. 
had  demonstrated  a  moving  picture  machine 
that  would  display  a  picture,  and  the 
same  film  that  displayed  the  picture  would 
reproduce  sound  waves,  so  that  there  was  de- 
veloped   a    talking    moving    picture.    It  was 


figured  and  has  been  predicted  that  eventually 
this  would  be  in  use  in  all  moving  picture 
houses  and  that  all  films  would  be  reproduced 
in  this  manner.  This  is  done  by  transferring 
light  waves  to  sound  waves,  through  the 
media  of  tubes  and  electron  vibrations,  which 
is  a  technical  process  that  I  do  not  propose 
to  go  into.  But  if  light  or  sight  waves  can 
be  transferred  into  sound,  just  so  can  sound 
waves  be  transferred  into  light  or  pictures. 
The  two  are  opposites  of  each  other,  that  is, 
sound  waves  and  light  waves  follow  the  same 
lines  exactly.  Therefore,  it  is  a  very  easy 
thing  to  predict  that  one  of  the  developments 
of  the  future  will  be  a  combination  talking 
machine  and  moving  picture,  which  will  be 
done  by  mechanical  means  off  the  same  record. 
Electrons  will  start  their  activities  and  you 
will  find  yourself  selling  a  combination  ma- 
chine, and  I  do  not  believe  that  this  is  a 
development  of  the  far  future. 

Ten  Numbers  on  a  Record 

About  the  highest  vibration  or  frequency 
that  the  human  ear  can  absorb  is  10,000  fre- 
quencies. There  are  tones  and  sounds  that 
will  go  as  high  as  17,000.  This  is  used  by  the 
Telephone  Co.  to-day  and  they  go  through  a 
process  of  what  they  call  reversing  them.  In 
other  words,  when  you  telephone  from  here 
to  London,  you  are  standing  on  your  head 
when  you  talk.  The  Telephone  Co.  can  send 
ten  messages  over  one  wire.  The  reason  that 
they  do  that  is  because  each  one  of  these  ten 
messages  has  its  impulse  in  a  different  number 
of  vibrations  per  second  and,  continues  that 
across  the  wire,  not  interfering  with  the  others 
of  varying  lengths.  If  that  is  true  of  a  wire, 
the  same  thing  can  be  equally  true  of  a  record. 
You  will  see  a  record  with  ten  pieces  on  the 
same  record,  each  one  with  a  different  fre- 
quency. This  can  only  be  reproduced,  however, 
through  a  machine  with  transformers,  gen- 
erators and  tubes,  and  what  do  you  know 
about  them?  Are  you  preparing  for  this  de- 
velopment? If  you  do  not  prepare  for  this 
and  know  the  merchandise  you  are  selling,  you 
will  find  that  the  talking  machine  business  will 
drift  away  from  the  music  merchant  and  will 
be  in  the  hands  of  the  highly  specialized  elec- 
trical man,  who  concentrates  upon  the  repro- 
duction of  sound. 

Sell  the  Public  What  They  Want 

A  man  said  to  me  the  other  day:  "Music  is 
the  easiest  thing  in  the  world  to  sell."  Music 
is  just  as  necessary  to  the  human  life  as  food 
and  water.  I,  therefore,  agree  with  my  friend 
that  music  is  the  easiest  thing  in  the  world 
to  sell,  but  I  don't  say  that  any  particular  kind 
cf  music  is  the  easiest  thing  in  the  world  to 
sell.  You  must  give  the  public  the  kind  of 
music  that  they  desire.  You  cannot  sell  a  girl 
a  saxophone  when  she  wants  to  hear  a  ukulele. 
Von  have  to  g;ive  the  public  what  the  public 
wants,  and  you  must  be  equipped  to  give  it  to 
them.  How  is  the  music  merchant  going  to 
be  equipped  to  accomplish  this?  By  learning 
his  merchandise,  by  anticipating  the  wants  of 
the  public.  If  you  are  going  to  be  a  successful 
merchant  in  your  community,  you  must  at  least 
be  on  equal  terms  with  your  competitor.  You 
must  give  the  public  the  service  that  they  are 
entitled  to.  When  you  have  spent  your  money 
in  advertising,  and  the  manufacturer  has  spent 
his,  you  have  broueht  the  customer  into  your 
store  and  have  told  him  what  a  talking  ma- 
chine will  do,  you  must  be  in  a  position  to 
make  it  live  up  to  your  promises  and  function 
'hat  same  way  in  the  customer's  home.  The 
customer  doesn't  know  anything  ahout  fre- 
(Cotitinucd  on  page  27) 


Helps  Your  Trade 

EVERY  time  you  sell  a  Weston  "Convertible"  Pin-jack  Volt- 
meter you  take  the  first  step  to  wipe  that  customer  off  the 
list  for  servicing.  His  use  of  this  instrument  insures  set  operation  at 
proper  filament  voltage.  He  will  also  know  the  exact  condition  of 
his  batteries  and  is  able  to  make  replacements  himself  without  calling 
your  service  men.  ^The  voltmeter  plugs  into  filament  jacks  provided 
on  many  1927  sets — are  easily  installed  on  makes  not 
so  equipped,  using  the  pin-jacks  sold  with  them.  Re- 
moving the  voltmeter  from  his  set  the  customer  can 
convert  it  into  another,  but  High  Range,  instrument 
for  battery  and  circuit  testing.  Profitable  to  sell — 
even  more  profitable  to  have  in  the  hands  of  your 
customers. 

WESTON  ELECTRICAL  INSTRUMENT 
CORPORATION 

190  Weston  Avenue,  Newark,  N.  J. 
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Valley  Forge  =  V.  R 


Another  product  of  the 
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Appointed  General  Sales 

Manager  of  Grosley  Corp. 

Harry  E.  Sherwin,  Veteran  Director  of  Sales 
Policies  in  the  Radio  Industry,  Has  Assumed 
Important  New  Post 

Harry  E.  Sherwin,  a  veteran  sales  executive, 
with  a  record  of  six  years  as  a  director  of 
sales  policies  in  the  radio  industry,  has  been 
named  general  sales  manager  of  the  Crosley 
Radio  Corp.,  succeeding  Walter  B.  Fulghum. 


Harry  E.  Sherwin 


Mr.  Sherwin  launched  out  on  his  sales 
career  in  1902  after  he  had  served  in 
Cuba  and  the  Philippine  Islands  in  the  military 
service  of  the  United  States.  His  first  sales 
connection  was  in  the  capacity  of  cub  salesman 
for  the  Ingersoll  Watch  Co.  In  1910  he  was 
European  sales  manager  with  offices  in  Lon- 
don. Later  he  became  affiliated  as  sales 
manager  with  the  A.  C.  Gilbert  organization, 
manufacturer  of  toys  and  electrical  appliances. 
During  the  World  War  Mr.  Sherwin  served  in 
the  Military  Intelligence  Department  of  the 
A.  E.  F.  He  was  attracted  by  the  possibili- 
ties of  the  radio  industry  shortly  after  his  re- 
turn from  the  war,  and  he  joined  the  forces 
of  the  F.  A.  D.  Andrea  Co.  Later  he  became 
sales  and  advertising  manager  of  the  Garod 
Corp. 

Mr.  Sherwin  already  has  assumed  his  duties 
with  the  Crosley  Corp.,  which  include  the 
responsibility  of  directing  a  large  force  of  sales- 
men. 

Frank  D.  Scott  Legal 

Representative  of  R.  M.  A. 

The  boards  of  directors  of  the  Radio  Manu- 
facturers Association  and  the  National  Associa- 
tion of  Broadcasters  recently  voted  to  appoint 
Frank  D.  Scott  as  the  Washington,  D.  C,  legal 
representative  of  the  organizations.  Mr.  Scott 
retired  from  Congress  on  March  4,  after  serv- 
ing for  twelve  years  as  Congressman  from 
Michigan.  During  recent  years  Mr.  Scott  was 
chairman  of  the  Merchant  Marine  &  Fisheries 
Committee  of  the  House,  which  Committee  has 
had  charge  of  radio  legislation.  He  has  taken 
a  leading  part  in  the  preparation  and  passage 
of  the  present  radio  law  and  with  his  experience 
is  extremely  well  qualified  to  represent  the 
above-mentioned  associations  and  their  mem- 
bers. 


Record  Plant  in  Melbourne 


The  establishment  in  Melbourne,  Australia, 
of  a  factory  for  the  electrical  recording  of  musi- 
cal and  elocutionary  performances  and  for  the 
pressing  of  record  discs  is  reported  to  be  under 
consideration,  according  to  advices  to  the  De- 
partment of  Commerce  from  Assistant  Trade 
Commissioner  J.  B.  Foster,  who  is  stationed  at 
Melbourne. 


A  Successful  Merchant 

Urges  Planning  Ahead 

(Continued  from  page  26) 
quencies,  and  the  customer  doesn't  know  that 
the  range  of  the  normal  ear  is  sixteen  fre- 
quencies to  10,000.  He  only  knows  that  he 
is  buying  a  reproducing  instrument  that  appeals 
to  his  ear,  and  it  is  up  to  you  to  keep  that 
instrument  so  that  it  will  appeal  to  his  ear. 
Service,  that  is  the  answer.  If  you  feel  that 
you  are  too  old  to  learn  this  new  business  that 
is  confronting  you,  hire  the  best  men  that  you 
can,  or  else  go  out  of  the  business,  because 
you  will  shortly  fall  by  the  wayside  and  find 
yourself  the  small  merchant  in  a  back  street, 
trying  to  sell  the  public  something  that  they 
do  not  want. 

Operating  Service  School 

We  have  seen  this  coming.  We  have  talked 
to  our  dealers  and  to  the  salesmen.  We  are 
operating  a  school  at  a  great  expense  to  our- 
selves to  educate  the  service  men  of  these 
dealers,  at  no  expense  to  them.  Your  manu- 
facturer or  your  jobber  will  not  do  the  work 
that  you  are  supposed  to  do.  He  will  assist 
you  and  co-operate  with  you  in  every  way, 
but  the  law  of  the  survival  of  the  fittest  is 
the  fundamental  law  of  life,  and  if  he  finds 
that  you  are  incapable  of  handling  the  mar- 
velous product  which  he  is  giving  you  he  is 
going  to  find  someone  more  capable,  because 
every  talking  machine  or  radio  serviced  by 
incompetent  hands  is  a  deterrent  to  the  in- 
dustry and  needs  much  constructive  work  and 
much  propaganda  to  counteract  the  evil  effect 
of  just   one   poorly  made  sale. 

Records  as  a  Source  of  Revenue 

One  of  the  principal  sources  of  revenue  for 
the  talking  machine  dealer,  and  one  which  I 
fear  he  sadly  overlooks,  is  the  item  of  records. 
No  one  wants  to  hear  a  so-called  popular  piece 
over  and  over  again.  I  can  prove  that  state- 
ment. Before  radio  broadcasting,  the  life  of 
a  popular  waltz  was  six  months  and  the  life 
of  a  popular  fox-trot  was  four  months.  To-day, 
because  there  is  so  much  broadcasting,  the 
life  of  a  popular  waltz  is  three  months  and 
the  life  of  a  popular  fox-trot  is  only  six  weeks. 
I  know  this  from  records  of  publishers  and 
I  know  it  because  we  are  in  the  publishing 
business  ourselves. 

Keep  Up  Interest  in  Records 

The  same  thing  applies  to  records.  You 
must  keep  up  the  interest  of  the  public  in  the 
new  issues  of  records.  You  must  know  what 
an  electrically  recorded  record  means.  You 
must  explain  that  every  note  played  by  an 
orchestra  or  sung  by  a  human  is  recorded  on 
that  record,  and  if  the  media  by  which  it  is 
transmitted  to  the  human  ear  is  perfect,  those 
notes  will  come  forth  in  their  proper  tonal 
quality  and  volume.  If  your  record  salesman 
or  saleswoman  will  understand  each  type  of 
machine  that  you  are  selling  and  will  be  taught 
a  knowledge  of  frequencies  so  that  they  can 
explain  to  the  customer  how  the  low  notes  and 
the  high  notes  are  brought  out  in  all  their 
purity,  and  the  proper  machine  is  used  to 
demonstrate  records,  you  will  see  your  record 
sales  increase  as  will  also  your  talking  machine 
sales. 

Must  Show  the  Customer 

If  you  do  not  show  the  customer  the  at- 
tractiveness of  the  records  that  you  have  for 
display  and  if  you  do  not  display  them  in  the 
proper  surroundings  and  with  the  proper  ma- 
chine, they  are  simply  going  to  go  somewhere 
else  and  hear  it  a9  it  should  be  heard,  and 
some  competitor  has  made  a  customer  and  a 
friend. 

There  is  as  much  talking  machine  business 
in  the  world  to-day  as  there  ever  was.  If  you 
hire  men  who  know  their  business  and  will 
hire  men  who  are  not  afraid  of  work  and  will 
hire  technical  men  who  keep  your  merchandise 
properly  sold,  you  will  do  more  business  than 
you  ever  dreamed  of. 
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NEW  YORK,  APRIL,  1927 
The  Market  Is  Actually  There 

FOR  many  years  we  have  heard  with  great  regularity  the  cry 
that  the  talking  machine  has  reached  the  point  of  saturation 
so  far  as  public  consumption  is  concerned.  We  have  been  told 
of  the  millions  of  machines  and  records  in  the  homes  and  of  the 
fact  that  the  cream  of  the  sales  has  been  made,  and  there  are 
only  isolated  cases  where  there  is  a  chance  of  doing  good  business. 

It  was  amusing  some  years  ago  to  hear  the  saturation  talk- 
crop  up  each  year,  only  to  find  that  the  industry  registered  a  new 
high  peak  in  sales  the  year  following,  and,  although  it  must  be 
admitted  that  not  so  long  ago  the  trade  went  through  a  period  of 
depression,  it  does  not  require  a  great  deal  of  study  to  determine 
that  the  period  of  inactivity  was  not  due  to  the  flooding  of  the 
market,  but  rather  to  causes  not  at  all  concerned  with  the  number 
of  homes  that  were,  or  were  not,  equipped  with  instruments  of 
the  phonograph  type. 

As  a  matter  of  fact,  a  nation-wide  survey  carried  on  under 
the  auspices  of  the  General  Federation  of  Women's  Clubs  and 
completed  hardly  six  months  ago,  indicates  that  even  to-day  some 
54  per  cent  of  the  homes  of  the  country,  and  prosperous  homes 
at  that,  are  not  possessed  of  talking  machines  and  records.  The 
survey  shows,  for  instance,  that  in  towns  under  one  thousand 
population,  where  entertainment  is  usually  at  a  premium,  only  29 
per  cent  of  the  families  have  talking  machines,  the  percentage  in- 
creasing in  almost  exact  ratio  to  the  size  of  the  various  towns  and 
cities,  until  in  communities  of  100,000  or  over  the  percentage  is 
practically  60  per  cent. 

The  extent  of  the  survey  will  be  realized  when  it  is  stated 
that  1,839,313  families  in  1,157  communities  of  various  sizes  re- 
ported. These  were  all  homes  occupied  by  the  type  of  people  who 
are  interested  in  club  work,  personal  advancement  and  the  things 
that  make  life  worth  living,  albeit  with  the  income  that  makes  it 
possible  for  them  to  realize  most  of  their  ambitions  along  those 
lines.  If  out  of  1,800,000  or  more  such  homes  there  still  remain 
one  million  to  be  supplied  with  talking  machines  and  records  of 
various  types,  or  with  combination    phonographs   and    radio  ap- 


paratus, what  an  enormous  market  there  must  be  among  twenty- 
three  or  twenty- four  million  remaining  homes  in  this  great  country 
of  ours  regarding  which  no  reports  have  been  made. 

It  might  be  well  for  dealers  to  study  carefully  the  chart  on 
Page  10  of  this  issue,  for  it  will  show  them  many  things.  First, 
that  in  many  communities  phonographs  are  considered  quite  as 
important  as  the  telephone,  as  evidenced  by  the  fact  that  more 
homes  are  thus  equipped.  It  will  show  also  that  in  the  larger 
cities  the  phonograph  is  more  general  than  the  automobile,  although 
it  would  be  hard  for  the  man  who  dodges  taxicabs  and  private 
cars  all  day  in  the  streets  to  concede  that. 

The  survey  shows  among  other  things  that  a  big  market  for 
instruments  of  the  talking  machine  type  lies  in  the  communities 
of  less  than  100,000.  In  towns  of  10,000,  for  instance,  only  34 
per  cent  own  phonographs,  which  means  that  66  per  cent  are  still 
to  be  supplied.  Let  the  dealer  who  feels  that  his  field  is  limited 
take  heart  and  study  the  chart,  find  out  in  what  particular  popula- 
tion class  his  territory  belongs  and  then  see  how  his  average  of 
sales  and  of  prospects  compares  with  that  shown  in  the  survey. 
If  an  organization  with  nothing  to  sell  directly  finds  it  worth  while 
io  compile  a  survey  covering  hundreds  of  communities  in  the 
forty-eight  States,  how  much  stronger  should  be  the  incentive  to 
the  local  dealer  to  make  a  similar  survey  in  his  own  particular 
section.  The  knowledge  that  he  will  gain  from  such  a  survey 
may  be  turned  into  dollars  and  cents.  Let  him  study  his  population 
and  its  character. 

Massachusetts  is  the  home  of  culture,  vet  Minnesota  has  the 
most  phonographs  in  proportion  to  population  in  the  larger  cities. 
To  men  in  other  sections  of  the  country  Tennessee  may  be  re- 
garded chiefly  as  the  home  of  the  "hill  billy,"  yet  Tennessee 
possesses  the  largest  percentage  of  phonographs  among  families 
ia  towns  of  from  five  to  ten  thousand  population.  Such  informa- 
tion as  this  regarding  the  dealer's  own  community  is  highly  essential 
if  he  has  enough  confidence  in  the  future  of  the  business  to  begin 
building  for  it  now. 


A   Great  Movement  for  Better  Music 

T3  KETHOVFN  Week  has  come  and  gone,  and  it  is  doubtful 
*-*  if  to  a  composer  at  any  time  has  such  national  or  interna- 
tional tribute  been  paid  as  was  accorded  this  great  symphonic 
master  during  the  week  of  March  21.  The  pulpit,  the  press, 
educators,  music  lovers  and  the  public  generally  took  part  in  the 
observance  of  the  centennial  of  the  death  of  Beethoven,  and  such 
was  the  character  of  the  programs  that  the  event  actually  became 
a  tremendous  movement  for  the  more  general  appreciation  of  the 
good  things  in  music. 

To  the  officials  of  the  Columbia  Phonograph  Co.  is  due  the 
hulk  of  the  credit  for  the  success  of  Beethoven  Week,  for  the  com- 
pany sponsored  the  movement  and  expended  a  tremendous  amount 
of  effort  and  money  to  carry  it  through  to  a  successful  conclusion. 
Months  were  spent  in  the  preparation  and  arrangement  of  the  pre- 
liminary details,  and  later  in  the  organizing  of  national  and  local 
committees  and  mapping  out  programs. 

The  importance  of  the  celebration  and  what  it  meant  to  music 
in  the  eyes  of  those  closely  associated  with  the  art  can  be  no  better 
indicated  than  by  a  study  of  the  personnel  of  the  Advisory  Com- 
mittee in  charge  of  Beethoven  Week,  headed  by  George  Eastman 
as  its  chairman.  There  have  been  other  weeks  of  celebration  of 
notable  events  in  and  out  of  the  trade,  but  few  have  received  such 
general  recognition  and  won  such  widespread  co-operation  as  has 
Beethoven  Week.  Throughout  the  country  concerts  and  recitals  of 
Beethoven  music,  accompanied  by  appropriate  talks  and  lectures, 
were  given.  Apart  from  the  great  recordings  by  famous  orchestras, 
radio  was  pressed  into  service  to  carry  the  message  to  the  far 
corners,  and  a  surprisingly  large  number  of  retail  music  houses 
sensed  the  significance  of  the  occasion,  and  gave  earnest  attention 
to  the  arrangement  of  effective  window  displays  for  the  Week, 
and  to  newspaper  advertising  supporting  the  general  plan. 

Commercialism  was  eliminated  as  far  as  possible  from  the  cele- 
bration and.  from  a  dollar.-  and  cents  standpoint,  the  immediate  re- 
sults will  unquestionably  show  a  loss.  The  actual  results,  however, 
will  come  in  the  future,  and  the  Columbia  Co..  together  with  every- 
one else  interested  directly  or  indirectly  in  music  or  musical  instru- 
ments, will  be  the  gainer  through  the  creation  of  a  wider  interest 
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in  and  a  greater  appreciation  of  Beethoven's  works  and  the  works 
of  other  classical  composers. 

The  sponsors  of  Beethoven  Week  have  acquitted  themselves 
with  credit  and  honor  and  they,  together  with  those  who  participated 
in  the  celebration,  are  to  be  congratulated  upon  its  success. 


The  Matter  of  Radio  Control 

'  I  VHE  Federal  Radio  Commission,  empowered  by  the  last  Con- 
gress  to  clear  up  the  chaotic  condition  in  the  broadcasting 
situation,  is  now  actually  in  existence  and  functioning,  slowly  to 
be  sure  but  carefully,  and  so  far  as  can  be  seen,  wisely  and  along 
the  right  lines. 

The  Commission  evidently  is  playing  with  no  particular  fac- 
tion. It  is  seeking  the  best  advice  that  can  be  given  by  all  those 
interested,  whether  they  be  broadcasters,  manufacturers  of  radio 
apparatus,  or  the  general  radio  public,  those  who  listen  in  regularly 
and  who  are  very  deeply  interested  in  the  movement  that  will  in- 
sure them  satisfactory  reception  without  interference. 

The  Commission  faces  a  great  problem,  for  at  best  any 
adjustment  of  the  broadcasting  situation,  whether  it  results  in  a 
widening  of  the  program  wave  band  or  not,  will  mean  the  ultimate 
elimination  of  several  hundred  existing  stations,  and,  quite  properly, 
the  dashing  of  the  hopes  of  some  other  hundreds  of  prospective 
broadcasters  who  have  been  seeking  places  in  the  air.  To  bring 
about  this  adjustment  in  all  fairness  to  those  concerned  will  re- 
quire a  comprehensive  knowledge  of  the  situation  and  a  vast 
amount  of  diplomacy,  unless  we  are  to  expect  a  knock-down-and- 
drag-out  fight  in  the  courts. 

The  Commission  has  conferred,  and  is  conferring,  with  the 
broadcasters,  and  with  representatives  of  the  manufacturers,  and 
has  published  it  widely  that  "the  man  with  a  two-cent  postage 
stamp,"  in  other  words,  the  radio  fan  without  direct  Washington 
connections,  can  make  suggestions  through  the  mails.  It  is  this 
broad  spirit  that  will  help  to  simplify  the  problem. 


Spasmodic  Ordering  Cramps  Business 

I  SHE  question  of  hand-to-mouth  buying  on  the  part  of  retailers 
is  not  in  any  sense  confined  to  the  talking  machine  trade 
or  to  the  music  trade  generally,  but  has  developed  to  such  an 
extent  in  all  lines  of  business  that  banking  and  financial  interests 
and  those  agencies  having  to  do  with  surveys  of  the  nation's  busi- 
ness have  seen  fit  during  the  past  year  or  so  to  make  special  note 
of  this  tendency  and  of  the  various  evils  attendant  upon  it. 

On  the  face  of  it,  it  would  seem  as  though  hand-to-mouth 
buying  might  protect  the  dealer  from  overstocking,  but  in  actual 
practice  it  more  often  influences  the  dealer  to  carry  an  insufficient 
stock  to  meet  the  normal  demands  of  business  and  to  prevent  him 
from  enjoying  that  expanding  trade  that  every  business  man  strives 
for.  No  retailer  can  expect  to  enjoy  ultimate  success  unless  he 
is  willing  to  invest  capital  in  the  sort  of  stock  that  will  make  the 
proper  appeal  and  at  the  same  time  meet  the  great  majority  of 
demands.  This  rule  applies  whether  he  handles  stationery,  dry- 
goods,  talking  machines  or  records.     One  of  the  fundamentals 


of  his  business  is  service,  for  it  is  the  caliber  of  service  which 
he  renders  that  distinguishes  him  from  the  half-dozen  or  more 
competitors  handling  the  same  or  comparable  lines. 

No  better  summing  up  of  the  evils  of  hand-to-mouth  buying 
as  a  definite  practice  has  been  published  in  many  a  day  than  that 
which  came  recently  from  the  pen  of  E.  E.  Shumaker,  president 
of  the  Victor  Talking  Machine  Co.,  and  published  in  Printers' 
Ink,  his  article  being  reproduced  in  another  section  of  The  World 
this  month.  Mr.  Shumaker  points  out  that  hand-to-mouth  buying 
not  only  places  an  unfair  burden  upon  the  wholesaler  and  the 
manufacturer — a  burden  that  the  retailer  should  be  duly  bound 
to  share — but  proves  a  handicap  to  the  industry  by  cramping  manu- 
facturing operations.  It  is  only  by  anticipating  future  requirements 
that  large  factories  such  as  the  Victor  Co.,  for  instance,  can  operate 
on  a  substantial  basis  throughout  the  year,  keeping  a  skilled  or- 
ganization intact,  and  by  steady  production  effecting  those  savings 
in  manufacturing  costs  that  make  possible  interesting  prices. 

The  substantial  discounts  given  to  the  retail  trade,  Mr. 
Shumaker  points  out,  are  provided,  not  alone  to  insure  a  profitable 
turnover,  but  to  provide  a  margin  for  the  maintenance  of  stocks 
adequate  to  meet  demands,  and  of  reserves  that  insure  the  opera- 
tion of  the  store  or  department  on  an  even  all-the-year-around 
basis.  Spasmodic  buying  means  spasmodic  manufacturing,  and 
spasmodic  manufacturing  means  higher  costs  and,  all  too  fre- 
quently, inferior  workmanship,  brought  about  through  the  hasty 
recruiting  of  untrained  workmen  to  meet  a  peak  season  demand. 
It  is  a  business  problem  that  deserves  earnest  consideration. 


Meeting  the  Radio  Service  Problem 

A CAREFUL  survey  of  the  manner  in  which  rado  service  is 
handled  by  retailers  in  various  sections  of  the  country  in- 
dicates strongly  that  the  seriousness  of  the  problem  is  in  direct 
ratio  to  the  individual  dealer's  willingness  or  ability  to  face  com- 
petition with  a  policy  that  is  fixed  but  is,  at  the  same  time,  logical. 
When  the  average  retailer  of  radio  comes  to  a  realization  of  the 
fact  that  the  volume  of  sales  does  not  in  any  sense  indicate  profit, 
just  so  soon  wjll  he  come  to  a  proper  understanding  of  how  this 
service  angle  must  be  treated. 

A  well-known  Eastern  concern  found  that  with  free  installation 
and  a  certain  amount  of  free  service  a  large  volume  of  business  was 
not  showing  a  satisfactory  net  profit.  When  free  service  was  dis- 
continued and  a  direct  charge  of  $10  made  for  installation,  25 
per  cent  of  the  business  went  to  competitors,  but  the  remaining 
75  per  cent  produced  a  profit  that  was  worth  while. 

The  number  of  dealers  who  offer  free  service  for  any  given 
period  after  an  instrument  is  installed  in  the  home  and  accepted  as 
satisfactory  is  steadily  on  the  decrease,  and  there  is  likewise  a  sub- 
stantial increase  in  the  number  of  those  who  feel  that  the  complete 
sale  is  made  in  the  store  and  that  the  customer  should  pay  for 
the  installation  even  though  that  practice  is  not  yet  common. 

The  radio  service  problem,  as  do  many  other  problems  in  the 
retail  music  field,  revolves  around  the  question  of  whether  the 
individual  dealer  is  in  business  to  make  money  or  simply  to  meet 
competition.    The  answer  rests  with  the  dealer  himself. 
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PAU  SIN 


Here's  one  good  selling  point  to  remember  about 
the  Octacone  Speaker.  You  can  knock  or  drop  it, 
accidentally  or  otherwise,  on  a  concrete  floor  if  you 
wish,  and  it  still  will  reproduce  just  as  clearly  and 
sweetly  as  it  ever  did.  If  you  have  your  doubts  as 
to  the  value  of  this  selling  feature  try  the  same  ex- 
periment with  any  other  six  speakers. 


Slightly  higher 
west  of  the  Rockies 


Pausin  Engineering  Company 

727  Frelinghuysen  Ave.,  Newark,  N.  J. 


Licensed  Under  Frank  E.  Miller, 
Patent  Numbers  1,190,787,  1,220,669, 
1.294,137.     Other  Patents  Pending. 
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Keep  Your  "Silent  Salesman"  on  the  Job 


Window  Displays  Are  a  Real  Selling  Force — Some  Practical  Hints 
on  Display  That  You  Can  Use  to  Create  Windows  That  Make  Sales 

By  L.  C.  Lincoln 


1 


i  i  I  T  may  seem  trite  to  remark  that  windows 
attractively  dressed  bring  real  business 
to  the  store,"  said  L.  C.  Lincoln,  adver- 
tising manager  for  Fada  Radio,  after  looking 
over  a  few  hundred  photographs  submitted  in 
a  window  contest.  "But  too  much  attention 
cannot  be  paid  to  this  phase  of  retailing  and 
those  merchants  who  use  their  windows  per- 
sistently report  very  pleasing  returns  in  profits. 

"Window  dressing  is  a  science,  yet  one  does 
not  have  to  go  to  college  four  years  to  learn 
how  to  make  an  effective  trim.  Good  taste 
and  a  due  sense  of  proportion,  keeping  in  mind 
certain  fundamentals,  will  give  a  willing  worker 
a  good  start  in  the  right  direction." 

Applying  Few  Rules  to  Radio 
Out  of  years  of  experience  in  dealing  with 
retailers  in  the  musical  instrument  field  and 
with  the  possibilities  of  window  dressing 
through  close  contact  with  Fada  franchised 
dealers,  Mr.  Lincoln  has  boiled  down  window 
trimming  advice  for  radio  dealers  about  as 
follows: 

Next  to  wood  paneling,  velvet  is  one  of  the 
richest  backgrounds  for  a  window. 

Floor  lamps  give  a  homelike  touch. 

If  your  window  space  permits,  use  actual 
furniture  occasionally  and  a  rug  or  two,  with 
flowers  on  the  table,  to  show  how  a  radio 
receiver  looks  in  home  surroundings. 

Use  plenty  of  light  with  the  modern  type 
of  reflectors,  to  keep  as  much  of  the  light 
inside  your  window  as  possible. 

Paste  the  current  day's  program  or  the  pro- 
gram for  the  week  on  your  window.  A 
suggested  line  to  compel  action:  "You  have 
to  buy  a  radio  only  once.  After  that,  programs  ■ 
like  these  are  free  every  night.  Come  in  and 
talk  it  over  with  us." 

It  is  important  that  windows  be  kept  clean. 
Though  an  obvious  necessity,  this  is  not  always 
done. 

If  price  cards  are  used  have  them  clear  and 
easy  to  read.    State  on  the  price  card  whether 


the  figure  named  includes  accessories  and  in- 
stallation or  not. 

Windows  should  be  changed  once  a  week 
every  week  in  the  year.     The  result  of  this 


Effective  Display  by  Blackman  Dist.  Co 

regular  practice  is  that  the  passerby  learns  to 
expect  a  change  from  week  to  week  and  looks 
for  it  as  he  goes  by  and  will  stop  to  see  what 
new   and  different   things   you   may   have  to 

offer. 


Televocal  QUALITY  TUBES 


Dependable  and  a  Technical  Triumph 


A RADIO  TUBE  that  is  non- 
microphonic  —  won't  short. 
Sold  in  matched  units;  tested, 
balanced  and  plainly  marked  de- 
tector, radio  frequency  or  audio 
frequency. 

DEALERS  AND  JOBBERS 

Ask  for  particulars  on  this  new  and 
better  radio  tube  that  costs  no  more. 


Dealer's  Name  

City   State. 

Jobber's  Name  

City   State. 


Dramatize  your  windows  when  you  can. 
Holidays,  notably  Thanksgiving,  Christmas,  etc., 
are  occasions  when  special  appeal  can  be  made 
in   windows   by  the  talking  machine  dealers. 

Don't  forget  to  cash  in  on  the 
perennial  crop  of  June  brides — 
and  their  hubbies,  who  foot  the 
bills.  A  trim  that  always,  with 
variations,  is  successful  for  radio 
for  that  happy  season  is  to  place 
a  set  in  the  window,  tie  it  with 
wide,  white  satin  ribbon  with  a 
large  bow  and  place  before  it  a 
bridal  wreath  or  bouquet  with 
a  few  sprays  of  orange  blossoms. 
The  association  between  this  and 
the  new  home,  artfully  done,  is 
really  very  effective. 

The  comparison  idea — in  radio, 
for  instance,  by  taking  an  old 
model  set,  factory  or  home-built 
receiver,  and  placing  it  alongside 
one  of  the  latest  models  with 
the  legend  "Radio  four  years 
ago  and  now" — will  work  well 
in  trims. 
Points  to  Remember  on  Radio 
Points  garnered  out  of  a  re- 
cent analysis  of  a  large  number 
of  window  trims  have  been  sum- 
marized by  Mr.  Lincoln  in  a 
manner  that  will  be  helpful  to 
all  dealers. 

"Never  forget,"  said  Mr.  Lin- 
coln, "the  casual  passerby  has 
to  see  clearly  and  in  detail  any 
merchandise  in  the  window 
before  he  can  possibly  be  inter- 
ested in  it.  In  a  recent  prize- 
winning  window  one  of  the  strong  points  was 
that  the  dealer  removed  a  chassis  from  its 
cabinet  and  took  off  one  of  the  shields  so 
that  the  construction  and  individual  stage 
shielding  were  very  clearly  shown.  Showing 
publicly  how  a  receiver  is  made,  and  in  this 
manner,  always  creates  a  favorable  impression. 

"Radio  displays,  and  this  holds  true  for  all 
window  displays,  should  neither  be  too  crowded 
nor  too  much  spread  out.  Tying  in  the  display 
with  the  manufacturer's  special  posters  is,  of 
course,  desirable.  Handling  this  feature  proper- 
ly, as  with  the  display  of  the  dealer's  franchise 
certificate,  is  a  part  of  the  deftness  in  rightly 
placing  all  articles  in  the  window  lo  advantage. 

"Use  of  streamers  is  advocated  in  many 
cases  for  explanatory  purposes.  Catalogs  and 
folders  can  also  be  placed  in  such  manner  as 
to  carry  the  suggestion  that,  even  if  the  pros- 
pect is  not  ready  to  buy  or  has  no  time  for 
an  immediate  demonstration  of  a  receiver,  he 
can  stop  in  and  quickly  get  information  by 
this  means.  Where  possible,  avoid  placing 
speakers  on  top  of  sets.  Sometimes  this  is 
unavoidable,  due  to  the  size  of  a  window. 

"Working  out  a  good  local  slogan  to  identify 
the  dealer  with  the  line  in  the  window  is  often 
the  means  of  bringing  home  the  story.  For 
instance,  Zeitler  Piano  Co.,  of  Chicago,  had 
this  line  in  a  recent  window  trim:  'Works 
When  Company  Comes.'  Well,  everybody 
would  remember  that  line,  for  many  have  had 
sad  experiences  brought  to  mind  by  this  clever 
line. 

"It  would  be  impossible  to  go  into  all  details 
of  window  trimming  in  a  brief  statement  of 
this  sort.  Here  is  one  phase  of  merchandising 
where,  practically  speaking,  every  retailer  is 
on  the  same  footing." 


Televocal  Coi'p'n. 

67  A  Fifth  Ave.  ~  ~  New  York 
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The  JUNIOR  CONE  is  the 
Outstanding  Speaker  for  1927 

UTAH  RADIO  PRODUCTS  CO.,  1615  S.  MICHIGAN  AVE.,  CHICAGO 

iri-i-in.  Senior  Corse  *1 6  13-in.  Junior  Cone  *10  14-In.  Standard  *22-50  11-Sn.  Junior  *12-50  17>/2-in.  x  \3Vz  in.  Book  *10 
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Distributors 
of 


STMI  INSTRUHCNT  OF  QUAlfTV 
oner 
<L(A*  *•  A  ICU 


New  Reproducing  Sonora 
Phonographs  .  .  .  Model  C 
Radio  Receiving  Set  .  .  . 
Highboys  . . .  and  Speakers 


Barker  Wholesale  Company, 
Barker  Building, 
Los  Angeles,  Calif. 

J.  H.  Iiurke  Company, 

221  Columbus  Avenue, 
Boston,  Mass. 

Doerr,  Andrews  &  Doerr, 

Minneapolis,  Minn. 

Gibson-Snow  Co.,  Inc., 
Syracuse,  N.  T. 

Greater  City  Phono.   Co.,  Inc., 
78  Fifth  Avenue, 
New  York,  N.  Y. 

Hassler  Texas  Co., 

2216  Commerce  Street, 
Dallas,  Texas. 

Kohler  Distributing  Co., 
63  Minna  Street, 
San  Francisco,  Cal. 

Moore-Bird  &  Company, 

1720  Wazee  Street, 
Denver,  Colo. 

Musical  Products  Distributing  Co, 

22  West  19th  Street,  New  York,  N.  Y. 
Brooklyn  &  Long  Island  Distributors. 

Pennsylvania  Phono.  Dlst.  Co., 
1015  Chestnut  Street, 
Philadelphia,  Pa. 
817  Wabash  Building, 
Pittsburgh,  Pa. 
1747  Chester  Avenue, 
Cleveland,  Ohio. 

James  K.  Polk,  Inc., 

181  Whitehall  Street, 
Atlanta,  Ga. 
811  W.  Broad  Street. 
Richmond,  Va. 

Reliance  Battery  Products  Co., 
2211  So.  Eighth  Street. 
Council  Bluffs,  Iowa. 

C.  A.  Richards,  Inc., 

100  E.  45th  Street.  New  York,  N.  Y. 
Canadian  &  Export  Distributors. 

C.  D.  Smith  Drug  Co., 
St.  Joseph,  Mo. 

Sterling  Roll  and  Becord  Co., 

137  W.  Fourth  Street,  Cincinnati.  O. 

Strevell-Paterson  Hardware  Co., 
Salt  Lake  City.  Utah. 

The  Tay  Sales  Company, 

231  N.  Wells  Street, 
Chicago,  111. 

Yahr-Lange,  Inc., 

Milwaukee,  Wis. 

442  E.  Lafayette  Avenue.  , 

Detroit.  Mich. 


E.  E.  Shumaker  Analyzes  the  Fallacy 

Underlying  Hand-to-Mouth  Buying  Policy 

President  of  the  Victor  Talking  Machine  Co.,  in  Article  in  "Printers'  Ink,"  Finds  It  Advantageous 

to  Neither  the  Dealer  Nor  the  Manufacturer 


The  World  takes  much  pleasure  in  reproduc- 
ing herewith  an  excellent  article  on  "Some  Fal- 
lacies of  Hand-to-Mouth  Buying,"  contributed  to 
a  recent  issue  of  "Printers'  Ink,"  by  E.  E.  Shu- 
maker, president  of  the  Victor  Talking  Machine 
Co.  The  comments  presented  by  Mr.  Shumaker 
are  so  zvell  founded  that  they  might  be  studied 
with  great  profit  by  many  members  of  the  retail 
trade. — Editor. 

T_r  AXD-TO-MOUTH  buying,  like  any  other 
A  kind  of  buying,  is  satisfactory  to  everybody 
when  business  is  good,  and  in  industries  where 
consumption  remains  pretty  well  on  an  even 
keel.  But  this  is  a  condition  which  does  not 
often  exist. 

So  we  give  it  as  our  opinion  that  hand-to- 
mouth  buying  is,  in  general,  a  good  policy  for 
neither  the  dealer  nor  the  manufacturer. 

But  at  that,  with  all  its  faults  and  dangers, 
it  is  a  better  system  than  indiscriminate  or  un- 
intelligent buying.  For  that  leads  to  over-stock- 
ing, causing  the  very  condition  which  could  be 
overcome  by  intelligent  buying  for  stock;  that 
is,  buying  for  stock  during  the  manufacturer's 
slack  periods  for  the  purpose  of  helping  the  pro- 
ducer level  his  peaks. 

Effect  of  Hand-to-Mouth  Buying 

In  our  industry,  Fall  and  Winter  are  our 
biggest  seasons  and  our  factory  capacity  is 
hardly  ever  adequate  during  this  period  to  take 
care  of  the  demand.  During  the  late  Spring 
and  Summer,  the  condition  is  reversed. 

Therefore,  if  our  dealers  followed  the  hand- 
to-mouth  buying  policy,  we  would  probably  be 
obliged  to  curtail  operations  during  the  Sum- 
mer and  then  not  be  nearly  able  to  supply  the 
demand  during  the  Fall  and  Winter.  On  the 
other  hand,  if  the  dealer  bought  intelligently  for 
stock  during  the  Summer,  he  would  not  only 
help  us  to  straighten  our  productive  curve  and 
thus  maintain  our  organization,  but  he  would 
be  better  able  to  supply  his  demand  during  the 
Fall  and  Winter. 

It  might  be  argued  that  the  manufacturer 
could  perform  the  function  and  carry  the  bur- 
den of  producing  stock  during  his  slack  periods 
in  anticipation  of  the  peak  demands.  But  where 
the  manufacturer's  ratio  of  business  in  rela- 
tion to  volume  of  business  done  is  relatively 
small,  he  cannot  and  should  not  be  expected  to 
do  so. 

Manufacturer  as  a  Warehouse 

If  it  should  become  necessary,  generally 
speaking,  to  do  this,  it  is  quite  conceivable  that 
many  manufacturers  would  find  their  profits 
vanishing.  In  other  words,  if  the  manufacturer 
must  function  as  a  warehouse  from  which  the 
trade  may  draw  merchandise  at  will,  the  trade 
will  have  to  operate  on  a  smaller  margin  of 
profit  or  the  selling  price  of  the  merchandise 
must  be  advanced. 

As  we  see  it,  hand-to-mouth  buying  could 
only  be  carried  on  satisfactorily  if  the  whole- 
saler and  retailer  were  willing  to  operate  on  a 
smaller  margin  of  profit.  If  jobbers  and  deal- 
ers decide  not  to  carry  any  stocks,  they  must 
have,  somewhere,  an  inexhaustible  supply  to 
draw  on  if  they  are  to  supply  the  demands  upon 
them  at  all  times.  Who  can  expect  a  manufac- 
turer to  pay  someone  to  assume  a  burden,  and 
then  carry  it  himself? 

When  a  nationally  advertised  product  is  dis- 
tributed through  wholesaler  and  dealer  organ- 
izations which  are  allowed  a  substantial  mar- 
gin to  carry  on  their  business,  it  is  expected, 
and  it  is  necessary  that  they  do  carry  a  sub- 
stantial stock  so  that  the  entire  burden  will 
not  be  placed  upon  the  manufacturer. 

It  is  much  more  difficult  for  a  manufacturer, 
located  in  one  part  of  the  country,  to  estimate 
accurately  what  the  national  consumption  of 
his  product  mirht  be  five  or  six  months  hence 


than  it  is  for  thousands  of  dealers  to  estimate 
their  own  individual  or  future  requirements. 

Deprived  of  this  assistance,  the  result  will 
probably  be  a  tremendous  over-production  or  a 
tremendous  shortage.  Even  with  the  combined 
merchandising  brains  of  the  manufacturer, 
wholesaler  and  retailer  being  brought  to  bear 


Edward  E.  Shumaker 

on  the  problem  of  what  production  for  the 
future  should  be,  serious  mistakes  are  made. 

It  is,  therefore,  quite  clear  to  us  that  for  the 
dealer's  own  good  he  should  never  be  put  in  the 
position  of  not  being  obliged  to  plan  for  him- 
self, or  relieved  of  all  responsibility  other  than 
simply  making  sales. 


Schickerling  Sales  Offices 

in  Boston  and  Chicago 

W.  E.  Nourse  Named  as  Manager  of  Boston 
Office — A.  E.  Simon  in  Charge  of  the  Chicago 
Headquarters — Widely  Experienced 


Direct  factory  sales  offices  of  the  Schicker- 
ling Products  Corp.,  radio  tube  manufacturer, 
Newark,  N.  J.,  have  been  established  in  Bos- 
ton, Mass.,  and  Chicago,  111.  W.  E.  Xourse. 
well  known  in  New  England  radio  circles,  is 
manager  of  the  Boston  office.  A.  E.  Simon, 
who  has  had  extensive  experience  in  radio  mer- 
chandising in  the  Middle  West,  is  in  charge  of 
the  Chicago  office. 


Edward  Eagle  in  Europe  in 
Interest  of  Gold  Seal  Tubes 


Edward  Eagle,  vice-president  and  genera) 
sales  manager  of  the  Gold  Seal  Electrical  Co., 
Inc.,  is  undertaking  an  extended  European  trip 
for  the  purpose  of  completing  arrangements 
for  the  distribution  of  Gold  Seal  tubes  there. 
Mr.  Eagle  expects  to  establish  distributing  con- 
nections in  England,  France,  Germany,  Holland 
and  Scandinavian  countries. 


Celebrates  Anniversary 

Its  forty-fifth  anniversary  is  now  being  cele- 
brated by  the  Will  A.  Watkin  Co.,  of  Dallas, 
Tex.,  one  of  the  best-known  music  houses  in 
the  Southwest.  The  firm  is  an  RCA  authorized 
dealer.  Both  Will  A.  Watkin,  head  of  the  organ- 
ization, and  Robert  N.  Watkin,  junior  member 
and  cx-prcsident  of  the  National  Association  of 
Music  Merchants,  have  long  been  active  in  the 
music  industry. 
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The  most  profitable 


franchise  in 


Six  tubes  ^One  Control 


worms  most  astounding  radio  in  ^ 
a    ruggedly    constructed    genuine  9^Q(50 


A  remarkable  value  is  this  console,  pan- 
eled entirely  of  genuine  mahogany.  Con- 
tains built-in  cone  speak-  ^  _  etx 
SpacH m battery  cum-  9^0*3^ 


The   Masterpiece   of  Masterpieces"  i 
distinctively  beautiful  radio.    Contains  a  P 
inch  cone  speaker  built  right  in  the  cabinet 
and  a  spacious  compartment  for      _    -  _ 
111  accessories.    Paneled  in  genu-  ?QQ»SO 
ine  mahogany.  Model  7-F-5  .... 


s  Greatest  Radio* 


Wire,  write  or  phone  for  detailed  information 
on  Freshman  merchandise  and  dealer  policy 

CHAS.  FRESHMAN  COMPANY,  Inc. 


Freshman  Bldg.,  New  York 


2626  W.  Washington  Blvd.,  Chicago 


800  N.  Spring  St.,  Los  Angeles,  Cal. 


All  Freshman  Products   will   be  dis- 
played at  the  Radio  Trade  Show — Hotel 
Stevens,  Chicago — June  13-18 


This   massive   console   is   a   refined   piece  of 
furniture  with  battery  and  speaker  compart- 
ments enclosed.    Paneled  entirely  of  genuine 
mahogany.    Twelve-inch  built-  ^  —  ^ _  m 
in      cone      speaker         Model  O  ■  f|Q>50 

7-F-4    M  V^r 
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for  perfect  shipments 

Phonographs  or  radios  shipped  in  Atlas  Plywood  Packing  Cases  can 
be  placed  in  the  dealers'  showroom  immediately.  No  retouching  of 
beautiful  finishes  is  necessary — the  protection  Atlas  Cases  give  them 
is  complete  and  sure. 

Atlas  Plywood  Cases  are  extremely  light  in  weight,  too — saving 
freight.  Send  us  sizes  and  let  us  show  you  what  they  will  save  YOU. 


CJIRRV  THE  WEIGHT  — ' JS/I VE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


PARK  SQUARE  BUILDING,  BOSTON,  MASS. 

New  York  Office  Chicago  Office 

90  West  Broadway  649  McCormick  Building 


Distributors  of  New  Gen- 

nett  Records  Appointed 

Many  New  Wholesale  Connections  Made  by 
Starr  Piano  Co.  for  Distribution  of  New  Gen- 
nett  Electrobeam  Recordings 


Richmond,  Ind.,  April  5. — Since  the  introduc- 
tion of  the  Gennett  Electrobeam  records  by  the 
Starr  Piano  Co.,  some  two  months  ago,  there 
has  been  a  steady  demand  from  the  trade 
throughout  the  country  for  the  agency  for  the 
records.  The  public  demand  for  the  recordings 
has  been  so  great  that  not  only  dealers  but 
many  distributors  have  written  the  Starr  or- 
ganization, requesting  the  representation  for  the 
territory  which  they  serve.  Numerous  connec- 
tions have  been  established,  among  which  are 
the  Northwestern  Phono.  Supply  Co.,  St.  Paul, 
Minn.;  James  Cowan  Co.,  Inc.,  Richmond,  Va.; 
Aluminum  Specialty  Co.,  Atlanta,  Ga.;  South- 
ern Aluminum  Co.,  New  Orleans,  La.;  Elion 
Bros.,  El  Paso,  Tex.,  and  the  Cole  &  Dunas 
Music  Co.,  Chicago,  111. 

These  distributors  are  putting  strong  efforts 
behind  the  Gennett  recordings  and  are  planning 
and  staging  sales  campaigns  which  have  proved 
extremely  successful,  as  is  evidenced  by  the 
fact  that  day  and  night  shifts  are  working  con- 
stantly at  the  Starr  factory  to  keep  up  with  the 
growing  demand.  Harry  Bernstein,  of  the 
Northwestern  Phono.  Supply  Co.,  immediately 
after  being  appointed  distributor,  arranged  to 
have  records  made  by  the  most  prominent  and 
popular  artists  of  St.  Paul  and  Minneapolis,  and 
he  is  experiencing  wonderful  success  with  the 
finished  records. 


Latour  Corp.  Campaign 

Outlines  Patent  Plans 


Leading  Firms  in  Radio  Industry  Have  Acquired 
Licenses  Permitting  Use  of  the  Inventions  of 
Marius  C.  A.  Latour 


The  Latour  Corp.,  owners  of  the  patents  and 
inventions  of  Professor  Marius  C.  A.  Latour,  has 
forwarded  to  the  trade  and  other  interested 
members  of  the  radio  industry,  together  with  a 
series  of  trade  paper  advertisements,  an  outline 
of  some  of  its  plans  and  arrangements  for  the 
use  of  its  patents.  At  the  same  time  it  calls  atten- 
tion to  the  particular  patents  of  which  the 
Latour  Corp.  is  the  owner  and  thus  further 
places  its  position  and  plans  before  the  industry. 

In  the  announcement  it  is  stated:  "Among 
those  who  have  already  acquiesced  in  and  ac- 
knowledged the  patent  rights  of  Latour  by  ac- 
quiring simple  non-transferable  licenses  are  the 
American  Telephone  &  Telegraph  Co.,  the  West- 
ern Electric  Co.  and  the  Radio  Corp.  of  Amer- 
ica." 

In  additioti  to  the  patents  covering  the  in- 
ventions of  Prof.  Latour,  the  corporation  in  its 


notice  to  the  radio  trade  also  states  that  it  is 
the  owner  of  the  United  States  patent  issued 
to  Messrs.  Brillouin  and  Beauvais. 

The  Latour  patents  include:  U.  S.  Letters 
Patent  No.  1,405,523,  granted  February  7,  1922; 
reissue  patent  No.  16,461,  granted  November  9, 
1926.  Also  U.  S.  Letters  Patent  No.  1,607,466, 
granted  November  16,  1926,  and  U.  S.  Letters 
Patent  No.  1,614,136,  granted  January  11,  1927. 

The  Messrs.  Brillouin  and  Beauvais  patents 
include  U.  S.  Letters  Patent  No.  1,404,573, 
granted  January  24,  1922;  U.  S.  Letters  Patent 
No.  1,404,574,  granted  January  24,  1922;  U.  S. 
Letter  Patent  No.  1,405,267,  granted  January  31, 
1922,  and  U.  S.  Letters  Patent  No.  1,465,250, 
granted  August  21,  1923. 


Perryman  Tubes  Featured 

in  New  Dealer  Helps 

Window  Streamers  and  Cards,  Counter  Cards 
and  Other  Attractive  Material  Emphasizing 
Merits  of  Line  Are  Announced 


An  attractive  line  of  dealer  help  material, 
strikingly  lithographed  in  six  colors,  has  been 
prepared  by  the  Perryman  Electric  Co.,  Inc., 
New  York.  These  displays  consist  of  window 
streamers,  window  cards,  counter  cards  and  in- 
dividual figures,  and  in  addition  to  the  color 
lithography  the  bulbs  of  the  .  Perryman  tubes 
illustrated  have  been  silvered  to  give  a  natural 
effect.  The  counter  cards  are  equipped  with  a 
special  easel  which  holds  three  radio  tubes,  thus 
making  a  permanent  display. 

Three  points  of  superiority  of  Perryman  tubes 
are  stressed  throughout  in  this  display  material. 
They  are  the  Perryman  patented  bridge,  said 
to  eliminate  injurious  effect  of  jolts  and  jars; 
the  Perryman  tension  springs,  designed  to  al- 
low for  expansion  and  contraction  due  to 
changes  in  temperature  when  the  filament  is 
heated,  and  the  Perryman  double  filament, 
which  is  claimed  to  double  the  area  of  the 
electron  emission,  increase  the  efficiency  and 
lengthen  the  life  of  the  tube.  The  well-known 
guarantee,  signed  by  George  H.  Perryman, 
which  goes  with  each  Perryman  tube,  is  also 
strongly  featured. 


Issues  1927  Catalog 

The  Slromberg-Carlson  Tel.  Mfg.  Co.  has 
just  issued  its  1927  catalog,  which  is  being  sent 
out  to  its  clients.  While  the  bulk  of  the  cata- 
log, which  contains  260  pages,  is  given  over  to 
descriptions  and  prices  of  telephone  and  switch- 
board equipment,  ten  full  pages  are  devoted  en- 
tirely to  radio  receivers  and  accessories.  The 
complete  Stromberg-Carlson  line  includes  five 
and  six-tube  receivers,  full  socket  power  equip- 
ment, speakers,  headsets  and  other  radio  ac- 
cessories. The  new  volume  is  handsomely 
printed  with  cover  in  cloth  and  gold. 


Marketing  a  Device  to 

Improve  Phonograph  Tone 

American  Bosch  Magneto  Corp.,  Springfield, 
Mass.,  Announces  "Recreator" — Designed  to 
Improve  Tone  of  Old  Type  Phonographs 


A  simple  device,  designed  to  operate  old  type 
phonographs  with  an  improved  tone  quality,  has 
been  announced  to  the  trade  by  the  American 


The  Bosch  "Recreator" 

Bosch  Magneto  Corp.,  Springfield,  Mass.  This 
is  the  Bosch  Recreator,  which  reproduces  elec- 
trically the  music  from  the  phonograph  records 
through  the  radio  receiver.  It  requires  no  bat- 
teries of  its  own,  since  it  is  designed  to  use 
those  of  the  radio  set.  The  Bosch  Recreator  is 
used  instead  of  the  phonograph  tone  arm,  car- 
rying the  reproduction  electrically  from  the 
phonograph  record  to  the  detector  socket  of  the 
radio  set,  and  the  music  is  reproduced  through 
the  radio  set  and  the  speaker.  A  volume  con- 
trol is  provided.  This  device  is  distinctive  in 
design  and  attractively  finished  in  bronze. 


Pacific  Radio  Trade  Assn. 

Has  Interesting  Meeting 

San  Francisco,  Cal.,  April  4. — The  best  attended 
and  most  interesting  meeting  of  the  Pacific 
Radio  Trade  Association  was  held  last  month 
and  about  250  radio  men  enjoyed  a  fine  pro- 
gram. The  principal  speaker  was  George  Mc- 
Clelland, vice-president  and  general  manager  of 
the  National  Broadcasting  Co.,  who  was  in- 
troduced by  G.  Harold  Porter,  Pacific  Coast 
manager  of  the  Radio  Corp.  of  America.  Among 
the  guests  was  Colonel  Dillon,  recently  ap- 
pointed member  of  the  Federal  Radio  Com- 
mission. The  radio  show  committee  reported 
that  80  per  cent  of  the  show  space  has  been 
sold  without  solicitation. 
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No  Tubes  Necessary! 

And  now  we   introduce  the  New  Melofonic 
Cabinet  Speaker  Model  LB!    It  embodies  the 
finest  acoustical  principles  used  by  the  leading 
phonograph  manufacturers.    Yet  it  is  a 
cone  operated  speaker  with  14  inches  of 
surface  drive  and  eight  cubic  feet  of 
tone  chamber.    This  model  will  un- 
questionably appeal  to  those  who 
seek  depth  in  tone  without  sacri- 
ficing high  pitch  range.  Finished 
in   English  Two-Tone  Brown 
Mahogany.     20  foot  speaker 
cord.    Size  38%-in.  high, 
18-in.  wide,  18-in.  deep. 


LIST  $fl  £.00 
PRICE 


"Best 
by 

Comparative 
Test!" 


MODEL,  LB 


Licensed    and  Manufactured 
Under   U.   S.   Patent  1414801 
Other  Patents  Pending 


Acoustical 


LIST 
PRICE 


Hear      t  h  c 

M  e  1  o  fonic 

Model  M 
Speaker  and  you 
will  immediately 
recognize    why  we 
say:    "Best  by  Com- 
parative   T  e  s  t."      1 1 
STANDS   UP  under 
high    voltages  —  will  not 
rattle  no  matter  how  much 
power  you  give  it.  There's 
a  big  need  for  the  Melofonic 
—TODAY ! 

Finished  in  High  Polished  Wal- 
nut,   Brown    and    Gold  Burtex 
diaphragm.     Size  18^-in.  in  diam- 
eter. 


Amplification 


Distributors : 

Write  us  at  once  for  desirable 
territory    still    open.  F.O.B. 
point   for  wholesalers  either 
Louisville,  Kentucky  or 
New  York,  N.  Y. 

Dealers : 

Ask  your  Distributor 
for  Melofonic 
Speakers.     If  he 
cannot  supply  you 
write  us  for  the 
name    of  dis- 
tributor near- 
est you. 


MODEL  M 


The 

New 


Radio 


cmie 

Speakers 


PROGRESSIVE  MUSICAL  INSTRUMENT  CORP. 
319  Sixth  Avenue,  New  York  City 
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J^zw^the  big  season  for 


Die  Heautiful 

TAL 

De  Luxe 

Die  otanaat  a 

TAL 

List 

KOMPACT 

List 


Unmatched  in  value — unequalled 
in  efficiency  and  beauty — that  is 
why  they  constitute  the  most 
important  portable  phonograph 
group  in  the  industry 


*■  -XS^Jl-  «l» 


Display  and  demonstrate  this  line  —  it  will  sell  itself 
Your  nearest  distributor  will  give  you  immediate  service 


Cjhe  PLAZA  MUSIC  CQ 


10  West  <20tt>  St..  Jew  %rh 


The  Fioe^Arts  Microphonic 

Table  Phonograph 

m 


remarkable  instrument  designed  on  the 
new  improved  sound  reproduction 
principles.  Its  Micro-phonic  tone  arm, 
reproducer,  and  four-foot  sound 
chamber  offer  volume  and  tone  quality 
which  are  truly  amazing  —  perfectly 
flawless.  You  will  hear  the  finely  vibrant 

beauty  of 
chimes  and 
bells  —  the 
highest  treble 
of  the  piccolo 


and  flute,  down  the  entire  musical  in- 
strument family  to  the  deepest  bass  of 
the  tuba  and  the  roll  of  the  drums. 

It  is  beautiful  to  look  at  too  —  smartly 
designed  and  richly  finished  in  duo- 
tone  mahogany.  Yet  the  price  is  only 
$40  retail. 

The  important  point  is  to  get  started 
quickly  and  take  full  advantage  of  the 
large  demand  for  this  new  type  of  table 
phonograph.    Order  a  sample  today. 


PLAZA    MUSIC  COMPANY 
10  West  Q0b&uMw%rk. 
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Interesting  Events  of 
the  Trade  in  Pictures 


Above:  Capt.  Gray,  of  Scott  Field.  Mineola,  N.  Y.,  just 
before  a  balloon  flight  in  which  he  ascended  27.000  feet. 
In  the  foreground  is  Ativater  Kent  one-dial  set  used  to 
chart  course  while  aloft  and  to  conduct  experiments  in 
radio  reception  at  a  great  altitude 


Above:  A  view  of  the  great  crowd  that  gathered  in  Canal  street,  New  Orleans,  to  hear 
Giant  Victrola  that  played  constantly  during  the  Carnival.  Victor  dealers  sponsored  the  event. 
The  same  huge  Victor  instrument  was  played  at  the  Philadelphia  Sesqui-Centennial,  where  it 
ivas  heard  by  visitors  from  all  parts  of  the  country,  as  well  as  bv  many  who  journeyed  to 

the  Sesqui  from  distant  lands 


Left:    R.    F.   Grady,  Oldtown. 
Me.,  uinnei  of  G.-G.-H.  contest 
for  name  and  slogan  for  Majes- 
tic "B"  Current  Supply 


Left:  Tie-up  with 
theatre  by  Select 
Furniture  Co. 
Scranlon.  Fa.,  when 
Nick  Lucas,  Bruns- 
wick artist,  visited 
that  cilv 


Above:  Crowds  that  gathered  in  Knox-Walker  Co.  store,  at  Pine  Buff,  Ark., 
when  Art  Gillham.  Columbia  artist,  and  known  as  the  "Whispering  Pianist," 
appeared  there.  Mr.  Gillham,  accompanied  by  Louis  H.  Marks,  Columbia 
representative,  visited  numerous  cities  and  touns  in  this  territory,  attract- 
ing capacity  houses  wherever  he  appeared  and  stimulating  the  demand  for 
his  records  among  the  public 


Right:  Canadian 
National  Railways 
parlor  car  equip- 
ped with  Brandes 
headphones  and 
radio  speakers 


Above:  Wm.  I..  Jacoby,  who  was  elected  president  of  the  Kellogg  Switch- 
board  X  Supply  Co..  la^t  month.    Mr.  Jacoby  is  a  man  of  wide  experience  in 
banking,  financial  and  engineering 


Left:  Strom- 
berg-  Carlson 
display  of 
Schullstrom  Ra- 
dio Co.  Note 
effective  use  of 
dealer  helps  and 
the  simplicity  of 
the  window  dis- 
play itself 
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ITS  SIMPLY 


Announcing  for  1927 

An  Amazing  Achievement! 

Our  new  Saxophonic  Instruments  in  combination 
with  the  famous  ULTRA  (phonic)  Reproducer, 
made  by  the  Audak  Co.,  are  the  outstanding  develop- 
ment in  recorded  entertainment  permitting  a  refine- 
ment of  sound  reproduction  possible  in  no  other  way. 

^e  ^^eptoducet 


The  Standard  by  which  all  repro- 
ducers  are   judged  and  valued ! 


MODEL  175 

Consolette  Grand 

-42';'HIGH    30WIDE   21"  DEEP 


Five 
Models 

of 

Twelve 


MODEL  200 

"Jhe  Sonnet^ 

43-HIGH   30WI0E  a.I'DEEP 


A  Phonograph  of  Artistic  Beauty.    Jacobean  Period  with  Burl  Walnut 
Front  and  Birdseye  Maple  Panels  with  Rose  Decorations. 


An    Instrument   of   Distinction,    featuring   full   length   amplifying  tone 
chamber   with   the   improved   Saxophonic   Equipments,    makes   this  the 
Phonograph  with  the  Magic  Voice. 


r 


Model  110 
34  in.  High.  35  in.  Wide,  22  in.  Deep 


Model  85 
Saxophonic  Consolette 
36  in.  High,  21  in.  Wide,  21  in.  Deep 


Model  125 
34  in.  High,  35  in.  Wide,  22  in.  Deep 


Write  at  once  for  Our  Booklet  and  Special  Discount  and 
Act  Quickly.    Be  first  to  offer  these  new  instruments  to 
the  trade  who  are  ready  to  receive  them. 

PLAYER -TONE  TALKING  MACHINE  CO. 

Office  and  Sales  Rooms:  632  Grant  St.,  Pittsburgh,  Pa. 
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Every  ULTRA 
automatically  sealed 
to  the  tone  arm — 


This  is  only  one  of  the  scores  of  scientific  achievements  responsi- 
ble for  the  great  demand  and  popularity  of  ULTRA  Reproducers 
the  world  over. 

The  appearance  of  ULTRA  may  be  copied  —  but,  the  SOUL  of 
ULTRA  defies  IMITATION  —  its  marvelous  performance  has 
never  been  equalled. 

For  the  QUALITY  of  ULTRA  is  not  based  on  its  appearance, 
but  on  the  minute  perfection  of  fine  details  which  spell  scientific 
finesse.  These  are  vital  to  the  fine  performance  and  innate  per- 
fection of  ULTRA. 

One  of  the  many  features  is  the  special  construction  which  auto- 
matically SEALS  the  ULTRA  to  the  tone  arm,  making  it  acous- 
tically tight — a  feature  of  prime  importance  to  the  new  electri- 
cally cut  records. 

Yet,  this  is  only  one  of  the  great  many  points  of  ULTRA  su- 
periority— which  makes  it  what  it  is. 


Accept  No  Substitute 

For  your  own  protection 

look  jor 
"The   Audak  Company" 

(Stamped  on  every  genuine 
instrument) 

This  tag   will  hereafter 
be  attached  to  every 
Genuine  ULTRA 


Other  important  details  will  be 
pointed  out  from  time  to  time 

Nothing  but  extraordinary  performance  is 
responsible  for  the  great  demand  and  popu- 
larity of  ULTRA  reproducers* 


ULTRA— on  a  reproducer 
is  like  "Sterling  on  Silver" 

The  AUDAK  COM 

Makers  of  Acoustical  and  Electrical 
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The 
Polyphase 
ULTRA  $12.§? 

The  Polyphase  fills  the  demand  for  the  last 
word  in  reproducers.  Everyone  knows  the 
big  difference  in  riding  qualities  of  say  a 
Cadillac  or  a  Pierce  Arrow  at  fifty  miles  an 
hour  as  compared  against  some  lower  priced 
car  going  at  the  same  speed.  They  both  go 
at  the  same  rate  of  speed,  but  the  higher 
priced  car  glides  along  apparently  without 
effort  or  strain  or  vibration.  This  is  ex- 
actly the  difference  between  POLYPHASE 
and  other  reproducers.  Under  all  condi- 
tions the  POLYPHASE  is  free  from  strain 
— from  the  slightest  phonographic  trace. 


The 
Singlephase 
ULTRA  $8.12 

is  the  famous  reproducer  which  repro- 
duces the  ringing  high  notes  and  the.  boom- 
ing bass,  with  equal  fidelity. 

The  brilliance  of  its  performance  startled 
both  dealers  and  public  and  made  it  almost 
overnight  an  enormous  success.  It  not 
only  brings  you  a  worth  while  profit,  but 
will  greatly  increase  your  record  sales 
through  its  fine  reproduction. 


The 
Revelation 
ULTRA  $5.5? 

In  response  to  requests  from  dealers  the 
REVELATION  ULTRA  has  been  created. 

A  high  type  product,  at  a  low  price,  made 
of  finest  quality  materials  and  in  the  scien- 
tifically studied  manner  for  which  Audak 
products  are  known  everywhere. 

Your  jobber  will  gladly  demonstrate  its  su- 
periority. 


PANY^ 


565  Fifth  Ave., 
New  York  City 


Apparatus  for  More  Than  10  Years 


ULTRA  reproducers 
are  the  standard 
by  which  all  repro- 
ducers are  judged 
and  valued 
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Beethoven  Week  Program 


A ation-uide  observance  of  memorial 
of  centennial  of  composer's  death — 
Columbia  Phonograph  Co.  sponsored 
event  that  aroused  unusual  interest 


Participated  in  by  Trade 
Musicians  and  the  Public 


^hHhROUGHOUT  the  entire  world,  Satur- 
I  day,  March  26,  was  set  aside  as  a  day 
during  which  honor  should  be  paid  to 
the  memory  of  Ludwig  van  Beethoven,  com- 
poser. In  the  United  States,  through  the  in- 
strumentality of  the  Columbia  Phonograph  Co., 
the  hundredth  anniversary  of  the  great  composer 
was  observed  not  by  one  day's  tribute,  but  the 
entire  week  from  March  19  to  March  26  was 
termed  Beethoven  Week,  and  during  this  period 
radio  concerts  of  Beethoven  music  were  given, 
and  in  schools,  churches,  libraries  and  civic 
centers,  exercises  were  held,  lectures  were 
given,  concerts  were  heard  and  Beethoven  ex- 
hibits were  shown.  From  coast  to  coast,  in  the 
large  cities  and  in  the  prairie  and  mountain  sec- 
tions, Beethoven  programs  were  held,  and  while 
these  differed  in  detail,  all  of  them  included  the 
reading  of  the  Centennial  address,  written  by 
Daniel  Gregory  Mason,  of  Columbia  University; 
the  first  performance  of  Walter  Damrosch's  ex- 
planatory record,  at  the  piano,  of  the  Funeral 
March  from  the  Third  Symphony,  distributed 
free  to  schools  and  civic  meetings  by  the 
Columbia  Phonograph  Co.;  civic  exercises  with 
the  reading  by  mayors  of  a  Beethoven  address; 
sermon  on  the  religious  aspects  of  Beethoven 
read  in  the  churches,  and  lectures  on  Beethoven 
from  material  supplied  by  the  national  com- 
mittee. 

A  glance  at  the  names  of  the  members  of  the 
National  Advisory  Body  of  Beethoven  Week 
organized  by  the  Columbia  Phonograph  Co.,  in- 
dicates the  whole-hearted  manner  in  which  all 
types  of  industry  and  trade,  professions  and 
churchmen,  joined  together  to  make  the  Bee- 
thoven Centennial  observance  the  outstanding 
musical  event  of  our  time. 

In  addition  to  Chairman  George  'Eastman, 
National  Advisory  Centennial  body  members 
included  Dr.  Felix  Adler,  James  M.  Beck,  Rob- 
ert Bridges,  Arthur  Brisbane,  Dr.  Nicholas 
Murray  Butler,  the  Rev.  S.  Parkes  Cadman, 
Frederick  R.  Coudert,  John  W.  Davis,  Nor- 
man H.  Davis,  Robert  W.  De  Forest,  Wil- 
liam T.  Dewart,  John  Dewey,  Robert  Erskine 
Ely,  Harry  Harkness  Flagler,  Daniel  Frohman, 
Will  H.  Hayes,  Charles  E.  Hughes,  Frederic 
A.  Juillard,  Rollo  Ogden,  Ralph  Pulitzer, 
Samuel  W.  Reyburn,  Mrs.  Arthur  Sachs,  Fred- 
erick T.  Steinway,  Augustus  Thomas,  Paul  M. 
Warburg,  William  Allen  White  and  Rabbi 
Stephen  S.  Wise. 

Millions  Hear  Opening  Ceremonies 

The  opening  ceremonies  of  the  week  were 
held  at  Carnegie  Hall,  New  York,  and  were 
broadcast  over  a  network  of  twenty-two  sta- 
tions of  the  National  Broadcasting  Co.,  covering 
the  entire  United  States.  The  program  was  a 
most  interesting  and  varied  one,  consisting  of 


an  explanatory  talk  on  Beethoven's  Fifth  Sym- 
phony by  Walter  Damrosch,  assisted  by  the 
Musical  Art  Quartet,  and  an  address  by  Dr. 
John  H.  Finley  on  "What  Beethoven  Means  to 
Our  Civilization."  The  second  of  the  Bee- 
thoven radio  hours  was  broadcast  on  Saturday, 
March  26,  from  Carnegie  Hall,  on  the  same  cir- 


BEETHOVEN 


Beetnoven  Week 
Marck  20-26 


CJfie  Symphonies 

Set  No. 

57.  Srmpbonr  No.  I  in  C  Mifor, 

-  i        Eight  Pm.  (too 

45.  5rapbooyNjo.2,faD.Op.  »; 

in  Egtit  ran  J6\ao 

46.  SjmpbaafBicL  5  (Eraica)  ic  B 

Pla,  Op.  jj;  --  - Pn.(t&]a 

47.  SrprpbonT  No.  A,  in.B  Fta.  Op. 

48.  Symphony  No.  5.  In  C  Minor. 

Op.  67;  in  Eight  Pins.  f&oa 

61.  Symphony  No/6  (Ptxutnl)  is 

P,  Op.  68;  in  Tea  Pirn  -.-$750 

63.  Syrnplxjov  No-  7,  in  A  Major, 

Op.  tp.,  a.  Tea  Pirn  $7-J° 

64.  Symphony  No.  8. in  F.Op.  93; 
is  Sx  Pirn  £(.30 

39-  Srorpbooy  No-  9  [Chart!) 

e  D  (Gear,  Op.  nj.  in  Sirtrco  Pirn 

QTrrrioasJr  haea)  —  4*3-00 

^Jke  Chamher\Miisic 

So  No. 

66-  Quartet  in  G  Major, 

Op.  18,  ft.  i;  in  Sir  Pim  ..  .Jvjo 

59.  Quartet  in  C  Minor, 

Op.  3.  No,  A.  in  Su  Pim.  J4.J0 

60.  Qoirmt  in  B  Fist. 

Op.  is,  No.  6;  in  Sis  Pzm_  

49-  Qunrt  In  F  Major, 

Op.  jj.  No.  i;n  Tea  P*ro.-  $7-jo 

JO.  Quartet  in  E  Minor, 

Op.  55,  No.     m  Eight  Ptrw. . . -t6*o 

1L  Qasrret  in  C  Major, 

Op.  59,  No.  3,  in  Eighi  Para  S&oo 

96.  Quartet  to  F  Minor, 

Op.  y$,  m  Su  Part*   (4-50 

S3-  Qonret  in  F  Major, 

Op.  m.  -  Six  Para.   (4-50 

32.  Tno  in  B  Fhu,  Op.  97,  far 
Vioiin.,CeUoaPu»ooynTcaP»rti>7  jo 


Sponsored  by  ■ 

Columbia  Pkono^rapK 
Company 


<Uhe  Sonatas 


MERICANS  pay  tnTxite.  to 
Beethoven  this  week,  confincm- 
oraaDg  the  honditdth  irmi- 
vesary  of  the  worid "  s  greatest  composer 
The  Columbia  Centennial  Edition  of 
the  Masterworfa  of  Beethoven  (eier,- 
mcal  recordings,  complete,  without 
abridgement  other  than  conventional 
repeats)  is  presented  by  the  Colombia 
Phono  graph  Company  as  an  appropri  ate 
permanent  tribute  to  the  master.  Here 
in  this  immutable  treasury  will  every 
music-lover  find  the  symphonies,  the 
quartets,  and  the  sonatas  in  the  special 
Centennial  albums. 

The  message  of  Beethoven's  music 
will  be  delivered  in  behalf  of  Beethoven 
Week  by  Walter  Damrosch,  assisted  by 
the  Musical  Art  Quartet,  and  vocalists, 
who  are  broadcasting  the  Beethoven 
Hour  on  Saturday,  March  19,  and  Sat- 
urday, March  2.6,  over  the  following 
stations:  wbaj,  *ebi,  wjar,  wtag, 
WOE,  WTl,  WIC,  WCSH,  wcae,  wtam, 
WW],  WSAJ,  won,  ksd,  woe,  wcco, 
WDAJ,   WOT,  "WSAS,   WSMj    WSB,  WUC- 

Foil  details  of  this  program  will  be 
given  00  the  radio  page. 

The  Masterworks  senes  of  the  Co- 
lumbia Phonograph  Company,  includ- 
ing the  Beethoven  Centennial  Edition, 
contains  60  albums  of  the  greatest 
works  of  the  greatest  composers  from 
Bach  to  Strauss. 

COLUMBIA  PHONOGRAPH  COMPANY,  Inc. 
121  ff«t  »Th  Street.  New  York  dry 


A  RECORD  LIBRARY  OF  THE  WORLD'S  GREAT  MUSIC 

Columbia 


STEW  PROCESS  RECORDS 
Made  the  New  Way  -  electrically 

Yn.  W  Kmmeae  •  th.  Ktvmdt  MuWt  Sernd 


Columbia  Beethoven  Newspaper  Tie-Up  Advertisement 

cuit  of  twenty-two  stations.  On  this  occasion, 
Mr.  Damrosch  gave  an  explanatory  lecture  on 
the  Ninth  Symphony  of  Beethoven,  assisted  by 
a  vocal  quartet,  comprising  Olive  Marshall 
Grace  Leslie,  Charles  Stratton  and  Frederick 
Baer.    Both  of  these  concerts  were  given  under 


PHONOGRAPH  GASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Lmt    at     figur*    on    your  requirtmtntt 

MADE  BY 

PLYWOOD  CORPORATION, 


Goldsboro,  N.  C 


Mills  in  V...  N.  C.  and  S.  C. 


the  sponsorship  of  the  Columbia  Phonograph 
Co.,  and  the  air  audience  of  millions  was  ad- 
vised that  they  could  secure  a  brochure  on  the 
life  and  works  of  Beethoven  by  writing  to  the 
station  to  which  they  were  listening  or  to  Bee- 
thoven Week  headquarters  in  New  York. 
Many  thousands  of  listeners  asked  for  and  re- 
ceived this  beautifully  il- 
lustrated booklet  prepared 
by  experts  under  the  di- 
rection of  the  Columbia 
Phonograph  Co. 

Secondary  in  importance 
only  to  the  radio  pro- 
grams were  the  public  and 
high  school  observances 
of  Beethoven's  death.  In 
275  cities  throughout  the 
country,  concerts  and  lec- 
tures were  heard  treating 
of  different  phases  of  the 
composer's  work  and  life. 
Student  instrumentalists 
and  the  playing  of  the 
Columbia  Masterworks  re- 
cordings provided  the  pro- 
grams. In  New  York,  Dr. 
George  H.  Gartlan,  direc- 
tor of  music  in  the  public 
schools,  stated  that  there 
were  Beethoven  programs 
in  every  one  of  the 
schools.  This  was  typical 
of  the  manner  in  which 
educational  authorities 
throughout  the  country 
co-operated  with  the  Ad- 
visory Board  in  making 
the  week  one  of  outstand- 
ing success. 

Another  important  part 
of  the  Beethoven  Week 
commemoration  programs 
were  the  civic  concerts 
which  were  held  in  150 
cities  throughout  the 
country.  In  New  York 
the  civic  concert  was  held 
at  the  Town  Hall,  with 
Henry  W.  Taft  presiding 
The  principal  speaker  was 
W.  J.  Henderson,  music 
editor  of  the  Sun,  who  de- 
livered an  address  on 
"The  Living  Force  of  Beethoven."  The  musical 
program  consisted  of  selections  by  the  Musical 
Art  Quartet  and  Elsa  Alsen. 

The  religious  phases  of  Beethoven's  music 
were  treated  in  sermons  and  organ  recitals  on 
Sunday,  March  27.  This  material  was  prepared 
with  the  co-operation  of  Cardinal  Hayes,  Bishop 
Manning,  Dr.  Cadman  and  Rabbi  Wise.  On 
Sunday,  March  20,  a  commemorative  service 
was  held  in  the  Cathedral  of  St.  John  the 
Divine,  New  York,  at  which  3,500  people  heard 
Bishop  Manning  and  Walter  Damrosch  deliver 
addresses  on  Beethoven  and  the  choir  sang 
Beethoven's  Mass  in  C. 

Other  Features  of  Beethoven  Week 
Other  features  of  the  week  included  a  re- 
ception at  the  Ambassador  Hotel,  New  York, 
which  was  attended  by  Louis  S.  Sterling,  chair- 
man  of  the  board  of  the  Columbia  Phonograph 
(Continued  on  page  40) 




53.  Soaxa  in  A  CKmuxer  Soosu) 
Op*47  Jot  Vk>ba  tod  Pumoua  Ten  Piro. 

T?  jo 

65.  Sotms  Appusiooxct. 

in  F  Minor,  for  Pindaric  Op.  —  in 

SizPira   $4- jo 

Conductors 

andSoloisis 

Felix  Weingartoet 
Will  em  Meagdbcrg 
Six  Henry  J.  Wood 
Sir  Tboaus  Beechtm 
Sir  Hxaiiitoa  Hi,— 
Sir  George  HeascbeJ 
I  go  u  Friedman 
W.  H.  S<riiixe 
Albert  Simmon* 
Leoer  String  Qurtet 
Wiiliim  .Murdoch 

Centennial 
literature 

1.  CtEitao.il  Eiur  b»  Daniel 

Gregory  Muoo. 

2.  Rcligiow  Aipeca  of  Bwbo 

3.  Civic  Tribal  e  to  Beethoven. 

4.  Booklet  on  Lt/c  ud  Worki  of 


I.  Special  Supplement  of*  Coram- 
bn  Beethoven  CeotconUl 
Uvserworlu  luses. 

Wnu  far  tin  Cee*r*-K>*7  Lturtnrrw. 
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The  New  Peerless  Portable 

at  $15.00  Retail 

The  Outstanding  Value ! 

Note  Specifications  and  You'll  Agree  > 
One  Piece  Brass  Drawn  Tone-Arm. 

>New  Type  Phonic  Reproducer  with 
Metal  Alloy  Diaphragm,  giving 
Wonderful  Reproduction. 

^leal  Peerless  Record  Album  with 
Individual  Pockets  (not  a  box). 

^Covered  with  Genuine  Du- 
pont  Fabrikoid  in  Two-tone 
Combinations— Three  colors 
Maroon,  Blue,  Black. 


•  (O  U  %  PBTOri 


Junior  Flyer  Motor— Guaran- 
teed. 

Write  for  sample  and  be  convinced 

PEERLESS  ALBUM  CO. 

638  Broadway  —  New  York  City 


JUNIOR  FLYER  MOTORS 

Used  Exclusively  in  Above  Model 

Peerless  Portable  Phonographs 


The 

JUNIOR  FLYER 


Designed  and  Manufactured  by 


The  General  Industries  Company 


ELYRIA,  OHIO 

Formerly  named  The  General  Phonograph  Mfg.  Co. 


PEERLESS  ALBUM  COMPANY 

PHIL.  RAVIS,  President 
636-638  BROADWAY,  NEW  YORK 
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KellogQ 

Radio 

—  the  name  that  for  30  years  has  stood  for  the  finest  of 

QUALITY 

For  30  years  Kellogg  telephone  equipment  has  been  made,  not  to 
a  price,  but  to  the  highest  quality  standard  of  this  great  industry. 
In  the  Kellogg  organization  quality  is  a  Tradition.  The  tele- 
phone pioneered  in  perfecting  sound  transmission.  Radio  util- 
ized many  of  the  processes  the  telephone  had  developed.  What 
then,  was  more  natural  than  that  Kellogg,  a  leader  in  the  old 
industry  should  also  achieve  leadership  in  the  new  one ! 

Correspondence  is  invited  with  dealers  who  appreciate  the  wisdom 
of  identifying  themselves  uith  a  manufacturer,  who  not  onJy  has  li- 
ability to  produce  quality  radio,  but  one  with  the  financial  stability 
to  insure  the  dealer  that  he  has  standing  back  of  him  a  Permanent 
Institution. 


Beethoven  Week  Programs  Throughout  Nation 

(Continued  from  page  38) 


Co.,  and  members  of  the  Advisory  Board,  and 
at  which  a  statement  on  Beethoven  was  made 
by  George  Antheil,  leader  of  the  modernist 
movement  in  music.  Messages  from  the  gover- 
nors of  the  different  states  were  received  and 
read.  Typical  of  the  messages  read  from  the 
state  executives  was  that  of  Governor  Alfred 
E.  Smith,  of  New  York,  which  read: 

"To  commemorate  a  genius  of  the  stature  of 
Beethoven  is  to  increase  our  stature.  His  mes- 
sage, like  that  of  Shakespeare,  is  universal  and 
timeless.  It  is  fitting,  therefore,  that  on  the 
occasion  of  the  Beethoven  Centennial  we  pause 
lo  pay  our  tribute,  regardless  of  our  occu- 
pations or  special  interests. 

"That  you  and  your  committee  have  arranged 
to  make  these  tributes  of  the  broadest  character 
in  churches,  schools,  and  civic  centers  is  a  com- 
mendable and  constructive  undertaking.  I  re- 
joice that  our  State  is  actively  participating  with 
Beethoven  Hours  in  the  schools  and  with  Bee- 
thoven Sunday  in  the  churches.  I  am  likewise 
impressed  by  the  solid  educational  material  you 
are  making  available  to  communities  and  or- 
ganizations, bearing  on  the  life  and  works  of 
Beethoven.  They  should  contribute  to  a 
broader  understanding  of  his  works. 

"That  Beethoven  was  a  true  democrat  with 
high  ethical  aspirations  makes  his  message  vital 
for  our  own  time." 

Governor  Bibbs  Graves,  of  Alabama,  set  aside 
the  week  of  March  20-26  as  Beethoven  Week, 
stating  in  his  proclamation  to  the  people  of 
Alabama: 

"Whereas,  music  has  had,  next  to  the  teach- 
ings of  the  Church  of  God,  the  most  universal 
and  civilizing  influence  upon  the  people  of  the 
world;  and 

"Whereas,  the  musical  compositions  of  Lud- 
wig  van  Beethoven  have  lived  in  the  hearts  and 
consciences  of  music  lovers  of  every  clime  and 


in  all  the  walks  of  life  for  one  hundred  years 
and  have  done  so  much  to  promote  a  love  of 
liberty  and  a  proper  sense  of  individual  re- 
sponsibility and  consciousness; 

"Now,  therefore,  I,  Bibbs  Graves,  Governor  of 
the  State  of  Alabama,  do  hereby  designate  and 


Ludwig  van  Beethoven 

set  apart  the  week  beginning  March  20th  and 
ending  March  27th,  1927,  Beethoven  Week,  and 
I  do  hereby  direct  and  request  that  the  schools, 
the  women's  clubs,  the  civic  clubs,  the  com- 
mercial clubs,  and  every  organization  and  in- 
dividual stress  the  work  and  influence  of  this 
great  artist  in  the  realm  of  the  sweetest  and 
most  soothing  art  known  to  mankind. 

"Given  under  my  hand  and  the  Great  seal  of 
the  State  of  Alabama  on  this  15th  day  of  March, 
1927." 

On  Thursday,  March  24,  an  exchange  of  mes- 


sages between  the  Beethoven  festival  in  New 
York  and  those  in  London,  Paris,  Berlin  and 
Vienna  was  made  and  the  Hon.  Edgar  M.  A. 
Prochnik,  Austrian  Minister  in  Washington, 
presented  President  Coolidge*  with  the  record- 
ings by  Felix  Weingartner,  of  Vienna,  of  the 
nine  Beethoven  symphonies.  On  Sunday, 
March  27,  a  wreath  was  placed  on  the  grave  of 
Beethoven  in  Vienna  on  behalf  of  the  National 
Advisory  Body  of  the  Beethoven  Week  in 
America. 

The  following  is  a  list  of  larger  cities  where 
special  Beethoven  anniversary  programs  were 
arranged  for.  the  event:  Allentown,  Easton, 
Washington,  Baltimore,  Philadelphia,  Atlantic 
City,  Trenton,  Princeton,  Peoria,  Madison, 
Chicago,  Battle  Creek,  Milwaukee,  South  Bend, 
Marion,  Springfield,  111.,  Champaign,  Ottawa, 
Sharon,  Farrell,  Meadville,  Youngstown,  Al- 
toona,  Newcastle,  Latrobe,  Pittsburgh,  Johns- 
town, Beaver  Falls,  Jackson,  New  Orleans, 
Montgomery,  Atlanta,  Mobile,  Hartford,  Spring- 
field, Mass.,  Lawrence,  Worcester,  Providence, 
Lynn,  Manchester,  Boston,  Bangor,  Portland. 
Dayton,  Springfield,  O.,  Columbus,  Barbertorr, 
Akron,  Cleveland,  Lorain,  Elyria,  Oberlin,  Em- 
poria, Topeka,  Hutchinson,  Newton,  Springfield, 
St.  Joseph,  Paducah,  Evansville,  St.  Louis,  Cairo, 
Ithaca,  Syracuse,  Canton,  Pittsfield,  Fitchburg, 
Meridian,  Bethlehem,  Wilkes-Barre,  Wichita, 
Franklin,  Pittston,  Hazleton,  Scranton,  Coving- 
ton, Cincinnati,  Durham,  Oil  City,  Birmingham, 
Tulsa,  Bartlesville,  Norfolk,  Greensboro,  Blue- 
field,  Fall  River,  New  Bedford,  Newport,  Nor- 
ristown,  Pottstown,  Ashcville,  Rome,  Ann 
Arbor,  Lansing,  Knoxville,  Charleston,  Wheel- 
ing, Pittsburgh,  Joplin,  Reading  and  Kansas 
City. 

Masterworks  Records  of  Beethoven  Music 

The  Columbia  Phonograph  Co.  which  stood 
sponsor  for  the  gigantic  program  of  observance 
of  the  anniversary  in  this  country  was  actuated 
by  a  dual  purpose:  first,  that  of  contributing  to 
the  honor  of  a  man  who  stands  at  the  head  ofs 
the  list  of  great  musicians  of  the  world,  and 
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Here  it  is/ 


power 


Jobbers  and  Dealers' 
franchises  now  open! 


Kellogg  Switchboard  &  Supply  Co. 

Dept.  25-94— CHICAGO 


Power  Tubes 
MUST  Have  Power 

There's  trouble  ahead  for  the  dealer  who  equips  a  set  with  a 
171  Power  Tube  and  then  fails  to  make  sure  that  the  "B"  supply 
actually  does  deliver  the  required  180  volts.  Ordinary  "Elimi- 
nators" will  not  hold  up  to  180  volts  on  high  current  consuming 
sets.  A  special  "B"  supply  is  vital.  The  Kellogg  "B"  Power 
Unit  is  made  to  fill  this  want. 

ISO  Volts  Guaranteed 
with  40  Milli-ampere  draw 

(and  110-Volt  A.  C.  supply) 

Here's  the  "B"  supply  that  will  make  your  high  current  con* 
suming  set  perform  100%.  How  it  will  cut  down  your  service 
expense !  How  it  will  solve  those  mysterious  complaints  that 
arise  when  you  trust  to  RATED  voltages  and  fail  to  check  up 
the  "B"  supply  with  a  high  resistance  volt  meter,  WHEN  IN 
ACTUAL  USE  ON  THE  SET 

DEALERS !  JOBBERS ! 

INVESTIGATE ! 

This  matter  of  equipping  your  sets  with  adequate  "B"  voltage  is  vital 
to  your  business.   Look  into  it  at  once. 

Write  for  full  details. 


secondly,  to  introduce  to  the  general  public  the 
music  of  this  great  master  as  reproduced  by  the 
electrically  recorded  Columbia  records.  To  this 
end  the  Columbia  Centennial  Edition  of  the 
Masterworks  of  Beethoven  Music  was  placed  on 
the  market  just  prior  to  the  start  of  Beethoven 
Week.  A  great  quantity  of  tie-up  material  was 
sent  to  Columbia  dealers  throughout  the  coun- 
try so  that  they  could  participate  and  reap  the 
benefits  of  the  invaluable  publicity  which  was 
given  Beethoven  activities  throughout  the  week 
This  material  consisted  of  booklets  dealing  with 
the  life  and  works  of  Beethoven  and  different 
aspects  of  his  music;  handsome  window  display 
material,  window  posters  and  interior  displays. 
Dealers  Tied  Up  With  Advertising 
The  advertisement  reproduced  in  miniature 
herewith  was  published  in  200  newspapers 
throughout  the  country  during  the  week  and  in 
practically  every  instance  Columbia  dealers, 
realizing  the  importance  of  the  movement,  in- 
serted co-operative  advertisements  which  in- 
vited the  public  to  calf  at  the  stores  and  hear 
the  music  of  Beethoven  without  any  obligation 
to  buy.  It  is  gratifying  also  to  realize  that  the 
efforts  put  forth  by  the  Columbia  Co.  secured 
results  in  a  demand  for  the  recordings  of  Bee- 
thoven music,  not  only  during  the  period  of  the 
observance  but  up  to  the  present  date,  the  pub- 
lic, initiated  into  the  beauties  of  Beethoven's  art 
during  the  week  and  not  realizing  heretofore 
that  such  music  was  available  in  recorded  form, 
have  been  buying  consistently. 


Take  Victrola  Inventory 

An  inventory  of  Victor  instruments  in  the 
stocks  of  dealers  as  of  March  31  was  taken 
by  the  Victor  Talking  Machine  Co.,  so  that 
production  plans  could  be  made  with  relation 
to  outstanding  merchandise. 


Chester  R.  Underhill  now  heads  the  radio 
service  department  of  the  Pierce  Electric  Co., 
Tampa,  Fla.,  R.  C.  A.  distributor. 


Stromberg-Carlson  Set 

Placed  in  Atlanta  Hotel 

Fulton  Bros.  Electric  Co.  Makes  Sale  of  Radio 
Receiver  and  Five  Loud  Speakers — Hotel 
Sales  Have  a  Special  Value 


An. a nt a,  Ga.,  April  6. — A  sales  outlet  for  the 
better  grade  radio  receivers  that  is  frequently 
overlooked  by  many  dealers  is  that  of  hotels, 


Stromberg-Carlson  in  Ansley  Hotel,  Atlanta 

clubs  and  similar  institutions.  When  the  in- 
strument can  be  made  to  serve  not  only  one 
room  or  section,  but  can  be  made  to  provide  en- 
tertainment for  several  floors,  through  the  use  of 
different  loud  speakers,  the  total  price  of  the 
sale  reaches  quite  respectable  figures.  In  addi- 
tion, the  dealer  who  manages  to  complete  a  sale 
of  this  type,  has  managed  to  secure  what 
amounts  to  practically  a  permanent  demonstra- 
tion of  his  product  before  the  class  of  possible 
purchasers  whom  he  wishes  to  reach. 

The  accompanying  photograph  shows  an  at- 
tractive Stromberg-Carlson  installation  in  the 
Ansley  Hotel,  of  this  city,  the  No.  602  six-tube 


receiver,  being  placed  in  the  lounge  of  the  hotel, 
operating  five  loud  speakers  in  different  rooms. 
The  sale  was  made  by  the  Fulton  Bros.  Electric 
Co.,  authorized  Stromberg-Carlson  dealer. 

Balloonist  Uses  Atwater 

Kent  Set  in  Altitude  Test 

Seven-Tube  Receiver  With  Loop  Often  Found 
to  Be  of  Value  to  Navigators  in  Determining 
Location  From  Station  Information 


An  Atwater  Kent  radio  receiver,  Model  32, 
with  seven  tubes,  single-dial  control,  to  which 
was  adapted  the  loop  aerial  and  loud  speaker, 
was  part  of  the  equipment  of  Capt.  Hawthorne 
C.  Gray,  of  Scott  Field,  on  his  recent  attempt 
to  break  the  free  balloon  altitude  record. 

The  test  for  radio  reception  at  a  high  altitude 
proved  an  absolute  lack  of  interference  and 
showed  the  value  of  a  loop  set  to  balloonists, 
because  from  the  angle  of  the  loop  the  volume 
•of  reception  makes  it  possible  for  the  navigator 
of  the  balloon  to  obtain  a  true  navigational 
"fix."  Norman  Brown,  of  the  Brown  &  Hall  Sup- 
ply Co.,  Atwater  Kent  distributor,  St.  Louis, 
stated  that,  although  the  landing  of  the  balloon 
cracked  the  radio  set,  it  was  still  capable  of 
use.  This  set  has  been  sent  to  A.  Atwater 
Kent,  who  is  keenly  interested  in  all  forms 
of  aviation. 


Poole  Piano  Co.,  Inc.,  Opens 

Washington,  D.  C,  April  5. — The  Poole  Piano 
Co.,  Inc.,  is  opening  a  new  music  store  here 
and  plans  to  carry  a  complete  line  of  talking 
machines  and  pianos.  W.  K.  Poole,  who  was 
connected  with  the  Arthur  Jordan  Piano  Co. 
for  five  years  as  branch  store  manager,  is  presi- 
dent and  general  manager  of  the  new  concern. 


The  Okay  Radio  Co.,  Washington,  D.  C,  re- 
ports a  brisk  demand  for  Crosley  radio  sets. 
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Sacramento  Trade  Discusses 
Summer  Sales  of  Radio  Sets 

Various  Speakers  Tell  How  the  Movement 
Can  Be  Helped  Most  Effectively— About  200 
Dealers  and  Jobbers  Present 

Sacramento,  Cal.,  April  2. — The  Music  and 
Radio  Trades  Association  of  Sacramento  held  a 
real  get-together  meeting  on  Tuesday,  March 
22.  The  full  membership  of  the  Association 
was  in  evidence  and  there  were  visitors  from 
Long  Beach  up  to  Seattle,  in  all  about  two 
hundred  music,  radio  dealers  and  jobbers  being 
present. 

The  meeting  was  especially  called  for  the 
purpose  of  creating  Summer  sales  of  radio, 
with  Henry  Wolf,  the  new  president,  in  the 
chair.  He  also  acted  as  toastmaster  for  the 
evening  and  introduced  the  various  speakers 
in  a  very  happy  way. 

C.  H.  Brookhagen,  managing  editor  of  the 
Sacramento  Union,  spoke  on  the  subject, 
"What  co-operation  is  the  Sacramento  Union 
going  to.  give  Sacramento  Music  and  Radio 
Healers  to.  stimulate  radio  sales  for  the  Sum- 
mer, months?"  From  his  remarks  it  is  evident 
there  will  be  hearty  support  given  this  move- 
ment. 

Charles  L.  Gilmore,  the  well-known  attorney, 
discussed  "What  is  the  meaning  of  a  radio 
contract  and  of  what  importance  is  the  radio 
contract  to  the  credit  department?" 

George  J.  Podeyn,  vice-president  and  general 
manager  of  the  National  Broadcasting  Co., 
speaking  for  G.  J.  McClelland,  had  for  his 
subject,  "What  ought  the  broadcasting  stations 
do  to  stimulate  radio  sales  for  the  retailers  dur- 
ing the  Summer  months?" 

Ernest  Ingold,  president  of  the  Pacific  Radio 
Association  of  San  Francisco,  discussed  in  an 
interesting  way  the  subject,  "Does  service 
stimulate  Summer  sales?" 


Radio  Consoles 


A  Nation-wide  Organization  to  serve  you 

IN  the  37  years  that  Mastercraft  products  have  been  on  the' 
market,  the  demand  for  them  has  steadily  grown,  until  today 
they  are  sold  from  coast  to  coast. 

Keeping  abreast  of  this  steady  growth,  our  distributing  organi- 
zation now  covers  the  key  cities  of  the  country,  enabling  you 
to  get  quick  service.  Make  a  note  of  the  address  of  the  nearest 
Mastercraft  branch  office.     It  is  established  to  serve  you. 


G.  Harold  Porter,  general  manager  Radio 
Corporation  of  America,  Pacific  Radio  Division, 
spoke  on  "What  should  the  jobbers  do  to  assist 
tKe  dealers  and  to  stimulate  radio  business  for 
the  Summer  months?"  All  of  the  talks  were 
constructive  and  timely  and  were  keenly  en- 
joyed by  those  in  attendance.  It  is  quite 
evident  that  a  very  strenuous  effort  will  be 
made  to  maintain  continued  interest  in  radio 
sales  throughout  the  Summer  months.  This  is 
a  move  in  the  right  direction. 

Victor  Automatic  Shown  to 

300  Dealers  in  Denver 

Retail  Trade  in  Colorado,  Wyoming,  Utah, 
Arizona,  Nebraska  and  New  Mexico  Repre- 
sented at  Demonstration  of  New  Model 


Denver,  Col.,  April  1. — Victor  dealers,  number- 
ing three  hundred,  and  hailing  from  Colorado, 
Wyoming,  Utah,  Arizona,  Nebraska  and  New- 
Mexico,  gathered  in  this  city  recently  to  hear  a 
demonstration  of  the  new  Automatic  Ortho- 
phonic  Victrola,  the  latest  achievement  of  the 
Victor  Co.  The  affair  was  staged  in  the  audi- 
torium of  the  Knight-Campbell  Music  Co.,  in 
this  city,  when  Clarence  G.  Campbell,  presi- 
dent and  general  manager  of  the  company,  de- 
livered a  message  from  E.  E.  Shumaker,  presi- 
dent of  the  Victor  Co.,  in  which  he  pointed  out 
that  despite  competition,  now  ten  times  as 
active  as  it  was  ten  years  ago,  the  new  types 
of  Victor  Orthophonies  have  come  into  the 
trade  arena  so  convincing  as  to  their  merits, 
musically  and  structurally,  that  they  have  estab- 
lished a  place  all  their  own  among  the  purchas- 
ing public. 


The  Grand  Piano  Co.,  Bluefield,  W.  Va.,  is 
experiencing  considerable  success  in  pushing 
the  Columbia  line  of  Viva-tonal  phonographs 
and  New  Process  Columbia  records. 


E.  E.  Ghappell  Appointed 
Manager  of  Station  WHAM 

Which  Is  Now  Owned  and  Operated  by  Strom- 
berg-Carlson  Telephone  Mfg.  Co.,  Rochester, 
New  York — Plans  Programs  of  Good  Music 


Ernest  E.  Chappell,  who  has  been  director 
of  WFBL  Station  in  Syracuse  for  more  than 
two  years,  has  resigned  to  accept  appointment 
as  manager  of  Station  WHAM,  owned'and  op- 
crated  by  the  Stromberg-Carlson  Telephone 
Manufacturing  Co.,  Rochester,  N.  Y.  He  will 
assume  his  new  duties  as  manager  of  the 
Rochester  Station  on  April  4. 

Mr.  Chappell,  although  a  young  man,  has 
gained  considerable  prominence  in  the  radio 
field.  Through  his  ready  grasp  of  broadcasting 
problems  and  the  invention  of  novel  ideas,  he 
insured  the  success  of  Station  WFBL  at  the 
beginning  of  his  career.  His  new  position,  how- 
ever, provides  for  greater  opportunities  of  his 
abilities. 

Plans  are  now  under  way  and  equipment  pur- 
chased whereby  WHAM  will  be  operated  at 
1000  watts  beginning  September  1.  At  present  it 
is  operated  on  only  100  watts.  Under  its  new 
management  WHAM  will  feature  concerts  by 
the  Rochester  Symphony  Orchestra,  the 
Rochester  Philharmonic  Orchestra,  and  exten- 
sive programs  originating  in  the  Eastman 
School  of  Music,  besides  programs  of  a  less 
classic  nature. 


Window  Strip  for  Fada  Trade 


A  striking  window  strip,  executed  in  the  well- 
known  Fada  radio  orange  and  black,  is  being 
sent  to  all  Fada  dealers.  The  design  is  based 
upon  the  legend,  "You  can't  hear  radio  with 
your  eyes;  come  in  and  hear  Fada  harmonated 
reception  with  yours  ears." 


New  York  Chicago  Boston 

250  W.  57th  Street  Phonographs— 430  So.  Wabash  Ave.  21  West  Street 

Radio  Consoles — 1500  Republic  Bldg. 

Minneapolis  New  Orleans  San  Francisco 

1018  Nicollet  Avenue  1046  Camp  Street  1054  Mission 

Export  office,  44  Whitehall  Street,  New  York  City 
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New  Empironic  Drawn  Brass  Tone  Arm 


EMPIRONIC 


M 


SOUND  BOX 

and  Drawn  Brass  Tone  Arm 

USIC  through  the  Empironic  Sound  Box  is  the  musical  image  of  the  artist  him- 
self! All  the  experience  gained  during  the  twelve  years  of  our  devotion  to  the 
interests  of  the  talking  machine  business  is  embodied  in  The  Empironic.  We  believe  this 
reproducer  is  the  greatest  of  all  the  "phonic"  type  sound  boxes,  basing  this  opinion  upon 
the  findings  of  experts  after  a  thorough  investigation  of  the  sound  box  market. 

To  hear  the  Empironic  is  to  like  it!  To  like  the  Empironic  will  start  a  sales  activity 
that  will  be  a  revelation  to  jobbers  and  dealers  from  both  the  profit  angle  and  public  serv- 
ice angles.    Retailing  at  $8,  the  margin  is  large  for  both  jobber  and  dealer. 

In  connection  with  The  Empironic  Sound 
Box,  we  also  announce  a  tone  arm  sensation — 
one  with  continuous  taper  and  long  amplifying 
chamber  of  DRAWN  BRASS.  This  tone  arm 
is  different  from  any  other  on  the  market  inas- 
much as  it  is  in  ONE  PIECE. 

Become  acquainted  with  these  two  startling 
products.  Write  us  for  samples  (at  special 
prices)  and  start  your  Empironic  profits. 


The  Empire  Phono  Parts  Co. 


Empironic  Reproducer 
(Patented)  Retails  at  $8 


(Established  in  1914) 
Wm.  J.  McNamara,  President 

10316  MADISON  AVENUE 
Cleveland 


Ohio 
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Qfte Largest Makers  of  Portable 


The  entire  "ad"  on  this 
page,  with  the  exception 
of  the  corporate  name  at 
the  extreme  foot,  is  an 
enlargement  of  our  April 
"ad"  in  the  Saturday 
Evening  Post  and  Liber- 
ty. Carryola  "ads"  ap- 
pear monthly  in  thes* 
publications,  in  the 
American  Weekly  and 
other  publications. 


WHEN  you  start  out  to  get  a 
portable  phonograph,  you'll 
want  to  get  the  best. 

There  are  many  good  "portables"  on 
the  market.  But  just  one  is  found  from 
East  to  West  and  from  Canada  to  the 
Gulf.  It  is  nationally  known.  It's  the 
standard  of  value.  It  sets  the  pace. 

That's  the  Carryola  Master.  It  is  made 
by  the  largest  manufacturer  of  portable 
phonographs  in  the  world.  And  that 
means  more  than  you  might  think. 

It  means  better  buying,  more  efficient 
production,  lower  cost  to  make  and  to 
sell.   All  possible  because  of  volume. 


And  that  means  more  for  the  money. 
A  good,  hard-headed  reason  why  the 
Master  is  accepted  everywhere  as  the 
standard  of  portable  value. 

It  explains  why  it  is  possible  to  make  a 
"portable"  that  plays  like  the  new,  larg- 
er, and  more  expensive  instruments,  is  at 
the  same  time  an  ornament  to  any  room, 
and  is  strong  enough  and  compact 
enough  to  take  anywhere.  It's  the  mod- 
ern musical  instrument  for  the  home. 


CARRYOLA  COMPANY  of  AMERICA 

648  Clinton  Street  Milwaukee,  Wis. 

Just  as\your  music  dealer  for  a  Free  Demonstration.  Or  write  us  for  Free,  Illustrated  Folder. 


Garkyola  Company  of  America 


647  Clinton  Street 


Milwa  ukee,  Wisconsin 


The  Talking-  Machine  World,  New  York,  April,  1927 


Phonographs  in  ihe  Vbr/d/ 

bwThrouqhDoes  It 


It  isn't  enough  just  to  hit  the  ball  in  golf. 
The  man  who  gets  distance  on  his  drives 
follows  through.  He  stays  with  his  stroke. 
He  gets  maximum  results. 

It's  just  as  true  in  business.  The  firm  that 
sells  you  a  batch  of  goods  and  thinks  it's 
through  is  just  tapping  the  ball.  The  wise 
manufacturer  follows  through. 


Here's  how  we  do  it,  this  following  through, 
After  our  goods  are  on  your  shelves,  our  na- 
tional advertising  in  the  Post,  Liberty, 
American  Weekly,  etc.,  creates  and  main- 
tains interest  in  Carryolas. 

Our  window  streamers  on  your  store  win- 
dows, and  our  big  display  cards  in  your  win- 
dows, identify  you  as  a  Carryola  Dealer. 
Our  prepared  newspaper  ads,  if  you  use 
them,  are  additional  reminders. 

Our  colorful  counter  cards  attract  the  cus- 
tomer's attention  in  your  store.  After  that, 
it's  up  to  you.  But  it's  no  secret  that  Carry- 
olas will  sell  themselves— on  eye-value  and 
performance  —  if  you'll  give  them  their 
chance. 

We  follow  through!  We  create  sales  —  stir 
up  demand— demand  that  you  can  turn 
into  dollars  if  you  have  Carryolas  for  sale. 


Careyola  Company  of  America 


64  7  Clinton  Street 


Mihva  ukee,  Wisconsin 
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Portable  Victrola 

— an  Outstanding  Instrument 

The  biggest  and  best  value  in  portables  that  the  trade  has  ever  seen  is  now  available,  and 
what  promises  to  be  the  banner  year  of  all  time  for  Victor  Dealers  has  already  started. 

Talk  about  value!  Why,  Mr.  Victor  Dealer,  there   is  more   solid   merit   and  performance 
crowded  into  the  new  portable  Victrola  (No.  2-60)  than  has  ever  been  thought  possible. 

Just  as  P.  V.  stands  for  Portable  Victrola,  so  does  it  mean  Profitable  Volume,  and  that, 
after  all,  is  what  you  want. 

The  Portable  Victrola  is  truly  a  very  beautiful  thing  to  look  at — distinctive  in  character 
— handy,  compact,  with  the  appearance  of  a  valuable  traveling  case  that  everyone  will  want 
to  possess. 

Yes,  a  real  "lightweight"  with  a  full,  powerful  roundness  of  tone  that  is  positively  start- 
ling and,  what's  more,  it  is  fitted  with  a  new  style,  long-playing  motor  that  will  withstand 
all  kinds  of  abuse. 

Just  know,  Mr.  Victor  Dealer,  that  this  is  the  marvel  of  all  portables  and  put  into  motion 
all  your  resources  to  make  your  business  this  year  the  greatest  thing  you  have  yet  experi- 
enced in  your  career. 

Let  us  help  you  do  it ! 

C.  BRUNO  &  SON,  INC. 

Victor  Distributors  to  the  Dealer  Only 
351-353  FOURTH  AVENUE  NEW  YORK,  N.  Y. 
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New  Company  Formed  by 

Andrew  P.  Frangipane 

Resigned  as  Secretary  of  Mutual  Phono  Parts 
Co.,  but  Will  Promote  Mutual  Line  More 
Aggressively — Plans  to  Add  to  Products 


Andrew  P.  Frangipane,  who  recently  re- 
signed as  secretary  of  the  Mutual  Phono  Parts 
Co.,  New  York  City,  has  formed  a  separate 
company   at    32    Union    Square    in    order  to 


Andrew  P.  Frangipane 
promote  the  sales  of  Mutual  products  on  a 
larger  scale  than  ever  before.  He  will  also 
handle  several  other  kindred  items.  In  com- 
menting on  his  new  plans  Mr.  Frangipane 
stated:  "As  secretary  of  the  Mutual  Phono 
Parts  Co.  my  efforts  were  greatly  divided.  I 
not  only  sold  and  serviced  the  merchandise  but 
was  also  responsible  for  its  production.  Under 
the  new  plan  I  will  be  able  to  give  my  entire 
time  to  the  merchandising  of  the  Mutual  line 
and  will  be  able  to  give  more  detailed  service 
to  each  individual  customer.  At  the  same  time, 
while  I  am  supplying  the  manufacturer  with  his 
tone  arms  and  sound  boxes,  I  also  plan  to  be 
able  to  take  care  of  his  motor  and  hardware 
needs.  In  other  words,  I  am  going  to  act  as 
service  man  for  all  the  phonograph  manufac- 
turers in  the  industry  and  extend  to  them  all 
the  co-operation  that  I  can  possibly  give  them 
on  every  item  that  I  represent." 


Mark  Max  President  of 

Radio  Merchandisers,  Inc. 

Mark  Max,  one  of  the  most  widely  known 
merchandising  executives  in  the  music  and  radio 
industries,  has  become  president  of  Radio  Mer- 
chandisers, Inc.,  New  York.  Mr.  Max  was 
formerly  buying  and  merchandising  executive  of 
the  music  and  radio  departments  of  Gimbel 
Bros.  Dept.  Store. 

Radio  Merchandisers,  Inc.,  according  to  Mr. 
Max,  was  organized  to  offer  to  dealers,  manu- 
facturers and  department  store  executives  many 
helpful  features  to  expedite  their  radio  and 
music  merchandising.  Members  of  the  or- 
ganization will  be  provided  with  a  buying  office 
as  well  as  merchandising  counsel.  Mr.  Max 
will  also  conduct  a  consulting  service  in  mer- 
chandising and  sales  promotion  ideas. 


S.  M.  Masse  Go.  Broadcasts 


The  S.  M.  Masse  Co.,  advertising  and  mer- 
chandising specialists,  Cleveland,  O.,  are  broad- 
casting over  station  WTAM  on  Monday  eve- 
nings. While  these  talks  are  on  business  con- 
ditions and  market  trends,  yet  they  are  general 
enough  to  interest  nearly  all  adults.  Listeners- 
in  can  get  in  a  few  minutes  a  comprehensive 
view  of  all  that  is  interesting  in  the  business 
field. 


Thayer  Piano  Go.  Moves 

to  Large  New  Quarters 

Prominent  Hawaiian  Music  Store,  in  Business 
More  Than  Twenty  Years,  Celebrates  Open- 
ing of  New  Store  With  Music  Programs 


The  twenty-first  year  of  the  existence  of  the 
Thayer  Piano  Co.,  Ltd.,  Honolulu,  Hawaii,  U. 
S.  A.,  was  observed  by  removal  to  specially 
designed  new  quarters  at  116  South  Hotel 
street.  Founded  late  in  1905  by  Leonard  E. 
Thayer,  who  before  he  visited  Hawaii  had 
many-  years'  experience  in  the  music  business, 
the  establishment  has  grown  to  greater  suc- 
cesses steadily  and  is  at  the  present  time  the 
leading  music  store  in  the  Hawaiian  Islands. 
A  complete  stock  of  all  musical  instruments 
is  carried,  including  Victor  Orthophonic  talking 
machines  and  records,  Brunswick  Panatropes, 
phonographs  and  records,  C.  G.  Conn  band 
instruments,  Vega,  Bacon  and  Paramount 
banjos  and  Ludwig  drums.    The  new  store  was 


designed  with  particular  attention  given  to  am- 
ple display  space  and  with  plenty  of  sound- 
proof demonstration  rooms. 

The  opening  of  the  new  quarters  was  fittingly 
celebrated  with  three  musical  programs  ar- 
ranged for  varying  tastes  being  given  at 
noontime,  in  the  late  afternoon  and  in  the 
evening.  Appropriate  souvenirs  were  distributed 
to  the  many  visitors  on  opening  day.  The 
present  officers  of  the  Thayer  Piano  Co.  are: 
Mrs.  Fannie  M.  Thayer,  president;  P.  L.  Keller- 
man,  vice-president;  A.  F.  Thayer,  treasurer, 
and  Wade  Warren  Thayer,  secretary. 


Record  Artist  at  Gressetts 


Art  Gillham,  the  "Whispering  Pianist,"  ex- 
clusive Columbia  recording  artist  and  well 
known  to  radio  fans  throughout  the  country, 
was  a  recent  visitor  to  Meriden,  Conn.,  and 
gave  a  piano  recital  at  Gressett's  Music  House. 
Mr.  Gillham  was  unable  to  sing  because  of  a 
recent  attack  of  tonsilitis. 


The  New 
Balkite  Charger 

MODEL  J.  Has  two  charg- 
ing rates:  A  low  trickle 
charge  rate  and  a  high  rate 
for  rapid  charging  and 
heavy  duty  use.  Can  thus 
be  used  either  as  a  trickle 
or  as  a  high  rate  charger 
and  combines  their  advan- 
tages. Noiseless.  Large 
water  capacity.  Visible 
electrolyte  level.  Rates: 
with  6-volt  battery,  2.5  and 
.5  amperes;  with  4-volt 
battery,  .8  and  .2  ampere. 
Special  model  for  25-40 
cycles  with  1.5  amperes 
high  rate.  Price  $19.50. 
West  of  Rockies  $20.  (In 
Canada  $27.50.) 


The  profit  you  make 
on  Balkite  is  clean  and 
permanent 

The  final  profit  you  make  on  radio 
depends  on  more  than  the  volume  of 
sales  you  reach.  It  depends  even  more 
on  whether  or  not  the  devices  you  sell 
stay  sold.  One  device  returned  loses 
the  profit  not  only  on  that  sale,  but  eats 
up  the  profit  on  several  others. 

Balkite  Radio  Power  Units  stay  sold. 
They  have  come  to  be  known  not  only 
as  the  leaders  in  the  radio  power  field, 
but  as  one  of  the  most  reliable  prod- 
ucts in  radio.  Every  Balkite  unit  is  a 
permanent  piece  of  equipment,  with 
nothing  to  wear  out  or  replace.  You 
can  sell  it  with  the  certainty  that  it  will 
render  satisfactory  service  to  your  cus- 
tomers for  years  to  come.  The  profit 
you  make  on  it  is  clean. 


.    Three  New 
Balkite  "B"s 

Balkite"B"  eliminates  "B" 
batteries  and  supplies  "B" 
current  from  the  light  sock- 
et. Noiseless.  Permanent. 
Employs  no  tubes  and  re- 
quires no  replacements. 
Three  new  models.  The 
new  popular  priced  Balkite 
"B"-Wat  $27.50  for  sets  of 
5  tubes  or  less  requiring  67 
to  90  volts.  Balkite  "B"-X 
(illustrated),  for  sets  of  8 
tubes  or  less;  capacity  30 
milliamperes  at  135  volts — 
$42.Balkite"BM-Y,forany 
radio  set:  capacity  40  milli- 
amperes at  150  volts— $69. 
(In  Canada  "B"-W  $39; 
"B"-X  $59.50;*'B"-Y  $96. ) 


Balkite 
Trickle  Charger 

MODEL  K.  For  those  who 
require  a  charger  of  limited 
capacity  only.  Can  be  left 
on  continuous  or  trickle 
charge  thus  automatically 
keeping  the  battery  at  full 
power.  Converts  the  A'* 
battery  into  a  light  socket 
"A"  power  supply.  Charg- 
ing rate  about  .5  ampere. 
Over  350,000  in  use.  Price 
$10.  West  of  Rockies 
$10.50.  (In  Canada  $15.) 

All  Balkite  Radio  Power 
Units  operate  from  1 10- 
120  volt  AC  current 
with  models  for  both  60 
and50cycles.  Also  a  25- 
40  cycle  model  for  the 
Balkite  Charger  and 
Balkite  "B"-W. 


At  this  time  of  year  Balkite  is  always 
one  of  the  few  live  lines  in  the  entire 
radio  field.  Balkite  is  one  of  the  few 
year-round  radio  lines.  Take  advantage 
of  this  by  concentrating  your  sales- 
efforts  on  it  and  keep  the  profits  of  your 
radio  department  at  the  maximum. 

FANSTEEL  PRODUCTS  CO.,  Inc. 
North  Chicago,  Illinois 
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B  alki  te 


Balkite  Combination 

When  connected  to  the 
"A'*  battery  this  new  Bal- 
kite Combination  Radio 
Unit  supplies  automatic 
powerto both  "A**  and"B" 
circuits.  Controlled  by  the 
filament  switch  on  yourset. 
Entirely  automatic  in  oper- 
ation. Can  be  put  either 
near  the  set  or  in  a  remote 
location.  Will  serve  any  set 
nowusing  either  4  or  6-volt 
"A"  batteries  and  requiring 
not  more  than  30  milliam- 
peres at  135  volts  of  "B"  cur- 
rent—  practically  all  sets  of 
up  to  8  tubes.  Price  $59.50. 
(In  Canada  $83.) 


Kadio  'Power  Units 


THE  BALKITE  LINE  OF  ELECTROLYTIC  DEVICES  IS  PROTECTED  BY  EDGAR 
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HIS  means  that  a  most  critical  group  of  radio  fans  have 
honored  the  Kolster  in  a  unique  way. 


Here  are  dealers  selling  several  makes.  Yet  in  their  own 
homes,  they  prefer  Kolsters. 

Sheer  superiority  is  the  only  answer.  Demonstration  has  proved 
to  these  men  that  Kolsters  give  the  greatest  satisfaction.  They 
have  the  pick  of  the  field.  They  can  choose  and  replace  as  no 
ordinary  customer  can.  Most  of  these  dealers,  no  doubt,  have 
had  many  other  sets  in  their  homes.  But  now  the  decided 
swing  is  towards  Kolster. 

These  dealers  are  men  who  have  mailed  in  a  coupon  like  the 
one  below — men  who've  learnedr  all  about  the  Kolster  prop- 
osition and  have  faith  in  its  super-quality. 

Until  you've  heard  the  Kolster,  until  youve  read  the  Kolster 
proposition,  you  are  unfamiliar  with  one  of  the  greatest  lead- 
ers of  today — and  tomorrow!  Mail  the  coupon  NOW! 


FEDERAL  BRANDES,  Inc. 
Woolworth  Building 
New  York,  N.  Y. 

Please  arrange  a  Kolster-Brandes  demonstration. 
It  is  understood  that  this  does  not  obligate  me. 


36 
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Money-Making  Suggestions 
for  Ambitions  Merchants 

Benefits  From  Beethoven  Week  Should  Continue— Use  the  Vitaphone  to  Promote  Interest  in 
Records— Record  Exploitation  Channels  Are  Many  and  Varied— The  Automatic 

Orthophonic  Will  Attract  Customers 


For  a  week  last  month  the  musical  world  and 
the  music  trades  and  industry  paid  tribute  to 
the  memory  of  a  great  composer,  Beethoven, 
on  the  occasion  of  the  one  hundredth  anni- 
versary of  his  death.  Concerts,  civic  gather- 
ings, meetings  in  schools,  church  services  and 
nation-wide  broadcasting  of  Beethoven  music 
with  explanatory  talks  by  Walter  Damrosch, 
every  possible  means  of  honoring  the  memory 
of  Beethoven  was  utilized.  To  the  Columbia 
Phonograph  Co.  must  go  the  lion's  share  of 
the  credit  for  bringing  into  being  this  gigantic 
observance  of  the  composer  and  his  music.  The 
company  conceived  the  idea  of  organizing  a 
committee  of  nationally  known  figures,  who  in- 
terested thousands  who  otherwise  would  have 
passed  the  event  by;  it  issued  a  special  Bee- 
thoven Centennial  Edition  of  the  Masterworks 
records  of  Beethoven's  music,  prepared  and  dis- 
tributed literature  regarding  the  life  and  works 
of  the  master  musician  and  supplied  Columbia 
dealers  throughout  the  country  with  material 
with  which  they  could  tie  up  "with  the  week's 
observance  to  stimulate  trade  and  at  the  same 
time  join  in  the  tribute.  The  Columbia  Phono- 
graph Co.  spent  a  great  deal  of  money  and, 
while  dealers"  profited  "  during  the  past  few 
weeks,  the  real  benefits  should  be  felt  for  years 
to  come.  People  became  interested  in  the 
Masterworks  recordings  who  had  not  realized 
that  music  of  such  quality  was  available  on 
records,  and  it  is  up  to  the  dealers  to  keep  that 
interest  alive  and  see  that  purchasers  of  the 
sets  of  orchestral  works  become  regular,  con- 
sistent record  buyers.  Beethoven  Week  gave 
them  an  excellent  chance  to  profit,  but  the 
profits  made  during  that  period  will  prove  to 
be  but  a  small  percentage  of  the  profits  to  come 
if  intelligent  use  is  made  of  the  invaluable  pub- 
licity which  the  Columbia  Co.  has  secured  for 
its  products. 

Use  the  Vitaphone  a 

About  nine  or  ten  months  ago  the  Vitaphone 
had  its  initial  Broadway  showing  and  it  went 
over  with  a  bang.  At  the  present  time  there 
are  three  Vitaphone  productions  playing  for  in- 
definite runs  in  Broadway  theatres  and  capacity 
houses  are  the  .  rule,  despite  the.  fact  .that  none 
of  the  pictures  are  really  "great."  During  the 
past  month  or  six  weeks  some  sixty  or  seventy 
theatres  throughout  the  country  have  installed 
Vitaphone  equipment  and'  are  giving  regular 
performances  of  the  "musical  movies."  The 
success  of  the  Vitaphone  should  be  of  interest 
to  all  talking  machines  dealers,  for  it  affords 


them  a  new  medium  for  exploitation  of  the 
talking  machine  record,  and  an  opportunity  of 
effecting  tie-ups  with  the  artists  who  appear  on 
the  bills  at  local  theatres,  for  practically  every 
artist  who  is  appearing  on  the  Vitaphone  films 
is  a  recording  artist.  It  would  be  well  worth 
while  for  dealers  to  drop  a  few  lines  to  the  cus- 
tomers informing  them  that  the  music  they 
heard  at  the  Vitaphone  presentation  was  re- 
corded music  and  that  the  artist  who  enter- 
tained in  such  a  marvelous  fashion  can  be 
heard  night  after  night  in "  the  home  of  the 
record  buyer.  No  opportunity  should  be  over- 
looked to  increase  business  and  the  wise  dealer 
will  keep  step  with  the  improvements  in  re- 
corded music,  and  take  advantage  of  every 
medium  which  will  have  the  effect  of  calling 
attention  to  his  products.  Direct  mail  of  this 
type  will  have  the  added  effect  of  imparting  in- 
formation to  customers  and  will  secure  atten- 
tion which  would  not  ordinarily  be  given  to  the 
literature  sent  out  by  music  stores. 

Re:  Record  Tieups 

It  might  seem  that  this  department  lays  too 
much  stress  on  record  sales,  yet  it  must  be  re- 
membered that  it  is  by  keeping  the  customer 
supplied  with  new  records  that  his  interest  is 
retained  and  the  talking  machine  is  played  regu- 
larly in  his  home,  thus  affording  visiting  guests 
a  hearing  of  the  new  type  phonograph,  to  say 
nothing  of  the  fact  that  record  sales  can  amount 
to  a  most  sizable  cash  business  for  the  dealer 
who  is  aggressive  in  pushing  the  discs.  Never 
before  has  the  talking  machine  dealer  had  a 
better  opportunity  of  stimulating  sales  than 
now.  With  a  little  effort  there  are  dozens  of 
factors  that  can  be  used  to  stimulate  record 
sales.  Formerly  the  occasional  visit  of  a  record- 
ing artist  afforded  the  only  link  with  which  a 
dealer  could  tie  up.  Nowadays,  with  radio  and 
the  Vitaphone,  every  week  of  the  year — prac- 
tically every  day  of  the  week — a  dealer  can, 
either  through  a  window  poster  or  by  direct 
mail,  inform  his  customers  of  the  appearance 
of  a  favorite  recording  artist  either  by  the  air 
or  on  the  silver  screen,  and  remind  them  that 
any  favorite  selections  can  be  secured  from  the 
record  department.  At  the  present  time  there 
are"  about  a  hundred  Vitaphone  presentations 
being  shown  or  ready  for  release,  with  prac- 
tically every  one  by  a  recording  artist  or  group 
of  artists.  There  are  regular  radio  concerts 
given  by  both  the  Victor  and  Brunswick  Cos., 
the  artists  heard  during  the  Atwater  Kent  re- 
citals are  all  recording  artists,  and  there  are 
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dozens  of  other  concerts  employing  talking 
machine  recording  artists.  Then  there  are  the 
concert  dates  of  recording  artists — hundreds  of 
dates  in  towns  and  cities  throughout  the  entire 
country — every  date  an  opportunity  for  the  live 
dealer.  Still,  again,  in  the  larger  cities  where 
musical  comedies  appear  for  weeks,  months  and, 
in  rare  instances,  years,  dealers  can  tie  up  to 
the  publicity  which  is  accorded  the  hits  of  the 
various  shows  and  push  the  records  of  this 
music.  Production  music  is  always  popular  and 
in  demand.  An  idea  of  the  amount  of  produc- 
tion music  which  is  recorded  can  be  gained  from 
the  fact  that  a  short  time  ago  the  Victor  Co. 
sent  to  its  dealers  a  list  of  seventy-eight  num- 
bers on  records,  all  of  which  numbers  are  from 
current  Broadway  shows.  Don't  be  content  to 
just  send  the  release  list,  interest  its  recipient 
by  enclosing  a  brief  note  or  two  of  some  current 
attraction  or  program  to  be  heard  over  the  air. 

Automatic's  Aim 

With  the  introduction  of  the  Automatic 
Orthophonic  Victrola  this  month,  Victor  dealers 
are  presented  with  an  opportunity  of  greatly 
increasing  their  sales  volume  for  many  months 
to  come.  That  there  will  be  many  sales  of  the 
new  instrument  is  obvious,  but  the  instrument 
brings  another  benefit  to  the  dealer  which 
should  prove  extremely  worth  while.  It  is  this: 
many  people  who  cannot  be  properly  classed 
as  likely  prospects,  out  of  curiosity  will  visit 
the  store  to  hear  the  instrument  which  plays 
continuously  for  an  hour  without  any  effort  on 
the  part  of  the  listener.  The  majority  of  these 
visitors  have  never  heard  the  new  type  Ortho- 
phonic instruments  and  the  dealer  should  be  on 
the  alert  to  point  out  that  each  of  the  models 
in  the  Victor  line  plays  equally  as  well  as  does 
the  Automatic  even  though  it  does  not  possess 
the  other  features.  Getting  the  _  prospects  into 
the  store  has  been  the  difficulty — the  Automatic 
Orthophonic  Victrola  will,  to  a  great  extent, 
solve  this  difficulty — it  is  then  up  to  the  dealer, 
to  take  advantage  of  the  opportunity. 


A  demonstration  of  the  Automatic  Ortho- 
phonic Victrola  was  given  to  the  music  lovers 
and  prominent  citizens  of  Rome,  N.  Y.,  last 
month  under  the  auspices  of  L.  S.  Spear  and 
Schuderer  &  Castle,  Victor  dealers. 


The  Spring  and  Summer  radio  accessory  season  is  on  the 


the 


way.  3et  owners  all  oyer  the  country  will  buy  loud  speaker 
extension  cords  to  move  the  loud  speaker  to  the  porch — 
sun-parlor — or  lawn.     Be  sure  your  stock  is  adequate. 


B1RNBACH  EXTENSION  CORDS 


No.  UNITS 

120-  20  Foot  Complete. 

121-  30  Foot  Complete. 

1 22-  40  Foot  Complete  . 
1  23-  50  Foot  Complete  . 
124-100  Foot  Complete. 


List  Price 
$1.00  each 
1 .40  each 
1.80  each 
2.20  each 
4.20  each 


BIRNBACH  PRODUCTS: 
Radio  Battery  Cables  made  in  5,  6, 
7,  8,  9  and  10  conductors,  in  stand- 
ard and  continuous  lengths  of  100- 
foot  coils.  Replacement  loud  speaker 
and  head  set  cords,  battery  connec- 
tors suitable  for  dry  cells,  "B"  and 
"C"  batteries.    Assorted  lengths. 


Let  us  send  our  catalog 


BIRNBACH  RADIO  CO. 

370  SEVENTH  AVE.  NEW  YORK  CITY 
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rough  this  mans  invention  the 
Jftusicone  revolutionized  the 
loud  speaker  field  


f  A.  PETERSON,  only  34  years 
VJ«  old,  is  responsible  for  the  amaz- 
ing tone,  the  surprising  volume  and 
the  startling  fidelity  of  reproduction 
of  the  Crosley  Musicone. 

Nearly  three  years  ago  a  shy  and 
reticent  young  man  walked  into  the 
office  pf  Powel  Crosley,  Jr.,  with  an 
idea  for  a  radio  loud  speaker  under 
his  arm.  When  he  unwrapped  the 
newspaper  around  it,  Mr.  Crosley  in- 
stantly saw  its  great  possibilities. 

Mr.  Crosley  offered  him  the  equip- 
ment of  his  laboratories,  the  assistance 
of  his  engineers  and  the  resources  of 
his  company. 

In  a  short  time  Peterson  produced  a 
marvelous  actuating  mechanism  so  de- 
signed as  .to  vibrate  freely  without 
choking  regardless  of  the  heavy  elec- 
trical impulses  applied  to  it.  It  revolu- 
tionized the  loud  speaker  field. 

Within  a  few  weeks  after  its  an- 
nouncement the  Musicone  captured 
the  loud  speaker  market  and  has  dom- 
'nated  it  ever  since.    Horns  with 
their  ugly  appearance  and  their 
harshness  of  reproduction  which 
so  discredited    radio  in  early 
days  were  promptly  obsoleted. 
-The    Musicone    has  been 
imitated  in  appearance  but 
the  patented  actuating  unit 
has  never  been  equalled. 
Incidentally,  Mr.  Peter- 
son's royalties  on  this  in- 
strument  have   been  over 
$90,000. 

Attached  to  a  good  radio  the 
Musicone  delivers  pure,  true  tones, 
without  distortion  regardless  of  how 
suddenly  the  crashes  of  orchestra  or 
high  shrill  notes  come  through  it. 

As    an    ornament    its    rich  bronze 
frame  and  the  quiet  tones  of  its  orna- 
mental cone  are  an  addition  to  the 
decorations  of  any  room.  Made  in  two 
sizes  and  at  two  prices  without  any 
difference  in  quality. 
The  12-inch  Ultra  Musicone  for 
small  rooms,  apartments,  etc. ...$  9.75 
The  16-inch  size  Super  Musicone 
for  large  rooms  or  porch  use.  ..  .$14.75 

The 

Crosley  Radio  Corporation 

Powel  Crosley,  Jr.,  Pres.  Cincinnati,  0. 

Write  Dept.  26  for  Descriptive 
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CM.se  West  of  the 
HoeUe*} 


'PHOKociuFN  wmm 


/PHOMDCRAfH  REFRODUCtR 


THE  addition  of  an  item  to  the  SYMPHONIC  line  is  the  addition 
of  merit  to  merit,  of  quality  to  quality.  Distribution  through- 
out the  United  States,  and  in  twenty-two  foreign  countries,  is 
ample  evidence  that  the  merit  of  the  product  and  the  soundness 
and  fairness  of  SYMPHONIC' s  merchandising  policies  have  spread 
over  the  world.  SYMPHONIC  SATISFACTION  thereby  becomes 
an  international  buv-word. 

MAKE  SYMPHONIC  YOUR  BUY-WORD! 


PHONOGRAPH  REPRODUCER 


SYMPHONIC    SALES  CORPORATION, 
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[$6.00  West  of  the  Rockies} 


(FRONT) 

lit 

'RADIO  reproducer 


Furnished  with  five  foot  cord.  Stand, 
ard  thread  for  the  radio  tone  ami, 
(Bushings  to  fit  the  SYMPHONIC 
RADIO  REPRODUCER  to  the  Ortho- 
phonic  Victrola  and  old  style  phono- 
graphs—twenty-five  cents  each.) 


(BACK) 


RADIO  REPRODUCER 


IN  compliance  with,  many  requests  from  our  customers,  and  following  some 
months  of  experiment  and  research,  we  announce  the  new  SYMPHONIC 
RADIO  REPRODUCER,  a  radio  unit  of  outstanding  quality  at  an  attractive 
price.  The  SYMPHONIC  RADIO  REPRODUCER  employs  a  similar  type  alu- 
minum diaphragm  to  the  famous  SYMPHONIC  PHONOGRAPH  REPRODUCER, 
and  embodies  the  most  advanced  improvements  in  construction  and  appear- 
ance. It  brings  out  the  high  trebles  and  low  basses  with  life-like  fidelity.  Test 
it  in  comparison  with  anything  else  on  the  market.  It  will  work  on  high 
plate  voltage  and  power.  No  set  is  better  than  its  loud  speaker ! 

ORDER  A  SAMPLE  AND  CONVINCE  YOURSELF 


RADIO  REPRODUCER 

3  70    SEVENTH   AVENUE,   NEW  YORK 
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Haverty  Furniture  Go. 

Opens  Music  Department 

Well-known  Establishment  Carries  the  Com- 
plete Columbia  Line — Broadcasting  of  Re- 
corded Music  Feature  of  Opening 


Houston',  Tex.,  April  5. — A  new  music  depart- 
ment was  recently  opened  in  the  store  of  the 
Haverty  Furniture  Co.  of  this  city.    The  open- 


according    to    Freed-Eisemann    Corp.  officials. 

The  new  B  and  C  power  supply  unit,  using 
one  Raytheon  rectifier  and  one  Raytheon  vol- 
tage regulator  tube,  has  also  been  added  to  the 
Freed-Eisemann  line. 

An  eight-tube,  loop-operated,  movable  neutro- 
dyne  set,  with  single  control  and  operated  by 
batteries,  is  another  model  being  manufactured 
at  the  Freed-Eisemann  plant. 


J.  P.  Miller  Joins  Grigsby- 
Grunow-Hinds  Go.  Forces 


Retail  Store  Executive  of  Worcester,  Mass., 
Now  Connected  With  Eastern  Sales  Force 
of  Prominent  Chicago  Concern 


Story  of  Kolster-Brandes 

Line  in  New  Brochure 


Haverty  Co.  Music  Section 

ing  was  celebrated  with  appropriate  ceremonies 
and  was  widely  advertised  in  the  newspapers 
and  by  radio.  One  of  the  features  of  the  radio 
program  broadcast  on  opening  day  was  the 
playing  of  Columbia  New  Process  records  on 
the  Viva-tonal  Columbia  phonograph.  The  com- 
plete Columbia  line  is  carried. 


The  story  of  Kolster  radio  sets  and  Brandes 
speakers  is  interestingly  told  in  an  attractively 
illustrated  brochure  which  is  being  distributed 
to  dealers  by  Federal-Brandes,  Inc.  A  postal 
card  is  enclosed  with  each,  suggesting  that  the 
mailing  of  the  card  will  bring  about  a  Kolster 
demonstration  and  full  details  of  the  Kolster- 
Brandes  franchise. 

The  complete  Kolster-Brandes  line  of  receiv- 
ing sets  and  speakers  is  described  and  pictured, 
and  letters  from  enthusiastic  Kolster  owners, 
telling  of  extraordinary  results  achieved,  are 
featured. 


New  Single-Control  Six- 
Tube  Freed-Eisemann  Radio 

A  new  single-control  six-tube  neutrodyne 
consolette,  operated  directly  from  the  light 
socket  without  batteries  or  battery  substitutes, 
is  the  latest  addition  to  the  line  of  radio  re- 
ceivers manufactured  by  the  Freed-Eisemann 
Radio  Corp.,  Brooklyn,  N.  Y.  The  new  set  is 
free  from  the  necessity  of  using  dry-cell  tubes 
in  any  part  of  the  receiver  or  electrification  unit, 


Record  Distance  Reception! 

Listening  with  a  Kolster  set  to  a  radio  pro- 
gram broadcast  so  far  away  that  it  took  two 
days  to  reach  him  was  a  new  record  in  distance 
reception  established  by  R.  G.  Hall,  of  Ketchi- 
kan, Alaska,  according  to  reports  received  by 
Federal-Brandes,  Inc.,  New  York.  It  was  Bris- 
bane, Australia,  broadcasting  over  the  length 
of  the  Pacific  Ocean  from  Australia  to  Alaska, 
across  the  Equator  and  across  the  International 
Date  Line,  a  distance  of  about  8,000  miles.  It 
was  the  early  morning  of  March  10th  in  Alaska. 
The  six  hours  difference  in  time  to  the  west- 
ward would  have  made  it  the  evening  of  March 
9th  in  Australia,  but  the  date  line  added  an- 
other day,  making  it  the  evening  of  March  8th. 


J.  P.  Miller,  until  recently  manager  of  the 
radio  and  phonograph    department   of  one  of 

the  largest  Worcester, 
Mass.,  stores,  has 
joined  the  Eastern 
sales  office  of  Grigsby- 
Grunow  -  Hinds  Co., 
Chicago,  manufacturers 
of  "Majestic-B"  cur- 
rent supply.  Mr.  Miller 
will  call  on  Majestic 
dealers  in  Pennsyl- 
vania, West  Virginia 
and  northeastern  Ohio, 
a  territory  he  formerly 
covered  for  a  Pitts- 
burgh talking  machine 
J.  P.  Miller  wholesaler.    Mr.  Miller 

will  closely  co-operate  with  Herbert  E.  Young, 
Eastern  sales  manager  of  the  G-G-H  organiza- 
tion. Mr.  Miller's  years  of  experience  in  the 
retail  radio  field  will  serve  him  in  good  stead 
in  giving  advice  and  assistance  to  dealers. 

L.  L.  Adelman  in  New  Post 

Leon  L.  Adelman,  formerly  connected  with 
the  advertising,  sales  and  service  departments 
of  the  Chas.  Freshman  Co.,  has  joined  the  Ad- 
vertisers' Service  Co.,  in  New  York.  Mr.  Adel- 
man has  had  a  varied  and  extensive  experience 
in  the  radio  industry  and  this  experience  ad- 
mirably fits  him  for  the  duties  he  will  undertake 
in  his  new  venture. 


Heaton's  Music  Store,  33  East  Long  street, 
Columbus,  O.,  has  been  displaying  the  various 
instruments  of  the  new  Victor  line. 


Helycon  Motors 


The  use  of  Helycon  No.  3  Three 
Spring  Motor  has  proven  profitable  @ 
to  makers  of  phonographs  because 

of— 

.  — ease  of  installation 

—  its  few  parts 
— inter  changeability  of  parts 

—  absence  of  trouble  when  installed 

No  dimension  of  any  Helycon  or  Pulwel  Motor  has 
ever  been  changed.  Helycon  and  Pulwel  Motors  are 
made  in  four  types  and  seven  sizes  to  meet  every 
phonograph  requirement.  Helycon  No.  3  illustrated 
is  one  of  the  complete  family  of 

Helycon  and  Pulwel  Motors 
Helycon  Tonearms  and 
Reproducers 


Helycon  Motor  No.  3 
Three-Spring 

"Precision  Built" 


Pollock -Welker,  Limited 

Established  1907 — Pioneers  in  the  Phonograph  Motors 

KITCHENER  —  CANADA 

Cable  Address — Polwel,  Kitchener  Code — A. B.C.  5th  Edition,  Bentley's 
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THE 


(Standard  ^Motor 


Standard  means  first  choice;  the  best 
Standards  are  earned  not  claimed. 
Millions  of  Heineman  Motors  distrib- 
uted during  the  past  ten  years  have 
served     the     Phonograph  Manufac- 


turer, the  Dealer  and  the  Phono- 
graph Owner  with  such  complete 
satisfaction  that  Heineman  Motors 
have  earned  first  place  in  the  phono- 
graph industry.  They  are  standard; 
best. 


Phonographs  ivith  Heineman  Motors  are  quality  phonographs 

Okeh  Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 

HEINEMAN  MOTORS— OK EH-TRUETONE  NEEDLES 


25  West  45th  Street 
New  York,  N.  Y. 
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Blues 


Music  is  moving  fast  this  season!  Busy  your  ear  about  the  new 
technic  in  jazz  ...  a  modernistic  splash  in  harmony  and  rhythm 
.  .  .  the  younger  generation  is  holding  the  makers  of  music  to  a 
fast  pace  .  .  .  keep  your  ears  keen  .  .  .  jazz  is  stepping  out. 

You  can  hold  to  the  sales  pace  by  selling  the  most  ultra-modern, 
up-to-date  music. 

For  a  record  that  has  the  dancing  crowds  talking  and  has  a  way 
of  sounding  to  their  utter  joy  the  latest  technic  in  instrumental 
sobbing,  sell 

No.  40784 — 10  in.  75^ 

Fox  Trots 

A  HOT  TIME  in  the  OLD  TOWN 
The  Darktown  Strutters'  Ball 

Miff  Mole 's  Molers 

play  both  selections  .  .  .  and  what  we  are  talking  about  is  their 
music  .  .  .  the  music  that  will  let  you  keep  pace  with  the  dancing 
world  .  .  .  and  what  must  be  told,  it  is  the  record  that  every  dancing 
John  and  Mary  is  going  to  tuck  into  his  and  her  music  boxes  for 
their  very  own. 


ELECIRIC 


Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  Qeneral  Manager 


25  West  45th  Street 


New  York,  N.  Y 
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COLONEL  FRANCESCO  MARCHESE  DE  PINEDO 

We  honour  in  music  Colonel  De  Pinedo 

He  circled  the  five  continents  with 
the  Italian  flag  and  is  a  great  hero. 

We  have  made  his  praise  supreme  in  music 


9311 
10  in.  75^ 


'O  YOLO  *] 

E'  L'EMIGRANTE  CHIAGNE 

Sung  in  Italian  by  GiMa  Mignonette 


ELECIRIC 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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OKEH 

Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 
OKEH -TRU  ETON  E  NEEDLES    -     HEINEMAN  MOTORS 

25  West  45th  Street,  New  York,  N.  Y. 


A  POINT  TO 
MORE  SALES 

Too  often,  so  small  a 
thing  as  a  needle  point 
is  the  difference  between 
selling  a  record  and  put- 
ting it  back  in  stock. 
For  more  sales  use  only 
Okeh  Needles  in  every 
booth. 
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Fourth  Music  Store  Added  to  Chain  of 

A.  H.  Mayers  Metropolitan  Organization 

Twentieth  Anniversary  of  the  Founding  of  Successful  Retail  Music  Business  Sees  the  Newest 
Link   Opened — Policies  Responsible  for  the  Growth — Fifth  Store  Planned 


Twenty  years  ago  the  first  of  the  chain  of  A. 
H.  Mayers  music  stores  was  opened  at  790 
Ninth  avenue,  and  during  the  past  month  the 
fourth  establishment  under  the  same  name 
opened  to  the  public  at  861  Eighth  avenue.  Dur- 
ing the  two  decades  that  have  passed  since 
the  establishment  of  the  Mayers  organization 
it  has  succeeded  consistently,  due  largely  to  the 
following  of  definite  policies  laid  down  by  the 
founder,  A.  H.  Mayers,  and  carried  on  by  his 
sons,  William  and  Archie,  who,  some  years  ago, 
took  over  the  active  management  of  the  stores. 
William  A.  Mayers  as  general  manager  super- 
vises finances,  collections,  service  and  organ- 
ization work,  and  Archie,  as  sales  manager, 
directs  sales  promotional  activities,  window  dis- 
plays, advertising,  new  store  locations  and  gen- 
eral store  appearances.  The  general  policies  of 
the  business  are  the  carrying  of  quality  mer- 
chandise of  proved  worth,  twenty-four-hour 
service  on  all  calls,  and  the  disregarding  of  all 
paper  guarantees,  rendering  service  as  long  as 
the  account  is  considered  valuable.  To  direct- 
by-mail  and  newspaper  advertising  is  attributed 
a  major  portion  of  the  success  won  by  the  vari- 
ous stores. 

A  brief  history  of  the  growth  of  the  Mayers 
organization  might  prove  interesting.  Four 
years  after  the  establishment  of  the  first  store 
the  growth  of  business  necessitated  the  mov- 
ing to  new  and  larger  quarters  at  783  Ninth 
avenue.  Here  cabinet  booths  were  installed, 
private  record  demonstrations  were  given  and 
within  six  months  it  became  necessary  to  break 
through  to  the  adjoining  store  to  provide  ten 
additional  booths. 


One  year  later  a  second  store  was  opened  at 
1989  Broadway  and,  although  the  clientele 
served  at  this  location  differed  greatly  from  that 
of  the  original  store,  a  similar  success  was 
achieved. 

It  was  at  this  time  that  the  sons  of  Mr. 
Mayers  began  to  take  an  active  interest  in  the 
business  and,  while  the  founder  was  touring  the 
world  in  1925,  they  leased  space  at  3798  Broad- 
way and  the  success  of  the  older  stores  was 
continued.  In  fact,  this  store  did  so  well  that  a 
connecting  basement  was  leased  and  converted 
into  a  radio  showroom,  practically  doubling  the 
facilities. 

The  fourth  link  of  the  chain,  added  last 
month,  is  one  block  north  of  Madison  Square 
Garden.  The  management  is  confident  that 
with  the  completion  of  the  new  subway  and 
with  the  desirable  location  adjacent  to  the  Gar- 
den with  its  weekly  attendance  of  50,000  people, 
many  of  whom  will  pass  by  the  doors  of  the 
store,  this  location  will  prove  one  of  the  most 
valuable  of  the  chain.  The  store  now  occupied 
was  formerly  known  as  Bryant's  Music  Store 
and  has  been  for  years  a  familiar  landmark  on 
Eighth  avenue.  Joseph  M.  Bryant  has  entered 
the  realty  field. 

The  administrative  policies  briefly  summed 
up  are  as  follows:  First,  a  separate  manager 
supervises  the  activities  of  each  store;  second, 
local  conditions  are  studied  thoroughly  and  the 
store's  activities  are  adapted  to  meet  conditions 
at  each  store;  third,  central  offices  are  main- 
tained for  bookkeeping,  service  and  administra- 
tion control,  and,  fourth,  a  central  shipping  and 
warehouse  is  utilized  for  reasons  of  economy 


and  to  eliminate  excessive  inventories  of  the 
various  establishments. 

With  the  fourth  store  established  the  Mayers 
firm  is  preparing  to  open  the  fifth  link  and 
negotiations  are  now  under  way  for  a  site  in 
the  busiest  shopping  center  in  New  York  which 
bid  fair  to  be  consummated  soon. 

In  an  interview  with  the  Talking  Machine 
World  Archie  Mayers  said  in  part:  "We  at- 
tribute our  growth  to  one  thing — and  that  is 
the  teaching  of  our  father  who  has  always  im- 
bued us  with  the  spirit  of  treating  our  clientele 
sincerely  and  with  civility.  As  a  matter  of  fact, 
our  internal  organization  password  is  'Sin- 
cerity of  Service.'  That  this  policy  has  been 
best  for  us  is  manifested  by  the  return  of  our 
old  customers  and  their  constant  recommenda- 
tions." 


Death  of  E.  R.  Mobley 

Roslyn,  Pa.,  April  8. — Ernest  R.  Mobley,  of 
this  city,  passed  away  suddenly  on  March  23. 
Mr.  Mobley  was  one  of  the  principals  of  the 
Mobley  Mfg.  Co.,  of  this  city,  which  is  well 
known  in  talking  machine  circles  for  its  pro- 
duction of  the  Mobley  reproducer  and  its 
general  research  and  development  work  in 
talking  machine  reproducers.  Mr.  Mobley's 
sudden  death  will  be  a  genuine  loss  to  his  co- 
workers and  many  friends  in  the  trade. 


Paddock  Music  Go.  Moves 


Clinton,  Ia.,  April  6.— The  Paddock  Music  Co. 
recently  moved  to  new  and  larger  quarters  at 
311  South  Second  street.  This  company,  which 
was  formed  some  two  years  ago,  has  grown 
so  rapidly  and  business  has  expanded  to  such 
an  extent  that  larger  space  became  necessary. 
The  store  features  the  Brunswick  Panatrope 
and  phonographs,  Magnavox  radio  sets  and  a 
complete  stock  of  other  musical  instruments. 


et  this  Bulge  on 
Competition 

by  Selling  the  Speaker  with  the 

Continuous  Curved  Diaphragm 


that  gives  all  the  rich  over- 
tones of  instruments  and  voices 

jg^k     Made  by  the  Pioneers  in  Cone  Speakers 

Speakers 


For  console  or  table  use, 
with  substantial  easel 
base — richly  finished  to 
harmonize  with  modern 
decorative  styles.  Di- 
ameter over  all,  17J/2 
inches. 

MODEL  "A" 
List  Price,  $25 


Same,  with  silk  cord 
for  hanging  on  wall — 
highly  ornamental  and 
will  grace  the  finest  in- 
terior. 


STEVENS  &.  COMPANY,  INC. 

46-48  East  Houston  St.  New  York  City 
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The  MELODY 

The  new  Caswell  MELODY,  retailing  at 
$15.00,  is  the  greatest  dollar-for-dollar  value 
ever  produced  in  a  portable.  Slightly  smaller 
than  the  Gypsy,  though  similar  in  design  and 
construction.  Full  nickel-plated  hardware, 
carrying  space  for  18  records  and  a  dependable 
Junior  Flyer  motor.  Plays  all  records  except 
Edison.  Furnished  in  black  only.  In  the 
MELODY,  Caswell  dealers  have  a  low-priced 
portable  that  effectively  increases  their  sales 
volume  and  broadens  their  market. 

Priced  at  $15  Retail 

Slightly  higher  in  Far  West  and  South 


The  FLYER  MOTOR 

Flyer  motors  have  always  been  standard  for 
all  Caswell  portables.  Made  with  watch-like 
precision — inspected  at  every  step  in  their 
manufacture  and  passed  only  when  100%  per- 
fect— these  finest  motors  are  in  keeping  with 
the  leadership  won  by  Caswell. 

By  long,  successful  performance,  Flyers  have 
proved  their  supremacy.  They  give  absolute 
assurance  of  trouble-free  operation  and  abso- 
lute dependability. 


dership 


IN  Caswell  portables  is  recog- 
nized a  well  earned  leadership 
by  right  of  merit.  With  quality 
always  paramount,  Caswell  con- 
tinues to  build  to  its  well  balanced 
line,  now  covering  the  complete 
price  range. 


Pioneering  the  portable  phono- 
graph, always  alert  to  making  a 
better  portable  and  keeping  one 
step  ahead  of  competition,  the 
Caswell  group  offers  the  trade 
the  finest  in  portable  phonographs. 


CASWELL  MANUFACTURING  COMPANY— Milwaukee 
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Portable  Phonographs  of  distinction 

Milwaukee .  U.SA. 
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one 


AS  in  their  pioneer  days  of 
portable  phonograph  build- 
ing, Caswell  continues  that  safe, 
sure  policy. 

The  success  Caswell  has  achieved 
makes  certain  their  selling  policy 
is  positively  correct  in  operating 
on  the  one  and  only  plan  of  fair, 
square,  liberal  dealing — Caswell's 
"Golden  Rule"  policy. 


The  GIANTONE 

Truly  the  greatest  of  all  portable  phonographs 
— powered  with  a  Flyer,  of  course.  It  rivals 
the  console  in  volume  and  true  tone  repro- 
duction. In  its  black  hand-tooled  embossed 
and  hand-finished  case,  it  is  an  instrument  of 
appealing  beauty,  welcome  in  any  home. 
Only  by  hearing  a  GianTone  can  you  truly 
appreciate  the  greatness  of  this  sensational 
portable.    Write  or  wire — now. 

Priced  at  $30  Retail 

Slightly  higlier  in  har  West  and  Soitlli 


The  GYPSY 


In  the  GYPSY  Caswell  offers  the  finest  mu- 
sical instrument  ever  produced  to  retail  at 
$25.00.  Nothing  comparable  to  it,  in  tone 
value  and  appearance,  has  ever  been  perfected. 
Comes  in  five  distinctive  colors.  Full  curved 
"S"  tone  arm,  latest  type  metal  diaphragm 
reproducer  of  highest  quality,  by  far  the  fin- 
est equipment  used  on  any  $25.00  portable. 
Powered  with  a  Flyer  motor.  Holder  for 
thirty-six  selections  and  full  nickel-plated  fit- 
tings. Truly,  the  GYPSY  is  the  world's 
greatest  value  in  portables — and  sales  prove  it. 

Priced  at  $25  Retail 

Slightly  higher  in  Far  West  and  South 


CASWELL  MANUFACTURING  COMPANY— Milwaukee 
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ELECTRICALLY  RECORDED 

8VVEST  52nd.  ST,  NEW  YORK  CITY 


Story  of  the  Panatrope"  in  Film  Form  Is 
Latest  Brunswick  Contribution  to  Trade 

Brunswick  Retail  Salesmen  Will  Be  Enabled,  Through  Use  of  Projector  and  Film  Which  De- 
scribe the  Panatrope  and  Its  Capabilities,  to  Illustrate  Their  Sales  Talks 


The  introduction  of  the  higher-priced  unit  of 
sale  in  the  music  industry  has  caused  the 
music  merchant  to  discard  many  of  the  time- 
worn  methods  of  merchandising  which  cannot 
cope  with  modern  conditions.  The  Brunswick- 
Balke-Collender  Co.,  Chicago,  has  been  promi- 
nent in  developing  new  plans  for  its  dealers 
to  use  in  this  more  highly  competitive  field. 

The  newest  Brunswick  development  of  this 
type  is  a  projector  and  film  which  tells  the 
"Story  of  the  Panatrope"  completely  in  pictures 
and  which  is  adapted  primarily  for  dealers' 
use,  so  that  the  dealer  and  his  salesmen  now 
have  a  more  powerful  "punch"  added  to  their 
selling  talk. 

The  Brunswick  company  is  confident  that 
visual  education  is  destined  to  be  a  real  factor 
in  the  selling  field  during  the  coming  year, 
for  many  of  the  largest  automobile  manufac- 
turers have  applied  it  to  their  own  selling 
problems  with  startling  results.  The  true  value 
of  the  idea  is  adequately  expressed  in  the  old 
Chinese  proverb — "One  picture  is  worth  ten 
thousand  words!" 

The  Brunswick  Co.  has  made  every  effort 
to  place  constructive  sales  material  in  the  hands 
of  the  dealers  and  salespeople  interested  in 
the  sales  of  Brunswick  products  and  has  been 
quick  to  realize  the  possibilities  of  the  projector 
and  film  as  a  silent  salesman  for  the  music 
dealer.  Even  though  the  projector  has  only 
been  applied  by  other  manufacturers  in  the 
training  of  their  own  organizations,  the  firm 
is  going  one  step  further  and  is  applying  the 
idea  to  consumer  selling. 

The  "Story  of  the  Brunswick  Panatrope"  has 
been  constructed  around  the  Panatrope  Sales- 
manship Course,  and  each  picture  shown  in  the 
film  will  suggest  to  the  student  of  the  Pana- 
trope Salesmanship  Course  constructive  ma- 
terial which  he  has  assimilated  during  his  study, 
and  he  will  find  it  very  interesting  to  visualize 
his  subject  and  talk  about  it  while  the  prospect 
is  centering  his  interest  on  the. picture  itself. 
The  salesman  will. appeal  to  two  senses  at  the 
same  time — sight  and  hearing. 

The  projector  fits  in  a  snug  little  carrying 
case,  easy  to  carry,  and  can  be  focused  down 
to  a  point  where  the  entire  picture  can  be 
shown  on  a  calling  card,  or  it  can  be  taken 
into  the  largest  auditorium  where  life-size  pic- 
lures  can  be  shown.  The  "Silent  Salesman," 
as  it  is  called,  is  expected  to  be  the  cause 
of  more  public  and  home  demonstrations  dur- 
ing 1927  than  ever  before.  The  projector  is 
not  a  moving  picture  machine,  but  a  still  picture 
machine  which  will  permit  the  salesman  lo 
make  a  sales  talk  while  he  is  operating  the 


instrument,"  "arid  it  is  so  constructed  that  at 
any  time,  if  he  wishes  to  refer  back  to  a  pre- 
ceding picture,  he  can  do  so  by  simply  turning 
a  small  roller  control. 

JThe  Brunswick  officials  believe  that  they  have 
taken  one  of  the  biggest  steps  forward  in.  retail 
selling  and  that  through  the  projector  and  film 
they  will  give  the  music  dealer  and  his  sales- 
men a  new  inspiration  in  their  work.  The 
"Story  of  the  Panatrope"  and  its  practical  ap- 
plication was  developed  by  the  sales  promotion 
department  of  the  Brunswick  Co. 


Oro-Tone  Go.  Introduces 

Important  New  Products 

Two  New  Tone  Arms  and  a  New  Reproducer 
Make  Their  Debut  in  the  Trade 


Three  new  products  are  being  introduced  to 
the  trade  at  the  present  time  by  the  Oro-Tone 
Co.,  phonograph  equipment  manufacturer  of 
Chicago.  They  comprise  two  new  tone  arms 
and  a  new  reproducer,  according  to  the  an- 
nouncement made  by  Leigh  Hunt,  treasurer  and 
general  manager  of  the  company. 

The  new  tone  arms  are  known  as  No.  F-l  and 
No.  88.  The  No.  F-l  arm  is  a  small-size  brass 
curved  arm  suitable  for  use  by  manufacturers  of 
table  type  phonographs  and  also  the  larger 
models.  It  is  practically  the  same  in  design  and 
construction  as  Oro-Tone  arm  No.  D-l. 

Composed  of  brass  and  copper,  the  No.  88 
curved  arm  has  been  designed  for  medium  and 
low-priced  talking  machines.  It  may  be  used  in 
cabinet  phonographs  and  is  also  said  to  be  very 
well  adapted  for  installation  in  portable  phono- 
graphs. 

The  new  Oro-Tone  reproducer  No.  24  bears 
the  trade  name,  "Chieftain"  and  is  equipped 
with  a  face  guard.  The  "Chieftain"  will  retail 
for  three  dollars  and  is  furnished  in  three  fin- 
ishes, gold,  nickel  and  oxidized.  Both  the  No. 
F-l  and  No.  88  tone  arms  are  supplied  in  the 
<;ime  finishes. 


New  Book  on  "Principles  of 
Modern  Radio  Receiving" 

"Principles  of  Modern  Radio  Receiving"  is 
the  title  of  a  new  book  on  radio  which  is  de- 
signed to  present  a  clear  and  logically  developed 
account  of  the  science  of  radio  receiving  in 
language  which  is  comprehensible  to  the  lay- 
man, The  author.  L.  Grant  Hector,  is  a  teacher 
<'f  physics  and  of  radio  communication  in  the 


University  of  Buffalo,  and  in  this  book  he  has 
presented  the  contents  of  a  series  of  semi-popu- 
lar lectures  on  radio  which  have  been  given  in 
the  university  for  the  past  three  years. 

The  layman  will  find  in  this  book  a  fairly 
comprehensive  treatment  of  the  subject  of  radio 
receiving  in  its  present  state  of  development. 
On  the  other  hand,  the  service  man  and  the 
radio  experimenter  will  find  much  concrete  in- 
formation which  should  clarify  and  increase  his 
knowledge  concerning  radio  receiving  sets.  The 
Burton  Publishing  Co.,  Buffalo,  N.  Y.,  is  the 
publisher  of  this  volume  and  the  price  is  $5. 


J.  J.  Schratwieser  Joins 

Grigsby  Go.  in  New  York 

Executive,   Well  Known  to  the  Trade,  Will 
Maintain  Headquarters  in  New  York 


T.  J.  Schratwieser  recently  joined  the  Grigsby- 
Grunow-Hinds    Co.,   Chicago,  manufacturer  of 

Majestic  power  units, 
and  will  maintain  his 
headquarters  at  the 
New  York  office.  He 
has  had  considerable 
experience  in  merchan- 
dising radio  products 
and  musical  instru- 
ments, especially  in  the 
Brooklyn  territory, 
where  he  is  now  rep- 
resenting Majestic 
products.  Mr.  Schrat- 
wieser will  work  under 
the  direction  of 
Herbert  E.  Young, 
Eastern  sales  manager 

J.  J.  Schratwieser       of  the  Grigsby-Grunow- 
Hinds    Co.,    who  has 
been  successfully  pushing  the  Grigsby-Grunow- 
Hinds  Co.  line  of  power  units. 


R.  R.  Records  Music  House 
Buys  Phonograph  Section 

Brownsville,  Tex.,  April  4. — The  R.  R.  Records 
Music  House  of  this  city  recently  bought  out 
the  phonograph  department  of  M.  Edelstien,  of 
Brownsville,  Tex.,  which  makes  the  establish- 
ment the  largest  phonograph  dealer  in  the 
valley. 

Mr.  Records  has  been  a  Columbia  dealer 
for  a  number  of  years.  He  has,  however,  only 
been  in  Brownsville,  Tex.,  for  the  past  year, 
moving  there  from  Houston,  Tex.,  where  he  ran 
an  exclusive  Columbia  shop. 

At  the  time  Mr.  Records  took  over  the 
stock  of  the  M.  Edelstien  Co.  he  secured  the 
services  of  Miss  Adelaide  Lerma,  who  has  been 
in  charge  of  the  M.  Edelstien  Co.'s  record  de- 
partment for  a  number  of  years. 
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Farrand 


an  you  afford 
not  to  be  a 
Farrand  dealer 


FARRAND  MFG.  CO.,  INC.   -   LONG  ISLAND  CITY,  N.  Y. 
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H.  E.  Yorke  Now  With 
Brunswick  Recording  Studios 

Formerly  Special  Sales  Representative  and  Has 
Had  Valuable  Experience  for  New  Work — 
Will  Be  on  Outlook  for  New  Recording  Talent 


H.  Emerson  Yorke,  formerly  special  sales  rep- 
resentative, manager  of  the  publicity  department 
and    editor    of    Brunswick    Topics    for  the 


Mr.  Yorke  is  well  fitted  for  his  new  work 
irom  his  experience  in  the  various  branches  of 
the  Brunswick  Co.  and  through  his  former  con- 
nection as  manager  of  the  mechanical  depart- 
ment of  M.  Witmark  &  Sons  Co.  Since  joining 
the  Brunswick  organization  Mr.  Yorke  has  been 
in  a  number  of  positions,  including  the  direc- 
tion of  publicity  and  sales  promotion  of  the 
Eastern  division,  manager  of  the  record  de- 
partment of  the  New  York  branch,  Panatropc 
field  demonstration  work,  and  through  his  suc- 
cess in  this  work  he  was  selected  as  one  of 
five  men  as  a  special  representative  operating 
through  the  general  offices  of  the  company  in 
Chicago.  He  was  then  placed  in  charge  of 
publicity,  holding  this  post  until  his  recent 
appointment  to  the  New  York  laboratories. 


Organizes  Radio  Complaint 
and  Prosecution  Bureau 


The  Radio  Board  of  Trade,  Inc.,  primarily 
organized  for  the  issuance  of  credit  reports  and 
the  collection  of  delinquent  accounts  in  the 
industry,  to  protect  not  only  its  members,  but 
all  factors  in  the  industry,  has  organized  and  is 
now  operating  its  "Complaint  and  Prosecution 
Bureau."  It  will  act  as  a  clearing  house  and 
credit  information  bureau,  but  will  also  con- 
duct investigations  and  the  prosecution  of  dis- 
honest sales,  bankruptcies  and  an}-  other 
fraudulent  transactions. 


H.  Emerson  Yorke 

Brunswick-Balke-Collender  Co.,  has  been  trans- 
ferred to  the  New  York  recording  laboratories 
of  the  company.  His  new  duties  are  many, 
principally  to  scout  for  new  songs  for  record- 
ing, necessitating  a  close  contact  with  music 
publishers,  dance  leaders,  theatres,  supper  clubs 
and  motion  picture  houses.  Mr.  Yorke  will  also 
be  on  the  alert  for  new  recording  talent  and 
will  make  arrangements  for  tests  of  their  re- 
cording abilities. 


Secures  Victor  Agency 

The  Dalles,  Ore.,  April  6. — The  agency  for 
Orthophonic  Yictrolas  and  Victor  records  has 
been  awarded  to  the  Carlisle  Book  Store,  which 
has  been  remodeled  to  provide  space. 


The  Sanger  Music  Corp.,  Dallas,  Tex.,  has 
been  incorporated  with  a  capital  stock  of  $5,000. 
The  incorporators  are  Edwin  L.  Sanger,  Fred 
M.  Rothschild  and  E.  C.  Taylor. 


-AGGRESSIVE 


Gold  Seal  Wins 

Aggressive  sales  promotion  and  active  dealer  sup- 
port have  won  unprecedented  success  for  the  Gold 
Seal  Line. 

That  means  quicker  turnover  and  bigger  net 
profits  for  Gold  Seal  jobbers  and  dealers — no  won- 
der they  are  enthusiastic! 

All  the  new  types  as  well  as  the  standard  tubes 
finest  materials,  design  and  workmanship — superior 
tone  quality  and  longer  life — backed  by  an  extensive 
national  advertising  campaign  and  the  liberal  guar- 
antee of  a  strong  company  whose  square  deal  policy 
is  famous — 

Why  are  you  not  sharing  in  the 
profits  of  this  fast  selling  line? 

Mail  coupon  today  for  full  details 

GOLD  SEAL  ELECTRICAL  CO. 

Incorporated 
250  PARK  AVE.,  NEW  YORK 
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Edward  S.  Riedel  Appointed 
Sales  Manager  of  Raytheon 

Former  Reichmann  Co.  Official  Possesses  Wide 
Acquaintance  in  Radio  Field  and  Has  Had 
Valuable  Experience  for  New  Post 


Cambridge,  Mass.,  April  5.— Edward  S.  Riedel, 
formerly  vice-president  in  charge  of  sales  of 
ihe  Reichmann  Co.,  assumed  the  post  of  general 


Edward  S.  Riedel 

sales  manager  of  the  Raytheon  Mfg.  Co.,  of 
this  city,  on  April  2.  Mr.  Riedel  is  well 
equipped  for  his  new  duties,  being  an  executive 
<u  long  experience,  for,  in  addition  to  his  radio 
experience,  he  was  for  seven  years  connected 
with  the  B.  F.  Goodrich  Rubber  Co.,  in  charge 
of  national  accounts  and  manufacturers'  original 
equipment  sales. 

The  Raytheon  Mfg.  Co.,  with  which  Mr. 
Riedel  is  now  associated,  manufactures  the 
Raytheon  tube,  used  in  many  of  the  best-known 
makes  of  "B"  battery  eliminators.  Mr.  Riedel 
is  at  the  present  time  formulating  new  sales 
plans,  which  will  be  announced  within  the  next 
few  weeks. 


Schultze  Represents  Empire 
Phono  Parts  Go.  in  East 

During  the  recent  visit  to  New  York  of  Win. 
J.  McNamara,  president  of  the  Empire  Phono 
Parts  Co.,  Cleveland,  O.,  he  announced  the 
appointment  of  F.  C.  Schultze  as  Eastern  rep- 
resentative, with  headquarters  at  11-19  Moore 
street,  New  York.  Mr.  Schultze  has  had  a 
wide  experience  as  a  business  man  and  has  also 
given  considerable  attention  to  the  development 
of  export  trade.  In  this  connection  he  will  look 
after  the  export  interests  of  the  Empire  Phono 
Parts  Co.  in  South  America,  Australasia,  Europe 
and  the  Far  East. 


Philco  Campaign  Addresses 
Victrola-Radiola  Dealers 

Philadelphia,  Pa..  April  2.— The  Philadelphia 
Storage  Battery  Co.,  of  this  city,  manufacturer 
of  Philco  diamond  grid  batteries,  and  Philco 
radio  "A"  and  "B"  socket  powers,  is  address- 
ing a  special  campaign  to  Victor  dealers  upon 
the  Philco  socket  power.  It  is  pointed  out  that 
each  customer  who  has  bought  a  Victrola- 
Radiola  combination  equipped  with  dry  cells 
can  be  sold  a  Philco  socket  power  that  can  be 
operated  from  the  h.<u<e  current.  The  Philco 
Co.  has  olfered  to  send  a  forceful  sales  letter 
to  the  Victor  dealers'  li>t  of  customers  and  has 
also  supplied  each  Victor  dealer  with  a  display 
card  for  his  machines  and  booklets  for  his 
counters. 


April,  1927 


THE    TALKING    MACHINE  WORLD 


57 


1 


You  Most  Certainly  Should  Consider 
Before  Selecting  a  Radio  Line 


Wha  is  the  manufacturer?  Has  he  a  reputable 
name  of  long  standing?  What  experience  has 
he  had  in  the  manufacture  of  electrical  prod' 
ucts?  What  facilities  has  he  for  production  and 
delivery?  How  long  will  he  be  in  the  radio 
business?  • 

Stewart- Warner  is  internationally  known 
as  a  successful  manufacturer  of  highest 
financial  standing.  For  twenty  years  they 
havebuiltmechanicalandelectricalequip- 
ment  and  are  today  the  largest  manufac- 
turers of  their  kind,  with  adequate  space 
and  manufacturing  skill.  Just  as  they 
have  obtained  a  leadership  in  the  auto- 
motive accessory  field,  so  are  they  stead- 
ily climbing  toward  a  like  position  in  the 
radio  business.  A  dealer  franchise  will 
be  worth  more  with  each  succeeding  year. 

Does  he  offer  you  a  complete  line  with  a  price 
range  that  will  enable  you  to  sell  all  prospects? 

Stewart- Warner  offers  both  cabinet  and 
console  models  with  a  wide  price  range 

— an  excellent 
Reproducer 
and  Stewart- 
Warner 
Tubes;  the  fa- 
mous Match- 
Unit  combi- 
nation. 


4 


Is  he  given  to  radical  departures  in  manufac- 
turing. 

Stewart -Warner  does  not  make  a  prac- 
tice of  using  their  dealers  as  experimental 
outlets  for  "trick"  hook-ups  and  fanci- 
ful designs. 

Is  the  name  nationally  known  and  the  line  na* 
tionally  advertised? 

Stewart -Warner  have  been  consistent  na- 
tional advertisers  for  years.  During  1927 
Stewart -Warner  Matched  -  Unit  Radio 
will  be  advertised  in  magazines,  billboards, 
newspapers  and  over  the  air  through 
Station  W.  B.  B.  M.  the  Stewart -Warner 
Air  Theatre. 

Will  his  dealer  policy  protect  you  against 
"next'door"  competition  on  the  same  radio? 
How  about  protection  against  price  reductions? 

As  each  Stewart-Warner  Wholesale  Dis- 
tributor has  a  certain  territory  in  which 
he  alone  operates,  he  can  and  does  place 
dealers  so  that  their  selling  efforts  should 
not  over-lap.  No  dealer  is  placed  so  near 
to  another  Stewart- Warner  Dealer  as  to 
"cut  in"  on  his  rightful  prospects.  The 
Stewart-Warner  Protective  Franchise 
gives  complete  protection  against  fac- 
tory price  reductions. 


Model  355— One  of  the  latest 
Six-Tube,  One-Dial  Console 
Models.  Other  attractive  cabi- 
net  and  console  models  priced 
from  $50  to  $400 


f  What  do  his  jobbers  offer  you  in  the  way  of  co'Operation  and  service? 

As  Stewart -Warner  Wholesalers  handle  no  other  radio  they  are  in 
the  best  position  to  give  you  all  co-operation  and  assistance  within, 
reason.  Although  Stewart -Warner  Blue -Ribbon  Dealers  are  ex- 
pected to  adequately  service  Stewart- Warner  Radio,  every  Whole- 
saler has  a  technical  man  to  assist  dealers'  service  men. 

(T+O  C+^fl 

The  Stewart- Warner  Dealer  Franchise  is  a  sound  radio  merchandising 
plan  that  assures  a  permanent  and  profitable  business  for  any  dealer  that 
will  live  up  to  it.  Begin  to  build  now  for  permanency.  A  word  from  you 
will  put  a  Stewart- Warner  Representative  in  touch  with  you  immediately. 

STEWART- WARNER  SPEEDOMETER  CORPORATION 

CHICAGO,  U.  S.  A. 
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Michael  Ert  Re-elected  President  of 

Wisconsin  Radio  Trade  Association 

Association  Launches  Six-Week  "Ask  'Em  to  Listen"  Radio  Campaign  to  Aid  Dealers'  Sales — 
Yahr-Lange  Co.  Introduces  Super-Ball  Antenna  Kit — Panatrope  in  Better  Home  Show 


Milwaukee,  Wis.,  April  7. — With  radio  sales 
continuing  big  with  both  wholesalers  and  re- 
tailers, expectations  of  a  busy  Summer  in  radio 
are  being  expressed  among  the  trade.  This  is 
especially  true  since  the  Wisconsin  Radio  Trade 
Association  inaugurated  its  six-week  "Ask  'Em 
to  Listen  Campaign,"  which  was  launched  at  a 
dealers'  meeting  given  by  the  Association  at 
the  Elks'  Club  in  Milwaukee  late  in  February. 

The  campaign  opened  on  March  1  with  a 
representative  number  of  dealers  and  radio 
salesmen  throughout  the  State  entering.  Rules 
of  the  drive  stated  that  all  sales  must  be  made 
at  list  price,  and  the  transaction  set  down  on 
the  Wisconsin  Radio  Trade  Association  Stand- 
ard Prospect  Card,  which  then  had  to  be  signed 
by  the  salesman  and  the  purchaser  and  okayed 
by  the  jobber.  Winners  were  rewarded  by 
gifts. 

Sponsors  of  the  booster  meeting  were  Julius 
Andrae  &  Sons  Co.,  Badger  Radio  Corp., 
Michael  Ert,  Inc.,  G.  Q.  Electric  Co.,  General 
Ignition  Co.,  Interstate  Sales  Co.,  Johnson 
Motor  Co.,  Radio  Specialty  Co.,  Yahr  & 
Lange,  Inc.,  Shadbolt  &  Boyd  Co.,  Standard 
Radio  Co.,  Tisch  Auto  Supply  Co.,  Harry  E. 
Weber,  Inc. 

The  Wisconsin  Radio  Trade  Association  also 
held  its  annual  meeting  in  the  Colonial  room 
of  the  Republican  Hotel  and  elected  officers 
and  directors  for  the  coming  year.  Michael 
Ert  was  re-elected  president  and  director  of 
the  Association  and  Sidney  Neu  was  re-elected 
secretary.  Clarence  Bates  was  named  vice- 
president  and  Eric  Pfleger  treasurer.  Sidney 
Neu  and  Mr.  Pfleger  were  also  elected  directors 
for  three  years. 

The  Association  outlined  briefly  its  plans  for 


the  establishment  of  a  downtown  office  that 
will  be  convenient  for  dealers  in  all  parts  of 
the  city,  suburbs  and  State. 

The  Samson  Radio  Stores  moved  their  down- 
town headquarters  from  192  West  Wrater  street 
to  219  West  Water  street,  where  they  are 
located  in  a  four-story  building. 

The  Interstate  Sales  Co.,  distributor  of  the 
Freed-Eisemann  line,  announces  that  Richard 
Zinke,  well  known  in  Milwaukee  radio  circles, 
has  taken  over  the  managerial  end  of  the  com- 
pany after  several  years'  absence. 

Fred  E.  Yahr,  of  Yahr-Lange,  Inc.,  Sonora 
distributor  in  Wisconsin,  states  that  he  and 
C.  F.  Colburn,  inventor  of  the  Super-Ball  an- 
tenna, recently  made  a  trip  through  Louisville, 
Bluefield,  West  Virginia;  Baltimore,  Washing- 
ton, Philadelphia,  Reading  and  Harrisburg,  Pa., 
where  they  visited  distributors  of  the  Super- 
Ball.  Mr.  Yahr  states  that  he  sold  700 
Super-Balls  on  the  trip  and  that  dealers  every- 
where were  highly  enthusiastic  over  its  per- 
formance. 

The  Yahr-Lange  Co.  is  introducing  the  new 
$35  Sonora  portable,  and  dealers  are  very  en- 
thusiastic. 

A  new  dealer-merchandising  feature  which 
the  Yahr-Lange  Co.  is  introducing  is  the  Super- 
Ball  Antenna  Kit,  which  has  been  made  up 
in  answer  to  the  numerous  requests  which  have 
been  received  for  it. 

Music  for  the  Fifth  Annual  Home  Show, 
which  was  held  in  Milwaukee  at  the  Auditorium 
during  the  latter  part  of  March,  was  furnished 
by  a  Brunswick  Panatrope,  which  was  placed 
there  through  the  courtesy  of  Edmund  Gram, 
Inc.  The  Brunswick  received  highly  favorable 
publicity. 


Beethoven  Week  was  fittingly  celebrated  in 
Milwaukee  and  dealers  and  wholesale  repre- 
sentatives did  a  great  deal  to  put  over  the 
week  in  a  successful  way.  The  centenary 
celebration  was  sponsored  by  the  Milwaukee 
Civic  Music  Association  and  was  opened  at  the 
Milwaukee  Art  Institute.  Edmund  Gram,  Inc., 
gave  the  use  of  a  Panatrope  to  the  Institute, 
together  with  a  number  of  Beethoven  records, 
which  were  played  every  day  at  noon.  The 
public  was  invited  to  attend  these  Brunswick 
concerts. 

Particularly  active  in  putting  across  the  cele- 
bration of  the  Beethoven  centennial  was  W.  E. 
Pugh,  Columbia  representative  for  the  Mil- 
waukee district.  Mr.  Pugh  took  an  active  part 
in  planning  for  the  week  and  in  interesting 
Columbia  dealers  in  the  city  in  celebrating  it. 
Stores  report  a  good  sale  of  Beethoven  records 
and  the  demand  for  Columbia  records  was  par- 
ticularly great. 


R.  M.  A.  Establishes 

an  Engineering  Division 

The  Radio  Manufacturers'  Association  re- 
cently established  an  Engineering  Division, 
composed  of  nine  executive  members,  with  H. 
B.  Richmond,  of  the  General  Radio  Co.,  in 
charge.  This  group  is  divided  into  units  of 
three  members  heading  three  sections,  as  fol- 
lows: the  standards  section,  safety  section  and 
the  technical  procedure  section.  The  standards 
section  is  already  a  going  organization  under 
the  guidance  of  A.  J.  Carter,  of  Chicago,  and 
at  a  meeting  of  the  section  held  recently  205 
men  representing  ten  companies  worked  out 
acceptable  standards  for  a  large  number  of 
parts  and  accessories. 

The  safety  section  is  now  being  organized 
and  will  set  to  work  to  eliminate  the  fire  and 
shock  hazards  from  the  operation  of  electrified 
sets.  The  technical  procedure  section  aims  to 
establish  uniform  methods  of  test  and  procedure 
in  rating  equipment. 


RADIO  CABINETS 


of 


Quality  and  Beauty 


Our  new  designs 
in  Radio  Cabinets 
are  ready  for 
shipment 
Solid  Mahogany 
bases  on  all  of  our 
cabinets 


Call  or  write  and  our  rep- 
resentative will  call  on  you 


Wt^t  Colonial  Jfflantel  &  Refrigerator  Co.,  3nc. 

494  JBumont  3benue  IBrooklpn, 

Glenmore  2341-2 


ONORA 

presents  three  new 


Portables  that  far 


surpass  anything 
heretofore  developed 


Remember  the  surprise  when  customers  first  heard  the  New  Type  Phono- 
graph? And  the  thrill  you  gave  with  the  first  Power -Tube  Cone -Speaker 
radio  demonstrations?     The  new  Sonora  Portable  is  equally  astonishing! 


RE  ATE  ST  IN^V°LUME 


No.  2  De  Luxe  Portable  Model — the  highest  type 
Portable  phonograph  ever  made — the  new  tonal  sys- 
tem encased  in  the  smartest  cowhide  traveling  case — 
its  burnt  leather  edges  and  its  smartly  rounded 
corners  make  this  a  piece  of  luggage  that  "round  the 
world"  travelers  will  covet.  It  is  /  5- 1 4  inches  wide, 
12  inches  deep  and  inches  hish  and  is  equipped 
with  the  No.  5  sound  bos.  The  record  container  car- 
ries over  thirty  selections. 


s50.00 


Richest  in  Tone  — 

J\[ew  Sonora  Portables 
Thrill  Dealers 

DEALERS  who  received  first  shipment  predict  the  greatest  summer-time 
season  in  their  history  through  Sonora's  sensational  invention 

— and  new  low  prices 


WHEN  the  new  Sonora  Port- 
ables were  announced  in  the 
March  publications,  Sonora  dealers 
were  impressed — they  looked  for- 
ward to  receiving  samples — and  when 
the  models  reached  them — ambition 
came  in  the  wake  of  their  amazement. 

With  the  wave  of  orders  were  these 
comments — "expect  to  secure  great- 
est volume  of  Portable  business  in 
our  history — not  only  will  this  new 
Sonora  sell  itself  to  everyone  inter- 
ested in  buying  a  Portable — it  goes 
even  further — it  interests  people  who 
never  even  thought  of  buying  a 
Portable.  Through  it  we  can  create 
a  new  and  greater  market — rush 
mats  for  newspaper  advertising  and 
literature — many  people  we  know 
have  always  wanted  a  Portable 
Phonograph,  but  they  wanted  real 
music  .  .  .  the  'toy  machine'  of  yes- 
terday, as  you  called  it,  would  not 
do,  but  now  everyone  is  a  prospect — 
the  rich,  deep-chested  tones  and 
great  volume  please  everybody." 

C-+-3  C+O 

And  the  price  range  is  so  wide  that 
"everybody"  can  afford  one,  begin- 
ning at  $25,  the  lowest  price  at  which 


No.  1  Sonora  Portable  in  smart  black 
fabrikoid  case,  "Sonora"  blue  lining,  strik- 
ing an  extremely  effective  color  combina- 
tion. It  is  14%  inches  wide,  12  inches  deep 
and  "H  inches  high,  and  only  13  pounds 
light.  Nine-inch  turntable — plays  two  10- 
inch  records  with  one  winding.  It  is 
equipped  with  the  No.  5  sound  box — the 
same  reproducing  unit  that  is  used  in  the 
newest  large  type  reproducing  phonographs 
which  gives  remarkable  volume  and  tone. 


f25.00 


a  quality  instrument  has  ever  been 
sold,  to  $50  for  the  cowhide-covered 
de  Luxe  model. 

C+O        C"+J  c^> 

Realizing  that  this  is  an  oppor- 
tunity for  Sonora  dealers  to  secure 
the  prestige  that  comes  through  lead- 
ership in  presenting  the  new — Sonora 
is  designing  the  most  constructive 
program  of  dealers'  help  advertising. 

A  famous  German  poster  artist 
has  been  commissioned  to  execute  a 
humanized  window  display  -  -  the 
most  elaborate  business-getting  dis- 
play ever  offered — complete  direct 
mail  plans  are  in  preparation,  ex- 
quisite brochures  in  full  color — news- 
paper advertising.  This  is  a  rare  op- 
portunity for  a  dealer  to  get  the 
greatest  volume  of  business  ever 
realized  on  a  quality  product — at  a 
time  when  profits  are  most  desirable. 

And  the  Portables  are  just  the  be- 
ginning of  the  greatest  line  in  the  his- 
tory of  the  Sonora  Company.  Wire 
now  for  possibilities  of  securing  the 
Sonora  franchise  and  for  advance 
samples  of  the  new  Sonora  Portable 
and  complete  details  of  the  new 
dealer  help  program. 


^ONORA 


an  Astounding 
volume  demonstration 

That  this  dealer  will  be  glad  to  make 


ANYONE  can  hear  a  Portable  in 
A.  a  quiet  demonstration  booth, 
but  when  you  buy  a  Portable  you 
want  to  take  it  out  into  the  woods, 
play  it  aboard  a  motor  boat  or  on  the 
beach  and  you  will  expect  to  hear  it 
above  the  throb  of  the  motor  and 
the  hum  of  hundreds  of  voices. 

This  dealer  will  be  very  glad  to 
place  the  Sonora  Portable  at  the 
farthest  end  of  his  store  and  take  you 
to  the  very  front  of  the  store,  or  if 
you  will,  even  outside  the  door.  He 
will  play  it  and  you  can  convince 
yourself  that  here  is  a  great  achieve- 


ment in  Portable  phonographs.  The 
deep  rich  tone  which  you  hear  and  its 
remarkable  volume  comes  through 
perfectly  over  this — the  longest  tone 
amplification  system  used  in  any 
Portable.  It  is  the  newest  invention 
of  Sonora's  acoustical  engineers.  The 
scientific  tapering  of  this  tone  pas- 
sage brings  out  maximum  volume. 

There  are  fifty-four  inches  of  tonal 
amplification  from  the  time  the  tone 
is  picked  up  by  the  new  reproducing 
type  sound  box  until  it  emanates 
from  the  mouth  of  this  new  sound 
chamber. 


Greatest  in  Volume 
—Richest  in 
Tone 


SONORA 
PORTABLE 


The  No.  2  Portable.  This  instrument — tbe 
No.  2  Sonora  Portable — is  truly  a  musi- 
cian's instrument.  In  it  is  the  longest  re- 
producing tone  chamber  in  any  medium  or 
low-priced  phonograph — the  54  inches  from 
tbe  sound  box  to  tbe  opening  giving  a  tone 
quality  until  now  found  only  in  high  priced 
phonographs.  Attractive  brown  fabrikoid 
case,  contrasting  tan  lining,  l sYi  inches 
u  ide,  12  inches  deep  and  8%  inches  high. 
The  record  container  carries  over  thirty 
selections 


Price 


;35.00 
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Kellogg  Radio  Broadcasting 
Saves  Many  Lives  in  China 

Broadcasting  Station  Maintained  in  Shanghai 
by  Kellogg  Switchboard  &  Supply  Co.  Used 
to  Warn  Foreigners  of  Peril 


The  Kellogg  Switchboard  &  Supply  Co., 
Chicago,  maker  of  Kellogg  radio  receivers, 
played  an  important  part  in  the  saving  of 
thousands  of  American  lives  in  China  a  few 
weeks  ago,  through  the  use  of  its  broadcasting 
station  in  Shanghai.  The  Kellogg  Co.  maintains- 
a  branch  office  in  Shanghai  under  the  manage- 
ment of  R.  E.  Delay,  and  all  of  the  equipment 
used  in  the  broadcasting  station  was  manufac- 
tured in  the  Kellogg  factory  in  Chicago. 

The  following  is,  in  part,  a  news  article  that 
appeared  in  the  Chicago  Tribune  on  March  29: 

"Although  radio  is  comparatively  new  in 
China,  thousands  of  American  and  other  for- 
eign residents  in  the  interior  of  the  country 
owe  their  lives  to  the  enterprise  of  the  Kellogg 
Switchboard  &  Supply  Co.,  1066  West  Adams 
street,  Chicago,  which  broadcast  daily  messages 
through  the  interior  to  the  foreigners  warning 
them  regarding  the  seriousness  of  the  situation. 

"Owing  to  the  breakdown  of  the  post  office 
and  telegraph  and  the  commandeering  of  the 
railways  by  the  military,  the  American  consular 
authorities  were  helpless  to  warn  the  foreigners 
to  get  out  of  the  interior.  The  Kellogg  Co. 
then  volunteered  its  services  to  the  American 
consular  and  naval  authorities. 

"The  station  has  been  broadcasting  regulai 
daily  programs,  both  in  the  Chinese  and  English 
languages,  while  on  Sundays  religious  services 
in  three  or  four  languages  have  been  sent  out. 

"The  American  missionary  refugees,  in  order 
to  show  their  appreciation,  sent  a  letter  to  the 
Kellogg  Co.  containing  many  signatures  and 
expressing  their  deep  thanks." 


Luncheon  Meeting  of  the 

KMA  Was  Well  Attended 


Members  Hear  Interesting  Addresses  and  Re- 
port of  the  Show  Committee 


The  radio  industry  was  well  represented  at 
the  monthly  luncheon  meeting  of  the  Radio 
Manufacturers  Association  held  at  the  Hotel 
Commodore,  New  York,  on  March  23rd.  A. 
T.  Hough,  president  of  the  association,  presided. 

Herbert  H.  Frost,  chairman  of  the  show  com- 
mittee, announced  that  more  than  seven  hun- 
dred radio  men  will  go  to  the  trade  show  in 
Chicago  on  June  13th  and  that  the  space  appli- 
cations have  been  heavily  oversubscribed. 

L.  S.  Baker,  executive  secretary,  declared  that 
the  radio  industry  in  general  was  highly  pleased 
with  the  manner  in  which  the  new  Federal 
Radio  Commission  is  approaching  its  work. 

Dr.  John  S.  Minton,  an  acoustical  engineer, 
addressed  the  meeting  and  told  of  scientific  in- 
vestigations which  he  described  as  the  basis 
for  efforts  to  develop  precise  apparatus  to  make 
measurements  intended  to  eliminate  the  use  of 
the  ears  in  loudspeaker  perfection.  Dr.  Min- 
ton's  talk  was  accompanied  by  an  interesting 
display  of  charts.  I.  G.  Maloff,  consulting  engi- 
neer and  associate  of  Dr.  Minton,  spoke  on  the 
characteristics  of  radio  sets,  accompanying  his 
talk  with  slides  and  graphs. 


Miller  Rubber  Go.  Earned 

$1,025,454  Net  in  1926 

The  Miller  Rubber  Co.'s  annual  financial 
statement  shows  net  operating  profits  of 
$1,025,454.73.  President  Jacob  Pfeiffer  stated 
that  the  financial  position  of  the  company  is 
sound,  with  current  assets  aggregating  $16,- 
890,968.18  and  current  liabilities  amounting  to 
$5,307,000.21,  or  a  net  working  capital  of 
$11,583,967.97. 


Kadio  Progress  Revolves 
on  the  Hub  of  Experience 
With  the  Support  of 
Quality  Merchandise. 

Brach  Products 
are  Carried  by  Every 
Jobber  and  Dealer 
Who  Is  Proud  of 
His  Merchandise. 


Kadio  Products 

LS.BRACH  MFG.  CO. 


NEWARK, 
N.J. 


MEMBER 


TORONTO 
CAN. 


Makers  of  the  Famous 

BRACH  LIGHTNING  ARRESTERS 
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Beethoven  Week  Observance  Proves  of 

Value  in  Stimulating  Sales  in  St.  Louis 

Distributors  and  Dealers  in  St.  Louis  Territory  Unanimous  in  Declaring  That  Sales  for  March 
Show  Increase  Over  Same  Month  of  Last  Year — Columbia  Branch  in  New  Home 


St.  Louis,  Mo.,  April  7. — Engendered  by  the 
showing  of  new  models  of  machines,  Beethoven 
week  and  similar  events,  business  in  the  talking 
machine  trade  during  the  month  of  March  has 
been  exceptional,  both  from  the  standpoint  of 
turnover  and  collection.  Virtually  all  lines 
show  a  substantial  increase  in  the  volume  of 
business  as  compared  to  the  same  month  last 
year. 

"The  first  quarter  of  1927  shows  a  remark- 
able increase  over  the  same  quarter  a  year  ago, 
both  from  the  standpoint  of  sales  in  Columbia 
Xew  Process  records  and  Columbia  Viva-tonal 
phonographs,"  declared  A.  G.  Bolts,  assistant 
manager  of  the  St.  Louis  and  Kansas  City 
branches    of  the    Columbia     Phonograph  Co. 


ftockford 

Hardware 


HARDWARE 
is  visible  to 
the  eye,  in  con- 
stant use  and  plays 
an  important  part 
in  giving  satisfac- 
tion to  a  customer. 

Rockford  Hard- 
ware merits  closer 
attention  by  you. 
It  stands  the  stiff  est 
test  of  all — side  by 
side  comparison. 

Ask  for  catalog 
18  and  samples. 

Rational  J[ock  Co., 
Rockford.  III. 

U.S.  A. 

Cable  Address:  Natlock 

Branch  Sales  Offices: 
Chicago,  111.  St.  Louis,  Mo. 

Cincinnati,  Ohio  Indianapolis,  Ind. 
Detroit,  Mich.  Jamestown,  N.  Y. 

Evansville,  Ind.       Los  Angeles,  Cal. 
Grand  Rapids,  Mich. Milwaukee,  Wis 
High  Point,  N.  C.     Seattle,  Wash. 
Sheboygan,  Wis. 


"After  a  careful  analysis  of  the  entire  territory 
covered  by  the  St.  Louis  and  Kansas  City 
offices  I  find  this  increase  for  the  quarter  is 
well  distributed  over  the  entire  territory,  no 
particular  district  in  the  territory  showing  a 
great  deal  more  strength  than  the  other  one. 

"The  upward  trend  of  our  company's  business 
in  this  territory  has  been  steady  and  has  borne 
out  predictions  made  in  the  early  part  of  1926 
that  the  demand  for  Columbia  merchandise  on 
the  part  of  the  music-buying  public  would  grow 
steadily.  A  great  number  of  dealers  have  been 
interviewed  by  the  representatives  of  these  two 
branches  during  the  past  two  months  and  at 
no  time  did  anyone  have  a  pessimistic  word 
to  say  relative  to  the  future  business.  On  the 
contrary,  all  dealers  are  of  the  opinion  that 
this  year's  business  will  increase  in  the  same 
ratio,  if  not  more  than  the  increase  of  1926. 

"Beethoven  week,  sponsored  by  our  company 
in  commemoration  of  the  one  hundredth  anni- 
versary of  the  death  of  that  famous  musician, 
has  proved  a  wonderful  boon  to  the  trade.  Its 
effect  on  business  has  been  tremendous,  while 
the  advertising  value  has  been  inestimable." 

Similar  optimistic  views  were  outlined  by 
officials  of  the  Artophone  Corp.  here,  distributor 
of  Okeh  records  and  other  instruments. 

"Sales  of  Artophone  portables  are  stronger 
than  ever,"  declared  Edwin  Schiele,  president, 
"a  new  hatbox  model  covered  in  imitation 
snakeskin  leatherette  having  been  added  to  the 
line.  Important  improvements  on  the  Arto- 
phone portable  are  being  made  at  the  present 
time,  which,  we  believe,  will  place  this  model 
in  the  fore  of  the  portable  field  as  the  acme 
of  portable  value." 

A  personal  appearanec  of  Boyd  Senter,  ex- 
clusive Okeh  artist,  at  the  Ambassador  Theatre, 
at  Ludwig's  music  house  and  the  Wellston 
branch  of  the  Thiebes  Music  Co.,  was  believed 
to  have  had  a  stimulating  effect  on  the  com- 
pany's products,  Mr.  Schiele  added.  Mr. 
Senter  also  autographed  purchases  of  his  new 
record  hit,  "New  St.  Louis  Blues,"  which  is 
experiencing  a  tremendous  sale  in  the  city. 

"We  are  anticipating  a  big  business,  due 
to  the  initial  showing  of  the  Automatic  Ortho- 
phonic  Victrolas,  which  are  being  received 
enthusiastically  by  the  men  and  women  of  St. 
Louis,"  asserted  R.  K.  Brandenburger,  of  the 
Koerber-Brenner  Co.  here,  distributor  of  Victor 
products. 

"Advance  showings  of  the  new  models,  made 
possible  through  the  Rotary  Club,  Lions'  Club, 
Advertising  Clubs  and  the  Junior  Chamber  of 
Commerce  and  the  Women's  Advertising  Club, 
have  resulted  in  a  manifestation  of  admiration. 
The  perfect  operation  of  'changing  its  own 
records'  is  the  latest  achievement  in  the  music 
world  and  has  proved  so  interesting  to  all 
who  have  heard  and  seen  it  that  it  is  surpass- 
ing all  expectations.  This  enthusiasm  is  not 
confined  alone  to  individuals,  but  all  our  dealers 
are  radiating  it." 

The  local  branch  of  the  Brunswick  Co.  still 
is  concerning  itself  with  acquainting  its 
dealers  with  the  new  Panatrope  salesmanship 
courses,  while  the  Edison  representative  here, 
the  Silverstone  Music  Co.,  has  reported  a  satis- 
factory volume  of  business  during  the  month. 

The  Koerber-Brenner  Co.  here  has  reported 
the  opening  of  a  new  account — the  Val  Rcis- 
Hoyd  Co.,  which  has  opened  a  new  store  in 
Clayton,  a  suburb  of  St.  Louis.  Val  Reis, 
formerly  of  the  Smith-Reis  Piano  Co.,  is  presi- 
dent, and  O.  S.  Boyd,  formerly  of  the  Baldwin 
Piano  Co.,  is  sales  manager.  The  organization 
is  handling  the  new  Orthophonic  Victrolas, 
Starr  pianos  and  Atwater  Kent  radios. 

The  Columbia  Phonograph  Co.  has  been 
formally  installed  in  its  new  home  at  125  South 
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Eighth  street.  The  company  has  taken  over 
virtually  the  entire  third  floor  of  the  Meyer 
Building  for  use  of  its  warehouse,  offices  and 
a  specially  designed  hearing  room. 

Thomas  Devine,  Columbia  representative  in 
the  States  of  Kansas  and  Nebraska,  and  W. 
Ockenden,  sub-branch  manager  of  the  Kansas 
City  branch,  were  in  the  city  during  the  month. 
Mr.  Devine,  who  was  assisted  by  Mr.  Ingram, 
special  representative  of  the  Beethoven  Centen- 
nial Committee,  was  successful  in  organizing 
practically  every  musical  society  in  the  States 
of  Nebraska  and  Kansas  on  the  special  plans 
promulgated  by  the  Centennial  Committee.  One 
of  the  teatures  of  their  work  was  the  acceptance 
by  the  Governor  of  Nebraska  of  the  chairman- 
ship of  the  Beethoven  committee.  Mr.  Ocken- 
den came  here  after  a  trip  to  Oklahoma  and 
reported  that  business  conditions  in  the  district 
were  very  good. 

Ray  C.  Layer  and  Herbert  Schiele,  vice- 
presidents  of  the  Artophone  Corp.,  have  just 
returned  from  a  brief  trip  to  Chicago,  where 
they  concluded  arrangements  for  Artophone 
trade  extensions. 

In  the  'radio  field  interest  was  centered  on  a 
banquet  given  at  the  Mayfair  Hotel  for  fifty 
representatives  of  local  Stromberg-Carlson  re- 
tailers given  by  George  A.  Scoville,  of  Roches- 
ter, N.  Y.,  general  sales  manager;  A.  J.  Robert, 
of  Kansas  City,  branch  manager,  and  Ovel  C. 
McCanne,  territorial  representative  for  the  com- 
pany. Messrs.  McCanne  and  Robert  addressed 
the  gathering  briefly,  and  Mr.  Scoville  made 
the  principal  address.  He  confined  his  remarks 
to  a  resume  of  the  organization  and  production 
of  the  Stromberg-Carlson  Co. 

"In  three  years'  time  our  radio  business  has 
grown  from  $100,000  to  $5,000,000,"  said  Mr. 
Scoville.  "We  must  attribute  this  growth  not 
to  mushroom  advertising,  but  steady,  consistent 
copy.  We  never  splurge  and  never  cut  a  price, 
in  fact,  guarantee  our  prices.  Radio's  greatest 
evil  is  the  dumping  of  distress  merchandise. 
The  company's  policy  is  not  to  make  radical 
changes,  but  rather  to  strive  for  continuous  im- 
provement. Stromberg-Carl-.on  is  one  of  the 
few  concerns  manufacturing  radio  that  maintain 
a  twelve-month  straight  line  production." 


Panatrope  on  Stage  of 
Harry  Richman  Night  Club 

A  most  novel  and  popular  way  of  using  the 
Brunswick  Panatrope  has  been  discovered  by 
Harry  Richman  at  his  Club  Richman,  one  of  the 
most  popular  rendezvous  of  night-life  in  New 
Vork.  Richman.  who  is  a  Rrunswick  artist, 
plays  his  records  and  standing  on  the  stage  be- 
side the  instrument  uoes  through  the  motions 
of  singing  the  song,  much  to  the  delight  of  the 
habitues  of  the  club.  Harry  Richman's  first 
Brunswick  record,  which  has  just  recently  been 
released,  has  already  come  under  the  classifi- 
cation of  one  of  the  best-selling  vocal  records 
in  the  Rrunswick  catalog.  It  is  "Muddy  Water" 
and  "Ain't  She  Sweet." 
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Something  NEW  Coming 

of  Interest  to  Every  Radio  Dealer — 
Watch  for  the  VESTA 
Announcement  in 
this  Publication 
May  Issue* 


The  Line  of  "  All-Y  ear-'Round"  Profits  I 
uM Will  Be  Still  Further  Augmented* 

to  nearest  Vesta  "»»^ 
Central  or  """"^ 
VESTA  BATTERY 

VZiE:^^^^    *****  VESTA  BATTERY  CORPORATION 

near  me  present  the  Vesta  <* 

□  Radio  toe  □  Auto  Battery  2100  Indiana  Ave.,  Chicago,  U.  S.  A. 

Name   ^^^^ 

Address   "^-.^  Makers  of  Vesta  Quality  Automobile 

c,«y  tIm'.w.:  Vi.Vii  sta" and  Radio  Batteries  —  for  30  Years 
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SlTbMALKINS'MACHINE 


IEpitor's  Xote — This  is  the  sixty-seventh  of  a  series  of 
articles  by  William  Braid  White  devoted  to  the  various 
interesting  opportunities  which  prevail  in  the  domain  of 
education  for  the  retailer  of  ta'-king  machines.  The  subject 
is  one  of  great  interest  and  we  commend  these  articles  to 
the  consideration  of  all  who  are  devoting  attention  to  the 
featuring  and  developing  of  the  musical  possibilities  of 
the  talking  machine.] 

Education  That  Pays 

The  Beethoven  centennial  celebration  has 
given  the  phonograph  trade  something  new, 
entirely  new,  to  talk  about.  The  reports  which 
have  come  in  from  all  sides  show  that  the 
time  was  ripe  for  just  such  a  large-scale  demon- 
stration of  the  musical  position  which  the 
phonograph  has  taken  during  the  last  foui 
years.  It  will  be  not  merely  useless  but  absurd 
for  anyone  in  the  future  to  talk  as  if  the 
higher  side  of  phonograph  merchandising  were 
something  of  merely  academic  interest.  It  has 
now  been  settled,  and  settled  for  good,  that 
the  phonograph  is  a  musical  instrument  of  the 
highest  class. 

Now,  will  the  merchants  be  able  to  capitalize 
this  demonstration?  There  is  no  reason  for 
their  not  being  able  to  do  so.  The  Beethoven 
celebration  showed  that  there  exists  throughout 
the  length  and  breadth  of  the  land  a  very 
powerful  and  growing  interest  in  the  music 
which  lives.  It  also  showed  something  less 
pleasing,  namely,  that  vast  numbers  of  rea- 
sonably intelligent  people  with  money  to  spend, 
and  no  grudge  against  the  phonograph  as  such, 
had  not  the  remotest  idea  that  a  whole  sym- 
phony had  been  recorded  in  full,  not  to  say 
all  the  immortal  Nine  of  the  master  sym- 
phonist. 

More  Possibilities 

The  two  things  can  be  brought  together  if 
only  the  retail  trade  will  make  it  a  matter 
of  business  policy  henceforth  to  take  every 
possible  opportunity  to  stress  the  musical  pos- 
sibilities of  the  talking  machine  after  the 
fashion  which  the  celebration  just  closed  so 
successfully  has  set  forth.  For  one  thing,  the 
awakened  interest  in  the  highest-class  record- 
ings can  be  evoked  again  on  the  same  principles 
during  at  least  the  remainder  of  1927,  for  the 
name  of  Beethoven  will  be  on  the  lips  of  every 
music  lover  during  the  whole  of  his  centennial 
year.  But  this  is  not  all.  Another  name,  per- 
haps quite  as  well  known  to  the  general 
record-buying  public,  is  the  name  Schubert. 
The  centennial  of  the  death  of  this  gifted 
youth  will  be  observed  next  year.  And  there 
will  be  other  opportunities  of  similar  kind  from 
time  to  time. 

But  the  point  of  immediate  interest  is  this: 
what  lesson  can  we  draw  from  the  recent 
events  which  we  may  apply  to  the  merchan- 
dising of  phonographs  and  records?  And  the 
answer  surely  is  that  the  most  powerful  weapon 
the  phonograph  trade  can  wield  is  contained 
in  the  phonograph's  musical  capacities  The 
phonograph  is  a  musical  instrument  of  superb 
quality,  of  now  almost  unlimited  power,  and 
of  indefinitely  large  and  varied  repertoire.  De- 
spite all  the  high-class  work,  however,  which 
has  been  done  upon  its  promotion  and  mer- 
chandising, the  fact  remains  that  what  it  is  and 
what  it  does  are  still  mystery  to  millions. 
Among  these  millions  are  still  registered  prob- 
ably the  greater  part  of  the  intelligent  music 
iovers  of  the  land.    It  is  among  such  as  these, 
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whose  numbers  are  steadily  growing,  that  the 
high-class  merchandising  of  to-morrow  must 
be  done. 

Not  Desirable,  but  Essential 

Featuring  the  musical  possibilities  of  the 
talking  machine,  therefore,  becomes  not  merely 
something  desirable  but  something  positively 
essential.  If  the  phonograph  industry  is  to 
continue  growing  and  spreading,  if  merchants 
are  to  find  their  selling  prosperous,  this  musical 
end  of  the  selling  game  will  have  to  take  first 
place;  not  merely  a  place  up  in  front,  but  first 
place.  And  about  that  statement  there  can  be 
no  qualification  whatever. 

What  does  this,  then,  imply?  It  implies  that 
the  phonograph  merchant  of  to-morrow  must 
do  a  great  deal  more  musical  demonstrating, 
in  public  and  in  private,  and  that  he  must  do 
it  a  great  deal  more  carefully.  The  whole 
thing  is  leading  straight  to  a  definite  technique 
of  demonstration.  And  the  very  first  principle 
of  this  technique  will  be  the  principle  of  mu- 
sical control.  The  salesman  will  no  longer 
demonstrate  to  a  customer  by  asking  the  latter 
to  choose  the  music  which  is  to  be  played, 
but  will  control  this  feature  until  the  points 
in  the  demonstration  have  been  covered.  After 
that,  when  the  sale  is  already  half-made,  the 
customer  may  be  encouraged  to  select;  but  not 
until  then. 

Principle  of  Control 

The  reason  for  insisting  on  this  principle 
of  control  is  simple.  Very  few  prospective 
purchasers  of  a  high-grade  phonograph  have 
the  slightest  idea  of  what  piece  of  music  will 
enable  them  to  realize  the  capacities  of  the 
instrument  to  the  best  advantage.  And  it  is 
just  this  point  of  impressiveness,  of  almost 
startling  power,  which  the  salesman  will  want 
to  drive  home  from  the  start.  If  a  purchaser 
"obviously  wants  a  high-class  machine  for  the 
purpose  of  providing  dance  music  on  a  big, 
fipe  scale,  the  salesman  will  naturally  see  that 
this  point  is  given  its  central  position  as  the 
sale  progresses;  but,  nine  times  in  ten,  to  start 
the  customer  out  with  listening  to  a  noisy  blast 
of  jazz  will  be  to  create  the  wrong  impression. 
The  thought  in  the  mind  of  the  customer  will 
almost  always  at  first  be  the  thought  that  the 
phonograph  is  only  a  more  or  less  good  sub- 
stitute for  real  "human''  music.  The  opening 
of  the  demonstration  should  be  devoted  to 
contradicting  this  idea.  The  most  immediately 
appealing  music,  to  the  general  run  of  custom- 
ers, is  vocal.  A  fine  record  of  a  familiar  song 
is,  therefore,  certain  to  be  a  winner,  especially 
if  it  be  done  in  a  good,  not  too  powerful, 
soprano.  After  this  comes  violin  music.  After 
this  tenor  singing,  then  the  'cello,  the  harp, 
military  band  and  symphony  orchestra.  The 
sequence  is  probably  not  entirely  correct,  and 
the  symphony  orchestra  certainly  is  creeping  up 
steadily  to  the  front  of  the  procession.  But 
what  has  been  written  may  stand,  as  an  ele- 
mentary statement. 

The  Dominating  Question 

The  question  of  this  technique  of  demon- 
stration is  likely  to  be  steadily  more  interesting 
and  important  as  improvements  are  made  in 
the  machines  and  in  the  records,  something 
which  is  certain  to  happen  at  intervals  from 
now  onwards.  More  and  more  such  a  tech- 
nique will  become  absolutely  necessary,  and  a 
great  deal  of  careful  work  will  have  to  be  done 
upon  its  development.  That  is  why  for  tiic 
moment  I  am  concerned  only  to  insist  upon 
one  point,  namely,  upon  the  principle  of  musical 
control.  This  principle,  once  more  stated,  may 
then  be  made  the  gravamen  of  this  article: 

The  first  principle  of  talking  machine  demon- 
stration is  the  principle  that  the  salesman  must 
control   the  selection   of  demonstrated  music 


until  he  has  brought  out,  and  secured  the  ac- 
ceptance of,  the  musical  sales  points  which  are 
fundamental  in  the  sales  process.  This  is  a 
very  simple  statement  indeed  and  to  many  will 
appear  to  be  very  elementary;  yet  it  js  a  state- 
ment which  needs  careful  consideration  and 
study,  for  it  is  one  of  those  things  with  which 
everyone  agrees  but  which  by  no  means  every- 
one knows  how  to  translate  profitably  into  fact. 


Distribute  Sparton  Radio 

Additional  distributors  of  Sparton  radio  re- 
cently enrolled  among  the  holders  of  this  fran- 
chise are  announced  by  the  Sparks-Withington 
Co.,  of  Jackson,  Mich.,  to  include  the  Morris 
Auto  Supply  Co.,  25  Henry  street,  Binghamton, 
N.  Y.,  and  the  Davis-Brown  Electric  Co.,  115- 
117  South  Cayuga  street,  Ithaca,  N.  Y. 


Unipower  AC-6-HA,  for  201.A  tubes  or  equivalent— $42.50. 

AC-4,for  199  tubes  or  equivalent— $33.00. 

Unipower  protects 
your  Profits  j 

WHEN  you  sell  Unipower  for  light-socket 
"A"  power  it's  always  a  clean  sale.  Instal- 
lation and  service  costs  don't  eat  up  your 
profit,  for  these  reasons: 

1.  Ease  of  Installation—  Unipower  combines 
Charger,  Battery  and  Master  Switch  in  one  unit. 
It  requires  no  special  wiring. 

2.  Automatic  Cut-Off—  The  automatic  cut-oflf 
principle  in  Unipower's  rectifying  cell  is  an  ex- 
clusive Gould  feature  and  guards  against  dam- 
aging overcharge. 

3.  Controlled  Charging  Rates  — In  addition  to 
the  proven  trickle  charge  rate  (adjustable  in  Uni- 
power to  any  set)  Unipower  employs  a  special 
rapid  charge  rate  for  emergency  use.This  saves  you 
from  troublesome  and  unprofitable  service  calls. 

One-switch  automatic  control  makes  it  im- 
possible for  users  to  forget  necessary  connec- 
tions. Internal  resistance  and  corrosion  are 
avoided  by  lead  wiring  throughout  the  battery 
compartment. 

Write  us  or  your  jobber  for  full  details  of 
this  profitable  line.  Gould  Storage  Battery 
Co.,  Inc.,  250  Park  Avenue,  New  York  City. 

Unipower  is  manufactured  by  the  makers  of  the  famous 
Gould  Batteries  for  automobiles,  submarines,  railways, 
farm-lighting,  fire  alarm  service  and  emergency  city-power 

Unipower 

A   JL    GOULD  PRODUCT 
AUTOMATIC  "A"  POWER  WITH  "B"  POWER  CONTROL 
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To  the  Radio  Trade: 

THE  Latour  Corporation  desires  to  call  to  the  attention 
of  the  radio  trade  that  it  is  the  owner  of  the  following 
issued  U.  S.  Letters  Patent  of  Marius  C.  A.  Latour,  which 
are  now  being  widely  infringed  by  manufacturers  of 
radio  receiving  apparatus : 

U.  S.  Letters  Patent  No.  1,405,523 

granted  February  7,  1922 
Reissue  Patent  No.  16,461 

granted  November  9,  1926 
U.  S.  Letters  Patent  No.  1,607,466 

granted  November  16,  1926 
U.  S.  Letters  Patent  No.  1,614,136 
granted  January  11,  1927 

The  Latour  Corporation  has  expended  large  sums  of 
money  in  perfecting  its  patent  situation,  and  intends  to 
enforce  its  legal  rights  thereunder  against  infringers. 

Among  those  who  have  already  acquiesced  in  and 
acknowledged  the  patent  rights  of  Latour  by  acquiring 
simple  non-transferable  licenses  are  the  American  Tele- 
phone &  Telegraph  Company,  the  Western  Electric 
Company,  and  the  Radio  Corporation  of  America. 

The  Latour  Corporation  hereby  gives  notice  of  its 
intention  to  promptly  and  vigorously  prosecute  all 
direct  or  contributory  infringers  of  the  above-identified 
Latour  Patents. 

It  also  directs  the  attention  of  the  Radio  trade  to  the 
fact  that  it  is  the  owner  of  the  following  issued  U.  S. 
Letters  Patent  of  Brillouin  and  Beauvais: 

U.  S.  Letters  Patent  No.  1,404,573 
granted  January  24,  1922 

U.  S.  Letters  Patent  No.  1,404,574 
granted  January  24,  1922 

U.  S.  Letters  Patent  No.  1,405,267 
granted  January  31,  1922 

U.  S.  Letters  Patent  No.  1,465,250 
granted  August  21,  1923 

Infringers  of  these  patents  will  also  be  promptly  and 
vigorously  prosecuted. 

LATOUR  CORPORATION 

15  EXCHANGE  PLACE,  JERSEY  CITY,  N.  J. 
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PRODUCTS 

Improve  With  the  Industry 

JOSEPH  E.  RUDELL 

83  Greene  Street,  New  York  City 

Canadian  Distributors :    Standard  Phono.  Supply  Co.,  Montreal 


Walter  M.  Fagan  Purchases      Everybody's  T.  M.  Co.,  Inc. 
Radio  Distributing  Firm         Housed  in  Entire  Building 


Former  Sales  Manager  of  Electric  Corp.  Pur- 
chases the  Los  Angeles  Interests  of  Pacific 
Wholesale  Radio,  Inc.,  a  Weil-Known  Firm 


Maker  of  Talking  Machine  Repair  Materials  and 
Distributor  of  Portables  and  Records  Occu- 
pies Five  Floors  in  Own  Building 


Los  Axgei.es,  Cal.,  April  4. — During  the  past 
month  the  Los  Angeles  interests  of  Pacific 
Wholesale  Radio,  Inc.,  one  of  the  largest  radio 
distributors   on   the   Pacific   Coast,  were  pur- 


Walter  M.  Fagan 

chased  by  Walter  M.  Fagan,  formerly  general 
sales  manager  of  the  Electric  Corp.  Asso- 
ciated with  Mr.  Fagan  in  the  purchase  was 
Orval  Peterson,  prominent  radio  man  of  Den- 
ver, Col.  The  firm  will  operate  under  the  name 
of  Pacific  Wholesale,  Inc.,  and  succeeds  to  all 
territorial  rights,  good  will  and  merchandise 
of  Pacific  Wholesale  Radio,  Inc.,  in  Southern 
California,  south  of  Tehachipi.  It  will  continue 
along  the  same  lines  and  under  the  same  gen- 
eral policies  as  heretofore.  The  lines  carried  in- 
clude Freed-Eisemann  receivers,  Cunningham 
tubes  and  Eveready  batteries.  Mr.  Fagan  will 
be  president  and  Mr.  Peterson  vice-president. 

T.  A.  Hartley,  president  of  Pacific  Whole- 
sale Radio,  Inc.,  announces  that  the  Oakland 
and  San  Francisco  offices  of  his  company  are 
not  affected  by  the  purchase  and  will  continue 
tperation  under  the  same  management. 


Philadelphia,  Pa.,  April  7. — Everybody's  Talk- 
ing Machine  Co.,  Inc.,  of  this  city,  maker  of 
Honest  Quaker  main  springs  and  talking  ma- 
chine repair  materials,  and  also  distributor  of 
portables,  Okeh  and  Odeon  records,  etc.,  now 
occupies  the  entire  building  at  810  Arch  street, 
this  city.  A  year  or  so  ago  Everybody's  Talk- 
ing Machine  Co.  purchased  the  building  at  the 
above  address  but  there  were  existing  leases 
that  prohibited  taking  possesssion  of  all  the 
space.  Everybody's  Talking  Machine  Co.  has 
now  purchased  all  the  existing  leases  and  se- 
cured possession  of  the  entire  building.  In  an 
announcement  made  by  Samuel  Fingrutd,  vice- 
president  and  treasurer  of  the  company,  he 
stated:  "The  acquisition  of  the  additional  space 
will  enable  us  to  arrange  one  of  the  most  com- 
plete and  modern  service  institutions  in  the 
world.  I  believe  that  we  are  the  only  service 
house  in  the  United  States  that  is  housed  in 
its  own  building.  We  will  now  have  five  floors 
devoted  to  our  own  use  exclusively  and  the 
building  being  our  own,  it  means  that  our  head- 
quarters will  be  permanent.  We  are  moving 
our  offices  to  occupy  the  entire  second  floor, 
taking  up  about  three  thousand  square  feet. 
This  will  give  us  sufficient  space  to  take  care 
of  our  many  friends,  who  in  the  past  have  been 
very  lenient  with  us  as  regards  to  office  ac- 
commodations, but  who  realize  that  in  the  past 
it  was  necessary  for  us  to  do  without  our  office 
comforts  to  space  to  provide  service  to  our 
customers.  Our  entire  building  will  be  recon- 
structed so  that  on  the  main  floor  there  will  be 
installed  a  particularly  attractive  showroom, 
and  the  stock  and  shipping  department  will  be 
entirely  reconstructed,  using  steel  throughout 
in  order  to  serve  our  many  good  friends  even 
better  than  in  the  past.  In  fact,  there  will  be 
about  fifteen  thousand  square  feet  now  devoted 
to  our  Honest  Quaker  business.  The  new  con- 
struction work  will  be  done  without  one  mo- 
ment's waste  of  time,  everything  being  so  ar- 
ranged by  our  architects  that  our  service  will 
be  continued  without  interruption.  It  will  take 
us  about  one  month  to  do  it,  and  consequently 


CONSTANTLY  INCREASING  SALES 

■  re  tmtlfvtiii  to  the  »op*rior  quality  of  oor 

COTTON  FLOCKS  FOR  PHONOGRAPH  RECORDS 

STEP  INTO  LINK   WITH  THE  BUYERS  OF  "QUALITY" 

CLAREMONT  WASTE   MFC.  CO.,  Claremonl,  IM.  H. 


IS 


on  May  1st,  the  day  on  which  we  celebrate 
our  eleventh  anniversary  in  business,  we  will 
be  able  to  show  the  trade  an  entire  building 
devoted  to  the  servicing  of  talking  machine 
parts." 


New  Plant  Being  Erected 
in  Newark  by  Gold  Seal  Go. 

A  new  plant,  which  it  is  said  will  have  a 
capacity  of  25,000  tubes  daily,  is  being  erected 
at  Newark,  X.  J.,  by  the  Gold  Seal  Electrical 
Co.,  Xc-w  York,  manufacturer  of  Gold  Seal  radio 
tubes.  Officials  of  the  company  state  that  a 
very  satisfactory  business  was  done  in  1926, 
and  they  are  experiencing  an  even  greater  de- 
mand for  Gold  Seal  tubes  this  year.  In  the 
erection  of  their  new  building  the  Gold  Seal 
organization  has  allowed  for  additional  expan- 
sion in  the  future. 


Garryola  Master  Portable 
in  Handsome  New  Attire 

Music  merchants  will  be  interested  in  the  new 
dress  of  the  Carryola  Master,  well-known  port- 
able. The  Master  now  has  a  hand-rubbed  fabri- 
koid  exterior,  further  enhanced  by  beautiful 
gold  air-brushing.  The  embossing  is  in  gold  of 
an  exceptionally  novel  and  attractive  tone.  Ex- 
terior and  interior  have  been  harmonized  in 
color  and  design.  Linings  are  in  ecruze  finish. 
Mr.  Hough,  sales  manager,  reports  universal 
enthusiasm  every  whee.  The  consensus  of 
opinion  indicates  that  the  new  Master  has 
greater  eye-value  than  ever  before. 


G.  H  Kiley  on  Trade  Trip 

George  H.  Kiley,  vice-president  and  general 
sales  manager  of  the  Farrand  Mfg.  Co.,  of  Long- 
Island  City,  X.  Y.,  maker  of  Farrand  speakers 
and  power  units,  left  recently  for  a  six  weeks' 
tour  of  Pacific  Coast  and  Southern  jobbing  cen- 
ters. Besides  renewing  acquaintances  with  his 
many  friends  in  the  radio  industry,  Mr.  Kiley 
will  talk  over  details  of  the  coming  plans  and 
advertising  arrangements  of  Farrand  speakers 
and  more  particularly  on  the  localized  adver- 
tising on  the  Farrand  "B"  eliminators  and  power 
amplifiers. 


Victor  Loudspeaker  Reduced 

A  drastic  price  reduction  was  announced  last 
month  on  the  Victor  Lumiere  radio  loud- 
speaker, the  list  price  now  being  $17.50.  This 
beautiful  clock  type  speaker  has  enjoyed  a  con- 
sistent demand  at  its  former  price  and  now,  with 
this  price  halved,  dealers  should  find  a  sales 
increase  of  large  proportions.  A  rebate  plan 
has  been  announced  that  provides  Victor  dealers 
with  a  Lumiere  speaker  for  every  one  purchased 
at  the  old  price  that  they  have  in  stock. 
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Stanford  Model,  List  $2j.fo 


Million  dollar  baby 
for  adoption 

This  youngest  member  of  the  Magnavox  family— Stan- 
ford Model  Cone  Speaker— has  a  rich  heritage  of  public 
good  will.  A  million  dollars  has  been  spent  for  adver- 
tising Magnavox  Speakers— untold  millions  of  dollars 
worth  of  publicity  in  publications  have  made  the  name 
Magnavox  literally  a  synonym  for  radio  speakers.  No 
speaker  name  is  better  known  or  more  favorably. 

The  sales  value  of  this  good  will  is  focused  upon 
your  store  the  minute  you  stock  and  display  Magnavox 
Cone  Speaker.  This  goes  for  Magnavox  sets  and  tubes 
also.  Write  us  for  money-making  sales  plan. 

THE  MAGNAVOX  COMPANY 

General  Offices  &  Factory,  Oakland,  Qalif.  Chicago  Sales  Office,  1315  S.  Michigan  Aye. 


^Magnavox 
NON-MICROPHONIC 

TUBES 
Now  made  in  wide  range 
of  types.  Amazing  per- 
formance and  extra  long 
life.  Anti-noise  feature 
gives  you  individual 
selling  point. 


^Magnavox 
CONE  SPEAKER 
UNIT 

Fits  any  cabinet.  Only  four 
screws  to  turn  for  installa- 
tion. Takes  wallop  from 
biggest  set.  Matches  qual- 
ity of  the  best  sets. 


Magnavox 

JL  *Jm     Sets  *  Speakers  *  Tubes 

SIXTEENTH  ANNIVERSARY  OF  MAGNAVOX  PROGRESS  IN  RADIO 


24-D-28 
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E.  R.  Manning  Reports  Awakening  Interest 

of  Public  Regarding  Talking  Machines 

Treasurer  and  General  Manager  of  Berg  Auto  Trunk  &  Specialty  Co.,  Inc.,  Upon  Completion  of 
9.000-Mile  Trip.  Tells  of  Impressions  of  Transcontinental  Trade  Survey 


If  SI  FY'S  GRAPHITE  PHONO 
 !Z  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  food. 
I*  prepared  in  toe  proper  consistency,  will  not  run 
out,  dry  up  or  become  sticky  or  rancid.   Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  50-pound  cans  {or  dealers. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FITRFKA  noiseless  talking 

uwnuufi  MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St.,  NewYork 


E.  R.  Manning,  treasurer  and  general  man- 
ager of  the  Berg  Auto  Trunk  &  Specialty  Co., 
Inc.,  of  Long  Island  City,  N.  Y.,  recently 
returned  from  a  9,000-mile  transcontinental  tour. 
Mr.  Manning  worked  South  through  Atlanta, 
Memphis,  New  Orleans  and  Dallas,  West  to 
Los   Angeles,  up  the   Pacific   Coast  via  San 


E.  R.  Manning 

Francisco,  Portland,  Seattle,  etc.,  and  back 
through  the  Northwest. 

While  Mr.  Manning  made  this  trip  primarily 
in  the  interest  of  Berg  Artone  products,  he 
also  made  it  for  the  purpose  of  studying  the 
talking  machine  situation  in  general  and  mak- 
ing personal  contacts  in  the  industry.  Mr. 
Manning's  viewpoint  is  rather  interesting: 

"While  my  company  has  had  an  indirect 
contact  with  the  music  trade  for  many  years, 
through  manufacturing  various  kinds  of  musical 
instrument  and  radio  cases,  it  is  only  within 
the  last  eighteen  months  that  we  have  had 
direct  contact  with  the  trade.  Formerly  our 
customers  in  the  industry  were  largely  manu- 
facturers, whereas  now  we  have  hundreds  of 
accounts  with  jobbers  and  dealers;  so  my  trip 
was  made   somewhat  as  a  newcomer  in  the 


phonograph  industry,  and  I  am  frank  to  say 
that  never  in  all  my  experience  have  I  had  as 
successful  and  satisfactory  a  trip  as  this  one 
just  completed.  I  wonder  whether  some  of  the 
men  who  have  been  in  this  industry  for  a  long 
time  have  not  perhaps  grown  somewhat  cal- 
loused and  fail  to  realize  its  pleasant,  refreshing 
and  ever-changing  aspects. 

"On  my  trip  I  met  many  kinds  of  travelers 
and  frequently  on  a  Pullman  or  in  my  hotel 
room  I  started  an  Artone  portable,  playing 
some  sweet  refrain  or  a  bit  of  jazz,  and  the 
whole  atmosphere  of  the  room  seemed  to  be- 
come animated  and  changed.  Perhaps  the 
group  had  been  talking  about  such  monotonous 
and  unromantic  things  as  steel,  cotton,  wheat 
or  even  real  estate,  but  when  I  started  talking 
about  my  business,  the  phonograph  business, 
and  played  a  few  records,  there  was  a  pleasure 
about  the  conversation  which  I  could  not  help 
but  notice  time  after  time. 

"In  other  words,  it  seems  to  me  that  we 
ought  to  be  happy  that  we  are  in  such  a  pleas- 
ant business,  that  is,  the  talking  machine  busi- 
ness. This,  of  course,  also  applies  to  all 
musical  instruments.  I  talked  with  many  sales- 
men among  jobbers  and  retailers  on  my  trip, 
conveying  this  idea  and  showing  them  that  if 
they  would  let  this  spirit  enter  into  their  work 
and  appreciate  the  industry  with  which  they 
are  connected  it  would  reflect  itself  not  only  in 
their  sales  reports,  but  I  honestly  believe  in 
their  personal  lives." 

Mr.  Manning  reports  that  in  his  wide  travels 
he  found  an  awakening  interest  on  the  part 
of  the  general  public  in  the  new  era  into  which 
the  phonograph  industry  has  entered.  He  feels 
that  if  the  general  public  can  be  made  to  realize 
that  modern  talking  machines  are  an  entirely 
different  thing  from  the  old  phonograph  and 
that  modern  records  are  entirely  different  from 
old  records,  this  awakening  interest  can  be  in- 
creased and  expanded  into  a  great  wave  of 
popular  demand,  and  this  means  sales  of  mod- 
ern phonographs  and  records. 

Another  point  of  observation  reported  by 
Mr.  Manning  is  the  ever-tightening  tie-up  be- 
tween radio  and  phonographs.     Both  articles 


are  drifting  nearer  and  nearer  together  so  far 
as  sales  outlets  are  concerned.  In  the  West 
and  Southwest  particularly,  where  towns  are  far 
apart,  radio  merchandise  is  in  many  cases  dis- 
tributed by  jobbers  of  drugs,  hardware,  elec- 
trical goods,  auto  accessories,  etc.,  and  many 
of  these  jobbers  are  now  entering  the  talking 
machine  field  in  order  to  utilize  their  radio 
sales  forces  to  the  fullest  extent. 

For  the  past  two  years  the  Berg  Co.  has 
produced  Artone  portable  talking  machines  and 
these  have  had  wide  distribution.  During  the 
Fall  of  last  year  the  Berg  Co.  also  introduced 
a  very  original  line  of  upright  and  console 
large  model  talking  machines,  also  under  the 
name  of  Artone.  Besides  their  tonal  qualities, 
these  machines  became  noted  for  their  exterior 
dressing  in  Fabrikoid,  finished  in  embossed 
reproductions  of  hand-tooled  leather.  The 
wide  reception  this  additional  line  of  Artone 
models  received  in  the  short  Fall  season  made 
such  a  favorable  impression  on  the  Berg  Co. 
officials  that  plans  for  a  much  wider  distribu- 
tion were  considered,  and  Mr.  Manning's 
country-wide  tour  was  for  the  purpose  of  con- 
solidating the  company's  present  position  and 
enlarging  its   distribution  outlets. 

Besides  a  line  of  eight  models  of  Artone  port- 
able talking  machines  and  the  four  table  model 
machines,  the  Berg  Co.  is  now  producing  four 
upright  models  and  two  console  machines. 
With  such  an  extensive  line  it  was  incumbent 
upon  Mr.  Manning  to  visit  personally  the  Berg 
present  distributors  and  their  prospective 
wholesale  outlets.  The  result  of  Mr.  Manning's 
trip  produced  wholesale  and  retail  representa- 
tion in  practically  every  State  in  the  Union. 
Also  he  returned  to  his  offices  with  commit- 
ments for  the  year  1927  which  will  justify 
factor}'  enlargements  and  make  necessary 
speedier  production. 

Mr.  Manning  says  that  several  Artone  innova- 
tions are  being  prepared  by  the  Berg  Co.  for 
its  exhibit  at  the  Music  Industries  Convention 
in  Chicago,  in  June. 

To  Place  Dealer's  Imprint 
on  Victor  Needle  Envelopes 

A  new  'form  of  service  for  dealers  was  re- 
cently inaugurated  by  the  Victor  Talking  Ma- 
chine Co.  This  consists  of  supplying  needles 
with  the  dealer's  imprint  on  the  envelope. 
Orders  will  be  accepted  in  lots  of  not  less  than 
5,000  envelopes  for  any  desired  assortment  of 
the  four  standard  sizes:  soft  tone,  half  tone,  full 
tone  and  extra  loud  tone. 

The  imprint  will  be  supplied  in  the  standard 
three-line  style,  although  special  requests  will 
be  complied  with  as  far  as  practical.  Adver- 
tising "slugs"  will  be  used  if  supplied  in  the 
proper  size  and  if  adaptable  to  the  paper  stock- 
employed. 


Sues  Ware  Receiver 


David  S.  Ludlum,  as  trustee  in  bankruptcy 
of  the  Music  Master  Corp.,  has  brought  suit 
in  the  Supreme  Court  against  Stark  B.  Ferris, 
as  receiver  of  the  Ware  Radio  Corp.,  for  $203,- 
424.  This  is  said  to  be  the  value  of  2,545  radio 
sets  that  were  alleged  to  have  been  transferred 
to  the  defendant  four  months  before  the  Music 
Master  Corp.  went  into  bankruptcy,  and  at  a 
time,  it  is  charged,  when  the  corporation  was 
actually  insolvent,  and  created  a  preference  in 
violation  of  the  Federal  Bankruptcy  Act. 


The  Latest — Most  Efficient 
Product  of  Its  Kind  on  the  Market 

The  Socket 


"A  &  B"  Power  Unit 

consists  of  a  six-volt  storage  battery  with  a  capacity 
of  forty  ampere  hours;  also  an  Acme  B  Power  Sup- 
ply Unit,  a  Two-Rate  Acme  Trickle  Charger  giving 
Yz  and  \Yz  amperes  (this  being  controlled  by  a  toggle 
switch),  and  the  Acme  Automatic  Control  Switch. 

Attractive  Container 

These  units  are  enclosed  in  a  permanently  attractive  steel  case  finely  finished  with 
crystalline  lacquer.  Bulbs  for  both  the  charger  and  B  Eliminator,  together  with 
the  necessary  cord  and  sockets,  are  included. 

Acme  "A  &  B"  Power  Units  will  keep  the  battery  on  any  Radio  Receiving  Set  prop- 
erly charged,  regardless  of  the  number  of  tubes  in  the  set.    Automatic  in  operation. 
Controlled  by  switch  at  set. 
Type  AB-1  complete,  ready  to  operate,  lists  at 

Sj>67»50     East  of  the  Rockies 

Ask  your  Jobber  or  write  us  for  information  also  on  the  Acme  "A"  Power  Unit  and  the  Acme 
Socket  "A  &  Ii"  Power  Unit,  and  other  Acme  Charging  Equipment  of  national  reputation 

The  ACME  ELECTRIC  and  MANUFACTURING  COMPANY 

1438  HAMILTON  AVENUE  CLEVELAND,  OHIO 


The  Talking  Machine  World,  New  York,  April,  1927 


B  US  I  NESS 

is 


GOOD! 


Due  to  the  cooperation  of  our  jobbers 
and  dealers,  and  the  appreciation  of 
the  buying  public,  we  are  happy  to 
announce  that  March    1927   was  the 

BIGGEST  MONTH 
IN  THE  HISTORY  OF 
THIS  COMPANY 


BERG  A.  T.  &  S.  CO.,  Inc. 

LONG  ISLAND  CITY,  N.  Y. 
Designers  and  Makers  of  Fine  Cases  for  20  Years 


The 

Outstanding  Features 
of  the  New 
Artone  De  Luxe 
Reproducer 

1—  Clear  natural  tone  through 
the  entire  musical  scale! 

2_  Amazing  volume,  especially 
■when  playing  the  new  elec- 
trically cut  records!! 

3 — Special  metal  Alloy  Dia- 
phragm that  will  not  blast  or 
weaken  under  severest  test!!! 

4  A    patented    rubber  gasket 

moulded  and  shaped  to  fit 
over  the  tone  arm,  forming 
an  airtight  and  rattleproo) 
connection!!!! 


ESPECIALLY  MATCHED  TO 
ARTONE  PHONOGRAPHS 


Artone  Phono- 
graphs, Models 
from  No.  65  up, 
now  equipped  with 
ihis  New  Repro- 
ducer. 


SOLD 
SEPARATELY 
AT 

$8.50L1ST 


Write  for  Catalog 
Showing  18  Models 
of 


No.  8  Model 
$15 


r 


Console 
and 
Consolette 

Models 
$65  to  $125 
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Important  Personnel  Changes  Feature 

Month  in  the  Metropolitan  Territory 

M.  Price  Appointed  Manager  of  Bloomingdale  Music  Department— W.  Schneider  With  Gimbel 
Bros,  as  Manager — Other  Changes — Feature  Beethoven  Recordings — Other  News 


Two  happenings  took  place  during  the  past 
month  which  had  the  effect  of  offsetting  a 
slowing  down  in  sales  occasioned  by  Lent  and 
other  factors.  They  were  the  centennial  ob- 
servance of  the  death  of  Beethoven  and  the 
introduction  to  the  public  of  the  new  Auto- 
matic Orthophonic  Victrola.  The  first  of  these 
events  consisted  oT  Beethoven  Week,  spon- 
sored by  the  Columbia  Phonograph  Co.,  which 
arranged  for  radio  broadcasts  over  a  network 
of  stations,  with  Walter  Damrosch  and  other 
artists  of  national  prominence  participating; 
the  issuance  of  a  Centennial  edition  of  Colum- 
bia Masterworks  recordings  of  Beethoven 
music;  the  supplying  to  dealers  of  a  mass  of 
helpful  tie-up  material,  including  window  dis- 
plays, counter  literature,  window  and  interior 
posters,  and  authoritative  booklets  dealing  with 
various  phases  of  the  great  composer's  life 
and  activities.  Other  companies  recognized 
the  importance  of  Beethoven  Week  and  issued 
helpful  sales  aids  to  their  dealers.  The  Auto- 
matic Orthophonic  Victrola  made  its  initial 
bow  to  the  public  on  Monday,  April  4,  after 
a  three-day  advertising  campaign  had  prepared 
it  for  the  new  and  revolutionary  instrument, 
and  resulted  in  Victor  dealers  experiencing 
somewhat  of  the  activity  which  was  felt  in 
November,  1925,  when  the  Orthophonic  line 
was  first  introduced. 

Important  Personnel  Changes 

Important  changes  affecting  the  management 
of  three  of  the  largest  musical  instrument  out- 
lets in  the  city  took  place  during  the  latter 
part  of  last  month.  They  were  the  resignation 
of  Meyer  Price  as  manager  of  Landay  Hall, 
Sixth  avenue  and  Forty-second  street,  to  accept 
the  management  of  the  talking  machine  de- 
partment of  Bloomingdale  Bros.'  department 
store,  succeeding  William  Schneider,  who  re- 
signed to  direct  the  activities  of  the  talking 
machine  and  radio  sections  of  Gimbel  Bros.' 
music  store.  Both  of  these  men  are  widely 
known  throughout  the  Eastern  trade  world  as 
having  been  prominent  in  various  managerial 
capacities.  Mr.  Price  was  for  years  connected 
with  Landay  Bros,  and  for  a  time  conducted 
his  own  music  store  in  Newark,  N.  J.  In  ad- 
dition to  the  New  York  store,  he  will  have 
the  direction  of  the  Brooklyn  .branch  of 
Rloomingdale's  exclusive  music  store. 

Mr.  Schneider,  who  was  selected  by  Gimbel 
Bros,  to  succeed  M.  Max,  made  an  enviable 
record  in  his  former  connection.  He  succeeded 
rierbert  Berkeley  as  manager  in  Blooming- 
dale's  in  February,  1926,  and  during  the  year 


under  his  management  the  talking  machine 
section  showed  an  increase  in  business  of 
approximately  $100,000.  At  the  time  of  writing 
no  successor  to  Mr.  Price  had  been  appointed. 

A.  R.  Filante,  who  was  appointed  manager 
of  the  talking  machine  and  radio  departments 
of  Fred.  Loeser  &  Co.,  Brooklyn,  N.  Y.,  some 
weeks  ago,  inaugurated  his  reign  by  rearrang- 
ing the  various  sections.  The  record  depart- 
ment was  remodeled,  the  radio  accessories 
were  moved  to  a  more  advantageous  position 
and  the  business  offices  of  the  music  section 
were  concentrated  in  the  rear  of  the  depart- 
ment. The  rearrangement  provided  additional 
display  space  for  instruments. 

Old  and  New  Victrolas  in  Theatre 
An  interesting  extra  attraction  was  presented 
cn  the  program  of  the  Coliseum  Theatre, 
Broadway  and  181st  street,  New  York,  for  four 
days  the  latter  part  of  last  month.  The  old 
and  the  new  Victrolas  were  played  and  the 
difference  between  the  two  was  so  surprising 
that  Victor  dealers  in  the  vicinity  benefited  by 
calls  from  residents  who  formed  part  of  the 
audiences.  The  record  business  of  the  L.  J. 
Rooney  Co.,  at  1451  St.  Nicholas  avenue,  took 
an  immediate  upward  spurt  following  the  per- 
formances and  many  likely  prospects  for  in- 
struments were  secured.  Lawrence  J.  Rooney, 
proprietor  of  this  store,  states  that  the  street 
car  advertisements  of  the  Victor  Co.  are  stimu- 
lating record  sales. 

Sales  Drive  on  Trade-ins 
During  the  past  month  all  of  the  branches 
of  the  Aeolian  Co.  in  New  York,  Brooklyn  and 
the  Bronx  had  their  annual  sale  of  radio  re- 
ceivers taken  in  trade  or  used  on  the  floor 
for  demonstration  purposes  and  it  was  unusually 
successful.  While  a  goodly  share  of  the  busi- 
ness accomplished  consisted  of  this  type  of 
merchandise,  many  who  called  to  buy  a  used 
set  decided  after  listening  to  the  newer  models 
to  pay  the  difference  and  get  the  latest.  The 
Radiola  line  is  the  leading  product  handled 
in  these  stores. 

Feature  Masterworks  Beethoven  Records 
The  talking  machine  section  of  Stern  Bros.' 
department  store  tied  up  with  Beethoven  Week 
■by  taking  on  the  Columbia  Masterworks  Bee- 
thoven records  and  putting  a  strong  advertising 
campaign  behind  them.  Miss  B.  B.  Steele, 
manager,  also  wrote  personal  letters  to  the 
store  customers  informing  them  of  the  quality 
of  the  records  which  were  on  sale.  ;;  The  re- 
sultant sales  '  were  most  satisfactory.  This 
store  gave  several  demonstrations  of  the  Auto- 


matic Orthophonic  Victrola  prior  to  the  regular 
day  of  its  introduction,  sending'  invitations  to 
a  selected  list  of  the  store's  customers,  and 
secured  orders  for  a  large  number  of  instru- 
ments to  be  delivered  as  soon  as  possible. 
J.  T.  Owens  Busy 
J.  T.  Owens,  Victor  dealer  at  1074  Flatbush 
avenue,  Brooklyn,  reports  radio  sales  holding 
up.  The  Radiola  line  is  proving  to  be  the 
most  popular  with  Flatbush  residents,  judged 
trom  the  demand  at  the  Owens  establishment. 
During  the  first  week  of  this  month  Mr.  Owens 
displayed  the  Automatic  Orthophonic  Victrola 
and  gave  practically  continuous  concerts  in  the 
store. 

Drive  on  Portables 

The  Landay  chain  of  stores  throughout  the 
metropolitan  district  put  an  aggressive  cam- 
paign behind  the  Polly  portable  talking 
machines  during  the  month  of  March,  featuring 
them  in  most  attractive  window  displays. 
News  Brieflets 

The  New  York  Band  Instrument  Co.,  in  both 
its  stores,  did  a  large  volume  of  business  in 
Columbia  Masterworks  Beethoven  records  dur- 
ing the  month.  Attractive  window  and  interior 
displays  called  attention  to  Beethoven  Week 
and  letters  were  s,ent  from  both  stores  to  cus- 
tomers intereste*d  in  the  better  type  of  music. 

The  firm  of  Weber  Bros.,  2202  Eighty-sixth 
street,  Brooklyn,  N.  Y.,  is  now  controlled 
solely  by  David  A.  Weber,  who  bought  out 
the  interest  of  Herbert.  Weber.  This  rst6re 
carries  the  complete  Victor  line. 

A  number  of  obsolete  models  of  radio  sets  and 
instruments  taken  in  trade  were  offered  at  one 
price,  regardless  of  make  or  condition,  at  the 
Flatbush  avenue,  Brooklyn,  store  of  E.  Blout, 
Inc.,  and  served  to  bring  in  customers,  most 
of  whom  became  interested  in  other  models. 

During  the  observance  of  Beethoven  Week 
the  Viennese  centenary  film,  "Beethoven,"  was 
shown  at  the  Wanamaker  auditorium  and  at- 
tracted large  audiences. 


100  Per  Cent  Sales  Gain 

Made  by  Carryola  Go. 

Company  Is  Adding  to  Personnel  and  Equip- 
ment to  Handle  Growing  Business 


The  Carryola  Co.  of  America,  manufacturer 
of  portable  phonographs,  reports  record  business. 
Sales  from  January  to  date  are  averaging  100 
per  cent  more  than  for  the  same  period  last 
year. 

The  Carryola  Co.  is  adding  to  its  personnel 
and  equipment  in  order  to  handle  its  rapidly  in- 
creasing business.  The  company .  reports  a  very 
satisfactory  reception  of  its  Carryola  Super- 
phonic  reproducer,  particularly  in  foreign  fields. 
One  Australian  jobber  recently  sent  in  an  order, 
for  3,000. 


The  New 

MUTUAL 


Brass  Drawn 

TONE  ARM 


Sizes  81 


Pat.  No. 
1228064 


is  a 


MASTERPIECE 

Mutual  Phono  Parts  Manufacturing  Corp, 

610-614  BROADWAY  (Cor.  Houston  St.)  NEW  YORK  CITY 
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F^itWmilng  Sales  ^Tinkles 

Use   Delivery  Trucks  for  Displays— How  Northwest  Trade  Association  Aids  Dealers— Keeps 
Record  of  Dates  of  Battery  Sales— Clever  Use  of  Business  Card— Window 
Display  Pushes  Single  Record— Other  Profitable  Stunts 


That  the  Polyphonewerke,  Inc.,  and  the 
Deutsche  Gramophone,  Inc.,  of  Berlin,  Ger- 
many, have  begun  actively  to  promote  the 
Brunswick  records  for  which  they  recently  have 
contracted  with  the  Brunswick-Balke-Collender 
Co.  is  evidenced  in  the  photographs  recently  re- 
ceived at  the  Chicago  offices  of  the  Brunswick 
Co.  Automobiles  carrying  revolving  signs,  un- 
usual cylinder-like  sign-posts  on  many  streets 
and  window  display  cards  and  signs  and  posters 


of  all  descriptions  with  the  unusual  picture  of 
the  sailor  holding  two  American  flags  has  be- 
come quite  a  common  sight  in  Berlin.  The 
interchange  of  record  matrix  between  the 
American  and  the  German  company  is  working 
out  to  very  good  effect  for  both  parties.  Ameri- 
can talking  machine  dealers  might  find  this  idea 
of  using  their  delivery  cars  for  record  ex- 
ploitation worthy  of  consideration. 

Association  Activity 

Associations  of  radio  dealers  throughout  the 
country  would  do  well  to  keep  in  constant  touch 
with  the  activities  of  the  Northwest  Radio 
Trade  Association,  for  this  body  of  radio  men 
is  at  all  times  on  the  alert  for  the  betterment 
of  the  trade  and  plans  policies  that  result  in 
profit  for  the  individual  dealer.  One  of  the 
latest  of  the  activities  of  this  organization  was 
the  inauguration  of  a  weekly  service  on  radio 
programs,  whereby  members  are  notified  sev- 
eral days  in  advance  of  the  best  local  and  long 
distance  programs  for  the  period  of  a  week. 
The  suggestion  accompanies  each  notice  that 
members  advertise  to  the  public  the  quality  of 
the  programs  that  can  be  heard  over  the  air: 
It  is  felt  that  people  who  do  not  own  a  radio 
set  can  best  be  appealed  to  by  telling  them  of 
the  entertainment  they  are  missing,  rather  than 
stressing  technicalities  of  a  set. 

Checks  Up  Battery  Sales 

Willie's  Radio  Shop,  23  Willoughby  street, 
Brooklyn,  N.  Y.,  which  does  a  large  accessory 
business,  upon  the  sale  of  every  dry  battery 
rubber-stamps  the  name  and  address  on  the 
purchase  and  writes  the  date  of  the  purchase, 
so  that  in  the  case  of  a  complaint  by  the  pur- 
chaser that  the  battery  does  not  give  service 
for  a  reasonable  period  the  proprietor  can  see 
at  a  glance  whether  or  not  the  complaint  is 
justified. 

Unusual  Business  Card 

An  unusual  form  of  business  card  is  used  by 
Charles  Beiscl,  controller  of  sales  of  the  Gen- 
nett  record  department  of  the  Starr  Piano  Co., 
Richmond,  Ind.  Mr.  Beisel,  when  the  occasion 
arises  to  produce  his  card,  hands  out  a  black 
and  gold  record  label,  identical  with  those  which 
appear  on  records — reading:  "New  Electrobeam 
Gcnnett — If  It's  a  Hit — It's  on  Gennett — The 
Record  with  a  Profit.  Chas.  Beiscl,  Controller 
of  Sales."  Dealers  and  their  salesmen  might 
adopt  this  idea  and  have  a  form  of  business 
card  which  in  appearance  suggests  the  thought 
of  music  and  makes  a  deeper  impression  on  the 


recipient  of  the  card  than  does  the  conventional 
slip  of  pasteboard. 

Builds  Customer  Good  Will 
On  every  envelope  which  contains  merchan- 
dise sold  at  Spargo  &  Co.,  music  dealers,  at  146 
West  Broad  street,  Hazleton,  Pa.,  the  following 
notice  is  printed:  "The  various  articles  of  mer- 
chandise on  sale  at  our  store  have  been  selected 
with  the  greatest  care,  and  it  is  our  hope  that 
every  purchase  shall  prove  entirely  satisfactory. 
If  it  does  not,  please  feel  perfectly  free  to  re- 
turn it  for  adjustment."  This  message,  which 
promises  nothing  that  is  not  understood  be- 
tween every  dealer  and  his  customers,  has  the 
effect  of  making  the  customer  feel  that  the  store 
is  reliable  and  worth  patronizing. 

Broadcasts  New  Becords 

The  exploitation  of  the  latest  record  releases 
by  means  of  radio  broadcast  programs  is  not 
new,  but  within  the  past  few  months  the  prac- 
tice seems  to  be  growing,  with  groups  of  deal- 
ers and  individual  stores  utilizing  the  air  to 
bring  the  music  from  the  talking  machine  into 
the  home.  The  Maine  Music  Co.,  of  Portland, 
Ale.,  has  been  broadcasting  every  day  (Saturday 
and  Sunday  excepted)  for  the  past  six  months, 
and  reports  a  considerable  increase  in  instru- 
ment and  record  sales,  in  addition  to  wide 
publicity  for  the  store  and  a  gain  in  prestige. 
The  program  of  recorded  music  is  given  from 
three  to  four  in  the  afternoon,  the  latest  Victor 
records  being  played  on  an  Electrola.  The  plan 
also  has  the  advantage  that  in  demonstrating 
radio  receivers  during  this  period,  when  the 
usual  station  programs  are  of  a  type  that  would 


not  permit  of  the  best  possible  showing,  not 
only  the  Maine  Music  Co.  but  other  dealers 
can  be  certain  that  by  tuning  in  on  the  station 
used  by  this  dealer,  the  best  of  the  world's  mu- 
sic can  be  received. 

Clever  Window  Display- 
One  of  the  factors  largely  responsible  for  suc- 
cess in  record  selling  is  the  proper  display  of 
the  recording  in  the  window.  Some  records 
through  their  titles  or  theme  lend  themselves 
to  clever  displays  that  attract  the  eyes  of  passers- 
by  and  immediately  arouse  a  desire  for  the  rec- 
ord in  question.  The  accompanying  illustration 
shows  how  Emil  Robbillard,  Columbia  dealer, 
of  Gardner,  Mass.,  featured  "Where  Do  You 
Work-a,  John?"  In  order  to  give  this  record 
special  sales  impetus  through  a  display,  he  pic- 
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tured  "John"  pushing  his  wheelbarrow  on  the 
"Delaware-Lackawan',"  with  the  result  that 
sales  of  this  record  reached  a  large  total. 


Kneupfer  &  Dimmock,  286  Essex  street, 
Lawrence,  Mass.,  attracted  some  large  audiences 
to  hear  the  new  Automatic  Orthophonic  Vic- 
trola  the  earlv  days  of  the  month. 


New  UDELL  Cabinet 


for 
Victrola 
No.  1*70 

The  new  portable  model 
No.  1-70  Victrola  is  sell- 
ing rapidly,  so  there's  a 
big  demand  ready  and 
waiting  for  this  new 
Udell  Cabinet  No.  403. 


List  only  $25 

THE  open  and  closed  views  at  left 
show  the  beauty  and  utility  of  the 
new  Udell  cabinet  No.  403.  It  con- 
forms exactly  in  style  and  finish  (ma- 
hogany) with  the  Victrola  No.  1-70. 
The  latter  can  be  slid  into  the  mould- 
ing, making  this  a  complete  unit  for  a 
total  list  of  only  $75,  compared  with 
$90  or  more  for  a  similar  standard  unit. 
Capacity,  6  record  albums. 

IT  rite  today  for  further  information 
and  complete  catalog 


THE  UDELL  WORKS,  Inc. 


28th  at  Barnes  Avenue 


Indianapolis,  Ind. 


April,  1927 


THE    TALKING    MACHINE  WORLD 


69 


50% 


more  than  on  a  $25  port- 
able is  the  profit  you  make 
by  selling  the 


Many  of  your  "$25  cus- 
tomers" will  prefer  the 
better  machine.  There's 
much  more  money  for 
you  in  a  $37.50  sale! 


■J2 


PORTABLE 


Folks  will  ask  for  "price" 


—yet  pay  for  "Quality 


THERE'S  so  much  difference  be- 
tween the  De  Luxe  and  cheaper 
machines  that  dealers  find  it  easy 
to  swing  most  folks  over  to  buy  the 
De  Luxe — they  come  to  inquire 
about  a  $25  portable;  they  end  by 
owning  a  De  Luxe. 

If  this  list  of  features  doesn't  ex- 
plain the  De  Luxe  preference,  then 
our  idea  of  what  makes  a  superior 
portable  phonograph  is  all  wrong. 


Check  them  over: 
L 


2. 
3- 

4. 

5. 
6. 
7- 

8, 


Heineman  DOUBLE-SPRING  Motor.  Positively  the 
finest  motor  of  its  size  in  existence.  One  winding  plays 
three  records. 

Phonic  Reproducer — regular  $7.50  value.  Wonderful 
tone. 


12-inch  turntable. 

Removable  Indexed  Record  Album, 
tects  twelve  records. 


Holds  and  pro- 
Re- 


Beautiful  cabinet  in  brown  mahogany,  veneered 
enforced  corners. 

Domes  of  Silence  protect  all  edges. 

Full  piano-hinged  cover. 

Handle  has  clearance  over  table;  does  not  need  to  be 
moved  to  edge  of  table  for  winding. 

All  hardware  is  brass,  heavily  plated. 

Tone  chamber  opens  to  give  any  degree  of  volume. 

No  need  to  detach  tone  arm  before  closing  the  case. 
(This  is  an  improvement  of  great  convenience.) 


Write  your  jobber — or  direct  to 


Consolidated  Talking  Machine  Co* 

Consolidated  Building 

227-229  West  Washington  St.,  Chicago 

Minneapolis:  1424  Washington  Ave.,  South.  Detroit:  2949  Gratiot  Ave. 
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Toledo  Retailers  Plan  Widespread  Demon- 
strations of  the  New  Victor  Automatic 

Brunswick  District  Representative  Aiding  Retailers   Through  Demonstrations  of  Panatrope — J. 
W.  Greene  Co.  Reports  50  Per  Cent  Gain  in  Talking  Machine  Sales 


Toledo,  O.,  April  6. — Phonograph  sales  for  the 
past  month  have  shown  an  increase  over  the 
same  period  of  last  year.  In  certain  stores  the 
gain  is  as  great  as  50  per  cent.  The  Beethoven 
Week  concerts,  music  shows  and  vaudeville 
have  each  contributed  to  the  sale  of  records. 
This  phase  of  the  talking-machine  business  is 
especially  satisfactory  at  the  present  time,  ac- 
cording to  dealers. 

Victor  Automatic  Introduced 

The  demonstration  of  the  Automatic  Ortho- 
phonic  Victrola  in  the  Commodore  Perry  Hotel 
was  well  attended.  The  affair  was  sponsored 
jointly  by  the  Cleveland  Talking  Machine  Co., 
the  Chicago  Talking  Machine  Co.  and  Grinnell 
Bros.  Arrangements  were  looked  after  by 
Warren  L.  Kellogg,  district  representative  of 
the  Cleveland  Co.  Demonstrations  of  the  new 
instrument  will  be  carried  on  extensively  by 
dealers  as  soon  as  the  machines  become  more 
plentiful. 

Effective  Panatrope  Demonstrations 

A.  G.  Burr,  Brunswick  district  representative, 
is  giving  dealers  much  sales  help  through 
demonstrations  of  the  Panatrope,  which  he  is 
showing  daily  to  various  groups  in  the  city. 
These  include  Ursuline  Academy,  all  of  the 
high  schools,  Toledo  State  Hospital,  bankers' 
banquet  and  in  the  lobby  of  the  Secor  Hotel. 
Outside  Toledo  the  Panatrope  was  demon- 
strated at  the  banquet  of  the  nurses  of  St.  Rita's 
Hospital,  Lima,  O.,  and  at  the  North  Man- 
chester, Ind.,  high  school. 

Reports  Sales  Gain 

The  Lion  Store  music  rooms  experienced  an 
increase  in  sales  of  Victor  and  Brunswick  prod- 
ucts the  past  month.  Columbia  records,  which 
were  taken  on  recently,  are  selling  consistently, 
according  to  .  Lawson  S.  Talbert. 

An  intensive  demonstration  program  of  the 
new  Automatic  Orthophonic  has  been  in- 
augurated. The  instrument  was  demonstrated 
at  the  Chamber  of  Commerce,  Commodore 
Perry  Hotel  lobby,  Exchange  Club,  Rotary 
Club,  Advertising  Club,  Credit  Men's  Associa- 
tion, Students'  Convocation,  Toledo  University. 

Orville  Schaffer  has  joined  forces  with  the 
house. 

Fifty  Per  Cent  Sales  Gain 

At  the  J.  W.  Greene  Co.  talking  machine 
sales  are  50  per  cent  greater  than  the  corre- 
sponding period  of  last  year,  according  to 
Robert  C.  Elwell,  manager.  The  department 
is    demonstrating  the  Automatic    Victrola  to 


various  groups  in  the  store  auditorium.  A 
series  of  letters  inviting  customers  to  hear  the 
instrument  was  mailed  to  a  long  list.  The 
house  will  present  rest  concerts  from  11  a.  m. 
to  2  p.  m.  each  day  next  week.  Both  Victor 
and  Brunswick  combinations  are  selling  briskly, 
declared  Mr.  Elwell. 

Strong  Demand  for  Combinations 

At  the  Whitney-Blaine-Wildermuth  Co.  the 
tendency'  is  decidedly  towards  combinations. 
Victor  and  Brunswick  lines  are  carried  here. 
The  A.  C.  Dayton  radio  is  featured  here.  The 
new  X-20  Victor-Radiola  with  the  Orthophonic 
tone  chamber  is  finding  favor. 

Open  Evenings  Proves  Profitable 

The  United  Music  Store,  located  in  the  the- 
atrical district,  finds  it  profitable  to  keep  open 
at  night.  Columbia  records  were  added  re- 
cently to  the  Victor  and  Brunswick.  The  store 
has  been  improved  by  the  addition  of  a  number 
of  display  cases  for  small  merchandise. 

Arranged  Special  Display 

The  Frazelle  Music  House  has  arranged  a 
special  display  of  the  Automatic  Orthophonic. 
Demonstrations  on  a  large  scale  will  be  a  fea- 
ture of  the  Spring  promotion  campaign.  A 
showing  of  portables,  including    the  Sonora, 


Victor  and  Lyon  &  Healy  models,  is  attracting 
attention. 

Brief  but  Interesting 

Flightner's  Music  House,  on  Cherry  street,  as 
a  Beethoven  Week  feature  employed  the 
Columbia  window  and  interior  displays.  Harry 
Skolnick  is  now  in  charge  of  the  radio  depart- 
ment here. 

The  Harmony  Music  Store,  988  Mt.  Vernon 
avenue,  Columbus,  O.,  was  formally  opened  to 
the  public  the  last  of  March.  Robert  A.  Gin- 
bey  is  president  of  the  new  company,  Albert 
Hoermle  is  vice-president  and  William  Hoermle 
is  secretary  and  treasurer  and  director  of  sales. 
The  concern  is  an  outgrowth  of  the  Hoermle 
Music  Shop  at  1895  Parsons  avenue.  Columbia 
and  Harmony  i  phonographs  and  records,  radio, 
etc.,  are  being  featured  and  plans  are  under 
way  for  aggressive  merchandising  of  the  lines. 

The  Interurban  Music  Shop,  Columbus,  O., 
was  opened  recently  by  Janet  M.  Furnis,  who 
was  formerly  associated  with  one  of  the  large 
Capitol  music  houses.  The  complete  line  of 
Columbia  machines  and  records  is  carried. 

The  Home  Music  Shoppe,  West  Broad  street, 
Columbus,  O.,  some  time  ago  added  the  Colum- 
bia line  of  machines  and  records  in  a  small 
way.  Demand  for  the  line  became  so  great  that 
the  full  line  of  Columbia  products  is  now  dis- 
played. 

The  Lippincott  Co.,  Bellefontaine,  O.,  is  con- 
centrating on  Columbia  phonographs  and 
records.  The  complete  line  is  dealt  in,  includ- 
ing Harmony  discs  and  machines. 


Jewel  Phonoparts  Go. 

in  New  Headquarters 

New  Home  in  More  Central  Location  in 
Chicago — W.  Tures  President  of  Company 
and  A.  H.  Davis  Vice-President  and  Treasurer 


now  president  of  the  company,  Mr.  Davis  vice- 
president  and  treasurer,  and  J.  Tures  is  sec- 
retary. 

According  to  an  announcement  made  recently 
at  the  headquarters  of  the  Jewel  Phonoparts 
Co.,  a  new  reproducer  and  other  products  of 


The  Jewel  Phonoparts  Co.,  Chicago,  manu- 
facturer of  reproducers  and  tone  arms,  recently 
moved  its  headquarters  to  a  more  central 
location  in  the  Boyce  Building,  Illinois  and 
Dearborn  streets,  a  few  blocks  north  of 
Chicago's  loop  or  business  district.  The  firm's 
new  quarters  are  now  on  the  sixth  floor  of  a 
modern  building,  the  space  leased  including 
both  office  and  salesrooms.  The  firm  was  or- 
ganized ten  years  ago  and  incorporated  in  1919. 
Since  1921  it  has  been  located  at  154  Whiting 
street. 

At  a  recent  meeting  of  the  board  of  directors 
it  was  announced  that  T.  E.  Davidson,  presi- 
dent of  the  company,  had  sold  his  interest  in 
the  firm  to  W.  Tures  and  A.  H.  Davis,  who 
have  been  officers  of  the  Jewel  Phonoparts 
Co.  for  the  past  several  years.    Mr.  Tures  is 


New  Home  of  Jewel  Phonoparts  Co. 

interest  to  the  phonograph  and  radio  trade  will 
soon  be  placed  on  the  market  and  detailed 
announcement  regarding  these  articles  will  be 
made  within  a  short  time. 


The  Super-Six  Console  (with  true  lingtt  dial  control)  #285.00 

Five  Tube  Models  £89.50  to  $146.50 

Six  Tube  Models  $2 10.00  to  #285.00 

Erla  receive™  licensed  under  application  for  tellers 
patent  of  Radio  Frequency  Laboraloriet,  Inc.  IRFL) 
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Electrical  Research  Laboratories 
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PERRYMAKI 
Radio  Q  tubes  v 

"distance    without  distort/on" 


Garters 


and 


Tubes 


Type  P.D.  200-A 
Super-Sensitive  Detec- 
tor New  Standard  base 

with  long  pins 


Type  R.H.  201-A 
Amplifier-Detector 
Standard  base 
with  short  pins 


Type  P.A.  112 
Power  Amplifier 
New  Standard  base 
with  long  pins 


PATENTED  PERRYMAN  BRIDGE 

□  □ 

RIGID  CONSTRUCTION 

□  □ 

TENSION  SPRINGS 


Neither  are  changed  frequently  enough.  It  would 
seem  unnecessary  to  remind  a  gentleman  that  he 
needs  new  garters,  yet  a  prominent  garter  com- 
pany has  found  it  profitable  to  do  so,  featuring 
the  slogan,  "How  did  your  garters  look  this 
morning  ?" 

Tubes  are  in  the  same  class  with  garters  so  far 
as  you  are  concerned.  An  old  garter  may  hold 
up  socks  efficiently,  but  weak  tubes  will  retard 
reception  indefinitely. 

Yet,  many  of  your  customers  put  off  the  purchase 
of  new  tubes  while  there  remains  a  flicker  of  life 
in  the  old  ones. 

Talk  new  tubes  to  every  customer.  It  is  a  simple 
matter  to  reach  behind  you  and  take  one  or  more 
tubes  from  a  shelf.  It's  a  simple  matter  to  tell  your 
customers  about  the  improvements  in  tubes  that 
have  done  so  much  to  advance  the  quality  of  re- 
ception. And  if  the  tubes  you  sell  are  Ferryman 
Tubes  you  can  be  certain  that  you  are  doing  your 
customers  a  favor  they  will  long  appreciate. 


Ferryman  Radio  Tubes  offer  you  a  substan- 
tial and  permanent  profit.  All  Ferryman  Tubes 
are  carefully  made,  rigidly  checked  and  mer- 
chandised under  common  sense  methods. 
Perryman  Distributors  are  prepared  to  co- 
operate with  all  dealers  on  advertising:,  dis- 
plays, newspaper  mats  and  prompt  deliveries 
of  tubes.  There  is  a  Perryman  Radio  Tube 
for  every  purpose,  listing  from  $1.75  to  $9.00. 


PERRYMAN  ELECTRIC  COMPANY,  INC. 

33  West  60th  St.,  N.  Y.  >*£^v  North  Bergen,  N.  J. 
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Retail  Sales  Maintain  a  Satisfactory 

Level  in  the  Cincinnati  Trade  Field 

George  P.  Gross  Co.  Opens  Large  Branch  and  Makes  Other  Plans  in  Program  of  Expansion — 
Columbia  Headquarters  Compelled  to  Expand  to  Handle  Rapidly  Increasing  Business 


Cincinnati,  O.,  April  9. — Talking  machine 
dealers  in  the  city  and  suburbs  report  business 
at  a  satisfactory  level,  with  a  good  demand 
for  all  grades  of  instruments,  from  the  cheapest 
to  the  most  expensive.  General  business  con- 
ditions are  good  and  increased  sales  are  looked 
for  as  the  Spring  advances. 

"Radio  Revue"  Creates  Interest 

Ford  and  Glenn,  a  famous  team  of  en- 
tertainers who  record  exclusively  for  the 
Columbia,  usually  referred  to  as  "The  Lullaby 
Boys,"  who  have  been  broadcasting  here  for 
some  time,  did  much  to  liven  up  the  demand 
for  talking  machines  and  records  by  giving  a 
"Radio  Revue"  in  the  fashionable  Emery  Audi- 
torium the  evenings  of  March  30  and  31.  The 
New  Process  Columbia  records  were  featured 
at  the  same  time  and  this  is  where  dealers 
reaped  a  benefit. 

Miss  Nan  Tighe  Made  Manager 

Miss  Nan  Tighe  has  been  made  manager  of 
the  Baldwin  Victrola  Shop,  operated  by  the 
Baldwin  Piano  Co.,  succeeding  Frank  LeFevre, 
who  has  been  in  charge  of  the  department 
several  years.  Miss  Tighe  has  rejoined  the 
Baldwin  sales  force  after  an  absence  of  three 
years. 

George  P.  Gross  Co.  Expanding 

The  George  P.  Gross  Co.,  1328  Main  street, 
has  just  opened  up  a  large  branch  store  in 
the  West  End,  at  2140  West  Eighth  street. 
Victor,  Brunswick  and  Columbia  talking  ma- 
chines will  be  carried  in  stock.  The  company 
is  preparing  to  move  its  Northside  store  into 
much  larger  quarters,  near  Knowlton's  Corner, 
the  business  center  of  that  suburb.  A  large 
building  has  been  purchased  by  George  P. 
Gross,  head  of  the  company,  and  this  is  to  be 
remodeled  at  once.  When  it  is  completed  and 
occupied  it  will  be  the  home  of  one  of  the 
largest  and  finest  suburban  stores  of  its  kind 
in  the  city. 

"Business  is  very  good  with  us  and  our  talk- 
ing machine  department  is  enjoying  a  fine 
volume  of  sales,"  stated  Mr.  Gross.  "The  new 
Victor  Automatic  Orthophonic,  which  we  are 
exhibiting  at  various  business  and  social  gather- 
ings, is  being  received  in  a  wonderful  way." 
Successful  Sales  Drive 

In  order  to  dispose  of  surplus  stock,  Louis 
H.  Ahaus,  proprietor  of  the  Brunswick  Shop, 
conducted  a  special  sales  drive  the  last  two 
days  of  March.  "The  sale  was  very  successful 


Amplion  Patrician 

AA18  List  $50 

(Illustrated) 


Quality 

reproduction  is  a 
powerful  sales  force 

TTSE  a  Patrician  in  your  demonstrations.    The  deep, 
mellow  tone  of  this  48"  air-column  model  will  help 
you  to  close  many  a  sale. 

Ampi.ion  Cone,  AC12  List  $30 

Customers  desiring  a  Cone  will  find  complete  satisfac- 
tion in  this  splendid  instrument  famous  for  its  natural 
tone. 

Ampi.ion  Grand,  AC1S  ....    List  $135 
This  Amplion  leader  employs  a  new  principle  of  re- 
production— combining  air-column,   cone   and  sound- 
hoard.    Handsome  walnut  cabinet. 

Write  for  details  of  the  complete 
Amplion  Line,  models  $12  to  $135 


aMPLIOn 


;2 


BP 


TTTE  AMTJJON  CORPORATION  OF  AMERICA 
Dept.  C.  280  Madison  Ave..  Now  York  City 


and  we  are  starting  off  our  Spring  campaign 
with  a  fine  display  of  new  stock,"  said  Mr. 
Ahaus.  "While  we  have  added  a  line  of  pianos 
to  our  stock,  we  are  not  letting  it  divert  our 
attention  from  talking  machines  in  any  way." 
Music  Industrial  Necessity 

The  talking  machine  is  an  industrial  neces- 
sity. This  has  just  been  pointed  out  by  an 
eminent  authority,  Dr.  Charles  M.  Diserius, 
professor  of  psychology,  in  the  University  of 
Cincinnati.  Music  increases  muscular  endur- 
ance, he  states  in  a  book  just  published,  allays 
fatigue  and  increases  the  rapidity  of  movements. 
In  a  test  of  300  workers  he  found  that  popular 
music  produced  by  a  talking  machine  speeded 
up  the  individuals  and  greatly  increased  the 
production. 

Columbia  Quarters  Enlarge 

The  Columbia  Phonograph  Co.  has  once  more 
enlarged  the  quarters  of  its  Cincinnati  branch 
by  taking  over  the  remainder  of  the  east  half 
of  the  fifth  floor  of  the  Methodist  Book  Con- 
cern Building,  at  222  West  Fourth  street.  The 
general  office  and  the  private  office  of  Miss 
Rose  Helberg,  the  manager,  have  been  moved 
to  the  front  of  the  building  and  a  fine  demon- 
stration room  has  been  fitted  out  in  adjoining 
space.  The  space  formerly  occupied  by  the 
offices  will  be  used  for  stock  and  storage. 


Radio  Receptor  Go.  Secures 
Important  Patent  License 

Negotiations  With  Radio  Corp.,  General  Elec- 
tric Co.,  Westinghouse  Elec.  &  Mfg.  Co.  and 
American  Tel.  &  Tel.  Co.  Concluded 


Negotiations  were  recently  concluded  between 
the  Radio  Receptor  Co.,  Inc.,  106  Seventh  ave- 
nue, New  York  City,  the  Radio  Corp.  of 
America,  General  Electric  Co.,  Westinghouse 
Electric  &  Mfg.  Co.,  the  American  Telephone 
&  Telegraph  Co.,  whereby  the  Radio  Receptor 
Co.,  Inc.,  is  licensed  under  the  patents  of  the 
aforementioned  companies. 

Ludwig  Arnson,  vice-president  and  sales 
manager  of  Radio  Receptor  Co.,  says:  "After 
years  of  development  work  on  powerized  radio 
devices,  it  became  apparent  that  the  work  of 
Hull,  Lowenstein,  White  and  others  would  have 
to  be  recognized  before  any  further  develop- 
ment could  be  continued." 

The  Radio  Receptor  Co.  has  been  a  pioneer 
manufacturer  of  radio  products.  It  is  said  to 
have  been  the  first  to  perfect  batteryless  socket- 
operated  radio  sets.  It  has  been  best  known 
to  the  general  public  by  its  product  known  as 
the  "Powerizer,"  a  combination  "B"  eliminator 
and  power  amplifier. 

Continuing,  Mr.  Arnson  said:  "We  feel  that 
in  securing  a  license  the  year  1927  will  be 
historical  in  radio  from  an  economic  stand- 
point. The  parting  of  the  ways  has  come.  The 
'adventurers'  in  radio  have  no  place  in  the 
industry.  Only  those  who  have  contributed 
to  the  art  will  move  forward.  The  final  move 
toward  stabilization  has  been  made.  The 
licensed  manufacturer  is  the  bulwark  between 
the  public  and  worthless  and  unreliable  prod- 
ucts." 

Lieut.  Greiff,  engineer  and  secretary  of  Radio 
Receptor  Co.,  states:    "It  is  to  the  interest  of. 
the  listening  public  to  have  the  radio  situation 
cleared  up.     There  have  been  too  many  irre- 
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sponsible  manufacturers  without  any  ideas  but 
to  cash  in  on  the  demand  of  the  instant. 

"Manufacturers  who,  by  reason  of  engineer- 
ing research  and  production  efficiency,  have 
something  to  offer  the  public,  will,  I  think, 
see  in  this  phase  of  the  radio  situation  a  long- 
promised  relief  from  the  kind  of  competition 
which  leaves  the  purchaser  disappointed  and 
gives  radio  such  a  bad  name. 

"We  are  now  in  a  position  to  give  the 
public,  by  our  various  types  of  Powerizers,  the 
use  of  the  new  power  tubes  for  their  old  sets, 
operated  from  the  lamp  socket,  and  to  give 
set  builders  power  units  to  build  into  their 
receiving  sets." 


Mohawk  Corp.  to  Celebrate 
Seventh  Anniversary  in  May 

Chicago  Concern  Founded  by  Gustav  and  Louis 
Frankel  Has  Achieved  Success  With  One-Dial 
Radio  Receiving  Set 


May  1  will  mark  the  seventh  anniversary  of 
the  Mohawk  Corp.  of  Illinois,  Chicago,  manu- 
facturer of  Mohawk  one-dial   radio  receivers. 


Gustav  and  Louis  Frankel 

The  Mohawk  Corp.,  known  originally  as  the 
Electric  Dealers'  Supply  House,  was  founded 
by  Gustav  and  Louis  Frankel,  president  and 
treasurer,  respectively,  and  from  its  organiza- 
tion it  has  made  rapid  progress  in  the  field. 
Many  years  of  strenuous  effort  were  required 
to  launch  the  idea  of  Mohawk  one-dial  radio 
and  to-day  the  Mohawk  organization  has  sixty- 
one  distributors  located  throughout  the  United 
States  and  Canada. 

The  firm  originally  acted  as  an  electrical  sup- 
ply distributor,  jobbing  such  products  as  were 
used  by  electrical  dealers  and  contractors.  The 
organization  conducted  a  local  business,  but 
sensing  the  fact  that  the  radio  industry  would 
some  day  be  one  of  the  most  prominent  in 
American  business,  the  executives  of  the  firm 
entered  the  radio  manufacturing  field  at  an 
early  date. 


Paris  Fair  to  Be  Held  in  May 

The  Salon  de  la  Musique  at  the  Paris  Fair, 
which  takes  place  this  year  from  May  14  to  29, 
will  have  an  international  aspect,  as  manufac- 
turers, wholesalers  and  agents  of  many  coun- 
tries have  signified  their  intention  of  partici- 
pating with  exhibits  and  have  contracted  for 
space. 


Receiver  Is  Appointed 

David  H.  Gladstone,  on  March  23,  was  ap- 
pointed receiver  of  the  Priess  Radio  Corp.,  693 
Broadway,  New  York,  against  whom  was  filed 
an  involuntary  petition  in  bankruptcy  by  James 
A.  Gilmore  and  others. 


COTTON  FLOCKS 

Air  floated,  all  injurioua  foreign  matter  ellroinaud 
for 

Record  and  Radio  Manafactiriiif 
THE  PECKHAM  MFG.  CO.  23N8.t°.u,Lh  ST 


April,  1927 


THE    TALKING    MACHINE  WORLD 


73 


Federal 
Orthosonic  Speaker  Coupler 


This  is  the  latest  Federal  contri- 
bution to  better  radio.  The  one 
development  needed  to  achieve 
perfection  of  tone  reproduction. 

Its  sales  possibilities  can  be  con- 
vincingly measured  by  these  sell- 
ing points: 

1.  Tone  enhanced  beyond  the 
point  of  merely  good  reproduc- 
tion, and  now  more  beautiful 
than  ever. 

2.  Protection  for  the  loud 
speaker  from  the  effects  of  heavy 
battery  voltages. 

3.  Unlimited  use, 
with  any  type  of  set 
or  tube,  and  especially 
recommended  where 
the  power  tube,  such 
as  UX112  or  UX171,  is 
used  in  the  receiver. 

4.  Applicable  to  any 


The  Sign  of  the 
Designated  Federal  Retailer 


Federal 

Radio 

Standard  Radio 
Products 

Retailer 


set  installation  and  particularly 
well  suited  to  Ortho-sonic. 

5.  Finished  in  satin  black  with 
black  silk  cord,  really  an  added 
appointment  to  the  finest  set  ar- 
rangement. 

6.  Attached  in  less  than  two 
minutes. 

The  quality  of  the  Federal  Or- 
tho-sonic Speaker  Coupler  is  in 
keeping  with  that  of  Federal  Or- 
tho-sonic receivers. 

This  device,  and  all  other  new 
Federal  developments,  are  avail- 
able only  to  Designated  Federal 
Retailers. 

If  you  have  not  in- 
vestigated Federal  Or- 
tho-sonic Designation, 
do  so  today.  Write  to 
the  Federal  Whole- 
saler in  your  territory. 
If  you  do  not  know  his 
name,  write  us. 


FEDERAL  RADIO  CORPORATION,  Buffalo,  N.  Y. 

,  (Division  of  Federal  Telephone  and  Telegraph  Co.) 

Operating  Broadcast  Station  W'GR  at  Buffalo 

ORTHO-SONIC* 


Reg.  U.  S.  Pat.  Off. 


*  The  fundamental  ex- 
clusive circuit  making 
possible  Ortho-sonic  re- 
production is  patented 
under  U.  S.  Letters 
Patent  No.  1,582,470 


'Federal 
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Pacific  Radio  Association 
Makes  Trade  Service  Survey 

Questionnaires  Sent  to  Dealers  in  All  Lines 
Carrying  Radio — Replies  Received  Show  That 
Dealers  Are  Profiting  by  Service 


San  Francisco,  Cal.,  April  6.— Realizing  that 
one  of  the  most  important  problems  confront- 
ing the  radio  dealer  is  the  maintenance  of  a 
profitable  service  department,  the  Pacific  Radio 
Trade  Association  has  undertaken  the  task  of 
making  a  survey  among  the  dealers  of  California, 
with  the  aim  of  analyzing  the  problem  and  com- 
piling a  report  with  concrete  suggestions  which 
should  prove  of  aid  to  every  dealer. 

The  first  step  taken  was  the  sending  out  of 
a  questionnaire  to  dealers  in  all  lines  who  carry 
radio  apparatus.  The  replies  received  thus  far 
have  certain  outstanding  features;  the  most  im- 
portant of  which  is  that  many  dealers  are  mak- 
ing money  through  their  service  departments. 
W.  J.  AscnenDrenncr.  secretary  of  the  associa- 


Now  1 1 


The  KENT  Attachment 
with  the 

KENTONE 

SENSITIZED  REPRODUCER 


Here  is  the  new 
KENTONE  SENSI- 
TIZED REPRODUC- 
ER on  the  Kent  at- 
tachment No.  1  for 
playing  lateral  -  cut 
records  on  the  Edison 
Disc  Phonograph. 


The  KENTONE  Attachment  has  been  a 
successful  and  standard  product  for  over 
twelve  years.  With  the  new  KENTONE 
SENSITIZED  REPRODUCER  these  two 
products  in  combination  now  are  avail- 
able at  reasonable  prices. 

W rile  for  calulog  of  complete  line 
of   lone   arms   ana   sound  boxet 

F.  C.  KENT  CO. 

Irvington,  N.  J. 


tion,  in  commenting  on  the   returns  received, 

says: 

"If  the  dealer  is  not  making  money  on 
service  it  is  because  he  has  failed  to  familiarize 
himself  with  the  problem  and  to  apply  the  dic- 
tates of  good  business  methods.  Every  retail 
line  carrying  radio,  excepting  one,  and  this  one 
cannot  be  named  until  all  returns  are  in,  shows 
a  preponderance  of  profit  as  against  loss  or 
merely  breaking  even. 

"The  greatest  hindrance  to  profit,  from  the 
returns,  is  the  length  of  free  service  which  is 
given  by  the  average  dealer.  A  surprising  fea- 
ture has  been  the  great  number  of  dealers  who 
give  unlimited  free  service  for  the  period  of  one 
year  or  longer.  No  other  industry  gfves  such 
unlimited  free  service.  If  no  other  industry  can 
profitably  do  so  it  is  illogical  to  assume  that  the 
radio  industry  can  do  otherwise. 

"What  is  a  proper  limit  for  free  service,  we 
are  not  prepared  to  say  at  this  time.  However, 
it  should  be  as  short  as  possible.  The  returns 
to  date  show  that  profit  of  the  service  depart- 
ment is  proportionate  to  the  length  of  free  ser- 
vice given." 


Progressive  Corp.  Adds 

Two  New  Models  to  Line 


Promotion  Plans  for  Stand- 

ardyne  Line  Announced 

Bert  Ennis,  Advertising  Representative  of 
Standard  Radio  Corp.,  Tells  of  Company's 
Plans  for  Exploitation  of  Products 


Bert  Ennis,  of  the  Coast-to-Coast  Publicity 
Service,  New  York  City,  advertising  representa- 
tive of  the  Standard  Radio  Corp.,  Worcester, 
Mass.,  following  a  conference  with  Ben  W. 
Fink,  head  of  the  Standard  Corp.,  divulged 
comprehensive  plans  for  the  promotion  of  the 
Standardyne  line  for  the  new  season.  Mr. 
Ennis  stated,  in  part: 

"During  a  visit  to  the  Worcester  factory 
and  offices  last  week  I  learned  that  the 
Standardyne  line  has  been  considerably  expand- 
ed for  the  coming  season,  with  the  addition  of 
a  new  one-dial  receiver  in  both  table  and  con- 
sole model,  a  two-dial  alternating  current  power 
receiver,  including  a  Standardyne  power  unit 
of  remarkable  performance,  in  table  and  console- 
style,  and  a  new  lowboy  cabinet  designed  for 
these  new  sets.  The  three-dial  model  B-6, 
which  has  been  one  of  the  popular  numbers 
of  the  Standardyne  line  in  the  past,  will  be 
retained.  Arrangements  have  been  made  for  a 
display  of  the  new  line  at  the  RMA  show  in 
Chicago  in  June.  The  Standard  Radio  Corp. 
is  now  a  member  of  this  organization.  We 
will  be  represented  at  the  convention  by  Mike 
Miller  and  Jimmie  Woods,  New  York  sales 
agents,  together  with  Ben  Fink  and  myself. 
Elaborate  plans  have  been  made  for  a  pro- 
motion and  advertising  campaign  to  introduce 
the  new  one  and  two-dial  receivers.  These 
plans  include  a  sixteen-page  booklet,  a  series 
of  two-color  catalog  sheets,  direct  mail  folders, 
novelties  for  dealers,  window  cards,  counter 
displays,  business  attractors  and  comprehensive 
trade  journal  advertising." 


Hopkins  Remodels  Store 

The  Hopkins  Piano  Co.,  Victor  dealer,  Ches- 
ter, Pa.,  has  remodeled  its  establishment,  mov- 
ing the  record  department  to  the  front  of  the 
store  and  installing  fourteen  demonstration 
booths.  The  place  has  been  attractively  redeco- 
rated throughout. 


Utica  Dealers  Co-operate 

Victor  dealers  of  Utica,  N.  Y.,  including  the 
Buckingham  &  Moak  Co.,  Arthur  F.  Ferris. 
Kempt  Bros.,  John  A  Roberts  Co.,  Vilulo  &• 
Ulisse  and  Earl  B.  Worden  &  Co.,  co-operated 
in  an  advance  presentation  of  the  Automatic 
Orthophonic  Victrola  to  a  selected  audience  of 
music  lovers  at  the  Hotel  Utica,  Utica,  N.  V, 


Model  M  Melofonic  Cone  Speaker  and  New 
Cabinet  Speaker  Introduced  to  Trade  by 
Prominent  New  York  Firm 


The  Progressive  Musical  Instrument  Corp., 
319  Sixth  avenue,  New  York  City,  manufac- 
turer and  distributor  of  radio  and  musical 
instrument  products,  has  added  two  new  models 
to  its  line  of  radio  amplifiers.  Last  season  the 
Progressive  Co.  confined  its  activities  to  its 
Model  S  Melofonic  cone  type  speaker.  This 


Melofonic  Cabinet  Speaker 

year  it  has  produced  an  elaborate  Model  M 
Melofonic  cone  speaker.  In  this  product  it 
uses  new  reproducing  principles  and  has  also 
enlarged  the  size  and  dressed  the  exterior, 
which  doubtless  will  add  to  its  popularity. 
This  new  cone  speaker  will  be  able  to  carry 
the  heaviest  voltages  of  any  receiving  sets. 

The  other  new  and  important  addition  to  the 
radio  amplifiers  of  the  Progressive  Co.  is  the 
Melofonic  cabinet  speaker.  This  is  an  exclu- 
sive design  and  type  of  radio  amplifier.  This 
cabinet  is  of  floor  type  equipped  with  a  twenty- 
foot  cord,  which  allows  its  use  in  any  part  of 
the  room.  It  is  an  attractive  piece  of  furniture. 
Although  compact  in  size,  which  will  enable 
it  to  lend  itself  appropriately  to  any  type  of 
room  settings  or  decorations,  the  amplifying 
chamber  is  quite  large  and  is  conceived  along 
lines  that  have  made  phonograph  record  am- 
plification so  popular.  With  this  amplifying 
chamber  the  speaker  unit  is  also  operated 
through  the  aid  of  a  cone  type  reproducer. 
There  are  fourteen  inches  of  surface  drive  and 
eight  cubic  feet  of  tone  chamber.  Despite  its 
elaborateness,  the  Melofonic  cabinet  speaker 
will  be  retailed  at  a  popular  price.  The  product 
will  be  presented  to  the  trade  through  specially 
selected  and  centrally  located  wholesale  dis- 
tributors. Edward  Biel.  sales  manager  of  the 
Progressive  Co..  has  already  received  many 
orders  for  this  speaker. 


Toured  the  South 


I.  R.  Crawford,  general  sales  manager  of  the 
Bright  Star  Battery  Co.,  Hoboken,  N.  J.,  re- 
cently returned  to  his  office  following  a  tour  of 
the  Southern  section  of  the  United  States.  Be- 
fore making  the  more  extended  trip  Mr.  Craw- 
ford attended  the  Convention  of  the  Southern 
automotive  jobbers  in  Atlanta,  Ga.,  following 
which  he  covered  Birmingham,  Jacksonville. 
Nashville,  Chattanooga,  Memphis,  St.  Louis, 
New  Orleans  and  Mobile. 
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Hyatt  6  Tube  Portable  Receiver 

The  First  Real  Portable  Set  With 
Proven  Performance  and  a  Popular  Price 


Weight  fully  equipped — 28  lbs. 
Single  Dial  Control — Loop  Aerial 
Built-in  Speaker  with  Unit 


Ideal  for  homes,  hotels,  clubs,  hospitals, — 
for  use  when  traveling,  on  vacations,  etc. 

Here  is  the  portable  set  which  will  complete 
your  line  of  dependable,  high  grade  mer- 
chandise, and  for  which  a  real  market  al- 
ready exists.  Here  is  a  set  that  weighs  only 
28  pounds, — that  can  be  sold  the  year  round 
— that  gets  good  reception  the  year  round — 
and  is  suitable  anywhere  because  of  its 
quality  and  attractiveness. 

The  Hyatt  Portable  will  meet  the  demand  in 
your  neighborhood  for  this  class  of  receiver. 
It  will  bring  you  a  reasonable  profit  the  year 
round.  The  quality,  the  policy,  the  price  and 
the  organization  back  of  the  Hyatt  are  right. 

$95*00      Model  "A"       $  1 1 5.00 


Without  Accessories 

F.  O.  B.  Chicago,  111. 


Complete 


We  have  some  desirable  territory  available.  Keep 
your  salesmen  busy  during  the  summer  months 
with  outside  selling.    W rite  or  wire  us  at  once. 


Brown  Leatherette  covered  cabinet 
15  in.  wide,  11 in.  high,  9^4  in- 
deep.  Set  comes  conveniently  packed 
in  dust  proof  air  cushion  carton. 


Hill 


ELECTRIC  CORPORATION 
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(fifth* 

AUTOMATIC 

■^MOTION  PICTURE 
CAMERA 

and  PROJECTOR 


a  Real  Spring  and 
Summer  Line  for 


MUSIC  and  RADIO  DEALERS 


Every  dealer  wants  a  product  that  will  command  atten- 
tion and  make  him  a  leader  in  his  community.  The 
Pathex  camera  and  projector  performs  this  function. 
It  is  new,  it  is  practical  and,  finally,  it  is  economical. 

Amateur  movies  are  making  wonderful  progress  thru- 
out  the  country  and  are  fast  supplanting  in  use  the 
ordinary  still  picture  cameras.  Pathex  (a  subsidiary 
of  Pathe  Exchange)  with  its  national  human  appeal 
gives  the  dealer  a  great  summer  item  to  cash  in  on 
during  his  slack  business  months.  The  investment  is 
small,  the  turnover  large  and,  remember,  the  repeat 
business  on  raw  film  for  the  camera  and  exhibition  film 
for  the  projector  is  in  itself  a  very  profitable  revenue. 

We  have  the  exclusive  distribution  for  northern  New 
Jersey,  southern  New  York,  eastern  Connecticut  and 
Long  Island.  We  travel  twenty  salesmen — ask  our  rep- 
resentative who  calls  on  you  for  more  detailed  informa- 
tion or  communicate  with  us  by  wire  or  letter — better 
yet,  pay  us  a  visit  and  let  us  demonstrate  to  you  the 
wonderful  selling  possibilities  of  the  Pathex  line.  Act 
now — don't  delay — we  may  receive  a  dealer  application 
from  your  competitor  before  you  give  us  your  decision. 


Other  Products  Distributed  by  BLACKMAN  — 

Orthophonic  Victrolas 
Fada  Radio  and  Accessories 
Eveready  Flashlights 


Distributing  Co.inc. 

28-30  W.  23iw St.  -  NewYorr,N.Y. 

WHOLESALE  DISTRIBUTORS 
VICTROLAS    -    RADIO    -  ACCESSORIES 
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Unusual  Advertising  Plan 
Launched  by  Everybody's 

Everybody's  Talking  Machine  Co.,  Inc.,  Brings 
Attention  of  Trade  to  Merit  of  Its  Line  Via 
Series  of  Advertising  Blotters 


Philadelphia,  Pa.,  April  7. — Everybody's  Talk- 
ing Machine  Co.,  Inc.,  maker  of  Honest  Quaker 
main  springs  and  talking  machine  repair  ma- 
terial, is  responsible  for  a  particularly  live  and 


and  then  ~~  ike  horse  died  / 

THE  load  was  too  much — 

rNo  matter  how  often  you  use  your 
HONEST  OUAKER  Main  Springs 
they  stand  the  strain.  You  will  not 
find  HONEST  QUAKER  Quality  in 
any  spring  that  does  not  have  an 
HONEST  QUAKER  Label. 

'Don't  use  imitations  of  HONEST 
Quaker  Main  Springs  and  expect  the 
same  Tesults.  HONEST  QUAKER 
Springs  are  the  finest  in  the  world. 

"[They  are  made  of  tested  materials 
put  together  for  long  w^ar.  They'll 
.give  you  real  service. 

*;But  look  for  the  Label  and  insist 
on  HONEST  QUAKER.  Nothing  else 
will  do. 

Evei^ybodyS 

Talking  Machine  Co.Inc 


810  AR.CH  STR.EET 


PHILADELPHIA,  PA 


100K  dc  INITIAL} 
HQ  CHAUY  «TAMPtD 
e.  [VIM  GIHUJM  Ot 


We  issue  a  most  practical  Catalog  of  Repair  Materials 
Copy  cheerfully  furnished  upon  request. 


One  of  the  "Advertising  Blotters" 

forceful  series  of  messages  addressed  to  talking 
machine  dealers  on  the  backs  of  standard  size 
blotters.  At  the  present  writing  a  series  of  six 
have  been  prepared.  The  accompanying  illus- 
tration gives  an  idea  of  the  strong  sales  mes- 
sage on  the  blotters.  Letters  being  received  ai 
the  headquarters  of  Everybody's  Talking  Ma- 
chine Co.  indicate  the  interest  that  these  spirited 
messages  are  arousing  in  the  trade. 


Ernest  Ingold,  Inc.,  Ends 

Big  Pooley  Sales  Drive 

Individual  Salesmen  and  Stores  Join  in  Com- 
petition to  Reach  Highest  Sales  Total — 
Window  Display  Prizes  Awarded 


San  Francisco,  Cal.,  April  4.— An  interesting 
Pooley  sales  drive  has  just  been  completed  by 
Ernest  Ingold,  Inc.,  of  this  city,  Atwater  Kent 
distributor  for  northern  California.  The  drive 
was  started  with  a  luncheon  and  talk  by  Ernest 
Ingold  at  the  Clift  Hotel,  San  Francisco,  given 
to  the  dealers  in  the  San  Francisco  Bay  region. 
A  feature  of  this  luncheon  was  a  display  of 
the  complete  line  of  Pooley  cabinets,  made  by 
the  Pooley  Co.,  of  Philadelphia,  Pa..  Com- 
petition was  engendered  among  individual  sales- 
men selling  the  most  Pooleys  during  the  month 
and  among  the  stores  making  the  best  window 
displays  and  selling  the  most  Pooleys.  T.  W. 
Warren,  of  the  Pooley  Co.,  exhibited  figures 
showing  the  possibility  of  Pooley  sales  during 
the  drive.  Advertising  aid  was  given  the  drive 
by  an  elaborate  series  of  dealer  helps. 


Plaza  Music  Co.  Products        Brooklyn  Metal  Stamping 
Experience  Good  Demand      Corp.  Has  New  Reproducer 


New  Table  Model  Phonograph  Placed  in 
Quantity  Production — Pal  Portable  Covering 
Improved — "Pal  Deluxe"  Meets  Favor 


Silvox  Reproducer  Introduced  to  Music  Trade 
— Company  Known  to  Dealers  Because  of 
Prominence  as  Radio  Accessory  Manufacturer 


The  Plaza  Music  Co.,  10  West  Twentieth 
street,  New  York  City,  which  recently  intro- 
duced the  new  table  model  known  as  "Fine 
Arts  Microphonic"  phonograph,  has  already 
placed  this  new  model  in  quantity  production. 
The  Plaza  jobbers  are  finding  a  demand  for 
this  new  product,  which  indicates  that  it  is  to 
become  one  of  the  most  important  additions 
to  the  Plaza  Music  Co.'s  line.  It  is  understood 
that  the  Plaza  Co.  will  bring  out  other  large 
model  talking  machines. 

The  Pal  portable,  the  leader  of  the  Plaza 
Co.'s  portable  products,  has  been  improved  for 
the  1927  season  with  some  newly  designed 
fabrikoid  coverings.  The  top  cover  is  now  em- 
bossed with  an  attractive  border  design  finished 
in  antique  gold.  The  cover  of  the  album  com- 
partment also  carries  a  similar  reproduction. 
The  reproducer  is  of  the  new  improved  type 
metal  diaphragm  with  metal  covering. 

Another  important  addition  to  the  Plaza 
portable  products  is  the  "Pal  Deluxe."  This  is 
a  new  portable  phonograph  of  the  exact  size 
of  the  former  Pal  but  carrying  a  new  system 
of  amplification.  Altogether  it  has  forty  inches 
of  tone  chamber  and  the  Plaza  Music  Co.'s 
"Microphonic"  tone  arm  and  reproducer.  This 
equipment  gives  the  fine  tone  quality  and  un- 
usual volume.  This  new  Pal  Deluxe  will  be 
marketed  at  the  same  retail  price  of  last  sea- 
son's Pal.    The  Pal  price  will  not  be  changed. 


Urges  Informative  Ad  Copy 

A  recent  bulletin  of  the  merchandise  depart- 
ment of  the  Better  Business  Bureau,  Inc.,  New- 
York,  strongly  condemned  the  policy  of  manu- 
facturers and  dealers  of  radio  power  devices  to 
advertise  their  products  in  negative  compari- 
sons, pointing  out  the  failures  of  other  makes 
and  extolling  the  virtues  of  their  own  product 
without  giving  an  intelligent  explanation  of 
what  the  devices  really  accomplish.  The  Bet- 
ter Business  Bureau  urges  that  a  new  type  of 
socket-power  advertising  copy  be  used,  copy 
that  will  be  informative  and  accurate. 


The  Brooklyn  Metal  Stamping  Corp.,  718-28 
Atlantic  avenue,  Brooklyn,  N.  Y.,  has  intro- 
duced to  the  trade  a  new  reproducer  for  playing 
electrically  recorded  records,  which  is  marketed 
under  the  trade  name  "Silvox"  (Silver  Voice). 
This  firm,  while  bringing  out  a  new  talking 
machine  product,  is  not  unknown  to  music 
dealers  through  the  fact  that  it  has  for  the 
past  seven  years  manufactured  a  series  of  radio 
products,  including  the  "Pandora,"  a  "B"  power 
supply  plant. 

Besides  its  other  acfivities,  the  Brooklyn 
Metal  Stamping  Corp.  is  producer  of  a  line 

of  radio  products,  most 
of  which  have  been 
supplied  to  manufac- 
turers and  many  of 
them  are  familiar  in 
the  stocks  of  radio 
dealers.  Another  im- 
portant activity  of  the 
Brooklyn  Metal  Stamp- 
ing Corp.  is  making 
products  requiring 
Silvox  Reproducer  great  technical  skill 
for  the  U.  S.  Government. 

The  production  of  the  "Silvox"  reproducer 
for  playing  electrically  recorded  records  on 
talking  machines  was  the  development  of  the 
acoustical  division  of  the  company. 

The  officers  of  the  Brooklyn  Metal  Stamping 
Corp.  are  composed  of  several  of  the  pioneer 
developers  of  the  radio  art,  including  D.  H.  En- 
gelson,  president;  M.  Hirsch,  vice-president,  and 
T.  C.  Fishel,  treasurer  and  sales  manager. 


Automatic  Is  Demonstrated 


Meriden,  Conn.,  April  7. — The  Automatic 
Orthophonic  Victrola  was  demonstrated  at  the 
Hotel  Winthrop  recently  under  the  auspices  of 
the  Griswold,  Richmond  &  Glock  Co.,  the 
Mathushek  Piano  Co.  and  Woolley  &  More, 
local  Victor  agencies.  A  selected  audience  of 
music  lovers  and  prominent  citizens  attended 
the  demonstration. 


Super  Ball  Antenna, 


Read  What  This 
Merchant  Did  With 
The  Super-Ball 


"We  are  experiencing  very  good 
sales  on  the  Super-Ball,  having 
sold  thirty  in  the  short  period  we 
have  handled  them.  We  have  dis- 
played it  in  our  window  just  as  it 
would  appear  on  a  roof"— ^Signed 
Berman's  Radio  Store,  South  Bend, 
Ind. 


Display  It  and 
Watch  Your  Sales 
Shoot  Up  Fast 


Thousands  of  other  dealers  will 
tell  you  the  same. 

Super-Ball  is  efficient  on  all  cir- 
cuits— non-directional  so  more  sta- 
tions are  logged.  It  reduces  static 
and  interference  and  makes  any  set 
more  selective.  30-day  unqualified 
guarantee    Order  from  your  jobber. 


YAHR-LAMCE 

Milwaukee,  wis.    INCORPORATED    Detroit,  mich. 
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Bell  &  Howell  Co.  Rounds  Out  a  Strong 

Organization  to  Present  the  Filmo  Line 

Filmo  Motion  Picture  Camera  and  Projector  to  Be  Brought  to  Attention  of  the  Trade  Stronger 
Than  Ever,  Says  H.  H.  Roemer,  General  Sales  Manager — Organization  of  Experienced  Men 


A  new  and  important  phase  of  the  aggressive 
advertising  and  merchandising  campaign  which 
has  brought  the  Filmo  motion  picture  camera 
and  projector  prominently  before  the  eyes  of 
music  radio  dealers  in  every  section  of  the  coun- 
try was  announced  a  few  days  ago  by  H.  H. 
Roemer,  general  sales  manager  of  the  Bell  & 


tions  of  the  country  and  they  have  undertaken 
their  new  duties  with  an  unusual  background 
of  experience. 

Additions  to  Pacific  Coast  Staff 

Among  the  new  appointees  is  Fred  W.  Burgh, 
Filmo  divisional  sales  manager  of  the  Holly- 
wood branch  office.    Mr.  Burgh  is  a  well-known 


trade  throughout    the    Central    States  district. 

Mr.  Flint  enters  the  motion  picture  camera 
sales  field  from  a  position  where  he  obtained 
extensive  knowledge  of  advertising,  merchan- 
dising and  sales  promotion.  He  was  formerly 
connected  with  Montgomery  Ward  &  Co., 
Chicago,  where  he  was  in  complete  charge  of 
catalog  distribution.  Mr.  Flint  will  devote  a 
major  portion  of  his  time  to  developing  the 
industrial  use  of  Filmo  equipment. 

Victor  dealers  of  the  Central  States  are  well 
acquainted  with  V.  K.  Tremblett,  for  he  has 
been  prominent  in  Victor  and  Chicago  Talking 
Machine  Co.  advertising  and  sales-promotional 


New  Bell  &  Howell  Sales  Representatives 

1 — Fred  \Y.  Burgh,  Films  Division,  Sales  Manager,  Hollywood  Branch;  2 — G.  R.  Richards,  Standard  Professional  Equipment  Division  Manager,  Hollywood  Branch;  3 — F.  A. 
Delano,  Delano,  Flint  &  Tremblett;  4— E.  L.  Flint,  Delano,  Flint  &  Tremblett;  5—  V.  K.  Tremblett,  Delano,  Flint  &  Tremblett;  6— Roy  \V.  Hipps,  Salesman,  Folsom  Co.; 
7 — Vera  F.  Folsom,  Salesman,  Folsom  Co.;  8 — Al.  I.  Folsom,  President,  Folsom  Co.;  9 — J.  V.  Folsom,  Vice-President,  Folsom  Co.;  10 — Sam  W.  Folsom,  Salesman,  Folsom  Co.; 
11 — Paul  H.  Eames,  President  and  General  Manager,  Eames  Corp.;  12 — Joseph  G.  Lambert,  Eames  Corp.;  13 — J.  S.  Murray,  Eames  Corp. 


Howell  Co.,  Chicago.  Within  the  past  few 
weeks  the  Bell  &  Howell  Co.  has  strengthened 
its  sales  organization  materially  with  the  ad- 
dition of  men  drawn  from  the  ranks  of  the 
music  and  radio  industries.  Many  of  the  new 
Bell  &  Howell  sales  representatives  are  already 
known  to  thousands  of  dealers  in  various  sec- 
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Hermann  Xhorens 

Ste.  Croix,  Switzerland 

Manufacturer  of  Europe's  Most 
Celebrated  Phonograph  Motors 

Great  selection, 
playing  up  to  ten 
records. 

Superior  quality 
at  moderate  prices 

Sole  Distributors  for  the  V.  S.  A. 

THORENS,  Inc. 

450  Fourth  Ave.,  New  York 
 +  = 
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figure  in  the  Pacific  Coast  music  and  radio 
trade,  having  been  associated  with  several  of 
the  more  prominent  radio  manufacturers,  and 
was  until  recently  a  divisional  sales  manager 
of  the  Rola  Co.,  loud  speaker  manufacturer,  of 
Oakland,  Cal. 

G.  R.  Richards,  divisional  manager  of  stand- 
ard professional  equipment  at  the  Hollywood 
branch  of  the  Bell  &  Howell  Co.,  has  served 
with  the  company  for  over  fifteen  years  and 
will  now  devote  his  entire  time  working  in 
contact  with  the  motion  picture  studios  on 
the  West  Coast. 

In  Middle  West  Field 

In  the  Middle  West  the  Bell  &  Howell  Co. 
will  be  represented  by  three  men  whose  names 
are  familiar  to  dealers  in  that  section  of  the 
country.  They  are  F.  A.  Delano,  E.  L.  Flint 
and  V.  K.  Tremblett.  Mr.  Delano,  who  has 
been  connected  with  the  Victor  Talking  Ma- 
chine Co.  for  quite  some  time,  is  said  to  have 
the  widest  acquaintance  in  the  Victor  business 
from  coast  to  coast.  Of  the  thousands  who  sell 
products  of  the  Victor  Talking  Machine  Co., 
Mr.  Delano  has  trained  a  substantial  majority 
during  the  past  several  years.  Advised  to  give 
up  an  operatic  career  in  Europe  in  1917,  lie 
entered  the  commercial  music  field  with  John 
Wanamaker  Co.,  New  York  City.  After  a  few 
months  he  was  engaged  by  the  Victor  Talking 
Machine  Co.  to  introduce  and  conduct  the 
Victor  Red  Seal  school  of  salesmanship  at  the 
Victor  factory  and  later  conducted  courses  for 
Victor  jobbers,  dealers  and  sales  people  in  the! 
principal  cities  throughout  the  country.  In 
1924  he  joined  the  sales  staff  of  the  Chicago 
Talking  Machine  Co.,  Victor  distributor,  and 
his  sales-promotion  activities  in  behalf  of  that 
organization   are   well   known    to    the  entire 


campaigns  for  a  number  of  years.  He  left  the 
newspaper  advertising  business  to  join  the 
Chicago  Talking  Machine  Co.,  where  he  oc- 
cupied the  position  of  assistant  sales  manager 
and  later  that  of  sales  promotion  and  advertis- 
ing manager. 

New  England  Representatives 
In  the  New  England  territory  the  Bell  & 
Howell  Co.  will  be  represented  by  Paul  H. 
Eames,  Joseph  G.  Lambert,  T.  S.  Murray  and 
F.  I.  Daniels.  The  experience  of  these  four 
men  has  been  broad  and  fits  them  particularly 
well  for  their  work  with  music-radio  dealers. 
Mr.  Daniels  was  formerly  associated  with  the 
Ansco  Photoproducts  Co.,  of  Binghamton, 
N.  Y. 

Five  Sales  Representatives  in  Southwest 

Making  their  headquarters  in  Dallas,  Tex., 
five  Bell  &  Howell  sales  representatives  will 
cover  the  Southwest.  The  States  included  are 
Texas,  New  Mexico,  Arizona,  Oklahoma  and 
Arkansas,  and  this  territory  will  be  visited  by 
Al  I.  Folsom,  J.  V.  Folsom,  Sam  W.  Folsom, 
Vern  F.  Folsom  and  Roy  W.  Hipps. 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  G.  STREET.  WASHINGTON.  D.  C. 
204-6-8-10  CLAY  STREET.  BALTIMORE.  MD. 
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Backed  by 
77  Guarantees: 


^  j/OU'RE  as  safe  as  the  Bank  of  England  when  you 
C/  sell  a  portable  phonograph  equipped  with  a  Flyer 
Motor.  Every  part  and  every  operation — 77  in  all — in  the 
making  of  the  Flyer  is  inspected  and  guaranteed  perfect  by 
the  inspector. — ■  every  Flyer  must  be  100%  perfect  before 
it  can  come  to  you  in  any  portable  at  any  price. 

Cast  iron  frame,  sinewy,  athletic  spring,  bronze  bearings, 
specially  cut  precision  governors  and  gears. — .every  part  of 
the  Flyer  is  designed  and  made  by  experts  to  stand  years 
of  hard  use  and  deliver  years  of  satisfaction. 

The  Flyer  plays  two  10  inch  selections,  is  absolutely 
noiseless,  and  weighs  but  41A  pounds.  It  improves  the 
value  and  helps  the  sale  of  any  portable,  and  portables 
equipped  with  the  Flyer  are  the  safe,  profitable  portables 
for  you  to  sell. 


INOUSXMS  CO. 

ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 
Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Albert  B.  Avers  Now  With 
Chas.  Freshman  Co.,  Inc. 


Appointed  Assistant  Sales  Manager  of  Promi- 
nent New  York  Manufacturer  of  Receiving 
Sets  and  Other  Radio  Products 


A  wide  circle  of  friends  throughout  the  radio 
industry  was  interested  in  the  recent  announce- 
ment of  the  appointment  of  Albert  B.  Avers 


Albert  B.  Ayers 

as  assistant  sales  manager  of  the  Chas.  Fresh- 
man Co.,  Inc.,  New  York,  manufacturer  of 
Freshman  Masterpiece  receivers  and  other  radio 
apparatus.  Mr.  Ayers  will  serve  as  the  chief 
assistant  to  Harry  A.  Beach,  sales  manager, 
who  is  also  well  known  in  the  music-radio  field 
throughout  the  country. 

An  extensive  experience  in  radio  makes  Mr. 
Ayers  particularly  well  qualified  to  perform  his 
new  duties.  As  sales  manager  of  the  Freed- 
Eisemann  Radio  Corp.,  during  1923-24,  he  ma- 
terially assisted  that  organization  in  gaining 
the  position  it  now  occupies  in  the  industry. 
Thereafter  he  became  associated  with  the 
Eagle  Radio  Corp.  as  general  sales  manager 
and  later  he  occupied  the  position  of  vice-presi- 
dent and  general  manager. 


Adler  Executives  Make 

Trade  Trip  Through  East 

N.  P.  Bloom  and  Allen  Strauss  Close  Negotia- 
tions for  Distribution  of  Crown  Phonographs 
— Products  Find  Favor  With  Trade 


N.  P.  Bloom,  secretary  of  the  Adler  Mfg. 
Co.,  and  Allen  Strauss,  of  the  executive  staff 
of  the  same  firm,  have  been  touring  through 
Eastern  territory  closing  final  negotiations  for 
the  distribution  of  Crown  phonographs,  which 
are  manufactured  by  the  George  P.  Bent  Co., 
a  division  of  the  Adler  Mfg.  Co.  Besides  its 
line  of  high-quality  phonographs,  this  firm 
manufactures  a  complete  line  of  radio  cabinets 
available  for  the  retail  trade.  In  addition,  the 
company  makes  up  specially  designed  cabinets 
for  radio  receiving  set  manufacturers. 

Mr.  Bloom  stated  to  a  representative  of  The 
World  that  the  1927  products  have  been  re- 
ceived with  great  favor  and  commitments  for 
the  early  part  of  the  year  have  been  far  beyond 
expectations. 


Utah  Radio  Products  Go.         Mutual  Phono  Parts  Go. 

in  New  Chicago  Quarters  Staff  Is  Reorganized 


Takes  Over  Entire  Building  at  1615  South 
Michigan  Avenue  to  Meet  Growing  Business 
Demand — Increased  Service  Facilities 


The  rapid  growth  of  the  business  of  the  Utah 
Radio  Products  Co.,  Chicago,  manufacturer  of 
Utah  loud  speakers  and  units,  has  made  it 
necessary  for  the  company  to  move  to  new 
quarters  at  1615  South  Michigan  avenue.  The 
urgent  need  for  increased  warehouse  and  service 
facilities  has  forced  the  Utah  organization  to 
lake  over  the  entire  building  at  that  address 
and  the  Chicago  organization  will  now  be 
housed  under  one  roof.  With  a  greater  amount 
of  floor  space  and  increased  facilities  the  com- 
pany will  be  able  to  deliver  even  quicker  service 
to  its  customers,  according  to  the  executives 
of  the  firm. 

In  commenting  on  the  necessity  for  the  re- 
moval of  the  offices  Henry  Forster,  treasurer 
and  general  sales  manager  of  the  company, 
said:  "Ever  since  the  beginning  we  have  been 
cramped  for  space.  The  dealers  and  the  public 
demanded  Utah  loud  speakers  in  such  volume 
that  we  have  never  been  able  to  fulfill  their 
requirements  as  we  wished.  Now,  with  the 
new  facilities,  we  hope  to  be  able  to  make  our 
service  perfect." 

The  Utah  Radio  Products  Co.  manufactures 
the  Utah  unit  and  a  complete  line  of  horn  and 
cone  speakers. 


New  Mohawk  Distributor 
Appointed  in  Los  Angeles 

Listenwalter  &  Gaugh,  Inc.,  Will  Have  Entire 
State  of  California  as  Territory 


According  to  an  announcement  received  from 
the  Chicago  headquarters  of  the  Mohawk  Corp., 
of  Illinois,  Listenwalter  &  Gaugh,  Inc.,  Los 
Angeles,  has  been  appointed  Mohawk  dis- 
tributor. Negotiations  were  concluded  by  Otto 
N.  Frankfort,  general  sales  manager  of  the 
Mohawk  sales  organization,  with  the  company's 
executives,  during  Mr.  Frankfort's  recent  visit 
to  the  Pacific  Coast.  Listenwalter  &  Gaugh,  Inc., 
maintains  a  branch  office  in  San  Francisco  and 
will  have,  as  its  territory  the  entire  State  of  Cali- 
fornia. As  an  indication  of  the  ambitious  pro- 
gram which  the  new  distributor  plans  to  carry 
out  in  connection  with  Mohawk  one-dial  re- 
ceivers, an  initial  order  was  placed  for  a  car- 
load of  these  sets. 


Broadcast  Victor  Records 


Starting  last  month,  the  Victor  Talking  Ma- 
chine Co.,  Camden,  X.  J.,  inaugurated  a  series 
of  broadcast  programs  of  latest  recorded  music 
from  station  WCAM,  Camden's  municipal 
broadcasting  station.  The  success  of  the  first 
concerts  was  gratifying. 


Make  Record  of  Radio  Speech 

Schenectady.  X.  Y..  April  5. — A  phonograph 
record  of  a  speech  made  by  Secretary  Her- 
bert Hoover,  in  Xew  Haven,  Conn.,  recently, 
was  made  during  its  delivery  by  a  radio  listener 
in  Cape  Town,  South  Africa,  more  than  8,000 
mill.--  distant.  This  is  believed  to  be  a  record 
■  n  long-distance  recording. 


Nathan  Garfinkel  Remains  as  President  and 
Treasurer — A.  Friedman  Elected  Secretary — 
A.  P.  Frangipane  Factory  Representative 


A  reorganization  has  been  effected  in  the 
staff  of  the  Mutual  Phono  Parts  Co.,  New  York 
City,  maker  of  Mutual  tone  arms,  sound  boxes, 
etc.  In  this  reorganization  Xathan  Garfinkel 
remains  as  president  and"  treasurer  and  Albert 
Friedman  has  been  elected  secretary. 

Andrew  P.  Frangipane,  who  was  formerly 
secretary  of  the  company,  has  become  factory 


Where  Mutual  Products  Are  Assembled 

representative  of  the  Mutual  Phono  Parts  Co. 
with  offices  at  32  Union  Square,  New  York  City. 
Mr.  Frangipane's  specialization  on  outside 
work  will  allow  him  more  time  to  render  serv- 
ice and  co-operation  to  the  customers. 

Albert  Friedman,  the  new  secretary  of  the 
company,  has  been  connected  with  the  music- 
radio  industry  for  a  number  of  years  and  is 
well  qualified  for  the  new  executive  duties  he 
has  assumed. 

The  Mutual  Phono  Parts  Co.  has  a  large  and 
efficiently  equipped  factory  at  610  Broadway, 
New  York  City,  which  was  acquired  about  a 
year  ago.  The  production  capacity  of  this  fac- 
tory has  been  proved  necessary  through  the 
volume  of  orders  received.  However,  the  as- 
sembly work  has  been  so  efficiently  laid  out  that 
very  large  production  has  been  made  possible. 
As  may  be  seen  from  the  accompanying  pho- 
tograph, this  work  progresses  down  the  length 
of  long  tables  with  the  speed  of  modern  fac- 
tory production  methods. 

The  Mutual  Phono  Parts  Co.  announces  that 
it  will  bring  out  two  new  products,  a  new  arm 
and  a  new  sound  box,  in  the  near  future.  The 
new  tone  arm  is  of  drawn  brass  and  will  be 
known  as  the  No.  10.  Advance  models  have  al- 
ready been  shown  and  enthusiastically  received 
by  the  trade.  The  Mutual  de  Luxe,  as  the  new- 
sound  box  will  be  known,  is  predicted  to  be 
far  superior  in  both  appearance  and  tone  quality 
to  any  previous  product.  The  Mutual  de  Luxe 
combination  will  consist  of  the  Xo.  10  arm  and 
Mutual  de  Luxe  sound  box. 


Copeland  With  Columbia 

Martha  Copeland,  well-known  blues  singer 
now  featured  with  the  road  show  of  "Shuffle 
Along,"  has  just  been  signed  to  make  race 
records  exclusively  for  the  Columbia  Phono- 
graph Co.  All  her  recordings  will  be  under  the 
direction  of  Joe  Davis,  of  the  Triangle  Music 
Publishing  Co.,  who  was  instrumental  in  secur- 
ing the  contract  for  her. 


VAN   VEEN   SOUNDPROOF  BOOTHS 

are  more  necessary  than  ever  before.  You  cannot  demonstrate  the  wonderful  volume  and 
beauty  of  tone  of  the  improved  talking  machine  and  records  without  booths.  The  new  in- 
strument has  unlimited  possibilities.    Meet  it  half  way  by  adequate  demonstration. 

Complete  equipment  for  musical  merchandise 
dealers.      Write    for     details    and  catalogue. 


VAN  VEEN  &  COMPANY,  Inc. 


313-315  East  31st  Street,  New  York  City 

PHONE  LEXINGTON  9956-2163 
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Atwater  Kent 

RADIO 


EVERY  SUNDAY  EVENING: — The A( water 
Kent  Radio  Hour  brings  you  the  stars  of  opera  and 
concert,  in  Radio's  finest  program.  Hear  it  at  °:15 
Eastern  Time,  8:15  Centra!  Time,  through: 


WEAF 
WEEI 
WRC  . 
WSAI  . 
WT  AM 
WGN  . 
WFI  . 
WCAE 
WGR.  . 


.  New  York 
.  .  .  Boston 
Washington 
■  Cincinnati 
-  Cleveland 
.  .  Chicago 
Philadelphia 
.  Pittsburgh 
■  Buffalo 


WOC  Davenport 

KSD  St.  Louis 

WWJ  Detroit 

WCGO  .  Minn. -St.  Paul 
WGY  ....  Schenectady 

WSB  Atlanta 

WSM  Nashville 

WMG  ....  Memphis 
WHAS  ....  Louisville 


With  more  than  a 

MILLION  SALESMEN 

What  SELLS  more  Atwater  Kent  Radio  than  any- 
thing else?  Its  performance  in  the  homes  of  own- 
ers. The  neighbors  look,  listen,  ask  questions  — 
and  join  the  parade  to  the  Atwater  Kent  dealer's 
store. 

Isn't  that  your  experience?— "One  person  hears 
it  in  another's  home  and  that's  the  way  Atwater 
Kent  Radio  is  sold." 

So  every  Atwater  Kent  Receiver  is  a  sure-fire 
salesman— and  there  are  more  than  a  million  of 
them  on  the  job. 

Think  what  this  means  in  your  town,  think 
what  this  means  to  you,  if  you  are  an  Atwater 
Kent  dealer. 

In  the  business  of  selling,  is  there  anything  like 
having  a  product  that  makes  friends  wherever 
it  goes? 


Write  for  illustrated  booklet  of  Atwater  Kent  Radio 

ATWATER  KENT  MANUFACTURING  COMPANY 

4725  Wissahickon  Avenue        A.  Atwater  Kent,  President        Philadelphia,  Pa. 


Model  35,  illus- 
trated, 6-tube  One 
Dial  Receiver. Radio 
Speaker,  Model  H. 
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Ninety  Per  Cent  Gain  in  Record  Sales 

to  New  Customers  From  Artist  Tie-Up 

Aggressive  Columbia  Dealer  Stages  a  Strong  Tie-up  Campaign  With  Nick  Lucas,  Visiting  Artist, 
in  Co-operation  With  Theatre  and  Results  Prove  That  Effort  Paid  Dividends 


Nick  Lucas,  Brunswick  recording  artist,  ap- 
peared recently  at  a  vaudeville  house  in 
Scranton,  Pa.,  for  a  three-day  engagement,  and 
during  the  engagement  Mr.  Kraus,  manager  of 
the  Select  Furniture  Corp.,  local  Brunswick 
dealer,  prepared  one  of  the  most  complete  and 


Window  Tie-up  With  Nick  Lucas  Arranged 

effective  dealer-and-artist  tie-ups  that  possibly 
could  have  been  arranged.  His  program  of 
activities  was  so  successful  that  he  has  at  this 
early  date  in  the  year  already  passed  his  record 
sales  total  for  1926,  and  he  traces  at  least  three 
Panatrope  sales  directly  to  the  Lucas  appear- 
ance, and  a  not  unworthy  feature  of  the  result 
is  Mr.  Kraus'  estimation  that  90  per  cent  of 
his  record  sales  were  made  to  new  customers. 

When  Mr.  Kraus  was  notified  by  the  Bruns- 
wick general  office  in  Chicago  of  the  impending 
visit  of  Nick  Lucas  in  Scranton  he  immedi- 
ately laid  his  plans  for  a  complete  tie-up.  His 
first  move  was  to  call  on  the  theatre  and  secure 
permission  to  install  a  Brunswick  Panatrope 
in  the  lobby  with  a  loud  speaker  on  the 
outside,  and  a  Seville  Model  new  musical  in- 
strument playing  in  the  lobby  itself.  These 
instruments  played  Lucas  records  several  days 
before  the  appearance  and  during  the  entire 
run.  In  addition,  Mr.  Kraus  installed  a  large, 
round  sign,  six  feet  in  diameter,  around  the  edge 
of  which  he  displayed  Lucas  records  and  in 
the  center  the  brief  message,  "Hear  the  New 
and  Exclusive  Light-Ray  Recordings — Bruns- 
wick— Exclusively  at  Select  Furniture  Co."  He 
then  displayed  more  Lucas  records  in  every 
glass-enclosed  display  signboard  in  the  lobby. 

In  his  department  of  the  unusually  high- 
type  furniture  store  he  prepared  the  sales  floor 
for  the  onrush  of  customers  he  was  confident 
that  his  activities  at  the  theatre  would  draw 


into  the  store.  Then,  ordering  a  large  number 
of  every  Lucas  record  in  the  catalog,  he  was 
prepared  for  action.  His  window  display  was 
one  of  the  most  attractive  of  its  kind  ever 
shown  in  Scranton  and  itself  alone  proved  a 
powerful  stimulant  to  business.  Newspaper  ad- 
vertising and  pub- 
licity giving  bio- 
graphical and  other 
interesting  stories 
of  Lucas  attracted 
the  public  from  still 
another  angle. 

When  Nick  Lucas 
did  arrive  in  town 
at  12.00  o'clock 
noon  on  the  day  he 
was  to  appear  at  the 
theatre,  Mr.  Kraus 
had  arranged  for  a 
store  appearance  at 
12.15.  Lucas  gladly 
complied,  played 
several  of  his  re- 
corded selections  in 
the  store  and  auto- 
by  Select  Furniture  Co.  graphed  records. 
Mr.  Kraus'  sale  of  records  then  began  and  con- 
tinued at  an  unprecedented  rate  during  the  en- 
tire appearance,  so  that  he  wired  to  the  Phila- 
delphia Brunswick  office  for  Lucas  recordings 
every  day  that  week. 

A  Pure  Food  Show  was  being  held  in  Scran- 
ton at  that  time,  at  which  Mr.  Kraus  induced 
Lucas  to  appear  for  a  few  numbers  and  when 
this  was  advertised  the  Pure  Food  Show  broke 
all  attendance  records.  At  this  show  Mr.  Kraus 
had  installed  a  Panatrope,  supplanting  the  or- 
chestra the  show  had  employed  each  year.  The 
visit  of  the  artist  aroused  wide  interest  and  the 
crowd  attested  to  his  popularity. 

Mr.  Kraus  visited  the  Brunswick  offices  in 
Chicago  during  the  appearance  of  Lucas  at  the 
New  Orpheum  Palace  in  that  city  and  they 
had  a  pleasant  get-together  in  which  Lucas 
thanked  him  for  the  best  co-operation  he 
(Lucas)  had  received  since  his  return  from  Eng- 
land. 


Adopts  "Socket-Power"  to 
Describe  Current  Operation 

Three  standards  affecting  the  improvement  of 
radio  were  recently  adopted  by  the  radio  di- 
vision of  the  National  Electric  Manufacturing 
Association.  The  first  advises  against  building 
broadcast  receivers  that  can  be  adapted  to 
short  wave  bands,  on  the  ground  that  interfer- 


ence from  regeneration  on  these  bands  would 
work  against  the  best  interests  of  the  group  of 
listeners  as  a  whole.  The  second  standard 
makes  an  addition  to  the  vocabulary  of  radio 
terms,  coining  the  word  "socket-power"  as 
descriptive  of  any  device  supplying  "A,"  "B"  or 
"C"  power  for  a  receiver  from  the  house  light- 
ing circuits.  The  third  refers  to  all  service 
manuals  and  sheets,  carrying  diagrams  or  re- 
ceiver information,  which,  it  is  suggested,  be 
of  uniform  size  and  type. 


C.  E.  Mfg.  Go.  Plans  for 

Year  of  Good  Business 


Edward  R.  Fiske,  Assistant  Sales  Manager  of 
Company,  Emphasizes  Need  of  Proper  Tubes 
in  Radio  Set  Construction 


Providence,  R.  I.,  April  5. — The  C.  E.  Mfg.  Co., 
of  this  city,  is  completing  what  was  proved  to 
have  been  a  very  busy  season,  and  is  already 
preparing  for  what  is  expected  to  be  the  most 
active  year  in  radio  history.  Edward  R.  Fiske, 
assistant  sales  manager  of  the  company,  stated: 
"What  the  trend  of  new  developments  may  bring 
before  we  again  shoulder  a  new  season  is  not 
to  be  prophesied,  but  one  thing  is  certain,  that 
in  order  to  develop  improved  receivers  the 
set  manufacturers  must  have  the  proper  tubes 
to  design  their  circuits  around,  for  the  type  of 
vacuum  tubes  used  must  determine  the  proper 
transformers,  condensers  and  practically  all  parts 
used  in  such  circuits.  Therefore,  the  industry  is 
rightfully  focusing  its  interest  on  the  tube  man- 
ufacturers." 

George  Coby,  president  of  the  company,  is  at 
present  enjoying  a  vacation  at  Palm  Beach. 

William  Cepek,  executive  secretary  of  the 
company,  will  sail  on  April  15  for  an  extended 
European  trip.  England,  France,  Germany  and 
Russia  will  be  included  in  Mr.  Cepek's  in- 
vestigation of  European  radio  conditions. 


Atwater  Kent  Sets  Resist 
Fire  and  Water  Experiences 

Media,  Pa.,  April  2. — The  wareroom  of  the 
People's  Tire  Store  Co.,  of  this  city,  Atwater 
Kent  dealer,  was  recently  totally  destroyed  by 
fire  and  the  ruins  subsequently  flooded  with 
water.  About  a  week  after  three  Atwater  Kent 
radio  sets  were  salvaged  from  the  ruins.  They 
were  about  to  be  thrown  in  the  junk  pile  when 
E.  R.  McCaskey,  of  Darby,  Pa.,  asked  permis- 
sion of  the  proprietor  of  the  store  to  take  the 
sets  and  salvage  some  parts  for  his  personal 
use.  Mr.  McCaskey  wrote  the  Atwater  Kent 
Mfg.  Co.  as  follows:  "You  can  imagine,  there- 
fore, my  surprise  when  two  of  the  sets  func- 
tioned perfectly  and  still  do.  In  fact,  as  I  write 
this  letter  I  am  listening  to  the  sweet-voiced 
announcer  of  WSB  via  the  much  abused  At- 
water Kent  radio." 


FACTORY  REPRESENTATIVE 

Canadian  Acme  Screw  &  Gear, 
Ltd.,  1209  King  St.,  W., 
Toronto,  Can. 


Makers  of 

TWELVE    DIFFERENT  STYLES 
OF  TONE  ARMS  TO  FIT  EVERY 
MANUFACTURER  OR  JOBBER'S 
REQUIREMENTS 


FACTORY  REPRESENTATIVE 

Max  Targ,  229  W.  Randolph  St., 
Chicago,  111. 


TONE  ARMS 


REPRODUCERS 


FACTORY  REPRESENTATIVE 

Andrew  P.  Frangipane, 
32  Union  Sq.,  New  York  City 


Everything  is  manufactured 
in  our  otvn  plant 


FACTORY  REPRESENTATIVE 

Industries  Unidas,  S.  A.,  Bal- 
deras  110,  Mexico  City.  Mex. 
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a  new 


BROOM 

SANDAR  has  swept  the  country,  and  firmly  estab- 
lished itself  as  a  substantial,  sensational  success. 
Fans  and  dealers  everywhere  have  hailed  this  new 
cone  type  speaker  as  a  notable  contribution  to  the 
refinement  of  radio  reception. 

Sandar's  remarkable  ability  to  bring  out  with  full 
value  each  sound  within  the  scope  of  the  set,  its  un- 
usually attractive  design,  and  the  fact  that  it  is  the 
lowest  priced  licensed  speaker  of  its  size  —  retailing  at 
#27.50  —  have  made  it  a  universal  favorite,  and  our 
main  problem  since  the  introduction  of  Sandar  a  few 
months  ago  has  been  to  keep  the  supply  proportion- 
ate to  the  demand. 

Join  the  list  of  those  progressive  dealers  who  are 
reaping  rich  rewards  by  associating  with  Sandar. 
There  is  still  some  territory  available,  but  prompt 
action  is  essential — so  write  us  TODAY  for  territory 
and  full  information. 

SANDAR 

SPEAKER 

SANDAR  CORPORATION,  Crescent  Plaza  Building,  Long  Island  City,  New  Yofk 


West  of  the  Rocky  Mountains,  #30 


50 


Licensed  Under 
Lektophone  Patents 
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*You  Cant  Go  Wrong 
With  Any  vFEISIl  Song' 


Donaldson's  Distinctive 
and  Charming  Ballad/ 


YhH;    Gj*e«t  jfavs  TV 


PAL 

OF    MY  * 

.  LONESOME  HOURS 

■ 

E  The  Melody  Fox  Trot  Hit/ 

V  HIRSCH  -axd  LYMAN 


^  THE  ~ 

IT  DIXIE  1 
'VAGABOND 

|  ^4  Fox  Qi-ot  Ballad 
j\  That's  Just  A  Little  { 
BL  Different/ 

S^Jy  KAHN  W  DONALDSON 

LEO.FEISZ  Inc. 

FEIST  BLDG. 

231-5  W.  40th  ST., 

ffEW  YORK.  CITY 


Silent  Motor  Corp.  Opens       Atwater  Kent  Radio  Hour 
Branch  Office  in  Chicago   to  Open  National  Music  Week 


Herman  Segal,  President,  on  Recent  Western 
Trip  Arranged  for  Branch — F.  S.  Griffis, 
Well  Known  in  Mid-West,  in  Charge 


A  new  branch  office  of  the  Silent  Motor 
Corp.,  New  York,  was  opened  by  Herman 
Segal,  president,  on  a  recent  Western  trip.  The 
office  is  located  at  1500  Republic  Building, 
Chicago,  with  F.  S.  Griffis  in  charge.  Mr. 
Griffis  is  well  known  in  the  phonograph  and 
talking  machine  field  throughout  the  Middle 
West  and  is  well  equipped  to  handle  the  Silent 
Motor  business  in  that  district. 

Mr.  Segal  reported  upon  his  return  that  he 
found  a  lively  interest  in  the  Silent  Motor  in 
trade  circles,  as  well  as  in  the  new  Add-A- 
Fhonic  reproducer,  manufactured  by  the  Unique 
Reproduction  Co.,  of  which  Mr.  Segal  is  also 
president.  Production  is  well  under  way  at 
the  new  manufacturing  quarters  of  both  or- 
ganizations in  New  York. 


Victor  Dealers  Tie  Up 

With  Auditorium  Model 


Daily  Concerts  Arouse  Interest  and  Enthusiasm 
of  the  Music  Loving  Public 


The  people  of  Jersey  City  have  been  quite 
enthusiastic  about  the  Auditorium  Orthophonic 
Victrola  which  has  been  presented  in  con- 
cert to  music  lovers  on  the  fifth  floor  of  the 
Jersey  Journal  Building,  on  Journal  Square, 
four  times  daily.  This  gigantic  musical  instru- 
ment, which  gives  a  convincing  idea  of  the  tre- 
mendous range  of  the  Orthophonic  principle  of 
sound  production,  has  been  the  means  of  con- 
centrating a  lot  of  attention  not  only  on  the 
new  Orthophonic  Victrolas,  but  on  the  new 
Orthophonic  process  records,  made  by  the 
Victor  Co. 

The  Victor  dealers  interested  in  the  appear- 
ance of  this  instrument  are:  Jersey  City  Talking 
Machine  Co.,  Junction  Phonograph  Co.,  Mathu- 
shek  &  Son  Piano  Co.,  Michaelis  &  Fisher. 
Henry  Rau,  The  Sport  Shop,  White-Star  Music 
Co.,  and  Wissner's. 


W.  J.  Seroy,  Majestic 

Booster  on  Pacific  Coast 


When  W.  J.  Seroy,  Pacific  Coast  representa- 
tive for  Grigsby-Grunow-Hinds  Co.,  Chicago, 
maker  of  the  Majestic  "B"  battery  eliminator, 
starts  out  on  a  trip,  he  not  only  makes  his 
presence  known  through  his  salesmanship 
ability,  but  the  Majestic  advertisement  which  he 
carries  on  the  tire  cover  of  his  coupe  tells  the 
world  that  he  is  a  booster  for  Majestic  "B" 
current  supply  units.  Mr.  Seroy  works  in  co- 
operation with  Majestic  jobbers  and  dealers  in 
California,  Oregon  and  Washington  and  esti- 
mates that  he  has  driven  his  conveyance  nearly 
100,000  miles  in  the  interest  of  Grigsby  products. 


Charles  M.  Schwab  Pays 

Tribute  to  the  Panatrope 

While  attending  a  fair  in  Johnstown,  Pa., 
Charles  M.  Schwab  stopped  at  the  booth  of 
George  Porch,  Brunswick  dealer  of  that  town, 
and  entered  his  order  for  an  instrument. 

Mr.  Schwab  then  expressed  his  opinion  oi 
the  Brunswick  instrument  in  a  letter  addressed 
to  the  Pittsburgh  office  of  the  Brunswick  Co., 

in  which  he  said: 

"I  recently  had  the  pleasure  of  hearing  your  new  mu- 
sical instrument,  the  Panatrope,  and  its  performance  is 
truly  amazing.  I  did  not  know  it  was  possible  to  repro- 
duce music  with  such  positive  naturalness.  You  may  be 
interested  to  know  that  immediately  after  hearing  your 
instrument,  I  placed  my  order  with  a  local  dealer  for  one 
of  the  Model  P10.  You  are  to  be  complimented  for  this 
wumkrl'ul  development." 


Special  Program  by  World-Famous  Artists  Will 
Be  Available  to  Millions  of  Listeners  in 
Through  Nineteen  Broadcasting  Stations 


The  Atwater  Kent  Hour  broadcast  on  Sun- 
day night,  May  1,  has  been  officially  designated 
to  inaugurate  an  important  series  of  musical 
events  during  National  Music  Week.  An  un- 
usual program  has  been  arranged  which  will 
include  a  number  of  prominent  opera  and  con- 
cert artists  who  have  been  previously  heard  in 
this  series  of  Sunday  night  radio  concerts.  A 
network  of  nineteen  stations  will  carry  the  spe- 
cial program  to  millions  of  listeners.  The 
broadcasting  artists  will  include  such  famous 
singers  as  Reinald  Werrenrath,  Mary  Lewis, 
Charles  Hackett,  Alice  McQuhae,  Jeanne  Gor- 
don and  others. 


Copp  Music  Shop  Features 
Recent  Columbia  Record  Hit 


The  Copp  Music  Shop,  South  Bend,  Ind., 
recently  sponsored  a  very  unique  window  dis- 
play featuring  the  Columbia  recording  of  ''Blue 


How  Copp  Shop  Featured  a  Record  Hit 

Skies,"  the  Irving  Berlin  hit  now  sweeping 
the  country.  It  will  be  recalled  by  many  of 
the  older  Columbia  dealers  that  the  Copp  Music 
Shop  has  been  handling  Columbia  merchandise 
for  manv  vears. 


Power  Radio  Set  Made  by 
Radio  R.  &  R.  Laboratories 


There  was  recently  organized  the  Radio  R. 
&  R  Laboratories,  445  Hoboken  avenue,  Jersey 
City,  N.  J.  The  organizers  were  all  formerly 
associated  with  David  Grimes,  Inc.,  and  include 
R.  M.  Lowrie,  L.  C.  Kahle  and  H.  G.  Silbers- 
dorff.  The  company  is  perfecting  a  power 
amplifier  and  an  electrical  radio,  both  of  which 
have  already  been  given  public  demonstrations. 
The  members  of  this  new  organization  were  all 
instrumental  in  developing  the  late  Viking  and 
the  Imperial  Viking  and  the  Gradeon  electrical 
talking  machine  record  "pick-up." 

The  new  electrical  radio  set  is  a  creation  of 
L,  C.  Kahle,  who  before  joining  the  David 
Grimes  organization  and  later  the  Radio  R. 
&  R.  Laboratories,  was  president  and  general 
manager  of  the  Chrystolite  Co.,  manufacturer 
of  incandescent  lamps. 


The  United  Motor  No.  5 
Plays  Six  Ten  Inch  Records 

United  Motor  No.  5,  a  product  of  the  phono- 
graph division  of  the  United  Air  Cleaner  Co., 
Chicago,  is  being  introduced  to  the  trade  at 
the  present  time.  This  motor  plays  six  ten- 
inch  records,  and  is  the  answer  of  the  United 
\ir  Cleaner  Co.  to  the  demand  which  has  re- 
cently arisen  for  a  reasonably  priced  phono- 
graph motor  with  increased  playing  capacity. 
United  motor  No.  5  is  of  the  regular  United 
construction  which  has  been  a  feature  of  all  of 
the  nrm*s  motor  products  . 
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Automatic  Orthophonic  Victrola  Seen 

as  a  Sales  Builder  in  Buffalo  District 

Entire  Trade  Is  Optimistic  Over  the  Outlook  for   an    Excellent    Summer   Business — Federal 
Ortho-sonic  Dealers  Guests  at  a  Get-together  Dinner  Meeting — Other  Trade  Activities 


Buffalo,  N.  Y.,  April  7. — Early  Spring  business 
in  phonographs,  records  and  radio  has  been 
quite  gratifying,  and  compares  very  favorably 
with  the  volume  of  the  same  period  last  year. 
Present  indications  are  that  1927  Summer  radio 
business  will  be  greater  than  during  any  simi- 
lar period  in  the  past. 

The  Victor  trade  logically  concludes  that  in- 
troduction of  the  new  Automatic  Orthophonic 
will  build  up  Victrola  and  record  business  this 
Summer  that  will  equal  if  not  surpass  that  of 
a  year  ago,  the  peak  Summer  of  history  here. 
Buffalo  audiences  have  accepted  the  demonstra- 
tions with  enthusiasm.  There  also  is  a  greater 
demand  for  other  models  of  the  Orthophonic 
Victrola,  interest  having  been  stimulated  by 
publicity  gained  through  the  club  and  audi- 
torium demonstrations,  as  well  as  the  advertis- 
ing campaign  conducted  locally. 

L.  P.  Brown,  of  the  Victor  factory,  has  been 
spending  a  great  deal  of  time  with  the  Buffalo 
and  vicinity  trade,  aiding  in  the  introduction 
programs. 

"Acceptance  of  the  Automatic  Orthophonic 
Victrola  at  the  public  demonstrations,  which 
was  gratifying  beyond  expression,  has  put  our 
house  in  a  very  optimistic  mood,  looking  for- 
ward to  a  fine  Spring  and  Summer  business  in 
all  types  of  the  Orthophonies  and  records," 
Curtis  N.  Andrews  stated.  "Our  radio  business 
also  is  very  pleasing.  The  volume  of  Fada  sales 
has  kept  up  a  steady  trend  since  the  holidays. 
Accessories  and  batteries  also  are  in  better 
than  usual  demand  for  this  time  of  year." 

Buffalo  Talking  Machine  Co.  also  is  pleased 
with  the  Spring  and  Summer  outlook  in  Vic- 
trolas  and  Federal  Ortho-sonic  receiving  sets. 
This  jobbing  house  again  entertained  Federal 


dealers  of  this  territory  at  dinner  and  a  general 
get-acquainted  meeting  in  the  Hotel  Statler  the 
latter  part  of  March.  About  a  hundred  deal- 
ers were  present.  O.  L.  Neal,  head  of  the  com- 
pany, presided  and  introduced  the  speakers, 
among  whom  were  Lester  E.  Noble,  president 
of  the  Federal  Corp.;  Lawrence  C.  F.  Horle, 
chief  engineer;  Charles  J.  Jones,  assistant  sales 
manager;  A.  S.  Stearns,  advertising  manager, 
and  Walter  Jones,  assistant  engineer. 

The  new  Milan  Ortho-sonic  was  hooked  up 
and  demonstrated  during  the  dinner.  Other 
models  made  up  an  effective  display  in  the 
Georgian  room  of  the  hotel,  where  the  dinner 
was  held. 

E.  S.  Germain,  of  the  Cleveland  distributing 
office  of  the  Brunswick  Co.,  conducted  a  series 
of  Panatrope  demonstrations  in  the  Buffalo 
high  schools  during  Beethoven  Week,  featur- 
ing Beethoven  programs.  The  demonstrations 
were  arranged  by  Charles  Heineke,  of  Denton, 
Cottier  &  Daniels. 

Appearance  of  Mary  Lewis,  Victor  artist,  in 
Buffalo,  has  created  new  interest  in  her  records. 

David  A.  Truitt,  of  the  service  department 
of  the  Victor  Co.,  has  been  spending  consider- 
able time  in  the  Buffalo  trade,  to  see  that  deal- 
ers have  no  trouble  with  the  new  automatic 
instrument. 

Whinihan  Bros.,  Victor  and  Fada-  dealers  at 
740  Elmwood  avenue,  are  conducting  an  excep- 
tionally effective  billboard  campaign  for  Fada 
receiving  sets. 

Victor  dealers  are  planning  a  co-operative  ad- 
vertising campaign  in  honor  of  Sousa  and  his 
band,  scheduled  to  appear  in  Buffalo  during  the 
week  of  April  17. 

The  Music  Shop,  operated  by  J.  A.  Gold- 


stein, 210  Fall  street,  Niagara  Falls,  has  bought 
the  Victor  stock  of  G.  &  J.  M.  Rae  Co. 

M.  Doyle  Marks  Co.,  Elmira,  N.  Y.,  has 
opened  a  new  branch  store  at  Towanda,  Pa. 

E.  M.  Vester,  Victor  factory  representative 
heTe,  conducted  Kenmore,  N.  Y.,  demonstra- 
tions for  the  Automatic  Victrola  before  several 
clubs,  for  Floyd  Barber,  live  Kenmore  Victor 
dealer. 

The  Columbia  Music  Shop  utilized  its  window 
display  space  during  the  past  month  to  make  a 


Display  of  Columbia  Music  Shop 

most  attractive  presentation  of  Columbia  Viva- 
tonal  phonographs  and  Columbia  New  Process 
records.  The  display  was  effective  in  attracting 
the  attention  of  passers-by  and  an  increased 
volume  of  phonograph  and  record  sales  re- 
sulted. 

The  Hoffman  Piano  Co.  will  move  May  1 
from  its  present  Main  street  location  to  Main 
and  Goodell  streets. 

The  Charles  F.  Kurtzmann  Co.  also  is  plan- 
ning to  move  to  another  Main  street  location. 


Grafonola  Shoppe  Opened 

A  new  music  store,  the  Grafonola  Shoppe, 
carrying  the  Columbia  Viva-tonal  line  of  phono- 
graphs, opened  at  Suffolk,  Va.,  recently. 


Silent  I 


This  motor  is  designed 
with  a  view  to  giving  per- 
fect service  through  a 
long  life.  It  is  the  result 
of  many  years  of  suc- 
cessful manufacturing, 
and  we  are  willing  to 
stake  on  it  our  invaluable 
reputation. 

100%  Perfection 


MODEL  DS 


Silent  Motor  Corporation 

New  York  City 


HERMAN  SEGAL,  President 

317-323  East  34th  Street 

Chicago  Office— F.  S.  Griffis,  1500  Republic  Bldg. 
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Indications  Point  to  Big  Demand  for 

the  Automatic  Orthophonic  in  Richmond 

Advance  Retail  Orders  Consume  Allotments  of  the  New  Instruments  in  the  Hands  of  Whole- 
salers—Portable Demand  Growing  With  the  Advent  of  Milder  Weather— News  of  the  Month 


Richmond,  Va.,  April  7. — Indications  are  that 
the  new  Victor  Automatics  will  go  over  big  in  this 
territory.  The  Corley  Co.  reports  that  its  whole- 
sale department  oversold  its  allotment  in  advance 
retail  orders  and  the  demand  continues. 

Elias  M.  Ogilvie,  new  retail  manager  of  the 
Corley  Co.,  is  enthusiastic  over  the  outlook  in 
regard  to  these  instruments  and  plans  to  make 
them  a  big  feature  of  his  Spring  business.  He 
recently  came  to  the  Corley  Co.  from  the  Bald- 
win Piano  Co.,  of  Denver. 

Goldberg  Bros.,  distributors  of  the  Artone 
line,  say  that  the  po.  table  business  is  opening 
up  satisfactorily  and  that  dealers  in  their  terri- 
tory have  stocked  up  well  with  Artones  in  an- 
ticipation of  a  good  Spring  business.  The  firm 
announces  the  addition  of  Leo  Eiseman  to  its 
sales  staff.  Mr.  Eiseman,  formerly  with  the 
Chesapeake  Furniture  Co.,  of  this  city,  has  been 
assigned  to  territory  in  northern  West  Virginia 
and  -western  Pennsylvania. 

Charles  H.  Held,  who  has  been  traveling 
Georgia  and  South  Carolina  for  Goldberg  Bros., 
has  resigned  and  formed  a  connection  with  an- 
other line  of  business  in  Atlanta.  He  is  suc- 
ceeded in  Georgia  by  Sol  Clarke,  another  new 
addition  to  the  road  staff.  South  Carolina  has 
been  added  to  the  territory  of  Adolph  Hutzler, 
who  covers  the  North  Carolina  territory. 

The  retail  house  of  Manly  B.  Ramos,  this 
city,  has  taken  on  the  Mikiphone  portable  line 
in  addition  to  the  Sonoras  and  Pathephonics. 

Walter  D.  Moses  &  Co.,  Victor  dealers,  who 
claim  to  be  the  oldest  music  house  in  Virginia, 
have  achieved  the  further  distinction  of  being 
the  first  music  house  in  the  State  to  inaugurate 
a  daylight  broadcasting  service.    Since  they  in- 


augurated this  service  a  month  ago  big  results 
in  the  sale  of  records  have  accrued.  The  sta- 
tion is  operated  daily  from  1  to  3  p.  m.  week- 
days. On  . Sundays  a  religious  program  is  put 
on  the  air  during  the  same  period. 

The  Columbia  Furniture  Co.,  Victor  dealer, 
through  Kenneth  Lord,  manager  of  its  phono- 
graph department,  recently  staged  a  highly  suc- 
cessful demonstration  of  the  new  Orthophonic 
Electrola  at  the  Capitol  Theatre,  reinforced  by 


loud  speakers  concealed  in  different  sections  of 
the  playhouse.  This  was  one  of  a  series  of 
demonstrations  of  this  sort  which  it  has  been 
giving  in  Richmond  theatres. 

Music  dealers  as  well  as  music  lovers  gen- 
erally evinced  deep  interest  in  the  annual  meet- 
ing of  the  Southern  Conference  for  Music  Edu- 
cation held  in  this  city  early  in  April.  A  num- 
ber, of  recitals  and  concerts  were  given  during 
the  convention. 

Conference  members  were  joint  guests  of  the 
Corley  Co.  and  the  News  Leader  at  the  last  of 
the  News  Leader  series  of  concerts  given  at 
the  city  auditorium  the  evening  of  the  fourth 
day  of  the  Conference.  Miss  Grace  Barr  and 
Miss  Josephine  Ayres,  representing  the  educa- 
tional department  of  the  Victor  Co  .,  were 
among  those  attending  the  Conference. 


Federal-Brandes  Sales  Staff 
Holds  Annual  Conference 


Increase  in  Sales  in  1927  Forecast  by  District 
Sales  Representatives  of  Kolster  Radio — 
Changes  in  Personnel  Announced 


A  larger  increase  in  sales  in  1927  than  has 
marked  any  previous  year's  growth  was  forecast 
by  district  sales  representatives  of  Federal- 
Brandes,  Inc.,  manufacturers  of  Kolster  sets  and 
Brandes  speakers,  at  their  annual  conference 
held  recently  in  New  York.  Additions  to  the 
Kolster  line  for  1927  were  demonstrated,  and 
aroused  enthusiastic  expressions  of  opinion.  It 
was  said  that  public  announcement  of  these  new 
developments  will  be  made  about  May  1.  It  was 
the  consensus  of  opinion  that  Federal  regula- 
tion of  broadcasting,  coupled  with  the  improve- 
ment in  the  quality  of  reproduction  brought  out 
by  laboratory  research  during  the  past  Winter, 
would  create  a  great  demand  for  sets  this  year. 

Included  in  the  week  of  conferences  was  an 
inspection  trip  through  the  two  Newark  plants 
where  Kolster  sets  and    Brandes   speakers  are 


made.  A  new  condenser  department,  occupying 
a  floor  of  the  Mt.  Pleasant  avenue  factory,  and 
the  entire  Thomas  street  building  were  among 
the  additions  made  since  the  last  annual  con- 
ference. 

D.  S.  Spector,  general  manager  of  the  mer- 
chandising division,  who  was  in  charge  of  the 
meetings,  announced  three  changes  in  the  per- 
sonnel of  the  organization.  Irving  H.  Mitchell, 
formerly  with  Thomas  F.  Logan,  Inc.,  and  later 
with  Dubilier  Condenser  Corp.,  has  been  ap- 
pointed advertising  manager  to  succeed  LeRoy 
Staunton,  who  has  become  Western  representa- 
tive of  a  magazine  in  Chicago.  H.  H.  South- 
gate,  sales  manager  in  the  Central  States,  has'' 
also  been  given  charge  of  sales  in  the  East,  to 
include  the  territory  formerly  directed  by  H.  A. 
Hutchins,  Jr.,  who  has  been  appointed  assistant 
general  manager  of  the  merchandising  division. 

Among  the  district  representatives  taking  part 
in  the  conference  were:  A.  Y.  Tuel,  San  Fran- 
cisco; Allan  C.  Forbes,  Chicago;  W.  J.  Thimm, 
Kansas  City;  J.  C.  Stanley,  Minneapolis;  J.  J. 
Reilly,  Detroit;  W.A.Eaton,  Washington,  D.  C; 
W.  A.  Hendrickson,  Boston;  J.  J.  Hines,  At- 
lanta, and  A.  G.  Nordholm,  New  York. 


HEAR  IT! 
Add-A*Phonic 

Lists  at  *5°° 


Made  by  the  makers  of 


UNIQUE  REPRODUCTION  CO. 

HERMAN  SEGAL,  President 

317-323  East  34th  Street 


New  York  City 


86 


THE    TALKING    MACHINE  WORLD 


April,  1927 


Radio  Commission  Defers  Licensing  of 

Stations  to  Permit  Study  of  Problem 

Series  of  Hearings  Participated  in  by  Leading  Factors  in  the  Industry  and  the  Public  Resulted 
in  Few  Really  Constructive  Suggestions — Oppose  Widening  Broadcasting  Band 


The  Federal  Radio  Commission,  following  the 
tour-day  hearings  for  those  interested  in  radio 
reception,  broadcasting  and  the  radio  indus- 
try in  general,  decided  to  postpone  the  licens- 
ing of  stations  beyond  April  24  to  give  the 
members  of  the  Commission  more  time  for  a 
closer  study  of  the  intricate  problem.  The  pub- 
lic hearings  resulted  in  very  few  suggestions 
of  a  constructive  nature.  It  was  generally 
agreed  that  the  number  of  stations  would  have 
to  be  cut  down,  but  the  manner  in  which  this 
could  be  accomplished  in  fairness  and  with  jus- 
tice is  still  to  be  determined.  Quite  early  in 
the  hearings  a  decided  sentiment  developed 
against  the  narrowing  of  wave  bands,  against 
going  into  additional  channels  and  against  the 
limiting  of  power  or  development.  This  leaves 
but  one  solution,  the  cutting  down  of  the  num- 
ber of  stations.  For  the  next  few  weeks  the 
members  of  the  Commission  will  be  busy  read- 
ing a  volume  of  correspondence  which  has  been 
received  from  listeners  from  all  parts  of  the 
country.  No  statement  was  made  by  the  Com- 
mission and  no  action  will  be  decided  upon  un- 
til the  arrival  of  Chairman  Admiral  Bullard, 
who  is  expected  back  from  the  Orient  the 
latter  part  of  this  month. 

In  some  circles  it  is  thought  probable  that 
the  Commission  will  follow  the  suggestion  of 
S.  B.  Davis,  of  the  Department  of  Commerce, 
an  expert  on  radio  control,  that  no  general  rule 
be  applied,  but  that  each  station  seeking  a 
license  be  judged  on  its  merits  from  the  view- 
point of  public  service. 

There  are  at  present  732  broadcasting  sta- 
tions, and  applications  have  been  received  from 
these  stations  and  from  300  proposed  stations. 
The  temporary  period  of  unlicensed  grace 
granted  all  stations  expires  on  April  24,  but 
from  present  indications  it  seems  that  an  ex- 
tension of  thirty  or  even  sixty  days  will  be 
granted  to  give  the  commissioners  time  to  act 
on  all  applications. 

In  addition  to  studying  the  testimony  taken 
at  the  four-day  hearings  and  a  digest  of  the 
many  thousands  of  letters  received  from,  those 


listeners  who  are  interested  but  were  unable  to 
attend  the  hearings,  the  Commission  will  have 
i  he  help  of  nine  radio  supervisors  summoned 
to  Washington  from  all  parts  of  the  country. 
The  four  commissioners  now  functioning  will 
submit  a  broad,  tentative  policy  to  Admiral 
Bullard  upon  his  arrival. 

It  is  understood  that  the  Commission  would 
like  to  hold  hearings  in  New  York,  Chicago 
and  Los  Angeles,  but  it  is  penniless.  If  the 
Department  of  Commerce  radio  funds  can  be 
made  available  such  hearings  may  be  held.  The 
Commission  will  endeavor  to  have  the  New 
York  and  Chicago  broadcasters  meet  to  work 
out  a  plan  for  relieving  the  congestion  of  the 
air  and  if  this  move  fails  will  then  tell  them 
what  they  must  do. 

The  most  determined  opposition  was  ex- 
pressed by  radio  manufacturers,  engineers  and 
amateur  radio  experts  to  any  widening  of  the 
broadcasting  band  which  is  now  spread  be- 
tween 200  and  545  meters. 

Experts  introduced  by  Frank  D.  Scott,  spe- 
cial counsel  for  the  National  Association  of 
Broadcasters  and  the  Radio  Manufacturers'  As- 
sociation, told  the  Commission  that  to  expand 
the  existing  band  would  render  practically  use- 
less approximately  $550,000,000  worth  of  re- 
ceiving sets,  because  they  were  not  built  for  re- 
ception on  wave  lengths  other  than  those  now 
in  use. 

To  go  below  the  200-meter  wave  length 
minimum  now  in  force,  it  was  contended,  would 
make  it  necessary  for  the  commercial  broad- 
caster to  enter  the  field  now  allocated  to  about 
18,000  amateurs,  while  to  expand  beyond  the 
545-meter  maximum  wave  would  encroach  on 
the  field  of  the  maritime  services. 

Among  those  who  opposed  band  expansion 
were:  L.  B.  F.  Raycroft,  vice-president  of  the 
National  Electrical  Manufacturers'  Association; 
R.  H.  Langley,  Crosley  Radio  Corp.;  -F.  A. 
Kolster,  Federal  Telegraph  Co.  of  California; 
Alfred  N.  Goldsmith,  Radio  Corp.  of  America; 
Lambden  Kay,  announcer  at  Station  WSB,  At- 
lanta; K.   B.  Warner,  American  Radio  Relay 


League,  and  C.  Francis  Jenkins,  radio  inventor, 
of  Washington. 

L.  C.  F.  Horle,  Federal  Radio  Corp.  of  Buf- 
falo, said  he  did  not  see  how  there  could  be 
W  increase  in  kilowatt  allotments  without  an 
increase  in  interference,  and  that  existing  limits 
should  be  maintained  until  the  number  of  sta- 
tions is  reduced. 

At  a  recent  meeting  of  the  Independent 
Radio  Manufacturers  a  resolution  regarding 
the  widening  of  the  broadcasting  band  was  in- 
troduced by  Professor  L.  A.  Hazeltine,  inventoi 
of  the  neutrodyne  system  of  radio  reception, 
and  unanimously  passed.    The  resolution  read: 

"Resolved,  that  it  is  the  unanimous  opinion  of 
the  engineers  associated  with  the  Independent 
Radio  Manufacturers,  and  with  the  Hazeltine 
Corp.,  assembled  in  conference  on  March  17, 
1°27,  that  in  the  present  state  of  the  radio  art 
it  would  be  against  the  best  interest  of  the 
b  oadcas-t  listening  public  to  increase  the  fre- 
quency band  allotted  to  broadcasting  beyond 
the  present  band  from  550  kilocycles  (545 
meters)  to  1,500  kilocycles  (200  meters)." 

Acme  Elec.  &  Mfg.  Go. 
Announces  Trickle  Charger 

New  Item  Is  Known  as  Acme  Two-Rate  Trickle 
Control  Switch  Radio  Battery  Charger — 
Enables  Set  to  Operate  Automatically 

Cleveland,  O.,  April  7. — The  Acme  Electric  & 
Mfg.  Co.,  manufacturer  of  Acme  radio  acces- 


New  Acme  Trickle  Charger 

sories,  has  developed  a  unique  radio  item, 
known  as  the  Acme  two-rate  trickle  control 
switch  radio  battery  charger,  consisting  of  a 
bulb  type  charger  capable  of  delivering  two 
charging  rates,  with  these  two  controlled  by 
a  toggle  switch  mounted  on  the  outside  of  the 
case.  When  the  switch  is  thrown  to  the  low 
position,  a  charging  current  of  one-half  am- 
pere is  delivered  by  charger,  and  when  placed 
in  high  position  delivers  a  charging  rate  of 
one  and  one-half  amperes.  There  is  an  auto- 
matic relay  switch  constructed  within  the 
design  of  this  charger  and  also  a  "B"  power 
supply  plug  attachment  mounted  within  case. 

This  arrangement  enables  the  radio  receiver 
to  be  automatic  in  its  operation,  and  when  the 
filament  switch  is  turned  to  the  "on"  position 
on  receiver,  then  the  action  of  the  relay,  the 
trickle  charger  is  disconnected  from  charging 
battery,  and  the  "B"  power  supply  is  connected 
to  the  set.  When  the  switch  on  the  receiver 
is  turned  to  the  "off"  position,  the  reverse 
operation  takes  place. 

Manhattan  Electrical 

Supply  Co.  in  New  Home 

St.  Louis,  Mo.,  April  7. — The  Manhattan  Elec- 
trical Supply  Co.,  radio  distributor,  which  suffered 
a  loss  when  its  building  at  1106  Pine  street 
was  destroyed  by  fire,  is  continuing  its  business 
at  810-81S  Clark  street,  and  through  quick  and 
efficient  action  on  the  part  of  members  of  the 
firm  service  to  the  trade  is  assured. 


Argus 
Again 
Leading 


f/jBATTERLESi 

NO 

'ATTACHMENTS  ' 
OF  ANY  KIND 

 \  REAL 

ELECTRIC 
RECEIVER 


not  Electrified 

-but  ENTIRELY  ELECTRIC/ 


The  vast  difference  between  an  en- 
semble of  trickle  chargers,  A  &  B  eliminators,  and  a  self- 
contained,  factory  built  electric  receiver  is  manifested 
in  the  Argus  Electric  Radio. 

The  dependability  of  a  factory  built 
product,  plus  the  advantages  of  PATENTED  features 
embodied  in  the  Argus  Electric  receiver  gives  the  dealer 
and  consumer  a  sense  of  definite  satisfaction,  and  free- 
dom from  service  troubles. 

WRITE  NOW— For  The  Argus  Sales  Prospectus. 
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Something 

Radically 

New 


Argus  Radio  Corp. 
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Three  Celebrated  Symbols 
In  the  Art  of  Music 
Soon  to  Assume  a 
New  Meaning 

for  the 

Victor  Dealer 


LT.  COMM.  JOHN  PHILIP  SOUSA 


Mr.  Victor  Dealer — 
April  29th  will  be  a 
big  day  for  you  ♦ .  ♦ 
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JOHN  H.WILSON, Manage 

324- WASHINGTON  ST., BOSTON, MASS 


BOSTON 


ENGLAND 


Trade  Interest  in  Boston  Centered  on 

Dinner  of  New  England  Music  Trade  Ass'n 

Columbia  Machine  and  Record  Sales  in  New  England  Establish  a  New  High  Mark — J.  H.  Burke 
Co.  Becomes  an  Atwater  Kent  Radio   Wholesaler — Victor  Automatic  Introduced 


•  Boston,  Mass.,  April  8. — The  trade  just  now  is 
interested  in  the  forthcoming  dinner  of  the 
New  England  Music  Trade  Association,  which 
is  scheduled  for  Monday,  the  11th,  at  the  new 
Hotel  Statler.  The  speaker  of  the  evening  will 
be  Robert  Lincoln  O'Brien,  editor  of  the  Bos- 
ton Herald,  who  has  lately  returned  from  a 
trip  to  the  Pacific  Coast  and  who  will  address 
the  gathering  on  the  present  business  situation 
of  the  country  as  he  found  it  on  his  trip.  The 
special  committee  that  has  in  hand  the  arrange- 
ments consists  of  President  R.  G.  Knuepfer, 
Louis  C.  Wagner,  Ernest  A.  Cressey,  Dan  E. 
Fabyan,  Harry  E.  Folger,  Horace  Jones, 
Charles  L.  McHugh,  W.  W.  Radcliffe,  A.  J. 
Fisher,  Harry  L.  Spencer,  D.  D.  Luxton  and 
Secretary  William  F.  Merrill,  the  latter  in  par- 
ticular giving  a  great  deal  of  his  time  to  getting 
out  the  invitations  and  arranging  other  details. 
Appointed  Atwater  Kent  Jobber 

The  J.  H.  Burke  Co.,  distributor  of  Sonora 
and  other  products,  was  recently  appointed 
wholesale  representative  of  the  entire  radio  line 
of  the  Atwater  Kent  Mfg.  Co.,  including  sets, 
speakers  and  accessories.  The  J.  H.  Burke  Co., 
which  has  its  headquarters  at  221  Columbus 
avenue,  covers  the  New  England  territory. 
Big  Columbia  Business  in  March 

From  New  England  Manager  Bill  Parks  one 
learns  that  March  was  the  biggest  month  in 
sales  of  both  Columbia  records  and  machines 
that  has  been  experienced  in  this  territory  in 
more  than  three  years,  and  this  was  not  due 
to  the  war  with  China,  as  Bill  facetiously  re- 
marks, but  to  the  quality  of  the  New  Process 
Viva-tonal  recordings,  and  the  fully  developed 
tone  of  the  Viva-tonal  phonographs.  The  in- 
terest aroused  during  the  Beethoven  Week, 
Bill  says,  is  resulting  in  very  substantial  sales 
of  the  Masterworks  album  sets. 

Speaking  of  the  Beethoven  Week  in  re  the 
Columbia,  it  is  most  interesting  to  note  how 
completely  the  New  England  field  was  covered. 
It  was  really  an  amazing  publicity  stunt  that 


was  performed.  In  fully  thirty  large  centers  the 
musical  interests  were  carefully  corralled  and 
there  was  a  wide  demand  for  the  excellent  liter- 
ature that  the  Columbia  Co.  put  out.  The  re- 
sult was  that  some  program  was  carried  out 
every  day  in  which  the  Columbia  played  some 
part,  and  in  the  schools  Columbia  recordings  of 
Beethoven  music  were  played  on  Columbia  in- 
struments. 

Adds  to  Staff 

Two  additions  that  Manager  Joe. .Burke  has 
made  to  his  staff,  made  necessary  by  the  ad- 
dition of  the  Atwater  Kent  line,  are  Carl  Hen- 
derson, who  will  have  the  Rhode  Island  terri- 
tory, with  headquarters  in  Providence;  and  R. 
C.  Stewart,  who  will  have  the  State  of  Maine, 
making  his  headquarters  at  Portland,  from 
which  city  he  will  direct  all  of  the  J.  H.  Burke 
Co.'s  interests. 

Beethoven  Week  Widely  Observed 
The  Beethoven  anniversary  was  widely  ob- 
served in  Boston  and  New  England  and  the 
talking  machine  houses  were  quite  to  the  fore 
in  giving  the  occasion  proper  recognition. 
Local  warerooms  that  had  fine  window  dis- 
plays were  M.  Steinert  &  Sons,  the  C.  C.  Har- 
vey Co.,  and  the  Oliver  Ditson  Co. 

Public  Hears  Victor  Automatic 
On  Monday,  April  4,  the  new  Automatic 
Orthophonic  was  given  wide  publicity  through- 
out the  city  and  in  unison,  as  it  were,  all  the 
warerooms  that  handle  the  Victor  exhibited  the 
instrument  in  their  windows.  Those  that  at- 
tracted the  widest  attention  were  the  Oliver 
Ditson  Co.,  C.  C.  Harvey  Co.,  M.  Steinert  & 
Sons  and  A.  M.  Hume. 

Brunswick  Outlook  Is  Good 
Business  in  the  Brunswick  line,  with  special 
emphasis  on  the  new  Panatrope  with  the  Radi- 
ola,  is  fairly  good,  but  there  is  a  chance  for  con- 
siderable improvement. 

Harry  L.  Spencer  was  over  to  New  York  for 
a  few  days  the  first  of  this  month  in  consulta- 
tion with  some  of  the  officials  of  the  Bruns- 

lllill 


wick  Co.,  who  had  come  East  from  Chicago  on 
business  relative  to  the  Eastern  field. 

At  the  Home  Beautiful  Exhibition  at  Me- 
chanics Building,  the  last  week  in  March,  Henry 
L.  Kincaide,  the  furniture  dealer  of  Quincy, 
had  a  good  display  of  Brunswick  machines  with 
the  Panatrope,  of  course,  as  the  outstanding 
feature.  This  house  also  had  an  exhibit  of  At- 
water Kent  radios,  and  this  same  line  also  was 
shown  by  Howe  &  Co. 

Splitdorf  and  Radio  Corp. 
Conclude  License  Agreement 

Splitdorf  Bethlehem  Electrical  Co.  Concludes 
Licensing  Arrangements  With  Radio  Corp., 
General  Electric  and  Westinghouse 


One  of  the  most  important  licensing  arrange- 
ments was  recently  concluded  between  the  Split- 
dorf Bethlehem  Electrical  Co.,  manufacturer  of 
Splitdorf  radio  receivers  and  other  electrical 
products,  and  the  Radio  Corp.  of  America,  the 
General  Electric  Co.  and  the  Westinghouse 
Electric  &  Mfg.  Co.,  whereby  certain  rights  to 
the  present  and  future  radio  inventions  of  these 
companies  become  available  to  the  Splitdorf 
organization.  Of  equal  importance  is  the  fact 
that  this  agreement  between  these  companies 
terminates  the  litigation  between  Splitdorf  and 
the  Radio  Corp. 

In  a  statement  Walter  Rautenstrauch,  presi- 
dent of  the  Splitdorf  Bethlehem  Electrical  Co., 
said:  "This  places  the  Splitdorf  Bethlehem  in  a 
position  to  proceed  effectively  with  its  program 
of  expansion  in  the  radio  field.  With  its  large 
manufacturing  facilities,  its  system  of  distribu- 
tion already  including  more  than  ten  thousand 
dealers,  and  this  association  with  the  great 
electrical  manufacturing  companies,  the  Split- 
dorf becomes  a  dominant  factor  in  the  radio  in- 
dustry. 

"The  expansion  of  the  Splitdorf  Bethlehem 
in  the  radio  field,  now  made  secure  by  its  asso- 
ciation with  the  Radio  Corp.,  the  General  Elec- 
tric Co.  and  the  Westinghouse  Co.,  marks  a  for- 
ward step  in  the  stabilization  of  the  radio  in- 
dustry. Splitdorf  Bethlehem  will  also  enjoy  the 
advantages  of  the  enormous  research  facilities 

of  these  companies  in  the  future  development 

of  its  business." 

■illllllllllin 


Now  Comes  the 


Automatic  Orthophonic  Victrola 


Once  again  are  the  Victor  dealers  of  the  country  privileged 
to  offer  a  new  development  in  this  famous  product.  The  day 
of  standing  still  and  waiting  has  passed  and  the  Victor  Co. 
recognizes  that  fact  by  providing  its  dealers,  and  through 
them  the  public,  with  new  mediums  of  appeal. 


Accept  the  Opportunity 


Oliver  Ditson  Co. 

BOSTON 


Chas.  H.  Ditson  &  Co. 

NEW  YORK 
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Here's  Why  the  Junior 


Makes 


THE  new  improved  Junior  Motor  is  the  smaller  edition  ot 
the  famous  Flyer  Motor.    It  is  the  ideal  motor  for 
smaller,  lighter  portable  phonographs  because— 

Made  Like  a  Watch 

Every  part  is  made  of  the  finest  materials,  as  precisely  made  and  as 
carefully  inspected  as  though  it  were  for  a  fine  watch.  Gears  are  cut  on 
special  gear-hobbing  machines.  These  machines  make  gears  so  much 
better,  so  much  more  true  than  has  ever  before  been  possible  that  large 
concerns  in  many  lines  are  asking  us  to  cut  gears  for  them.  This  is  cited 
only  as  an  example. — every  part  of  the  Junior  is  made  with  the  same 
unusual  care  and  precision. 

Noiseless 

Before  it  can  come  to  you  in  a  portable,  a  Junior  must  pass  the  Listen- 
ing Test.  It  is  run  without  a  record,  on  a  special  sound  box  which 
magnifies  any  sound  many  times.  If  either  of  two  experts  can  notice  the 
slightest  sound,  the  entire  motor  is  rejected. 


Exclusive  Design 


The  Junior  is  the  result  of  12  years'  experience  in  motor  design  and 
manufacture.  Only  the  Junior  (and  its  bigger  brother,  the  Flyer)  can 
offer  the  sturdy  construction,  the  freedom  from  vibration  and  noise,  the 
long  life  which  these  motors  assure. 

No  wonder  the  great  majority  of  all  portables  sold  are  equipped  with 
Junior  or  Flyer  Motors.  Dealers  know  that  these  motors  mean  easier 
sales,  more  satisfied  customers  and  no  returns. 


ENE1AI  INDUSTRIES  CO 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  M/g.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Prosperity  in  Steel  Industry  and  Better- 
ment in  Employment  Aids  Cleveland  Trade 

Introduction  of  Automatic  Orthophonic  to  the  Public  a  Success — Unique  Retail  Store  Is  Opened 
by  Euclid  Music  Co.— Ohio  Sales  Co.  Organized  With  $50,000  Capital 


Cleveland,  O.,  April  8. — With  the  opening  of 
Spring  business  in  Cleveland  and  vicinity  has 
shown  a  decided  improvement.  The  employ- 
ment situation  has  improved  and  there  is  every 
indication  that  there  will  be  few  idle  men  be- 
fore long.  The  steel  indust^-  is  working  85 
per  cent  and  many  men  are  being  employed  in 
outdoor  work.  The  threatened  building  tie-up 
did  not  materialize  and  Cleveland  is  now  practi- 
cally free  from  labor  troubles. 

Public  Hears  Victor  Automatic 

The  new  Victor  Automatic  Orthophonic 
made  its  bow  to  the  public  on  April  4  and 
met  with  a  very  favorable  reception.  The 
Cleveland  Talking  Machine  Co.  and  Victor 
dealers  co-operated  in  having  a  special  four- 
page  section  in  the  Cleveland  Plain  Dealer  on 
Sunday,  April  3.  Photographs  of  the  new 
instrument  and  many  interesting  things  about 
the  Victor  line  were  featured.  Practically  all 
Victor  dealers  had  advertisements  tying  up 
with  the  large  ad  of  the  distributors.  Dealers 
also  used  their  show  windows  to  good  advan- 
lage,  some  having  the  Automatic  in  the  win- 
dow and  shrouded  with  a  velvet  cloth,  to  which 
was  attached  a  card  with  a  large  question 
mark.  Invitations  wrere  sent  to  selected  names 
on  mailing  lists,  and  as  a  result  of  the  publicity 
many  people  came  out  to  see  and  hear  the  new 
instrument. 

Euclid  Music  Co.  Opens  Unique  Store 

The  Euclid  Music  Co.  opened  a  unique  store 
April  4  at  Coventry  Road  and  Euclid  Heights 
Boulevard.  It  is  unique  in  that  it  differs  in 
appearance  from  any  music  store  in  Cleveland 
by  having  no  show  windows  nor  counters.  It 
resembles  from  the  outside,  a  studio  or  private 
club  and  the  only  indication  of  its  being  a 
music  store  is  the  name  over  the  door.  In- 
stead of  counters  there  are  easy  chairs  placed 
around  the  principal  room,  which  resembles  a 
lobby.  The  small  goods,  records,  sheet  music, 
etc.,  are  displayed  in  glassed-in  alcoves  let 
into  the  walls.  Handsomeh'  appointed  display 
rooms  for  radio,  phonographs  and  pianos  are 
a  feature  of  the  store.  Another  innovation  are 


soundproof  curtains  instead  of  doors.  A  large 
crowd  attended  the  opening,  which  was  tied  up 
with  the  first  appearance  of  the  new  Victor 
Automatic  instrument. 

Ohio  Sales  Co.  Organized 

The  Ohio  Sales  Co.,  of  Cleveland,  O.,  has 
been  organized  with  a  capital  of  $50,000  to  en- 
gage in  the  distribution  of  Okeh  and  Odeon 
records  in  Ohio  and  Pennsylvania,  with  head- 
quarters at  1231  Superior  avenue. 

This  territory  was  formerly  covered  by  the 
Ideal  Phono  Parts  Co.,  of  Pittsburgh,  Pa.  The 
Ideal  Co.  will  continue  to  maintain  quarters"  in 
Cleveland,  however,  selling  parts,  sound  boxes, 
tone  arms,  portables,  needles,  phonographs,  etc. 

Louis  Cofsky,  of  Pittsburgh,  has  been  elected 
president,  and  Al  G.  Slessinger,  of  Cleveland, 
vice-president  and  sales  manager.  Mr.  Sles- 
singer and  C.  A.  Klebart,  special  field  manager 
of  the  Okeh  Phonograph  Corp.,  New  York  City, 
are  making  extensive  tours  throughout  the 
territory  and  report  great  enthusiasm  among 
the  dealers  about  the  new  electric  Okeh  and 
Odeon  records.  This  enthusiasm  has  been 
made  tangible  through  large  standing  orders 
for  every  release. 

Effective  RCA  Publicity 

RCA  dealers  and  distributors  had  a  fine 
special  section  in  the  Cleveland  Plain  Dealer 
during  the  month,  which  helped  business  con- 
siderably. Both  the  Erner  Electric  Co.  and 
the  Radio  Apparatus  Co.  co-operated. 

Herman  Lesser  Recovered 

Herman  Lesser,  president  of  the  H.  Lesser 
Co.,  who  has  several  stores  in  Cleveland,  has 
recovered  from  an  operation  for  appendicitis 
that  he  was  forced  to  undergo  early  in  the 
month.  The  Lesser  Co.  slogan,  "Not  a  radio 
department,  but  a  radio  department  store,"  is 
known  to  all  Clevelanders  and  many  in  adjoin- 
ing towns.  They  have  enjoyed  a  phenomenal 
business  growth. 

S.  J.  Basta  Opens  New  Store 

S.  J.  Basta  has  opened  a  very  attractive  store. 
It  is  located  at  6032  Broadway  and  Sonora  and 
Columbia  lines  are  featured.    The  building  was 


purchased  by  Mr.  Basta,  who  had  it  completely 
remodeled.  He  is  continuing  his  old  store  at 
5727  Broadway  for  the  present,  but  as  soon  as 
the  lease  expires  will  close  it. 

Panatrope  at  Flower  Show 

Visitors  to  Exhibition  Hall,  where  all  the 
garden  clubs  and  retail  florists  had  their  dis- 
plays at  the  Cleveland  Flower  Show,  were  en- 
tertained with  music  from  a  Brunswick  Pana- 
trope placed  there  by  the  Buescher  Music  Co. 
It  was  a  very  fine  advertisement  for  the  com- 
pany and  also  Brunswick,  as  over  a  hundred 
thousand  people  attended  the  show. 

Beethoven  Week  Creates  Record  Sales 

A  large  number  of  records  of  Beethoven 
compositions  were  sold  during  Beethoven 
Week.  The  Columbia  Co.'s  dealers  in  particu- 
lar reported  a  big  demand.  R.  J.  Mueller  and 
his  force  worked  overtime  at  the  Cleveland 
branch  taking  care  of  the  business.  Incidentally, 
the  Cleveland  office  looks  very  attractive,  hav- 
ing been  newly  decorated.  The  Viva-tonal 
machines  are  moving  right  along  and  business 
for  Spring  is  becoming  brisker  every  day. 

News  Brieflets 

The  Storad  Mfg.  Co.,  maker  of  storage  bat- 
teries and  radio  tubes,  etc.,  2104  Superior 
avenue,  has  gone  out  of  business  due  to  finan- 
cial troubles.  By  order  of  the  Insolvency 
Court  the  stock  and  fixtures  were  sold  at  pub- 
lic auction  on  April  4.  J.  E.  Feighan  was 
appointed  assignee. 

A  large  assembling  and  finishing  department 
for  radios  and  phonographs  is  to  be  installed 
by  the  May  Co.  in  a  new  warehouse  they  are 
to  construct  on  Payne  avenue. 

The  Wurlitzer  Co.  has  opened  three  addi- 
tional stores  in   Cleveland  during  the  month. 

Kimpak  Packing  Material 
Praised  by  Radio  Makers 

Kimberly-Clark  Co.  Receives  Many  Letters  of 
Praise  From  Radio  Manufacturers  Who  Have 
Used  Kimpak  in  Protecting  Products 


Many  letters  of  commendation  and  praise 
have  been  received  at  the  sales  office  of  the 
Kimberly-Clark  Co.,  in  Chicago,  from  manu- 
facturers in  the  radio  field  who  use  its  product, 
Kimpak,  formerly  known  as  Cellupacking,  in 
preparing  their  products  for  shipment.  The 
Kimberly-Clark  Co.,  which  maintains  plants 
at  Neenah,  Appleton,  Kimberly,  Niagara,  Wis., 
and  Niagara  Falls,  N.  Y.,  has  instituted  a 
special  drive  in  the  interest  of  Kimpak. 

A  number  of  nationally  known  manufacturers 
in  the  furniture,  phonograph  and  radio  fields 
have  adopted  Kimpak  as  standard  packing  ma- 
terial after  making  tests  to  ascertain  its  worth 
in  protecting  fine  surfaces  and  fragile  merchan- 
dise. Among  these  firms  are  the  Stromberg- 
Carlson  Telephone  Mfg.  Co.,  Rochester,  N.  Y. ; 
All-American  Radio  Corp.,  Chicago;  Zenith 
Radio  Corp.,  Chicago;  John  O.  Jesse  Mfg.  Co.. 
Bryan,  O.;  Pfanstiehl  Radio  Co.,  Highland 
Park,  111.,  and  the  Macev  Co.,  Grand  Rapids, 
Mich. 

Kimpak  is  used  by  manufacturers  to  protect 
in  shipment  furniture,  radio  receivers  and 
phonographs,  which  must  arrive  in  the  hands 
of  the  dealer  in  an  unmarred  and  perfect  con- 
dition in  order  to  be  salable  merchandise.  In 
addition,  it  has  been  adopted  by  radio  loud 
speaker  manufacturers  to  protect  reproducers 
from  being  marred  or  scratched  by  contact 
with  the  shipping  container.  The  Stromberg- 
Carlson  Telephone  Mfg.  Co.  uses  Kimpak  in 
a  manner  applicable  by  many  manufacturers. 
In  packing  the  Stromberg  pedestal  loud  speaker 
there  was  found  to  be  a  demand  for  a  soft, 
resilient,  protective  padding  material  to  pro- 
tect the  finished  rims  and  pedestal  where  the 
speaker  came  in  contact  with  the  packing  con- 
tainer. On  some  occasions,  it  is  said  that 
Kimpak  has  served  to  eliminate  many  steps 
in  packing,  as  well  as  the  number  of  materials 
used  in  preparing  merchandise  for  shipment. 


For  Talking  Machines 

Not  the  least  of  the  reasons  behind  the  popularity  of  the  felts 
made  by  the  American  Felt  Company  for  talking  machine  pur- 
poses is  the  service  rendered. 

Years  of  experience  in  advising  talking  machine  manufac- 
turers what  grade  of  felt  to  use  for  this  or  that  purpose — 
experience  in  answering  scores  of  felt  questions — these  things 
count  when  felt  purchases  are  to  be  made. 

Specify  American  Felts — made  by  an  organization  of  felt 

specialists. 

AMERICAN  FELT  COMPANY 

211  Congress  St.,  Boston  114  E.  13th  St.,  New  York  City 

325  So.  Market  Street,  Chicago 


AFTER  APRIL  15th,  1927 

The  Offices  of 


The 
GRAYBAR 
BUILDING 

adjoins  the 
Grand  Central 
Station 
and  the 
Hotel 
Commodore 
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The  Largest 
Office  Building 
in  the  World 


will  be  located  on  the  fourth  door  ©£ 


New  Graybar  Building 


420  Lexington  Avenue,  New  York 

(At  43rd  Street) 


Please  consider 
this  a  personal 

invitation  to 
inspect  our  new 
headquarters 
It  will  he  a 
pleasure  to  drop 

the  toil  of 
"shop"  to  extend 

to  you  a 
cordial  welcome 

is 


EDWARD  LYMAN  BILL,  Inc. 


Publishers  of  business  papers  for  over  forty-eight  years 


The  Edward  Lyman  Bill, 
Inc.,  properties  include:  The 
Talking  Machine  World; 
The  Music  Trade  Review; 
Tires;  The  Tire  Rate  Book; 
Automotive  Electricity; 
Price's  Carpet  and  Rug 
News;  Industrial  Retail 
Stores;  Building  Investment 
and  Maintenance;  Draperies 
and  Decorative  Fabrics; 
India  Rubber  World;  etc. 


NEW  YORK 
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Beethoven  Observance  and  Introduction 

of  Automatic  Feature  Quaker  City  Trade 

Events  of  Nation-wide  Prominence  Aid  Materially  in  Increasing  Sales  in  Philadelphia  Territory 
— Many  Dealers  Add  Columbia  Line — Portable  Phonograph  Demand  Grows 


Philadelphia,  Pa.,  April  8. — The  advent  of 
Spring  weather  had  its  usual  effect  on  retail 
sales  of  radios  and  other  musical  instruments. 
The  slight  falling  off  was  offset,  however,  by  two 
happenings  of  the  past  month  which  elimi- 
nated whatever  slackness  was  felt  generally. 
These  events  were  the  observance  of  the  hun- 
dredth anniversary  of  the  death  of  Beethoven, 
crystallized  in  Beethoven  Week,  sponsored  by 
the  Columbia  Phonograph  Co.,  and  the  public 
introduction  of  the  Automatic  Orthophonic  Vic- 
trola  on  April  4.  As  the  great  majority  of 
music  dealers  carr3'  one  or  the  other  of  these 
lines,  if  not  both,  the  sales  volumes  for  the  past 
month  were  invariably  ahead  of  those  for  the 
same  period  of  last  year. 

Many  Beethoven  Week  Activities 

Columbia  District  Branch  Manager  J.  J. 
Doherty  and  his  sales  staff  deserve  a  world  of 
credit  for  the  efficient  manner  in  which  they 
organized  civic  committees  and  influenced  deal- 
ers to  get  behind  the  nation-wide  movement  to 
pay  honor  and  tribute  to  the  great  Beethoven. 
Throughout  the  entire  territory  served  by  this 
branch  the  activities  during  the  week  of  March  20 
were  of  a  quantity  and  quality  that  served  to  at- 
tract the  public  to  a  realization  of  the  composer's 
works,  which  interest  was  in  turn  reflected  in 
the  sale  of  the  Columbia  Masterworks  series  of 


Beethoven  recordings.  On  Monday,  March  21, 
the  women's  committee  of  the  Philadelphia 
orchestra  opened  a  Beethoven  loan  exhibit  at 
the  Art  Alliance  to  which  were  invited  musi- 
cians, pupils  of  music  schools  and  the  general 
public.  There  was  also  given  a  showing  of 
the  Viennese  film  "Beethoven"  at  Egyptian  Hall 
in  the  Wanamaker  store,  together  with  con- 
certs by  the  Curtis  Quartet. 

Dealers  Add  the  Columbia  Line 

During  the  month  the  following  music  dealers 
have  taken  on  the  Columbia  line:  Worren 
Music  House,  Clifton  Heights;  Walter's  Music 
Store,  1727  Ridge  avenue;  Joseph  Rosen,  840 
North  Second  street;  Edmund  Burk,  1229  South 
street;  Harry  Kandel,  Fifth  and  Lombard; 
Montemayor's  Store,  115  South  street,  and 
Valentino's,  2002  Snyder  avenue. 
Postponement   Aids   Automatic's  Introduction 

Due  to  the  postponement  of  the  introduction 
of  the  Automatic  Orthophonic  Victrola  from 
March  21  to  April  4,  Victor  dealers  found  that 
they  had  a  far  greater  opportunity  to  prepare 
the  public  for  the  instrument  and  consequently 
gave  many  more  private  demonstrations  to 
selected  lists  of  musicians,  music  lovers  and 
prominent  citizens  than  had  been  originally  in- 
tended. These  demonstrations  not  only  had 
the  effect  of  gaining  new  friends  from  those  at- 


tending the  concerts,  but  resulted  in  many 
newspaper  stories  and  an  inestimable  amount 
of  word-of-mouth  advertising,  than  which  there 
is  no  better.  Many  advance  orders  were  re- 
ceived through  these  exploitation  channels  and 
when  April  4  came  around,  the  public  having 
heard  of  the  wonder  of  the  instrument,  and 
having  read  one  or  more  of  the  Victor  Co.'s 
distributors'  or  dealers'  advertisements  which 
appeared  in  profusion  in  the  local  newspapers, 
thronged  the  music  stores  to  see  for  themselves 
if  the  instrument  lived  up  to  the  claims  made 
for  it.  They  came,  listened  and  went  away 
enthusiastic  boosters,  in  many  cases  having  left 
orders  for  delivery  of  an  instrument  at  the 
earliest  possible  date. 

Dealers  Insert  Co-operative  Ads 
On  Sunday,  April  3,  the  advertisement  of  the 
Victor  Talking  Machine  Co.,  announcing  the 
Automatic  Orthophonic  Victrola  and  detailing 
its  method  of  operation,  was  surrounded  with 
advertisements  of  the  Philadelphia  and  sur- 
rounding territory  Victor  trade  who,  largely 
through  the  efforts  of  the  Philadelphia  Victor 
Distributors  and  H.  A.  Weymann  &  Son,  Inc., 
saw  the  immense  benefits  of  co-operating  and 
informing  the  public  at  what  addresses  the  in- 
strument could  be  heard  on  the  following  day. 

Automatic  Will  Aid  Record  Sales 

H.  W.  Weymann,  in  commenting  on  the 
Automatic  and  its  possibilities,  said:  "People 
are  saying  that  the  Automatic  is  what  they  have 
been  awaiting  for  years  and  the  pressure  on 
dealers  for  immediate  deliveries  is  strong.  But 
a  dealer  will  make  a  mistake  if  he  ships  the 
(Continued  on  page  94) 


VICTOR  SALES 


During  the  first  quarter  of  this  year  show  a  healthy  increase  over  the 
same  period  for  1926.  This  condition  can  be  maintained  by  taking 
proper  advantage  of  the  opportunity  offered  you  as  VICTOR 
DEALERS  by  demonstrating  the  new  AUTOMATIC  VICTRO- 
LA—the  greatest  achievement  of  the  VICTOR  COMPANY. 

Study  the  literature  sent  you  carefully  and  follow  strictly  the  sug- 
gestions made.  Results  are  sure  and  an  increased  business  will  be 
yours.  Make  1927  your  banner  year. 


Philadelphia  Victor  Distributors,  Inc. 

835  Arch  Street,  Philadelphia 
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For  that  vital  thing,  Selectivity 

NEUTRODYNE! 

GET  a  Neutrodyne  set  and  prove  to  yourself  that  its 
selectivity  is  proper.  Here  is  the  simple  way  to  do  it: 
Listen  late  in  the  afternoon,  before  the  majority  of 
stations  have  come  on,  or  late  at  night,  after  the  majority 
have  signed  off*.  Run  up  and  down  the  dial.  Find  two 
distant  stations  separated  by  10  kilocycles.  Several  such 
couples  should  be  available.  Note  that  one  such  station 
is  heard  perfectly,  without  a  trace  of  its  neighbor  only 
10  kilocycles  away  in  frequency.  Note  even  silence  for  a 
point  or  two  on  the  dial  between  them. 

Such  is  Neutrodyne  selectivity. 

Many  sets  are  not  nearly  so  sharp  as  that,  and  so  they 
admit  unwanted  signals.  Others  are  sharper,  or  can  be  so 
controlled  as  to  be  so — which  is  wholly  undesirable,  as 
then  the  side  bands  are  shaved  off  and  quality  of  repro- 
duction is  ruined,  in  the  attempt  to  split  the  unsplittable. 

Don't  let  the  present  chaos  in  the  air  fool  you.  It  will 
not  last,  for  the  new  Radio  Commission  will  end  it,  and 
it  need  not  spoil  radio  enjoyment  for  your  customers 
now  any  more  than  in  the  future.  Hundreds  of  thousands 
of  Neutrodyne  owners  find  their  sets  meeting  even  the 
jumble  of  unbridled  broadcasting  and  they  are  looking 
forward,  not  impatiently  but  interestedly,  to  the  early 
day  when  proper  separation  between  broadcast  stations 
will  increase  the  number  of  available  programs. 

The  period  of  chaos  is  but  adding  to  Neutrodyne's 
reputation,  for  the  public  today  is  having  a  convincing 
demonstration  that  Neutrodyne's  absolutely  accurate, 
scientifically  correct  selectivity  separates  stations  with 
no  sacrifice  in  tone.  With  radio  once  more  under  Gov- 
ernment control  the  reputations  created  during  these 
difficult  times  will  carry  Neutrodyne  sales  to  heights 
never  before  reached. 

GET    A  NEUTRODYNE 

HAZELTINE  CORPORATION 

(Sole  owner  of  Neutrodyne  patents  and  trade-mark) 

15  Exchange  Place,  Jersey  City,  N.J. 

All  correspondence  relating  to  the  Hazeltine  patents 
and  trade-mark  should  be  addressed  to 
INDEPENDENT  RADIO  MANUFACTURERS,  INC. 

(Exclusive  licensee  of  Hazeltine  Corporation) 

331  Madison  Avenue,  New  York,  N.Y. 


Look  for  this  trade-mark 


/yy-  LICENSED  BY  ^C- 

ilMti 

wssjsae  i.s77.«ai 

!  OTHER  PATENTS  PENDIWO  _ 

It  is  your  protection  against  patent 
infringement  liability 
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THE  TRADE  IN  PHILADELPHIA  AND  LOCALITY— (Continued  from  page  92) 


Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

942  Market  Street  Philadelphia,  Pa. 


sample  instrument  to  a  customer  and  does  not 
keep  him  waiting  until  deliveries  begin  from  the 
factory.  The  sale  of  the  Automatic  is  certain 
to  be  a  sharp  stimulant  to  the  sale  of  records. 
People  will  want  to  have  more  than  the  two- 
hour  program  available  on  a  dozen  records  and 
in  order  to  be  able  to  plan  an  evening's  enter- 
tainment there  will  be  a  desire  to  freshen  up 
and  fill  out  the  record  library." 

Portables  Proving  Popular 

A  tendency  of  the  trade  which  was  mani- 
fested during  the  past  month  is  to  put  every 
possible  effort  behind  the  portable  talking 
machine  and  feature  this  type  instrument  in 
newspaper  advertisements  and  in  the  window 
displays  and  interior  settings.  Throughout  the 
entire  city  music  store  windows  show  the  port- 
able in  appropriate  surroundings  with  window 
cards  telling  of  the  instrument's  many  and 
varied  appeals.  Dealers  report  that  this  type 
instrument  is  forging  more  and  more  to  an 
important  part  of  the  establishment's  stock, 
with  the  demand  continuing  throughout  the 
year.  At  the  present  time,  however,  with 
good  weather  making  the  outdoors  the  place  of 
greatest  attraction,  portables  have  taken  an  up- 
ward trend  in  sales  volume. 

New  Fada  Dealers  Appointed 

One  of  the  best-selling  items  in  the  radio  line 
at  the  present  time  is  the  Fada  radio  receiver 
and  the  Penn  Phonograph  Co.  recently  re- 
ported that  within  thirty  days  twenty-six  new 
Fada  dealers  were  added  to  its  list.  This 
company  also  reports  a  strong  consumer  de- 
mand for  the  Zenith  radio  products,  particu- 
larly for  the  new  $100  model. 

Sonora  Business  Consistent 

Sonora  distributors  report  a  consistent  busi- 
ness in  all  lines,  with  the  Intermezzo  Sonora 
Tonalic  coming  in  for  its  share  of  the  dealers' 
attention.  A  great  deal  of  interest  is  also  be- 
ing given  the  new  line  of  Sonora  portables. 
Guarantee  Portable  Makes  Attractive  Window 

The  new  bright  colors  used  as  covering  in  the 
jpecial  model  of  the  Guarantee  portable  makes 
a  particularly  attractive  window  display,  and 
accordingly  these  models  are  conspicuous,  mak- 
ing their  appearance  in  windows  along  the  vari- 
ous thoroughfares  throughout  this  city  and  else- 
where. The  Guarantee  Talking  Machine  Sup- 
ply Co.,  of  this  city,  maker  of  the  Guarantee 
portable,  reports  that  whereas  the  Guarantee 
portable  has  sold  well  all  year  round  the  ap- 


Zx/z  inches  diameter 
Patented  1922 


proach  of  the  portable  season  is  already  being 
felt  in  the  marked  increase  of  orders.  E.  Bauer, 
traveling  representative  of  the  Guarantee  Co., 
has  made  several  trips  out-of-town  during  the 
past  month  with  decidedly  favorable  results. 
Public  Hears  Automatic  Orthophonic 

The  Victor  Talking  Machine  Co.,  in  conjunc- 
tion with  H.  A.  Weymann  &  Son.,  Inc.,  Victor 
wholesalers,  presented  the  new  Automatic 
Orthophonic  Yictrola  to  an  invited  audience  of 
prominent  Philadelphians  in  the  Red  Room  of 
the  Bellevue-Stratford,  on  Tuesday  evening, 
March  15.  The  instrument  was  heard  in  a  varied 
program  and  was  demonstrated  by  L.  S.  Mor- 
gan, of  the  Victor  Co.  This  was  one  of  its  first 
public  presentations  in  Philadelphia  and  much 
interest  was  manifested  in  it.  The  Philadel- 
phia newspapers  devoted  considerable  space  on 
the  following  day  to  this  newest  product  of 
the  Victor  Co.,  and  its  almost  human  mecha- 
nism whereby  records  are  changed. 
Carson's  Buy  People's  Talking  Machine  Co. 

Charles  and  Max  Carson,  Victor  dealers  of 
this  city,  have  bought  out  the  entire  Victor 
stock  of  the  People's  Talking  Machine  Co., 
which  was  located  at  513  South  street.  The 
merchandise  has  been  moved  to  its  own  store 
at  518  South  street.  The  Carson  organization 
is  reputed  to  be  a  particularly  live  one  and  this 
latest  acquisition  portends  still  greater  activity 
for  the  future. 

Everybody's  T.  M.  Co.'s  Optimistic  Report 

Everybody's  Talking  Machine  Co.,  of  this 
city,  maker  of  Honest  Quaker  main  springs 
and  talking  machine  repair  material,  reports 
that  the  sales  of  the  Honest  Quaker  line  have 
been  particularly  encouraging.  The  new  Phonic 
Reproducer  recently  introduced  by  the  Every- 
body's Co.  is  reported  to  be  already  much  it 
demand.  The  distributing  division  of  the  busi- 
ness devoted  to  Okeh  and  Odeon  records  has 
an  equally  optimistic  report  to  make. 

Everybody's  Talking  Machine  Co.,  maker  of 
Honest  Quaker  main  springs  and  talking  ma- 
chine repair  material,  will  play  host  on  April 


17  to  its  many  friends  in  the  talking  machine 
industry  at  the  opening  baseball  game  of  the 
season  in  Philadelphia.  Samuel  Fingrutd,  vice- 
president  and  treasurer  of  the  company,  said: 
"I  want  to  take  this  opportunity  of  extending 
an  invitation  through  The  Talking  Machine 
World  to  any  of  our  friends  in  the  phonograph 
industry  who  care  to  come.  It  is  going  to  be  a 
great  opening  game  and  reservations  will  have 
to  be  made  soon.  The  treat  is  on  Everybody's." 
Phil  Grabuski  Returns  From  Trip 

Phil  Grabuski,  president  of  Everybody's 
Talking  Machine  Co.,  recently  returned  from  a 
14,000-mile  trip  throughout  the  country.  This 
energetic  and  well-known  executive  is  getting 
to  be  a  transcontinental  commuter  and  is  as 
much  in  contact  with  dealers  in  the  Western 
cities  as  he  is  with  the  trade  in  cities  adjacent 
to  Everybody's  headquarters. 

Victor  Moore  a  Victor  Representative 

Victor  Moore,  who  has  a  wide  acquaintance 
among  dealers  in  the  Philadelphia  and  sur- 
rounding territory  and  who  is  known  as  an 
expert  in  his  knowledge  of  records  and  meth- 
ods of  merchandising  them,  has  been  appointed 
a  factory  representative  for  the  Victor  Talking 
Machine  Co.,  and  he  will  specialize  in  record 
promotion  work,  placing  his  years  of  experi- 
ence at  the  service  of  Victor  dealers. 

Columbia's  Foreign  Sales  Good 

The  trade  in  the  coal-mining  districts  is  ex- 
cellent, reports  K.  Berthold,  foreign  language 
record  expert  of  the  local  branch  of  the  Colum- 
bia Phonograph  Co.,  who  recently  completed  a 
trip  through  those  sections.  Mr.  Berthold 
found  business  conditions  excellent  with  steady 
buying  the  general  rule  and  a  high  spirit  of  opti- 
mism due  to  the  general  impression  that  there 
will  be  no  strike  in  the  anthracite  coal  regions 
this  year.  The  Columbia  new  foreign  language 
record  displays  on  striking  colored  cards  are 
proving  popular  with  dealers. 

G.  R.  Gould  With  Louis  Buehn  Co. 

The  Louis  Buehn  Co.,  Atwater  Kent  dis- 
tributor, announces  the  addition  of  G.  R.  Gould 
to  its  sales  staff.  Mr.  Gould  is  well  known  in 
radio  circles,  having  been  connected  with  the 
Music  Master  Corp.  and  with  the  Sleepe-r 
Radio  Mfg.  Co.  He  will  cover  the  city  trade 
for  the  Buehn  organization. 

'Phonic  Reproducer  in  Demand 

The  'Phonic  reproducer,  recently  placed  on 
the  market  by  Everybody's  Talking  Machine 
Co.,  met  with  an  enthusiastic  trade  reception 
and  orders  have  been  received  from  all  sec- 
tions of  the  country.  The  instant  popularity  of 
this  reproducer  makes  it  evident  that  it  will 
take  its  place  among  the  leading  types  of  this 
form  of  accessory. 

Lamb  Bros.  Expand  Store 

Lamb  Bros.,  music  dealers  of  Allentown,  Pa., 
who  feature  the  Columbia  line  of  Viva-tonal 
phonographs  and  New  Process  records,  report 
a  steadily  increasing  sale  of  these  products  and 
recently  leased  the  adjoining  store  to  take  care 
of  the  increased  business. 

Russo  Music  Store  Moves 

The  Russo  Music  Store,  Columbia  dealer,  has 
moved  to  a  new  location  at  the  corner  of  Eighth 
and  Christian  streets.  In  announcing  the 
move,  Mr.  Russo  inserted  an  attractive  adver- 
'isement  in  the  rotogravure  section  of  L'Opin- 
ione,  an  Italian  paper.  This  advertisement  fea- 
tured the  Columbia  Viva-tonal  line,  and  re- 
sulted in  attracting  many  new  customers. 
Louis  Buehn  Ends  Vacation 

Louis  Buehn,  president  of  the  Philadelphia 
Victor  Distributors,  has  returned  to  his  desk 
(Continued  on  page  96) 


"Trilling  &  Montague,  wholesale  radio  merchan- 
disers, Philadelphia,  are  recognized  as  one  of  the 
few  wholesalers  actually  giving  dealers  service  with 
a  capital  'S'." 
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The  9.  ampere  Tungar  is  now 
more  popular  than  ever 


This  post  — 
trickle  charge 
to  a  6— volt 
battery 
Also  charges 
2-  or  4-  volt 
batteries  ♦  ♦ 


mmmrnmrnmaa 


This  post- full  rate  charge 
to  a  6  -  volt  battery 
Also  charges  auto 
batteries 


his  post- charges  aU 
WB"  batteries 


Since  dealers  have  told  their  customers,  and  since 
General  Electric  has  advertised  to  the  millions,  the  fact 
that  the  2-ampere  Tungar  can  be  used  as  a  Trickle 
Charger,  too,  sales  have  made  surprising  gains. 

Stress  this  point.  It  pays.  Point  out  the  posts  on  the 
back  of  the  Tungar  and  show  your  customers  how  at- 
taching to  one  post  gives  a  6  volt  "A"  battery  a  trickle 
charge  and  attaching  at  another  gives  a  full  rate  boost. 

The  2-ampere  Tungar  will  also  charge  2  or  4  volt  "A" 
batteries,  all  "B"  batteries,  and  automobile  batteries, 
as  well. 

There  are  important  sales  helps  available 
— why  not  ask  your  jobber  for  them? 


East  of  the  Rockies 
2  ampere  Tungar  -  -  $18 
5  ampere  Tungar  -  -  $28 
Trickle  Charger  $12 


Merchandise  Department 
General  Electric  Company 
Bridgeport,  Connecticut 


unoar 


REG.  U.S. 


PAT.  OFF. 


BATTERY  CHARGER 


Tungai — a  registered  trademark  —  is  found  only 
on  the  genuine.    Look  for  it  on  the  name  plate. 


GENERAL  ELECTRIC 

GENERAL  ELECTRIC  COMPANY  MERCHANDISE  DEPARTMENT  BRIDGEPORT,  CONNECTICUT 
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GUARANTEE  PORTABLE 


Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 

SPECIFICATIONS  : 

1.  Textene  Leather  Case. 

2.  Standard  Helrieman  Motor. 
8.    Plays  Two  10"  Records. 

4.  Standard  Taper  Tone  Arm. 

5.  Specially  Lout]  Reproducer. 

6.  Device  for  Carrying  Records. 

7.  Machine  Will  Play  12"  Records. 

8.  Patented  "Non-Spill"  Needle  Cup. 

9.  Size  UVz"  x  11%"  x  7%". 
10.  Weighs  18V4  pounds. 


Guarantee  Special  Portable 

Retails  for  $12.50 

Write  for  Prices  in  Quantity 


Costs  you  $10.50 
RETAILS  FOR  $25.00 


GUARANTEE  TALKING  MACHINE  SUPPLY  CO. 

35  N.  NINTH  STREET  PHILADELPHIA,  PA. 

H^^^^HiWrite  for  our  latest  Main  Spiring  CIuuGm^SSSS 


following  a  six  weeks'  pleasure  trip  to  the 
Pacific  Coast.  He  was  accompanied  on  his 
vacation  jaunt  by  Mrs.  Buehn  and  two  friends. 

Trade  Activities  in 

the  Pittsburgh  Field 

Special  Displays  and  Other  Promotion  Efforts 
Introduce  Automatic  Orthophonic  Victrola  to 
the  Public — News  of  the  Month 


Pittsburgh,  Pa.,  April  7. — The  formal  intro- 
duction of  the  new  Automatic  Orthophonic 
Victrola  to  Pittsburgh  was  signalized  first  by 
a  notable  window  display  by  all  of  the  Victor 
dealers  in  the  city  on  April  3,  and  on  April  4 
there  was  held  a  series  of  demonstrations  and 
recitals  with  the  new  Victrola  that  proved  to 
be  one  of  the  outstanding  events  in  the  music 
history  of  the  Steel  City. 

All  of  the  downtown  Victrola  dealers  ar- 
ranged for  special  displays  as  well  as  demon- 
strations, with  the  result  that  hundreds  of  per- 
sons listened  to  the  new  instrument.  Elaborate 
displays  and  demonstrations  were  held  by  the 
Rosenbaum  Co.,  Kaufmann's  (The  Big  Store), 
the  Kaufmann  &  Baer  Co.,  Boggs  &  Buhl,  Lech- 
ner  &  Schoenberger  Co.,  the  C.  C.  Mellor  Co., 
J.  H.  Phillips,  of  the  Northside,  and  the  Colum- 
bia Music  Co.  In  the  outlying  districts  the  G. 
W.  P.  Jones  Music  Co.,  at  Washington,  Pa.; 
Cooper  Bros.,  at  New  Kensington,  and  F.  A. 
W  inter  &  Son,  at  Altoona,  had  a  fine  display  of 
the  new  Victrola  and  arranged  for  recitals  for 
their  patrons. 

Among  the  cities  visited  by  the  representa- 
tives of  the  Standard  Talking  Machine  Co.  and 
the  Victor  organization  in  the  interest  of  Auto- 
matic demonstrations  were  the  following: 

Altoona,  Pa.;  Wheeling,  W.  Va.;  Youngs- 
town,  O.;  Fairmont,  W.  Va.;  New  Kensington, 
Pa.;  Tarentum,  Pa.;  Huntington,  W.  Va.;  Par- 
kersburg,  W.  Va. ;  Lewistown,  Pa.;  Martins 
Ferry,  O.;  Tyrone,  Pa.;  Washington,  Pa.; 
Sewickley,  Pa.;  Punxsutawney,  Pa.;  Indiana, 
Pa.;  Sharon,  Pa.;  Clarksburg,  W.  Va.;  Hun- 
tingdon, Pa.;  Farrell,  Pa.;  Meadville,  Pa.;  Dor- 
mont,  Pa.;  East  Liverpool,  O.;  Johnstown,  Pa.; 
Dubois  and  Franklin,  Pa.;  Kittanning,  Pa.,  and 
Oil  City,  Pa. 

The   annual   dealers'    convention,    under  the 


auspices  of  the  Hamburg  Bros.,  local  dis- 
tributors for  the  Federal  Radio  Corp.,  of  Buf- 
falo, N.  Y.,  was  held  in  the  Fort  Pitt  Hotel  on 
March  31.  The  meeting  opened  at  3  p.  m.  and 
closed  with  a  banquet  in  the  evening.  Among 
the  speakers  were  Charles  Jones,  general  sales 
manager  of  the  Federal  Co.;  T.  A.  Cook,  as- 
sistant advertising  manager  of  the  company, 
who  outlined  the  future  advertising  plans;  M. 
Eckle,  of  the  engineering  department,  who  gave 
a  technical  talk  on  the  radio,  and  Joseph 
Mayer,  the  local  factory  representative.  E.  A. 
Hamburg,  of  the  local  distributing  firm,  an- 
nounced that  a  traveling  service  bureau  would 
be  established  for  the  convenience  of  the  Ortho- 
sonic  dealers  in  the  territory  covered  by  the 
firm. 

The  W.  F.  Frederick  Piano  Co.,  formerly  lo- 


cated in  the  Donley  Building  at  Morgantown, 
W.  Va.,  has  secured  new  quarters  in  the  Cox 
Building  on  High  street,  and  opened  the  new 
store  on  April  1. 

R.  A.  Perry  has  resigned  as  general  sales 
manager  of  the  Pittsburgh  store  of  the  W.  F. 
Frederick  Piano  Co.  On  that  evening  he  was 
honor  guest  at  a  testimonial  dinner  tendered 
him  by  the  sales  staff  at  the  Willian  Penn 
Hotel.  H.  J.  Gibson,  manager  of  the  Schenley 
store,  was  toastmaster.  Mr.  Perry  was  pre- 
sented with  a  handsome  gold  Masonic  ring 
mounted  with  a  diamond. 

Andrew  Connolley,  advertising  manager  of 
the  Joseph  Home  Co.,  Victor  and  Brunswick 
dealer,  addressed  the  Radio  Council  of  the 
Pittsburgh  Chamber  of  Commerce  on  "Mer- 
chandising." 

The  Brooks  Music  Co.,  Columbia  and  Bruns- 
wick dealer,  for  many  years  located  at  1204 
Eleventh  avenue,  Altoona,  Pa.,  is  now  in  pos- 
session of  its  new-  store  at  1117  Twelfth  avenue. 
M.  P.  Brooks,  the  general  manager,  has  in- 
stalled the  Audak  record-hearing  instruments 
which  take  the  place  of  the  usual  demonstra- 
tion rooms. 

Leon  Stranburg,  of  the  Stranburg  Music  Co., 
Bradford,  Pa.,  conducted  a  demonstration  of  the 
new  Automatic  Orthophonic  Victrola  at  the 
Bradford  Club  before  a  large  and  enthusiastic 
audience. 


Tie-Up  With  Music  Week 


The  Atwater  Kent  Mfg.  Co.,  Philadelphia, 
Pa.,  is  co-operating  in  the  national  music  week 
campaign.  It  lias  issued  a  special  four-page 
dealer  bulletin  urging  the  co-operation  of  the 
dealers  in  the  activities  of  this  week.  The 
company  is  a  member  of  the  Music  Industries 
Chamber  of  Commerce  and  has  arranged  with 
that  organization  to  supply  it-;  distributors  and 
dealers  with  special  hangers,  window  cards, 
etc.,  for  use  in  participating  in  the  event. 


Files  Petition 


A  petition  in  bankruptcy  was  recently  filed  by 
the  Barbley  Radio  Co.,  New  York,  manufac- 
turer of  radio  receivers. 


The  Supreme  Achievement 


The  Introduction  of 

The 
AUTOMATIC 
ORTHOPHONIC 
VICTROLA 

will  not  only  sell  the 
automatic  type  but  will 
stimulate  the  sales  of  all 
style  Victrolas. 


Automatic  Orthophonic  Victrola,  Open 


H.  A.WEYMANN  &  SON,lNC. 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 
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Do  you  HEAR  it  t 


It's  the  music  of  CASH  REGISTERS  ringing  up 
SPRING  and  SUMMER  PROFITS  on  the 
BELL  &  HOWELL 


line  of  amateur  JS/lotion  Picture  Cameras 
~with  accessories,  the  Filmo  Projector  and 
Filmo  Library  bringing  in  the  repeats 


'(7^  IS  SPRING  !  —And  there's  music  in 
I  *J  the  air  for  dealers  who  want  to  ride 
the  rising  sales  curve  that  accom- 
panies Bell  8s  Howell  Amateur  Motion  Pic- 
ture Equipment. 

How  do  YOU  feel— when  you  hear  the 
first  robin?  —  see  the  first  dandelion? — hear 
swollen  streams  roaring? — see  the  kids  spin- 
ning tops  and  the  golf  greens  growing 
greener? 

That's  just  the  way  everybody  feels.  And 
the  only  way  to  keep  that  feeling  alive  is 
with  a  MOTION  PICTURE  CAMERA. 
That's  why  thousands  are  buying  them — 
just  as  fast  as  they  find  out  that  motion 
pictures  are  really  easier  to  take  than 
snapshots. 

With  Filmo  no  special  skill  is  needed. 
Simply  look  through  the  spy-glass  view- 
finder,  press  the  button,  and  "what  you  see 
you  get,"  automatically.  No  focusing  for 
distance.  No  cranking.  No  tripod  necessary. 

The  films  are  sold  wherever  other  camera 
films  are  for  sale,  and  are  developed  without 
extra  charge.  Then  the  Filmo  automatic 
projector  shows  the  movies  with  theatre-like 
brilliancy  on  a  wall  or  screen  in  the  home. 
Hundreds  of  Filmo  Library  subjects  are 
available — at  little  more  cost  than  raw  film 
— Fishing,  Hunting,  s-l-o-w  motion  Golf 


Lessons,  Natural  History — any  kind  of  a 
home  show  wanted  for  further  variety. 

Lots  of  direct  music  tie-up  films  coming 
too.  Like  Beethoven's  Moonlight  Sonata 
that  went  over  so  big  Beethoven  Week.  And 
the  "Parade  of  the  Wooden  Soldiers"  that's 
going  so  big  right  now.  Play  the  "Parade" 
record  while  this  reel  is  on  and  it's  a  knock- 
out. 

National  advertising — beautiful  campaigns 
in  the  Saturday  Evening  Post,  Nast  Group, 
American  Magazine,  Sportsman,  Country 
Life,  Mentor, Time,  New  Yorker,  Golf  publi- 
cations, and  many  mere,  are  telling  custom- 
ers in  your  city  about  this  wonderful  recre- 
ation and  equipment. 

Someone  in  your  city  will  take  the  last 
protective  dealer  franchise  available  (accord- 
ing to  population )  and  then  there'll  be  noth- 
ing for  you  to  do  but  wait  for  an  opening. 

This  is  about  the  last  call  before  the  big 
summer  rush  will  be  on.  If  you've  read  this 
far — and  fail  to  mail  the  big  coupon  right 
here  —  that  brings  full  information  —  the 
cheery  cash  register  "ding-dong"  will  in  all 
probability  be  sounding  from  seme  competi- 
tor's door.  Here's  your  chance.  Take  it.  We 
only  ask  a  good  rating  and  a  set-up  that 
will  give  us  adequate  sales  representation  in 
your  locality. 


for  MORE  of  the  FACTS 

mail  this  coupon! 


BELL  &  HOWELL  CO. 

1810  Larchmont  Avenue      Chicago,  Illinois 

New  York,  Hollywood,  London      *      *      established  1907 


Automatic 
MOTION 
PICTURE 
CAMERA 


Filmo 
Library 
100-ft.  reels 
of  home 
movie  enter- 
tainment at 
little  more 
cost  than  raw 
film. 


The 

BELL  &  HOWELL 
Automatic  Projector 


BELL  &  HOWELL  CO., 

1810  Larchmont  Avenue,  Chicago,  111. 

Please  show  me  how  your  line  of  Motion  Picture 
Cameras  and  Equipment  offsets  the  summer  music 
slump,  and  mail  complete  sales  proposition. 

Name  


Address.. 
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Radio  Accessories 

Penn  Phonograph  Co. 

913  Arch  St.  Philadelphia 

Sleeper  Scout  Model  Socket 
Power  Receiver  on  Market 


Pittsburgh  Association  Fighting  Bill 

Giving  Power  to  Distrain  Leased  Goods 

Special  Committee  Appointed  by  Association  at  Regular  Meeting  to  Fight  Passage  in  Pennsyl- 
vania Legislature — W.  C.  Hamilton  Heads  Committee 


Pittsburgh,  Pa.,  April  7.— At  a  special  meet- 
ing of  the  Piano  Merchants  Association  of 
Pittsburgh,  held  in  the  Kaufmann  department 
store  recently,  decisive  action  was  taken  relative 
to  a  movement  to  defeat  the  bill  now  pending 
in  the  Pennsylvania  Legislature,  the  title  of 
which  reads: 

"Authorizing  landlords  to  distrain  for  arrears 
of  rent  on  goods  leased,  hired  or  conditionally 
sold  to  a  tenant." 

This  bill,  if  enacted  into  a  law,  would  handi- 
cap every  dealer  in  pianos,  talking  machines, 
radio  sets  and  other  musical  merchandise.  In 
other  words,  any  lease  of  such  instruments, 
under  the  new  bill,  would  be  nullified,  even 
though  the  landlord  was  informed  that  the  in- 
strument in  question  was  subject  to  a  lease  or 
a  conditional  sale. 

The  bill  was  introduced  by  Louis  Schwartz,  of 
Philadelphia,  and  was  approved  by  the  Judiciary 
Special  Committee  to  which  it  was  referred. 

The  bill  reads  as  follows: 

"That  it  shall  be  lawful  for  any  person  having 
rent  in  arrears  or  due  by  any  tenant  under  the 
terms  of  any  lease  for  life,  or  for  one  or  more 
years,  or  at  will,  to  distrain  for  such  arrears 
and  to  take  and  seize  as  a  distress  for  such  ar- 
rears of  rent  in  the  manner  provided  by  law, 
any  property  whatsoever  found  on  the  prem- 
ises occupied  by  the  tenant,  notwithstanding  the 
fact  that  such  property  was  leased  or  hired  by 
the  tenant  or  was  conditionally  sold  to  the  ten- 
ant under  a  contract  of  sale,  reserving  title  in 
the  vendor  until  paid  for  and  notwithstanding 
that  such  property  is,  under  existing  law,  ex- 
empt from  levy  and  distress  for  rent  due  by  a 
tenant  and  that  notice  was  given  to  the  landlord 
or  his  agent  that  said  property  was  leased  or 
hired  or  conditionally  sold  to  the  tenant." 

Section  2  reads  that  "all  acts  and  parts  of  acts 
inconsistent  with  this  act  are  hereby  lepealed." 

The  meeting  to-day  was  presided  over  by 
Arthur  O.  Lechner,  president  of  the  Associa- 
tion, and  there  was  a  goodly  representation  of 
the  music  houses  present  from  Pittsburgh  and 
vicinity. 

After  the  bill  was  read  and  a  general  dis- 
cussion was  had,  Wm.  C.  Hamilton  moved  that 
a  committee  be  named  to  assume  charge  of  the 
matter  of  having  the  proposed  measure  either 
killed  or  placed  on  the  indefinitely  postponed 
list  in  the  Legislature.  J.  C.  Roush,  president 
of  the  Standard  Talking  Machine  Co.,  empha- 
sized the  need  of  concerted  action  to  have  the 
proposed  law  defeated.  He  urged  the  securing 
of  the  co-operation  of  other  organizations  to 
this  effect.  Mr.  Roush  and  Wallace  Russell, 
general  manager  of  the  Standard  Co.,  offered  to 
enlist  the  support  of  the  various  Victor  dealers 
in  the  movement  and  the  offer  was  accepted. 
President  Lechner  named  the  committee  as  fol- 
lows: Wm.  C.  Hamilton,  chairman;  Wm.  B. 
McConncll,  J.  C.  Roush  and  C.  C.  Latus,  execu- 
tive secretary  of  the  Association. 

Among  the  firms  represented  at  the  meeting 


were  the  S.  Hamilton  Co.;  J.  M.  Hoffmann  Co.; 
T.  E.  McCausland,  Inc.;  D.  L.  Aaron,  Kauf- 
mann's;  Boggs  &  Buhl;  Hendricks  Piano  Co.; 
Charles  M.  Stieff,  Inc.;  E.  G.  Hays  &  Co.;  C.  C. 
Mellor  Co.;  W.  F.  Frederick  Piano  Co.;  Groves 
Music  Co.,  all  of  Pittsburgh;  Ben  Reynolds, 
Washington,  Pa.,  and  M.  Y.  De  Foreest,  Sharon. 


Opening  of  A.  H.  Mayers 

Branch  Well  Attended 


The  fourth  store  of  the  chain  of  A.  H.  May- 
ers music  stores,  the  history  of  which  organ- 
ization appears  in  another  section  of  this  issue 
of  The  Talking  Machine  World,  was  formally 
opened  at  861  Eighth  avenue,  on  Wednesday, 
March  30,  with  appropriate  ceremonies.  Scores 
of  telegrams  and  floral  greetings  were  received, 
one  of  the  latter  coming  from  the  Victor  Talk- 
ing Machine  Co.  headquarters  in  Camden,  by 
special  messenger. 

Among  the  personages  of  the  industry  and 
trade  who  attended  the  opening  and  congratu- 
lated Adolph  H.,  William  and  Archie  Mayers 
were:  J.  Newcomb  Blackman  and  Walter  Grew, 
of  the  Blackman  Distributing  Co.;  J.  A.  Decker 
and  Henry  Cunningham,  of  the  New  York 
Talking  Machine  Co.;  Paul  W.  Carlson,  Joe 
May  and  C.  D.  Anderson,  of  Chas.  H.  Ditson 
&  Co.;  Edward  G.  Evans,  C.  B.uno  &  Son; 
Benjamin  Gross  and  Herbert  A.  Brennan, 
Gross-Brennan,  Inc.;  Murray  M.  Gruhn  and 
Mr.  Lovey,  Musical  Products  Distributing  Co.; 
John  Y.  Shepard,  E.  A.  Wildermuth,  Inc.;  Ira 
Greene,  Argus  Radio  Corp.;  Jack  Levy,  Superior 
Cabinet  Co.;  M.  Shaffer,  Chas.  Freshman  Co.; 
Messrs.  Richmond,  Mayers  and  Marcus,  of  the 
Richmond  Music  Co.;  Henry  Halperin,  of  the 
Carryola  Corp.  of  America;  Sidney  Coleman, 
Greater  City  Phonograph  Co.;  Irwin  Kurtz, 
president  of  the  Talking  Machine  &  Radio  Men, 
Inc.,  and  many  dealers. 


J.  W.  de  Haas  Is  Now 
Asst.  Fada  Export  Manager 

J.  W.  de  Haas  has  been  appointed  assistant 
export  manager  for  F.  A.  D.  Andrea,  Inc., 
-manufacturer  of  Fada  radio,  according  to  a 
recent  announcement  from  Fada  headquarters 
in  New  York. 

Mr.  de  Haas  has  had  extensive  export  ex- 
perience. For  the  last  five  years  he  was  with 
the  New  York  Johnson  Motor  Co.  as  export 
manager  and  secretary  of  the  company.  For 
two  years  prior  thereto  he  was  director  of  the 
Far  East  division  of  the  American  Steel  Ex- 
port Co.,  of  New  York.  Mr.  de  Haas  has 
traveled  extensively  in  the  Orient,  Australia, 
New  Zealand  and  the  Dutch  East  Indies,  and 
his  intimate  contact  with  foreign  fields  will  be 
of  much  benefit  in  his  new  post  with  F.  A.  D. 
Andrea,  Inc. 


All-Electric  Receiver,  Long  in  Process  of 
Development,  Receives  Enthusiastic  Trade 
Reception — Has  Two  Tuning  Controls 


A  new  all-electric  Scout  model,  which  has 
been  in  process  of  development  for  some  time, 
has  been  placed  on  the  market  by  the  Sleeper 
Radio  &  Mfg.  Corp.,  of  Long  Island  City,  N. 
Y.,  and  has  created  an  enthusiastic  demand 
among  jobbers  and  dealers. 

"This  set  is  designed  for  the  man  who  is 
waiting  until  he  can  get  a  radio  set  that  will 
operate  from  the  lighting  current,  at  a  price 
he  can  afford  to  pay,"  said  Gordon  C.  Sleeper, 
president  of  the  organization.  "It  lists  at  $160. 
We  are  now  making  quantity  deliveries  to 
our  authorized  distributors  and  dealers.  Our 
system  of  electric  operation  is  very  simple, 
requiring  only  standard  tubes    of   proved  de- 


u  SCOUT 

Oype  do 

pendability.  Reserves  of  ruggedness  'and  long 
operating  life  have  been  built  into  this  electric 
model  by  many  months  of  laboratory  and  field 
testing." 

The  new  Scout  is  a  five-tube  circuit,  its  "A," 
"B"  and  "C"  power  supply  coming  from  the 
alternating  current  lighting  circuit,  constructed 
as  a  unit.  The  only  connections  external  to 
the  set  are  the  antenna,  ground  and  loud 
speaker  units.  The  199  type  tube  is  employed 
in  the  first  four  sockets  and  a  semi-power  tube 
of  the  171  type  on  the  last  audio  stage.  The 
199's  are  connected  in  series  and  receive  sixty 
milliamperes  from  a  specially  designed  rectifier, 
which  converts  alternating  into  direct  current, 
and  this  same  power  unit  supplies  the  "B"  and 
"C"  energy.  The  171  tube  is  supplied  with 
alternating  current  reduced  to  the  correct 
voltage  for  the  tube  by  means  of  a  separate 
winding  on  the  transformer  of  the  power  unit. 
According  to  Sleeper  engineers,  alternating 
current  supply  for  the  filament  of  a  power 
tube  is  standard  practice  and  introduces  no 
noises  or  hum.  A  transformer  steps  up  the 
voltage  of  the  house  circuit  to  the  current 
point  at  which  rectification  is  effected. 

The  Scout  has  two  major  controls  in  tuning 
and  a  volume  control. 


Automatic  Gives  Beethoven 
Program  at  Church  Service 

Des  Moines,  Ia.,  April  4. — The  Des  Moines 
Music  Co.,  Inc.,  Victor  dealer,  took  advantage 
of  the  widespread  interest  in  the  observance  of 
the  death  of  Beethoven,  by  placing  an  Auto- 
matic Orthophonic  Yictrola  in  the  First  Baptist 
Church  for  the  Sunday  evening  service  on 
March  27.  The  Automatic  rendered  a  program 
of  Beethoven  music,  including  the  "Minuetto," 
.he  "Quartette,  No.  16,"  the  "Turkish  Ma  ch" 
and  the  "Symphony  No.  5  in  C  Minor."  The 
pastor,  Dr.  Geistweit,  gave  a  short  talk  on  the 
life  and  works  of  Beethoven,  and  then  intro- 
duced the  instrument,  saying:  "The  new  Ortho- 
phonic  Victrola,  our  mechanical  friend,  will 
present  this  program  to  you  in  its  own  beauti- 
ful  way,  without  the  confusion  of  changing  or 
touching  the  records.  This  machine  is  loaned 
to  us  through  the  courtesy  of  Mr.  Bennett,  of 
i  he  Des  Moines  Music  Co." 

The  congregation  of  approximately  2,500 
churchgoers  was  carried  away  by  the  beauty  of 
the  music  and,  following  services,  enthusi- 
astic comments  regarding  the  human  quality  of 
the  instrument  were  made. 
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LIST  PRICE 


Sleeper  again  scores  in  adding 
Electric  Operation  to  popular 
proven  models. 


TO  proven  superiority  in  fundamentals 
of  tone  quality,  simplicity  of  control, 
fine  selectivity  and  long  range  power, 
Sleeper  now  adds  electric  operation  from 
house  current,  doing  away  with  all  bat- 
teries. 

1.  No  A,  B  or  C  batteries.  (Complete 
battery  elimination.) 

2.  Works  direct  from  110  volt  A.C. 
house  current. 

3.  Free  from  hum. 

4.  Adjustment  to  compensate  for  line 
voltage  changes. 

5.  Big  reserve  factors — two  216-B  recti- 
fier tubes  giving  50%  greater  capacity 
than  needed  insures  long  life. 

6.  Develops  180  volts  for  power  tube, 
insuring  rich  full  tone  with  big  vol- 
ume. 

7.  Hinged  panel  for  easy  access  and 
display  of  interior 

8.  Simple  two-control  tuning. 

9.  Calibrated  wave  length  scales. 

10.  Reduction  vernier  condenser  drives. 

11.  Duco  style  two-toned  brown  mahog- 
any cabinet  finish. 

12.  Non-microphonic  —  cushioned  detec- 
tor socket. 

13.  Non-oscillating. 

14.  Brilliant  distance  performer. 

15.  Fully  guaranteed. 

Scout,  Model  64 — 35  inches  long,  11  inches 
high,  11  inches  wide.  Shipping  weight 
62  pounds.    Price  $160  without  tubes. 

Serenader,  Model  65 — With  built-in  Am- 
plion  loud  speaker;  35  inches  long,  16 
inches  high,  11  inches  wide.  Shipping 
weight  70  pounds.    Price  $175. 

Prices  f.o.b.  Long  Island  City 


SLEEPER  electric  SCOUT 


A  T  the  moment  when  the  entire  radio  buying  public  is 
waiting  for  a  popular  priced  electric  set,  Sleeper  an- 
nounces production  and  delivery  on  the  Electric  Scout  at 
$160  and  the  Electric  Serenader  at  $175. 

No  A,  B  or  C  batteries — no  chemicals  or  make-shift 
accessory  devices.  True  electric  operation  from  ordinary 
house  current  has  been  added  to  models  already  famous  for 
efficient  performance,  splendid  tone,  and  freedom  from 
service. 

Electric  operation  that  has  sold  thousands  of  sets  in  the 
$300-$400  class  may  be  had  at  battery  set  prices. 

An  electric  set — at  a  popular  price — embodying  an 
already  famous  circuit — means  startling  summer  sales  to 
dealers  acting  promptly. 

Ready  for  immediate  delivery. 

"ELECTRIC— NOT  ELECTRIFIED" 


SLEEPER  RADIO  &  MFG.  CORPORATION 

GORDON  C.  SLEEPER,  Pres. 

Sixth  and  Washington  Avenues  Long  Island  City 
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Public  Interest  in  Electric  Instruments 

Reflected  in  Sales  in  Los  Angeles 

Sherman,  Clay   &   Co.  Providing  Instruction  in  Talking  Machine  and  Radio  Servicing— New 
Western  Broadcasting  Chain  of  Stations  "on  the  Air"— W.  T.  Tupper  to  Manage  Radio  Show 


Los  Angeles,  Cal.,  April  4.— The  sale  of  the 
electric  instruments — both  Panatropes  and 
Victrolas — was  very  satisfactory  and  the  de- 
mand for  records  seems  to  be  constantly  mount- 
ing. The  new  Automatic  Orthophonic  Victrola 
is  being  widely  advertised. 

Leave  of  Absence  Given  to  Grif.  Ellis 

Sherman,  Clay  &  Co.  are  granting  a  six 
months'  leave  of  absence  to  Griffith  P.  Ellis, 
Southern  California  wholesale  manager  for  the 
Victor  distributors,  in  order  that  he  may  take  a 
thorough  and  complete  rest.  Mr.  Ellis  has 
been  suffering  from  a  rundown  condition  for 
some  time  due  to  overwork.  G.  Cook,  who  has 
been  in  the  wholesale  Victor  department  in  San 
Francisco  for  some  time,  will  take  charge  of 
fales  in  the  Los  Angeles  office  while  Mr.  Ellis 
is  away. 

Phonograph  and  Radio  Instructors 

Albert  Sharp,  Victrola  service  engineer,  has 
been  at  the  Los  Angeles  headquarters  of  Sher- 
man, Clay  &  Co.  during  the  last  week,  giving 
instructions  to  the  downtown  service  men,  and 
next  week  L.  L.  Ryder,  Sherman,  Clay  &  Co.'s 
special  radio  engineer,  will  give  expert  and 
technical  lessons  on  radio  operation  in  combina- 
tion Victrolas  and  Electric  "pick-ups,"  or  Elec- 
trons, to  classes  of  Victor  salesmen  and  service- 
men every  morning,  afternoon  and  evening. 
W.  E.  Henry  Leaves  Columbia  Co. 

W.  E.  Henry,  who  has  been  manager  of  the 
Los  Angeles  and  San  Francisco  branches  of 
the  Columbia  Phonograph  Co.  for  the  past  two 
years  and  a  half,  resigned  last  month  and  was 
succeeded  by  W.  H.  Lawton  from  the  Seattle 
branch.  A  special  letter  was  received  by  all 
Columbia  dealers  from  General  Manager  Fuhii 
in  which  the  latter  expressed  the  regret  of  the 
Columbia  Phonograph  Co.  at  the  loss  of  Mr. 
Henry's  services. 

Inaugural  Program  of  Radio  Circuit 

The  first  of  the  great  broadcasts  by  the  Na- 
tional Broadcasters  Co.,  which  is  to  be  sent  over 
the  air  by  seven  western  stations:  KFI,  Los  An- 
geles; KPO,  San  Francisco;  KGO,  Oakland; 
KGW,  Portland;  KOMO,  Seattle;  KHQ,  Spo- 
kane, and  KFOA,  Seattle,  will  take  place  to- 
morrow, April  5,  and  no  effort  is  being  spared 


to  make  it  a  great  event.  The  program  in- 
cludes the  great  San  Francisco  Symphony 
O.chestra,  conducted  by  Alfred  Hertz,  which  is 
a  maker  of  Victor  records  and  Lambert 
Murphy,  tenor,  and  Jeanne  Gordon,  contralto, 
both  Victor  artists  and  other  entertainers. 

Several  hundred  large  and  attractive  window 
display  cards  advertising  the  event  in  advance 
have  been  prepared  and  distributed  by  the 
Radio.  Trades  Association  of  Southern  Cali- 
fornia for  the  use  of  radio  dealers. 

Engages  Manager  for  Radio  Show 

The  Radio  Show  Committee  has  engaged  the 


services  of  Waldo  T.  Tupper  to  manage  the 
Fifth  National  Radio  Exposition,  which  will  be 
held  at  the  Ambassador  Auditorium,  Los  An- 
geles, September  4  to  10,  inclusive.  The  en- 
gagement of  Mr.  Tupper  as  show  manager 
for  the  Southern  California  Association  for  the 
third  year  in  succession  is  an  indication  of  con- 
fidence in  his  ability  and  recognition  of  the 
successes  he  has  made  with  previous  shows. 
Fred  Bobo  Goes  to  Riverside 
Fred  Bobo,  manager  of  the  radio  department 
of  the  Martin  Music  Co.,  has  resigned  in  order 
to  go  into  business  in  Riverside.  Mr.  Bobo, 
who  is  very  popular  in  Los  Angeles  trade 
circles,  has  been  with  the  Martin  Music  Co. 
some  time  and  will  be  very  much  missed  al- 
though he  will  not  be  very  far  away.  L.  E. 
Starkweather,  manager  of  the  phonograph  de- 
partment of  the  Martin  Music  Co.,  will  now 
have  charge  of  both  the  radio  and  phonograph 
departments. 


L.  S.  Brach  Mfg.  Go. 

Closes  Important  Deals 

Negotiations  Closed  With  Three  Battery  Manu- 
facturing Companies  Whereby  "Brach  Con- 
trolit"  Becomes  Standard  Equipment 


The  L.  S.  Brach  Mfg.  Co.,  129  Sussex  avenue, 
Newark,  N.  J.,  has  just  closed  negotiations  with 
three  of  the  most  important  battery  manufac- 
turing companies  in  the  country,  whereby  the 
"Brach  Controlit"  becomes  standard  equip- 
ment with  their  products.  These  battery  and 
eliminator  manufacturing  organizations  include 
the  Willard  Storage  Battery  Co.,  Philadelphia 
Storage  Battery  Co.  and  the  Prest-o-lite  Co. 

The  "Brach  Controlit"  is  considered  among 
radio  engineers  as  one  of  the  most  important  in- 
ventions since  the  advent  of  radio.  It  is  a  small, 
compact  instrument,  produced  at  a  popular 
price,  which  makes  possible  the  linking  of  radio 
sets  with  the  house  current  and  controlling  the 
"lighting  current  to  any  "A"  and  "B"  power  sup- 
ply unit.  The  "Brach  Controlit"  is  a  special 
type  of  relay  having  an  especially  low  resistance 
coil  which  is  connected  in  series  between  the 
radio  set  and  the  "A"  battery.  The  resistance 
of  its  windings  is  so  low  that  it  will  in  no  man- 
ner affect  the  efficient  operation  of  the  tubes. 
Also  the  "Brach  Controlit"  eliminates  switches 
from  "B"  power  supply  units  and  "A"  trickle 
chargers.  These  operations  become  automatic 
from  the  radio  set  switch,  thus  taking  the  place 


Set  Owners  Buy 
This  Instrument 

Increasing  numbers  of  "setr  manufacturers  are 
placing  tip-jacks  in  the  panel  of  their  sets  to 
enable  the  owners  to  check  the  filament  voltage 
of  the  tubes. 

Set  owners  realize  the  importance  of  filament 
control  and  go  to  their  dealers  for  advice  and 
for  proper  instruments  to  use. 


The  adiustment 
feature  makes  the 
Jewell  Tip  -  Jack 
Voltmeter  far  su- 
perior and  more 
desirable  for  set 
owners'  use. 


Pattern  A'o.  135-/1  Tip-Jack  Voltmeter 

The  Jewell  tip-jack  voltmeter  has  no 
equal  for  tip-jack  voltage  measurements. 
A  super-ad.iustment  allows  the  scale  to  be 
brought  to  the  normal  horizontal  position, 
regardless  of  the  vertical  or  horizontal 
spacing  of  the  tip-jacks.  No  other  instru- 
ment for  similar  use  has  this  important 
feature, 

Movement  parts  of  the  instrument  are 
silver-plated  and  the  scale  is  silver-etched 
with  black  characters.  Movement  is  of 
the  D'Arsonval  Moving  Coil  Type  with 
zero  adjuster.  Case  is  black  enameled. 
It  is  pleasing  in  appearance,  as  well  as 
serviceable. 


Back    View   of   Pat.  135-/4, 
showinti  rotating   back  with 
adjustable  prods 


JEWELL  ELECTRICAL  INSTRUMENT  CO. 
1650  Walnut  St.  CHICAGO 

"27  Years  Making  Good  Instruments" 


of  three  operations.  No  change  in  wiring  is 
necessary  in  present-day  radio  sets. 

Godfrey  Gort,  vice-president  and  general 
manager  of  the  Brach  Co.,  states  that  besides 
the  above-mentioned  battery  manufacturers  who 
have  accepted  the  "Controlit"  as  standard  nego- 
tiations are  being  concluded  with  other  im- 
portant manufacturers. 


Plan  Annual  San  Francisco 
Atwater  Kent  Convention 


Ernest  Ingold,  Inc.,  Distributor,  With  Head- 
quarters in  San  Francisco,  Sponsors  Event 


San  Francisco,  Cal.,  April  9. — Plans  are  al- 
ready practically  completed  for  the  Third 
Annual  Atwater  Kent  Convention,  to  be  given 
by  Ernest  Ingold,  Inc.,  Atwater  Kent  dis- 
tributor of  this  city,  on  July  7  next,  at  which 
time  it  is  expected  fully  a  thousand  radio  ex- 
ecutives will  gather  in  business  and  entertain- 
ment sessions. 

Following  the  precedent  of  previous  years, 
the  third  edition  of  the  Ernest  Ingold,  Inc., 
Atwater  Kent  Follies  will  be  given,  and  already 
a  cast  of  some  sixty  dancers  and  singers  and 
an  orchestra  of  thirty  pieces  is  rehearsing. 

Morning  headquarters  for  the  convention  will 
be  in  the  display  rooms  of  Ernest  Ingold,  Inc., 
followed  by  a  noonday  luncheon  at  the  Clift 
Hotel  and  an  afternoon  session  and  a  rousing 
inspirational  meeting  in  the  evening,  for  which 
the  entire  roof  of  the  hotel  has  been  engaged. 

The  San  Francisco  convention  is  the  first  of 
a  great  series  of  Atwater  Kent  meetings. 


Sound-Modifying  Doors 

Patent  Finally  Decided 

The  long-pending  suit  of  the  Victor  Talking 
Machine  Co.  vs.  the  Brunswick-Balke-Collender 
Co.  and  John  Bailey  Browning  was  decided 
March  21  in  the  United  States  Supreme  Court 
in  favor  of  the  Brunswick  Co.  This  suit,  in- 
volving the  invention  of  the  two-door  cabinet 
machine,  has  been  in  the  courts  for  a  number 
of  years,  the  United  States  Supreme  Court 
affirming  the  decision  of  the  lower  courts.  The 
question  before  the  courts  was  whether  Eldridge 
R.  Johnson,  formerly  president  of  the  Victor 
Co.,  or  Mr.  Browning  was  the  true  inventor  of 
the  sound-modifying  doors,  and  the  Court  of 
Appeals  of  the  District  of  Columbia,  the  courl 
of  last  resort  in  patent  office  proceedings,  de- 
cided in  1921  that  Browning  was  the  inventor. 

The  case  was  then  taken  to  the  United  States 
courts,  and  both  the  District  Court  in  Dela- 
ware, which  tried  the  case,  and  the  United 
States  Circuit  Court  of  Appeals  for  the  Third 
Circuit,  which  reviewed  the  trial  court's  decree, 
found  that  Mr.  Johnson  was  not  entitled  to 
the  patent.  It  was  this  finding  that  the  United 
States  Supreme  Court  considered  and  approved 
by  its  affirmance  on  March  21  without  writing 
any  opinion. 
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FUTURE  PERFECTION  OF  RADIO  RECEPTION  DEMANDS 
RADIO  TUBES  DESIGNED  FOR  EACH  RADIO  FUNCTION 
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Like  the  Benvcnuto  Cellini  cup 
from  the  Altman  collection  of 
the  Metropolitan  Museum  in 
New  York,  the  De  Forest  Aucti- 
ons are  fine  examples  of  crafts-; 
manship  and  painstaking  skill. 


so  improve 


DE  FOREST  engineers  have 
recognized  certain  char- 
acteristics in  the  functioning  of 
tubes  in  all  radio  units.  Our 
laboratories  have  labored  long  to 
advance  these  characteristics  that 
radio  reception,  and  now,  these  highly  desirable 
elements  nave  been  developed  in  De  Forest  Audi- 
ons  for  specific  operations  in  the  various  radio 
reception  departments. 

Fans  who  are  keen  to  bring  their  radios  up  to 
the  highest  degree  of  efficiency  will  eagerly  adopt 
these  Specialist  Audions,  the  idea  of  which  has 
long  been  appreciated  in  England. 

These  new  De  Forest  Specialist  Audions  are 
now  available  for  detector  work,  radio  frequency 
amplification  and  use  in  all  audio  stages  in  types 
taking  up  to  500  volts  on  the  plate. 

To  demonstrate  the  advantages  of  this  idea 
and  the  improvement  possible  in  your  radio's 


performance  tune  in  a  weak  and  distant  station 
or  turn  down  the  volume  of  a  local  until  you  can 
just  barely  hear  it  in  the  loud  speaker.  Substi- 
tute De  Forest  DL-4  Specialist  radio  frequency 
Audions  in  place  of  the  RF  amplifiers  you  have 
been  using.  Note  the  remarkable  increase  in 
volume — how  much  louder  the  distant  station 
and  how  the  music  of  a  local  is  raised  to  room 
filling  proportion. 

Radio  amateurs  will  appreciate  the  character- 
istics of  these  efficient  tubes.  We  must  remem- 
ber that  regardless  of  RF  circuits,  tubes  for  best 
results  must  be  uniform.  The  rigid  limits,  both 
electrical  and  mechanical,  to  which  De  Forest 
Audions  are  held  assure  a  high  standard  of  uni- 
formity. With  a  very  constant  grid-plate  ca- 
pacity and  high  mutual  conductance  the  volume 
these  Audions  obtain  from  distant  reception  is 
both  amazing  and  satisfying. 

These  DL-4's  are  recommended  for  trial  before 
you  change  all  the  tubes  in  your  set. 


Forest  Audions  have  been  standard  since 
1906.  The  same  genius  who  has  made  the 
broadcasting  of  voice  and  music  possible 
is  still  hard  at  work  for  greater  perfection 
and  greater  achievement  in  radio  reception. 

Of  course,  De  Forest  has  designed  a  gen- 
eral purpose  Audion.  It  is  a  good  one  and 
where  price  is  a  consideration  the  D-OIA 
Audion  is  an  unequalled  value  at  $1.65. 
This  tube  is  built  to  the  same  high  stand- 
ards of  quality  that  mark  all  De  Forest 
Audions. 


De  Forest  dealers  are  pretty  much  everywhere. 
Look  for  displays  of  the  brilliant  black  and  orange 
Audion  containers  in  shop  windows.  (Metal 
boxes  in  which  De  Forest  Specialist  Audions  are 
packed  insure  their  safety  and  dependability.) 

If  dealer  is  not  available  write  for  booklet  which 
describes  characteristics  of  each  Audion  and  for 
chart  indicating  proper  replacements  for  all 
standard  makes  of  radio. 

Write  Dept.  10  for  descriptive  literature 

DE  FOREST  RADIO  COMPANY 

Powel  Crosley,  Jr.  President. 

JERSEY  CITY,  N.  J. 
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New  Stores  and  Changes  Among  Talking 

Machine  Dealers  During  the  Past  Month 

New  Stores  Opened  Recently  Throughout  Country  and  Changes  of  Management  Compiled  for 
Benefit  of  Talking  Machine  and  Radio  Manufacturers  and  Distributors 


California 

Oakland — The  Chisholm  Music  Co.  has  moved  from  the 
corner  of  Oxford  and  Center  to  2C58  University  and  is 
experiencing  a  much  more  satisfactory  business. 

Oakland— The  Oakland  Phonograph  Co.,  owned  and 
operated  by  Bernard  S.  Goldsmith,  has  moved  to  a  better 
location  in  the  shopping  center  at  1729  Broadway. 

Berkeley— A  branch  of  System  Radio  of  Oakland  was 
recently  opened  on  Shattuck  avenue,  featuring  the  Bosch 
line  of  radio  products. 

Berkeley— The  Benjamin  Music  Co.  is  again  be;ng 
operated  by  the  original  owner.  It  was  sold  some  time 
ago  to  W.  B.  Ragland. 

Berkeley — A  new  store,  the  Henderson  Radio  Shop,  was 
recently  opened  at  2295  Shattuck  avenue,  carrying  a  full 
line  of  Atwater  Kent,  Crosley  and  Kolster  sets. 

San  Francisco — H.  E.  Ross  has  opened  a  new  music 
store  at  5438  Geary  street,  carrying  a  complete  line  of 
talking  machines,  pianos  and  other  musical  instruments. 

San  Leandro — W.  R.  Ragland  has  opened  a  music  store 
at  1256  East  Fourteenth  street. 

Los  Angeles— H.  Ross  McClure  has  opened  the  Person- 
ality Shop  at  Fifth  street  and  Broadway,  carrying  a  com- 
plete line  of  musical  instruments. 

San  Jose— George  S.  Eardley,  until  recently  manager  of 
the  local  branch  of  Sherman,  Clay  &  Co.,  has  bought  an 
interest  in  the  Ferguson  Music  Co. 

San  Francisco — The  Amphion  Music  Studio,  featuring 
phonographs  and  radio,  has  been  opened  at  45  Stockton 
street,  with  F.  W.  Kolkmann   as  manager. 

Carmel— Miss  Katherine  Lial  has  opened  a  music  de- 
partment in  the  Palace  Drag  Store,  carrying  phonographs, 
small  goods  and  sheet  music. 

Hanford— G.  M.  Florey  recently  held  the  formal  opening 
of  his  new  store  on  North  Douty  street. 

Colorado 

Rocky  Ford— The  C.  O.  Clark  Music  Co.  recently  opened 
its  new  establishment  at  Main  street  and  Maple  avenue 
with  a  complete  line  of  Victor  Orthophonic  talking  ma- 
chines, Gulbransen  pianos  and  other  musical  instruments. 

Connecticut 

Branford — Morris  Philmus,  proprietor  of  the  Philmus 
Music  Shop,  Ansonia,  has  opened  a  branch  store  on  Mam 
street,  this  city. 

Bridgeport— Joseph  Gilman  has  moved  his  general  music 
store  to  his  new  building  on  Fairfield  avenue. 

Georgia 

Rome— The  McBrayer  Bros.  Music  Co.  has  opened  a  new 
music  store  at  406  Broad  street,  handling  a  complete  line 
of  musical  instruments. 

Illinois 

Chicago — The  Harry  Brooks  Music  Co.,  335  South  Wa- 
bash avenue,  has  been  incorporated  with  a  capital  stock 
of  $75,C00. 

Rockford— Guy  W.  Deetz  and  Ellis  D.  McAssey  have 
taken  over  the  management  of  the  Haddorff  Music  House, 
220  North  Main  street. 

Chicago— The  Ackerman  Music  House,  Inc.,  has  been 
incorporated  with  a  capital  stock  of  $20,OCO  to  deal  in 
musical  instruments  at  3148  West  Sixty-third  street. 

Moline— Edward  Petit  has  moved  the  local  retail  branch 
of  the  Chicago  Musical  Instrument  Co.  to  the  Jenkins 
Radio  Store  at  104  East  Second  street. 

Indiana 

Evansville— N.  VV.  Bryant  has  sold  his  interest  in  the 
Bryant  Piano  Co.,  226  Main  street,  to  H.  F.  Reichert, 
who  will  conduct  the  business. 

Iowa 

Marshalltown— The  Mickgl  Music  Co.,  which  has  con- 
ducted a  retail  music  store  here,  has  closed  out  its  busi- 
ness. 

Kansas 

Sedan— Bud  Pierson  has  taken  over  the  phonograph  sec- 


Equipped  with  the  Ili-phonlc  Diaphragm 
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tion  formerly  handled  by  P.  F.  Smith  in  his  new  music 
store,  which  also  carries  small  goods  and  sheet  music. 

Kentucky 

Louisville — The  Durlauf  &  Berry  Music  Shoppe,  604 
South  Fifth  street,  has  held  its  formal  opening,  handling 
small  goods  and  sheet  music. 

Maryland 

Hagerstown — The  Moller  Music  Co.  has  purchased  the 
business  of  the  local  branch  of  Charles  M.  Stieff,  Inc. 

Massachusetts 

Pittsfield — A  branch  of  the  Gibbs  Piano  Co.,  Spring- 
field, has  been  opened  at  246  North  street,  carrying  a  full 
line  of  musical  instruments. 

Lynn — Shaffel's  Music  Shop,  25  Summer  street,  has  suf- 
fered a  small  loss  from  a  midnight  fire. 

Boston — The  Conn  Boston  Co.  has  opened  its  new  re- 
tail store  in  the  Hotel  Statler,  with  Maxwell  Meyers  as 
manager. 

Michigan 

Detroit — The  Bayley  Music  House  has  moved  to  the 
Broadway  section  from  its  former  location  on  Woodward 
avenue. 

Detroit — The  Rose-Hill  Music  Co.,  on  East  Grand  avenue, 
has  opened  for  business  with  a  stock  of  talking  machines, 
small  goods  and  sheet  music. 

Minnesota 

Hibbing — The  Winberg  Music  Store,  operated  by  Fred 
Winberg,  is  preparing  to  move  to  new  quarters  adjoining 
the   Boston   Department  Store. 

Morton — G.  B.  Allen  has  opened  a  music  store  in  the 
Variety  Store  Building,  carrying  talking  machines,  small 
goods  and  sheet  music. 

Missouri 

Kansas  City — The  J.  W.  Jenkins  Sons  Music  Co.  has 
established  a  branch  store  at  3913  Main  street,  carrying  a 
complete  line  of  musical  instruments. 

St.  Louis — The  Sporleder  Music  House,  7315  Hoover 
street,  has  been  incorporated  with  a  capital  stock  of 
$10,000. 

Kansas  City— A.  B.  Nail  and  W.  G.  Robertson  have 
organized  the  Nail-Robertson  Piano  Co.,  with  quarters  at 
3712  Broadway. 

Neb-aska 

Fairbury — The  White  Piano  Co.  moved  recently  to  new 
quarters  in  the  Masonic  Temple  Building,  which  was 
remodeled  before  the  company  took  possession. 

Wilbsr — The  Hodek  Music  Snop  operated  for  several 
years  by  F.  W.  Hodek  was  sold  recently  to  Richard  and 
Emil  Kliment,  who  take  over  the  establishment  on  May  1. 

Fremont — Earl  Conrad  has  closed  out  the  Conrad  Music 
House,  which  he  has  operated  for  four  years  at  210  East 
Sixth  street. 

New  Jersey 

Hammonton — The  new  store  of  A.  Oliva,  formerly  han- 
dling only  phonographs,  has  added  a  complete  line  of 
other  musical  instruments. 

Glassboro— The  furniture  of  MacFadden  &  Nutt  has 
extended  its  stock  to  include  all  varieties  of  musical 
instruments. 

Dover — Extensive  improvements  have  been  completed  in 
the  store  of  the  Harway  Music  Co.,  28  West  Blackwell 
street. 

New  Mexico 

Clayton — F.  P.  Kilburn,  furniture  dealer,  recently  added 
a  music  section  and  is  carrying  a  complete  line  of  Vic- 
trolas,  pianos  and  stringed  instruments. 

New  York 

Buffalo — Martin  Schwable,  formerly  associated  with  the 
Charles  Liske  music  store,  has  been  made  manager  of 
the  talking  machine  department  of  the  Erion  Piano  Co. 

Olean— Max  Lang,  Columbia  phonograph  dealer,  has 
moved  to  a  new  and  improved  store  at  239-41  North 
Union  street. 

Brooklyn — Frances  Ann  Ballard  has  been  appointed  re- 
ceiver for  the  Fort  Hamilton  Music  Shop,  bankrupt  con- 
cern at  446  East  Eighty-sixth  street. 

New  York — Jacob  Zatlin,  operating  as  the  Bell  Music 
Shop,  559  East  180th  street,  has  filed  an  involuntary  peti- 
tion in  bankruptcy. 

Kingston — A.  E.  Thomas  has  moved  his  music  business 
to  the  Clearmont  Hall  Building,  297  Wall  street. 

Plattsburj — The  Plattsburg  Music  Shoppe  has  been  in- 
corporated to  deal  in  sheet  music,  small  goods  and  other 
musical  instruments. 

Olean — The  Olean  Music  Shop,  owned  by  Stephen  Bira- 
cree,  has  moved  from  its  temporary  location  to  its  new 
home  at  125  North  Union  street. 

North  Carolina 

Charlotte— The  new  building  of  the  Andrews  Music 
Store,  235  North  Tryon  street,  has  been  dedicated  with 
formal  opening  ceremonies. 

North  Dakota 

Bismarck  -E.  11.  Klein  and  John  Delzcr  have  purchased 
the  business  of  the  Music  Shop,  214  Main  street. 
Ohio 

East  Liverpool— The  Davis,  Btirkhatn  &  Tyler  Co.  has 
closed  out  its  branch  music  store  on  East  Fifth  street. 

Columbus  -Ernest  Dahlen  has  purchased  the  interests 
of  his  partner,  Fred  Worch,  and  is  conducting  the  small 
goods  department  at  the  S.  W.  Goldsmith  Music  &  Furni- 
ture Store,  73  East  Long  street. 

Youngstown— The    Yahrling- Kayner    Music    Co.,  West 


Federal  street,  this  city,  has  opened  a  retail  branch  at 
2629  Market  street.  • 

Youngstown — The  bankrupt  stock  of  the  Carroll  Music 
Co.  has  been  purchased  by  the  Yahrling-Rayner  Music  Co. 

East  Liverpool — Olen  H.  Dawson  has  opened  a  new  mu- 
sic store  in  the  Brooks  Building  on  West  Fifth  street. 

Norwood — The  A.  &  N.  Music  Co.,  Cincinnati,  has 
opened  a  branch  store  in  this  city. 

Broadway— The  Maple  Heights  Music  House  Co.  has 
been  incorporated  to  deal  in  musical  instruments. 

Bedford — The  Bedford  Music  Co.  has  been  incorporated 
with  a  capital  stock  of  $15,000,  and  will  carry  a  complete 
line  of  instruments. 

Oklahoma 

Miami — W.  R.  Parker  has  been  appointed  manager  of 
the  Martin  Bros.  Music  Co.  store  here,  succeeding  Earl 
Strong. 

Blackwell— The  McDowell-Castator  Music  Co.,  107  East 
Blackwell  avenue,  has  enlarged  its  quarters  to  include 
109  and  111  East  Blackwell  avenue. 

Hennessey — Charles  L.  Jones  and  Frank  Short  have 
opened  the  Jones  Music  Co.  in  the  Jones  Building  on 
North  Main  street. 

Pennsylvania 

Philadelphia— The  Charles  S.  Walton  Co.,  dealing  in 
musical  instruments  at  2C0  South  Tenth  street,  has  filed 
a  petition  in  bankruptcy. 

Philadelphia — The  Diamond  Music  Shop  has  been  opened 
at  2123  Germantown  avenue  as  a  branch  of  the  Wolbert 
Music  Store. 

Philadelphia— Myers  F.  Hall  has  purchased  the  interests 
of  Jacob  Bros.,  New  York,  in  the  music  house  of  Myers 
F.  Hall,  Inc.,  2626  Germantown  avenue. 

Altoona — The  Brooks  Music  House  has  moved  from  1204 
Eleventh  street  to  more  commodious  quarters  at  1117 
Twelfth  street. 

Ambridge — The  Schaffner  Music  Co.  has  opened  a  branch 
store  at  660  Merchant  street,  with  C.  B.  Mitchell  as  man- 
ager. 

Tennessee 

Nashville — Bond's  Graphophone  Shop  has  remodeled  and 
enlarged  its  quarters,  handling  the  Columbia  line. 

Johnson  City — Snyder  Bros.  &  Poris  have  opened  an 
exclusive  music  store  on  East  Main  street,  handling  a 
complete  line  of  musical  instruments. 

Texas 

Dallas — The  Cline  Music  Co.  has  been  incorporated 
with  a  capital  stock  of  $10,000;  the  incorporators  are  Dur- 
ward  J.,  J.  L.  and  Ula  J.  Cline. 

Washington 

Anacortes — Harry  Dodge  has  incorporated  his  music 
business,  with  a  capital  stock  of  $50,000,  under  the  name 
of  the  Dodge  Music  Co. 

Seattle — Hugh  Campbell  has  become  affiliated  with  the 
Montelius  Music  House,  220  Pine  street,  and  the  firm's 
name  has  been  changed  to  the  Montelius-Campbell  Music 
House. 

West  Virginia 

Bluefield— The  Gaillette-Burdette  Music  Co.  has  moved 
its  business  to  the  Rhodes  Realty  Building,  where  the 
same  lines  are  carried. 

Huntington — J.  C.  Gates  and  Easton  White  have  opened 
a  general  music  store  in  the  Singer  Sewing  Machine 
Co.'s  Building,  handling  Brunswick  phonographs. 

Wyoming 

Gillette— The  Melody  Mart,  handling  talking  machines 
and  other  musical  instruments,  has  been  opened  by 
John  Daly,  Jr. 

Silas  E.  Pearsall  Co.  Is 

Appointed  Sparton  Jobber 

Well-Known  Metropolitan  Distributor  Will 
Handle  Line  of  Sparks-Withington  Co. — Sea- 
son's Plans  Discussed  at  Luncheon 


A  luncheon  to  the  distributors  of  Sparton 
radio,  manufactured  by  the  Sparks-Withington 
Co.,  of  Jackson,  Mich.,  was  the  occasion  for 
announcement  of  the  appointment  of  the  Silas 
E.  Pearsall  Co.  as  a  distributor  for  the  Spar- 
ton line.  Harry  G.  Sparks,  radio  sales  manager 
of  the  Sparks-Withington  Co.,  was  host  at  the 
luncheon.  The  Silas  E.  Pearsall  Co.  is  one  of 
the  best-known  wholesalers  in   the  industry. 

The  merchandising  situation  was  thoroughly 
discussed  at  the  luncheon.  The  distributors 
present  were  enthusiastic  about  the  company's 
plans,  as  outlined  by  Mr.  Sparks,  and  it  was 
agreed  that  the  outlook  was  splendid  for  Spar- 
ton radio  in  the  East. 

Among  those  present  were  G.  Weaver,  Vic- 
tor Meyer  and  Dan  A.  Dreeves,  of  the  Hush- 
wick  Auto  Supply  Co.,  Brooklyn;  Ben  I..  Lehr, 
Lehr  Bros.  Auto  Supply  Co.,  New  York;  G. 
Simon,  Hnlscy  Supply  Co.,  Newark,  and  Mrs. 
L.  M.  Green,  president,  and  E.  W.  Oldham,  of 
the  Silas  E.  Pearsall  Co.,  New  York.  J.  R. 
Dade  and  A.  H.  Riese,  Sparks-Withington 
traveling  representatives  in  this  territory,  were 
also  present. 
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NEUTRAL  SOLUTION 

%rick  le  Chargers 

are  showing  a  sales  increase^ 
every  day 


I 


N  spite  of  the  fact  that  radio  equip- 
ment sales  fall  off  at  this  season 
of  the  year,  the  sale  of  Johnson  Trickle  Chargers 
is  increasing.    Other  charges  require  service  be- 
cause of  corroded  electrodes — low  charging  rate 
— short  life — etc.   Johnson  Trickle  Chargers  overcome  all  these 
difficulties,  providing  a  permanent  source  of  "A"  power. 

You  can  convince  every  customer  that  this  compact  unit 
will  keep  his  "A"  battery  fully  charged  with  even  less  atten- 
tion than  the  battery  on  which  it  is  used. 

Point  out  these  vital  facts  to  your  customers  and  note  the 
resultant  sales  of  Johnson  Trickle  Chargers. 

Neutral  Solution.   Th«  neutral  solution  is  harmless  to  rugs 
and  clothing,  and  entirely  odorless.  This 
eliminates  a  serious  and  expensive  annoyance. 

Silent.        Jonr,son  Trickle  Charger  does  not  have  to  be  discon- 
nected when  the  set  is  in  use.   It  is  absolutely  silent 
— no  hum — giving  24  hours'  charging  efficiency  each  day. 

''Short'' -proof     ^°  danger  from  internal  short  circuiting,  for 
"       ■'"     the  base  and  coil  caps  are  made  of  solid 
molded  rubber  assuring  perfect  insulation. 

Electrodes  Will  Not  Corrode.    The  electrodes  will  be 

found  entirely  free  from 
scale  or  corrosion,  even  after  months  of  constant  use,  insuring 
extremely  long  life. 

Permanent  "A"  Power 

Johnson  Trickle  Chargers  are  the 
result  of  intensive  research  work 
and  are  built  of  the  finest  materials 
obtainable — nothing  to  wear  out. 
Just  plug  it  in  and  forget  it — a 
permanent  source  of  "A"  power. 
The  better  jobbers  carry  John- 
son Trickle  Chargers.  Get  in  touch 
with  yours  today  and  cash  in  on 
surer  and  bigger  profits. 


Ask  Your 
Jobber 


MOTO/K  PAOD UCTS  CO. 

305  NORTH   SMELbON  ST.  CHICAGO 
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JUST  as  the  smartest  night  clubs  are  first  to 
play  the  most  popular  melodies,  so  are  the 
most  popular  melodies  first  heard  on  Okeh. 
It  is  generally  recognized  that  electrical  record- 
ings reproduce  marvelously  accurate  tones  of 
each  instrument.  But  the  most  perfected  re- 
cording must  reflect  the  gay,  thrilling  spirit  of 
youth  ....  if  your  dance  records  are  to  be 
bought  by  dancers  who  are  seeking  in  music 
the  joy  of  life. 

Okeh  dance  records  speak  the  ultra-modern 
jazz  language  of  the  Dancing  People.  Oh,  the 
feeling  of  the  music  when  your  patrons  listen 
to  Frankie  Trumbauer's  Orchestra  .  .  .  the 
air  is  all  rhythm.  Miff  Mole's  Molers,  in  full 
orchestra,  call,  "Dance!"  ...  A  slow  ripple 
of  pleasure  flows  through  the  dancers  .  .  . 
and  steps  gorgeously  follow  the  concentrated 
rhythm  of  their  music.  Yes,  we  are  telling 
you  about  Okeh  features.  You  are  shooting 
your  sales  to  the  highest  mark  when  our  Okeh 
Dance  Records  are  in  your  store — ready  to 


Leaders  of  the  sales,  that's  what  they  are. 

Perhaps  your  buying  visitors  are  foreigners. 
A  Russian,  Lithuanian,  German,  Scandinavian 
.  .  .  anyone  whose  first  home  was  somewhere 
across  the  sea  ...  he  comes  to  you,  his  heart 
weeps  to  belong  to  the  old  evening  gatherings 
at  home  and  for  the  songs  he  remembers.  You 
can  win  him  for  a  constant  buying  visitor  with 
our  OKEH-ODEON  records  in  all  foreign 
languages. 

Then  there  is  our  tremendous  Race  popula- 
tion. It  may  be  your  store  is  in  just  such  a 
neighborhood.  They  are  the  children  of  music 
.  .  .  but  an  emotional  music  unlike  any  other 
fashioned  music.  The  sorrow  of  their  ances- 
tors still  rings  supreme!  It  is  Blues  they  crave 
.  .  .  the  gnawing  passion  of  anguish  .  .  . 
moaners  and  shouters,  their  singers  are  called. 
There  is  a  list  of  Exclusive  Okeh  Race  Artists 
famous  from  coast  to  coast  .  .  .  they  sing 
best  the  kind  of  music  the  Race  loves  and  so 
Okeh  Race  Records  sell  best. 


An  Okeh  Dealer  s  License  is  available  to  you. 
You  can  take  that  step  forward  in  Sales  Prosper- 
ity if  you  will  write  to  us  and  learn  about  our 
generous  Okeh  Dealer  s  Plan. 


Consolidated  Talking  Machine  Co* 


.-  .,227  W.  Washington  St. 

Branches:  2957  Gratiot  Ave.,  Detroit,  Mich 
1424  Washington  Ave.,  Minneapolis,  Minn 
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LEONARD  P.  CANTY 


Beethoven  Centennial  Observance  One  of 

Finest  Examples  of  Sales  Promotion 

Dealers  Throughout  the  Middle  West  Tied  Up  With  the  Event  and  the  Result  Was  a  Better 
Demand  for  Good  Music  on  Records — Sales  Figures  on  All  Lines  Satisfactory 


Chicago,  III.,  April  8.— Talking  machine  deal- 
ers throughout  the  Middle  West  were  witnesses 
to,  and  partners  in,  a  laudable  example  of  sales 
promotion  before  and  during  Beethoven  Week, 
March  20  to  26,  when  practically  all  of  the  in- 
struments which  reach  the  public  eye  were 
brought  into  play.  Extensive  advertising  by 
leading  manufacturers  of  phonograph  records, 
editorial  spwe  in  newspapers  dealing  with  the 
Beethoven  Centennial,  window  displays  of  rec- 
ords in  dealers'  stores,  and  radio  broadcasting 
combined  to  make  the  event  notable  in  the  pub- 
lic mind,  and  to  boost  Beethoven  recordings 
and  other  records  of  the  more  serious  type. 

Sales  figures  in  phonographs,  records  and 
radio  products  throughout  the  Chicago  terri- 
tory are  equal  to,  and,-  in  some  cases,  greater 
than,  those  of  1926.  Manufacturers  of  talking 
machines  have  perfected  several  improvements 
on  their  products  which  will  give  the  dealer  an 
added  chance  to  capitalize  on  the  interest  which 
has  already  been  aroused  by  the  new  type  in- 
struments, and  it  is  expected  that  there  will  be 
found  in  the  retail  stores  by  early  Fall  an  in- 
creased number  of  electric  pick-up  machines. 

While  there  have  been  several  sales  of  dis- 
tress radio  merchandise  in  the  department  stores 
of  Chicago,  the  effect  has  not  been  felt  so  keenly 
by  the  smaller  dealer  as  in  years  past.  The 
music-radio  dealer  and  the  neighborhood  store 
are  rapidly  becoming  more  prominent  factors, 
because  of  nearness  to  the  customer's  home, 
canvassing,  and  ability  to  give  quick  and  effi- 
cient service  on  radio  apparatus. 

Radio  manufacturers  throughout  the  Middle 
West  are  perfecting  their  models,  and  preparing 
them  for  formal  exhibition  at  the  trade  show  to 
be  held  in  this  city  in  June.  While  the  sets 
themselves  are  expected  to  contain  no  revolu- 
tionary developments,  it  is  said  that  many  radi- 
cal improvements  will  be  shown  in  reproduc- 
ers and  in  power  supply  units,  with  the  elec- 
tric, or  light  socket  operated  sets  occupying  a 
prominent  place  in  many  manufacturers'  lines. 
Beethoven-Columbia  Week  a  Big  Success 

In  musical  circles  throughout  the  Chicago 
district  Ludwig  van  Beethoven,  composer,  dur- 
ing the  week  of  March  20  to  26,  was  accorded 
the  place  which  is  rightfully  his.  Churches, 
schools,  clubs,  newspapers  and  radio  broadcast- 
ing stations  all  gave  their  assistance  in  com- 
memorating the  hundredth  anniversary  of  the 
death  of  Beethoven,  who  died  one  hundred 
years  ago,  on  March  26,  1827. 

The  work  of  forming  committees  in  the  dif- 
ferent cities  was  under  the  direction  of  A.  J. 
Heath,  manager  of  the  Chicago  office  of  the 
Columbia  Phonograph  Co.  The  Chicago  com- 
mittee was  very  active  under  the  guidance  of 
Miss  Olga  Menn,  chairman  of  the  Beethoven 
Committee  in  the  Chicago  district.  Other 
women  connected  with  her  on  this  committee 
were  Mrs.  Walter  Seymour,  president  of  the 
Illinois  Federation  of  Women's  Clubs;  Mrs. 
Arthur  G.  Jackson,  musical  chairman  of  the 
same  organization;  Mrs.  Samuel  Insull,  nation- 
ally known  wife  of  the  director  of  staff  for  the 
Chicago  Public  Utilities;  Mrs.  Edith  Rocke- 
feller McCormick,  Mrs.  Edward  S.  Bailey,  Mrs. 
George  B.  Tyler,  Mrs.  H.  McCIellan  Hess  and 
many  other  sociallv  prominent  women. 
Through    the    courtesy    of    Walter  Roche, 


manager  of  Lyon  &  Healy,  Columbia  was 
successful  in  securing  the  hearty  co-operation 
of  the  four  Lyon  &  Healy  stores  in  Chicago, 
where  daily  Beethoven  recitals  were  given  in 
the  private  auditorium  during  Beethoven  Week, 
March  20  to  26. 
The    broadcasting    stations    co-operated  by 


giving  the  music  of  Beethoven  a  prominent 
space  on  their  programs.  The  Chicago  Daily 
News  sponsored  a  Beethoven  essay  contest  for 
Chicago  school  children  and  offered  prizes  to 
the  various  schools  throughout  Chicago,  which 
devoted  their  music  periods  to  the  playing  of 
Beethoven  music  and  informing  their  pupils  of 
the  work  and  life  of  Beethoven,  thus  creating 
additional  interest  in  the  event. 

Fine  Broadcast  Programs 
In  Minneapolis,  radio  broadcasting  over  Sta- 
tion WAMB  between  the  hours  of  10:30  a.  m. 
and  1  p.  m.  was  devoted  to  Beethoven  music 
(Continued  on  page  106) 


A  Dominating  Value 

The  New  KIMBALL 
PHONOGRAP 


True  Tone 
Quietness  of  Operation 
Plays  all  Records 
Exclusive  Features 


Style  300 

Two  of  the  new 
Kimballs  —  new 
construction,  not 
just  new  styles. 


Style  250 


See  and  hear  and  you  will  enjoy  the  new 
KIMBALL  PHONOGRAPH.  Write  or  Wire. 


W.  W.  KIMBALL  COMPANY 

Established  1857 

306  S.  Wabash  Avenue  Kimball  Bldg.,  Chicago 
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every  day  of  the  Centennial  Week,  with  the 
Civic  Music  League  of  that  city  co-operating 
by  staging  a  series  of  recitals  in  the  schools 
and  prominent  clubs  of  the  city.  A  number  of 
letters  have  arrived  at  the  Chicago  Columbia 
office  detailing  the  activity  displayed  to  com- 
memorate the  hundredth  anniversary  of  the 
death  of  Beethoven  and  thanking  the  Columbia 
Phonograph  Co.  for  its  co-operation.  The 
letters  came  from  such  people  and  organiza- 
tions as  the  Music  Club  of  Minneapolis,  Chicago 
Piano  and  Organ  Association,  the  University 
of  Wisconsin,  Chicago  Federation  of  Women's 
Clubs,  Sears,  Roebuck  Agricultural  Foundation 
and  many  others  of  like  nature. 

The  dealers  handling  the  Columbia  line  made 
splendid  window  displays  during  Beethoven 
Week. 

Buckingham  New  Six-Tube  Set  Announced 

The  Buckingham  Radio  Corp.,  Chicago,  re- 
cently announced  to  the  trade  a  new  six-tube 
one-dial  control  radio  receiver  chassis.  The 
new  product  is  the  result  of  many  months' 
research  and  critical  testing  by  the  Buckingham 
engineering  staff,  headed  by  W.  Dumke.  Sev- 
eral distinctive  features  are  embodied  in  the 
chassis,  according  to  the  announcement,  includ- 
ing a  new  tuning  control  mechanism  completely 
shielded  in  a  metal  case.  The  etched  bronze 
panel  and  sub-panel  are  supported  by  cast 
aluminum  braces,  giving  the  set  strength  and 
rigidity,  and  the  sub-panel  wiring  is  completely 
shielded,  as  are  all  of  the  specially  designed 
coils. 

The  illuminated  dial,  calibrated  in  both  wave 
lengths  and  degrees,  completes  the  panel  de- 
sign. Three  stages  of  tuned  radio  frequency, 
detector  and  two  stages  of  audio  frequency  are 
incorporated  in  the  set,  and  the  chassis  is. 
especially  adapted  for  use  by  jobbers,  dis- 
tributors and  large  retailers. 

Louis  Frankel  Visiting  Eastern  Trade 

Louis  Frankel,  treasurer  of  the  Mohawk  Corp. 
of  Illinois,  maker  of  Mohawk  one-dial  radio 
receivers,  left  the  firm's  headquarters  in  Chicago 
on  March  29  for  a  trip  throughout  the  East, 
upon  which  he  visited  Mohawk  distributors  in 
Washington,  Philadelphia,  New  York,  Buffalo 
and  other  Eastern  trade  centers. 

The  Kelley  Sales  Co.  Organized 

The  Kelley  Sales  Co.  was  recently  formed 
in  Chicago  to  function  as  national  sales  repre- 
sentative for  radio  manufacturers.  The  firm 
is  headed  by  W.  F.  Kelley,  president,  formerly 


connected  with  the  All-American  Radio  Corp. 
as  Chicago  district  manager,  and  who,  prior  to 
that  time,  occupied  the  position  of  assistant 
sales  manager.  The  Kelley  Sales  Co.  will  act 
as  representative  for  the  Baritone  Mfg.  Co., 
loud  speaker  manufacturer;  Buell  Mfg.  Co., 
maker  of  condensers,  coils  and  panels,  and 
Fetha-Stel  Products  Co.,  manufacturer  of  speak- 
ers and  radio  consoles. 

The    Kelley    organization    represents  these 
manufacturers   throughout  the   United  States, 
appointing  distributors,  who  in  turn  will  serve 
the  dealers  in  their  respective  territories. 
New  Series  of  Radio  Receivers  Soon  Ready 

A  new  series  of  radio  receivers  will  soon  be 
ready  for  the  trade,  according  to  an  announce- 
ment made  a  few  days  ago  at  the  general  offices 
of  the  Reichmann  Co.  These  will  be  known  as 
Thorola  Models  60,  61  and  62.  All  of  the  new 
sets  are  seven-tube  receivers  featured  by  single- 
dial  control  and  straight-line  scale  electrically 
lighted  dial  readings.  The  dial  readings  pass 
through  a  proscenium  arch  window,  and  may 
be  read  easily  from  practically  an}-  angle. 

Model  60  is  a  table  type  receiver  finished  in 
antique  walnut.  Model  61  is  a  console  receiver, 
also  furnished  in  walnut  and  containing  a  long, 
gradually  expanding  tone  chamber.  A  com- 
bination of  long  air  column  and  a  cone  speaker 
are  features  of  Model  62,  also  a  console  re- 
ceiver, finished  in  walnut.  The  new  Reichmann 
line  ranges  in  retail  prices  from  $90  to  $200,  and 
will  be  exhibited  for  the  first  time  at  the  Radio 
Manufacturers'  Trade  Show  at  the  Hotel 
Stevens,  Chicago,  June  13  to  18. 

Hyatt  Portable  Radio  Receiver  Campaign 

The  Hyatt  Electric  Corp.,  Chicago,  formerly 
known  as  the  Hyatt  Electrophone  Corp.,  headed 
by  Ralph  E.  Hyatt,  president,  is  sponsoring  an 
ambitious  sales  drive  in  the  music-radio  trade  in 
the  interest  of  the  Hyatt  portable  radio  re- 
ceiver. The  Hyatt  organization  has  been 
prominent  in  the  manufacturing  field  for  many 
years  for  the  Electrophone,  an  instrument 
which  enables  the  deaf  to  hear  instantly  and  is 
now  installed  in  educational  institutions  for  the 
deaf  throughout  the  United  States. 

The  Hyatt  portable  receivers  are  known  as 
Model  A  and  Model  B.  Both  contain  six-tube 
receivers  and  are  furnished  either  without  ac- 
cessories or  completely  equipped  with  tubes, 
A,  B  and  C  batteries.  Both  models  have  but 
one  tuning  control  and  are  equipped  with  Apex 
vernier   dials.     The   portables   weigh  twenty- 


Repair  Parts  1 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


PrCOMroMATZD  UNDLK  THX 
LA  WS  OF  ILUKOIS 
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227-229  W.  WASHINGTON  ST.  CHICAGO  ILL. 
Brsnche*:  29S7  Oratlot  Ai«„  Detroit.  Mlrh.         1424  W»«hlnrton  At*.,  Booth,  Minneapolis.  Minn. 


eight  pounds,  have  a  built-in  speaker  with  a 
unit  and  employ  a  loop  aerial.  Model  A,  which 
retails  for  $95  without  accessories  and  $115 
complete,  is  furnished  in  a  special  leatherette 
finish  and  the  panel  inside  the  cover,  which  is 
used  as  an  aerial,  is  embossed  in  gold  and  sev- 


Hyatt  Portable  Model  A 

eral  other  hues.  Model  B  is  also  finished  in 
leatherette,  listing  for  $85  without  accessories 
and  $105  complete.  The  Hyatt  portable  receiver 
is  sold  through  distributors  located  in  important 
trade  centers  throughout  the  United  States. 
Sonora  Officials  Visiting  the  West 

Frank  D.  Goodman,  general  sales  manager 
of  the  Sonora  Phonograph  Co.,  New  York 
City,  arrived  in  Chicago  on  April  4,  spent  sev- 
eral days  at  the  headquarters  of  the  Tay  Sales 
Co.,  local  Sonora  distributor,  and  then  pro- 
ceeded to  Detroit.  S.  O.  Martin,  president  of 
the  Sonora  organization,  was  in  Chicago  late 
in  March,  spending  one  day  in  the  city  during 
a  Middle  Western  trip  which  included  a  stop- 
over at  the  Sonora  factory  in  Saginaw,  Mich. 
Notable  Dealers  Have  Buckingham  Radio  Line 

R.  T.  Anderson,  sales  manager  of  the  Buck- 
ingham Radio  Corp.,  Chicago,  announces  that 
the  Buckingham  sales  organization  is  virtually 
completed  for  the  coming  year  and  will  give  the 
firm  active  representation  and  distribution 
throughout  the  entire  United  States.  The  Buck- 
ingham line  of  radio  receivers,  featured  by  the 
new  single  dial  control  chassis,  will  be  sold  and 
serviced  through  the  following  organizations: 
MacNeill  Electric  Service  Co.,  Boston,  Mass.; 
F.  A.  Hudgin  &  Co.,  Buffalo  and  Syracuse.  N. 
Y. ;  Manufacturers  Sales  Co.,  Metropolitan  New 
York;  Erlichman  Bros.,  Inc.,  Philadelphia.  Hart- 
ford, Pittsburgh  and  Cleveland;  Gallinson  & 
Co.,  Minneapolis,  Minn.;  Harris  F.  Holland.  In- 
dianapolis, Ind.;  Franklin  McDermott,  St.  Louis. 
Mo.;  Barnes  &  Co.,  Atlanta,  Ga.,  and  American 
Sales  Co.,  San  Francisco,  Cal. 

Chicago  Record  Co.  Chartered 

The  Chicago  Record  Co.,  3621  South  State 
street,  was  recently  incorporated  with  a  capital 
stock  of  $30,000  to  manufacture  and  deal  in 
phonograph  records,  mechanical  music  devices, 
radio  phones,  etc.  The  incorporators  are  J\  Mayo 
W  illiams,  Aleta  S.  Williams,  William  H.  Temple 
and  Millie  Williams. 

C.  E.  Penney  Abox  Co.  Sales  Manager 
:  .  C.  E. '  Penney  was  recently  appointed  sales 
manager  of  the  Abox  Co.,  Chicago,  manufac- 
turer of  the  Abox  filter,  which  filters  the  current 
direct  from  the  charger  to  the  receiving  set. 
Mr.  Penney  was  associated  with  firms  in  the 
electrical  field  over  a  period  of  eight  years  and 
has  been  advertising  manager  of  the  Bremer- 
Tully  Mfg.  Co.,  Chicago,  for  the  past  eighteen 
months.  He  has  had  considerable  experience 
in  the  field  of  radio  merchandising  and  sales 
(Continued  on  page  110) 


April,  1927 


THE    TALKING    MACHINE  WORLD 


107 


Out  of  a  maze  of  claims  and  counter  claims  MOHAWK  depend- 
ability stands  as  a  beacon  light — pointing  the  road  to  radio 
reception  which  is  never  better  and  seldom  approached.  Con- 
centrating our  efforts  on  MOHAWK  One-Dial  Receivers  makes 
it  possible  for  our  factory  to  continue — 

BUILDING  THEM  BETTER 

PRICING  THEM  LOWER 
SELLING  THEM  FASTER 

The  MOHAWK  One-Dial  Radio  Dealer  Franchise  is  valuable 
now,  and  this  value  is  growing  day  by  day.  Dealers  keen  for 
profits  and  prestige  will  do  the  "wise"  thing"  by  writing  or  wir- 
ing today. 


E0*  "flS  0* 
lliBl  1ft 
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The  Home  of  Mohawk  One-Dial  Radio  Receivers — One  of 
the  finest  equipped  manufacturing  plants   in   the  world 


MOHAWK  CORPORATION  OF  ILLINOIS 

Established  1920 — Independently  Organized  in  1924 


2220  Diversey,  at  Logan  Boulevard,  Chicago 


The  Mohawk  One-Dial  Radio  Receiver  will  be  fully  represented  at  the  R.  M.  A.  Show,  to  be 
held  at  the  Stevens  Hotel,  Chicago,  June  13th  to  18th,  inclusive. 
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The  Toman  "Helical"  Tone  Arm  Set 


Specially  designed  for  use  with  latest  type  long  amplifying  horns. 
Hole  in  base  1  y%  inch  diameter- — Distance  from  center  of  base  to 
needle  holder  in  playing  position  about  9l/2  inches. 


Constantly  curves  and  tapers 
Air  tight  in  construction 


No  vibration  or  jingling  on  loudest  tones 


The  walls  of  the  Helical  tone  arm  progressively  increase  in  thickness  from  3/32 
inch  at  the  reproducer,  to  3/16  inch  at  the  base — this  construction  prevents  any 
losses  or  modification  of  sound  waves  as  this  tone  arm  does  not  vibrate  even  on 
loudest  tones — whereas  tone  arms  made  with  thinner  walls  will  vibrate  and  fre- 
quently lose  and  also  modify  some  of  the  sound  waves.  The  "Helical"  tone  arm 
has  a  constantly  tapered  air  column  measuring  15  inches  from  reproducer  to  ampli- 
fying horn  connection,  and  the  inside  walls  being  perfectly  smooth  offer  absolutely 
no  resistance  to  the  sound  waves — and  due  to  the  perfect  helical  curves  through- 
out, there  is  absolutely  no  alteration  of  the  natural  characteristics  of  either  high  or 
low  tones,  which  are  perfectly  transmitted  to  the  amplifying  horn. 


Manufactured  by  „  ,     _.  ., 

sales  Distributor 

E.  Toman  &  Co.  Wondertone  Phonograph  Co, 

2621  West  21st  Place  216  No.  Michigan  Ave.,  Chicago,  111. 

Cnble  Address — "Wondertone  Chlc&ffO.'" 
CHICAGO,  ILL.  Cable  Codes— Western   Union— A. B.C.   (5th  Edition). 
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The  Toman  "Helical"  Tone  Arm  Set 

Does  not  infringe  any  U*  S.  Patent  Not  a  copy  or  imitation 

Produces  a  very  fine,  deep,  rich,  mellow  and  powerful  tone,  surpassed  by  none 


Durability  of  construction  prevails  throughout  the  entire  unit 
Note  the  strong  and  efficient  construction  of  the  base 


The  ball  race  is  ma- 
chined as  smooth  as 
glass. 


Ball  container  has  spacers  preventing  piling 
up  of  balls,  insuring  perfectly  smooth  move- 
ment of  tone  arm,  with  minimum  of  friction. 


The  Toman  reproducer  was  placed  on  the  market 
last  summer,  and  met  with  great  success.  This  re- 
producer, besides  producing  a  remarkably  fine,  deep, 
mellow,  and  powerful  tone,  has  the  great  advantage 
of  being  practically  indestructible  in  construction, 
the  diaphragm  being  made  of  alloyed  metals — in 


which  magnesium  predominates — and  is  15/1000 
inch  thick.  It  is  suspended  in  such  a  manner  that  it 
is  very  sensitive,  and  reproduces  perfectly  extreme 
highest  or  lowest  tones.  This  construction  is  far 
superior  to  the  extremely  thin  diaphragms  used  in 
many  other  reproducers,  which  are  very  fragile,  and 
easily  damaged. 


Manufactured  by 


E.  Toman  &  Co< 

2621  West  21st  Place 
CHICAGO.  ILL. 


Sales  Distributor 


Wondertone  Phonograph  Co. 

216  No.  Michigan  Ave.,  Chicago,  111. 

Cable  Address — "Wondertone  Chicago." 
Cable  Codes — Western  Union — A. B.C.   (5th  Edition). 
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FROM  OUR  CHICAGO  HEADQUARTERS —  ( Continued  from  page  106) 


promotion  and  his  many  friends  in  the  industry 
will  be  glad  to  learn  of  his  new  connection. 
Harry  Alter  Co.  to  Wholesale  Ortho-sonic 

The  Harry  Alter  Co.,  Chicago,  announced  a 
few  weeks  ago  its  appointment  as  wholesaler 
of  Federal  Ortho-sonic  radio  receivers  manu- 
factured by  the  Federal  Radio  Corp.,  Buffalo, 
N.  Y.,  effective  early  in  March.  The  Harry 
Alter  Co.  will  carry  a  complete  stock  of  the 
Federal  Ortho-sonic  line  of  receivers,  including 
the  art  models.  A  very  elaborate  display  will 
be  shown  in  its  new  and  enlarged  showroom 
on  Michigan  avenue  and  Eighteenth  street, 
which  will  be  opened  about  April  15.  The 
Alter  organization  will  serve  dealers  located 
in  western  Michigan,  northern  Indiana  and 
Illinois. 

A.  G.  Gulbransen  Tells  of  Business  Upturn 

The  Gulbransen  Co.,  of  Chicago,  manufactur- 
er of  Gulbransen  registering  pianos,  recently 
declared  a  dividend  of  2  per  cent  on  outstanding 
common  stock,  payable  March  31.  A  marked 
upturn  in  the  business  of  the  firm  and  its 
dealer-organization  during  the  past  three  weeks 
is  reported  by  A.  G.  Gulbransen,  president.  Indi- 
cations point  to  a  good  demand  during  the  next 
quarter,  particularly  as  the  company  swings 
into  full  production  of  the  new  models  of  grand 
pianos,  which  have  been  sixty  to  ninety  days 
behind  orders. 

Viva-tonal  Scores  in  Mayoralty  Campaign 

William  Hale  Thompson,  Republican  candi- 
date for  the  office  of  mayor  of  Chicago,  used 
a  Model  810  Viva-tonal  Columbia  phonograph 
and  Columbia  records  throughout  his  campaign 
to  entertain  the  crowds  which  gathered  daily 
at  the  Republican  headquarters.  Mr.  Thomp- 
son announced  that  he  would  present  the  in- 
strument as  a  prize  to  the  campaign  worker 
who  obtained  the  most  votes  for  him  in  the 
April  5  election. 

W.  C.  Fuhri  Visiting  Western  Trade 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  New 
York  City,  .was  a  visitor  at  the  Chicago  Colum- 
bia branch  office  during  the  past  month,  where 
he  discussed  with  A.  J.  Heath,  district  manager, 
plans  for  improving  the  Columbia  service  to 
dealers  in  the  Chicago  territory.  Mr.  Fuhri 
made  Chicago  his  headquarters  for  several  days, 
journeying  from  this  city  to  Milwaukee,  St. 
Louis,  Cleveland  and  other  nearby  cities 
where  there  were  matters  pending  for  his  at- 
tention. 


W.  L.  Sprague,  special  district  sales  repre- 
sentative of  the  Columbia  Phonograph  Co., 
with  headquarters  in  Minneapolis,  also  visited 
the  Chicago  Columbia  branch  office  in  March. 
Mr.  Sprague  reported  that  prospects  are  very 
encouraging  throughout  the  Northwest  territory 
and  that  there  is  every  indication  of  an  increas- 
ing demand  for  Columbia  records  throughout 
the  Summer  months. 

Take  on  Bell  &  Howell  Filmo  Camera  Line 
G.   W.   Davidson,  president    of    the  North 
Shore  Talking  Machine  Co.,  712  Church  street, 
Evanston,   111.,   recently  an- 
nounced  that   his   firm  had 
added    the    Bell    &  Howell 
Filmo  motion  picture  camera 
line  on  March  1.    He  is  very 
enthusiastic  about  the  possi- 
bilities of  this  line,  has  dis- 
played   it    in    an  attractive 
manner  in  the  store  windows 
and  three  outside  salesmen 
are   also  working  with  him 
to    give    the    Filmo  camera 
G.  W.  Davidson  maximum    representation  in 
the  North  Shore  district  of  the  city. 
Chickering  Studios  Give  Beethoven  Recitals 
The     Chickering     Studios,     Evanston,  111., 
through    the    activity    of    the    owner,    C,  J. 
Kaumeyer,  gave  daily  Beethoven  recitals  during 
Beethoven  Week,  March  20  to  26,  using  Colum- 
bia records.    These  recitals  were  well  attended 
by  prominent  people  residing  in  the  north  shore 
suburbs  of  Chicago.    Mr.  Kaumeyer  is  a  well- 
known  musician  in  Chicago  and  has  given  many 
violin    recitals  in  the  city.     The  Chickering 
Studios  are  actively  furthering  the  interests  of 
the    Viva-tonal     Columbia     instruments  and 
Columbia  records  in  Evanston  and  the  other 
north  shore  suburbs. 
M.  E.  Seegmiller  Resigns  From  Howard  Co. 
M.  E.  Seegmiller,  well  known  in  the  radio 
industry,  has  resigned  as  sales  manager  of  the 
Howard  Radio  Co.,  of  this  city,  manufacturer 
of  Howard  neutrodyne  radio   receivers.  Mr. 
Seegmiller  has  not  definitely    announced  his 
plans  for  the  future,  but  will  probably  remain 
in   the   radio    industry   in   an   executive  sales 
capacity. 

J.  A.  Fischer  a  Visitor  to  Chicago 

J.  A.  Fischer,  president  of  J.  A.  Fischer  Co., 
Philadelphia,  visited  Chicago  on  March  30, 
spending  a  great  part  of  his  one-day  sojourn 
with  Milton  S.  Schiff,  manager  of  the  Vitanola 


An  jldeal  Combination 

[ITANOLA  service  and  Fischer  products 
— a  combination  that  deserves  your  ear- 
nest consideration.  Such  a  combination  of 
quality  and  service  assures  you  of  the  best  obtain- 
able at  the  right  price. 


PfTO|E  are  equipped  to  solve  your  repair  and 
service  problems.   It  is  our  sincere  desire 
to  make  you  a  satisfied  customer  and  we 
that  a  trial  of  our  service  will  be  the 


are  sure 
best  criterion 


►eivice  Bureau 

11  East  Austin  Ave.  Chicago,  111. 

Supplies  tind  replacement  materials  /<»  nil  types  of  phonographs 


Electrical  Pick-Up  Operated 
From  Light  Socket  Introduced 

United  Air  Cleaner  Co.  Making  a  Completely 
Balanced  Electrical  Pick-Up  Unit  for  Phono- 
graph Manufacturers 


According  to  an  advance  announcement  is- 
sued at  the  headquarters  of  the  phonograph 
division  of  the  United  Air  Cleaner  Co.,  Chicago, 
the  firm  has  designed  and  perfected  a  complete 
electrical  pick-up  installation,  operated  directly 
from  the  light  socket,  for  use  in  phonographs. 
The  pick-up  is  complete  from  the  needle  which 
rests  on  the  record  to  the  speaker,  a  completely 
balanced  unit,  and  it  will  be  furnished  to  manu- 
facturers of  phonographs.  It  was  the  privilege 
of  The  World  representative  to  listen  to  a  dem- 
onstration of  the  new  product,  which  repro- 
duces faithfully  all  the  notes  of  the  entire  reg- 
ister. It  was  developed  by  James  P.  Quam,  of 
the  United  Air  Cleaner  Co.  engineering  depart- 
ment, and  detailed  information  regarding  the 
new  electrical  pick-up  installation  will  be  re- 
leased in  the  near  future. 


WorkRite  Mfg.  Go.  Plans 

Extensive  Ad  Campaign 

.  Cleveland,  O.,  April  6. — During  the  past  sea- 
son the  WorkRite  Mfg.  Co.,  manufacturer  of 
WorkRite  Super-Neutrodyne  radios,  spent  the 
major  portion  of  its  consumer  advertising  ap- 
propriation in  supporting  its  distributors  with 
newspaper  space.  Almost  without  exception 
this  policy  met  with  an  enthusiastic  response 
from  the  distributors.  The  results  were  more 
tangible  than  a  national  campaign  would  have 
produced  because  the  only  papers  used  were 
those  in  cities  where  good  distribution  assured 
a  100  per  cent  dealer  tie-up.  Advertising  plarts 
for  the  coming  season,  contemplating  even 
greater  co-operation  with  distributors  and  deal- 
ers through  the  use  of  direct  mail,  as  well  as 
newspaper  advertising,  are  now  being  made. 

Service  Bureau.  The  Vitanola  organization 
distributes  in  Chicago  and  Illinois  the  Valley 
Forge  line  of  main  springs  and  Val  Phonic  re- 
producers made  by  the  J.  A.  Fischer  Co. 


Hemphill  &  Co.  to  Represent 
Magnavox  Co.  in  Detroit 

Appointed    Representatives    With  Important 
Territory  as  Field  of  Operations 


Detroit,  Mich.,  April  8. — Hemphill  &  Co.,  manu- 
facturers' representatives  of  this  city,  were 
recently  appointed  by  the  Magnavox  Co.,  radio 
receiver  and  loud  speaker  manufacturer  of  Oak- 
land, Cal.,  to  serve  as  representatives  in  this 
territory.  Hemphill  &  Co.  have  been  assigned 
a  territory  embracing  a  few  counties  in  north- 
eastern Indiana  and  northwestern  Ohio,  includ- 
ing the  cities  of  Fort  Wayne  and  Toledo,  and 
the  entire  lower  peninsula  of  Michigan.  The 
Michigan  territory  will  be  handled  personally 
by  H.  M.  Hemphill,  head  of  the  firm,  assisted 
by  a  sales  representative. 

Mr.  Hemphill  has.  been  actively  identified 
with  the.  radio  industry  since  its  inception, 
having  spent  several  years  managing  the  radio 
department  of  an  electrical  distributing  house 
in  Chicago,  and  launching  liis  present  firm  in 
Detroit  three  years  ago.  The  Hemphill  or- 
ganization is  planning. '  an  extensive  sales 
promotion  campaign  "ii  the  Magnavox  line, 
which  will  bring  it  Forcibly  to  the  attention 
■  if  the  trade  in  its  territory. 


Opens  Department 


\  musical  instrument  department  is  a  feature 
of  a  new  store  opened  at  141  Center  street, 
Schenectady,  N.  Y„  by  Max  Rapp  &  Co. 
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The  "Baby"  Portable  Tone  Arm 
is  manufactured  in  one  length,  7^4 
inches,  of  heavy  durable  brass  as 
used  in  other  Quali-Tone  tone 
arms.  Made  complete  in  our  own 
factory  under  the  supervision  of 
the  same  vigilant  experts  who  have 
made  Quali-Tone  the  outstanding 
name  in  tone  arm  circles. 


DEALERS— 

Write  for  details 
on  the  "BABY" 
at  once 


is  general  among  Manufacturers.  For  the  "Baby"  is  just  ex- 
actly what  they  wanted — ideal  in  every  respect,  and  repre- 
senting the  combined  perfections  of  its  proud  parentage.  It 
is  guaranteed  to  hold  high  the  family  honor  and  to  maintain 
the  exalted  prestige  of  the  Quali-Tone  family,  pledged  to  the 
family  motto  of  Extraordinary  Quality  Always.  Dealers  who 
see  the  "Baby"  will  understand  at  once  why  Manufacturers 
are  so  enthusiastic  over  this  addition  to  the  famous  Quali- 
Tone  Line. 


Manufactured  by  the  Phono'Parts  Division  of 


Duro  Metal  Products  Co. 


2649  North  Kildare  Avenue 


Chicago 
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New  Products  Announced 

by  the  Reichmann  Go. 

Manufacturer  of  Thorola  Radio  Receivers  and 
Loud  Speakers  Adds  Two  Loud  Speakers  and 
One  Loud  Speaker  Unit  to  Its  Line 


The  Reichmann  Co.,  Chicago,  manufacturer 
of  Thorola  radio  receivers  and  loud  speakers, 
introduced  a  few  weeks  ago  three  new  prod- 
ucts, two  loud  speakers  and  one  loud  speaker 
unit.  The  first  of  these  products  to  be  shown 
to  the  trade  was  Model  18,  two  diaphragm  cone 
loud  speaker,  in  which  the  unit  and  diaphragm 
are  protected  from  injury  in  the  front  by  a  wal- 
nut grille  and  in  the  back  by  a  sturdy  dome- 
wire  screen  covered  with  a  cloth  of  gold.  The 
comparatively  small  and  scientifically  treated 
paper  cone  diaphragm  is  said  to  adequately  re- 
produce the  medium  and  high  tones  and  the 

impregnated  flat 
ring  diaphragm 
which  encircles  the 
edge  of  the  cone 
has  a  great  range 
in  the  lower  regis- 
ter of  musical 
sound.  Other  im- 
portant improve- 
ments have  been 
made  on  the  mag- 
net two-coil  unit 
that  actuates  the 
Thorola  Speaker  Model  18  two-element  dia- 
phragm, a  special  condenser  being  placed  across 
the  coil,  which  increases  the  impedance  of  the 
coils  and  reduces  the  drain  on  the  "B"  battery, 
helping  in  the  perfect  reproduction  of  the  deep, 
low  tones.    Model  18  retails  for  $25. 

Another  of  the  new  products  is  the  Model  11, 
cone  type  speaker,  listing  at  $10.  Model  11  is  a 
free  edge  type  steel  reinforced  cone  with  a 
sixteen-inch  diaphragm.  The  cone  is  furnished 
in   bronze-embossed   leatherette,   with   a  gold 


band  and  stripe.  The  base  and  pedestal  are  of 
antique  walnut  and  the  wires  are  completely 
concealed  in  tubing  within  the  pedestal.  A 
feature  of  Model  11  is  the  ease  with  which  it 
may  be  moved  from  place  to  place  without  fear 
of  injury,  by  merely  grasp- 
ing the  upright  pedestal. 
Model  11,  which  is  shipped 
and  delivered  to  the  dealer 
in  a  "knocked-down"  con- 
dition, in  a  small  package, 
may  be  easily  assembled  by 
the  purchaser. 

Model  17  Thorola  Master 
unit,  the  third  of  the  new 
Reichmann  products,  is  the 
same  as  is  used  in  the 
Model  11  cone  and  has 
been  designed  for  use  by 
manufacturers,  and  for  sale 
through  dealers.  The 
Thorola  Master  unit  retails  for  $6,  and,  accord- 
ing to  Reichmann  officials,  is  ideally  adapted 
ior  use  with  the  new  long  gradually  expanding 
air  columns,  the  new  power  tubes  and  power 
units  which  have  been  recently  developed  in 
the  radio  industry. 


Side  View  of 
Thorola  Speaker 


Stewart-Warner  President 
on  Broadcasting  Situation 

C.  B.  Smith,  President  of  the  Stewart-Warner 
Speedometer  Corp.,  Gives  Views  to  Members 
of  Federal  Radio  Commission 


Chicago,  III.,  April  5. — In  a  recent  letter  to  the 
members  of  the  Federal  Radio  Commission 
C.  B.  Smith,  president  of  the  Stewart-Warner 
Speedometer  Corp.,  manufacturer  of  Stewart- 
Warner  radio  receiving  sets,  summarized  the 
present  broadcasting  situation  and  made  sug- 
gestions regarding  the  best  way  in  which  the 
condition  can  be  cleared  up  so  that  best  pos- 
sible results  can  be  secured. 


Mr.  Smith  pointed  out  that  it  was  the  in- 
terests of  the  listening  public  which  must  be 
considered  rather  than  those  of  operators  and 
owners  of  broadcasting  stations,  and  he  also 
indicates  that  among  the  listeners-in  there  is 
still  a  large  percentage  of  DX  fans  who  get 
their  greatest  satisfaction  from  the  ownership 
of  a  radio  set  in  being  able  to  get  distance 
rather  than  quality  of  programs. 

In  deciding  which  stations  should  be  licensed. 
Mr.  Smith  stated  that  the  Commission  should 
be  guided  by  the  amount  of  public  service 
rendered.  By  public  service  he  means  not  only 
entertainment,  but  features  of  educational,  in- 
formative and  charitable  character  as  well.  "1 
think  preference  should  be  extended  to  the 
established  stations,"  says  Mr.  Smith,  "but  I 
think  they  should  be  forced  to  prove  their  right 
to  a  continuation  of  the  license. 

Mr.  Smith  paid  high  praise  to  chain  stations 
for  the  good  work  they  have  done  in  raising 
the  standard  of  air  entertainment,  but  he  also 
stated  that  these  stations  should  not  be  allowed 
to  take  up  several  air  channels  for  their  pro- 
grams. He  feels  that  when  a  broadcast  is 
given  over  several  stations  each  station  should 
be  compelled  to  change  its  wave  length  to  that 
of  the  key  station. 

Another  point  brought  out  in  Mr.  Smith's 
letter  touches  on  the  broadcasting  stations'  pur- 
poses as  follows:  "Local  stations  or  stations 
that  are  interested  in  creating  good  will  only 
among  persons  within  a  short  radius  should 
be  licensed  to  use  low  power  and  should  have 
the  greatest  percentage  of  daylight  broadcast- 
ing. National  stations  should  be  granted  high 
power  licenses  and  should  be  allotted  time  at 
night  for  their  broadcasts." 

The  final  point  brought  out  by  Mr.  Smith 
had  reference  to  the  program  potentialities  of 
a  station's  location.  He  explained  this  by  say- 
ing that  a  station  located  in  a  town  of  a  few- 
thousand  population  has  not  the  same  facilities 
for  engaging  talent  that  compares  with  that  of 
stations  in  metropolitan  areas. 


POPARTS  Co^S 


We  Moved  April  5th 


TO 


510  No.  Dearborn  St. 


where  we  will  be  fully  equipped  to  give  our  customers 
prompt  and  efficient  service.  We  carry  a  complete  stock 
of  our  products,  and  in  the  near  future  will  have  several 
new  articles  to  offer  jobbers  and  dealers.  Our  new 
Jewel  reproducer,  the  peer  of  all  reproducers,  will  soon 
be  ready  for  distribution 


JEWEL  PHOHOPARTS  CO. 

510  No.  Dearborn  St.  CHICAGO,  ILL. 
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New  Models  for  1927! 

Repeat  Orders  Prove  These  the  Biggest  Selling  Models  We  Ever  Made 


New  1927  Models  for 
ATWATER  KENT 

Also  Accommodates  Any  7  x  18  In.  Set 
With    The    Famous    UTAH  CONE 
SPEAKER  Built  In 

DESCRIPTION 

A RADIO  console  cabinet,  built- 
in  Utah  Cone  Speaker,  and  bat- 
tery case  combined.  (Open  battery 
space  in  rear.)  Made  of  genuine 
mahogany  plywood,  finished  a 
beautiful  high-Fight  mahogany.  Out- 
side dimensions  26  in.  long,  36^4  in. 
high,  14%  in.  deep. 

Shipping  Weight  70  Pounds 


$37.50 

F.  O.  B.  Factory;  Brazil,  Indiana 
(Near  Chicago) 


(Above) 
MODEL  6 
For  Atwater  Kent  Model  35 


(Left) 
MODEL  8 

For  7  x  18  in.  Sets 


Atwater  Kent 
Models  20-30-35 


MODEL  651— Shown  at  Left 

Freed  Eisemann 
Models  10-30-40 
For  any  7"  x  18"  Set 


F  a  d  a 
Model  192-A 


UNLESS  otherwise  specified,  Model  651  will  be  supplied  with 
solid  mounting  panel  21"  long,  9"  high,  as  illustrated.  This 
permits  the  dealer  to  fit  various  size  sets  with  but  little  work. 
Made  of  genuine  mahogany  plywood,  also  genuine  walnut  plywood, 
finished  a  rich  high-light.  Outside  dimensions,  2by>"  long,  45^" 
high,  15"  deep. 

Shipping  Weight  100  Pounds 

Price  $50.00 

F.O.B.  Indianapolis,  Indiana 


United  Cabinet  Manufacturers  Corp. 

161 5  South  Michigan  Ave.,  Chicago,  111. 
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Twin  Cities  Musical  Organizations'  Bee- 
thoven Activities  Stimulate  Music  Trade 

Interest  Aroused  by  Observance  of  Composer's  Death  Has  Reflection  in  Sales — George  C.  Beck- 
with  Conducts  School  for  Victor  Dealers— Panatrope  Used  With  Film  Showings 


NOW-The  ELECTRIC  Phonograph 


If  rite  for  prices  and  detailed  description 


Phonugraphs  have  advanced  con- 
siderably with  new  types  of  sound- 
boxes, tone  arms  and  amplifying 
chambers.  To  complete  the  advance- 
ment, an  Arnold  electric  motor  should 
be  installed  not  only  because  it  adds 
to  the  appearance  by  eliminating  the  un- 
sightly crank  which  means  tiresome 
winding,  but  also  because  it  is  essen- 
tial for  playing  the  new  records. 

The  Arnold  is  a  substantial  motor 
which  operates  on  either  AC  or  DC 
current  and  delivers  a  uniform  speed. 

LAKESIDE  SUPPLY  CO. 

73  West  Van  Buren  Street 
CHICAGO,  ILL. 


Nineteen  Fruit  Liners 

Now  Have  Panatropes 

Nineteen  passenger  ships  of  the  United  Fruit 
Co.'s  line  have  recently  been  equipped  with 
Brunswick  Panatropes.  The  ships  are  wired 
from  the  instrument,  which  is  placed  in  the 
music  room,  to  both  decks,  so  that  dancing 
can  be  had  on  either  side  of  the  ship.  The 
Panatrope  itself  has  been  so  adjusted  that  it 
will  play  in  the  music  room  and  on  the  deck, 
or  on  the  deck  alone,  and  thus  music  can  be 
had  in  any  part  of  the  ship  at  any  time  without 
disturbing  the  other  parts. 

This  installation  shows  another  phase  of 
Panatrope  adaptability  which  has  proved  itself 


Panatrope  on  Board  a  Fruit  Liner 

in  many  ways  since  the  instrument  was  intro- 
duced. The  illustration  shows  the  instrument 
on  the  S.  S.  "Toloa." 


P.  L.  Deutsch  Loses  Father 


P.  L.  Deutsch,  vice-president  and  general 
manager  of  the  Brunswick-Balke-Collender  Co., 
is  receiving  the  sympathy  of  his  many  friends 
in  the  trade  upon  the  death  of  his  father,  I.  S. 
Deutsch,  who  passed  away  in  Chicago  on  March 
18.  Mr.  Deutsch,  who  was  seventy-seven  years 
of  age  at  the  time  of  his  death  and  had  retired 
from  active  business  a  number  of  years  ago, 
is  survived  by  a  widow,  two  sons  and  a  daugh- 
ter. 


St.  Paul  and  Minneapolis,  April  7. — The  mu- 
sical season  is  drawing  to  a  close  with  many 
fine  events  on  the  program.  Beethoven  Week 
was  fittingly  celebrated  in  the  Twin  Cities  by 
all  music  organizations  and  the  interest  aroused 
was  pleasantly  reflected  in  the  business  field. 
Perhaps  the  chief  beneficiary  was  Columbia, 
whose  advertising  on  the  Centennial  was  large- 
ly responsible  for  the  widespread  interest.  The 
week  was  all  that  was  anticipated,  according  to 
Mrs.  Helen  D.  Beggs,  Northwest  Columbia 
manager.  There  was  a  very  large  sale  on  the 
special  Centennial  Masterworks  records,  and  all 
organizations  co-operated  in  a  most  gratifying 
and  effective  way. 

The  Majestic  Music  Shop  broadcast  twice 
daily  a  complete  Beethoven  concert  from  the 
Columbia  records.  The  Radisson  Hotel  had 
two  loud  speakers  in  the  lobby  and  the  music 
came  in  wonderfully  to  the  expressed  pleasure 
of  the  many  noon  visitors  to  the  hotel. 

Aside  from  the  Beethoven  edition  all  Colum- 
bia records  have  enjoyed  a  good  month.  There 
is  a  steady  movement  in  Viva-tonal  instru- 
ments, and  both  Columbia  and  Harmony  port- 
ables are  going  exceptionally  well. 


The  George  C.  Beckwith  Co.'s  Victor  head- 
quarters is  the  scene  of  a  school  for  dealers, 
particularly  in  the  new  Automatic  Orthophonic, 
and  incidentally  in  all  the  Victor  instruments. 
There  are  quite  a  large  number  of  "pupils"  here 
from  the  surrounding  territory  who  are  learn- 
ing the  intricacies  of  the  Electrola  and  Radiola 
combinations. 

The  Automatic  instrument,  according  to 
Charles  C.  Hicks,  manager  of  the  Beckwith 
Co.,  has  "knocked  the  trade  for  a  loop"  and  the 
prospects  are  that  only  80  per  cent  of  the  orders 
now  on  the  books  can  be  filled  from  the  first 
allotment. 

The  George  C.  Beckwith  Co.  has  opened  a 
branch  office  and  warehouse  in  Milwaukee  for 
its  Federal  and  Mohawk  radio  lines.  R.  C. 
Coleman  will  manage  the  Milwaukee  business 
from  the  Minneapolis  headquarters.  He  is  at 
present  on  a  trip  through  Iowa. 

Eddie  Dunstedder,  popular  Northwest  organ- 
ist, featured  the  Brunswick  Panatrope  at  the 
State  Theatre  during  the  first  week  of  March. 

The  Chester  Productions  are  showing  the 
film  of  the  Eucharistic  Congress  in  most  of 
the  Catholic  churches  in  the  Northwest.  The 
music  is  furnished  by  the  Brunswick  Panatrope 
and  the  special  exclusive  Eucharistic  Congress 
Brunswick  records.  The  film  will  be  shown  at 
the  Lyceum  Theatre  in  Minneapolis  in  May, 
and  the  management  expects  that  six  months 
will  be  required  to  complete  the  showing  in 
the  Northwest. 

Elmer  Foster,  of  the  firm  of  Foster  &  W  aldo, 
sold  two  Brunswick  Panatrope  Radiola  com- 
binations to  the  Maser  Fur  Farm  at  Hacken- 
<ack,  Minn. 

Harry  Davis,  of  the  music  firm  of  Davis  & 
Ruben,  Brunswick  dealers,  is  just  recovering 
from  a  severe  operation. 

"Bud"  Hall,  of  Stillwater,  well-known  Bruns- 
wick and  Victor  dealers,  died  last  month. 

Although  R.  O.  Foster  i.s  enjoying  his  first 
vacation  in  fourteen  years  the  firm  is  conduct- 
ing "business  as  usual."  March  was  a  very 
satisfactory  month.  The  company  has  been 
doing  some  heavy  advertising  on  Orthophonies 
now  that  shipments  are  more  reliable.  Sales 
have  been  gratifying  in  the  large  combination 
instruments.  On  April  4  Foster  &  Waldo 
demonstrated  the  Automatic  Orthophonic. 

Lawrence  Trudeau  has  joined  the  firm  to 
take  charge  of  the  musical  merchandise  de- 
partment and  his  first  month  was  very  satis- 
factory. 


W  allace  F.  Mabee  and  A.  M.  Mabee  recently 
took  over  the  music  and  specialty  business  of 
Roy  A.  Burr  at  Eastport,  Me. 


J* 


TWO    MODKI.S  AVAILABLE 

Model   F.W.  4 — For  the  average  receiver 
without  power  tube 

For  50  60  cycle  A.C.,  List  price  $22.00 

l"or  25-40  cycle  A.C.,  List  price  $24.00 

Model  D4 — For  multi-tube  receivers  and  those 
using  power  tubes — All  Voltages  are  variable 

For  50-60  cycle  A.C.,  List  price  $27.r»o 

For  25  40  cycle  A.C.,  l  ist  price  $30.00 


There  are  no  "bugs 
in  the  Molliformer 
"B"  ELIMINATOR 


Thousands  of  fans  have  built  their  own  B-Units 
from  Molliformer  parts  with  perfect  success.  Almost 
without  exception  these  units  are  still  giving  trou- 
ble-free service  even  after  years  of  hard  use.  Now, 
after  three  years  of  actual  tests  in  the  hands  of 
owners  who  have  constructed  their  own  Molliform- 
ers  this  marvelous  "B"  Eliminator  is  offered  to  the 
trade,  completely  assembled,  ready  for  operation. 

The  Dealer  selling  the  Molliformer  is  not  experi- 
menting with  a  new  and  untried  device.  He  Is  sell- 
ing an  instrument  that  has  proven  itself  by  years 
of  unequalled  performance.  He  knows,  too,  that 
there  will  be  no  loss  of  profit  on  expensive  service 
calls,  for  the  Molliformer  sells  well  and  stays  sold 
without  service.  Every  Molliformer  B-Unit  em- 
ploys the  improved  silixite  aluminum  rectifier. 

SOLD   DIKECT  TO  IJEALEKS  AND 
SET  MAN P FACT  1' REUS 

Exclusive  territory  still  available.  If  you  are  look- 
ing for  a  B-Unit  in  which  the  discount  represents 
all  profit,  send  In  your  order  for  a  sample  Molli- 
former. 


C.  E.  JACOBS  MFG.  CO. 

2808  N.  KEDZIE  AVE.,  CHICAGO 
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Automatic  Orthophonic  Victrola  Intro- 
duced to  Expectant  Public  on  April  4 

Weeks  of  Private  Demonstrations  Together  With  Series  of  Advertisements  in  National  Publica- 
tions and  Newspapers  Aroused  Great  Interest  in  the  Latest  Victor  Co.  Achievement 


Monday,  April  4,  brought  to  the  entire  Victor 
trade  throughout  the  United  States  and  Canada 
recollections  of  November  2,  1925,  for  it  was  on 
that  date  that  the  Orthophonic  Victor  line  was 
first  introduced  to  the  public,  and  this  month 
saw  the  latest  Victor  product   make    its  bow 


Automatic  Orthophonic  Victrola 

to  a  nation-wide  audience  which  expressed  its 
enthusiasm  in  no  uncertain  terms  over  the 
Automatic  Orthoph  onic  Victrola,  the  instru- 
ment that  changes  its  own  records,  and  pro- 
vides an  hour's  steady  entertainment  without 
any  effort  on  the  part  of  the  listener.  It  was 
in  late  February  that  the  trade  was  privileged 
to  hear  and  see  the  Automatic  Orthophonic 
and  at  the  time  the  date  of  introduction  was 
set  for  March  21.  So  great  was  the  enthusiasm 
of  the  trade  and  so  successfully  did  they  com- 
municate this  enthusiasm  to  the  public  through 


advance  demonstrations  and  by  word-of-mouth 
descriptions  that  it  soon  became  evident  that 
it  would  be  impossible  for  the  Victor  plant  to 
supply  the  demand  and  rather  than  cause  dis- 
appointment to  the  dealers  the  date  of  intro- 
duction was  changed  to  April  4. 

This  change  in  date  did  not  have  any  effect 
in  lessening  the  interest  in  the  new  instrument, 
rather  did  it  serve  to  allow  the  factory  to  get 
into  greater  production  and  to  give  dealers  a 
better  opportunity  of  giving  demonstrations  to 
selected  lists  of  prospective  customers,  music 
lovers  and  influential  citizens.     For  some  time 
prior  to  April  4  the  public  were  told  of  the  in- 
strument through  a  series  of  advertisements  in 
national  publications  such  as  the  Saturday  Eve- 
ning Post,  Liberty  and  others  of  like  caliber, 
and  in  the  leading  newspapers  in  the  key  cities 
of  the  country  for  the  two  days  preceding  the 
instrument's    introduction    advertisements  ap- 
peared giving  detailed  descriptions  appropriate- 
ly illustrated.    In  the  previous  Sunday  s  news- 
papers,   in     practically     every     city     of  the 
country,  through  the  co-operation   of  the  dis- 
tributors   and    the  dealers,  co-operative  adver- 
tisements appeared  in  conjunction  with  the  Vic- 
tor Co.'s  advertisement.   In  the  New  York  city 
papers,  for  example,  a  list  of  cards  of  approxi- 
mately   fifty    Victor    dealers    occupied  space 
adjacent  to  that  of  the  Victor  Co. 

Newspaper  advertisements,  however,  were 
but  one  of  the  methods  used  to  attract  the  pub- 
lic's attention.  The  advertising  department  of 
the  company  prepared  and  distributed  to  deal- 
ers attractive  window  display  material  con- 
sisting of  three  panels  in  many  colors  visualiz- 
ing the  appeal  of  the  instrument.     The  center 


ELECTRICAL  RECORD  REPRODUCER 


The  Magnaphon  will  transform  the  old  type  phonograph  or  any  of  the  small 
portables  into  Electrical  Reproducing  Machines. 

It  will  improve  the  performance  of  the  old  records  to  a  remarkable  extent  and 
will  render  the  new  records  with  a  clarity  and  richness  truly  startling.  The 
deep  bass  notes  that  were  heard  but  faintly,  the  drum  beats  that  sounded  like 
muffled  taps,  the  very  high  notes  that  were  entirely  missing,  will  issue  forth, 
through  the  instrumentality  of  the  MAGNAPHON,  with  a  lifelike  mellowness 
and  brilliance. 

There  are  15,000,000  old  type  Phonographs  and  6,600,000  Radio  Sets  in  use. 
The  sale  of  Portable  Phonographs  has  reached  tremendous  proportions. 

Here  is  a  huge  market  for  the  sale  of  the  Magnaphon,  particularly  during  the 
dull  summer  months  when  radio  reception  is  at  its  worst  and  the  portable  attains 
its  greatest  sale — for  every  buyer  of  a  portable  phonograph  is  also  a  potential 
buyer  of  a  MAGNAPHON. 


LIST  PRICE  $1250 
TECTRON  RADIO  CORPORATION 

1270  BROADWAY,  NEW  YORK 


panel  showed  a  scene  in  the  home.  As  a 
young  man  starts  to  arise  to  change  the  rec- 
ord, the  lady  of  the  house  says,  "Don't  Get 
Up,  the  Automatic  Orthophonic  Victrola 
Changes  Its  Own  Records."  The  side  panels 
carry  similar  messages  and  very  attractive  illus- 
trations. 

In  order  that  dealers  might  secure  the  best 
possible  results  from  their  demonstrations  a 
special  issue  of  the  Voice  of  the  Victor  was 
distributed  about  a  week  prior  to  the  introduc- 
tion date.  This  issue  went  into  the  most  minute 
details  regarding  every  phase  of  the  demonstra- 
tion and  introductory  campaign.  It  first  gave 
the  story  of  the  instrument,  its  capabilities,  its 
appeal,  its  method  of  operation,  everything  in 
fact  to  give  the  dealer  a  complete  working  and 
talking  knowledge  of  the  product,  picturing  the 
entire  operation  of  the  mechanism  on  a 
"movie"  film. 

Then  came  the  story  of  the  Victor  Co.'s  an- 
nouncement plans,  telling  of  the  mediums  to  be 
used  in  the  advertising  campaign,  the  number 
of  people  who  would  be  reached  by  the  adver- 
tisements and  the  dealer's  part  in  stirring  up 
interest  through  private  demonstrations.  One 
page  of  the  issue  was  devoted  to  illustrations 
of  two  suggested  window  displays  with  com- 
plete instructions  for  building  them. 

Regarding  the  public  demonstrations,  a  brief 
introductory  address,  covering  all  the  important 
points  to  be  stressed  to  prospective  customers, 
was  included  in  the  Voice  of  the  Victor.  This 
talk  could  be  used  word  for  word  or  could 
serve  as  a  model  for  the  dealer's  own  talk. 
Following  this  were  given  two  suggested  pro- 
grams of  records,  together  with  footnotes  on 
each  recording  to  be  used  by  the  dealer  as  in- 
troductory to  the  playing  of  the  record  in  the 
thirty  seconds'  intervals  which  occur  between  the 
changes  of  the  records. 

The  advertising  department  also  prepared  a 
leaflet  containing  four  stories,  each  treating 
the  Automatic  Orthophonic  Victrola  from  a  dif- 
ferent angle,  to  be  used  by  dealers  to  secure 
publicity  from  their  local  newspapers.  The  cam- 
paign was  most  complete  and  the  entire  Victor 
trade  profited. 


All-American  Radio  Corp. 

Receives  RCA  License 

It  was  announced  recently  that  arrangements 
had  been  completed  whereby  the  All-American 
Radio  Corp.  of  Chicago  receives  a  license  from 
the  Radio  Corporation  of  America  under  the 
one  hundred  or  more  basic  patents  owned  by 
the  Radio  Corporation  group,  embracing,  in 
addition  to  that  company,  the  General  Electric 
Co.,  American  Telephone  &  Telegraph  Co.  and 
the  Westinghouse  Electric  Mfg.  Co.  Arrange- 
ments were  closed  after  negotiations  of  more 
than  six  months,  and  E.  N.  Rauland,  president 
of  the  All-American  Radio  Corp.,  represented 
his  company  in  handling  all  of  the  details. 

The  All-American  Radio  Corp.  is  one  of  the 
pioneers  in  the  radio  industry,  having  manu- 
factured audio  transformers  for  a  number  of 
years,  and  it  is  also  the  owner  and  operator 
of  the  broadcasting  station  WENR,  in  Chicago. 
Mr.  Rauland  is  very  enthusiastic  regarding  the 
future  possibilities  for  All-American  products, 
including  its  line  of  radio  receiving  sets,  which 
will  be  the  subject  of  an  impressive  sales  and 
publicity  campaign  planned  for  this  coming  sea- 
son. 


To  Vote  on  Stock  Increase 


At  a  special  meeting  to  be  held  on  April  22 
the  stockholders  of  the  Doehler  Die-Casting  Co. 
will  vote  on  a  proposal  to  increase  the  num- 
ber of  shares  of  no-par  common  stock  by 
60,000  and  the  $7  cumulative  preferred  stock 
of  no-par  value  by  10,000  shares.  The  Doehler 
Die-Casting  Co.  now  has  an  authorized  capital- 
ization of  150,000  shares  of  no-par  common  and 
20,000  shares  of  $50  par  preferred  stock. 
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Beethoven  Week  Activities  Bring  Large 
Volume  Record  Sales  to  Baltimore  Dealers 

Columbia  Dealers  Report  Large  Sales  of  Beethoven  Masterworks  Records — Big  Demand  for 
Automatic  Orthophonic  Victrola  Follows  Public  Introduction — Fada  Radio  Show  a  Success 


Baltimore,  Md.,  April  9. — The  local  demand  for 
the  new  Automatic  Orthophonic  Victrola  ex- 
ceeded that  for  any  Victor  product  ever  put  on 
the  market,  despite  the  high  cost  of  the  instru- 
ment. The  three  local  jobbers  have  been  able 
to  supply  about  50  per  cent  of  the  orders  which 
were  booked  since  the  announcement  of  the 
new  machine  was  made,  and  trade  outside  of 
Baltimore  has  been  cut  to  about  20  per 
cent.  Monday,  April  4,  was  designated  Auto- 
matic Victrola  Day  and  every  one  of  the  half- 
hundred  dealers  here  gave  an  all-day  demon- 
stration of  the  new  machine. 

"The  new  Automatic,  in  my  opinion,  is  the 
greatest  innovation  since  the  talking  machine 
has  been  placed  on  the  market,"  declared  Wil- 
liam E.  Roberts,  of  E.  F.  Droop  &  Sons,  "and 
is  going  to  prove  the  biggest  seller  of  any  talk- 
ing maehine  ever  brought  out  despite  the  cost, 
which  is  $600.  Our  advance  orders  were  the 
greatest  we  have  ever  had  on  any  instrument 
and  I  am  sorry  to  say  we  were  able  to  fill  only 
about  50  per  cent  of  our  orders.  We  have  been 
able,  however,  to  supply  every  Victor  dealer  in 
Baltimore  with  at  least  one  machine  for  dem- 
onstration purposes,  and  hope  to  be  able  to 
complete  the  orders  this  month." 

Fink  &  Co.  Business  Sold 

Fink  &  Co.,  Victor  dealers,  located  at  231 
North  Howard  street,  closed  their  store  on  the 
first  of  the  month,  having  sold  the  business  to 
Pollocks  Furniture  Co.,  Howard  and  Saratoga 
streets.  Samuel  Fink,  the  proprietor,  will  take 
charge  of  the  talking  machine  department  of 
the  Krantz-Smith  Co. 

Stages  Fada  Radio  Show 

Columbia  Wholesalers,  Inc.,  were  greatly 
pleased  at  the  success  of  their  Fada  radio 
show  in  a  special  display  room  on  Liberty 
street.  The  dealers  were  quick  to  appreciate  the 
value  of  this  plan  and  co-operated  enthusiasti- 
cally. That  the  plan  was  a  big  success  is  shown 
by  the  fact  that  during  the  week  over  1,000  in- 
terested prospects  crowded  into  this  store  to 
inspect  and  hear  demonstrations  of  this  set. 
The  prospects  were  turned  over  to  the  dealers' 
and  many  actual  sales  have  already  been  re- 


ported. This  resulted  in  big  Fada  business  and 
the  Columbia  Wholesalers,  Inc.,  showed  an  in- 
crease of  almost  1,000  per  cent  over  March 
a  year  ago. 

Business  in  other  lines  such  as  Mohawk  sets, 
Burgess  batteries,  Cunningham  tubes,  and 
Philco  eliminators  continues  in  steady  and 
satisfactory  volume. 

Beethoven  Week  a  Huge  Success 

Beethoven  Week,  which  was  sponsored  by 
the  Columbia  Phonograph  Co.,  proved  a  tre- 
mendous success.  Such  famous  orchestras'  as 
the  Peabody  Symphony  Orchestra,  Baltimore 
Symphony  Orchestra,  the  Washington  Sym- 
phony Orchestra,  as  well  as  the  radio  and  mov- 
ing picture  orchestras,  all  gave  exclusive 
Beethoven  programs  during  this  celebration. 

It  was  particularly  pleasing  to  note  the  way 
the  schools  seized  this  opportunity  of  telling 
the  children  about  the  composer  and  familiariz- 
ing them  with  his  works.  Columbia  dealers 
benefited  materially  from  this  because  the  pam- 
phlets used  as  text  books  were  all  supplied  by 
the  Columbia  Phonograph  Co.  and  naturally 
listed  the  splendid.  Beethoven  recordings  of 
which  Columbia  has  such  a  complete  catalog. 

The  G.  Fred  Krantz  Music  Co.  had  one  man 
come  in  when  Columbia's  ad  appeared  who 
bought  at  one  crack  a  total  of  $74.50  worth  of 
Beethoven  records.  Lewis  &  Co.,  in  Washing- 
ton, report  that  many  customers  each  were  buy- 
ing $25.00  and  $30.00  worth  of  these  album 
sets,  and  that  this  was  proving  far  more 
profitable  than  was  previously  imagined.  An- 
other dealer  in  Baltimore,  who  has  a  small 
store  out  in  the  poorer  section  of  the  city,  and 
who  was  very  certain  that  his  trade  consisting 
chiefly  of  working  people  would  never  be  in- 
terested in  symphony  records,  appeared  in  the 
Columbia  office  one  afternoon  and  declared  that 
he  had  sold  two  or  the  Ninth  Symphony  in 
one  afternoon  and  the  next  day  had  sold  one 
rnan  three  sets  for  a  total  sale  of  $23.00. 

Columbia  dealers  are  discovering  new  fields 
of  profit  which  have  never  before  been  touched, 
and  the  Beethoven  celebration  not  only  was  a 
tremendous  success  because  of  the  increased 
appreciation  of  the  works  of  this  composer,  but 


Big  Things  in  a 
Bigger  Way 


That's  the  spirit  that  is  pushing  Columbia  products 
to  greater  and  greater  sales  peaks.  The  Special 
Beethoven  Centennial  Issues  of  the  Columbia  Fine 
Art  Series  of  Musical  Masterworks  is  but  one  example 
of  the  many  things  the  Columbia  Phonograph  Com- 
pany, sponsor  of  "Beethoven  Week,"  is  doing  to 
supply  its  dealers  with  merchandise  that  sells. 

Columbia  products  add  sales 
impetus.   Write  us  about  them. 


ColumtiaWhole 

L.L.Andrews      <-      Wm.  H.  Swart  z  " 

Excl  a  s  i  velyWhol  e  s  ale 

205  W  Camden  St..    Baltimore, Md. 


salers, 


LC. 


;ilso  because  many  phonograph  dealers  found 
new  avenues  of  profit  previously  but  little 
worked. 

The  Columbia  wholesalers  got  in  four  car- 
loads of  instruments  in  one  day  and  with  many 
additional  carloads  now  rolling  in  soon  hope 
to  be  able  to  keep  dealers  supplied. 

Reports  Big  Increase  in  Demand 

"March  proved  to  be  the  biggest  Columbia 
month  that  Columbia  Wholesalers  have  so  far 
enjoyed  in  the  year  1927,"  declared  William  H. 
Swartz,  vice-president  of  Columbia  Whole- 
salers, Inc. 

"Business  for  the  month  of  March  was  well 
over  100  per  cent  ahead  of  the  big  March  of 
last  year.  Actually  every  month  so  far  this 
year  has  brought  a  big  increase  in  Columbia 
business  in  this  territory,  so  that  although  1926 
was  the  biggest  year  that  Columbia  Whole- 
salers had  ever  had,  it  is  apparent  that  1927 
will  go  far  beyond  any  previous  volume. 

"A  good  evidence  of  Columbia  activity  is 
shown  by  the  great  amount  of  Columbia  adver- 
tising being  inserted  in  this  territory.  The  city 
dealers  are  featuring  symphony  records  and 
dance  selections,  while  the  country  dealers  have 
been  running  big  ads  on  old-time  and  sacred 
records,  interspersed  with  good  machine  ads. 
Furthermore,  dealers  in  this  territory  were  so 
pleased  with  the  suggested  circular  featuring 
New  Process  records  that  they  purchased  and 
distributed  over  one-quarter  million  of  same, 
which  was  just  one  more  reason  why  Columbia 
Wholesalers  have  found  it  necessary  to  take 
on  additional  help  and  to  keep  their  organiza- 
tion working  late  into  the  night  three  and  four 
times  a  week. 

"Columbia  sales  in  this  section  were  materi- 
ally aided  by  the  appearance  in  Baltimore  City 
and  Washington  of  the  famous  Russian  Art 
Choir  which  created  such  a  sensation  in  the 
'Song  of  Flame.'  In  Baltimore  practically 
every  Columbia  dealer  tied  up  with  these  art- 
ists. Sales  in  Washington  were  helped  greatly 
by  the  late  appearance  there  of  Ted  Lewis." 


Braiterman-Fedder  Go.  Now 
Occupies  Its  Own  Building 

Valley  Forge  Distributing  Firm  Purchases 
Building  to  House  Rapidly  Growing  Business 
—10,000  Square  Feet  Now  Occupied 


Baltimore,  Md.,  April  8. — The  Braiterman- 
Fedder  Co.,  phonograph  and  music  roll  dis- 
tributor, of  this  city,  has  bought  its  own  build- 
ing located  at  414-16  East  Pratt  street.  Wil- 
liam Braiterman  and  William  Fedder  formed  a 
copartnership  slightly  less  than  two  years  ago 
as  distributor  of  Valley  Forge  main  springs  and 
talking  machine  replacement  materials,  made 
by  the  J.  A.  Fischer  Co.,  of  Philadelphia,  Pa. 
With  this  line  as  the  foundation,  other  num- 
bers were  added  until  the  quarters  of  the  com- 
pany were  inadequate  for  the  business. 

The  new  building  is  three  stories  high  and 
provides  10,000  square  feet,  which  will  be  neces- 
sary for  the  conduct  of  the  three  departments 
of  the  business.  These  three  departments  are 
the  Valley  Forge  department,  Grafco  depart- 
ment and  Mel-o-art  music  rolls.  The  Braiter- 
man-Fedder Co.  now  holds  the  controlling  in- 
terest in  the  Mel-o-art  Co. 


L.  S.  Brach  Named  Chairman 


L.  S.  Brach,  head  of  the  L.  S.  Brach  Mfg.  Co., 
Newark,  N.  J.,  was  recently  named  chairman 
of  the  "antenna  devices  committee"  of  the  Na- 
tional Association  of  Electrical  Manufacturers, 
held  in  New  York  City.  This  makes  the  second 
honor  in  this  association  conferred  on  Mr. 
Brach,  as  he  is  a  member  of  the  statistical  com- 
mittee of  the  same  organization. 


The  Goodin  Motor  Service  Co.,  of  Wichita, 

Kans.,  Atwatcr  Kent   distributor,  has  installed 

a  new  radio  display  room  for  the  presentation 

of  the  Atwater  Kent  line. 
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Center  Summer  Needle  Sales  on 

BRILLIANTONE 

Record  Cleaner- Needle  Container 


Here  is  a  product  that  will  sell  to  all!    250  abuse  and  every  weather  condition.     The  record 

Brilliantone  Needles  packed  in  this  rust-proof  metal  cleaner  keeps  their  records  "just  like  new",  the 

container,  with  velvet-covered  base,  makes  an  ideal  screw  top,  airtight  container  keeps  the  needles  free 

record  cleaner — handy  at  all  times.    Just  what  is  from  rust.    They'll  be  mighty  glad  they  "had  this 

needed  by  lucky  vacationists.  Outdoors,  at  camp,  on  outfit  along."    Boost  your  summer  sales  with  this 

the  porch — their  phonograph  is  subject  to  unlimited  handy  Kit.   Write  today. 

Brilliantone  Steel  Needle  Company 

of  America,  Inc. 

370  Seventh  Ave.  New  York  City 
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Lifton  Mfg.  Co.  Announces 

the  Bellphonic  Portable 

New  Portable  Phonograph  Possessing  a  Num- 
ber of  Attractive  Features  Made  in  Three 
Different  Colored  Case  Coverings 


A  new  portable  phonograph,  known  as  the 
Bellphonic,  is  being  offered  to  the  trade  by  the 
Lifton  Mfg.  Co.,  New  York.    The  new  instru- 


Bellphonic  Portable 

ment  is  listed  at  $15  and  is  illustrated  here- 
with. 

The  Bellphonic  is  equipped  with  its  own 
reproducer  and  a  Junior  Flyer  motor.  Other 
advantages  claimed  by  the  manufacturers  in- 
clude a  nickel-polished  solid  brass  tone  arm  and 
a  spring  tone  arm  holder,  with  a  fully  closed 
solid  record  album  and  nickel-plated  double 
>ide  catches.  The  new  portable  is  being  made 
in  three  colors,  black,  blue  and  maroon. 

Maurice  Lifton,  president  of  the  company, 
which  is  well  known  as  manufacturer  of 
"Koverite"  musical  instrument  cases,  has  just 
returned  from  a  business  trip  to  Western  job- 
bing centers  and  states  that  the  new  portable 
has  enjoyed  a  splendid  reception. 

New  Argus  Products  to  Be 
Shown  at  RMA  Convention 

New  Electrified  Receiver  Console  Speaker  and 
a  Loud  Speaker  With  an  "A."  "B"  and  "C" 
Unit  in  Line — Ira  Greene  on  Trade  Trip 


Ira  Greene,  treasurer  and  sales  manager  of 
the  Argus  Radio  Corp.,  New  York  City,  has 
announced  some  of  the  new  products  that  may 
be  expected  in  the  Argus  line  for  the  coming 
radio  season.  These  new  products  include  a 
dry  operated  electric  set,  a  console  speaker  and 
a  loud  speaker  including  "A,"  "B"  and  "C"  units 
which  may  be  hooked  up  to  anybody's  set. 

Dr.  Marcel  Wallace,  chief  of  the  Argus 
laboratories,  has  been  working  behind  locked 
doors  in  the  laboratory  until  all  hours  of  the 
night  putting  the  finishing  touches  on  the  new 
Argus  products  so  that  they  can  be  presented 
at  the  RMA  show  in  Chicago  in  June. 

Up  to  the  present  time  the  current  rectifica- 
tion in  the  Argus  set  has  been  chemical.  In 
the  new  set,  which  will  shortly  be  presented,- 
lube  rectification  has  been  employed,  although 
it  is  announced  that  sets  with  chemical  rectifi- 
cation will  be  made  for  those  who  prefer  this 
method. 

The  new  console  speaker  employs  the  use  of 
a  large  and  specially  built  horn  which  allows 
the  full  depth  of  tonal  reproduction,  which  is 
so  much  in  demand  at  the  present  time,  and 
Mr.  Greene  points  out  thaf  the  new  dry  set, 
in  conjunction  with  the  console  speaker,  -pro- 
vides a  tone  that  will  fill  a  theatre  or  an  open- 
air  stadium. 

The  new  loud  speaker,  which  contains  "A," 
"B"  and  "C"  units,  has  been  designed  to  hook 
up  to  any  set  now  on  the  market  and  provide 
electrical  operation  of  that  set. 

Mr.  Greene   reports  that   the  patents  which 


were  granted  to  Dr.  Wallace  and  transferred  to 
the  Argus  Radio  Corp.  in  the  United  States  have 
also  been  granted  in  Canada  and  France.  Mr. 
Greene  is  leaving  as  this  issue  of  The  World 
goes  to  press  on  a  pre-seasonal  trip  throughout 
the  Middle  West,  and  he  may  go  as  far  as  the 
Pacific  Coast. 

New  Edison  Advertisements 
Have  a  Strong  Appeal 

Public  Responding  to  National  Advertising 
Which  Presents  Edison's  Answers  to  Ques- 
tions Regarding  His  Phonograph  and  Records 

The  new  series  of  Edison  advertisements  in 
the  national  magazines  representing  question- 
naires regarding  the  phonograph  and  phono- 
graph music  answered  by  Thos.  A.  Edison 
himself,  each  advertisement  bearing  his  written 
okay,  has  made  a  very  strong  appeal  to  the 
public.  accordmg  to  reports  from  Edison  dealers 
in  various  sections  of  the  country.  The  ad- 
vertisements occupy  full  pages  in  a  number  of 
the  leading  magazines  and  offer  much  informa- 
tion regarding  construction  and  tonal  qualities 
of  the  Edison  instruments,,  as  well  as  the 
qualities  of  the  records.  The  best  evidence  of 
the  effectiveness  of  the  campaign  is  the  manner 
in  which  it  is  moving  stock  off  the  floors  of 
dealers'  showrooms. 

Dealers  Should  Tie  Up 
With  National  Music  Week 

Week  of  Mav  1  to  May  1  Observed  Throughout 
Ent;re  United  Spates  Aff'vds  Music  Dealers 
With  Opportunity  for  Effective  Tie-Up 


National  Music  Week  will  be  observed 
throughout  the  United  States  durine  the  ripriod 
from  .May  1  to  Mav  7  and  the  National  Music 
Week  Committee,  of  which  C.  M.  Tremaine  is 
director,  has  prepared  a  vast  amount  of  prac- 
tical information  and  material  which  should  be 
utilized  by  every  music  dealer  to  effect  a  direct 
tie-up  with  the  musical  activ't'ps  of  h:s  com- 
munity. In  1926  approximated  1.400  communi- 
ties took  part  in  the  Music  Week  celebration, 
most  of  the  participation  being  prov'ded  by 
music  clubs,  schools  and  other  organizations 

The  Music  Week  Committee  has  prepared 
pamphlets,  window  cards.  seals.  hangers, 
posters,  automobile  wmdshield  stickers  and 
other  materials,  the  distribution  of  which  is 
calculated  to  center  public  attention  on  Music 
Week. 

So  far  as  the  individual  dealer  is  concerned 
the  concentration  of  public  interest  in  music 
during  the  week  affords  him  a  genuine  oppor- 
tunity. Dealers  interested  in  securing  pub';citv 
material  should  write  the  National  Music  Week 
Committee  at  45  West  Forty-fifth  street.  New 
York  City. 

New  Line  of  Stevens 

Speakers  Is  Announced 

A  new  line  of  Stevens  sDeakers  will  be  an- 
nounced to  the  trade  in  May,  according  to  J. 
B.  Price,  sales  manager  of  Stevens  &  Co.,  Inc., 
New  York.  The  new  products,  with  a  list  price 
rancre  from- $18  50  to  $55.  arc  being  produced 
-to  g:ve  the  jobber  and  dealer  a  complete  as- 
sortment of  models  to  suit  the  pocketbooks  of 
all  consumers. 

"We  have  improved  the  entire  Stevens  line," 
Mr.  Price  said.  "Our  higher-priced  models  will 
be  equipped  with  Kellogg  output  transformers 
in  order  to  handle  the  volume  of  any  receiving 
set,  whatever  its  power.  These  models  utilize 
the  sounding  board  principle  and  the  entire  line 
is  finished  in  gold  and  walnut  to  harmonize 
with  practically  any  home  decorative  scheme. 
The  Stevens  tensile  tension  balance  unit  has 
been  greatly  refined  and  the  Burtex  cones  have 
also  been  improved." 


World's  Cussified  Advertisin 


Any  member  of  the  trade  may  forward  to  this  office,  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  i\  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 

WANTED  —  Phonograph  repairman  for 
wholesale  New  York  concern.  Stage  age  and  ex- 
perience. Address  "Box  1599,"  care  The  Talk- 
ing Machine  World,  Graybar  Building,  420  Lex- 
ington Ave.,  New  York,  N.  Y. 

WANTED — Salesmen  having  following  in 
phonograph  and  radio  trade  in  New  York  and 
Pennsylvania  to  sell  a  nationally  advertised 
product.  State  experience.  Address  "Box  1600," 
care  Talking  Machine  World,  Graybar  Build- 
ing, 420  Lexington  Avenue,  New  York,  N.  Y. 

WANTED— Phonograph  and  Radio  Sales- 
man to  take  charge  of  department  in  one  of 
our  branch  stores  in  city  of  30,000  within  forty 
miles  of  Chicago.  Orthophonic  Victrolas  and 
combinations,  Brunswick  Panatropes,  phono- 
graphs and  combinations,  Radiolas.  Best-known 
store  in  city,  centrally  located.  Must  be  ex- 
perienced and  have  proven  record  in  this  line. 
Address  E.  F.  N.,  Cable  Piano  Co.,  301  South 
Wabash  Ave.,  Chicago,  111. 

POSITION  WANTED:  Young  man,  age 
twenty-four,  desirous  of  position  as  retail  sales- 
man. Has  five  years'  experience  selling  phono- 
graphs and  radios.  Also  has  managerial  ability. 
Can  fu-nish  references.  Address  "Box  1602," 
care  The  Talking  Machine  World,  Graybar 
Building,  420  Lexington  Ave...  New  York  City. 

WANTED:  Piano  and  phonograph  salesman 
of  ability  and  experience  to  take  charge  of 
music  store  on  partnership  bas:s.  Unusual 
opportunity  for  right  party  to  get  into  business. 
Must  have  first-class  references.  Give  age  and 
experience.  Address  "Box  1603,"  care  The  Talk- 
ing Machine  World,  Graybar  Building.  420 
Lexington  Ave.,  New  York  City. 


FOR  SALE 

Victor  talking  machine  stock,  fixtures  and  fran- 
chise for  sale  by  dealer  retiring  from  musical 
business.  Prompt  action  necessary.  Address  "Box 
1601,"  care  The  Talking  Machine  World,  Graybar 
Bldg.,    420   Lexington   Ave.,    Xew   York,    X.  V. 


WE  NEED 
CABINETS  and  SUPPLIES 

Manufacturers  of  cabinets,  electric  motors,  spring 
motors  and  all  other  phonograph  parts  and  sup- 
plies, are  invited  to  communicate  with  us  im- 
mediately. We  are  going  to  place  on  the  market 
a  new  talking  machine  and  will  welcome  com- 
munications from  manufacturers  of  supplies.  "Ad- 
dress Joseph  A.  Romola,  Sr.,  Times  Plaza  Station 
120,  Brooklyn,  X.  V. 


Eastern  Representative 

The  United  Air  Cleaner  Co.,  Chicago,  111.,  an- 
nounces the  appointment  of  Andrew  P.  Frangi- 
pane  as  the  Eastern  representative  of  the  United 
Motor  Line,  with  offices  at  32  Union  Square, 
New  York  City. 


Dr.  de  Forest  Has  New  Tube 


Dr,  Lee  de  Forest  has  just  returned  from 
Europe  with  a  new  and  revolutionary  tube,  the 
invention  of  a  Spaniard  named  Balscra,  which  is 
built  into  an  ordinary  110-VOlt  incandescent 
bulb.  He  says  it  has  several  advantages  over 
the  radio  tube  now  in  use. 


The  Keystone  Radio  Supply  Co.,  Chicago,  111., 
recently  added  the  complete  Brunswick  line. 
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HEY,  THERE! 


Listen  to  Slasle 


Have  you  been  keeping  an  eye  on 
Slagle  the  past  five  or  six  years? 

If  you  have,  you  know  well 
soon  be  coming  along  now,  with 
some  more  hot  stuff  in  the  way 
of  progress*  Just  as  we  have  every 
year*  Thinking  ahead  and  acting 
ahead  of  the  thundering  herd 
has  built  a  darn  satisfactory  busi* 
ness  for  us  and  our  dealers*  Not 
the  biggest — don't  want  to  be,  at 
the  sacrifice  of  our  present  stand- 
ards; but  if  a  nice  volume  of  clean, 
profitable  business,  steadily  in- 
creasing each  year,  is  of  interest 
to  you,  why — Listen  to  Slagle* 
He'll  tell  you  how  it's  been  done 
before  and  can  be  done  again* 

SLAGLE  RADIO  COMPANY,  Ft.  Wayne,  Indiana 


dio 


On  display  at  R.  M.  A.  Trade  Show 

Stevens  Hotel,  Chicago,  June  13—18 
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We  can  unhesitatingly 
recommend 


Crepe  Wadding 

Formerly  Cellupackinn 
Softest.  Safest  Packing  Ktiown 

Savs  ZENITH  RADIO  CORP. 


^0  pfyKimpah  eavennQ  suspenuert  knees 

Sketch  illustrates  how  Kimpak  is  used 
in  the  protection  of  Zenith  Radio  Cab- 
inets.   Notice  no  nails  or  scretvs  can 
come  in  contact  with  cabinet 


Kimpak 


is  a  white,  bulky,  cotton-like  material  of  great- 
est resilience  and  softness.  Its  softness  and 
evenness  make  it  highly  desirable  as  a  pad  used 
on  smooth  surfaces.  Its  resiliency  enables  it  to 
absorb  the  bumps  given  your  crate  or  box. 
Its  absorbency  makes  it  possible  to  put  it  next 
to  the  finish  where,  instead  of  pressing  the 
moisture  back  in.  KIMPAK  absorbs  it.  Thus 
it  overcomes  the  old-time  troubles  of  press  mark- 
ing, sweating,  scratching — all  surface  damage. 

Zenith  Radio  Corporation  covered  the  entire 
subject  of  its  use  of  Kimpak  in  a  letter  as  fol- 
lows : 

"We  place  KIMPAK  directly  on  top  of 
our  finished  cabinets  and  find  it  an  ex- 
cellent buffer,  as  well  as  a  protective 
means  of  eliminating  scratches  on  cabi- 
nets. 

"It  also  serves  as  an  excellent  take-up 
for  jars  and  shocks  received  in  shipment. 
Where  there  is  a  possibility  of  the  cabi- 
net moving  inside  the  shook,  we  find 
that  this  material  offers  ample  protection 
against  maiking  the  finish. 

"While  the  initial  cost  of  KIMPAK  may 
seem  high,  the  safety  and  protection  of- 
fered by  it  in  connection  with  the  ship- 
ping of  high  grade  furniture,  such  as  is 
used  in  the  Zenith  equipment,  results  in 
considerable  saying. 

"We    unhesitatingly    recommend  KIM- 
PAK." 


Tills  Is  Zenith's  Old  Ens'.lsh  model— nil 
exquisite  design  of  radio  console  cabinet, 
the  nncklng  of  which  i-  Illustrated  above. 

Write  for  Free  Sample — Ask  for  a  sample  roll  of 
KIMPAK — enough  to  pack  a  hall"  dozen  or  more 
pieces  of  furniture.  Try  it  under  actual  packing  con- 
ditions. When  writing,  we  suggest  describing  your 
present  packing  method. 


KIMBEKLY-CLAKk  COMPANY 


Six  Manufacturers'  Agents  Houghton  &  Birk  Display 

for  Magnavox  Appointed  Treasure  Chest  Receiver 

Important  Gathering  at  Chicago  Magnavox  Of-  Stromberg-Carlson  Dealer  Shows  Popular 
fices  Hear  H.  L.  Parker  and  Leon  Golder—  Model  Radio  Receiver  in  Effective  Setting — 
Magnavox  at  R.  M.  A.  Trade  Show  Firm  Believes  in  Window  Displays 


In  an  announcement  made  April  1  at  the 
Chicago  district  office  of  the  Magnavox  Co., 
Oakland,  Cal.,  six  manufacturers'  agents  were 
named  as  the  representatives  of  the  Magnavox 
Co.  in  various  sections  of  the  country.  Their 
names  follow: 

John  P.  Rainbault  Co.,  50  Church  street,  New 
York  City;  P.  R.  Hawley,  Philadelphia;  Hemp- 
hill &  Co.,  801  Donovan  Bldg.,  Detroit,  Mich.; 
J.  C.  Date,  Minneapolis,  Minn.;  S.  C.  Halston  & 
Co.,  608  First  National  Bank  Bldg.,  Cincinnati, 
O.,  and  Kinney  &  Levan  Co.,  Cleveland,  O. 

At  a  meeting  held  at  the  Chicago  Magnavox 
office  on  March  28,  29,  30  and  31,  the  new 
Magnavox  manufacturers'  agents  were  present 
lo  hear  Heckcrt  L.  Parker,  assistant  sales  man- 
ager, and  Leon  Golder,  Chicago  district  sales 
manager,  outline  plans  for  the  year.  Advance 
samples  of  new  Magnavox  speaker,  set  and 
tube  developments  were  shown  to  the  agents 
and  evoked  marked  enthusiasm.  After  the  four- 
day  conference  Mr.  Parker  returned  to  the  Oak- 
land headquarters  of  the  Magnavox  Co.  and 
will  remain  there  until  June,  when  he  will  at- 
tend the  R.M.A.  trade  show  and  convention  at 
the  Hotel  Stevens,  Chicago,  where  Magnavox 
products  will  be  displayed. 

Mr.  Golder  departed  early  in  April  to  visit 
various  sections  of  the  United  States  which  arc- 
not  covered  by  manufacturers'  agents. 


Established  1HT2 


Neenah,  W  isconsin 


Court  Upholds  Sale  of 

Bosch  Magneto  Co.  Assets 

Sale  of  the  assets  of  the  Bosch  Magneto  Co. 
by  the  Government  under  the  Alien  Property 
Act  to  financial  interests  which  later  formed 
the  American  Bosch  Magneto  Corp.  was  re- 
cently upheld  by  the  United  States  Circuit 
Court  of  Appeals,  which  dismissed  a  suit 
brought  by  Otto  Heins  and  Albert  R.  Klein 
to  set  aside  the  sale  of  the  stock.  The  Ameri- 
can Bosch  Magneto  Corp.  was  one  of  the 
defendants  in  the  suit. 

The  Court  decision  stated:  "Clearly,  title  to 
the  seized  property  was  vested  in  the  United 
States  under  the  Trading  with  the  Enemy  Act. 
Any  suit  to  redress  the  alleged  wrongful  dis- 
position of  the  seized  property  must  be  brought 
by  the  United  States;  any  claim  to  property 
seized  or  its  proceeds  being  made  in  accordance 
with  the  provisions  of  that  act." 

The  Court  held  that  the  provisions  of  the 
treaties  of  Berlin  and  Versailles  clearly  justified 
the  denial  of  the  relief  sought  to  recover  the 
stock,  and  that  the  provisions  of  these  treaties 
closed  the  doors  to  any  judicial  investigation 
of  the  motives  of  United  States  officials. 


Stromberg-Carlson  Set 

Prices  Not  to  Be  Reduced 


Gross-Brennan,  Inc.,  Stromberg-Carlson  sales 
representatives  in  metropolitan  territory  and 
New  England,  forwarded  on  March  31  to  all 
Stromberg-Carlson  dealers  a  very  important 
telegram  received  from  the  Stromberg-Carlson 
Tel.  Mfg.  Co.,  Rochester,  N.  Y.,  stating  that 
Stromberg-Carlson  products  would  not  be  re- 
duced in  price.  This  telegram,  which  was  re- 
ceived enthusiastically  by  dealers  everywhere, 
read  as  follows:  "You  are  authorized  to  advise 
your  customers  that  Stromberg-Carlson  guaran- 
tee not  to  reduce  their  prices.  A  Stromberg- 
Carlson  purchase  is  the  truest  form  of  perma- 
nent investment  in  radio.  Your  customers  can 
therefore  buy  with  certainty  that  their  invest- 
ment is  protected  and  that  we  will  not  reduce 
the  price." 


Hartford,  Conn.,  April  6. — An  attractive  dis- 
play of  the  Treasure  Chest  model  Stromberg- 
Carlson  radio  receiver  recently  occupied  the 
show  window  of  Houghton  &  Birk,  authorized 


Unusual  Stromberg-Carlson  Display 

Stromberg-Carlson  dealers  of  this  city.  The 
window,  as  can  be  seen  from  the  accompanying 
'.ihotograph,  is  simple  in  design  but  the  effect  of 
"treasure"  is  exceptionally  well  stressed.  This 
firm  is  a  strong  believer  in  the  efficacy  of  win- 
dow displays  and  constantly  strives  for  new 
and  novel  effects. 


Weston  Radio  Set  Tester 

Announced  to  the  Trade 

Measures  the  Voltages  of  Battery  and  Battery 
Eliminator  Operated  Sets  at  Terminals  and 
Tube  Sockets — Also  Tests  Tubes 


The  Weston  Electrical  Instrument  Corp.. 
Newark,  N.  J.,  manufacturer  of  specially  de- 
signed radio  plugs,  voltmeters,  tube  testers  and 
other  electrical  products,  recently  placed  upon 

the  market  for  the  use 
of  repair  departments 
of  stores  and  the  out- 
side repair  force  a 
"Radio  Set  Tester." 
This  is  known  as  Wes- 
ton model  519.  This 
is  a  compact  portable 
test  set,  light  in  weight, 
which  should  prove 
particularly  valuable  to 
radio  service  men.  It 
measures  the  various 
voltages  in  either  battery  or  battery  eliminator 
operated  sets,  both  at  the  battery  terminals 
and  tube  sockets.  Tt  will  at  the  same  time 
test  tubes  under  the  same  condition  as  exists 
when  they  are  in  their  sockets.  Also  avail- 
able for  testing  the  continuity  and  con- 
dition of  circuits.  All  these  tests  can  be  made 
without  changing  the  present  connections  and 
no  auxiliary  batteries  arc  required.  Each  set 
is  accompanied  by  an  instruction  book,  which 
states  clearlv  the  main  uses. 


Weston  Set  Tester 


Berg  Co.  Officials  Attend 

Annual  Trade  Banquet 

Joseph  Berg,  president  of  the  Berg  Auto 
Trunk  &  Specialty  Co.,  Long  Island  City,  N. 
Y,  and  E.  R.  Manning,  treasurer  and  sales 
manager  of  the  same  concern,  together  with 
Mrs.  Berg  and  Mrs.  Manning,  attended  the 
annual  banquet  of  the  Talking  Machine  &  Radio 
Men,  Inc.,  of  New  York,  New  Jersey  and 
Connecticut.  W.  A.  Hodeker,  manager  of  the 
ladio  and  phonograph  department  of  the  Meier 
&  Frank  Co.,  Portland,  Ore.,  attended  as  a 
guest  of  the  Berg  officials. 
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ffi  ellphonic 


The  Portable  that  will 

DOUBLE  YOUR  SALES ! 


TRAOE  MM  MA«» 


LIST  PRICE 


Compare  These  Features 

They  will  convince  you  of  the  superiority  of  the  $15.00  BELLPHONIC 
8  ADVANTAGES  OF  THE  BELLPHONIC 

1.  BELLPHONIC  Reproducer  5.  Fuliy  closed,  solid  record  album 

2.  Nickel  polished  solid  brass  tone  arm  6  Seamless  heavy  leather  handle  in  colors  to  match 

3.  Spring  tone  arm  holder 

4.  GENERAL-INDUSTRIES  (HEINEMAN)  7.  Nickel-plated,  double  side  catches 

Junior  FLYER  MOTOR  8.  COLORS:  BLACK,  BLUE,  MAROON 

Write  your  local  jobber — or  direct  to  us  for  samples  for  comparison 

LIFTON  MFG.  CO. 


40-46  West  ZOth  Street 


NEW  YORK 


MAKERS  OF 


u 


KOVERITE"  PRODUCTS 
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Zenith  Radio  Corp.  Licensed  to  Use 

Patents  of  Radio  Corp.  and  Associates 

Granting  of  License  to  Use  the  Patents  of  the  Radio  Corp..  Westinghouse  Electric  &  Mfg.  Co. 
and  General  Electric  Co.  Completes  Important  Agreement— First  Manufacturer  So  Licensed 


of  their  investments  and  the  future  of  the  in- 
dustry; all  of  which  will  enable  them  to  render 
greater  service  to  the  public." 


Sissle  and  Blake  Are  Now 

Exclusive  Okeh  Artists 


An  agreement  of  great  importance  in  the 
radio  industry  was  recently  concluded  between 
the  Radio  Corp.  of  America  and  the  Zenith 
Radio  Corp.  of  Chicago,  under  which  Zenith 
was  licensed  to  use  the  patents  held  by  the 

In  wits  ess  wnttiKut  the  [mrl hereto  liave  cou>teil  these  present* 
to  be  ejerute*]  hy  tlic-ir  proper  oflkert,  thereunto  dulj  authoriieO.  and 
tbeir  corporate  mhIk  In  lie  bereonlu  uffixprt,  the  <toT  and  year  nrst  above 
Britten. 


U.U>lU  COBl-OB-V/rjOS  OF  Amk 

By 


f-i*<£.  President. 


tiKNt'llAI.  1CLELT8IC  t'OMt'ANY 


ANest  (\  / 


President.  I 

lj  Sec  re  lor  _t 

\VKXT1M;H01>SB*  ElXtTlIC  Sl  MaNCPACTITBING 

Company 


Secretary 


The  R.  C.  A.-Zenith  Signatures 

Radio  Corp.  ;md  also  by  the  Westinghouse 
Electric  &  Mfg.  Co.  and  the  General  Elec- 
tric Co. 

The  Zenith  Corp.  was  the  first  manufacturer 
to  be  so  licensed  and  it  is  understood  that  other 
concerns  are  now  negotiating  with  the  Radio 


Corp.  with  a  view  to  taking  out  similar  licenses. 

A  facsimile  of  the  signature  page  of  the  agree- 
ment between  RCA  and  Zenith  is  reproduced 

hercwi'h. 

Commenting  upon  the  new  relationship,  Com- 
mander E.  F.  MacDonald,  Jr.,  president  of  the 
Zenith  Radio  Corp.,  issued  the  following  state- 
ment: 

"We  are  naturally  gratified  that  the  first 
license  has  been  granted  to  the  Zenith  Radio 
Corp.  It  marks  the  beginning  of  the  end  of 
long  patent  litigation.  The  Radio  Corp.  has 
pending  a  number  of  suits  against  those  who, 
it  claims,  infringe  its  patents.  The  defendants" 
in  s'uch  patent  suits  may  be  enjoined  from 
further  infringements  and  may  have  to  pay 
millions  of  dollars  of  damages.  We  have  care- 
fully studied  the  patent  situation  and  on  the 
advice  of  our  attorneys  have  decided  that  the 
basic  patents  of  the  radio  industry  are  held  by 
the  Radio  Corp.  and  its  associated  companies. 

'  Among  the  pioneer  patents  of  the  RCA  in 
the  radio  art  are  the  inventions  of  Alexander- 
son,  Armstrong,  Langmuir,  Hull,  Rice,  White, 
Chubb,  Lowenstein,  Mathes  and  many  others. 

"It  is  my  belief  that  the  recent  appointment 
by  President  Coolidge  of  the  Radio  Commis- 
sion, as  provided  by  the  Radio  Law  enacted 
by  the  last  Congress,  and  the  granting  by  the 
Radio  Corp.  of  America  of  licenses  under  its 
patents  to  an  independent  manufacturer,  con- 
siitute  the  two  most  important  developments 
in  the  radio  industry  which  have  taken  place 
since  the  inception  of  radio  broadcasting. 

"Manufacturers  licensed  under  the  RCA 
patents  will  now  be  able  to  expand  their 
facilities  with  greater  confidence  in  the  securitv 


Sissle  and  Blake,  international  stars  of  syn- 
copation, authors,  composers  and  stars  of 
"Shuffle  Along"  and  "Chocolate  Dandies,"  have 


Sissle  and  Blake 

been  signed  to  record  for  Okeh  records  exclu- 
sively. This  song-writing  team  enjoys  a  well- 
earned  popularity  not  only  in  this  country,  but 
in  the  large  music  halls  of  Europe. 

At  the  present  time  they  are  headliners  on 
a  tour  of  the  leading  picture  and  vaudeville 
houses  throughout  this  country.  Their-  Okeh 
records  will  include  many  of  their  own  original 
numbers  and  also  many  of  the  popular  numbers 
which  they  have  introduced.  Their  first  record 
is  '"Deed  I  Do,"  coupled  with  "You  Know,  I 
Know  Everything's  Made  for  Love." 


One  Minute  After  You  Read  This  Advertisement 


YOU  can  have  an  active  resident  buying  and  merchandising  office  in 
New  York  for  $1.00  a  month. 

This  office  will  be  directed  for  you  by  Mark  Max,  the  outstanding 
figure  in  retail  merchandising  of  radios,  phonographs  and  pianos. 
In  his  twenty-five  years'  merchandising  experience  Mark  Max  has  sold 
thirty-five  million  dollars'  worth  of  radios,  pianos  and  phonographs. 
\ou  can  use  such  experience  to  immediate  advantage  in  your  own 
store.  Mark  Max  actively  heads  this  service  which  will  be  known 
as  Radio  Merchandisers,  Inc. 

What  Radio  Merchandisers,  Inc.. 
Can  Do  For  You. 

REPRESENTATION — On  any  line  of  radio  or  musical  goods  which 
you  want  to  carry,  we  can  secure  the  best  terms  for  you. 

TREMENDOUS  BUYING  POWER— You  can  buy  merchandise  through 
R.  M.  I.  with  a  buying  power  equivalent  to  the  largest  department 
stores. 

CONFIDENTIAL  INFORMATION— Any  question  you  may  have  about 
any  manufacturer  or  distributor  or  the  condition  of  retail  sales  or 
the  market  in  general,  will  be  accurately  and  promptly  answered. 
(All  such  inquiries  should  he  accompanied  by  a  stamped,  addressed 
envelope.) 

MERCHANDISING  SUGGESTIONS— There  will  be  always  available 
to  you  a  consulting  service  in  merchandising  and  sales  promotion 
ideas. 

PRESTIGE — The  prestige  and  convenience  that  come  from  having  a 
buying  office  in  New  York. 


MX  MONTHS'  TRIAL  OFFER 

Radio  Merchandisers,  Inc., 
Room  1310, 

Equitable  Life  Insurance  Bldg., 
32nd  St.  and  Seventh  Ave., 
Opposite  Penn.  R.  R.  Station, 
New  York,  N.  Y. 

Gentlemen : 

I  will  avail  myself  of  R.  M.  I.  Service 
for  six  months.  I  enclose  $6.00  to  cover 
the  cost  of  this  service. 


Name 


Be   The   First  Store 


In  Your  Territory  to 
Wail  Yourself  of  the 
\dvnntages  of  This  Serv- 


This  service  means  immedi- 
ately increased  profits- -bet- 
ter terms— more  sales.  Waste 
no  time  in  using  it.  Mail 
the  coupon  today. 


AddreBs 


YOU  can  have  a  live  resident  merchandising  office  in  New  York 
City  for  S2.00  a  month.  You  can  have  stenographic  service,  all  the 
facilities  of  a  modern  office,  a  place  to  show  your  merchandise.  This 
office  will  be  directed  for  you  by  Mark  Max,  the  outstanding  figure 
in  retail  merchandising  of  radio,  phonographs  and  pianos.  Mr.  Max 
actively  heads  this  service,  known  as  Radio  Merchandisers.  Inc. 

What  Radio  Merchandisers,  Inc., 
Can  Do  For  You. 

RETAIL  OUTLETS — Mark-  Max  has  a  record  of  sales  achievement 
in  radio  equalled  by  no  other  individual  in  the  business.  His  sales 
counsel  has  been  purchased  by  individual  concerns  for  sums  in  ex- 
cess of  $50,000.  His  advice  and  counsel  on  any  particular  sales 
problem,  on  securing  retail  outlets  and  Increasing  business,  comes 
within  the  scope  of  the  services  rendered  to  manufacturers. 

TREMENDOUS  SALES  CHANNELS—  Department  stores,  dealers, 
large  buyers,  throughout  the  country  know  Mark  Max  and  value  the 
proposition  he  sponsors. 

CONVENIENCE — To  have  an  office  in  the  new  Equitable  Life  Build- 
ing, directly  opposite  "the  Pennsylvania  Station,  is  a  valuable  adjunct 
to  the  selling  facilities  of  every  manufacturer.  This  office  can  be 
considered  as  your  office  with  telephone  and  stenographic  service 
as  well  as  space  to  show  merchandise  and  private  offices  in  which 
specific  plans  may  be  discussed  without  interruption. 


Every  Manufacturer 

Should  Be  Linked  Up 
With  R.  M.  I. 


Surely  any  manufacturer 
will  find  the  value  of  this 
worth  many  times  the  nomi- 
nal charge  made.  Have  your 
secretary  send  the  coupon 
at  once. 


I"" 


12  MONTHS"  TRIAL  OFFER 

Radio  Merchandisers,  Inc., 
Room  1310, 

Equitable  Life  Insurance  lildg., 
32nd  St.  and  Seventh  Ave., 
Opposite  Penn.  R.  R.  Station, 
New  York,  N.  Y. 

Gentienien : 

I  will  avail  myself  of  R.  M.  I.  Service 
for  12  months.  I  enclose  $24.00  to 
cover  the  cost  of  this  service. 


Name  . 

Adlil  <  M 
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Montreal  Radio  Dealers  Form  Section 

of  Retail  Merchants  Assn.  of  Canada 

George  S.  Layton  Elected  President  of  Radio  Section — Plan  Co-operation  in   Distribution  of 
Radio  Supplies  and  Solving  of  Sales  and  Service  Problems — Other  Trade  News 


Montreal,  Can.,  April  6. — With  a  view  to  co- 
operating in  the  distribution  of  radio  supplies 
and  dealing  with  radio  problems  as  they  arise, 
seventeen  retail  radio  dealers  of  Montreal  have 
formed  a  section  of  the  Retail  Merchants'  Asso- 
ciation of  Canada,  to  be  known  as  the  radio 
dealers'  section  of  the  association. 

At  a  meeting  held  in  the  board  room  of  the 
Retail  Merchants'  -Association,  34  St.  Cathe- 
rine street  east,  George  S.  Layton,  of  Layton 
Bros.,  was  elected  president,  and  the  following 
were  named  on  a  committee  which  will  study 
the  various  problems  as  they  are  brought  to  the 
attention  of  the  section:  W.  J.  Storey,  repre- 
senting C.  T.  Lindsay,  Ltd.;  G.  C.  Payette,  of 
the  Whiteman  Co.,  Ltd.;  J.  Fauvel,  of  the 
Gouin  Electric  Co.,  and  I.  Rosenthal,  of  the 
Canadian  Electrical  Supply  Co. 

At  a  second  largely  attended  meeting  the 
matter  of  service  on  sales  was  discussed.  The 
suggestion  of  giving  purchasers  of  radio  sets 
four  coupons  to  apply  on  service  during  the 
first  ninety  days  found  much  favor,  as  the  indis- 
criminate guarantee  in  some  cases  where  bat- 
teries were  carelessly  allowed  to  run  down, 
with  call  for  almost  daily  service;  seemed  un- 
reasonable; but  the  matter  was  eventually  re- 
ferred to  the  committee  for  further  study. 

H.  R.  Braid,  Montreal  manager  of  the  Bruns- 
wick Co.,  of  Canada,  Ltd.,  is  at  present  touring 
the  Maritime  Province's,  visiting  his  many  cus- 
tomers in  that  territory  in  the  interests  of 
Brunswick  phonographs  and  records. 

Sergei  Rachmaninoff,  Victor  artist,  appeared 
locally  in  recital  the  past  month  at  The  Prin- 
cess' Theatre,  and  held  a  capacity  audience 
spellbound  by  his  technique  and  art. 

Victor  Talking  Machine  Co.,  Montreal,  an- 
nounces that  Orthophonic  Victrola  models  4-7 
and  4-3  are  now  available  equipped  with  electric 
motor.  A  change  is  to  be  made  shortly  in  the 
labels  on  Victor  records.  The  word  Ortho- 
phonic  will  replace  the  word  Process,  making 
the  records  "V  E  Orthophonic"  instead  of 
"V  E  Process."  That  will  more  closely  align 
the  records  with  Orthophonic  Victrolas.  "For 
convenience,  use  Tungs-tone  needles"  is  also  be- 
ing printed  on  the  new  labels. 

J.  Donat  Langelier,  head  of  the  house  bear- 
ing his  name,  and  energetic  His  Master's  Voice 
dealer,  is  at  present  on  a  two  months'  European 
vacation. 

The  comptroller  of  Government  House, 
Ottawa,  has  written  the  following  self-explana- 
tory letter  to  Victor  Talking  Machine  Co.,  of 
Canada,  Ltd.:  "I  am  desired  by  Their  Excel- 


Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


lencies  to  inform  you  that  you  are  authorized 
to  use  the  words  'By  Appointment  to  Their  Ex- 
cellencies the  Governor-General  and  Viscount- 
ess Willingdon'  in  connection  with  your  busi- 
ness." In  this  connection  it  is  interesting  to 
note  that  a  Credenza  model  of  the  Orthophonic 
Victrola  is  one  of  the  treasured  sources  of 
music  at  Government  House,  Ottawa. 


H.  Christian  has  been  named  as  manager  of 
the  new  radio-music  department  of  Henry 
Morgan  &  Co.,  Ltd.,  this  city,  handling  Victor 
machines  and  records. 

Pierce  Phonograph  Co.,  Ltd.,  Montreal,  has 
filed  a  voluntary  petition  for  a  winding-up  order, 
which  has  been  granted. 

Large-sized  copy  is  appearing  in  the  local 
dailies  introducing  the  new  and  latest  Bruns- 
wick Model,  "Gerona,"  retailing  at  $115. 

Columbia  dealers  all  over  Canada  report  a 
spirited  demand  for  the  new  Viva-tonal  Colum- 
bia and  New  Process  records,  particularly  is 
Columbia  fine  art  series  of  musical  master- 
works. 


Toronto  Victor  Dealers  Agree  to  Make 

Carrying  Charge  on  Instalment  Sales 

Passage  of  Radio  Control  Bill  at  Washington  Expected  to  Have  Effect  in  Helping  Radio  Sales — 
Gray  Music  Co.  Purchases  Chatham,  Ont.,  Store — Brunswick  Dealers  Effect  Tie-Up 


Toronto,  Ont.,  April  7. — "The  passing  of  the 
Radio  Control  Bill  at  Washington  and  the  con- 
ference of  representatives  of  the  Canadian  and 
United  States  Governments  mean  much  to  the 
radio  dealers  of  Eastern  Canada  and  to  the 
ladio.  enthusiasts  of  the  Dominion  generally," 
stated  George  Pingle,  president  of  the  Ottawa 
Radio  Trades  Association,  and  a  member  of 
the  firm  of  Robertson,  Pingle  &  Tilley,  Ottawa. 
"We  are  looking  to  the  future  with  confidence 
because  we  believe  that  the  radio  situation  in 
Eastern  Canada  will  now  be  considerably  im- 
proved in  the  matter  of  reception." 

As  a  result  of  a  meeting  held  recently  of 
Toronto  Victor  dealers  at  the  King  Edward 
Hotel,  it  has  been  decided  that  a  "carrying 
charge"  on  instalment  sales  be  put  into  force 
in  Toronto  effective  now.  This  will  enable  the 
dealer  to  accept  any  down  payment  satisfactory 
to  himself,  to  make  the  life  of  the  contract  what 
lie  wishes,  and  to  accept  trade-ins  as  part  of 
the  down  payment  as  follows:  On  all  contract 
time  sales  a  carrying  charge  will  be  added  to 
the  net  amount  remaining  on  the  contract  after 
deducting  the  down  cash  payment  received. 
This  carrying  charge  to  be  computed  as  fol- 
lows: 4  per  cent  of  the  unpaid  balance  on 
contract  covering  the  first  four  months'  period; 
one-half  per  cent  per  month  for  the  remaining 
months  of  the  contract.  The  amount  of  this 
carrying  charge  to  be  added  to  contract  and  to 
be  included  in  each  instalment  payment.  In- 
terest at  7  per  cent  per  annum  to  be  charged 
on  overdue  payments. 

Pollock-Welker,  Ltd.,  Kitchener,  Ont.,  Can- 
adian manufacturer  of  phonograph  motors  and 
equipment,  is  announcing  to  the  trade  its  new 
Helycon  tone  arm  No.  509. 

The  1927  series  of  Mendelssohn  Choir  con- 
certs in  Toronto  recently  again  brought  added 
glory  to  Canada's  premier  choral  organization 
and  its  conductor,  Dr.  H.  A.  Fricker.  The  choir 
was  assisted  by  the  Cincinnati  Symphony 
Orchestra  under  the  baton  of  Fritz  Reiner.  The 
Mendelssohn  Choir  concerts  were  used  by  the 
Brunswick  Co.  and  dealers  to  tie  up  with  the 
choir  as  exclusive  Brunswick  record  artists. 

Heintzman  &  Co.  Ltd.,  Toronto,  have  an- 
nounced to  the  public  that  they  have  added 
Brunswick  Light  Ray  Electrical  records  to  their 
list  of  agencies,  this  in  addition  to  the  Ml 
range  of  Brunswick  models  which  they  stock. 

The  Gray  Music  Co.,  London,  Ont.,  has  pur- 
chased .the  Chatham,  Ont.,  branch  of  Gerhard 
Heintzman,  Ltd.,  which  gives  this  firm  the  Vic- 
tor Orthophonic  line  and  records  and  Fada 
radio  franchise  for  Chatham. 


John  Raper  Piano  Co.,  Ltd.,  Ottawa,  has  re- 
cently sold  an  Orthophonic  Victrola  to  the  new 
King  Restaurant.  Because  of  the  greatly  in- 
creased demand  for  new  records  the  record  de- 
partment of  this  firm  is  now  located  on  the 
ground  floor  and  a  series  of  demonstrating 
rooms  have  b'een  opened. 

A  duplicate  Credenza  model  of  the  Ortho- 
phonic Victrola  supplied  to  the  Government 
House,  Ottawa,  has  also  been  added  to  the 
equipment  of  Toronto  Conservatory  of  Music. 


Trade  Activities  in  the 

Akron-Canton  District 


Akron-Canton,  O.,  April  7. — Slightly  bet- 
ter buying  of  talking  machines  and  records  is 
reported  in  the  Akron-Canton  district  with 
the  advent  of  Spring.  Industrial  conditions  con- 
tinue to  improve,  making  money  more  plenti- 
ful and  making  sales  easier.  Outlook  for  the 
Summer  is  most  encouraging.  Many  of  the 
stores  have  held  demonstrations,  resulting  in 
direct  sales.    Records  have  been  moving  better. 

Art  Landry,  well  known  for  his  Victor  re- 
cordings, concluded  a  seven  weeks'  engage- 
ment recently  at  Loew's  new  half-million-dollar 
theatre  at  Canton.  While  in  Canton  he  ap- 
peared at  a  number  of  the  Victor  departments 
where  he  autographed  records  of  his  own  make. 

Talking  machines  will  be  merchandised  by  the 
Canton  Music  Co.,  successor  to  the  W.  S.  Cus- 
ter Music  House,  Cleveland  avenue,  Canton. 

Talking  machines  will  be  merchandised  by 
the  new  branch  retail  music  store  of  the  Yahr- 
!ing-Rayner  Music  Co.,  2629  Market  street, 
Youngstown.  Announcement  is  made  that  the 
Yahrling-Rayner  Music  Co.  has  purchased  the 
talking  machine  stock  and  records  of  the  Car- 
roll Music  Co.,  which  recently  made  an  assign- 
ment. The  purchaser  expects  to  distribute  the 
stock  among  its  several  stores. 

Under  the  direction  of  W.  E.  Pyle,  manager 
of  the  talking  machine  department,  a  demon- 
stration of  the  Automatic  Orthophonic  Victrola 
was  held  recently  at  the  department  store  of 
the  William  R.  Zollinger  Co.,  Canton.  The 
event  was  well  attended  and  created  much  in- 
terest. 

Earlc  Poling,  Akron  Victor  dealer,  reports 
the  one-day  engagement  of  the  Chicago  Civic 
Grand  Opera  Company  at  the  Palace  Theatre 
recently  was  a  big  success. 

The  Dawson  Music  Store,  West  Fifth  street. 
East  Liverpool,  has  been  granted  a  Victor 
franchise. 
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Export  Office  for  Caswell 
Mfg.  Go.  Opened  in  Chicago 

Big  Export  Campaign  Planned  in  South  Ameri- 
can Countries  as  Well  as  Australia  and  the 
Orient — Advertising  in  Foreign  Lands 


The  Caswell  Mfg.  Co.,  Milwaukee,  manufac- 
turer ■  of  Caswell  portable  phonographs,  has  been 
sponsoring  an  ambitious  export  program  for 
some  time,  and  early  in  1927  the  export  depart- 
ment of  the  firm  was  established  at  431  South 
Dearborn  street,  Chicago,  with  Edward  Torres 
as  export  manager.  The  Caswell  export  depart- 
ment has  charge  of  foreign  sales  throughout 
the  entire  world. 

A  special  drive  has  been  instituted  in  the 
Spanish-speaking  countries  such  as  South 
America,  Central  America  and  Mexico,  the 
campaign  including  twenty-one  countries  in  all. 
Attractive  sales  literature  is  forwarded  to  the 
dealers  in  all  of  these  countries,  printed  in  the 
native  tongue,  which  illustrates  and  describes 
the  entire  Caswell  line,  including  the  Gypsy, 
Melody  and  Giantone  models. 

In  addition  to  direct  mail  matter,  newspapers 
are  used  to  carry  the  Caswell  advertising 
message  to  New  Zealand,  Australia,  Japan  and 
throughout  the  Orient.  The  majority  of  the 
newspapers  used  are  printed  in  Spanish,  Portu- 
guese and  French. 


De  Forest  Co.  Distributes 
Tube  Chart  to  the  Trade 


Shows  Particular  DeForest  Audion  Tubes  That 
Should  Be  Used  in  Each  Stage  of  All  the 
Well-Kncwn  Receiving  Sets 


The  publicity  department  of  the  DeForest 
Radio  Co.,  Jersey  City,  N.  J.,  has  forwarded  to 
the  trade  a  new  chart  in  which  are  designated 
the  particular  DeForest  audion  tubes  that 
should  be  used  in  each  stage  of  all  the  well- 
. known  radio  receiving  sets.  This  is  supple- 
mented by  a  chart,  which  is  also  presented  to 
the  trade  in  folder  form,  in  which  the  particular 
DeForest  audion  tube  for  all  types  of  hook-ups 
is'  given.  Thus  with  these  two  charts  the 
dealer  or  the  consumer  is  able  to  select  quickly 
the  tubes  that  he  should  use  in  his  receiver. 

The  new  chart,  which  gives  the  names  of  the 
receiver  and  the  model  numbers,  is  a  departure 
that  should  find  great  favor  in  radio  stores, 
shops  and  repair  stations.  It  is  a  compilation 
that  will  save  time  and  at  the  same  time  make 
for  accuracy  in  the  selection  of  DeForest  tubes. 

E.  A.  Livingstone,  advertising  manager  of 
the  DeForest  Radio  Co.,  states  that  many  De- 
Forest  distributors  and  dealers  have  commented 
most  favorably  on  these  new  tube  charts. 

In  addition  to  the  new  charts  the  company 
is  also  issuing  much  other  material  in  the  form 
of  circulars,  folders  and  booklets  relating  to 
its  products.  Invariably  this  material  is  avail- 
able for  consumer  use  and  for  that  reason 
space  is  allowed  for  dealer  imprints. 


Paragon  Amplification 

System  Is  Announced 

The  Paragon  Electric  Corp.,  Montclair,  N.  J., 
one  of  the  pioneer  radio  manufacturing  com- 
panies, has  just  announced  the  "Paragon 
Double  Impedance  Amplification  System." 
Through  this  system  the  problem  of  distortion, 
the  elimination  of  foreign  sounds,  is  said  to  be 
entirely  solved.  It  further  increases  consider- 
ably the  signal  and  makes  overloading  the  tube 
impossible. 

Besides  being  available  for  manufacturers 
and  other  set  builders  this  new  Paragon  prod- 
uct is  available  for  receivers  already  in  the 
homes  of  the  country.  It  can  be  used  with 
radio  sets  without  laboratory  adjustments  or 
other  costly  labor. 


H 


ere  are 


Summer  Profits  I 


QUICKLY 
INSTALLED 

BETTER  TONE 

MORE  POWER 

PERMANENT 

ECONOMICAL 

COMPLETE 
CONTROL 
from  RADIOLA 


In  the  Perfected  Light-Socket 
Power-Team  for  Radiolas  25  &  28 


BUILT  to  meet  R.  C.  A.  standards,  this  new  "A" 
and  "B"  Power-Team  gives  continuous  A.  C. 
Sterling-filtered  current.  More  power  than  from  bat- 
teries— power  that  does  not  deteriorate — instant  power 
that  is  as  permanent  as  the  electric  light. 

No  trickle  charging,  no  complicated  hook-up,  no  ex- 
ternal wires,  nothing  unsightly.  On  the  contrary,  one 
installation — fully  automatic  in  operation,  with  all  the 
advantages  of  compactness,  reliability  and  permanency 
concealed  in  the  Radiola  cabinet. 

Hundreds  of  Sterling  "A"  and  "B"  power  units,  used 
singly  and  in  combination,  are  now  giving  complete  sat- 
isfaction to  their  users.  By  the  use  of  the  specially 
spaced  connectors,  any  service  man  can  make  the  instal- 
lation in  10  minutes  or  the  owner  may  do  it  himself. 
Your  Radiola  customers  are  ready  for  this  perfected 
light  socket  "A"  and  "B"  Power-Team. 

Prove  to  your  own  satisfaction  that  Sterling  units 
comprise  the  most  satisfactory  power  combination  yet 
produced.  Every  installation  brings  the  dealer  a  real 
profit.  The'  demand  is  here — the  product  is  right.  Take 
advantage  of  this  and  get  your  summer  profits  early. 


THE  STERLING  MFG.  CO. 

2831  Prospect  Ave.,  Cleveland,  O. 

(More  than  9,000,000  Sterling  Electrical  Instruments  in  Use.) 


"A"&"B"  Power -Team 
for  RADIOLAS 

See  this  Power-Team  and  other  Sterling  Radio  Products  at  the 
R.  M.  A.  Trade  Show,  Stevens  Hotel,  Chicago,  June  13-18. 
Sterling  space  No.  68. 


Sterling  "A"  &  "B 
Power-Team  fits 

conveniently 
into  the  Radiola 


Installed  in  Radiola  28 

S  pecially-S  paced 
Connectors 

enable  anyone  to 
install  this  Power- 
Team  in  a  few 
minutes. 

By  using  this 
special  power 
cable  the  service 
man  can  make  the 
complete  installa- 
tion in  10  min- 
utes. 

Sterling  "A"  and 
"*B"  Power  unit? 
may  be  installed 
separately  also  to 
suit  individual  re- 
quirements as  follows: 
—The   R-94   "A"   Power  Unit 
when  any  "B"  eliminator  is 
already  in  use,  or  when  "B" 
batteries  are  retained. 
— The  RT-41  "B"  Power  Unit 
when   "A"  batteries   are  re- 
tained. 
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Harry  Alter  Go.  Is  Host 
to  Chicago  Federal  Dealers 

One  Hundred  and  Ten  Federal  Ortho-sonic 
Radio  Dealers  Attend  Dinner  and  Meeting  at 
Which  Plans  for  Season  Are  Discussed 


Chicago,  III.,  April  7. — The  Harry  Alter  Co., 
distributor  for  the  Federal  Radio  Corp.,  Buf- 
falo, N.  Y.,  sponsored  a  dinner  and  meeting  at 
the  Congress  Hotel  last  night,  which  was  at- 
tended by  110  Federal  dealers.  Following  the 
dinner  Harry  Alter  gave  a  brief  address,  out- 
lining the  history  of  the  company  and  stating 
that  it  would  shortly  occupy  its  new  building  at 
Eighteenth  street  and  Michigan  avenue,  con- 
ducting a  purely  wholesale  business  on  lines  of 
dealer  protection.  He  gave  high  praise  to  the 
Federal  Ortho-sonic  receiver,  saying  that  a  sur- 
vey of  the  Chicago  territory  showed  this  prod- 
uct to  be  held  in  high  regard.  Mr.  Alter  also 
read  a  telegram  from  Lester  E.  Noble,  presi- 
dent of  the  Federal  Radio  Corp.,  sending  his 


greetings  to  the  assembled  dealers  and  regret- 
ting his  inability  to  be  present. 

L.  W.  James,  assistant  to  Mr.  Noble,  of  the 
Federal  Corp.,  spoke  briefly  giving  the  history 
of  the  Federal  organization,  a  description  of 
its  products  and  told  of  the  value  of  a  Federal 
franchise.  He  stated  that  a  power  socket  re- 
ceiver would  be  added  to  the  line  on  or  before 
June  13.  Jesse  B.  Hawley,  president  of  the 
Newcombc-Hawley  Co.,  St.  Charles,  III.,  manu- 
facturer of  loud  speakers,  was  the  next  speaker. 
Up  to  the  present  time,  this  company  has  con- 
tracted only  with  manufacturers,  but  Mr.  Haw- 
ley announced  that  a  new  line  of  speakers 
would  be  sold  through  distributors  and  dealers 
under  the  name  of  Newcombe-Hawley.  The 
Harry  Alter  Co.  will  distribute  these  products 
in  the  Chicago  territory. 

Other  speakers  included  A.  C.  Stearns,  adver- 
tising manager  of  the  Federal  Radio  Corp;  Neil 
Sammons,  of  Henri-Hurst  &  McDonald;  James 
Crawford,  of  the  Chicago  Tribune,  and  Ken- 
neth Henderson,  engineer  of  the  Federal  Radio 
Corp: 


Moran  and  Mack  Are 

Exclusive  Columbia  Artists 


Reproducer' 


The  Thrill  of  Good 
Music  is  Trebled  with 
the  New  Euphonic 


Model  14 
List  Price  $135.00 


IN  the  New  Euphonic  Reproducer  is  achieved  mechanical  perfec- 
tion. A  perfection  that  makes  the  artists'  rendition  a  reproduc- 
tion of  ease  and  accuracy  that  is  a  delight.  The  high  pitch  of  the 
soprano,  the  low  bass,  each  with  infinite  accuracy. 

The  full  clear  tone  of  the  Euphonic  is  a  combination  of  an  acous- 
tically correct  tone  chamber  and  matched  reproducer  units. 


The  New  Euphonic  cabinet  of 
striking  eye  appeal  is  a  creation 
of  grace  and  beauty.  Its  hand 
rubbed  and  waxed  two-tone  ef- 
fects distinguish  the  Euphonic 
as  the  finest  in  cabinet  building. 


£5* 


I 


r 


Model  9 
List  Price  $95.00 


This  beautiful  reproducer  is  rec- 
ognized by  the  trade  today  as 
merchandise  of  decided  merit, 
that  offers  little  sales  resistance 
and  that  aids  greatly  in  building 
a  permanent  business,  backed  by 
a  maker  whose  co-operation  is 
ever  ready. 


Wasmuth-Goodrich  Company 

Peru,  Indiana 


Famous  Team  of  Black-Face  Comedians,  Long 
Favorites  With  Vaudeville  and  Broadway 
Audience,  Record  "Wise-Cracks" 


Moran  and  Mack,  the  internationally  famous 
team  of  black-face  comedians,  now  starring  in 
"Earl  Carroll's  Vanities,"  recently  became  ex- 
elusive  Columbia  recording  artists. 

The  first  record  coupling  made  by  Moran 
and  Mack   for  Columbia  is  a  comedy  sketch 


Moran  and  Mack 

that  is  going  over  big  with  Broadway  crowds. 
It  is  called  "Two  Black  Crows."  The  thousands 
who  have  crowded  theatres  to  hear  the  "wise 
cracks"  pulled  by  these  stars  across  the  foot- 
lights now  will  be  able  to  hear  them  at  home 
any  time  thev  wish. 


Suit  Filed  in  Federal 

Court  by  Latour  Corp. 

An  equity  suit  involving  the  alleged  infringe- 
ment of  two  radio  patents  was  begun  in  the 
Federal  Court  recently  by  the  Latour  Corp., 
of  New  Jersey,  against  the  Silas  E.  Pearsall 
Co.,  of  New  York.  It  was  said  that  the  action 
was  to  protect  the  rights  of  the  plaintiff  and 
all  of  its  associates. 

The  defendant  was  a  distributor  of  radio 
apparatus  manufactured  by  the  Zenith  Radio 
Corp.,  of  Chicago,  which  is  charged  in  the 
complaint  of  infringing  patents  covering  in- 
ventions by  Professor  Marius  C.  A.  Latour,  of 
France,  which  have  been  assigned  to  the  Latour 
Corp.  It  is  alleged  that  the  operations  of  the 
Zenith  Corp.  are  under  a  license  obtained  from 
the  Radio  Corp.  of  America. 

The  complaint  says  that  among  the  com- 
panies which  received  licenses  by  the  Latour 
Corp.  are  the  American  Telephone  &  Telegraph 
Co.,  the  Radio  Corp.,  the  General  Electric  Co. 
and  the  Freed-Eisemann  Radio  Corp.  It  is 
claimed  that  while  the  Radio  Corp.  is  licensed 
under  all  of  the  Latour  patents  relating  to 
radio  the  license  does  not  give  it  the  right  to 
sub-license  other  radio  manufacturers,  and  that 
the  license  given  to  the  Zenith  Co.  does  not 
relieve  this  company  from  possible  infringe- 
ment liability. 

The  plaintiff  asks  for  a  permanent  injunction 
and  for  three  times  the  amount  received  by  the 
defendant  through  the  alleged  infringement  as 
damages. 


Amendment  to  Lien  Law 


The  lien  law.  which  became  effective  in  New 
York  State  on  September  1.  1026,  necessitating 
a  five-day  notice  to  an  instalment  purchaser 
before  a  merchant  could  obtain  a  chattel  by 
writ  of  seizure,  has  been  amended  by  the  New 
York  State  legislature  to  exclude  talking  ma- 
chines, pianos,  radii"  receivers  and  other  musical 
instruments  and,  having  been  signed  by  Gover- 
nor Smith,  is  now  in  force.  Credit  for  the 
amendment  is  largely  due  to  the  efforts  of 
Irwin  Kurt/.,  president  of  the  Talking  Machine 
Si  Radio  Men,  Inc. 
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FIRST 

RADIO  TRADE  SHOW 

Hotel  Stevens 
CHICAGO 

June  mom 

You  Can't  Afford  to  Miss  It 
All  Space  Sold 


The  list  of  exhibitors  at  the  first  exclusive  Radio  Trade  Show 
to  be  held  in  Chicago  week  of  June  13- 18th  under  the  auspices 
of  Radio  Manufacturers'  Association  is  a  blue  book  of  the 
radio  industry. 

All  the  leading  manufacturers  will  be  represented  and  all 
available  space  has  been  sold. 

This  assures  visiting  dealers,  jobbers  and  distributors  a  dis- 
play of  radio  merchandise  for  the  1927-28  season,  worth  going 
miles  to  see. 

Write  for  full  particulars  and  your  invitation  today.  Dealers, 
jobbers  and  distributors  admitted  by  invitation  only. 

The  show  is  being  held  under  the  management  of  G.  Clayton 
Irwin,  Jr.,  General  Manager  of  the  Radio  World's  Fair  and 
the  Chicago  Radio  Show. 


Meetings  Scheduled  for 
R.  M.  A.  Annual 
Convention 

MONDAY,  JUNE  IS 

Registration  and  committee  meet- 
ings. 

TUESDAY,  JUNE  14 

R.  M.  A.  Open  Meeting.  President's 
address  followed  by  two  speakers. 

Meeting  of  all  jobber  and  dealer  as- 
sociations, Harold  J.  Wrape,  President 
of  the  Federated  Radio  Trades  Asso- 
ciation, presiding. 

WEDNESDAY,  JUNE  15 

R.  M.  A.  Open  Meeting. 

Radio  Week  Committee  Meeting. 
THURSDAY,  JUNE  16 

R.  M.  A.  Closed  Meeting.  For  elec- 
tion of  officers  and  transaction  of  other 
business.  _  _  ' 

Meeting  of  Technical  Section  R.M.A. 

Annual  R.M.A.  Banquet.  Introduc- 
tion of  new  officers,  etc. 

FRIDAY,  JUNE  17 

R.  M.  A.  Closed  Meeting.  For  ap- 
pointment of  committees,  unfinished 
business,  etc. 


Radio  Manufacturers'  Association  Trade  Show 

Room  1800,  Times  Building,  New  York  City 


The  R  M  A 
Trade  Show 
Is  Being  Held 
In  Conjunction 
with  the 
3rd  Annual 
R  M  A  Convention 


Space  for  this  advertisement  donated  by  Talking  Machine  World.    Copy,  layout  and  cuts  for  this  advertisement  donated  by  Paul  S.  Weil.  Albert  Frank  &  Co. 
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"Prismatone" — "Instrument  of  Colorful 

Music" — Wins  Brunswick  Name  Contest 

Name  and  Slogan  Contest  Conducted  by  Brunswick  Co.  Won  by  Miss  Mildred  Bux — "Bruns- 
wick Philharmonic"  and  the  "Brunswick  Synchromatic"  Also  Win  Prizes 


The  contest  which  was  sponsored  recently  by 
The  Brunswick-Balke-Collender  Co.,  Chicago, 
for  the  naming  of  its  new  musical  instrument 
was  decided  a  few  days  ago  by  the  judges  in 
favor  of  the  name  "Prismatone,"  with  the 
slogan  "The  Instrument  of  Colorful  Music," 
which  was  suggested  by  Miss  Mildred  Rux,  of 
1212  Melrose  avenue,  Melrose  Park,  Pa.  This 
name  and  its  slogan  were  chosen  from  over  a 
million  suggestions  for  its  particular  applica- 
tion to  the  instrument  which  it   names.  The 


Melrose  Park,  a  suburb  of  Philadelphia,  and  at 
the  present  time  is  so  excited  over  the  pros- 
pect of  her  prize  that  she  cannot  decide  just 
what  to  do  with  the  money. 

Mrs.  Herman  Arky,  whose  suggestion,  "The 
Brunswick  Philharmonic,"  "Many  instruments 
in  one,  one  instrument  in  many,"  won  for  her 
the  second  prize  of  $1,500.00,  like  Miss  Bux,  has 
always  been  an  enthusiastic  Brunswick  booster. 
She  is  a  graduate  musician  and  has  given  piano 
instruction  for  many  vears.    A  most  interest- 


No.  1 — Miss  Mildred  Bux.    No.  2 — Mrs.  Herman  Arky.      No.  3 — P.  L.  Dickerson. 


prize  of  $3,000.00  was  awarded  to  Miss  Bux 
after  a  careful  discussion  and  consideration  on 
the  part  of  the  judges,  who  were  chosen  from 
among  prominent  advertising  men  and  noted 
musicians.  The  names  of  the  contest  winners 
were  revealed  in  the  April  9  issue  of  Liberty. 

The  second  prize  of  $1,500.00  was  awarded  to 
Mrs.  Herman  Arky,  2003  Murphy  avenue,  Nash- 
ville, Tenn.  Her  suggestion  was  "The  Bruns- 
wick Philharmonic,"  and  the  slogan,  "Many  in- 
struments in  one,  one  instrument  in  many." 
There  seemed  to  be  but  little  to  choose  between 
the  two  winning  slogans  and  names,  but  "Pris- 
matone" received  the  most  votes  for  first  place. 

A  U.  S.  Coast  Guard,  P.  L.  Dickerson,  Section 
Rase  13,  Port  Angeles,  Wash.,  was  awarded  the 
$500.00  prize  for  his  suggestion  "The  Bruns^ 
wick  Synchromatic,"  and  slogan,  "A  new  age,  a 
new  instrument." 

The  Brunswick  Prismatone  is  the  develop- 
ment of  exhaustive  research  on  the  part  of  the 
engineers  of  the  Brunswick-Balke-Collender 
Co.,  who  have  striven  to  create  a  mechanical 
instrument  which  would  reproduce  the  all- 
important  bass  and  treble  tones  which  hcreto- 
fore  were  reproduced  only  indifferently  on  the 
best  available  mechanical  phonograph.  The 
range  of  reproduction  of  the  new  Prismatone 
is  so  comprehensive  as  to  reproduce  more  faith- 
fully when  used  in  connection  with  Brunswick 
"Light  Ray"  records. 

Miss  Mildred  Bux,  the  winner  of  the  first 
prize,  after  she  had  been  notified  of  her  good 
fortune,  told  the  Philadelphia  representatives  of 
the  Brunswick  Co.  that  her  family  has  had  a 
Brunswick  phonograph  in  their  home  for  many 
years,  that  they  had  purchased  one  of  the  first 
Brunswicks  in  the  town,  and,  naturally,  she  had 
been  a  Brunswick  booster  for  years.  "When," 
she  goes  on  to  say,  "I  heard  the  New  Musical 
Instrument  on  which  the  contest  was  being 
held,  I  was  so  delighted  with  it  that  it  was 
simple  to  suggest  many  names,  for  I  realized 
that  here  was  an  instrument  far  ahead  of  any- 
iliitiR  I  had  ever  heard  in  the  line  of  mechanical 
reproducing  instruments  "  Miss  Bux  is  a  charm- 
ing auburn-haired   Stenographer,   who   lives  in 


ing  part  of  her  teaching  has  been  her  use  of 
the  Brunswick  phonograph  to  illustrate  to  her 
pupils  the  ability  of  such  great  masters  of  the 
keyboard  as  Josef  Hofmann  and  Leopold  Go- 
dowsky,  who  have  been  recording  for  Bruns- 
wick since  their  beginning  in  the  industry.  Mrs. 
Arky  explained  her  use  of  the  Brunswick  in- 
strument in  that  connection  with  the  state- 
ment, "Its  clarity  and  resonance  of  tone  make 
the  records  of  the  great  artists  as  stimulating 
as  personal  interpretations  of  master  mu 
sicians." 

There  is  just  a  touch  of  romance  in  the 
awarding  of  the  third  prize  of  $500.00  to  P.  L 
Dickerson,  who  is  a  U.  S.  Coast  Guard,  at  Sec- 
tion Base  13,  Port  Angeles,  Wash.  His  selec- 
tion, "The  Brunswick  Synchromatic,"  "A  new 
age,  a  new  instrument,"  was  awarded  the  prize 
for  its  good  rating  by  all  the  judges.  Mr. 
Dickerson's  story  tells  how  his  prize  will  be 
especially  acceptable.  "I  am  a  married  man," 
wrote  Mr.  Dickerson,  "with  a  wife  and  two 
children,  one  son  age  eighteen  months  and  one 
son  age  six  weeks,  residing  here  in  Port 
Angeles,  and  have  been  a  member  of  Uncle 
Sam's  coast  guardians  for  quite  some  time.  In 
selecting  a  suitable  name  and  slogan  for  this 
great  new  Brunswick  instrument  it  was  far 
from  an  easy  task  and  I  devoted  many  sleep- 
less hours  in  going  through  various  research 
methods  to  get  at  what  1  considered  a  suitable 
name  and  slogan.  1  entered  this  contest  with 
a  determined  effort.  1  hoped  to  succeed  and 
kept  my  mind  on  success.  1  submitted  many 
names  and  slogans  and  whenever  I  thought  of 
one  that  I  deemed  a  little  better  than  one 
previously  submitted  I  set  down  from  my  work 
and  wrote  it  down.  In  my  work  1  was  chided 
by  some  of  my  comrades,  who  stated  that  I  had 
no  chance,  as  such  a  big  contest  as  this  was  not 
on  the  square,  but  I  said,  'The  Brunswick- 
Balke-Collender  Co.  i-  mighty  large  and  it  is 
certain  that  they  would  not  stand  for  anything 
but  justice,  and  in  the  long  run,  the  best  name 
and  slogan  would  win,  regardless  of  who  the 
person  was  that  submitted  such!'  A  great  in- 
spiration, in  fact,  tin-  premier  inspiration,  was 


the  instrument  itself,  for  to  listen  to  this  new- 
principle  instrument  was  to  marvel  at  its  life- 
like reproduction.  Names,  slogans  and  ideas 
were  instantly  created  in  my  mind  whenever  1 
had  the  opportunity  to  listen  in  at  our  local 
dealers.  I  had  listened  to  many  sound-repro- 
ducers, but  none,  with  one  exception,  seemed 
to  bring  out  that  lifelike  quality  as  did  this  new- 
principle  instrument,  truly  the  greatest  me- 
chanical reproducer  of  the  New  Age.  The  one 
exception  I  take  is  the  Brunswick  Panatrope." 


Sparks-Withington  Co. 

Announces  Ad  Counselors 


Brooke,  Smith  &  French,  Inc.,  Well-Known 
Detroit  Advertising  Agency,  Plans  Big  Cam- 
paign in  Magazines  and  Newspapers 


Jackson,  Mich.,  April  6. — Capt.  William  Sparks, 
president  and  general  manager  of  the  Sparks- 
Withington  Co.,  announced  the  appointment  of 
Brooke,  Smith  &  French,  Inc.,  Detroit  national 
advertising  agency,  as  advertising  and  mer- 
chandising counselors  in  the  marketing  of 
Sparton  radios  and  Sparton  motor  car  horns. 
This  appointment  of  an  advertising  agency  that 
has  been  associated  with  a  number  of  outstand- 
ing successful  companies  and  that  is  particularly 
identified  with  intensive  merchandising  and 
control  of  sales  clear  to  the  point  of  contact 
with  the  final  consumer  is  an  important  step 
in  the  expansion  program  of  the  Sparks- 
Withington  Co.  It  will  be  recalled  that  the 
company  recently  announced  another  step  in 
this  program  in  the  purchase  of  the  large  Earl 
Motors  plant,  which  provides  50  per  cent  more 
manufacturing  space  than  does  the  present  fac- 
tory. 

The  demand  already  established  in  the 
twenty-six  years  that  Sparton  horns  have  been 
on  the  market  and  the  popularity  achieved  by 
Sparton  radios  during  the  past  two  years  will 
be  increased  by  a  comprehensive  advertising 
campaign  in  national  magazines,  newspapers 
and  other  media.  At  the  same  time  the  trade 
representation  enjoyed  by  Sparton  products  is 
to  be  broadened  through  an  aggressive  cam- 
paign of  territorial  development  and  sales 
promotion. 

Although  1926  was  the  first  year  in  which 
Sparton  radios  were  actively  marketed,  the 
company  has  already  attained  recognition 
among  the  leading  manufacturers  in  the  radio 
industry. 


Freed-Eisemann  Ad  Manager 
Is  Declared  Prize  Winner 


One  of  the  items  in  an  elaborate  line  of 
Freed-Eisemann  dealer  helps  won  for  R.  R. 
Smith,  advertising  manager  of  the  Freed- 
Eisemann  Radio  Corp.,  a  prize  of  $25  in  a 
contest  conducted  by  Postage,  a  direct-mail 
magazine,  for  the  best  series  of  postcards 
utilized  in  an  advertising  campaign.  One  dealer 
with  a  mailing  list  of  100  names  reported  the 
sale  of  fifty-four  Freed-Eisemann  sets  and 
twelve  sets  of  other  makes,  directly  due  to  the 
winning  postcard  series. 


Edison  Officials  at  Banquet 

Arthur  L.  Walsh,  vice-president  and. manager 
of  the  phonograph  division  of  Thos.  A.  Edison, 
Inc.,  with  a  sizable  delegation  of  department 
heads,  including  Walter  Miller,  the  veteran 
recording  director,  attended  the  annual  banquet 
and  ball  of  The  Talking  Machine  &  Radio 
Men,  Inc.,  at  the  Hotel  Commodore,  on  April 
6.  Incidentally,  a  number  of  Edison  artists, 
including  Rolfe  and  His  Orchestra,  took  part 
in  the  lengthy  program. 


A  bowling  team  has  been  formed  by  the  fac- 
tory division  of  the  Atwatcr  Kent  Mfg.  Co., 
Philadelphia,  Pa.,  which  has  played  a  number 
of  engagements  and  has  issued  an  open  chal- 
lenge to  any  Atwater  Kent  distributors. 
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Detroit  Talking  Machine  Trade  Antic- 
ipates a  Big  Demand  for  Portables 

Dealers  Are  Pushing  the  Portable  Talking  Machine  in  Advertisements  and  Window  Displays — 
Automatic  Orthophonic  in  Demand — Bayley  Music  Store  in  New  Home — Other  Trade  News 


Detroit,  Mich.,  April  7. — Sales  of  talking  ma- 
chines have  shown  some  improvement,  but 
dealers  still  feel  that  there  is  room  for  improve- 
ment for  this  season  of  the  year.  No  doubt,  the 
depression  since  the"  first  of  January  has  held 
back  sales,  although  right  now  the  motor  plants 
are  again  booming  and  thousands  of  people 
have  gone  back  to  work,  so  that  the  outlook 
for  better  business  is  very  encouraging. 

With  signs  of  warm  weather  and  the  arrival 
of  Spring,  dealers  are  pushing  the  portable  ma- 
chines for  campers,  tourists,  etc.  Last  year 
sales  on  this  type  of  instrument  were  very  big 
and  dealers  see  no  reason  why  they  should  not 
be  extended  this  year,  especially  in  view  of  the 
fact  that  warm  weather  has  appeared  earlier 
than  in  many  years  past. 

The  Detroit  Music  Co.  reports  a  sustained  de- 
mand for  the  various  models  of  Columbia  Viva- 
tonal  phonographs  and  records.       During  the 


Viva-tonal  Display  in  Detroit 

past  month  sales  of  t His  line  of  instruments 
showed  a  healthy  increase  over  the  previous 
month,  due  largely  to  the  interest  aroused  by 
the  attractive  window  display  of  the  Viva-tonal 
line,  pictured  above. 

Demonstrating  the  Brunswick  Panatrope  by 
means  of  extending  the  sound  through  the 
front  door  to  passersby  is  getting  to  be  quite 
the  thing.  Any  number  of  stores  are  doing 
this,  with  the  result  that  they  attract  many 
people  and  keep  a  crowd  in  front  of  their  stores 
morning  and  afternoon.  It  is  good  advertising, 
to  say  the  least,  and  helps  the  sale  of  phono- 
graphs as  well  as  records. 

Victor  dealers  are  all  enthused  over  the  new 
Automatic  Victor  Orthophonic  that  plays 
twelve  records  without  stopping.  All  this  week 
is  being  given  to  demonstrations,  which  have 
stirred  up  considerable  interest.  Some  of  the 
dealers  have  put  the  new  machine  in  their  win- 
dows, which  are  certainly  attracting  attention. 
Too  early  to  speak  of  sales. 

The  Frank  Bayley  Music  Store,  Detroit,  has 
moved  from  Woodward  avenue  back  to  Broad- 
way, in  the  section  where  Mr.  Bayley  really 
started.  Here  he  has  a  nicer  store  in  every 
respect.  Here  he  is  within  a  stone's  throw  of 
the  Hudson  Music  Store,  the  new  Grinnell  Bros, 
branch,  Kimball  Piano  Store,  Dupraw  Music 
House,  new  Wurlitzer  store  and  several  others 

Mr.  Bayley,  who  is  president  of  the  Detroit 
Music  Trades  Association,  is  giving  consider- 
able time  of  late  to  the  coming  State  conven- 
tion of  the  Michigan  music  dealers,  which 
promises  to  be  a  very  important  affair  from  a 
trade  standpoint.  The  business  program  will 
include  a  number  of  discussions  affecting  the 
talking  machine  industry;  there  will  be  some 
exhibits  and  already  several  of  the  large  talking 
machine  jobbers  have  agreed  to  take  space. 

The  Rose-Hill  Music  Co.  has  opened  a  shop 
on  East  Grand  River,  near  Broadway.  A  com- 
plete line  of  sheet  music,  small  goods  and  the 
Pathephonic  are  being  handled. 

The  Jefferson  Radio  &  Electric  Corp.,  of 
Detroit,  located  at  445  East  Jefferson  avenue, 
has  added  a  retail  talking  machine  department,' 
putting  in  the  Victor  line;  also  the  Federal 
Ortho-sonic,  Atwater-Kent  and  the  Shamrock 
The  officers  comprise  some  of  the  most  prom- 


inent men  in  the  city,  such  as  Dr.  H.  N.  Tor- 
rey,  who  is  president,  and  H.  E.  Walker, 
former  Canadian  distiller. 

There  won't  be  any  change  in  the  jobbing 
situation  for  1927  as  far  as  Detroit  is  con- 
cerned. Grinnell  Bros.  will  continue  as 
distributor  in  Michigan  for  the  Victor;  S.  E. 
Lind  Co.  remains  with  the  Adler  Royal  line; 
the  R.  B.  Ailing  Co.,  which  has  always  had  the 
Edison,  will  continue;  The  Brunswick  does  its 
own  distributing  in  charge  of  Paul  McCullough; 
Yahr  &  Lange,  at  442  East  Lafayette,  have  the 
Sonora;  on  the  same  street  is  the  local  branch 
of  the  Columbia;  the  Starr  Phonograph  Co. 
does  its  own  jobbing  in  charge  of  W.  H.  Hut- 
tie,  who  looks  after  its  State  business  on  pianos 
as  well;  the  Consolidated  Talking  Machine  Co. 


handles  the  Okeh  record  line;  the  Michigan 
Phonograph  Supply  Co.  is  also  a  jobber  of  the 
same  line. 

Quite  a  number  of  new  retail  stores  have 
opened  up  in  the  neighborhood  sections,  put- 
ting in  talking  machines  as  well  as  radio,  and 
most  of  them  have  added  small  goods. 

W.  H.  Lawton  Manager  of 
Columbia  Los  Angeles  Branch 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  Inc., 
announced  recently  the  appointment  of  W.  H. 
Lawton  as  manager  of  the  Columbia  branch 
at  Los  Angeles,  succeeding  W.  E.  Henry,  who 
resigned  from  the  Columbia  organization  a 
short  while  since.  Mr.  Lawton,  who  has  been 
connected  with  Columbia  activities  for  the  past 
ten  years,  was  formerly  manager  at  the  Seattle 
branch  store,  where  he  made  an  excellent  rec- 
ord. He  is  succeeded  at  Seattle  by  L.  D.  Marsh, 
formerly  Columbia  traveling  representative  in 
Spokane  territory. 
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The  Greatest  Operadio 

Ever  Built 

at  the  Lowest  Price  ever 
offered — $112-00  rsxsr 

List 

A  radical  price  reduction  of  $48  on  the  Model  7  Operadio — the  unchal- 
lenged leader  for  five  years  in  the  portable  field — offers  dealers  an  un- 
equalled opportunity  to  swell  their  profits  during  the  Spring  and  Sum- 
mer months. 

This  new  7-tube  set  is  the  greatest  Operadio  ever  built.  Greatest 
in  power,  in  tonal  quality,  in  range  and  selectivity !  It  is  the  result  of  five 
years  concentrated  effort  in  developing  a  practical  long-lived  portable. 
Old-timers  in  the  industry  know  the  supremacy  of  Operadio. 

Operadio  Portable  Sales  Will  Be  Big  in 
Spring  and  Summer 

The  demand  for  the  only  available,  reliable,  standard  portable — 
Operadio — is  tremendous  in  Spring  and  Summer.  Its  desirability  for 
outings,  camps,  tourists,  etc.,  makes  it  a  big  seller  at  this  time.  You 
can  do  a  very  profitable  business  on  Operadio  in  the  months  just  ahead — 
and  make  a  good  profit. 

Operadio  engineers  have  developed  a  new 
A  and  B  eliminator  which  may  be  completely 
self-contained  in  the  cases  of  ail  Operadio 
models.    Ask  us  about  it  and — 

Write  or  wire  for  terms  of  our  hew  franchise 

OPERADIO  MANUFACTURING  CO. 

700  EAST  40th  STREET  CHICAGO,  ILL. 
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Latest  Summary  of  Exports 
and  Imports  of  "Talkers" 

Figures  on  Exports  and  Imports  of  Talking 
Machines  and  Records  for  January  and  Feb- 
ruary— General  Increase  Over  Year  Previous 


Washington,  D.  C,  April  7. — In  the  sum- 
mary of  exports  and  imports  of  the  commerce 
of  the  United  States  for  the  month  of  January, 
1927  the  following  are  the  figures  bearing 
on  talking  machines  and  records: 

The  dutiable  imports  of  talking  machines  and 
parts  during  January,  1927,  amount  in  value 
to  $46,351,  as  compared  with  $32,270  worth 
which  were  imported  during  the  same  period 
of  1926.  The  six  months'  total  ended  December, 

1926,  showed  importations  valued  at  $424,510; 
in  the  same  period  of  1925,  $150,746. 

Talking  machines  to  the  number  of  11,853, 
valued  at  $410,455,  were  exported  in  January, 

1927,  as  compared  with  8,203  talking  machines, 
valued  at  $166,822,  sent  abroad  in  the  same 
period  of  1926.  The  six  months'  total  showed 
that  we  exported  56,277  talking  machines,  valued 
at  $1,841,634,  as  against  45,781  talking  machines, 
valued  at  $1,212,746,  in  1926. 

The  total  exports  of  records  and  supplies  for 
January,  1927,  were  valued  at  $207,553,  as  com- 
pared with  $119,611  in  January,  1926.  The  six 
months  ending  December,  1926,  show  records 
and  accessories  exported  valued  at  $1,172,690,  as 
compared  with  $899,799  in  1926. 

The  countries  to  which  these  instruments 
were  sent  during  January  and  their  values  were 
as  follows:  Europe,  $12,197;  Canada,  $5,792; 
Central  America,  $16,722;  Mexico,  $27,956; 
Cuba,  $35,153;  Argentina,  $53,090;  Chile,  $40,877; 
Colombia,  $26,555;  Peru,  $7,375;  Other  South 
America,  $75,573;  China,  Hongkong  and  Kwan- 
tung,  $6,903;  Philippine  Islands,  $15,024;  Aus- 
tralia, $46,286;  New  Zealand,  $7,309;  Other 
Countries,  $33,643. 

Exports  and  Imports  for  February 

In  the  summary  of  exports  and  imports  of 
the  commerce  of  the  United  States  for  the 
month  of  February  (the  latest  period  for  which 
it  has  been  compiled),  the  following  are  the 
figures  bearing  on  talking  machines  and  rec- 
ords: 

The  dutiable  imports  of  talking  machines  and 
parts  during  February,  1927,  amount  in  value 
to  $58,069,  as  compared  with  $21,955  worth 
which  were  imported  during  the  same  period 
of  1926.  The  two  months'  total  ended  Feb- 
ruary, 1927,  showed  importations  valued  at 
$104,420;  in  the  same  period  of  1926,  $54,225. 

Talking  machines  to  the  number  of  8,190, 
valued  at  $303,580,  were  exported  in  February, 
1927,  as  compared  with  5,425  talking  machines, 
valued  at  $162,714,  sent  abroad  in  the  same 
period  of  1926.  The  two  months'  total  showed 
that  we  exported  20,043  talking  machines, 
valued  at  $714,035,  as  against  13,628  talking 
machines  valued  at  $329,536,  in  1926. 

The  total  exports  of  records  and  supplies  for 
February,  1927,  were  valued  at  $173,422,  as 
compared  with  $139,973  in  February,  1926.  The 
two  months  ending  February,  1927,  show 
records  and  accessories  exported  valued  at 
$380,975,  as  compared  with  $259,584  in  1926. 

The  countries  to  which  these  instruments 
were  sent  during  February  and  their  values 
were  as  follows:  Europe,  $9,548;  Canada,  $11,- 
449;  Central  America,  $20,336;  Mexico,  $30,648; 
Cuba,  $52,390;  Argentina,  $38,262;  Chile,  $30,232; 
Colombia,  $11,535;  Peru,  $3,303;  other  South 
America,  $27,540;  China,  Hongkong  and  Kwan- 
tung,  $11,593;  Philippine  Islands,  $9,313;  Aus- 
tralia, $26,341;  New  Zealand,  $813;  other 
countries,  $20,277. 


A  new  radio  store  has  been  opened  in  Greens- 
burg,  Pa.,  by  Frank  Gangle. 


Announce  Convention  Trans- 
portation Arrangements 

G.  Clayton  Irwin,  Jr.,  Tells  of  Special  Trains 
Which  Will  Take  Conventioners  to  R.  M.  A. 
Show  at  Chicago — Convention  Program 


Special  trains  from  various  sections  of  the 
United  States  will  carry  members  of  the  radio 
industry  to  the  annual  trade  show  and  conven- 
tion of  the  Radio  Manufacturers  Association  to 
be  held  at  the  Stevens  Hotel  in  Chicago  the 
week  of  June  13,  according  to  an  announcement 
made  by  G.  Clayton  Irwin,  Jr.,  general  director 
of  the  show. 

Commenting  upon  transportation  arrange- 
ments, Mr.  Irwin  said:  "A  special  train  will  run 
as  a  section  of  the  Twentieth  Century  Limited, 
leaving  New  York  June  12,  arriving  in  Chi- 
cago the  morning  of  June  13.  Special  cars 
will  be  added  to  the  train  at  Albany,  where  the 
Boston  delegation  will  be  picked  up,  and  at 
Rochester,  where  the  Buffalo  and  Rochester 
dealers  will  be  taken  care  of.  Philadelphia  deal- 
ers and  jobbers  will  split,  half  of  them  com- 
ing to  New  York  to  join  the  New  York  excur- 
Monists  and  the  others  traveling  in  special  cars 
via  the  Pennsylvania  railroad.  Two  special  cars 
of  Pittsburgh  dealers  and  jobbers  will  join  the 
Philadelphia  crowd  at  that  city.  The  Cleveland 
and  Detroit  delegation  will  travel  in  special 
cars  and  by  motor.  New  Orleans  dealers  and 
jobbers  are  arranging  for  a  special  car  which 
will  pick  up  the  Southern  delegation  at  various 
points  en  route.  Special  trains  from  the  North- 
west will  bring  members  of  the  North  West 
Radio  Trades  Association,  while  visitors  from 
St.  Louis  will  have  a  special  section  of  one  of 
Lhc  overnight  trains  to  Chicago  exclusively  de- 
voted to  them." 

A  number  of  music  dealers  from  all  over  the 
country  who  will  attend  the  annual  convention 
.of  the  Music  Industries  Chamber  of  Commerce 
and  various  music  associations  will  be  in  Chi- 
cago the  week  previous  to  the  radio  show,  and 
many  are  arranging  to  stay  over  for  the  radio 
convention. 

More  than  three  thousand  members  of  the 
radio  trade  are  expected  to  attend  the  show,  ac- 
cording to  Mr.  Irwin.  Many  of  the  trains  will 
be  equipped  with  radio  receiving-sets  and  other 
entertaining  features  are  being  arranged,  includ- 
ing a  number  of  radio  stars  who  will  attend  the 
convention  and  who  have  agreed  to  perform  on 
the  train  for  the  entertainment  of  the  visitors 
en  route. 

The  sessions  will  open  on  Monday,  June  13, 
continuing  until  Friday,  June  18.  The  annual 
banquet  will  be  held  on  Thursday  night.  The 
complete  program  to  date  is  as  follows: 

Monday — 10.00  A.M. — Registration  and  committee  meet- 
ings. 

Monday — 2.00  P.M. — Opening  of  the  Trade  Show. 

Monday — 5.00  P.M. — Closing  of  the  Trade  Show. 

Monday — 7.30  P.M. — Opening  of  room  exhibits  with  an- 
nouncement that  exhibits  will  be  open  during  the  week, 
with  the  exception  of  Tuesday. 

Tuesday— 10.00  A.M.— R.  M.  A.  Open  Meeting.  Presi- 
dent's address  followed  by  two  speakers. 

Tuesday— 2.00   P.M.   to   5.00   P.M.— Trade  Show  open. 

Tuesday — 8.00  P.M. — Meeting  of  all  jobber  and  dealer 
associations.  Harold  T.  Wrape,  president  of  the  Federated 
Radio  Trades  Association,  presiding. 

Wednesday — 10.00  A.M. — Open  meeting. 

Wednesday — 12.30  P.M. — Radio  Week  Committee  Meet- 
ing. 

Wednesday— 2.00  P.M.  to  10. 00  P.M. — Trade  Show. 

Thursday — 10.00  A.M. — Closed  R.  M.  A.  meeting.  For 
election  of  officers  and  transaction  of  other  business. 

Thursday — 2.00  P.M. — Opening  of  Trade  Show.  Meet 
ing  of  Technical  Section  of  R.  M.  A. 

Thursday— 7.30  P.M. — Annual  R.  M.  A.  Banquet.  In- 
troduction of  new  officers,  etc. 

Friday— 10.00  A.M. — R.  M.  A.  Closed  Meeting  For 
appointment  of  committees,  unfinished  business,  etc. 

Trade  Show  to  be  open  from  2.00  o'clock,  p. 
in.,  until  5.00  o'clock,  p.  m.,  closing  at  that  time 
in  order  that  manufacturers  may  clear  their  ex- 
hibits and  be  ready  to  leave  Saturday. 


Pausin  Engg.  Co.  Reduces 

the  Price  of  Its  Speaker 

"P-2  Pedestal  Octacone"  Speaker  Price  Reduc- 
tion Brought  About  by  Demand  and  Econo- 
mies in  Production 

The  Pausin  Engineering  Co.,  727-29  Freling- 
huysen  avenue,  Newark,  N.  J.,  manufacturer  of 
the  Octacone  speaker,  has  just  reduced  the 
price  of  the  "P-2  Pedestal  Octacone"  speaker. 
This  model,  together  with  the  table  style,  com- 
prise the  complete  line  of  these  specially  de- 
signed cone  speakers.  The  new  price  of  the 
Pedestal  type  Octacone  is  based  upon  the  wide 
popularity  achieved  by   this   product   since  it- 


P-2  Pedestal  Octacone 


introduction.  Owing  to  the  increased  demand 
and  certain  economies  the  cost  per  unit  in 
manufacture  has  been  reduced  and  passed  on 
to  dealer  and  consumer. 

The  Pedestal  type  Pausin  Octacone  is  an 
artistic  product  with  a  color  scheme  that  blends 
with  the  atmosphere  of  any  room.  It  is  sold 
with  a  lengthy  cord,  making  possible  the  cone's 
use  in  any  position  of  the  room. 

The  manufacturer  is  a  well-known  engineering 
firm  which  heretofore  made  motion  picture 
products,  radio  sets,  marine  and  electric  motors. 
W  hile  its  radio  speaker  is  a  cone  type  it  carries 
a  number  of  exclusive  features.  It  is  presented 
to  the  trade  under  a  guarantee. 


Unusual  Okeh  Publicity 

The  advertising  department  of  the  Okeh 
Phonograph  Corp.,  New  York  City,  mailed 
recently  to  every  orchestra  director  in  the 
country  a  very  interesting  mailing  card  calling 
attention  to  several  new  recordings  in  the  Okeh 
library,  featuring  modern  jazz  records  made 
under  the  new  Okeh  electric  process.  The  card 
stresses  the  unusual  technique  winch  charac- 
terizes  these  recordings,  calling  attention  to  the 
individual  and  distinctive  orchestrations  that 
are  a  feature  of  these  modern  dance  selections. 


MANUFACTURERS  OF  RADIO  and  PHONOGRAPH  HARDWARE 
Write— Star  Machine  &  Novelty  Co.,  9-1 1  Watsessing  Ave.,  Bloomfield,  N.  J. 
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Attractive  Kellogg  Display 
Occupies  Landay  Window 

Large  Photostat  of  Newspaper  Advertisement 
Central  Figure  of  Unusual  Window  Display 
—Offers  Three- Day  Free  Trial 

An  unusual  window  display  featuring  the 
Kellogg  line  of  radio  receivers  recently  occu- 
pied the  main  window  of  Landay  Hall,  Sixth 
avenue   and   Forty-second   street,    New  York. 


Landay  Kellogg  Display 

This  display  had  as  its  central  figure  a  large 
photostat  of  a  Landay  advertisement  which 
was  published  in  the  leading  New  York  and 
suburban  newspapers,  offering  to  install  a  Kel- 
logg radio  receiver  in  the  home  for  a  three- 
day  free  trial  with  no  obligation  to  purchase. 

This  offer,  which  is  more  or  less  a  common 
occurrence  with  a  neighborhood  dealer,  is  un- 
usual with  a  chain  store  organization  and  is  an 
indication  of  the  high  esteem  in  which  the  Lan- 
day organization  holds  the  Kellogg  products. 

The  display,  centered  about  the  reproduced 
advertisement,  also  included  a  Kellogg  table 
model  and  a  console  model  receiver  with  small 
attractive  display  cards  telling  of  the  out-stand- 
ing features  of  the  instruments.  The  display 
was  most  effective  in  drawing  people  into  the 
store  and  many  took  advantage  of  the  offe.r 
with  the  result  that  the  radio  sales  volume  took 
a  decided  upward  trend  for  the  month. 

E.  T.  Cunningham  Corrects 
Some  Erroneous  Deductions 

Herbert  H.  Frost,  General  Sales  Manager, 
Through  Advertisement  and  by  Letter,  Out- 
lines Characteristics  of  New  CX-325  Tube 


Under  the  heading,  "What  Is  This  A-C 
Tube?"  E.  T.  Cunningham,  Inc.,  recently  in- 
serted advertisements  in  the  New  York  news- 
papers outlining  the  exact  characteristics  of 
the  new  tube,  CX-325,  which  the  radio  sections 
of  the  New  York  press  had  announced  as  a 
revolutionary  development  and  one  which  would 
eliminate  all  batteries  and  battery  devices.  The 
advertisement  was  signed  by  Herbert  H.Frost, 
general  sales  manager,  and  was  sent  with  a 
letter  to  all  Cunningham  distributors  through- 
out the  country.  This  action  was  taken  to 
counteract  any  erroneous  deductions  on  the 
part  of  the  jobber,  the  dealer  or  the  public. 

Commenting  further  on  the  new  tube,  Mr. 
Frost  issued  the  following  statement: 

"Our  company  has  had  under  consideration 
for  over  a  year  and  a  half  the  thought  of  in- 
troducing a  type  of  tube  which  would  simplify 
the  application  of  alternating  house  current  in 
the  operation  of  a  radio  receiver.  Several 
different  types  of  such  tubes  have  been  de- 
veloped and  experimented  with,  but  at  this 
time  no  definite  conclusion  has  been  reached. 
Research  work  is  still  continuing  and  a  number 
of  practical  and  difficult  problems  in  connection 
with  a  so-ealled  A-C  tube  are  yet  to  be  solved 
The  principal  problem  is  the  elimination  of  so- 
called  A-C  hum.  The  statement  in  the  press 
above  referred  to  is  totally  and  wholly  mis- 
leading. One  of  the  tubes  that  we  have  under 
consideration  was  assigned  the  tentative  type 
number  CX-325  purely  for  purposes  of  labora- 


tory designation.  This  tube  has  what  is  com- 
monly known  as  an  externally  heated  cathode 
and  is  similar  to  a  tube  which  has  been  on  the 
market  for  a  year  and  a  half  without  meeting 
any  market  success.  This  is  a  type  of  tube 
which,  in  my  present  opinion,  has  a  very  limited, 
if  any,  market  possibility.  It  does  not  eliminate 
the  'B'  batteries  and  merely  permits  direct 
application  of  house  alternating  current  through 
a  stepdown  transformer  to  the  cathode  heater. 
Other  than  eliminating  the  'A'  batteries,  or  'A' 
batteries  with  trickle  charger,  this  tube  would 
show  no  improved  radio  results  over  any  of 
our  present  types  of  tubes.  Furthermore,  this 
new  type  could  not  be  directly  used  in  present 
receivers,  and  even  if  it  could  it  would  not 
improve  the  results  obtainable  from  such  re- 
ceivers. In  other  words,  the  only  possible 
advantage  of  this  rather  expensive  type  of  tube 
is  to  simplify  the  filament  current  supply. 

"No  development  that  we  know  of  at  this 
time  holds  any  possibility  of  eliminating  the 
necessity  for  'B'  batteries  or  'B'  battery 
eliminators.     The   only   possible  development 


relates  to  a  simpler  method  of  applying  house 
alternating  current  to  the  filament  circuit,  and 
any  market  development  is  still  quite  indefinite 
and  remote. 

"I  want  to  be  most  emphatic  in  the  state- 
ment that  any  so-called  A-C  tube  development 
will  not  render  obsolete  present  broadcast  re- 
ceivers, and  that  our  present  line  of  standard 
tubes  will  continue  as  a  standard  basis  of  radio 
performance." 

H.  S.  Elkan  in  New  Post 


The  appointment  of  Harry  S.  Elkan  as  East- 
ern representative  for  Stevens  speakers  has 
been  announced  by  J.  B.  Price,  sales  manager 
of  Stevens  &  Co.,  Inc.,  New  York.  His  terri- 
tory includes  New  York,  Pennsylvania,  New 
Jersey  and  the  New  England  States,  as  well 
as  Washington  and  Baltimore. 


E.  M.  Rutz  has  organized  the  Phono-Radio 
Service  Co.,  Birmingham,  Ala.,  and  is  whole- 
saling talking  machines  and  radio  accessories. 


The  World's  Largest  Producers  of  Die -Castings 


Doehler  Die  Cast 
Zinc  Alloy  Unit  Cup 
and  Base  for  Radio 
Cone  Type  Loud 
Speaker,  with  inter- 
nal and  external 
thread  cast. 


There  is  but  one  standard  by  which  the  Doehler  organization 
gauges  production . . .  the  best.  This  uncompromising  attitude 
has  attracted . . .  and  held . . .  the  patronage  of  America's  greatest 
industrial  enterprises.  Since  1906  the  leadership  of  Doehler  Die 
Castings  has  rested  on  engineering  and  metallurgical  expertness 
. . .  plus  the  mechanical  resources  to  insure  vast  production.  And 
now,  in  1927,  three  complete  Die  Casting  plants  and  a  separate 
division  for  assembly,  makes  the  certainty  of  deliveries  a  fact 
beyond  even  unusual  contingencies.  ©.Consider  us  at  your 
service  in  solving  YOUR  Die  Casting  problems. 

DOEHLER 


SJHS 


-*Sv 


DOEHLER  DIE-CASTING  CO.  Brooklyn,  N.Y.""'  Toledo,  O.  BateriarN.Y.'  Pottstown,  Pa. 
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Automatic  Orthophonic  Victrola  Heard 

at  Kansas  City  Woman's  Exposition 

Victor  Dealers  Report  Enthusiastic  Reception  of  New  Instrument  by  Public — J.  C.  Clinkenbeard 
Is  Appointed  Manager  of  Brunswick  Shop — New  Branch  Stores  Opened — Other  News 


Kansas  City,  Mo.,  April  7. — General  conditions 
with  the  talking  machine  dealers  in  Kansas  City 
compare  favorably  with  the  same  period  last 
year,  with  a  good,  although  not  unusually  large, 
demand  for  machines,  and  a  consistently  big 
sale  of  popular  records.  The  introduction  to 
the  public  of  the  new  Automatic  Orthophonic 
Victrola  was  one  of  the  outstanding  events  of 
the  month.  A  demonstration  at  the  J.  W.  Jen- 
kins' Sons  store  here  attracted  a  big  crowd  to 
the  phonograph  department,  while  a  demon- 
stration reaching  an  even  larger  number  of 
prospects  was  made  by  the  Paul  Record  Shop 
at  its  booth  at  the  Kansas  City  Woman's  Ex- 
position, held  during  the  last  week  of  March. 
The  response  of  the  public  to  the  new  Victor 
machine  was  instantaneous,  the  self-loading 
feature  meeting  a  definite  desire  on  the  part  of 
the  public. 

An  interesting  event  in  the  retail  phonograph 
field  in  Kansas  City  during  the  past  month 
was  the  announcement  of  the  new  connection 
of  J.  C.  Clinkenbeard,  formerly  of  the  phono- 
graph department  of  the  North  Mehornay  Fur- 
niture Co.,  with  the  Brunswick  Shop.  He  will 
act  as  manager  of  sales  and  advertising  in 
charge  of  production  for  the  shop  under  G.  C. 
Anderson,  the  owner.  Mr.  Clinkenbeard  is  one 
of  the  outstanding  men  in  the  phonograph  busi- 


ness in  Kansas  City,  where  he  has  won  con- 
siderable recognition  among  both  dealers  and 
distributors.  He  is  enthusiastic  in  his  predic- 
tions as  to  the  future  of  the  Brunswick  line. 
Definite  plans  for  an  aggressive  campaign  for 
business  have  not  as  yet  been  announced. 

The  opening  of  two  new  retail  branch  stores 
in  Kansas  City  has  featured  the  activity  of 
Jenkins  during  March.  They  expect  to  reach 
a  new  field  of  customers  as  well  as  serve  more 
conveniently  many  of  their  old  customers. 

Miss  J.  M.  Poynter,  of  the  Jones  Store, 
says  that  machines  are  moving  well  in  her  de- 
partment, the  volume  of  business  being  ahead 
of  this  time  last  year.  Portables  are  beginning 
to  move,  although  this  is  earlier  than  usual 
for  this  type  of  machine.  Among  the  popular 
recordings  which  are  finding  much  favor  at 
this  time,  Miss  Poynter  says  that  the  pipe 
organ  numbers  are  especial  favorites.  "Vaga- 
bond King"  music  is  the  prime  favorite  just 
now,  following  the  initial  appearance  of  that 
musical  show  here  this  month. 

According  to  Paul  I.  Nederman,  of  the 
Knabe  Studios,  they  have  been  having  very 
good  success  with  sales  of  Orthophonies  during 
the  past  month.  Sales  of  records  have  in- 
creased to  such  an  extent  with  the  shop  that 
they  are  contemplating  expansion. 


Symphonic  Globe  Speaker 

Makes  Its  Trade  Debut 


Symphonic  Sales  Corp.  Receives  Many  Compli- 
ments From  Dealers  and  Jobbers  Regarding 
Merits  of  This  Product 


Lambert  Friedl,  president  of  the  Symphonic 
Sales  Corp.,  New  York,  manufacturer  of  the  Sym- 
phonic phonograph  reproducer,  announced  this- 
week  that  the  company  was  placing  on  the  mar- 
ket the  Symphonic  Globe  speaker,  which  has  re- 
ceived enthusiastic  praise  from  dealers  and  job- 
bers who  have  visited  the  company's  offices 
during  the  past  few  weeks.  This  new  loud 
speaker,  which  is  housed  in  a  very  handsome 
up-to-date  world  globe,  contains  in  its  ball- 
shaped  interior  a  new  type  of  perforated  cone 
located  in  the  exact  center  with  the  apex  point- 
ing toward  the  top  of  the  globe.  The  power- 
ful unit,  which  is  adjustable,  has  a  very  short 
stylus  to  avoid  all  unnecessary  vibration. 

The  Symphonic  Globe  speaker  presents  a  de- 
cidedly different  and  novel  appearance  from  any 
speaker  now  on  the  market  and  may  be  cleaned 
with  a  damp  cloth.  It  is  strongly  constructed 
and  visiting  dealers  have  advised  Mr.  Friedl 
that  they  are  planning  to  use  it  extensively  for 
demonstration  purposes. 

This  new  speaker  is  amply  protected  by  pat- 
ents, and  E.  H.  McCarthy,  vice-president  of 
the  Symphonic  Sales  Corp.,  has  already  started 
on  a  visit  to  the  leading  jobbers  throughout 
the  country,  where  he  has  been  accorded  a  grati- 
fying reception.  The  speaker  will  be  marketed 
through  jobbers  and  dealers,  and  the  success  of 
the  Symphonic  Sales  Corp.  in  the  phonograph 
industry  will  undoubtedly  be  a  factor  in  de- 
veloping a  national  distribution  for  this  new 
product. 


K.  H.  Starke  Appointed 

Grosley  Ad.  Manager 

Harry  E.  Sherwin,  general  sales  manager  of 
the  Crosley  Radio  Corp.,  Cincinnati,  O.,  an- 
nounced this  week  the  appointment  of  Kimball 
H.  Starke  as  advertising  manager  of  the  com- 
pany, with  headquarters  in  Cincinnati.  Mr. 
Starke,  who  is  well  known  throughout  the  radio 
industry,  is  splendidly  qualified  for  his  new- 
work,  as  tor  a  number  of  years  he  was  adver- 
tising manager  of  F.  A.  D.  Andrea,  Inc.,  and  is 
thoroughly  familiar  with  all  details  relative  to 
advertising  and  publicity. 


P.  G.  Brockman,  of  James  K. 
Polk,  a  New  York  Visitor 

P.  C.  Brockman,  general  manager  of  James 
K.  Polk,  Inc.,  Atlanta,  Ga.;  Richmond,  Va., 
and  Dallas,  Tex.,  was  a  recent  visitor  to  the 
executive  offices  of  the  Okeh  Phonograph  Corp., 
New  York,  spending  some  time  with  Allan 
Fritzsche,  vice-president  and  general  sales  man- 
ager. Mr.  Brockman  was  greatly  pleased  with 
the  new  Okeh  recordings  made  recently  in 
Atlanta  by  the  Okeh  recording  experts,  and 
after  listening  to  the  new  records,  placed  the 
largest  single  record  order  ever  given  by  the 
Tames  K.  Polk  organization. 


L.  L.  Watson  Visits  Gotham 


Loren  L.  Watson,  of  Watson  &  Co.,  McCall 
Building,  Memphis,  Tenn.,  well-known  dis- 
tributors of  Artone  portables  and  Paramount 
race  records,  was  a  recent  visitor  to  New  York. 
Mr.  Watson  is  closing  his  final  arrangements 
for  the  1927  season.  He  reported  that  business 
H>  far  this  year  has  exceeded  expectations. 


Okeh  Recording  Engineers 
Back  From  Southern  Trip 

The  record  expedition  of  the  Okeh  Phono- 
graph Corp.  which  recently  invaded  Atlanta 
and  Southern  points  to  gather  new  artists  for 
Okeh  records,  has  returned  and  reports  a  suc- 
cessful trip. 

Among  these  are  many  artists  of  rare  talent 
whose  records  will  be  released  at  an  early  date 
to  supplement  the  hill  country  and  race  record 
catalog.  Tom  Rockwell,  Pete  Decker  and  Alfred 
Taylor  were  in  charge  of  this  very  successful 
expedition. 


Day-Fan  Radio  Dealers 
Show  Attractive  Displays 

Day-Fan  Electric  Co.  Makes  Prize  Awards  to 
Dealers  Having  Most  Attractive  and  Effective 
Window  Displays — Seven  Are  Chosen 


In  order  to  produce  new  ideas  for  dressing 
the  retailer's  display  windows  showing  radio 
receiving  sets,  the  Da3r-Fan  Electric  Co.,  of 
Dayton,   O.,  recently  carried  out  a  campaign 


Killian  Co.'s  Day-Fan  Window 

in  which  many  dealers  throughout  the  country 
took  part.  The  result  was  that  the  Day-Fan 
Co.  made  awards  to  five  of  the  exhibitors  and 
two  additional  window  showings  were  of  such 
high  caliber  that  they  were  given  honorable 
mention. 

The  first  is  the  window  of  the  Killian  Co., 
Cedar  Rapids,  la.,  on  a  window  arranged  by 
M.  H.  Luhr.  The  second  is  that  of  the  Wurz- 
burg  Dry  Goods  Co.,  of  Grand  Rapids,  Mich., 
on  a  window  arranged  by  L.  D.  Slack.  Other 
successful  exhibitors  were  the  Tri-City  Elec- 


Day-Fan  Display  of  Wurzburg  Co. 

trie  Shop,  of  LaSalle,  111.;  Huntsman's  Drug 
Store,  of  Hebron,  Neb.,  and  the  Erie  Dry  Goods 
Co.,  of  Erie,  Pa.  The  windows  receiving  hon- 
orable mention  were  Waters  Hardware  Co., 
Junction  City,  Kan.,  and  the  Garber  Radio- 
Electric  Co.,  Metamora,  111. 


Latour  Corp.  Brings  Suit 
Against  Ghas.  Freshman  Co. 

An  action  was  filed  by  the  Latour  Corp.  of 
Jersey  City  in  the  United  States  Southern  Dis- 
trict Court  on  April  7  against  the  Charles 
Freshman  Co.,  New  York,  manufacturer  of 
Freshman  radio  receivers,  alleging  infringement 
of  patents.  An  injunction  restraining  the 
Freshman  Co.  from  further  alleged  infringe- 
ment, an  accounting  and  triple  damages  are 
sought  by  the  plaintiff  company. 


The  Hopper  Kelly  Co.,  music  dealer,  945 
Broadway,  Tacoma,  Wash.,  recently  opened  a 
branch  store  at  2716  Sixth  avenue. 


Views  A-K  and  Pooley  Lines 

Atwater  Kent  radio  was  featured  in  the  re- 
cent congress  of  the  Women's  Federation  of 
Clubs  held  at  the  Shrine  Temple,  Des  Moines, 
la.  Through  the  courtesy  of  V.  W.  Collamore, 
one  of  the  leading  displays  held  in  conjunction 
with  this  congress  was  a  complete  presentation 
of  the  Atwater  Kent  and  Pooley  cabinet  lines. 


April,  1927 


THE    TALKING    MACHINE  WORLD 


133 


David  L.  Day  Elected  President  Musical 

Merchandise  Manufacturer's  Assn.  (East) 


Other  Officers  Chosen  Include  H.  C.  Lomb, 
Epi  Stathopoulo,  Treasurer — To 


Secretary;  Walter  Grover,  Vice-President,  and 
Inaugurate  Drive  for  New  Members 


The  annual  meeting  of  the  Musical  Merchan- 
dise Manufacturers'  Association,  Eastern  dis- 
trict, was  held  last  month  and  officers  for  the 
coming  year  we're  elected.  The  results  of  the 
election  put  the  following  men  in  office:  David 
L.  Day,  vice-president  and  general  manager  of 
the  Bacon  Banjo  Co.,  Groton,  Conn.,  president; 
H.  C.  Lomb,  of  the  Waverly  Musical  Products 
Co.,  Long  Island  City,  secretary;  Walter 
Grover,  of  A.  D.  Grover  &  Son,  Inc.,  Long 
Island  City,  vice-president,  and  Epi  Stathopoulo, 
of  the  House  of  Stathopoulo,  Long  Island  City, 
treasurer. 

It  was  decided  that  the  principal  activity  for 
the  next  year  will  be  directed  toward  an  in- 
crease in  membership  and  a  publicity  campaign 
will  be  carried  on  with  this  end  in  view.  Walter 
Grover  is  chairman  of  the  publicity  committee. 

Mr.  Day,  in  accepting  the  post  of  president, 
gave  out  the  following  interview: 

"The  National  Association  of  Musical  Instru- 
ment &  Accessories  Manufacturers  is  com- 
posed of  two  groups,  those  of  the  Eastern 
District  and  those  of  the  Western  District,  the 
former  having  its  headquarters  in  New  York 
City  and  the  latter  in  Chicago.  Most  of  the 
Eastern  members  are  also  members  of  the  Na- 
tional Association  and  I  believe  the  Chicago 
zone  has  a  100  per  cent  membership  in  the 
National  Association.  I  think  it  is  opportune 
at  this  time  to  express  the  importance  of  all 
becoming  members  of  the  National  Association. 

"As  a  result  of  our  semi-annual  meeting  in 
Buffalo,  there  seem  to  have  developed  a  num- 
ber of  important  matters  of  vital  interest  to 
all  engaged  in  the  manufacture  of  musical  in- 
struments and  accessories. 

"As  a  result  of  these  semi-annual  meetings, 
several  very  important  projects  have  been  ad- 
vanced, and  as  they  develop  they  are  bound 
to  react  to  the  greatest  benefit  of  the  organiza- 
tion and  its  members.  Through  the  publicity 
department  of  the  National  Association  the 
dealers  throughout  the  country  are  becoming 
acquainted  with  our  aims  and  efforts  for  the 
enlargement  and  benefit  of  the  music  indus- 
tries. You  have  probably  seen  the  last  circular 
in  colors  which  was  sent  out  a  short  time  ago 
to  a  list  of  5,000  dealers  throughout  the  coun- 
try. This  circular  in  colors  is  a  large 
illustration  of  a  magnet  showing  how,  with  the 
help  of  our  efforts,  a  greater  business  is  drawn 
to  the  dealers'  stores.  I  think  I  am  safe  in 
saying  that  the  seed  which  has  been  sown  in 
the  past  is  now  beginning  to  bud  and  soon  will 
show  results.  The  National  Association  of 
Musical  Instrument  &  Accessories  Manufactur- 
ers is  not  only  bee  oming  a  factor  and  talked 
about  by  the  other  national  associations  of  our 
music  industry,  but  we  are  also  beginning  to 
attract  the  attention  of  dealers  throughout  the 
country.  It  is  our  object  to  help  them  in  every 
way  possible,  and  no  doubt  they  will  appreciate 
this  and  extend  their  co-operation  to  us  in  the 
future. 

"Six  thousand  dollars  was  appropriated  on  a 
certain  percentage  basis  to  come  from  the  mem- 
bers of  our  organization  last  October  as  an 
appropriation  to  cover  two  years'  expenditures 
in  the  way  of  publicity,  and  it  is  surprising  to 
note  that  almost  this  full  amount  has  been  sub- 
scribed before  the  first  year  is  up. 

"I  might  mention  that  there  is  another  cir- 


cular which  is  probably  on  the  order  of 
a  poster,  which  will  be  ready  for  distribution 
early  in  May,  to  help  the  dealers  in  getting 


David  L.  Day 

Spring  business.  You  will  notice  on  these 
circulars  a  list  of  names  of  those  who  belong 
to  the  National  Association.  How  can  you  get 
cheaper  advertising  than  to  have  your  name  on 
what  is  really  the  organ  of  our  Association 
going  out  to  5,000  or  6,000  up-to-date  dealers 
throughout  this  country  and  Canada?    You  will 


want  to  build  up  your  name  and  the  more  you 
become  known  the  easier  it  is  to  dispose  of 
your  merchandise.  By  joining  our  National 
Association  you  have  an  opportunity  to  benefit 
the  industry  and  yourself  at  the  same  time. 

"Another  important  matter  is  that  only  mem- 
bers of  the  National  Association  can  exhibit 
at  the  convention  of  the  Music  Industries 
Chamber  of  Commerce,  held  in  June  of  each 
year,  either  in  New  York  or  Chicago.  Those 
not  members  and  trying  to  exhibit  may  cause 
themselves  some  trouble,  as  the  rules  are  very 
strict  in  the  arrangements  made  between  the 
Music  Industries  Chamber  of  Commerce  and 
the  hotel  which  is  chosen  for  the  convention. 

"The  standard  approved  label  which  has  been 
adopted  and  will  soon  be  in  use  by  those  who 
are  entitled  to  its  benefit  can  be  used  only 
by  members  of  the  National  Association  who 
have  submitted  their  merchandise  for  the  ap- 
proval of  the  Standardization  Committee  of  this 
body,  which  acts  as  judge  in  this  very  impor- 
tant matter  and  decides  whether  or  not  the 
merchandise  submitted  is  up  to  the  standards 
as  laid  down  and  passed  upon  at  the  meeting 
of  the  National  Association  held  in  Buffalo. 

"There  are  big  problems  to  handle  in  our 
trade  and  they  can  only  be  worked  out  through 
some  sort  of  national  co-operation.  It  has  been 
said  by  leading  industrial  writers  that  to-day 
business  is  a  war  of  industries.  What  is  pre- 
sented to  us  most  strongly  is  most  liable  to 
get  a  hearing.  No  one,  whether  manufacturer 
or  dealer,  can  hardly  do  business  unless  he  gets 
a  hearing. 

"We  are  now  entering  a  most  important  era 
of  our  Eastern  Zone  Association  and  I  think 
that  those  of  us  who  have  attended  National 
Association  meetings  are  now  more  vitally  in- 
terested than  ever.  We  feel  sure  that  our  meet- 
ings here  from  month  to  month  are  leading  to 
better  and  bigger  results. 

"If  we  can  strengthen  our  local  it  will 
strengthen  the  National.  Working  on  these 
lines,  let  each  of  us  make  ourselves  a  commit- 
tee of  one  to  further  the  ends  of  both." 


The  Oldest  and 
Largest  Musical 
Merchandise  House 
in  America 


Exclusively  Wholesale 


ESTABLISHED  5©M 


C.Briznoc)-Scw,inc. 
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The  musical  instrument  that  enjoys  the  largest 
popular  demand  is  the  harmonica.   Are  you  get- 
ting your  share  of  this  business. 

Write  us  for  our  "Big  Business  Builders"      They  will  help  you. 

M.  HOHNER,  Inc. 


HOHNER  PRODUCTS  AWARDED  FIRST  PRIZE  AT  THE  PANAMA- 
PACIFIC  INTERNATIONAL  EXPOSITION  SAN  FRANCISCO  I9l5~ 


M.  Hohner  Co-operates  with  Victor  Co.  in 
Making  Records  Giving  Harmonica  Lessons 

Trade  Anticipates  Large  Sale  of  Record  Giving  Complete  Instructions  for  the  Playing  of  Har- 
monica— Commander  Sousa  Pays  High  Tribute  to  Value  of  Instrument 


The  Victor  Talking  Machine  Co.,  working  in 
conjunction  with  M.  Hohner,  Inc.,  has  prepared 
a  record  of  harmonica  instruction  which  is 
scheduled  for  early  release.  Dealers,  who  for 
the  past  two  years  have  been  materially  increas- 
ing the  volume  of  their  harmonica  sales  through 
the  stimulus  given  the  instrument  by  varied 
Hohner  activities,  are  eagerly  awaiting  the 
record,  for  they  feel  that  this  record  will  give  a 
decided  impetus  to  the  harmonica  sales  and  M. 
Hohner,  Inc.,  has  signified  its  intention  of  mak- 
ing a  sweeping  sales  drive  simultaneous  with  the 
release  of  the  record. 

It  is  understood  that  William  J.  Haussler, 
vice-president  and  general  manager  of  M.  Hoh- 
ner, Inc.,  and  of  C.  Bruno  &  Son,  Victor  dis- 
tributors, has  spent  much  time  with  the  labora- 
tory force  of  the  Victor  Co.,  giving  them  the 
benefit  of  his  twenty-five  years'  experience  in 
presenting  the  harmonica  to  the  public,  and  in 
particular  the  many  points  he  picked  up  during 
the  past  two  years  in  giving  Hohner  harmonica 
instruction  hours  over  the  radio.  That  the  de- 
mand for  such  a  record  will  be  great  is  evi- 
denced by  the  fact  that  more  than  600,000  copies 
of  the  Hohner  instruction  booklet  have  been  re- 
quested by  radio  listeners-in,  and  a  great  per- 
centage of  this  number  and  many  others  will  be 
anxious  to  secure  the  instructions  in  recorded 
form,  to  be  repeated  at  will  as  an  aid  in  learn- 
ing to  play  the  instrument.  The  sales  oppor- 
tunities of  the  record  are  unlimited  and  that 
harmonica  sales  will  also  be  favorably  influenced 
is  obvious. 

With  the  release  of  the  record  there  will  be 


broadcast  to  the  public  the  enthusiastic  en- 
dorsement of  the  harmonica  by  Commander 
John  Philip  Sousa,  famous  bandmaster.  The 
famous  composer  and  band  leader  showed  keen 
interest  in  the  inspection  of  the  various  makes 
of  Hohner  harmonicas  and,  after  attending  a 
concert  of  a  harmonica  band  under  the  direc- 
tion of  Alfred  N.  Hoxie,  said  that  in  his  opinion 
the  instrument  provided  one  of  the  most  potent 
forces  extant  for  inducing  musical  culture.  In 
a  recent  interview  Commander  Sousa  said  in 
part: 

"The  harmonica  is  essentially  a  proper  and  in 
fact  almost  the  only  elementary  musical  instru- 
ment embodying  accurate  musical  values.  Other 
wind  instruments  require  varying  measures  of 
skill  and  artistic  appreciation  on  the  part  of  the 
individual.  The  harmonica,  however,  with  its 
fixed  pitch  and  accuracy  of  tone  to  each  specific 
blow-hole,  needs  only  to  be  blown  into  to  pro- 
duce a  true  musical  result.  I  can  see  the  har- 
monica as  a  most  powerful  force  toward  the  de- 
velopment of  amateur  and  professional  musi- 
cians generally." 

Commander  Sousa  stated  that  he  has  be- 
come so  interested  in  the  harmonica  that  he  in- 
tends to  write  a  march  expressly  for  har- 
monica performance. 

Weymann  &  Son  to  Exhibit 

at  Chicago  Convention 

Philadelphia,  Pa.,  April  2. — H.  A.  Weymann 
&  Son,  Inc.,  manufacturers  of  Weymann  or- 
chestra banjos  and  Keystone  State  stringed  in- 
struments, will  exhibit  during  the  Music  Indus- 
tries Chamber  of  Commerce  convention  to  be 
held  in  Chicago  in  June.  Room  457  at  the 
Stephens  Hotel  has  been  secured  and  the  ex- 
hibit will  be  under  the  personal  direction  of 
H.  Power  Weymann.  It  is  planned  to  exhibit 
the  latest  style  Weymann  orchestra  banjo  and 
other  Weymann  fretted  instruments,  including 
the  new  Weymann  orchestra  tenor  banjo,  retail- 
ing at  $60,  which  instrument  has  been  heard  fre- 
quently recently  over  the  radio. 


Manufacturer  Chartered 


The  F.  Ferdinando  Mfg.  Co.,  174  Third  ave- 
nue, New  York,  was  recently  incorporated  at 
Albany,  to  make  banjos,  guitars,  mandolins, 
etc.,  with  a  capital  stock  of  $250,000  Felix 
Ferdinando  is  the  incorporator. 


Prominent  Artist  on  Tour 
Under  Leedy  Co.  Auspices 

George  Hamilton  Green,  Recording  and  Radio 
Artist,  Plays  Leedy  Mfg.  Co.  Products  in 
Leading  Cities  Under  Leedy  Dealers'  Auspices 


Indianapolis,  Ind.,  April  6. — The  Leedy  Mfg. 
Co.,  of  this  city,  manufacturer  of  Leedy  drums, 
banjos  and  xylophone  products,  has  been  re- 
ceiving enthusiastic  letters    from    its  dealers 


George  Hamilton  Green 


throughout  the  country  in  connection  with  the 
unique  sales  plan  introduced  some  time  ago  in 
conjunction  with  the  personal  appearance  of 
George  Hamilton  Green,  famous  phonograph 
and  radio  broadcasting  artist,  who  plays  the 
Leedy  xylophone  instruments,  including  the 
xylophone,  marimba,  vibraphone,  harpaphone, 
bells,  chimes,  etc.  Mr.  Green  has  been  appear- 
ing in  the  leading  cities  under  the  auspices  of 
Leedy  dealers,  giving  concerts  for  the  musicians 
in  the  various  cities  he  visits.  These  concerts 
are  usually  held  at  the  leading  hotels  in  the 
city,  with  the  Leedy  dealers  in  direct  charge 
of  the  activities. 

Mr.  Green's  recent  itinerary  included  a  three- 
day  visit  to  Detroit,  starting  on  April  11.  He 
will  spend  April  15  to  16  at  Cincinnati,  April 
18  to  19  at  Memphis,  April  20  to  23  at  St. 
Louis,  April  25  to  26  at  Kansas  City,  Mo.,  and 
April  28,  29  and  30  at  Minneapolis  and  St.  Paul. 
All  of  the  Leedy  dealers  in  these  cities  are 
planning  to  give  Mr.  Green  every  possible  form 
of  co-operation,  for  the  demonstrations  have 
produced  tangible  results  for  the  retailers. 
Jack  Roop,  Leedy  traveling  representative,  ac- 
companies Mr.  Green  on  his  concert  tour, 
carrying  with  him  the  complete  Leedy  drum 
line,  which  is  gaining  in  popularity  with  retail 
dealers  throughout  the  country  who  are  find- 
ing the  line  extremely  profitable  during  the  en- 
tire year. 


"HYGRADE" 

Musical  Instrument 
Cases 

Made  of  Three-ply  Veneer 

— ♦ — 

We  also  manufacture  All  Types  of  Portable 
Phonograph  and  Radio  Cases  and  Boxes 

Send  for  Our  Prict  Listl 

HYGRADE  CASE  CO.,  Inc. 

Manufacturers  of 

"Hycrade"  Musical  Instrument  Cases 
Bold  by  All  Leading  Jobber* 

145-347  South  6th  St.     Newark,  N.  J. 
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How  to  Play  the  Chromatic  Harmonica' 
Title  of  Booklet  Prepared  by  M.  Hohner 

Complete  Instructions  Graphically  Illustrated,  Inform  the  Owner  of  the  Hohner  "Chromonica" 
of  the  Proper  Method  of  Playing  Instrument — Any  Selection  of  Music  Can  Be  Played 


"How  to  Play  the  Chromonica  or  Chromatic 
Harmonica"  is  the  title  of  a  booklet  recently 
off  the  press  and  prepared  and  distributed  by 
M.  Hohner,  Inc.,  manufacturer  of  Hohner  har- 
monicas. This  booklet  is  complete  in  every 
possible  way,  is  attractively  printed  and  con- 
tains illustrations  which  picture  in  graphic 
fashion  each  move  necessary  for  the  proper 
playing  of  the  mouth  organ.  The  first  section 
of  the  booklet  is  given  over  to  elementary  har- 
monica instruction  and  gives  instructions  for 
holding  the  harmonica,  knack  of  tonguing, 
position  of  tongue,  and  playing  the  scale  and 


"Chromonica" 

' 1  (chromatic-harmonica) 
The  First  and  Only  Harmonica; .. 
Providing  Sharps  and  Flats 

M'HQH  NER-^",rN\.  v.  , 


The  Chromatic  Harmonica 

for  perfecting  technique.  Each  of  these  sub- 
jects has  an  illustration  and  as  the  text  matter 
is  written  in  simple,  understandable  language 
the  combination  of  text  and  illustrations  makes 
the  instructions  clear  to  even  a  boy  or  girl  in 
elementary  school.  A  chart  is  also  included 
which  clearly  pictures  the  position  of  the  mouth 
and  tongue  on  the  harmonica  when  the  scale  is 
being  played. 

A  description  of  the  "Chromonica"  then  fol- 
lows and  reads:  The  "Chromonica"  supplies  all 
the  missing  half-notes  not  found  in  the  regular 
style  harmonica.  Any  selection  of  music  can 
be  played  perefctly  on  it.  By  the  easy  manipu- 
lation of  a  lever  sharps  and  flats  are  secured. 
This  important  feature  places  the  "Chromonica" 
on  a  par  with  the  leading  musical  instruments. 
It  is  simple  in  construction  and  operation.  No 
knowledge  of  music  or  notes  is  required  to  per- 
form on  it.    The  "Chromonica"  is  fitted  with  a 

Attractive  Leedy  Folder 

Distributed  to  the  Trade 

New  Line  of  Banjos  Featured  in  Sales  Litera- 
ture Now  Ready  for  the  Trade 


Indianapolis,  Ind.,  April  5. — An  attractive  piece 
of  sales  literature  was  recently  distributed  to 
its  dealers  by  the  Leedy  Manufacturing  Co., 
featuring  the  new  Leedy  line  of  banjos.  Six 
models  of  banjos  are  pictured  and  described 
in  detail  in  this  folder,  namely:  the  Collegian, 
Olympian,  Apollo,  Amplion,  Georgian  and  the 
Arcadian,  each  model  being  available  as  tenor 
or  plectrum.  In  addition  to  a  general  descrip- 
tion of  each  of  these  models,  attention  is  given 
to  special  details  of  all  Leedy  products. 

A  new  feature  stressed  in  the  folder  is  a 
perfected  neck  and  string  regulator,  which  per- 
mits the  raising  or  lowering  of  the  four  strings 
simultaneously. 


Werlein  Go.  Adds  Bacon  Line 


Groton,  Conn.,  April  6. — Fred  J.  Bacon,"  presi- 
dent of  the  Bacon  Banjo  Co.,  Inc.,  recently 
returned  from  an  extended  trip  through  the 
South  and  announced  that  the  Philip  Werlein 
Co.,  of  New  Orleans,  La.,  one  of  the  largest 
houses  in  the  Southern  territory,  had  taken  on 
the  B.  &  D.  Silver  Bell  banjo  line  and  placed  an 
exceptionally  large  order. 


wind-saving  device  which  provides  greater 
volume  of  tone.  It  really  consists  of  two  har- 
monicas tuned  a  half-tone  apart  and  arranged 
one  above  the  other. 

The  lever  is  conveniently  operated  with  the 


Another  paragraph  gives  minute  instructions, 
the  following  of  which  enables  the  player  to  se- 
cure artistic  effects.  This  applies  mainly  to  the 
proper  manipulation  of  the  hands. 

A  series  of  exercises  and  a  chart  showing  the 
various  scales  are  also  provided.  Four  stand 
ard  selections  are  given  with  numbers  indicating 
the  notes  of  the  scale  so  that  the  .student  of 
the  "Chromonica"  can  practice  after  having 
mastered  the  scales.  Testimonials  praising  the 
harmonica  by  Lieut.  Comm.  John  Philip  Sousa, 
Capt.  William  H.  Santelmann,  Prof.  Peter  W. 


Chromatic  Scale  of  the 

index  finger  of  the  right  hand  and  through  its 
use  only  one  scale  is  exposed  to  the  breath  at 
a  time. 


Latest  Hohner  Product 

Dykema  and  Dr.  P.  V.  Winslow  arc  contained 
in  the  booklet  which  should  aid  in  promoting 
interest  in  the  instrument. 


The  Tenor  Lute  and  Quitar 


NEW 

NOVEL 

NONPAREIL 


DEALERS — when  the  Tenor  Lute  and  Guitar  were  first  intro- 
duced the  audience  literally  went  wild  over  them.  Why?  Because 
they  were  NEW  and  NOVEL.  Their  tone  quality  presents  beau- 
tiful effects  in  arrangement  and  their  style  is  distinctive. 

The  Tenor  Lute  or  Guitar  is  attractive  in  design,  consisting  of 
a  lute  or  guitar  shaped  body  and  a  twenty-three  inch  scale  tuned 
as  a  tenor  banjo.  Its  tone  has  the  depth  and  resonance  of  a  guitar, 
and  the  sweetness  and  beauty  of  a  mandolin. 

The  new  VEGA  tenor  instruments  are  NON- 
PAREIL. They  are  made  with  accuracy  to  every 
detail  and  of  the  choicest  materials,  finished  with 
the  Vega  Durable  process  which  gives  lasting 
qualities. 

New,  Novel  and  Nonpareil — and  a  product  of 
Vega,  which  in  itself  assures  your  prospects  of  the 
highest  quality. 


Tenor  Guitar 

Retail 

Tenor  Lute 


$40.  (List  $50) 


Retail    $60.  (List  $75) 

Tenor  Lute — 6  String 

with  octave  tuning  on  3rd  and  4th 
Retail    $80.    (List  $100) 

Tenor  Lute,  Artist's  Special 

Retail   $90.  (List  $112.50) 

Tenor  Lute,  Art.  Spec. — 6  Strg. 

with  octave  tuning  on  3rd  and  4th 

Retail  $110.  (List  $137.50) 


Write  today  for  details  on 
the  latest  thing  out! 


The 


A  Co. 


155-66  Columbus  Aye.,  Boston,  Mass. 
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IN  THE  MUSICAL  MERCHANDISE  FIELD— (Continued  from  page  135) 


The  Weymannll 
Orchestra  Banjo 


Has  won  for  itself 
the  endorsement  of 
banjoists  the  coun- 
try over!  Its  fine 
tone  qualities,  its 
beauty  —  have  cre- 
ated an  unparal- 
leled demand  for 
this  instrument. 

Write  TO-DAY  for 
handsome  catalog  de- 
scribing the  Weymann 
line  of  Banjos,  Man- 
Guitars  and  Ukuleles.  Agencies 
available  for  a  few  live  dealers. 

Address  Dept.  W 


Frid  C.  Buck 
Banjoist 
Waring's 

Pennsylvania!!! 


dolutes, 
are  still 


H.  A.  WEYMANN  &  SON,  Ine. 

1108  Chestnut  St.  Phila.,  Pa. 


Advance  Drum  Go.  Moves 


Opportunity  for  Profit 

Through  Picture  Tie^Up 

A  strong  tie-up  between  the  Hohner  har- 
monica and  moving  picture  films  was  recently 
effected  through  an  arrangement  between  M. 
Hohner,  Inc.,  New  York  City,  and  Educational 
Film  Exchanges,  Inc.,  producers  of  juvenile 
comedies.  The  latter  recently  announced  to  its 
dealers  the  plan  for  harmonica  contests  in 
theatres  playing  the  juvenile  comedies  featur- 
ing "Big  Boy."  A  somewhat  similar  campaign 
over  a  year  ago  resulted  in  five  hundred  ex- 
hibitors in  all  parts  of  the  country  conducting 
harmonica  contests  with  a  decided  profit  to 
the  box  office.  The  1927  plan  is  announced  as 
bigger  and  better  than  before.  Suggestions  as 
to  how  to  arrange  a  contest  and  secure  the 
necessary  publicity  are  given. 

M.  Hohner,  Inc.,  is  co-operating  heartily  with 
the  plan  through  the  presentation  of  a  number 
of  prizes,  distribution  of  advertising  material 
and  giving  away  free  instruction  booklets.  It 
may  well  be  imagined  that  there  is  an  excellent 
opportunity  for  the  talking  machine  dealer  of 
the  locality  to  tie  up  with  the  tremendous 
amount  of  publicity  which  a  contest  of  this 
character  will  generate,  and  a  conference  with 
the  manager  of  the  local  moving  picture  house 
at  which  the  contest  is  to  be  held  will  undoubt- 
edly result  in  plans  being  devised  whereby  both 
the  talking  machine  dealer  and  the  moving  pic- 
ture theatre  may  co-operate. 


The  Advance  Drum  Co.,  a  well-known  and 
successful  retail  establishment,  located  for  ten 
years  in  Edmonton,  Alta.,  moved  recently  to 
516  Yonge  street,  Toronto"^  where  it  is  occu- 
pying splendid  quarters  in  the  best  retail  district 
of  the  city.  This  store  has  been  very  success- 
ful in  the  merchandising  of  a  comprehensive 
line  of  musical  merchandise,  featuring  as  its 
leader  the  Leedy  line  of  drums,  banjos  and 
xylophone  products. 


Vega  Pushes  Nonpareil  Line 

Boston,  Mass.,  April  5. — The  Vega  Co.  is  put- 
ting special  efforts  behind  the  Nonpareil  line 
of  tenor  lutes  and  guitars,  featuring  them  in 
its  advertising  and  display  space.  The  Non- 
pareil line  is  proving  very  popular,  and, 
together  with  the  Vega  and  Vegaphone  banjos 
and  the  line  of  brass  instruments,  rounds  out 
the  stock  of  the  Vega  Co.  nicely. 


CA.Hausner 

Proprietor,  Hausner  Music  Co. 
of  Mpls.  &  St.  Paul, 

says — 


"Being  an  exclusive  musical  merchandise 
dealer  I  naturally  make  the  line  of  each  de- 
partment prove  its  worth.  My  drum  division 
is  one  of  the  strongest  lines  in  both  stores 
and  one  of  my  chief  hobbies  as  well.  I  can 
whole-heartedly  state  that  the  Leedy  brand 
and  the  company  behind  it  have  proven  to  be 
a  great  boon  to  my  business.  The  dealer  wants 
results.  That  is  what  I  am  getting  with  Leedy 
and  I  can  safely  recommend  it  to  others" 


And,  over  sixteen  hundred  other  dealers  are  getting  results 
with  Leedy — Are  you  one  of  them?  If  not,  get  in  touch  with  us — 

jtZgdd/  Mfg.  Co. 

Indianapolis,  Indiana 
"The  Only  Complete  Drum  Line — By  One  House" 


♦'Silver  Bell" 
Banjos 


Send  for  illustrated  book  of  Prominent 
Orchestra  and  Professional  Players 

TheBaconBanjoCo.Jnc. 

GROTON        -        -  CONN. 


Window  Demonstrations  Aid 
Sales  of  Banjos  and  Ukes 

New  Orleans,  La.,  April  5. — Professor  B.  O. 
Shellenbarger,  the  nationally  known  "Ukulele 
Man,"  is  carrying  out  his  program  of  unusually 


"Ukulele  Man"  in  Werlein's  Window 

interesting  and  popular  ukulele  and  banjo-uku- 
lele demonstrations  and  lessons  at  the  House  of 
Werlein's,  being  assisted  in  the  window  demon- 
stration by  the  ingenious  microphone  and  loud- 
speaker arrangement  recently  adopted  by  Wer- 
lein's for  musical  demonstrations  in  the  window. 

As  shown  in  the  illustration,  Professor  Shel- 
lenbarger plays  to  the  microphone  arrangement 
placed  near  his  chair,  and  his  music  is  ampli- 
fied and  carried  outside  the  window  by  three 
loud  speakers  placed  high  outside  the  window, 
two  under  the  canopy  that  extends  over  the 
sidewalk,  and  one  in  the  deep  lobby  outside  the 
front  door. 

Professor  Shellenbarger  has  not  only  filled 
up  his  teaching  engagements  and  developed  a 
waiting  list  of  pupils  within  his  two  weeks  at 
Werlein's,  but  has  been  the  direct  source  of  a 
considerable  number  of  sales — not  only  of  the 
various  styles  of  ukuleles  and  banjo-ukuleles, 
but  of  much  more  expensive  banjos. 

Probably  most  important  of  all,  the  expert's 
demonstrations  and  publicity  are  producing 
rapidly  throughout  New  Orleans  the  reputation 
of  this  family  of  instruments  as  worthy  of  the 
best  musicians'  attention  and  study. 


Strong  Demand  for  Banjos 

Groton,  Conx..  April  7. — The  popularity  of  the 
Bacon  banjo  on  the  Pacific  Coast  is  attested 
by  the  recent  order  received  by  the  Bacon  Banjo 
Co.,  of  this  city,  from  Sherman,  Clay  &  Co.  for 
175  banjos.  Export  business  is  also  in  a  very 
healthy  state  as  indicated  by  a  large  shipment 
to  Melbourne,  Australia,  in  March. 
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Effective  Window  Displays  Are  Striking 

Evidence  of  Music  Dealers'  Enterprise 

Steady  Growth  in  Featuring  Popular  Hits  So  as  to  Attract  Attention  of  the  Passersby  Indicates 

Passing  of  Haphazard  Methods  in  This  Work 


song  by  J.  Will  Callahan  and  G.  K.  and  M.  M. 
Sturgis,  entitled  "The  One  That  I  Love  Best  On 
Earth,"  published  by  the  Standard  Publishing 
Co.,  of  Cincinnati,  Ohio.  This  song,  semi-popu- 
lar in  character,  is  being  sung  by  some  well- 


.  There  has  recently  come  to  hand  much  evi- 
dence that  the  sheet  music  dealer  never  be- 
fore was  so  enterprising.  This  same  evidence 
shows  that  there  is  also  considerable  sheet 
music  business  to  be  had  for  those  who  go  out 
after  it.  The  most  striking  indication  of  this 
is  in  the  form  of  window  displays.  Not  mere 
haphazard  arrangements  of  title  pages,  but  win- 
dow dressings  that  have  been  given  careful 
thought  and  attention  for  their  eye-appeal. 
This  is  a  healthy  sign  from  the  retail  standpoint, 
for  the  individual  publisher  whose  works  are  dis- 
played, and  for  the  industry  at  large,  signifying 
alertness  and  a  go-getting  spirit. 

Much  has  been  written  in  recent  years  on  the 
value  of  the  store  front,  its  value  to  the  mer- 
chant and  the  unusual  possibilities  of  adding  to 
business  through  frequent  window  changes. 
That  this  campaign  has  borne  fruit  is  unques- 


McCrory  Features  Feist  Number 

tioned,  for  the  trade  press  receives  photographs 
of  unusual  windows  almost  with  every  mail. 
All  of  these  cannot,  of  course,  be  used,  because 
of  limited  space.  As  a  general  rule  the  best- 
looking  windows  are  reproduced  as  a  compli- 
ment to  the  enterprising  dealer  and  for  their 
value  to  other  merchants.    The  fact,  however, 


that  reproductions  of  windows  are  somewhat 
deceiving  and  hardly  ever  do  justice  to  the 
original  makes  it  impossible  to  make  selections 
and  mark  them  as  "the  best." 

Among  the  displays  shown  on  this  page  is  the 
J.  G.  McCrory  store,  Philadelphia,  Pa.    This  dis- 


Featuring  "Crazy  Words,  Crazy  Tune" 

play  appeared  in  a  "special  week"  on  the  Leo 
Feist,  Inc.,  success,  "In  a  Little  Spanish  Town." 
Previously  there  appeared  in  these  columns  a 
similar  display  of  H.  A.  Weymann  &  Son,  Inc. 

Another  important  display  shown  herewith  is 
that  of  the  Ager,  Yellen  &  Bornstein,  Inc.,  suc- 
cess "Crazy  Words,  Crazy  Tune"  (Vo-do-de-o). 
This  appeared  in  the  S.  S.  Kresge  Co.  store, 
Buffalo,  N.  Y.,  and  was  arranged  under  the  di- 
rection of  Miss  Marian  Healy,  who  is  in  charge 
of  the  popular  music  counter  in  that  establish- 
ment and  who,  by  the  way,  was  the  first  music 
store  pianist  to  play  this  particular  number. 
During  the  recent  visit  of  Jack  Yellen  to  Buf- 
falo he  finished  the  song,  presented  the  lead 
sheet  to  Miss  Healy  and  she  played  it. 

Another  display  shown  here  is  that  of  Stone's 
Song  Shop,  Petoskey,  Mich.,  a  display  of  the  latest 


A  Stone  Song  Shop  Display 

known  artists  and  the  Stone  Shop  took  advan- 
tage of  this  by  using  the  photographs  of  welT- 
known  singers  as  a  central  portion  of  the  dis- 
play. 


Publisher  Names  Being 
Used  Without  Authorization 

Subscription  Solicitors  to  Publication  Called 
"Popular  Songs"  Not  Authorized  by  Those 
Publishers  Who  Are  Mentioned 


In  some  sections  of  the  Middle  West  house- 
to-house  solicitors  have  appeared  selling  sub- 
scriptions to  a  magazine  known  as  "Popular 
Songs."  These  solicitors  have  been  using  the 
name  of  well-known  popular  publishing  organ- 
izations as  being  the  backers  of  the  magazine. 
They  generally  claim  to  be  college  students 
working  their  way  through  college,  thus  arous- 
ing the  sympathy  of  the  public.  There  have 
been  many  complaints  received  by  publishers 
whose  names  have  been  used  with  the  state- 
ment that  no  delivery  of  the  magazine  had  been 
made.  Use  of  popular  music  publishing  organ- 
ization's names  as  the  backers  of  the  magazine 
is  misleading.  Operating  from  door  to  door 
and  not  through  usual  trade  channels  makes  the 
perpetrators  of  this  type  of  fraud  almost  im- 
mune from  arrest.  However,  local  music  mer- 
chants may  hear  of  these  operations  and  will 
with  this  knowledge  be  able  to  expose  them. 


Enters  Publishing  Field 

William  Jerome,  one  of  the  pioneer  song 
writers,  is  again  entering  the  publishing  and 
theatrical  field  with  his  own  company.  The 
firm  name  is  the  House  of  William  Jerome. 


FIVE   RECORD    RECORD  BREAKERS 


X 

Hi 


\ 


C'EST  VOUS 
(IT'S  YOU) 


MM*glM*WM 


ft 


Above  Songs  Featured  By  Orchestra  And  Vaudeville  Acts  From  Coast  To  Coast 

IRVING  BERLIN  INC.,    IG07  Broadway,  New  York 
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"  You  Caifit  Go  Wrong, 
With  Any  FEIST  Song" 


IF  I  DIDN'T 
v  KNOW  YOUR. 
HUSBAND 


/AND  YOU  DIDN'T  KNOW  MY  WIFE) 


ly  L  WOLFE  GILBERT 
'  and  ABEL  BAER, 


~-4#  

1 

m 

— 

^ATlurW 
Waltz? 
Melody 


MOON 

FRED  LAWRENCE 


I'd 

*  Rather  Be 

THE  GIRL 
IN  YOUR  ARMS 

[Than  Hie  Girl  In  Your  Dreams) 

Thompson  emd  Archer 


Changing  Public  Taste  in  Popular 

Music  Shown  in  the  Latest  Publications 

Trend  Is  Steadily  Towards  Better  Type  of  Composition  With  Greater  Emphasis  on  Melodious 

Content — Some  of  the  Factors  in  This  Change 


There  seems  to  be  a  change  in  the  public's 
taste  for  popular  music.  This  is  not  a  radi- 
cal but  more  of  a  slow  evolution.  Composers 
have  recognized  this,  as  can  Be  noted  by  some 
of  the  latest  best  works  of  popular  character. 
It  may  be,  too,  that  the  composers  themselves 
are  changing  the  taste.  In  either  event  it  is 
gradually  changing. 

The  fox-trot  does  not  seem  to  have  been  sup- 
planted on  the  dance  floor,  but  they,  as  a  gen- 
eral rule  with  the  exception  of  novelties,  are 
more  melodious.  The  Charleston  is  apparently 
passing  and  the  Black  Bottom  evidently  is  a 
little  bit  too  difficult  for  wide  use.  There  is 
a  tendency,  however,  to  evolve  a  dance  that  will 
supplant  the  fox  trot,  and  if  the  leaders  of  danc- 
ing, which  in  a  large  way  are  the  directors  of 
dance  choruses,  continue  their  efforts,  they  will 
doubtless  produce  something  which,  in  a  more 
simplified  than  the  stage  form,  will  be  accept- 
able for  the  ballroom  and  the  dance  hall. 

Present-day  dance  orchestras  are  the  develop- 
ment of  the  last  ten  years.  Originally  starting 
as  jazz  combinations  this  younger  generation  of 
musicians  have  reached  a  great  height  in  point 
of  ability  and  scope.  Practically  all  dance 
orchestras,  from  the  smallest  musical  combina- 
tion to  the  large  symphonic  dance  orchestras, 
are  composed  of  members  of  great  versatility. 
The  experiences  of  the  past  two  years  have 
made  many  of  these  modern  orchestra  men 
masters  of  not  one  but  several  instruments. 
Thus  in  order  to  extend  themselves  they  must 
have  music  with  orchestral  arrangements  that 
can  make  use  of  their  special  training  and  musi- 
cal gift. 

The  recent  organization  of  Paul  Whiteman, 
Inc.,  a  new  publishing  firm,  sponsored  by  Rob- 
bins-Engel,  Inc.,  has  greater  significance  than  just 
a  mere  commercial  venture.  It  shows  the  trend 
of  events.  This  new  firm  was  organized  for  the 
purpose  of  publishing  special  music  of  all  kinds 
for  the  modern  dance  and  other  orchestra  com- 
binations. Seemingly  there  has  been  a  need  for 
such  publications,  written  and  arranged  by  those 
who  are  actively  engaged  in  the  presentation  of 
such  music.  These  activities,  of  course,  will  not 
in  any  manner  discourage  or  curtail  popular 
music  in  dance  form.  All  the  modern  orchestras 
of  large  caliber  make  their  own  special  arrange- 
ments of  popular  dance  numbers  and  this  new- 
company  is  just  for  the  purpose  of  furnishing 
publications  of  a  more  special  character  fitting 
modern  requirements.  All  large  popular  pub- 
lishers also  have  their  own  "symphonic"  ar- 
rangements of  popular  pieces  and  to  the  smaller 
orchestra  which  is  not  equipped  with  musical 
arrangers  these  elaborate  orchestrations  are 
available. 

All  of  this  demonstrates  that  there  is  a  trend 
for  better  music  of  popular  character.  The 
newer  releases  in  most  of  the  popular  catalogs 
all  show  signs  of  this  new  trend.  The  numbers 
are  unusually  melodious,  they  have  more  char- 
acter than  heretofore  and  they  are  something 
other  than  just  mere  rhythmic  fox-trots. 

It  is  this  trend  that  will  improve  the  popular 
music  business.  A  couple  of  years  ago  the  in- 
dustry had  reached  the  stage  where  the  average 
fox-trots  were  too  much  alike.  It  was  only  a 
few  outstanding  numbers  that  had  wide  appeal. 
Present-day  numbers  being  more  musical 
naturally  contain  more  individuality.  The  com- 
poser is  getting  out  of  the  rut  of  mediocre  dance 
pieces. 

The  fault  previously  had  been  that  songs  had 
reached  the  stage  where  they  were  first  ex- 
ploited by  their  dance  arrangements,  which  for 
a  wide  popularity  meant  fox-trot.  Bearing  this 
in  mind  the  composer  first  thought  in  fox-trot 


time  and  thus  he  immediately  limited  musical 
possibilities.  With  the  influence  of  the  new 
trend  the  first  inspiration  and  the  first  thought 
will  be  melody  and  not  rhythm.  Thus  the  op- 
portunity for  incorporating  character  into  the 
piece  is  greatly  enlarged. 

There  is  more  than  a  little  chance  that  under 
the  new  "school"  a  revival  of  interest  in  popu- 
lar music  will  take  place.  Pianists  may  be  in- 
duced to  reopen  instruments  and  the  youth  of 
the  country  may  be  lured  to  music  counters  in 
larger  numbers  than  has  been  the  case  during 
the  past  twelve  months. 


"Swanee  River  Trail" 

Featured  in  Cleveland 


Special  Window  Display  Hooks  Up  Berlin 
Number  With  Jolson  Appearance  in  That 
City — Excellent  Demand  Resulted 


Al  Jolson,  now  touring  the  country  in  "Bis 
Boy,"  recently  appeared  in  Cleveland,  Ohio. 
Wherever  Jolson  goes  the  dealers  in  the  com- 
munity are  quick  to  take  advantage  of  his  ap- 
pearances by  displaying  the  songs  he  sings.  Jol- 


Featuring  "Swanee  River  Trail" 

son  is  not  only  one  of  the  outstanding  enter- 
tainers in  the  music  world  to-day,  but  he  is  an 
interpreter  of  songs  of  particular  types  in 
which  he  has  no  equal.  What  is  meant  by  that 
is  to  say  that  not  only  does  he  sing  a  song 
well,  but  through  his  method  of  delivery  he 
actually  created  a  desire  for  the  music.  Such  a 
desire  becomes  sales  when  the  music  he  has 
presented  is  properly  displayed  in  the  stores  in 
those  cities  in  which  he  appears. 

During  Jolson's  stay  in  Cleveland  several  of 
the  leading  dealers  there  made  special  show- 
ings of  the  different  songs  which  he  pro- 
grammed. Among  these  was  the  showing  in  the 
J.  G.  McCrory  store  of  the  Irving  Berlin,  Inc., 
number  "Swanee  River  Trail."  The  window 
carried  a  very  large-size  placard  with  the  cap- 
tion "Al  Jolson's  Own  Song  'Swanee  River 
Trail'."  Surrounding  this  were  title  pages  of 
the  song  upon  each  of  which  was  a  large-size 
photographic  reproduction  of  Jolson's  head. 
There  was  no  danger  of  any  passer-by  missing 
either  the  title  of  the  song  or  knowing  who  was 
the  singer.  For  a  hook-up  of  this  character 
with  a  musical  show,  featuring  a  prominent 
character  such  as  Jolson.  such  a  display  proves 
an  ideal  one.  In  other  words,  all  that  was 
needed  was  to  put  over  the  title  of  the  song 
and  by  indication  tell  who  the  singer  was.  Mc- 
Crory reported  a  very  heavy  sale  on  "Swanee 
River  Trail"  and  the  other  songs  that  Jolson 
programmed. 


^WISTFUL^S 
f  AND  BLUE  | 

\  A  Fascinating  Fox  Trot  Melody* 
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Gouesnon  &  Cie  Catalog         Irving  Berlin  Issues  Its 

Enjoying  Wide  Market  Saxophone  Folio  No.  1 


Concern  Which  Has  Taken  Over  Direction  of 
Editions  Musicales  Sam  Fox  Is  One  of  Larg- 
est Musical  Instrument  Makers  in  World 


Paris,  France,  April  4. — Couesnon  &  Cie,  one 
of  the  largest  musical  instrument  manufactur- 
ing companies  in  the  world,  which  recently 
sponsored  an  American  publishing  organization, 
Editions  Musicales  Sam  Fox,  and  has  since 
taken  over  the  direction  of  this  business,  has 


Jean  Couesnon 

found  a  ready  market  for  this  catalog.  Of  par- 
ticular importance  is  the  wealth  of  orchestra 
music  and  the  special  material  for  cinema  or- 
chestras. This  latter  business  is  on  the  verge 
of  a  great  development  due  to  the  fact  that 
cinema  palaces  here  are  making  unusual  prog- 
ress similar  to  that  found  in  other  large  coun- 
tries. 

Couesnon  &  Cie'  not  only  are  one  of  the 
largest  manufacturers  of  brass  and  reed  instru- 
ments, but  they  practically  make  everything 
needed  in  music.  In  addition  they  are  distrib- 
utors of  Columbia  phonograph  products  and 
other  internationally  known  musical  goods. 

The  head  of  Couesnon  &  Cie  is  Jean  Coues- 
non, who  is  widely  known  all  over  Europe,  and 
is  in  close  touch  with  the  foremost  musical  art- 
ists in  all  countries. 


|  songs  | 

^THAT  HIT  THE  MARK!  \ 

It  All  Depends  on  You 
  1 

I  Wonder  How  I  Look  When  I'm 
Asleep 

So  Blue  t 

Fm  in  Love  Again 

South  Wind 

  | 

Oh,  Baby!  Don't  We  Get  Along 

I  Want  to  Be  Miles  Away  From 

Ev'ryone  (And  Just  a  Little  Closer  | 
to  You) 

Does  She  Love  Me?— 

Positively — Absolutely 

1 

Ask  Me  Another  f 

1 

One  o'Clock  Baby  1 

Irving  Berlin,  Inc.,  1607  Broadway,  New  York 
City,  has  just  announced  its  "Saxophone  Folio 
No.  1."  According  to  the  sales  department  of 
the  Berlin  Co.,  this  will  be  the  first  of  a  series 
of  new  saxophone  books  which  will  be  released 
several  times  each  year  and  will  embody  popu- 
lar sellers  from  the  current  Berlin  catalog.  The 
first  book  contains  such  successes  as  "Because 
I  Love  You,"  "Remember,"  "Always"  and 
similar  works  of  importance.  The  arrangements 
are  in  three  keys,  covering  the  most  important 
and  popular  of  saxophone  instruments. 


New  Spring  Releases 

of  the  Triangle  Go. 

Joe  Davis,  head  of  the  Triangle  Music  Pub- 
lishing Co.,  appears  on  the  programs  of  a  number 
of  New  York  radio  stations  as  the  "Melody 
Man."  Under  this  same  name  he  has  also  re- 
corded two  waltz  ballads  for  Brunswick  records 
which  are  to  be  released  shortly.  These  are 
"I'm  Only  Another  to  You"  and  "I'm  Longing 
for  My  Old  Gal  Sal."  Both  numbers  are  pub- 
lished by  the  Triangle  Music  Publishing  Co. 

Joe  Davis  also  announces  that,  in  conjunction 
with  his  success,  "Oriental  Moonlight,"  his  firm 
will  open  the  Spring  season  with  "Night  Time 
Is  Love  Time,"  "You  Never  Get  Nowhere 
Holding  Hands,"  two  new  dance  tunes,  "White 
Ghost  Shivers"  and  "My  Pretty  Girl." 


Witmark  Issues  New 
Ballad  by  Rupp  &  Davidson 

M.  Witmark  &  Son  have  just  released  a  new 
ballad  called  "Just  an  Ivy-Covered  Shack."  The 
number  is  by  Carl  Rupp  and  Morey  Davidson. 
Although  only  recently  issued  it  has  become  a 
great  favorite  with  radio  artists.  Eunice  Fran- 
cois, a  well-known  Wisconsin  soprano,  in  broad- 
casting "Just  an  Ivy-Covered  Shack"  from  sta- 
tion WHGY,  De  Pere,  Wis.,  received  a  long-dis- 
tance telephone  call  from  Minneapolis  to  repeat 
the  number,  which  she  graciously  did.  Co- 
incidentally,  Walter  Mallory,  the  tenor  of  the 
Gold  Seal  Vagabonds,  a  feature  on  station 
WCCO,  St.  Paul,  Minn.,  has  been  program- 
ming it  in  adjacent  territory.  He  writes  to  Wit- 
mark that  he  has  found  it  a  big  drawing  card. 
In  Eastern  territory  Douglas  Stanbury,  the 
baritone,  formerly  of  the  Chicago  Opera  Com- 
pany and  now  a  feature  with  Roxy's  Gang,  sang 
the  song  at  Roxy's  second  radio  concert. 


"Bells  of  Hawaii" 

Issued  by  Steele,  Inc. 

Fred  K.  Steele,  Inc.,  publisher  of  "Ev'ry  Little 
While,"  a  song  and  dance  success,  recently  is- 
sued a  new  popular  song  called  "Bells  of 
Hawaii."  This  number,  written  by  Billy  Heag- 
ney,  is  being  featured  by  many  well-known  or- 
chestras. It  has  also  quickly  been  taken  up  by 
player-roll  manufacturers  due  to  the  novelty 
bell  effects  in  the  piano  score.  It  will  shortly 
make  its  appearance  on  practically  all  records. 
The  Steele  firm  is  planning  a  very  intensive  ex- 
ploitation and  sales  drive  on  this  offering. 


^Tflusic  'Publishers 

DE  5VLVA, BROWN HENDERSON  BUILD1N5  7*45  5EVENTH  AVENUE  NEW  YO&K 


New  Joe  Davis  Recordings 

Joe  Davis,  head  of  the  Triangle  Music  Pub- 
lishing Co.,  1658  Broadway,  New  York  City, 
radio  artist  and  contributor  to  some  of  the 
popular  catalogs  of  several  talking  machine  rec- 
ords, has  just  made  two  Harmony  records"  for 
the  Columbia  Phonograph  Co.  The  numbers 
are  "I've  Got  Somebody  Now"  and  "If  Tears 
Could  Bring  You  Back  to  Me,"  the  first  pub- 
lished by  the  Triangle  Co.  and  the  latter  by 
Bibo,  Bloedon  &  Lang. 


*You  Can't  Go  Wrong  % 
With  Any  FEIST  Song 


^  fi  J 


//I 


SUNDAY1 


A  Mid-West  Sensatiorx 
Sweeping  The  Country/ 

MILLER. 
COHN 
STEINaW 
KRUEGEH 


/(when  wu  ■ 


7/2C 


New 


MADE 


LEO.  FEISTJhc, 

FEIST  BLOG., 

231^235  W.  40th  ST., 
NEW  YORK 


140 


THE   TALKING   MACHINE  WORLD 


April,  1927 


68  Milton  St.  (Fore  St.)  E.  C.  2.  Clerkenwell  1448 


British  Gramophone  and  Record  Exports 

Show  Large  Increase  Over  Preceding  Year 

Columbia  Co.  Official  Gives  Some  Figures  Showing  Growing  Demand  for  British  Products  in 
Foreign  Countries — Rumored  Taxation  on  Records  Agitates  Industry — Other  News 


London,  Eng.,  April  4. — Considerable  agitation 
has  been  aroused  in  talking  machine  circles 
here  over  inquiries  which  have  been  made  re- 
cently by  Treasury  officials,  giving  rise  to  ru- 
mors that  the  Chancellor  of  the  Exchequer  is 
contemplating  taxing  records  as  a  new  source 
of  revenue,  and  the  Budget  statement,  due 
about  the  end  of  this  month  or  beginning  of 
May,  is  being  awaited  with  some  interest.  Dis- 
cussing the  effect  on  the  record-making  indus- 
try, J.  V.  A.  Shields,  a  director  of  the  Colum- 
bia Co.,  said,  "At  the  present  time  we  have  to 
pay  5  per  cent  copyright  duty.  If  we  are  to  pay 
an  additional  tax  it  will,  in  my  opinion,  have 
the  effect  of  depressing  the  industry.  What  I 
am  afraid  of  is  that  if  this  tax  is  only  placed 
upon  home-manufactured  records,  the  margin, 
which  at  present  prevents  the  market  from  be- 
ing flooded  by  cheap  records  from  abroad,  will 
be  so  small  that  we  shall  once  again  be  sub- 
ject to  the  same  kind  of  competition  which  ex- 
isted before  the  war.  German  competition  was 
then  so  strong  we  had  to  make  arrangements 
with  copyright  proprietors  so  that  some  of  the 
effects  of  the  cut  prices  should  be  passed  on  to 
them.  We  are  already  getting  cheap  records 
from  Canada  and  America  which  in  many  re- 
spects correspond  with  those  we  were  getting 
from  Germany."  On  the  other  hand,  the  ex- 
port of  records  from  this  country  has  been  in- 
creasing by  leaps  and  bounds.  Ninety-three 
foreign  countries,  according  to  Mr.  Liedtke,  of 
the  Columbia  Co.,  now  rely  on  us  for  their 
recorded  music.  Last  year  we  exported  to 
these  countries  225,419  gramophones  and  8,903,- 
544  records,  valued  at  £1,625,515.  The  increase 
last  year  alone  was  just  half  a  million 
pounds.  The  imports,  said  Mr.  Liedtke,  were 
negligible.  Colonel  Tatton,  the  organizing  di- 
rector of  the  Federation  of  British  Music  In- 
dustries, stated  that  a  penny  tax  on  gramophone 
records  would  produce  about  £180,000  per  an- 
num, and  the  expenses  of  the  collection  would 
be  out  of  all  proportion  to  the  value  of  the 
return. 

Officials  of  both  the  Gramophone  Co.  and  the 
Columbia  Co.  speak  of  the  restricted  activity 
of  their  factories  if  the  proposed  taxes  are  ap- 
plied. Alfred  Clark,  managing  director  of  the 
Gramophone  Co.,  said  that  such  a  tax  would 
compel  the  company  to  turn  over  a  large  part 
of  its  export  manufacture,  now  made  at  Hayes, 
to  its  eight  factories  abroad,  and  which  would 
probably  mean  that  some  two  thousand  of  the 
five  thousand  people  now  employed  at  Hayes 
would  be  thrown  out  of  work.  As  far  as  the 
business  of  the  company  is  concerned,  the  enor- 
mous organization  abroad  put  it  in  the  happy 
position  of  being  able  to  minimize  -what  would 
otherwise  be  a  disastrous  blow.  Consequent 
upon  the  rumor  of  the  suggested  tax,  gramo- 
phone shares  on  the  market  dropped  a  point  or 
two,  but  have  since  resumed  their  level. 
Competitions  for  Gramophone  Dealers 

Apart  from  the  stimulus  to  sales  given  by 
the  leading  gramophone  companies,  dealers 
here  receive  plenty  of  encouragement  in  the 
matter  of  competitions.  Recently,  through  a 
trade  paper,  Louis  Sterling  offered  a  monthly 
prize  to  dealers  for  window  dressing,  and  now 
the  Gramophone  Dealers'  Association  is  offer- 
ing monthly  prizes  for  a  scries  of  competitions, 
in    which   all   dealers   can    take   part  (whether 


members  or  not).  The  first  competition  is  for 
the  most  effective  use  made  of  a  window  dis- 
playing gramophone  goods  where  the  trader 
has  had  to  rely  on  his  own  ideas,  and  has  not 
had  the  assistance  of  any  trade  set  other  than 
price  labels,  or  any  special  system  of  lighting 
installed  for  the  purpose.  This  will  be  judged 
from  photographs.  The  object  aimed  at  is  the 
originality  shown  in  using  to  the  best  advan- 
tage a  shop  front  of  the  ordinary  character 
without  expensive  alterations.  Other  competi- 
tions are  for  Shop  Display,  Ideas  for  Audition 
Chambers,  Advertisements,  Record  Filing,  the 
Gramophone  Section  of  a  Large  Window,  the 
Lay-out  of  a  Gramophone  Counter,  and  De- 
liveries and  Services  after  Sales. 

Linking  Up  With  the  Past 
The  Centennial  celebration  on  the  occasion 
of  the  hundredth  anniversary  of  the  death  of 
Beethoven  has  given  the  recording  companies  a 
fine  opportunity  of  showing  their  enterprise. 
Firstly,  the  Columbia  Co.,  in  association  with 
International  committees,  has  recorded  all  the 
principal  works  of  the  old  master,  and  for- 
warded the  matrices  abroad  for  pressings  to 
be  taken  in  the  United  States.  Apart  from  this 
actual  provision  of  musical  material,  the  Colum- 
bia Co.,  sponsored  by  the  London  Centennial 
Committee,  prepared  fourteen  lectures,  each 
one  dealing  with  a  phase  of  Beethoven  and  his 
music,  and  illustrated  by  the  actual  performance 
of  examples  of  music  by  means  of  these  gramo- 
phone records.  The  lectures,  specially  written 
by  expert  Beethoven  lecturers,  carried  a  fore- 
word by  Sir  W.  H.  Hadow,  probably  the  great- 


est authority  on  Beethoven  in  this  country. 
The  lectures  have  been  distributed  to  twenty- 
five  thousand  schools,  musical  societies,  and 
institutions  throughout  Great  Britain,  free  of 
charge,  and  every  facility  is  provided  to  en- 
sure performance  of  the  illustrative  music. 

His  Master's  Voice  Co.,  too,  was  not  behind 
in  the  matter  of  special  Beethoven  recordings 
for  the  celebrations,  and  its  list  of  artists,  com- 
prising famous  pianists,  violinists  and  conduc- 
tors, as  well  as  notable  orchestras,  supplied  a 
line  of  records  that  met  the  requirements. 

The  Parlophone  Co.,  among  the  first  to 
record  the  entire  nine  Symphonies  by  the  old 
style  recording,  was  also  well  in  evidence,  while 
Pathe  Freres  Pathephone,  Ltd.,  and  the  Vo- 
calion  Gramophone  'Co.  also  issued  a  number 
of  Beethoven  records. 

Gramophone  Manufacturers  Dine 

The  eighth  annual  dinner  of  the  Gramophone 
Alanufacturers  Association  was  held  at  the 
Restaurant  Frascati  on  March  23,  with  the 
president,  E.  C.  Paskell,  of  the  Colmore  Depot, 
Birmingham,  in  the  chair.  A  larger  number 
than  ever  of  members  and  guests  attended,  and 
the  function  was  a  complete  success.  Speeches 
were  commendably  brief,  affording  the  Edison 
Bell  Co.  a  fine  opportunity  for  a  program  of 
music  by  Edison  Bell  artists.  H.  M.  Lemoine, 
of  the  latter  company,  proposed  the  toast  of 
"The  Association  and  Its  President,"  while  A.  E. 
Liedtke,  of  the  Columbia  Co.,  proposed  "The 
Visitors."  A  notable  absentee  was  Louis  Ster- 
ling, now  in  New  York. 

The  British  Industries  Fair 

Speaking  generally,  the  British  Industries 
Fair  this-  year  was  a  tremendous  success,  both 
from  the  point  of  view  of  business  done  as  well 
as  from  the  large  numbers  of  interested  in- 
quiries received  from  potential  buyers.  In  the 
music  section,  the  pianoforte  and  the  gramo- 
phone manufacturers  exhibiting  were  pleased  at 
the  amount  of  business  done. 


World-Famous  Artists  Heard 
During  Atwater  Kent  Hour 

Since  the  last  issue  of  The  World  the  follow- 
ing artists  appeared  before  the  microphone  dur- 
ing the  Atwater  Kent  radio  hours  broadcast 
Sunday  evenings  from  station  WEAF  and 
affiliated  stations,  Giovanni  Martinelli,  tenor 
Edith  Mason,  soprano,  Kathryn  Meisle,  con- 
tralto and  Leonora  Cortez,  pianist. 

A  last-minute  change  was  necessary  in  the 
program  planned  for  Sunday  evening,  April  3. 
Beniamino  Gigli,  tenor  of  the  Metropolitan 
Opera  Co.,  was  to  have  been  the  artist.  At  6.30 
o'clock  the  evening  of  the  concert  word  was  re- 
ceived that  Signor  Gigli  was  indisposed.  Luckily 
two  very  popular  artists  who  have  hitherto  ap- 
peared on  Atwater  Kent  radio  programs  were 
in  town,  Mary  Lewis,  Metropolitan  soprano, 
and  Allen  McQuhae.  They  promptly  substituted 
and  rendered  a  concert  that  delighted  millions 
of  set  owners  throughout  the  country. 


O.  K.  Houck  Go.  Sponsors 

Broadcast  Program 

Memphis,  Tenn.,  April  8.— The  O.  K.  Houck 
Piano  Co.,  this  city,  recently  sponsored  an 
elaborate  radio  broadcast  program  through 
WMC,  a  feature  of  the  program  being  the 
Houck  Quartet,  consisting  of  Hugh  Sandige, 
tenor;  C.  A.  Pinson,  second  tenor;  Walter 
Moore,  baritone;  A.  L.  Garthwaite,  bass,  and 
Enoch  Walton,  at  the  Steinway  piano.  Bob 
Anderson  and  His  Orchestra  also  played  a  num- 
ber of  selections,  the  program  of  seventeen 
numbers  being  made  up  of  selections  available 
on  Victor  records,  a  fact  made  public  both  by 
the  program  announcer  and  by  liberal  news- 
paper advertising.  The  broadcast  attracted 
much  favorable  attention. 


Forms  Harmonica  Band 


New  Form  of  RCA  Service 


A  new  weekly  radio  program  service  for  RCA 
authorized  dealers  has  been  inaugurated  by  the 
Radio  Corp.  of  America.  This  service  is  de- 
signed to  keep  all  dealers  informed  in  advance 
of  the  outstanding  features  to  be  broadcast  over 
the  National  Broadcasting  Co.'s  chain  of  sta- 
tions. Dealers  are  requested  to  place  these 
weekly  posters  in  their  windows  and  to  use 
the  service  to  illustrate  the  entertainment  value 
of  owning  a  Radiola.  This  is  most  effective  pub- 
licity for  retailers. 


The  harmonica  is  an  instrument  that  has  been 
found  in  every  walk  of  life.  Harmonica  bands 
in  schools,  institutions  and  on  the  stage  have 
become  familiar.  It  is  now  being  used  in  a 
church  service  as  an  offertory.  In  Jersey  City, 
at  the  Clarcmont  Presbyterian  Church,  a  har- 
monica band  has  been  formed  and  in  the 
church's  weekly  program  it  is  announced  under 
the  order  of  services  for  Sunday  morning:  "Dur- 
ing the  taking  of  the  offering,  our  choir  boys 
will  play  several  hymns  on  their  harmonicas." 


L.  A.  Titefsky,  New  York  dealer,  is  receiving 
congratulations  on  the  arrival  of  a  daughter, 
Lillian  Zelda,  born  April  6. 
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Victor  Talking  Machine  Go. 


LIST  FOR  APRIL  1 
VOCAL  AND  INSTRUMENTAL 
35780  Aida — Grand  March  and  Finale  (Verdi), 

Creatore's  Band 

Aida — Introduction  and  Moorish  Ballet  (Verdi), 

Creatore's  Band 

20490  What  Does  It  Matter?  (Berlin)  Henry  Burr 

Let's    Forgive    and    Forget    (And    Start  Over 

Again)   Lewis  James 

20459  Blue   Skies   (Berlin)  Jesse  Crawford 

Falling  in  Love  With  You  (Davis-Meyer), 

Jesse  Crawford 

20489  To-night  You  Belong  to  Me  Pauline  Alpert 

The    Little    White    House    (At    the    End  of 

Honeymoon  Lane)   Pauline  Alpert 

20439  The  Clock  and  the  Banjo  Harry  F.  Reser 

Lolly  Pops   Harry  F.  Reser 

20438  Dear  Heart,  What  Might  Have  Been, 

The  Silver-Masked  Tenor 
Mammy's  Little  Kinky-Headed  Boy, 

The  Silver-Masked  Tenor 
35813  Beautiful    Saviour    (Christiansen) — Crusaders' 

Hymn   St.  Olaf  Choir 

From  Heaven  Above  (Christiansen), 

St.  Olaf  Choir 

35811  Gems  From  "Oh,  Kay!"   The  Revelers 

Gems  From  "Honeymoon  Lane," 

Victor  Light  Opera  Co. 

DANCE  RECORDS 

20453  Love  Is  Just  a  Little  Bit  of  Heaven — Waltz, 

Nat  Shilkret  and  the  Victor  Orch. 
Still  Waters— Waltz, 

Nat  Shilkret  and  the  Victor  Orch. 
20464  School  Day  Sweethearts— Waltz, 

Nat  Shilkret  and  the  Victor  Orch. 
Delilah — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch. 
20485  Kansas  City  Shuffle, 

Bennie  Moten's  Kansas  City  Orch. 
Yazoo   Blues. Bennie  Moten's  Kansas  City  Orch. 

20454  Dream  Tango  (Le  Tango  du  Reve), 

International  Novelty  Orch. 
Tango — Fate  (Valentino), 

International  Novelty  Orch. 
20456  Look  Up  and  Smiles — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 
When  Day  Is  Done — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 
RED   SEAL  RECORDS 
1228  By  the  Waters  of  Minnetonka  (Lieurance), 

Renee  Chemet 
Under  the  Leaves  (Sous  la  feuillee)  (Thome), 

Renee  Chemet 

9049  Gotterdammerung — Siegfried's  Funeral   March — 
Part  1   ...Albert  Coates  and  Symphony  Orch. 
Gotterdammerung — Siegfried's  Funeral  March — 
Part  2  ...Albert  Coates  and  Symphony  Orch. 


12 

12 
10 

10 
10 

10 
10 

10 
10 
10 

10 

10 

12 

12 
12 

12 


10 
10 


10 
10 


10 
10 


10 


10 
10 

10 
10 
12 
12 


Symphony  Pathetique  (No.  6  in  B  Minor)  (Tschaikowsky) 
(Recorded  in  Europe)    Albert  Coates  and  Symphony  Orch. 
9050  Adagio  and  Allegro  non  troppo — 1st  Movement 

(Continued)  12 

Allegro  non  troppo — 1st  Movement  (Continued)  12 

5051  Allegro  non  troppo — 1st  Movement  (Continued)  12 

Allegro  non  troppo — 1st  Movement  (Concluded)  12 

9052  Allegro  con  grazia — 2nd  Movement   12 

Allegro  con  grazia — 2nd  Movement  (Concluded)  12 

9053  Allegro  molto  vivace — 3rd  Movement    12 

Allegro  molto  vivace — 3rd  Movement  (Concluded)  12 

9054  Adagio  lamentoso — 4th  Movement    12 

Adagio  lamentoso — 4th  Movement  (Concluded)  12 

6556  Les  Rameaux  (The  Palms)  (Faure), 

Marcel  Journet  12 

Hosanna!    (Granier)   Marcel  Journet  12 

1226  Annie  Laurie  (Douglas-Scott)  ..  Hulda  Lashanska  10 

Long,  Long  Ago  (Bayly)  Hulda  Lashanska  10 

6627  Mignon — Polonaise — Je   suis   Titania    (I'm  Fair 

Titania) — In  French   Luella  Melius  12 

Mideille — Valse   (Gentle  Bird  of  the  Morning) 

(Gounod) — In  French   Luella  Melius  12 

4004  Roses  of  Picardy  ( Weatherly-Wood), 

Lambert  Murphy  10 
Lonesome — That's  All  (Bradley-Roberts), 

Lambert  Murphy  10 

6628  Impromptu  in  A  Flat,  Op.  142,  No.  2  (Schubert), 

Ignace  Jan  Paderewski  12 
Etude  in  E  Major,  Op.  10,  No.  3  (Chopin), 

Ignace  Jan  Paderewski  12 
6624  Rienzi  Overture — Part  1  (Wagner), 

Leopold  Stokowski  and  Philadelphia  Orch.  12 
Rienzi  Overture — Part  2  (Wagner), 

Leopold  Stokowski  and  Philadelphia  Orch.  12 


6625 
1227 

20491 

20487 
20496 
20486 

20420 
20422 

20431 

20460 
20470 

20421 
20423 


10  20424 


20504 
20500 

20501 

20513 
20508 
20509 


Rienzi  Overture — Part  3  (Wagner), 

Leopold  Stokowski  and  Philadelphia  Orch. 
Gotterdammerung — Finale  (Wagner), 

Leopold  Stokowski  and  Philadelphia^Orch. 
Jesus,  Lover  of  My  Soul  (Wesley-Marsh)-, 

Reinald  Werrenrath 
Saved  by  Grace  (Crosby-Stebbins), 

Reinald  Werrenrath 
LIST   FOR   APRIL  8 
If  All  the  Stars  Were  Pretty  Babies  (And  I 
Was  the  Man  in  the  Moon) — Fox-trot, 

B.  F.  Goodrich  Silvertown  Cord  Orch. 
A  Lane  in  Spain — Fox-trot, 

Jean  Goldkette  and  His  Orch. 
You  Went  Away  Too  Far  and  Stayed  Away  Too 
Long — Fox-trot   .Jacques  Renard  and  His  Orch. 
Lonely — Fox-trot    .Jacques  Renard  and  His  Orch. 
Moonbeam!  Kiss  Her  for  Me, 

Jim  Miller-Charlie  Farrell 
Since  I  Found  You... Jim  Miller-Charlie  Farrell 
My  Lady  (from  "Queen  High"). Frank  Crumit 
Sunny  Disposish  (from  "Americana"), 

Frank  Crumit 

JAZZ  RECORDS 

House  Rent  Rag  Dixieland  Jug  Blowers 

Don't  Give  All  the  Lard  Away — Fox-trot, 

Dixeland  Jug  Blowers 

Midnight  Mama — Fox-trot, 

Bennie  Moten's  Kansas  City  Orch. 
Missouri  Wobble, 

Bennie  Moten's  Kansas  City  Orch. 
Grandpa's  Spells — Stomp, 

Jelly  Roll  Morton's  Red  Hot  Peppers 
Cannon  Ball — Blues, 

Jelly  Roll  Morton's  Red  Hot  Peppers 

Stampede — Stomp   Savoy  Bearcats 

Hot  Notes — Stomp   Savoy  Bearcats 

Soothin'  Syrup — Stomp;  Pipe  Organ, 

Thomas  Waller 

Loveless  Love — Blues  Novelty.  .  .Thomas  Waller 
Moses  in  the  Wilderness — Sermon,  with  Singing, 

Rev.  J.  M.  Gates 
Hebrew   Children    in    the    Fiery   Furnace — Ser- 
mon, with  Singing   Rev.  J.  M.  Gates 

You  Need  Jesus  on  Your  Side — Sermon,  with 

Choir   Deacon  A.  Wilson 

Certainly  Lord — Sermon,  with  Choir, 

Deacon  A.  Wilson 

Pail  in  My  Hand   Edna  Winston 

Mama's  Gonna  Drop  Your  Curtain, 

Edna  Winston 
LIST  FOR   APRIL  15 
At  Sundown  (When  Love  Is  Calling  Me  Home), 

Franklyn  Baur 

I'll  Take  Care  of  Your  Cares  Franklyn  Baur 

That's   My  Hap-Hap-Happiness, 

The  Happiness  Boys 
Cock-a-Doodle,  I'm  Off  My  Noodle, 

The  Happiness  Boys 

I  Always  Knew — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
When  I'm  in  Your  Arms — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
LIST   FOR   APRIL  22 
It    All    Depends   on    You — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
That  Saxophone  Waltz — Waltz, 

Paul  Whiteman  and  His  Orch. 
Muddy   Water — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
Ain't  She  Sweet — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 
You  Went  Away  Too  Far  and  Stayed  Away  Too 

Long   Jane  Green 

I'm  Gonna  Meet  My  Sweetie  Now.. Jane  Green 
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Columbia  Phono.  Co.,  Inc. 


CELEBRITY  SERIES 
2047-M  Nigun   (Improvisation)  Parts  I  and  2  (From 
"Baal   Sham" — Pictures  of  Chassidic  Life) 

(Bloch) — Violin  Solo   Jos.  Szigeti  10 

4037-M  Kashmiri    Song    (From    "Four    Indian  Love 
Lyrics")    (  Woodforde-Finden-Hope) — Tenor 

Solo   Charles  Hackett  10 

I  Heard  You  Singing  (Coates-Barrie) — Tenor 

Solo   Charles  Hackett  10 

5069-M  Du    Bist    Die    Ruh'     (My    Sweet  Repose) 

(Schubert) — Soprano   Solo   Elsa  Alsen  12 

Gretchen    Am    Spinnrade    (Margaret    at  the 
Spinning  Wheel)  (Schubert) — Soprano  Solo, 

Elsa  Alsen  12 
7123-M  The  Magic  Flute:  Overture,  Parts  1  and  2 
(Mozart) — Sir  Thomas  Beecham,  Bart., 

and  The  London  Symphony  Orch.  12 


DANCE  MUSIC 
895-D  Lily    (From   "Rufus   Le   Maire's   Affairs") — 
Fox-trot,  with  Vocal  Chorus  by  Ted  Lewis. 

Ted  Lewis  and  His  Banc!  10 
Wandering  in   Dreamland   (From  "Rufus  Le 
Maire's     Affairs")— Fox-trot,     with  Vocal 
Chorus  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 

890-  D  Lonely    (J'ai   pas  su   y   faire) — Waltz,  with 

Vocal  Chorus  by  Charles  Kaley, 

Leo  Reisman  and  His  Orch.  10 
Love   Me   All   the   Time — Waltz,   with  Vocal 
Chorus  by  Charles  Kaley, 

Leo  Reisman  and  His  Orch.  10 

902-  D  I'm  Looking  Over  a  Four-Leaf  Clover — Fox- 

trot, with  Vocal  Chorus  by  Johnny  Morris, 

Paul  Specht  and  His  Orch.  10 
Oriental     Moonlight — Fox-trot,     with  Vocal 
Chorus  by  Johnny  Morris, 

Paul  Specht  and  His  Orch.  10 
900-D  It  All  Depends  on  You — Fox-trot,  with  Vocal 
Chorus  by  Vincent  Van  Tuyl, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
Somebody  Else  (From  "Yours  Truly") — Fox- 
trot,  with   Vocal   Chorus  by  Vincent  Van 
Tuyl.  Fred  Rich  and  His  Hotel  Astor  Orch.  10 

907-  D  I  Wonder  How  I  Look  When  I'm  Asleep — 

Fox-trot,  with  Vocal  Chorus  by  Tom  Stacks, 

Harry  Reser's  Syncopators  10 
The  Cat — Fox-trot,  with  Vocal  Chorus  by  Tom 

Stacks   Harry  Reser's  Syncopators  10 

893-D  Rio  Rita  (From  "Rio  Rita")— Fox-trot,  with 
Vocal  Chorus  by  Charles  Kaley, 

The  Knickerbockers  10 
The  Kinkajou   (From  "Rio  Rita") — Fox-trot, 
with  Vocal   Chorus  by  Johnny  Marvin, 

The  Knickerbockers  10 

912-  D  Look  at  the  World  and  Smile  (From  "Yours 

Truly"; — Fox-trot,   with  Vocal   Chorus  by 
Tom  Stacks, 

Clicquot  Club  Eskimos  (Dir.  H.  Reser)  10 
You  and  I  Love  You  and  Me   (Intro.:  Just 
Across   the    River    From   Queens) — Medley 
Fox-trot,  with  Vocal  Chorus  by  Tom  Stacks, 

Clicquot  Club  Eskimos  (Dir.  H.  Reser)  10 

916-  D  I've    Never    Seen    a    Straight    Banana — Fox- 

trot,  with  Vocal   Chorus  by  Frank  Harris 

and  Ed.  Smalle   The  Columbians  10 

Following  You  Around — Fox-trot,  with  Vocal 
Chorus  by  Frank  Harris. The  Knickerbockers  10 

903-  D  Ain't     She     Sweet  ?— Fox-trot,     with  Vocal 

Chorus  by  Charles  Kaley.... The  Radiolites  10 
Song   of   Shanghai— Fox-trot.  .  .The  Radiolites  10 

913-  D  Hoosier    Sweetheart     (Say    Who) — Fox-trot, 

with  Vocal  Chorus  by  Charles  Kaley, 

The  Columbians  10 
Desert  Eyes — Fox-trot,  with  Vocal  Chorus  by 
Charles  Kaley  The  Columbians  10 

891-  D  Proud — Fox-trot,     with     Vocal     Chorus  by 

Johnny  Marvin   The  Columbians  10 

Don't  Sing  Aloha — Fox-trot,  with  Vocal  Chorus 
by  Johnny  Marvin  and  Ed  Smalle, 

The  Columbians  10 
889-D  That    Saxophone    Waltz— Waltz,    with  Vocal 
Chorus  by  Lewis  James, 

The  Cavaliers  (Waltz  Artists)  10 
Lazy    River    (Flowing    to    the    Southland) — 
Waltz,  with  Vocal  Chorus  by  Lewis  James 
and  Elliott  Shaw, 

The  Cavaliers  (Waltz  Artists)  10 

917-  D  Oh,  Lizzie! — Fox-trot,  with  Vocal  Chorus  by 

Sam   Sherman ...  Mai  Hallett  and  His  Orch.  10 
It's    O.    K.    Katy    With    Me — Fox-trot,  with 
Vocal   Chorus  by  Sam   Sherman  and  Billy 
Carlin   Mai  Hallett  and  His  Orch.  10 

914-  D  Stringing  the  Blues — Novelty  Fox-trot, 

Joe  Venuti-Eddie  Lang  10 
Black  and  Blue  Bottom — Novelty  Fox-trot, 

Joe  Venuti-Eddie  Lang  10 

918-  D  Along  Miami  Shore — Waltz, 

The  Xylo-Rimba  Orch.  10 
My  Sweetheart  Waltz — Waltz, 

The  Xylo-Rimba  Orch.  10 

909-  D  Wabash  Blues— Fox-trot, 

The  Charleston  Chasers  (Dir.  "Red"  Nichols)  10 
Davenport  Blues — Fox-trot, 
The  Charleston  Chasers  (Dir.  "Red"  Nichols)  10 
VOCAL  NUMBERS 

908-  D  Sam,  the  Old  Accordion  Man— Vocal, 

Rutli  Etting  10 

It  All  Depends  on  You — Vocal... Ruth  Etting  10 

892-  D  Things  That   Remind  Me  of  You, 

Art  Gillham  (The  Whispering  Pianist)  10 
Let's  Make  Up, 

Art  Gillham  (The  Whispering  Pianist)  10 

910-  D  Who  Do   You  Love?   (From   "Earl  Carroll's 

Vanities") — Vocal   Charles  Kaley  10 

(Continued  on  page  142) 
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Alabama  Stomp  (From  "Earl  Carroll's  Van- 
ities")— Vocal   Charles  Kaley 

911-I>  One  Sweet  Letter  From  You — Vocal, 

Kate  Smith,  with  The  Charleston  Chasers 
I'm  Gonna  Meet  My  Sw-eetie  Now — Vocal, 
Kate  Smith,  with  The  Charleston  Chasers 
8SS-D  What  Does  It  Matter?— Tenor  Solo, 

Franklyn  Baur 
If  You  See  Sally— Tenor  Solo, 

Franklyn  Baur 

901-D  Yes,  Flo!  (The  Gal  Who  Never  Savs  "No") 

—Vocal   Edith  Clifford 

No  Wonder  She's  a  Blushing  Bride — Vocal, 

Edith  Clifford 

898-  D  I've  Never   Seen   a    Straight  Banana— Vocal 

Duet, 

Billy  Jones-Ernest  Hare  (Happiness  Boys) 
Take   Your  Finger   Out   of   Your  Mouth  (I 
Want  a  Kis6  From  You) — Vocal  Duet, 
Billy  Jones-Ernest  Hare  (Happiness  Boys) 
915-D  I  Wonder  How  I  Look  When  I'm  Asleep? — 

Comedienne  Vaughn  De  Leath 

That's  My  Hap-Hap-Happiness — Comedienne, 
Vaughn  De  Leath 
897-D  Your  Land  and  My  Land    (From  "My  Mary- 
land")  Columbia  Male  Chorus 

Mother  (From  "My  Maryland") — Male  Quin- 
tet  The  Singing  Sophomores 

50038-D  Studio  Stunts — Part  1  Columbia  Artists 

Studio  Stunts — Part  2  Columbia  Artists 

INSTRUMENTAL  MUSIC 

50037-D  Andantino — Organ  Solo   G.  T.  Pattman 

In  a  Monastery  Garden — Organ  Solo, 

G.  T.  Pattman 

894-D  It   Made  You   Happy  When  You   Made  Me 

Cry — Organ  Solo   Harold  L.  Rieder 

Trail  of  Dreams — Organ  Solo. 

Harold  L.  Rieder 

50036-D  H.  M.  S.  Pinafore:  Selection,  Parts  1  and  2 

(Sullivan)   Court  Symphony  Orch. 

896-D  Come.  Ye  Disconsolate — Mandolin  Solo, 

Samuel  Siegel 

Lullabv — Mandolin   Solo   Samuel  Siegel 

SACRED  MUSIC 

899-  D  Anthem — God  Is  a  Spirit, 

St.  George's  Chapel  Choir,  Windsor 
(Dir.  Rev.  Dr.  E.  H.  Fellowes) 
When  I  Survey  the  Wondrous  Cross, 

St.  George's  Chapel  Choir,  Windsor 
(Dir.  Rev.  Dr.  E.  H.  Fellowes) 
FAMILIAR  TUNES— OLD  AND  NEW 

15130-  D  House  of  David  Blues. 

McMichen's  Melody  Men 

Down  Yonder  McMichen's  Melody  Men 

1512S-D  We  Are  Going  Down  the  Valley  One  by  One, 

Smith's  Sacred  Singers 
If  I'm  Faithful  to  My  Lord, 

Smith's  Sacred  Singers 
15127-D  Ragtime  Annie — Dance  Music, 

North  Carolina  Ramblers  (P.  Rorer) 
Too  Young  to  Marry — Dance  Music, 

North  Carolina  Ramblers  (P.  Rorer) 
r5129-D  The   Old- Time  Power— Vocal  Trio, 

The  Wisdom  Sisters 
Children  of  the  Heavenly  King — Vocal  Trio, 
The  Wisdom  Sisters 

15131-  D  The  Sad  Lover — Vocal  Vernon  Dalhart 

I'd  Like  to  Be  in  Texas  When  They  Round 
Up  in  the  Spring — Vocal ..  .Vernon  Dalhart 
15133-D  Little  Stream  of  Whiskey — Vocal  Duet, 

Burnett-Rutherford 
A  Short  Life  of  Trouble — Vocal  T^uet. 

Burnett-Rutherford 

15132-  D  Darneo — Mountain  Dance  Music, 

Blue  Ridge  Highballers  (C.  La  Prade) 
Darling  Child — Mountain  Dance  Music. 

Blue  Ridge  Highballers  (C.  La  Prade) 
IRISH  MUSIC 

33146-  F  The  Maid  on  the  Green — Three  Little  Drum- 

mers— Tig   O'Leary's  Irish  Minstrels 

Old  Man  Dillon — Walls  of  Liscara— Jig. 

O'Leary's  Irish  Minstrels 

33147-  F  Uouden's  Braes  So  Bonnie — The  Money  Musk 

— Green  Grows  the  Rushes.  Oh! — Highland 

Fling   O'Leary's  Irish  Minstrels 

The  Minstrels  Favorite  (Intro.:  The  London- 
derry)— Hornpipe  Srhottische. 

O'Leary's  Irish  Minstrels 

33148-  F  God  Save  Ireland  (Intro.:  The  Wearing  of  the 

Green) — March    ..O'Leary's  Irish  Minstrels 
O'Donnell    Aboo— The    Boys    of  Wexford- 
March   O'Learv's  Irish  Minstrels 

33149  F  "The  Irish  Counties" — Parts   1   and  2 — Fox- 
trot  The  Erin  Boys'  Orch. 

33150-F  The   Old   Rustic   Bridge  by  the   Mill — Tenor 

Solo   James  Egan 

'"  An  Irish  Lullaby — Tenor  Solo, 

James  Egan 
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Edison  Disc  Records 

SPECIALS 

M937  How  I  Love  You  (I'm  Tellin'  the  Birds— Tellin' 
the  Bees)  (Brown-Friend), 

Frederick  Kinsley  on  the  Midmer-Losh  Pine  Organ 
Put  Your  Arms  Where  Thev  Belong  (For  They 
Belong  to  Me)  (Davis-Santly-Ackman), 
Frederick  Kinslev  on  the  Midmer-Losh  Pipe  Organ 

51942  The  Birth  of  the  Shamrock  (Kelly-Cahill). 

_.  _  Charles  Harrison 

Harp  That  Once  Thro'  Tara's  Hall  (Moore), 
..  „    „.  Joseph  M.  White 

J1498  Blue  Skies  (Berlin). 

Vaughn  de  Leath  (The  Radio  Girl) 
Since  I  Found  You  (Clare-Woods), 

Vaughn  de  Leath  'The  Radio  Girl) 
High,  High,  High  Up  in  the  Hill-  (Watching  the 
Clouds   Roll    By)    (Lewis- Young- Abrahams) — 
Male  Duet,  with  Frank  White  at  the  Piano. 

The  Radio  Franks  (Bessinger- White) 

Mv  Little  Bunch   of  Happiness  (Davis-Akst)  

Male  Duet,  with  Frank  White  at  the  Piano. 

The  Radio  Franks  (Bessinger-White) 
Don't   Let   the   Deal   Go   Down — SinginR.  with 

Fiddle.  Harmonica  and  Guitar  Vernon  Dalhart 

Bury  Me  Not  on  the  Lone  Prairie  (The  Dying 
Cowboy) — Singing,  with  Fiddle,  Harmonica 
and  Guitar   Vernon  Dalhart 

51943  Intermezzo— Suite  Melodique  (FrimI), 

Herbert  Soman's  Salon  Orch. 
A  Vineyard  Idyl  (Didier), 

Herbert  Soman's  Salon  Orch. 
"1945  Oh!   Doctor   (Cook) — A  Toothsome  Recitation 

Phil  Cook  (The  Radio  Chef) 

Lady  Luck  (Cook), 

Phil  Cook  (The  Radio  Chef)  and  HiiTFryin'  Pan 
Mv    Baby'l   Back   (Cock-a-Doodlc.   I'm   Off  My 
Noodle)     (Johnson  Sherman-Tobias) — Descrip- 
tive  Tenor   Duet,   with   Tack   Glogau   at  the 

Piano   Al  Campbell-Jack  Kaufman 

Wliv    Did    Dr.    Tckyl-Hidc  (Johnson-Shercan- 
Tobias) — Descriptive  Tenor  Duet,  with  Tack 
Glogau  at  the  Piano..  Al  Campbell-Jack  Kaufman 
51957  In  the  Cross  of  Christ  I  Glory — Easter  Hymn: 


51946 


51949 


51953 


The  Strife  Is  O'er — Easter  Hymn, 
Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
Jesus  Christ  Is  Risen  To-day  (Worgan) — Easter 
Hymn, 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 

51955  Take  in  the  Sun,  Hang  Out  the  Moon  (Lewis- 

Young- Woods) — Vocal  Chorus  by  Arthur  Fields, 
Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
Falling    in    Love    With    You    (Davis-Meyer)  — 
Vocal  Chorus  by  Arthur  Fields, 
Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 

51958  Crazy  Words— Cray  Tune  (Vo-do-de-o)  (Yellen- 

Ager) — .The  Croonaders,  with  Van  Buren  Clark 
Voom  Voom  (Moaden  on  the  Gayden)  (Friend- 
Welsh)   Van  Buren  Clark 

51951  The  Bully  of  the  Town — Singing,  with  Fiddle, 
Banjo  and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 
The  Bright  Sherman  Valley — Singing,  with  Fid- 
dle, Banjo,  Harmonica  and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 

51950  Golden  Showers  (Ferera-Paaluhi), 

Waikiki  Hawaiian  Orch. 
Kona  Waltz  (Ferera-Paalnhi), 

Waikiki  Hawaiian  Orch. 
51964  My  Creole  Stie  (Davis) .Walter  Scanlan  and  Chorus 
Just  an  Ivory  Covered  Shack  (Davidson-Rupp), 

Walter  Scanlan 

51956  My  Lady's  Boudoir — Suite:  No.  1,  Chiffon;  No. 

2,  Lace  (Lockwood), 

B.  A.  Rolfe  and  His  Concert  Orch. 
My  Lady's   Boudoir — Suite:   No.   3,  Perfume; 
No.  4,  High  Heels  and  Buckles  (Lockwood), 

B.  A.  Rolfe  and  his  Concert  Orch. 

51951  Bridget  O'Flynn  (Where've  Ya  Been?)  (Sterling- 

King) — Male  Voices,  with  Johnny  Ryan  at  the 

Piano   Sherman-Ryan 

Down  in  the  Old  Neighborhood  (McKenna), 

National  Male  Quartet 
It  Made  You  Happy  When  You  Made  Me  Cry 
(Donaldson) — Stuart  Ross  at  the  Piano, 

Vaughn  de  Leath  (The  Radio  Girl) 
(Does    She    Love    Me)    Positively,  Absolutely 
(Coslow-Herbert) — Stuart  Ross  at  the  Piano, 

Vaughn  de  Leath  (The  Radio  Girl) 
51967  In  a  Little  Spanish   t  own   ('Twas  on  a  Night 

Like   This)    (Lewis-Young- Wayne)  ..  Arthur  Fields 
Yankee  Rose  (Hoiden-Franki)  .National  Male  Quartet 
FLASHES 

51962  The   Cat   (A  Spooky  Novelty)    (Kahn-Jones) — 

Fox-trot   Phil  Napoleon  and  His  Orch 

Pardon  the  Glove  (Fast  and  Hot)  (Quicksell) — 
Fox-trot, 

D.  Voorhees  and  His  Earl  Carroll's  "Vanities'"  Orch. 

51963  I  Still  Believe  in  You  (Gilbert-Rich)— Fox-trot, 

with  Singing  by  Harold  Yates, 

D.  Voorhees  and  His  Earl  Carroll's  "Vanities"  Orch. 
Never    Without    You    (Davis-Burke) — Fox-trot, 
with  Singing  by  Harold  Yates, 
D.  Voorhees  and  His  Earl  Carroll's  "Vanities"  Orch 
51960  It  Made  You  Happy  When  You  Made  Me  Cry 
(Donaldson) — t  ox-trot, 

Phil  Naploeon  and  His  Orch. 
Lonely  Eyes  (Davis-Akst) — Fox-trot,  with  Vocal 
Refrain  by  Arthur  Fields  Golden  Gate  Orch. 

51959  The  Kinkajou  (From  "Rio  Rita")  (McCarthy- 

Tierney) — Fox-trot    ...Cass  Hagan  and  His  Orch. 
It  All  Depends  on  You  (DeSylva-Brown-Hen- 
derson) — Fox-trot,    with    Vocal    Refrain  by 

Arthur  Fields   Cass  Hagan  and  His  Orch. 

51954  It's  O.  K.  Katy  With  Me  (Pease-Nelson)— 
(Trumpet  Virtuoso) — Vocal  Chorus  by  Van 
Buren  C^ark, 

B.  A.  Rolfe  and  His  Palais  D'or  Orch. 
What   Does   It   Matter?    (Berlin) — Waltz,  with 
Vocal  Refrain  (Trumpet  Virtuoso), 

B.  A.  Rolfe  and  His  Palais  D'or  Orch. 

51952  What  Makes  My  Baby  Cry  (Hibbeler-Sosnik- 

Squires) — Fox-trot,   Vocal  Refrain, 

Al.  Lynn's  Music  Masters 
Indian  Butterfly  (Naomi)  (Leslie-Lodge-Stone) 

Fox-trot   Al.  Lynn's  Music  Masters 

51947  Somebody  Else  (from  "Yours  Truly  ')  (Cald- 
well-Hubbell) — Fox-trot,    with    Vocal  Refrain 

by  Joe  Schuster  Duke  Yellman  and  His  Orch. 

Rio  Rita  (from  "Rio  Rita")  (McCarthy-Tierney) 
— Fox-trot,     with     Vocal     Refrain     by  Joe 

Schuster   Duke  Yellman  and  His  Orch. 

20-MINUTE  RECORDS 
10006  Hello  Bluebird   (Friend) — Fox-trot.. 

Kaplan's  Melodists 
In  a  Little  Spanish  Town  (Lewis-Young-Wayne) 
—Waltz, 

Hotel  Commodore  Dance  Orch.  (B.  Levitow,  Dir.) 
The  Sphinx  (Tillman) — Oriental  Fox-trot, 

Ross  Gorman  and  His  Orch. 
Rhapsodie    Russe    (Nussbaum) — Fox-trot  Over- 
ture   Featuring    "Volga    Boat    Song"  and 
"Tschaikowsky  s  1S12", 

Harold  Veo  and  His  Arrowhead  Inn  Orch. 
Oriental   Moonlight   (Smolev-Seaman) — Fox-trot 
Romance, 

Ernie  Golden  and  His  Hotel  McAlpin  Orch. 
Clap  Yo'  Hands  (from  "Oh,  Kay")    (Ira  and 
George  Gershwin)  —  Slow  Fox-trot, 
Hotel  Commodore  Dance  Orch.  (B.  Levitow,  Dir.) 

Edison  Blue  Amberol  Records 

5319  Old  Dutch  Selections.  .Victor  Herbert  and  His  Orch. 
5304-Valeeta  Waltz  (Over  the  Waves), 

Henrv   Ford's  Old-Time  Dance  Orch. 
529S  Broken  Hearted  Melody  Waltz. 

Waikiki   Hawaiian  Orch. 

5316  Mary  Lou. 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 

5320  As  It  Began  to  Dawn  (Easter  Sacred  Number) 

Edison  Mixed  Quartet 
5308  We  Courted  in  the  Rain — Singing,  Harmonica 
and  Guitar 

Ernest  V.  Stoneman  and  The  Blue  Ridge  M't'neer 

5313  Kennie    Wagner's    Surrender — Singing,  Fiddle, 

Harmonica  and  Guitar  Vernon  Dalhart 

5315  Bury  Me  Not  On  The  Lone  Prairie  (The  Dying 
Cowboy) — Singing,     Fiddle,    Harmonica  and 

Guitar   Vernon  Dalhart 

Vernon  Dalhart 

5318  When  I  Get  Back  Again  to  Bonnie  Scotland, 

Harry  Lauder 

5311  Cherie,  I  Love  You  (Cherie,  Je  T'Aime) — 
Walter  Scanlan  with  Organ  Accompaniment, 
Frederick  Kinsley  on  the  Midmer-I.osh  Pipe  Organ 

5306  I  Wish  You  Were  Jealous  of  Me — Tenor  Duet, 

Arthur  Hall  and  John  Ryan 

5307  I  "Wanna"  Go  Where  You  Go— Do  What  You 

Do  Then  I'll  Be  Happy. 

Arthur  Hall  and  John  Ryan 

J309  It  Made  You  Happy  When  You  Made  Me  Cry — 

Fox-trot  Phil  Napolean  and  His  Orch 

5305  I'm  Tellin'  the  Birds— Tellin'  the  Bees— Fox- 
trot  Clyde  Doerr  and  His  Orch. 

5317  High-High-High    Up    In    the    Clouds — Fox-trot, 

with  Vocal  Refrain  by  the  Orchestra, 

Ross  Gorman  and  His  Orch. 


Okeh  Records 


40772 


40773 


40774 


40775 


40776 


4077i 


21035 


45088 


45089 


45090 


8447 


S448 


S449 


4077S 


40779 


407S1 


407S0 


45091 


45092 


S450 


S451 


S452 


407S2 


40783 


407S4 


MARCH  25  RELEASE 
DANCE  RECORDS 
Clarinet    Marmalade    (Shields-Ragas)— Foxtrot. 
Singin'  the  Blues — Fox-trot, 

.  Frankie  Trumbauer's  Orch.,  with  Bix-Lang  10 
(Frankie  Trumbauer,   Saxophone;   Bix,  Cornet; 

Lang,  Guitar.) 
Forgive     Me     ( Yellen-Ager)  —  Fox-trot.  with 

Vocal  Refrain. Harry  Raderman's  Dance  Orch.  10 
Hoosier  Sweetheart   (Say  Who)  (Goodwin-Ash- 
Baskette) — Fox-trot,  with  Vocal  Refrain, 

Harry  Raderman's  Dance  Orch.  10 
You  Went  Away  Too  Far  (And  Stayed  Away 
Too    Long)    (Bryan-Monaco) — Fox-trot,  with 
Vocal  Refrain, 

Frank  Dailey  and  His  Meadowbrook  Orch.  10 
There's  Something  Nice  About  Everyone  (But 
There's  Every  thing  Nice  About  You)  (Turker- 
Bryan-Wending) — Fox-trot,  with  Vocal  Refrain, 

Frank  Dailey  and  His  Meadowbrook  Orch.  10 
VOCAL  RECORDS 
I've  Never  Seen  a  Straight  Banana   (Waite) — 
Tenor-Baritone    Duet,    with    Piano   by  Dave 

Kaplan   Billy  Jones-Ernest  Hare  10 

That's  My  Hap-Hap-Happiness  (Johnson-Tobias- 
Sherman) — Tenor-Baritone   Duet,   with  Piano 

by  Dave  Kaplan  Billy  Jones-Ernest  Hare  10 

'Deed  I  Do  (Hirsch-Rose) — Singing,  with  Piano, 

Sissle-Blake  10 
\  ou  Know,  I  Know  Everything's  Made  for  Love 
(Johnson-Tobias) — Singing,  with  Piano, 

Sissle-Blake  10 
INSTRUMENTAL  RECORD 
Bluin'  the  Blues  (Ragas) — Clarinet,  with  Piano; 

Guitar  by  Ed.  Lang  Boyd  Senter  10 

Clarinet  Tick'e  (Senter) — Clarinet,  with  Piano; 

Guitar  bv  Ed.  Lang  Boyd  Senter  10 

IRISH  RECORD 
The  Frost  on  the  Heather — Irish  Jig,  with  Violin 

and  Piano   George  Halpin  10 

The  Lass  of  Barramore — Irish  Reel,  with  Violin 

and  Piano   George  Halpin  10 

OLD-TIME  TUNES 
Georgia  Girl  (Jenkins) — Fiddling  and  Singing. 

"Gooby"  Jenkins  10 
Papa's  Got  a  Home — Fiddling  and  Singing. 

"Gooby"  Jenkins  10 
C.    &    O.    Excursion    Train    (Hutchison) — Har- 
monica, with  Talking   Frank  Hutchison  10 

Long  Way  to  Tipperary — Guitar  and  Harmonica, 

Frank  Hutchison  10 
Barbara  Allen    (Robison) — Tenor,  with  Fiddle, 

Guitar  and  Harmonica   Tobe  Little  10 

Pearl    Bryan    (Carson-Thompson) — Tenor,  with 
Fiddle,  Guitar  and  Harmonica. ..  .Tobe  Little  10 
RACE  RECORDS 
You  Made  Me  Love  You   (Venable) — Fox-trot, 
with  Vocal  Refrain  by  Louis  Armstrong. 

Louis  Armstrong  and  His  Hot  Five  10 
Irish    Black   Bottom    (Venable) — Fox-trot,  with 
Vocal  Refrain  by  Louis  Armstrong, 

Louis  Armstrong  and  His  Hot  Five  10 
There's  a  Meetin'  Here  To-night   (Grainger) — 
Spiritual,  with  Piano  Accomp., 

Perfect  Harmony  Quartet  10 
My  Good  Lord's  Done  Been  Here  (Grainger) — 
Spiritual,  with  Piano  Accomp.. 

Perfect  Harmony  Quartet  10 
Fortune  Teller  Blues   (Byron) — Contralto,  with 

Piano   Geneva  Gray  10 

Lonesome  Mountain  Blues   (Byron) — Contralto. 

with  Piano   Geneva  Gray  10 

APRIL  5  RELEASE 
The  Cat  (Kahn-Jones) — Fox-trot,  with  Vocal  Re- 
frain Ted  Wallace  and  His  Orch.  10 

Oh,   Lizzie!    (Bibo) — Fox-trot,   with   Vocal  Re- 
frain .Ted  Wallace  and  His  Orch.  10 

If  You  See  Sally  (Kahn-Egan-Donaldson) — Fox- 
trot, with  Vocal  Refrain, 

Lou  Gold's  Society  Orch.  10 
The    Dixie   Vagabond    (Kahn-Donaldson) — Fox- 
trot, with  Vocal  Refrain, 

Lou  Gold's  Society  Orch.  10 
Rio  Rita   (From   "Rio  Rita")  (McCarthy-Tier- 
ney) — Fox-trot,  with  Vocal  Refrain, 

Sam  Lanin  and  His  Famous  Players  10 
The  Kinkajou   (From  "Rio  Rita")  (McCarthy- 
Tierney) — Fox-trot,  with  Vocal  Refrain, 

Sam  Lanin  and  His  Famous  Plavers  10 
VOCAL 

Roses    for    Remembrance    (Kahn-Curtis) — With 

Piano,  Banjo  and  Bells.... The  Peerless  Four  10 
The   Dixie  Vagabond    (Kahn-Donaldson) — With 
Piano,   Banjo  and   Traps.. The  Peerless  Four  10 
OLD-TIME  TUNES 
Song  of  the   Wanderer   (Where  Shall  I  Go?) 
(Moret) — Tenor  Solo,  with  Fiddle  and  Guitar, 

Vernon  Dalhart  10 
The    Shadow    Song    (Woodruff-Hodge) — Tenor 
Duet,  with  Fiddle  and  Guitar, 

Vernon  Da'hart  Carson  Robison  10 
Ain't  Nobody's  Business — Singing, 

Earl  Johnson  and  His  Dixie  Entertainers  10 
Three  Nights'  Experience — Singing. 

Earl  Tohnson  and  His  Dixie  Entertainers  10 
" RACE  RECORDS 
AH  That  I  Had  Is  Gone  (Bradford)— Fox-trot, 
with  Vocal  Refrain, 

Perry  Bradford  and  His  Gang  10 
Lucy    Long    (Bradford) — Fox-trot,    with  Vocal 

Refrain   Perry  Bradford  and  His  Gang  10 

You  Don't  See  Into  the  Blues  Like  Me  (John- 
son)— Singing,  with  Piano  and  Fiddle, 

Lonnie  Johnson  10 
You    Drove   a   Good    Man    Away    (Johnson) — 
Singing,  with  Piano  and  Fiddle, 

Lonnie  Johnson  10 
Praying  for  the  Mourners — Sermon,  with  Sing- 
ing;  Deacon  Leon  Davis  and  Sisters  Jordan 

and  Norman  Assisting  Rev.  J.  M.  Gates  10 

Sisters'  Prayer  Meeting — Sermon,  with  Singing: 
Deacon   Leon   Davis  and  Sisters  Jordan  and 

Norman  Assisting  Rev.  J.  M.  Gates  10 

APRIL   15  RELEASE 
D  WCE  RECORDS 
I  Want  to  He  Miles  Away  From  Ev'ryone  (And 
Ttist  a  Little  Closer  to  You)  (DeSylva-Brown- 
Henderson) — Fox-trot,  with  Vocal  Refrain  by 

Russell  Douglas   The  Okeh  Melodians  10 

Sad   'n    Blue   (Davis-Akst-Ash) —  Fox-trot,  with 

Vocal    Refrain  Lou  Gold's  Society  Orch.  10 

My  Sunday  Girl  (Ruby  Cooper-Stept) — Fox-trot, 
with  Vocal  Refrain  by  Les  Reis. 

Irwin  Abrams  and  His  Orch.  10 
Collette  (Kahn-Raer)--Fox-trot,  with  Vocal  Re- 
frain by  Les  Reis. 

Irwin  Abrams  and  His  Orch.  10 
A  Hut  Time  in  the  Old  Town  (Mctz) — Fox-trot, 

Miff  Mole's  Moler*  10 
The  Darktown  Strutters'  Ball  (Brooks)  —  Fox-trot, 

Miff  Mole's  Moltrs  10 
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LATEST  RECORD  BULLETINS— (Continued  from  page  142) 


VOCAL  RECORDS 

40785  I  Love  the  College  Girls   (Jaffe-Bonx)—  Tenor- 

Baritone  Duet,  with  Piano  by  Dave  Kaplan, 

Happiness  Boys 

The  Coat  and  Pants  Do  All  the  Work  (And  the 
Vest  Gets  All  the  Gravy)  (Hanlon-Ross-Shay) 
— Tenor-Baritone  Duet,  with  Piano  by  Dave 
Kaplan   Happiness  Boys 

40786  Nesting    Time     (Dixon-Monaco) — Tenor,  with 

Piano  and  Clarinet....  Russell  Douglas 

South  Wind  (DeSylva-Brown-Henderson)  — 
Tenor,  with  Piano,  Guitar  and  Saxophone, 

Russell  Douglas 
OLD-TIME  TUNE  RECORDS 

45093  Old  Rachel  (Hutchison) — Singing,  with  Guitar, 

Frank  Hutchison 
The  Wild  Horse  (Hutchison) — Guitar  and  Har: 
monica   Frank  Hutchison 

45094  Round    Town    Girl— Vocal    Refrain    by    E.  V. 

Stoneman;  Guitar,  Banjo  and  Fiddle  by  Kahle 

Brewer   E.  V.  Stoneman's  Trio 

Lonesome  Road  Blues — Vocal  Refrain  by  E.  V. 
Stoneman;  Guitar,  Banjo  and  Fiddle  by  Kahle 

Brewer   E.  V.  Stoneman's  Trio 

RACE  RECORDS 

8453  Lovesick  Blues  (Jones) — Contralto,  with  R.  M. 

Jones,  Piano,  and  L.  Armstrong,  Trumpet, 

Bertha  "Chippie"  Hill 
Lonesome  Weary  Blues  (Hill-Allen) — Contralto, 
with  R.  M.  Jones,  Piano,  and  L.  Armstrong, 
Trumpet   Bertha  "Chippie"  Hill 

8454  Dolly  Mine   (Russell-Barbarin) — Fox-trot, 

Luis  Russell's    Heebie  Jeebie  Stompers 
Sweet  Mumtaz  (Russell) — Fox-trot, 

Luis  Russell's    Heebie  Jeebie  Stompers 

Emerson  Records 


10 

10 
10 

10 

10 
10 

10 

10 

10 

10 
10 
10 


3125 

3126 
3127 

3128 

3129 
3130 

7348 
7355 
7364 

7374 


DANCE  RECORDS 
Rio  Rita — Fox-trot,  with  Vocal  Chorus, 

Lou  Gold  and  His  Orch. 
A  Lane  in  Spain — Fox-trot,  with  Vocal  Chorus, 

Lou  Gold  and  His  Orch. 
If  You're  in  Love  You'll  Waltz — Waltz, 

Lanin  Melody  Orch. 

Kinkajou — Fox-trot   Frank  Dailey  and  His  Orch. 

My  Regular  Gal — -Fox-trot,  with  Vocal  Chorus, 

Frank  Dailey  and  His  Orch. 
Dixie  Vagabond — Fox-trot,  with  Vocal  Chorus, 

Lou  Gold  and  His  Orch. 
If  You  See  Sally — Fox-trot,  with  Vocal  Chorus, 

Frank  Dailey  and  His  Orch. 
Hello,   Cutie! — Fox-trot,   with   Vocal  Chorus, 

Lanin  Melody  Orch. 
VOCAL  RECORDS 
When  I  First  Met  Mary — Quartet, 

Original  Criterion  Male  Quartet 
I'll  Take  Care  of  Your  Cares — Quartet, 

Original  Criterion  Male  Quartet 
I've  Never  Seen  a   Straight  Banana — Novelty 

Solo  Daffy  Dill 

I   Wonder  How  I  Look  When  I'm  Asleep — 

Tenor  Solo   Arthur  Fields 

STANDARD  RECORDS 
In  the  Baggage  Coach  Ahead — Tenor  Solo, 

Vernon  Dalhart 

The  Wreck  of  the  '97 — Tenor  Solo.. Vernon  Dalhart 
My  Darling  Nellie  Gray — Tenor  Solo. Vernon  Dalhart 
The  Letter  Edged  in  Black — Tenor  Solo, 

Vernon  Dalhart 
The  Death  of  Floyd  Collins— Tenor  Solo, 

Vernon  Dalhart 
The  Fate  of  the  Shenandoah — Tenor  Solo, 

Vernon  Dalhart 

Mother's  Grave — Tenor  Solo   Vernon  Dalhart 

I'll  Ne'er  Forget  My  Mother  or  My  Home — 
Tenor  Solo   Vernon  Dalhart 


Banner  Records 


1939 

1940 
1941 

1942 

1943 
1944 
1945 

1946 

1947 
1948 

1949 
2146 
1950 

1951 

1952 

1953 

1954 


DANCE  RECORDS 
Song  of  the  Wanderer  (Where  Shall  I  Go?) — 

Fox-trot   Sam  Lanin's  Dance  Orch. 

Hoosier  Sweetheart — Fox-trot, 

Fred  Rich's  Dance  Orch. 
I'm  Back  in  Love  Again — Fox-trot, 

Jack  Pettis  and  His  Band 
Silver  Song  Bird — Fox-trot .  Fred  Rich's  Dance  Orch. 
What  Does  It  Matter? — Waltz, 

Hollywood  Dance  Orch. 
I  Could  Waltz  on  Forever — Waltz, 

Hollywood  Dance  Orch. 

Ain't   She   Sweet — Fox-trot, 

Jack  Pettis  and  His  Band 
That's  My  Hap-Hap- Happiness — Fox-trot, 

Jack  Pettis  and  His  Band 
The  Dixie  Vagabond — Fox-trot, 

Imperial  Dance  Orch. 

Calling — Fox-trot   Sam  Lanin's  Dance  Orch. 

A  Lane  in  Spain — Fox-trot.  Fred  Rich's  Dance  Orch. 
Somebody   Else    (From   "Yours   Truly") — Fox- 
trot  Imperial  Dance  Orch. 

There's  Everything  Nice  About  You — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
On  the  Way  Back  Home — Fox-trot, 

Imperial  Dance  Orch. 
Rio  Rita  (From  "Rio  Rita") — Fox-trot. 

Imperial  Dance  Orch. 

One  Summer  Night — Fox-trot, 

Hollywood  Dance  Orch. 

So  Blue — Waltz   Adrian  Schubert's  Salon  Orch. 

Yesterday — Waltz  ...Adrian  Schubert's  Salon  Orch. 
My  Idea  of  Heaven   (Is  to  Be  in  Love  With 

You) — Fox-trot   Hollywood  Dance  Orch. 

Underneath  the  .  Weeping  Willow — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
PIPE  ORGAN  RECORDS 

Blue  Skies — Pipe  Organ   Edmund  Cromwell 

I'm    Looking   for    a    Girl    Named    Mary — Pipe 

Organ   Edmund  Cromwell 

At  Dawning — Pipe  Organ  ..Edmund  Cromwell 

A  Dream — Pipe  Organ  Edmund  Cromwell 

VOCAL  RECORDS 
It  All  Depends  on  You — Tenor  Solo,  with  Orch. 

Accomp  Irving  Kaufman 

I    Will   Always   Love    You — Tenor    Solo,  with 

Orch.  Accomp  Charles  Harrison 

Crazy  Words — Crazy    Tune — Male    Duet,  with 

Piano  Accomp  Billy  Jones-Ernest  Hare 

Get  Away,  Old  Man,  Get  Away — Baritone  Solo. 

with  Novelty  Accomp  Arthur  Fields 

If  You  See  Sally — Tenor  Solo,  with  Orch.  Ac- 
comp Irving  Kaufman 

Why  Should  I  Say  That  I'm  Sorry— Baritone 

Solo,  with  Orch.  Accomp  Harold  Lambert 

Take  Your  Finger  Out  of  Your  Mouth— Male 

Duet,   with   Piano   Accomp  The  Radio  Imps 

I've  Never  Seen  a  Straight  Banana — Male  Duet, 

with  Piano  Accomp  Billy  Jones-Ernest  Hare 

That's  What  I  Call  a  Pal— Tenor  Solo,  with 

Orch.   Accomp  Charles  Harrison 


Rock  Me  to  Sleep  in  An  Old  Rocking  Chair — 
Tenor  Solo,  with  Orch.  Accomp. ..  Irving  Kaufman 

1955  I  Ain't  a-Gonna  Grieve — Male  Quartet, 

The  Commonwealth  Quartet 
Deep  River — Male  Quartet, 

The  Commonwealth  Quartet 

1956  Moonbeam!  Kiss  Her  for  Me — Male  Duet,  with 

Piano  Accomp  The  Radio  Imps 

High,  High,  High  Up  in  the  Hills— Male  Duet, 
with  Piano  Accomp  The  Radio  Imps 

1957  The  Wreck  of  the  Royal  Palm— Tenor  Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

My  Carolina   Home — Male  Duet,  with  Novelty 

Accomp  Lambert-Hillpot 

STANDARD  RECORD 

2147  Blue  Danube  Waltz— Waltz, 

Adrian  Schubert's  Concert  Orch. 
Over  the  Waves — Waltz, 

Adrian  Schubert's  Concert  Orch. 
HAWAIIAN  RECORD 

2148  Lonely   Hawaii — Guitar   Duet,   with  Vocal  Re- 

frain  Frank  Ferera  s  Hawaiians 

My     Hawaiian     Sunshine  Hawaiian  Guitar 

Quartet   The  Four  Hawaiians 

RACE  RECORD 

1958  Somebody's  Been  Loving  My  Baby — Comedienne, 

with  Piano  and  Guitar  Accomp  Mandy  Lee 

Scrubbin"   Blues — Comedienne,   with   Orch.  Ac- 
comp Helen  Baxter 

Gennett  Records 

POPULAR  DANCE  RECORDS 

6055  Oriental  Moonlight — Oriental  Fox-trot, 

Arabian  Knights 
A  Tree   in   the   Park — Fox-trot;    Black  Bottom 
Rhythm   Al  Gentile  and  The  Americanas 

6056  Indian  Butterfly  (Naomi) — Fox-trot, 

Johnny  Silvester  and  His  Playmates 
I  Found  a  New  Baby — Stomp, 

Andy  Freer  and  The  Cotton  Club  Orch. 
o057  She  Looks  Like  Helen  Brown — Fox-trot, 

Ross  Gorman  and  His  Fire-Eaters 
Come   Day,   Go   Day    ('Til   My   Baby  Comes 
Back  to  Me) — Fox-trot  Shuffle, 

Ross  Gorman  and  His  Fire-Eaters 

6059  Honest  I'm  Wild  About  You — Fox-trot, 

Lieut.  Matt's  Rhapsodists 
In  a  Little  Spanish  Town — Waltz, 

Felix  Ferdinando  and  Orch. 

6064  Sunday  Girl — Fox-trot,  with  Vocal  Chorus, 

Lieut.  Matt's  Rhapsodists 
You're  the  One  for  Me — Fox-trot,  with  Vocal 
Chorus   Lieut.  Matt's  Rhapsodists 

6066  Smile — Waltz,  with  Vocal  Chorus, 

Lieut.  Ferdinando  and  Orch. 
Coronado  Nights — Fox-trot,  with  Vocal  Chorus, 

Lieut.  Ferdinando  and  Orch. 

6067  I'm    Gonna   Meet    My   Sweetie   Now — Fox-trot, 

with  Vocal  Chorus. Harry  Pollock's  Blue  Diamonds 
You  Can't  Cry   Over  My   Shoulder — Fox-trot, 
with  Vocal  Chorus.  Harry  Pollockf's  Blue  Diamonds 

6068  Ain't  She  Sweet? — Fox-trot,  with  Vocal  Chorus, 

Lou  Gold  with  The  Melody  Men 
You    Should    See    My    Tootsie — Fox-trot,  with 
Vocal  ,  Chorus   Lieut.  Ferdinando  and  Orch. 

6069  Never     Without     You — Fox-trot,     with  Vocal 

Chorus   Lieut.  Ferdinando  and  Orch. 

Weeping  Willow — Fox-trot,  with  Vocal  Chorus, 

Harry  Pollock's  Blue  Diamonds 
POPULAR  VOCAL  RECORDS 

6058  Hush-a-Bye   The  Four  Bachelors 

Some  Day   The  Four  Bachelors 

6054  If  Tears  Could  Bring  You  Back  to  Me, 

Irving  Kaufman 

Coronado  Nights   Irving  Kaufman 

6053  Just  An  Ivy  Covered  Shack  Delores  Valesco 

If  I  Hadn't  You  Delores  Valesco 

6050  If  I   Didn't  Know   Your   Husband    (And  You 

Didn't  Know  My  Wife)  Moe  Thompson 

I   Wonder   How   I  Look  When  I'm  Asleep — 

Comic  Vocal   Moe  Thompson 

6071  Crazy,  Words — Crazy  Tune — Vocal  Quartet, 

The  Locust  Sisters 
You  Went  Away  Too  Far  and  Stayed  Away  Too 

Long   The  Locust  Sisters 

WHISTLING  NOVELTY 

6060  Silver  Song  Bird — Solo  Sybil  Fagan  Ensemble 

Moonlight    Dreams — Solo  Sybil  Fagan  Ensemble 

6070  Nola   Carson  Robison  (The  Kansas  Jay  Bird) 

Whistle-itis. .  .Carson  Robison  (The  Kansas  Jay  Bird) 

OLD-TIME  FIDDLIN'  AND  SINGING 

6051  Wreck  of  the  Royal  Palm — Old-Time  Mountain, 

Vernon  Dalhart 
Wreck  of  the  No.  9 — Old-Time  Mountain, 

Vernon  Dalhart 

6052  Long  Eared  Mule — Old-Time  Mountain, 

Ernest  Stoneman  and  Graysen  County  Boys 
Round  Town  Gals — Old-Time  Mountain, 

Ernest  Stoneman  and  Graysen  County  Boys 

6065  When  the  Roses  Bloom  Again  Ernest  Stoneman 

Sweet  Bunch  of  Violets  Ernest  Stoneman 

Harmony  Records 


365-H 
370-H 


374-H 


DANCE  SELECTIONS 
That's  My  Hap-Hap-Happiness — Fox-trot, 

Broadway  Bell  Hops 
Nesting  Time — Fox-trot.  .Broadway  Bell  Hops 
If  You're  in  Love,  You'll  Waltz — Waltz,  with 
Vocal   Chorus  by  Jack  Wilson, 

WMCA  Broadcasters 
Coronado  Nights — Fox-trot,  with  Vocal  Chorus 

by  Jack  Wilson  WMCA  Broadcasters 

The   Dixie   Vagabond — Fox-trot,   with  Vocal 
Chorus  by  Irving  Kaufman, 

Lou  Gold  and  His  Orch. 
You  Should  See  My  Tootsie — Fox-trot,  with 
Vocal  Chorus  by  Robert  Benjamin, 

The  Harmonians 

379-H  Ev'ry    Little    While— Fox-trot,    with  Vocal 
Trio  by  Steele,  Heagney  and  White, 

Ross  Gorman  and  His  Virginians 
Loop  Up  and  Smile — Fox-trot, 

Manhattan  Dance  Makers 
376-H  A  Tree  in  the  Park  (From  "Peggy  Ann")— 

Fox-trot   The  Astorites 

Who  Do  You  Love?   (From  "Earl  Carroll's 
Vanities") — Fox-trot,  with  Vocal  Chorus  by 

Irving  Kaufman   The  Astorites 

372-H  She  Looks  Like  Helen  Brown — Fox-trot,  with 
Vocal  Chorus  by  Arthur  Fieldsr 

Ross  Gorman  and  His  Virginians 
Oh!    Baby    Don't    We    Get  Along — Fox-trot, 
with  Vocal  Chorus  by  Arthur  Fields, 

Ross  Gorman  and  His  Virginians 
366-H  Mine — Fox-trot,  with  Vocal  Chorus  by  Irving 

Kaufman   The  Harmonians 

My  Regular  Gal — Fox-trot,  with  Vocal  Chorus 

by  Arthur  Fields   The  Westerns 

375-H  Still  Waters— Waltz  WMCA  Broadcasters 

{Continued  on  page  144) 
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So   Blue — Waltz,  with  Vocal  Chorus  by  Joe 
Candullo, 

Joe  Candullo  and  His  Everglades  Orch. 
Rio  Rita  (From  "Rio  Rita") — Fox-trot, 
F.  Farrell  and  His  Greenwich  Village  Inn  Orch. 
South  Wind — Fox-trot, 

F.  Farrell  and  His  Greenwich  Village  Inn  Orch. 
Oh.  Lizzie! — Fox-trot,  with  Vocal  Chorus  by 

Hal  White   University  Six 

The  Cat — Fox-trot   University  Six 

Hoosier    Sweetheart     (Say    Who) — Fox-trot, 
with  Vocal  Chorus  by  Arthur  Fields, 

Manhattan  Dance  Makers 
Calling — Fox-trot,  with  Vocal  Chorus  by  Irving 

Kaufman   WMCA  Broadcasters 

It's    O.    K.    Katy    With  Me — Fox-trot,  with 
Vocal  Chorus  by  Hal  White. University  Six 
Nobody  But  (My  Baby  Is  Getting  My  Love) 
— Fox-trot,  with  Vocal  Chorus  by  Hal  White, 
University  Six 

Indian  Butterfly — Fox-trot. Royal  Troubadours 
Roses     for     Remembrance  —  Fox-trot,  with 
Vocal  Chorus  by  Frank  Cornwell. 

Frank  Cornwell  and  His  Orch. 

Go,  Joe,  Go — Fox-trot   The  Emperors 

That's  No  Bargain — Fox-trot, 

The  Arkansas  Traveler 
VOCAL  SELECTIONS 
I'm  Looking  for  a  Girl  Named  Mary — Vocal, 

Irving  Kaufman 
That's  What  I  Call  a  Pal— Vocal, 

Charles  Harrison 
At    Sundown    (When    Love    Is    Calling  Me 
Home) — Vocal  ..Honey  Duke  and  His  Uke 
If  You  See  Sally — Vocal, 

Honey  Duke  and  His  Uke 
Yankee  Rose — Novelty  Singing  Quartet, 

The  Harmonizers 
My  Regular  Gal — Novelty  Singing  Quartet, 

The  Harmonizers 
Yes.  Flo!  The  Gal  Who  Never  Says  "No"— 

Vocal   Beth  Challis 

No  One  But  You  Knows  How  to  Love — Vocal, 

Beth  Challis 
Oh!  Baby,  Don't  We  Get  Along— Vocal, 

Jack  Kaufman 

I  Wonder  How  I  Look  When  I'm  Asleep — 

Vocal   Jack  Kaufman 

Rio  Rita  (From  "Rio  Rita")— Vocal, 

Sid  Garry 

Nesting   Time — Vocal   Sid  Garry 

Domino  Records 
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Regal  Records 


DANCE  RECORDS 

3912  Song  of  the  Wanderer  (Where  Shall  I  Go?)— 

Fox-trot   Sam  Lanin's  Dance  Orch. 

Hoosier  Sweetheart — Fox-trot. 

Fred  Rich's  Dance  Orch. 

3916  I'm  Back  in  Love  Again — Fox-trot, 

Jack  Pettis  and  His  Band 
Silver  Song  Bird — Fox-trot. Fred  Rich's  Dance  Orch. 

3910  What  Does  It  Matter?— Waltz, 

Hollywood  Dance  Orch. 
I  Could  Waltz  on  Forever — Waltz, 

Hollywood  Dance  Orch. 

3914  Ain't   She   Sweet — Fox-trot, 

Jack  Pettis  and  His  Band 
That's  My   Hap-Hap-Happiness — Fox-trot, 

Jack  Pettis  and  His  Band 

3919  The  Dixie  Vagabond — Fox-trot, 

Imperial  Dance  Orch. 

Calling — Fox-trot   Sam  Lanin's  Dance  Orch. 

3918  A  Lane  in  Spain — Fox-trot. Fred  Rich's  Dance  Orch. 
Somebody   Else    (From   "Yours   Truly") — Fox- 
trot  Imperial  Dance  Orch. 

3913  There's  Everything  Nice  About  You — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
On  the  Way  Back  Home — Fox-trot, 

Imperial  Dance  Orch. 

3911  Rio  Rita  (From  "Rio  Rita'") — Fox-trot, 

Imperial  Dance  Orch. 

One  Summer  Night — Fox-trot, 

Hollywood  Dance  Orch. 

3915  So   Blue — Waltz   Adrian  Schubert's  Salon  Orch. 

Yesterday — Waltz   ...Adrian  Schubert's  Salon  Orch. 

3917  My  Idea  of  Heaven   (Is  to  Be  in  Love  With 

You) — Fox-trot  Hollywood  Dance  Orch. 

Underneath  the  Weeping  Willow — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
PIPE  ORGAN  RECORDS 

3928  Blue   Skies — Pipe   Organ  Edmund  Cromwell 

I'm    Looking   for   a    Girl    Named  Mary — Pipe 

Organ   Edmund  Cromwell 

0174  At  Dawning— Pipe  Organ   Edmund  Cromwell 

A  Dream — -Pipe  Organ  Edmund  Cromwell 

VOCAL  RECORDS 

3922  It  All  Depends  on  You— Tenor  Solo,  with  Orch. 

Accomp  Irving  Kaufman 

I    Will   Always   Love    You — Tenor    Solo,  with 
Orch.  Accomp  Charles  Harrison 

3920  Crazy  Words — Crazy   Tune — Male   Duet,  with 

Piano  Accomp  Billy  Jones-Ernest  Hare 

Get  Away,  Old  Man,  Get  Away — Baritone  Solo, 
with  Novelty  Accomp  Arthur  Fields 

3924  If  You  See  Sally — Tenor  Solo,  with  Orch.  Ac- 

comp Irving  Kaufman 

Why  Should  I  Say  That  I'm   Sorry — Baritone 
Solo,  with  Orch.  Accomp  Harold  Lambert 

3923  Take  Your  Finger  Out  of  Youth  Mouth— Male 

Duet,   with   Piano   Accomp  The  Radio  Imps 

I've  Never  Seen  a  Straight  Banana — Male  Duet, 
with  Piano  Accomp  Billy  Jones-Ernest  Hare 

3925  That's  What  I   Call   a   Pal— Tenor   Solo,  with 

Orch.   Accomp  Charles  Harrison 

Rock  Me  to  Sleep  in  An  Old  Rocking  Chair — 
Tenor  Solo,  with  Orch.  Accomp. ..  Irving  Kaufman 

3921  Moonbeam!  Kiss  Her  for  Me — Male  Duet,  with 

Piano  Accomp  The  Radio  Imps 

High,  High,  High  Up  in  the  Hills— Male  Duet, 
with  Piano  Accomp.   The  Radio  Imps 

3926  I  Ain't  a-Gonna  Grieve— Male  Quartet, 

The  Commonwealth  Quartet 
Deep  River — Male  Quartet, 

The  Commonwealth  Quartet 

3927  The  Wreck  of  the  Royal  Palm— Tenor  Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

My  Carolina   Home — Male  Duet,  with  Novelty 

Accomp  Lambcrt-Hillpot 

STANDARD  RECORD 
0176  Blue  Danube  Waltz— Waltz, 

Adrian  Schubert's  Concert  Orch. 
Over  the  Waves — Waltz, 

Adrian  Schubert's  Concert  Orch. 
HAWAIIAN  RECORD 

0175  Lonely    Hawaii — Guitar    Duet,   with   Vocal  Re- 

frain  Frank  Ferera's  Hawaiians 

My     Hawaiian     Sunshine  Hawaiian  Guitar 

Quartet   The  Four  Hawaiians 

RACE  RECORD 

3929  Somebody's  Been  Loving  My  Baby — Comedienne, 

with  Piano  and  Quitar  Accomp  Mandy  Lee 

Scrubbin'  Blues — Comedienne,   with  Orch.  Ac- 
comp Helen  Baxter 


DANCE  RECORDS 

8261  There's  Everything  Nice  About  You — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
One  Summer  Night — Fox-trot.  .Imperial  Dance  Orch. 

8262  Hoosier   Sweetheart — Fox-trot, 

Fred  Rich's  Dance  Orch. 
Song  of  The  Wanderer  (Where  Shall  I  Go)?— 
Fox-trot  Sam  Lanin's  Dance  Orch. 

8263  Ain't  She  Sweet?— Fox-trot, 

Jack  Pettis  and  His  Band 
That's   My  Hap-Hap-Happiness — Fox-trot. 

Jack  Pettis  and  His  Band 

8264  So  Blue — Waltz  Hollywood  Dance  Orch. 

I  Could  Waltz  On  Forever— Waltz, 

Hollywood  Dance  Orch. 
S265  My  Idea  of  Heaven   (Is  to  Be  In  Love  With 

You) — Fox-trot  Imperial  Dance  Orch. 

On  the  Way  Back  Home — Fox-trot, 

Missouri  Jazz  Band 

8266  Rio  Rita  (From  "Rio  Rita")— Fox-trot, 

Hollywood  Dance  Orch. 
Silver  Song  Bird — Fox-trot. Fred  Rich's  Dance  Orch. 

8267  I'm  Back  in  Love  Again— Fox-trot, 

Jack  Pettis  and  His  Band 
Underneath  the  Weeping  Willow — Fox-trot, 

Sam  Lanin's  Dance  Orch. 

8268  What  Does  It  Matter?— Waltz, 

Adrian  Schubert's  Salon  Orch. 
Yesterday — Waltz   ...Adrian  Schubert's  Salon  Orch. 
S269  The  Dixie  Vagabond— Fox-trot, 

Hollywood  Dance  Orch. 
Somebody  Else  (From  "Y'ours  Truly") — Fox-trot, 

Hollywood  Dance  Orch. 

8270  A   Lane   in   Spain — Fox-trot, 

Fred  Rich's  Dance  Orch. 
Calling — Fox-trot   Sam  Lanin's  Dance  Orch. 

PIPE  ORGAN  RECORDS 

8271  Blue  Skies — Pipe  Organ   Edmund  Cromwell 

I'm  Looking  for  a  Girl  Named  Mary — Pipe  Organ, 

Edmund  Cromwell 

8272  A  Dream — Pipe  Organ   Edmund  Cromwell 

At  Dawning — Pipe  Organ  Edmund  Cromwell 


VOCAL  RECORDS 

8273  High,  High,  High  Up  in  the  Hills— Male  Duet, 

with  Piano  Accomp.   The  Radio  Imps 

I've  Never  Seen  a  Straight  Banana — Male  Duet, 
with  Piano  Accomp  Billy  Jones-Ernest  Hare 

8274  If    You    See    Sally — Tenor    Solo,    with  Orch. 

Accomp  Irving  Kaufman 

Rock  Me  to  Sleep  in  An  Old  Rocking  Chair — 
Tenor  Solo,  with  Orch.  Accomp.  .Irving  Kaufman 

8275  It  All  Depends  on  You — Tenor  Solo,  with  Orch. 

Accomp  Irving  Kaufman 

Why  Should  I   Say  That  I'm  Sorry — Baritone 
Solo,  with  Orch.  Accomp  Harold  Lambert 

8276  I  Ain't  a-Gonna  Grieve — Male  Quartet, 

The  Commonwealth  Quartet 
Deep  River — Male  Quartet, 

The  Commonwealth  Quartet 

8277  Moonbeams!    Kiss    Her    for    Me — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

Take  Y'our  Finger  Out  of  Your  Mouth — Male 
Duet,  with  Piano  Accomp  The  Radio  Imps 

8278  Crazy    Words — Crazy    Tune — Male    Duet,  with 

Piano  Accomp  Billy  Jones-Ernest  Hare 

Get  Away.  Old  Man,  Get  Away — Baritone  Solo, 

with  Novelty  Accomp  Arthur  Fields 

8279  That's  What  I   Call   a  Pal— Tenor   Solo,  with 

Orch.  Accomp  Charles  Harrison 

I    Will   Always  Love   Y'ou — Tenor   Solo,  with 
Orch.  Accomp  Charles  Harrison 

8280  My  Carolina   Home — Male  Duet,  with  Novelty 

Accomp  Lambert-Hillpot 

The   Wreck   of   the   Royal    Palm — Tenor  Solo, 

with  Novelty  Accomp  Vernon  Dalhart 

HAWAIIAN  RECORD 

8281  My      Hawaiian      Sunshine — Hawaiian  Guitar 

Duet   The  Four  Hawaiians 

Lonely   Hawaii — Guitar   Duet,   with   Vocal  Re- 
frain  Frank  Ferera's  Hawaiians 

STANDARD  RECORD 

8282  Over  the  Waves— Waltz,  - 

Adrian  Schubert's  Concert  Orch. 
Blue  Danube  Waltz — Waltz, 

Adrian  Schubert's  Concert  Orch. 
RACE  RECORD 

8283  Scrubbin'    Blues — Comedienne,   with   Orch.  Ac- 

comp Helen  Baxter 

Somebody's  Been  Loving  My  Baby — Comedienne, 
with  Piano  and  Guitar  Accomp  Mandy  Lee 


Dealers  Hear  New  Sleeper 
Socket-Power  Radio  Sets 


Record  Yelled  "Fire" 

and  Action  Was  Immediate 


Large  Attendance  at  Meeting  of  Talking  Ma- 
chine and  Radio  Men — Berg  Artone  Portable 
Line  Shown — Explains  Electric  Refrigeration 


Edison  Dealer  in  Ft.  Wayne  Succeeds  in  At- 
tracting Much  Attention,  Together  With  the 
Fire  Department,  by  Demonstration 


E.  R.  Manning,  sales  manager  of  the  Berg 
Auto  Trunk  &  Specialty  Co.,  maker  of  the  Berg 
Artone  line  of  portable  phonographs;  Gordon 
C.  Sleeper,  of  the  Sleeper  Radio  Mfg.  Corp.,  and 
Willard  Hall,-  of  the  Times  Appliance  Co.,  dis- 
tributor of  Ice  Maid  electrical  refrigerating 
units,  were  the  speakers  at  the  March  meeting 
of  the  Talking  Machine  &  Radio  Men,  Inc.,  of 
New  York,  New  Jersey  and  Connecticut,  held 
on  March  16  at  the  Cafe  Boulevard,  New  York. 

Mr.  Manning  spoke  briefly  of  the  plans  and 
policies  of  his  company,  pointing  out  that  the 
Berg  line  of  portables  is  most  complete,  num- 
bering eight,  and  that  in  addition  a  line  of  up- 
right models  was  introduced  to  the  trade  a  year 
or  so  ago.  The  complete  Artone  line  was  dis- 
played at  the  meeting,  and  at  the  conclusion  of 
Mr.  Manning's  talk  he  demonstrated  the  instru- 
ments. Mr.  Manning  was  assisted  in  displaying 
and  explaining  the  line  by  Harry  Fox,  manager 
of  the  distributing  division  of  the  Okeh  Phono- 
graph Corp.,  Berg  metropolitan  distributor. 

The  next  speaker,  Mr.  Hall,  gave  an  interest- 
ing explanation  of  the  principles  of  electrical 
refrigeration,  illustrating  his  remarks  by  black- 
board diagrams. 

Mr.  Sleeper  seized  the  opportunity  of  the  meet- 
ing to  introduce  to  the  metropolitan  trade  the 
new  Sleeper  electrically  operated  radio  receivers 
which  function  through  power  received  from  the 
electric  light  current.  Two  models,  the  Scout 
and  Serenader,  which  are  described  in  detail 
elsewhere  in  this  issue  of  The  Talking  Machine 
World,  were  installed  in  the  luncheon  hall  and 
were  demonstrated  to  an  enthusiastic  audience. 

Mrs.  L.  M  Green,  head  of  the  Silas  E.  Pearsall 
Co.,  metropolitan  Sleeper  distributor,  attended 
the  meeting  with  her  sales  staff. 

The  next  meeting  will  be  held  on  April  20, 
and  instead  of  having  displays  and  demonstra- 
tions of  some  line  of  radio  or  talking  machine 
apparatus,  the  meeting  will  be  given  over  to 
discussions  of  the  following  subjects:  "Do 
dealers  in  the  metropolitan  section  want  silent 
hours  so  that  radio  fans  can  get  distance?"; 
"What  stations  would  you  put  off  the  air  if 
you  had  the  power  of  the  Radio  Commission," 
and  "Manufacturers  arc  forcing  dealers  into  co- 
operative advertising  campaigns — are  they  worth 
while?" 


There  is  such  a  thing  as  having  a  record 
reproduced  with  too  g*reat  a  degree  of  natural- 
ness. This  was  the  experience  of  Wilbur 
Wright,  proprietor  of  the  Melody  Shoppe,  117 
East  Wayne  street,  Ft.  Wayne,  Ind.,  Edison 
phonograph  representative  in  that  city. 

Mr.  Wright  thought  it  would  be  a  good  idea 
to  stage  a  doorway  illustration  of  the  Edison 
record,  "Fire,"  and  a  demonstration  had  been 
carried  on  only  a  short  time  before  the  street 
in  front  of  the  store  was  packed  with  fire 
apparatus.  Somebody  had  heard  the  record 
and  thought  the  whole  block  was  gone,  and 
the  Fire  Department  responded  promptly.  We 
cannot  print  what  the  firemen  said  when  thej 
discovered  the  reason  for  the  alarm,  and  the 
Chief  of  Police  was  about  as  emphatic  when 
he  ordered  that  the  demonstration  of  that  par- 
ticular record  be  discontinued. 

Mr.  Wright  is  a  firm  believer  in  letting  the 
public  hear  what  the  Edison  records  have  to 
offer  as  a  most  direct  means  to  developing 
sales.  He  has  a  Chippendale  upright  Edison 
playing  in  the  doorway  of  the  store. 


Choir  of  St.  George's 

Records  for  Columbia 


The  Columbia  Phonograph  Co.  recently  an- 
nounced the  first  releases  of  records  by  the 
Choir  of  St.  George's  Chapel,  Windsor,  Eng- 
land. The  selections  chosen  by  this  organiza- 
tion, whose  history  runs  back  for  hundreds 
of  years,  for  their  American  record  debut  are 
"Anthem— God  Is  a  Spirit,"  and  "When  I  Sur- 
vey the  Wondrous  Cross."  This  choir  has 
stood  in  the  forefront  of  English  choirs  for 
several  centuries  and  is  at  present  under  the 
direction  of  the  Rev.  Edmund  H.  Fellowes, 
M.A.,  Mus.  Doc. 


Gets  Brach  Representation 

L.  S.  Brach  of  Canada,  Ltd.,  will  in  the  future 
be  represented  by  the  Amplion  Corp.  of  Canada, 
which  is  a  consolidation  of  Burndept  of  Canada, 
Ltd.  and  the  Amplion  Corp.  Burndept  of 
Canada,  Ltd.,  will  no  longer  be  known  under 
that  name. 
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Salt  Lake  City  Trade 

Enjoys  Good  Business 

Leading  Distributors  and  Retail  Talking  Ma- 
chine Dealers  Are  Optimistic  as  Sales  Volume 
Continues  Satisfactory 


Salt  Lake  City,  Utah,  April  4. — The  talking 
machine  business  is  in  wonderful  shape,  better 
than  ever,  it  seems.  Such  expressions  have 
come  during  the  past  month  from  wholesale 
firms,  such  as  John  Elliot  Clark  Co.,  Victor 
distributor;  Brunswick  wholesale  branch;  Co- 
lumbia Stores  Co.,  Columbia  distributor,  and 
from  leading  retailers  in  Salt  Lake  City  and 
the  larger  cities  of  the  State,  particularly  Ogden. 

During  the  past  few  days  this  city  has  been 
crowded  with  visitors  from  every  section  of 
the  Rocky  Mountain  territory,  and  from  the 
Pacific  Northwest,  Alberta,  Can.,  and  Mexico, 
the  occasion  being  the  ninety-seventh  annual 
conference  of  the  Mormon  Church.  This  is 
helping  business.  . 

Salt  Lake  City  music  stores  enjoyed  stim- 
ulated business  as  a  result  of  Beethoven  Week. 
The  Glen  Bros. -Roberts  Piano  Co.  sent  G. 
Todd  Taylor,  its  window  trimmer  and  a  com- 
petent phonograph  man,  to  the  local  schools 
to  demonstrate  Beethoven  numbers  on  the  pho- 
nograph. This  sold  some  machines,  but  its 
greatest  stimulus  was  in  records,  it  was  stated. 
Manager  D.  H.  Dalzell,  of  the  Columbia  Stores 
Co.,  gave  a  lecture  or  two  during  the  week  in 
which  he  discussed  Beethoven  and  demonstrated 
his  compositions. 

Newspapers  in  Salt  Lake  City  and  Ogden 
have  been  featuring  the  gigantic  phonograph 
made  by  the  Victor  people,  giving  concerts  that 
could  be  heard  for  blocks.  They  aittracted  much 
favorable  attention. 

Royal  W.  Daynes,  Daynes-Beebe  Music  Co.; 
Alvin  A.  Beesley,  Beesley  Music  Co.;  J.  S. 
Glen,  Glen  Bros. -Roberts  Piano  Co.,  are  all 
given  a  place  on  the  committee  for  Music  Week 
just  appointed  by  Mayor  Neslen. 

The  conditional  sales  bill  before  the  State 
legislature  failed  to  pass.  It  was  opposed  by 
many  merchants,  including  the  music  dealers. 
The  passage  of  this  bill  would  have  made  it  diffi- 
cult to  operate  a  time-payment  business. 


S.  V.  Goddard  With  Bruno 
&  Son  Small  Goods  Staff 


Will  Occupy  Post  of  Assistant  Sales  Manager 
of  Musical  Merchandise  Division  of  Weil- 
Known  Metropolitan  Distributing  Firm 


William  J.  Haussler,  vice-president  of  C. 
Bruno  &  Son,  Inc.,  New  York  City,  wholesalers 
of  musical  merchandise,  has  announced  the  ap- 
pointment of  S.  V.  Goddard  to  the  staff  of  the 
musical  merchandise  division  of  this  company. 
Mr.  Goddard  will  occupy  the  important  post  of 
assistant  sales  manager  of  this  division  and 
assistant  to  Charles  Sonfield,  musical  merchan- 
dise sales  manager. 

Mr.  Goddard's  former  connection  was  with 
R.  S.  Williams  &  Co.,  Ltd.,  of  Toronto,  Canada. 
He  has  traveled  extensively  throughout  the 
trade  and  is  well  qualified  for  his  important  new 
duties  with  the  Bruno  organization. 


Super-Ball  Antenna  Orders 
Increase,  Says  Fred  E.  Yahr 

Fred  E.  Yahr,  president  of  Yahr-Lange,  Inc., 
Milwaukee,  Wis.,  Sonora  distributor  and  inter- 
national distributor  of  the  popular  Super-Ball 
Antenna,  recently  returned  to  his  desk  from 
an  extensive  trip  which  included  many  impor- 
tant Southern  and  Eastern  trade  centers.  He 
visited  Louisville,  Baltimore,  Washington,  D.  C, 
Philadelphia,  Pittsburgh  and  other  cities,  au- 
thorizing distributors  to  represent  his  firm  in 
the  interest  of  Super-Ball  in  their  respective 
territories.    Mr.  Yahr  was  gratified  to  find  an 
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excellent  demand  for  the  antenna  in  all  of 
the  sections  which  he  visited,  and  also  stated 
to  The  World  representative  upon  his  return 
that  in  California  and  on  the  entire  Pacific 
Coast  the  Super-Ball  Antenna  is  receiving  a 
very  gratifying  demand. 


RCA  Promotion  Aids 

Available  to  Retailers 


The  new  material  includes  a  four-page  two- 
color  folder  on  Radiotrons,  a  six-page  four-color 
folder  on  Radiolas  and  loud  speakers,  an  eight- 
page  two-color  folder  on  standards  of  radio 
performance,  and  a  sixteen-page  book  telling 
the  story  of  speaker  model  104,  as  well  as  a 
four-page  illustrated  letter  in  four  colors  im- 
printed with  the  dealer's  name. 


A  varied  assortment  of  new  dealer  sales  pro- 
motion matter  is  being  offered  by  the  Radio 
Corp.  of  America  to  all  RCA  authorized  dealers 
on  an  arrangement  whereby  the  dealer  will  pay 
50  per  cent  of  the  cost  of  production. 


Organizes  Harmonica  Band 

Paducah,  Ky.,  April  6. — This  city  made  famous 
by  Irvin  Cobb  is  again  in  the  limelight  through 
the  formation  of  a  school  harmonica  band, 
which  is  proving  very  popular  and  a  stimulant 
for  harmonica  sales  for  dealers. 
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ISOSONIC 

Phonograph 

Style  XXXII 

<Meeb  theJ^ewThonopmph  Standard 


None  can  doubt  that  new  life,  new  interests  and  new  vitality  has  enlivened  the  phonograph  trade  as  a  whole  and  has 
already  rebounded  to  the  benefit  of  the  dealer  who  has  awakened  to  the  situation.  Today  among  music  lovers  the 
impetus  is  to  see  what  is  new.  They  judge  altogether  by  new  standards — new  designs,  new  finishes,  new  equipment, 
new  tone  and  new  results.  The  Starr  Isosonic  Acoustical  Phonograph  is  an  embodiment  of  every  new  feature  demanded 
by  the  public  today. 

It  presents  itself  as  offering  the  immediate  appeal  of  the  newest  and,  we  believe,  the  best  in  design,  tone,  and 
genuine  quality  throughout  each  of  which  is  a  qualification  that  has  always  characterized  products  of  Starr  origin.  Coming 
from  an  organization  the  size  and  standing  of  Starr,  the  announcement  of  a  new  phonograph  is  doubly  significant  because 
in  such  an  instrument  is  represented  the  skill,  the  resources,  and  the  experience  of  an  organization  of  over  fifty-five 
years  standing. 

It  is  an  axiom  that  the  old  reliable  concern  is  the  one  which  fulfills  the  demand  for  dependable  merchandise.  If  you 
desire  to  stand  ready  to  meet  this  new  business,  to  develop  a  dealership  that  will  be  successful  and  permanent,  to  offer 
goods  backed  by  an  organization  with  over  a  half  century's  square  business  dealing  behind  it,  investigate  the  new  Starr 
Isosonic  Acoustical  Phonograph  and  its  many  possibilities  with  which  to  adequately  meet  the  healthy  new  trade  situation. 


SPECIAL  FEATURES 

Every  resource  of  material  and  artistic  skill  has  been  utilized 
to  make  in  the  new  Starr  Isosonic  Phonograph  an  instrument  of 
perfect  quality  throughout.  We  believe  that  so  great  is  the  orig- 
inality and  uniqueness  in  tonal  achievement  and  design  and  appoint- 
ments that  the  Starr  is  without  peer  in  this  field. 


SOUND  BOX  of  specially  alloyed 
aluminum.  Diaphragm  of  micro- 
scopic thickness,  finely  rolled,  treated 
and  tempered.  Very  sensitive.  No 
screws  or  loose  parts  to  rattle. 

TONE  ARM— Base  and  bracket  of 
specially  alloyed  cast  brass,  tubing 
of  drawn  brass.  Throw-back  type. 
Revolves  on  ball  bearing  base  and 
pivot  point.  Entire  arm  and  base 
air  tight  to  avoid  any  leakage  of 
vibration. 

MOTOR— Starr  designed,  double 
springs,  powerful,  smooth,  noiseless. 
Runs  with  absolute  precision. 

HORN — New  type  acoustical  horn 


of  aged,  straight-grained  silver 
grain  spruce.  Reproduces  all  tones 
with  exact  fidelity  to  original.  The 
melody  brought  forth  by  the  Starr 
is  a  revelation  in  tonal  achievement. 

FINISH  AND  SIZE— Either  high 
light  blended  mahogany  or  walnut 
of  rich  and  appealing  color  effects. 
Height,  40^4  inches;  width,  22  K 
inches ;  depth,  22}4  inches. 

OTHER  FEATURES— The  Starr 
is  replete  in  refinements  and  con- 
veniences that  provide  for  the 
owner's  complete  satisfaction  and 
only  add  to  it  .as  a  musical  creation 
of  unsurpassed  excellence. 


The  Starr  Piano  Company 

Established  1872     Factories:  Richmond,  Indiana 

BRANCHES  IN: 

New  York,  Boston,  Detroit,  Cleveland,  Dayton,  Cincinnati,  Chicago, 
Indianapolis,  Nashville,  Birmingham,  Kansas  City, 
Los  Angeles,  Portland,  San  Francisco 


erence  is  in 


{lienor 


oney 


Jobbers  of  the 
NEW  EDISON 


NEW  YORK 
Albany — American  Phonograph  Co. 

OHIO 

Cleveland— W.  B.  Smith,  Inc. 

PENNSYLVANIA 
Philadelphia— Girard  Phonograph  Co. 
Pittsburgh— Edison  Phonograph  Distribut- 
ing Co. 
Williamsport— W.  A.  Myers 
TEXAS 

Dallas— Texas-Oklahoma  Phonograph  Co. 
UTAH 

Ogden— Proudfit  Sporting  Goods  Co. 

VIRGINIA 
Richmond— The  C.  B.  Haynes  Co.,  Inc. 

CANADA 
St.  John— W.  H.  Throne  &  Co.,  Ltd. 
St.  Thomas — Edison  Phonograph  Distribut- 
ing Co. 

Vancouver— Kent  Piano  Co.,  Ltd. 

CALIFORNIA 
San   Francisco— Edison    Phonograph  Dis- 
tributing Co. 

COLORADO 
Denver— Edison   Phonograph  Distributing 
Co. 

GEORGIA 

Atlanta — Edison     Phonograph  Distribut- 
ing Co. 

ILLINOIS 

Chicago — Edison  Phonograph  Distributing 

LOUISIANA 

New  Orleans— Diamond  Music  Co.,  Inc. 

MASSACHUSETTS 
Boston — Edison    Phonograph  Distributing 

Co. 

MICHIGAN 
Detroit— The  R.  B.  Ailing  Co. 

MINNESOTA 
Minneapolis— Edison  Phonograph  Distrib- 
uting Co. 

MISSOURI 
Kansas  City— Edison  Phonograph  Distrib- 
uting Co. 
St.  Louis — Silvertone  Music  Co. 

NEW  JERSEY 
Orange — Edison   Phonograph  Distributing 
Co. 


Answer  the 
Questions  for  You 


WHAT  a  combination  to  sell  more  phonographs  for  you! 
Your  own  salesmanship  and  the  inventive  genius  of 
Thomas  A.  Edison! 

Day  after  day,  in  every  phonograph  salesman's  life,  ques- 
tions arise  upon  which  may  hinge  a  sale  or  non-sale.  What 
would  it  mean  to  you  if  those  questions  could  be  answered 
by  the  inventor  of  the  phonograph — by  the  man  who  for 
50  years  has  worked  to  bring  the  instrument  to  its  present 
state  of  perfection? 

That  is  just  what  Mr.  Edison  is  now  doing  for  every  dealer 
selling  the  New  Edison  Phonograph.  Monthly,  weekly,  in 
the  great  national  magazines  and  newspapers,  a  public  that 
has  come  to  eagerly  await  every  public  utterance  by  Mr. 
Edison,  will  read  his  answers  to  questionnaires  on  different 
phases  of  music's  Re-Creation. 

Take  advantage  of  this  opportunity  to  add  Mr.  Edison  to 
your  selling  force.  Your  nearest  distributor  will  furnish 
full  particulars. 


THOMAS  A.  EDISON,  Inc. 
Orange,  N.  J. 

Jhe  NEW 

EDISON 

PHONOGRAPH 
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WICK 
PANATROPE 

At  a  lower  price  plus 
real  performance  value 

TheP*l4 


Full  details  soon 


Entered  as  second-class  matter  May  2,  1905.  at  the  post  office  at  New  York,  N.  Y.,  under  the  act  of  Congress  of  March  3,  1*79. 
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Brilliantone  Steel  Needles  Sell 
Throughout  the  WORLD! 


Made  by  the  oldest  and 
largest  manufacturers  of 
phonograph  needles  in  the 
world. 


Wherever  there  is  a  phonograph,  Brilliantone 
Steel  Needles  are  at  hand.  World  wide  distribu- 
tion backed  up  by  superiority  and  true  quality 
make   Brilliantone   the  needles  of  the  universe. 

Write  for  prices,  discounts  and  the  name  of  your 
nearest  distributor. 


Brilliantone  Steel  Needle  Company 

of  America,  Inc. 
370  Seventh  Ave.  New  York  City 
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Price  Twenty-five  Cents 


Thoughts  of  Radio  Industry 
Are  on  Conventions  and  Trade  Show 


Plans  Completed  for  R.  M.  A.  Convention  and  First  Radio  Trade  Show  and 
Conclave  of  the  Federated  Radio  Trades  Ass'n  at  the  Hotel  Stevens,  Chicago, 
June  13-17 — Event  Is  an  Assured  Success — New  Radio  Lines  to  Be  Introduced 


Leaders  of  the  radio  industry — manufacturers, 
wholesalers  and  retailers — will  be  present  at  the 
annual  conventions  of  the  Radio  Manufacturers' 
Association,  the  Federated  Radio  Trade  Asso- 
ciation and  the  First  Annual  Radio  Trade  Show 
of  the  R.  M.  A.,  to  be  held  in  Chicago  during 


Harold  J.  Wrape  ' 

the  week  of  June  13  to  17.    The  conventions 
and  show  will  be  staged  simultaneously  at  the 
new  Hotel  Stevens  and  the  gathering,  without 
question,  will-  be  the  greatest  in  the  history  of 
the  radio  industry.   Problems  incidental  to  radio 
manufacturing,  distribution  and  merchandising 
will  receive  attention  at  the   various  meetings 
scheduled  to  be  held  during  the  week.  Addresses 
by  men  prominent  in  the  affairs  of  the  Nation 
as  well  as  the  leading  lights  of  the  industry  itself 
will  be  heard.     The  latest  and 
most  improved  radio  sets  and 
accessories,  designed  and  tested 
in  the  laboratories  of  the  vari- 
ous companies,  will  be  presented 
for  the  first  time  at  the  Radio 
Trade  Show.. 

The  important  object  in  hold- 
ing the  show  in  June,  instead  of 
later  in  the  year,  as  has  been 
the  practice  in  the  past,  is  to 
stimulate  interest  in  radio  dur- 
ing the  Summer  months  by  the 
introduction  of  the  new  and  irh 
proved  products.  As  far  as  the 
retail  trade  is  concerned,  inter- 
est regarding  the  models  to  be 
[introduced  is  at  the  highest 
pitch  and  stocks  have  been 
worked  off  so  that  merchants 
may  be  in  a  position  to  concen- 
trate on  the  latest  products, 
tfius  building  up  Summer' sales 
vtolume.  .  v 


Combining  the  conventions  and  trade  show 
is  undoubtedly  a  constructive  move  that  is 
bound  to  be  reflected  in  better  business  when 
conditions  normally  are  not  of  the  best — dur- 
ing the  Summer.  Elimination  of  the  sharp  hills 
and  valleys  from  the  sales  curves  of  retailers 
means  more  satisfactory  business  all  around. 

The  forthcoming  gathering  is  of  importance 
and  also  of  the  greatest  significance  for  the 
reason  that  it  indicates  the  radio  industry  has 
now  reached  a  stage  of  stability.  Manufac- 
turers, wholesalers  and  dealers  are  combining 
their  efforts  for  the  common  good.  Introduc- 
tion of  new  models  is  concentrated  in  one 
period  of  the  year,  relieving  retail  outlets  of 
uncertainty  regarding  obsolescence  of  merchan- 
dise. That  this  is  a  healthy  condition  there  is 
no  gainsaying,  and  that  the  combined  conven- 
tions and  trade  show  will  be  productive  of 
increased  stabilization  of  the  industry  and  better 
methods  through  the  solution  of  harassing 
problems  is  certain. 

Exhibit  Space  Sold  Out 

To  the  men  who  have  been  responsible  for 
the  organization  of  the  annual  conventions  and 
show  must  be  given  the  greatest  credit.  Their 
plans  were  carefully  made  and  they  were  ear- 
ned through  with  energy  and  foresight,  with 
the  result  that  even  at  this  early  day  the  show 
is  certain  to  be  an  outstanding  success.  J.  A. 
Bennan,  chairman  of  the  program  committee 
of  the  Radio  Manufacturers'  Association,  is 
authority  for  the  statement  that  more  than 
five  special  trains  have  been  sold  out  on  the 
several  railroads  which  were  first  to  extend 
reduced  fares  on  a  fare-and-a-half  certificate 
plan  to  carry  delegates  to  Chicago.  Major 
Herbert  H.  Frost,  chairma.n  of  the  show  com- 
mittee of  the  Radio  Manufacturers'  Associa- 
tion, declared  that,  due  to  the  tremendous 
demand  for  exhibit  space  from  members  of  the 


Association,  it  has  been  impossible  to  supply 
all  the  space  requested,  and  in  many  cases  those 
who  made  late  applications  were  unable  to 
secure  facilities  for  their  exhibits.  "The  ex- 
position hall  of  the  Hotel  Stevens,"  said  Major 


Arthur  T.  Haugh 

Frost,  "the  largest  hotel  in  the  world,  was 
obtained  for  the  holding  of  the  trade  show, 
with  approximately  nineteen  thousand  square 
feet  available  for  exhibit  space.  Over  forty- 
one  thousand  square  feet  of  space  was  called  for 
in  the  first  batch  of  applications.  Consequently 
the  demands  of  the  applicants  had  to  be  reduced 
in  order  to  properly  accommodate  those  re- 
xeived,"  Many  late  applications  the  committee 
was  unable  to  take  care  of  at  all. 
Last,  but  not  least,  a  word  of 

The  Hotel  Stevens,  Headquarters  for  Conventions  and  -Trade 'Show   credit  is  due  G.  Clayton  Irwin, 

Jr.,  general  manager  of  the 
Radio  Manufacturers'  Show  As- 
sociation, who  has  worked  in- 
defatigably  to  make  the  forth- 
coming show  the  outstanding- 
success  it  is  practically  certain 
to  be. 

Interesting  Addresses 

Many  distinguished  speakers 
will  give  their  views  regarding 
various  phases  of  the  radio  in- 
dustry. Among  these  are  the 
Hon.  Herbert  H.  Hoover,  Sec-J 
retary  of  Commerce,  who  willj 
be  the  guest  of  honor  and! 
principal  speaker  at  the  R.  M.i 
A.  banquet  on  Thursday  evening] 


and  who  also  will  appear 


be-! 


fore   the  meeting  of  the  Fed-| 
erated  Radio  Trade  Associationj 
(Continued  on  page  60) 
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Turnover  at  a  Profit 

Is  the  Basis  of  Retail  Success 


The  Fundamental  Principle  of  Merchandising  Is  the  Speed  With 
Which  Stock  Can  Be  Moved  From  the  Dealer's  Shelves  at  a  Profit 


ANALYSIS  of  the  reasons  for  the  success 
of  any  business,  whether  it  be  the  retail 
talking  machine  business  or  selling  auto- 
mobiles, brings  home  the  fact  that  turnover  at 
a  profit  is  the  fundamental  principle  of  merchan- 
dising. All  the  other  factors  that  help  to 
promote  a  successful  enterprise,  such  as  loca- 
tion, lines  of  merchandise  handled,  ability  and 
experience  of  personnel,  effectiveness  of  adver- 
tising and  other  publicity,  etc.,  are  merely  units 
in  a  plan  of  campaign  to  accomplish  the  object 
of  business,  namely,  to  make  money. 

Two  Kinds  of  Turnover 
Many  merchants  are  successful  in  their  strug- 
gles to  get  turnover  and  they  succeed  in  doing 
so.  But,  in  spite  of  this,  their  annual  statements 
show  ridiculously  small  net  profits  and  some- 
times even  a  loss.  Obviously  there  must  be  a 
reason  for  this  and  one  need  not  waste  much 
time  in  finding  it.  The  answer,  bluntly,  is  that 
turnover  alone  is  not  enough.  Turnover  must 
be  accompanied  by  profit.  That  means  simply 
that  retail  dealers  who  are  unable  to  make  sales 
at  a  profit  will  eventually  fall  by  the  wayside. 
It  means  that  cut-throat  competition  in  the  talk- 
ing machine  and  radio  industries,  especially 
among  retailers,  must  cease.  The  merchant 
who  reduces  the  prices  of  his  instruments  mere- 
ly because  some  other  fly-by-night  so-called  re- 
tailer is  trying  to  drum  up  sales  volume  by  giv- 
ing away  his  merchandise  is  on  the  wrong  track. 
Let  the  gyp  artist  undersell  you.  The  chances 
are  this  type  of  dealer  is  handling  obsolete 
products.  In  that  case  it  is  a  comparatively 
easy  matter  to  get-  full  price  for  standard  mer- 
chandise and  secure  a  profitable  turnover.  If 
the  cut-price  fiend  is  slashing  on  standard  mer- 
chandise he  is  giving  the  public  his  profits. 
That  is  a  form  of  philanthropy  the  dealer  who 
hopes  to  stay  in  business  cannot  indulge  in,  no 
matter  how  generously  inclined  he  may  be. 

The  foregoing  naturally  leads  to  the  matter 
of  discounts.  There  are  dealers  who  declare 
vehemently  that  it  is  impossible  to  make  money 


in  the  talking  machine  and  radio  business  be- 
cause of  the  smallness  of  the  discounts  offered 
by  the  manufacturers  and  distributors.  The 
discount  on  certain  lines  and  particular  products 
may  be  too  small,  but  this  is  not  a  general  con- 
dition. The  usual  discount  is  sufficient  to  give  the 
dealer  a  profit  provided  always  he  secures  turn- 
over at  a  profit.  Naturally,  the  dealer  who  fails  to 
build  up  a  good  volume  of  business  and  who  for 
this  reason  is  operating  on  a  high  overhead  can 
not  make  money.  For  this  type  of  dealer  in- 
creased sales  volume  should  bring  about  a  de- 
crease in  the  cost  per  unit  of  sale.  However, 
if  overhead  climbs  in  ratio  to  sales  gain  the 
situation  remains  the  same. 

Economy  in  Merchandising 
Little  leaks  lead  to  much  loss.  And  this  is 
especially  true  of  the  retail  business.  The  dif- 
ference between  profit  and  loss  often  is  but  a 
fraction  of  one  per  cent.  Get  rid  of  the  indolent, 
ineffective  salesman  and  replace  him  with  a 
producer  and  you  are  on  the  profit  side  of  the 
ledger.  Stop  sending  out  record  supplements 
and  other  literature  to  prospects  who  have 
moved  or  died.  Check  the  prospect  list  once  or 
twice  a  year  and  eliminate  useless  names.  A 
return  postal  card  will  do  the  trick.  The  ex- 
pense represented  by  sending  out  literature 
from  which  there  is  not  the  remotest  possibility 
of  response  in  the  aggregate  is  considerable. 
When  salesmen  are  idle  because  of  slack  busi- 
ness give  them  the  names  of  prospects  and 
send  them  out  into  the  field.  They  may  not 
make  many  sales,  but  if  they  are  conscientious 
they  are  bound  to  close  some  deals.  And  re- 
member, contact  is  valuable.  It  is  the  extra 
sales  that  may  mean  a  profit  at  the  end  of  the 
year.  Economizing  by  failure  to  advertise  is 
not  saving.  When  business  is  dull  work  harder, 
and  if  the  public  will  not  visit  the  store  go  to 
the  public  with  your  merchandise.  Canvassing 
always  has  been  and  will  be  a  revenue 
producer  if  it  is  done  systematically  and  intelli- 
gently.   There  is  no  escaping  the  fact  that  out- 


side selling  is  the  most  difficult,  but  it  pays,  and 
the  dealer  is  in  business  to  make  money.  Take 
a  loss  on  dead  stock.  Clear  the  shelves  of  mer- 
chandise that  will  not  move  and  use  the  money 
thus  realized  to  buy  stock  that  will  sell.  That 
is  one  way  of  speeding  turnover. 

Other  Aids  to  Turnover 

There  are  many  other  little  tricks  to  speed 
sales.  For.  example:  Store  arrangement  has  a 
great  deal  to  do  with  sales  volume.  Dealers  are 
finding  out  now  that  it  pays  to  have  the  record 
department  in  the  front  of  the  store.  This  fa- 
cilitates the  selection  of  records.  Record  cus- 
tomers in  the  talking  machine  store  are  in  the 
majority,  therefore,  this  arrangement  is  the 
most  efficient.  Move  the  instrument  department 
toward  the  rear  where  there  is  quiet  and  where 
demonstrations  can  be  arranged  to  the  greatest 
advantage.  Remember,  people  who  are  in  the 
market  for  a  talking  machine  or  radio  set  -can 
more  easily  be  sold  if  the  demonstration 
shows  the  instrument  to  the  greatest  ad- 
vantage. Quiet  is  necessary  to  accomplish 
this.  Have  demonstration  rooms  for  radio  sets 
as  well  as  talking  machines.  Service  begets 
business.  Don't  promise  service  that  you  do 
not  intend  to  perform  if  called  upon.  The 
dealer  who  retains  the  good  will  of  his  cus- 
tomers is  the  one  to  whom  they  will  go  when 
they  are  again  in  the  market  for  merchandise. 

There  are  thoughts  in  the  foregoing  for  all 
dealers,  whether  successful  or  not.  The  Sum- 
mer is  coming,  and  there  is  no  use  denying  that 
during  the  hot  months  business  generally  is  in  a 
more  or  less  lethargic  state.  Anything  that  the 
dealer  can  do  to  maintain  a  fair  volume  during 
the  entire  year  is  worthy  of  the  most  earnest 
consideration.  A  sharply  fluctuating  business  is 
seldom  profitable.  Take  the  hills  and  valleys 
out  of  the  sales  curve  and  replace  them  with 
an  even  flow  of  merchandise  out  of  the  store 
and  into  the  homes  of  consumers  and  the  dealer 
can  regulate  his  business  so  that  he  secures  the 
maximum  profit  from  his  investment. 


"NYACCO"  Manufactured  Products 

NYACCO  Record  Albums 
NYACCO  Radio  Sets 
NYACCO  Portable  Phonographs 
NYACCO  Photograph  Albums 
NYACCO  Autograph  Albums 

Twenty  years'  manufacturing  experience  enables  us  to  offer  the  trade  a  line  that  is  tried  and  proven. 
Jobbers  and  Dealers:    Write  us  for  full  information. 

NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

Note  New  Address         *     *     *    64  Wooster  Street,  New  York 
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We've  Named  it 


B  RUN  SWICK 


PRISMATONE 

Ofie Instrument  of  Colorful  J\Iusic " 

I 


The  Brunswick  Prismatone,  Madrid  model, 
embodying  the  latest  development  in 
acoustical  reproduction. 


The  Brunswick  Prismatone,  Cortez  model.  In  the 
naturalness  of  its  music,  the  Prismatone  repre- 
sents a  great  advance  in  sound  reproduction 


The  Brunswick  Prismatone  and  Radiola.  The 
Cordova  model  combines  in  one  cabinet  the  Pris- 
matone with  6-  or  8-tube  Radiola  Super-heterodyne 


AS  a  result  of  the  great  nation-wide  $5,000  Prize 
±\.  Contest  held  last  fall  and  winter,  Brunswick's 
New  Musical  Instrument  will  from  now  on  be  called 
The  Brunswick  Prismatone,  "The  instrument  of  color- 
ful music." 

This  winning  name,  first  announced  in  Liberty  Mag- 
azine on  April  9th,  is  being  presented  to  the  public 
in  full  page  ads  in  Liberty  Magazine,  May  7th  issue, 
and  in  The  Saturday  Evening  Post,  June  11th  issue. 

Just  as  the  prism  reflects  every  color  of  the  spectrum, 
so  the  Brunswick  Prismatone  reflects  every  delicate 
tone  in  music.  Truly  it  is  well  called  "the  instrument 


of  colorful  music."  Every  Brunswick  dealer  will  recog- 
nize the  sales-advantage  of  the  name  Prismatone  and 
of  such  a  slogan. 

The  Brunswick  Prismatone  offers  the  public  rich, 
realistic,  satisfying  music  .  .  .  the  deep  bass  and  high 
soprano  which  the  phonograph  failed  to  give  ...  at 
low  prices  which  put  it  within  the  reach  of  every  home. 
It  is  outstanding  in  its  field,  just  as  the  Brunswick 
Panatrope  is  pre-eminent  as  a  reproducing  instrument. 
The  dealer  who  has  the  Brunswick  Panatrope  and 
the  Brunswick  Prismatone  on  his  floor  has  the  finest 
inventions  in  the  field  of  music  known  to  the  world. 


THE    BRUNSWICK  -  BALKE- COLLENDER    CO.,       GENERAL    OFFICES:  CHICAGO 
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Columbia  Organization  Purchases  Con- 
trolling Interest  in  Nipponophone  Co. 

Columbia  Phonograph  Co.,  in  Conjunction  With  Columbia  Graphophone  Co.  of  London  and 
Allied  Companies,  Control  Japanese  Firm — James  R.  Geary  Remains  as  President 


William  R.  Davis  With 

Gold  Seal  Electrical  Go. 


New  General  Sales  Manager  Has  Had  Radio 
Experience  Over  a  Period  of  Twenty  Years 
— Formerly  With  Magnavox  and  Priess  . 


In  an  interview  secured  from  Louis  .Sterling, 
a  few  hours  before  he  sailed  for  Europe  on  the 
"Majestic,"  it  was  learned  that  the  Columbia 
Phonograph  Company,  Inc.,  in  conjunction  with 
the  Columbia  Graphophone  Co.,  Ltd.,  of  Lon- 
don, and  the  other  allied  companies  of  the 
Columbia  organization,  have  purchased  the  con- 
trolling interest  in  the  Nipponophone  Co.  of 
Japan. 

The  Japanese  company  was  established  about 
twenty  years  ago  and  now  holds  a  dominating 
position,  both  in  phonographs  and  records,  in 
its  field.  It  manufactures  millions  of  records 
and  tens  of  thousands  of  phonographs  annually 
for  this  lucrative  oriental  market. 

Mr.  Sterling,  who  is  managing  director  of 
the  Columbia  Graphophone  Co.,  Ltd.,  as  well  as 
chairman  of  the  Board  of  the  Columbia  Phono- 
graph Co.,  Inc.,  states  that  James  R.  Geary, 
who  has  met  with  such  success  in  building  the 
business  of  the  Nipponophone  Co.,  will  remain 
as  its  president. 

All  the  patented  and  other  processes  used  by 
Columbia  in  its  chain  of  factories  in  fifteen 
countries  in  North  and  South  America,  Europe 
and  Australia  will  be  immediately  introduced 
into  the  Japanese  factory.  The  phonographs 
will  have  the  identical  playing  qualities,  and  the 
records,  made  the  new  way,  electrically,  will 
have  the  same  smooth,  silent  surface  that  have 
been  j£HshinjL  the  Columbia  products  to  unprece- 
dented^ ales  peaks  the  world  over. 

Besides  offering  the  Japanese  public  their  own 
particular  types,  of  music,  recorded  and  re- 
produced by  the  most  up-to-date  methods, 
Columbia's  unrivaled  international  repertoires, 
among  fhem  the  Columbia  Fine  Art  Series  of 
Musical  Masterworks,  wiiFr/ecoqie  immediately 


.available  to'the  great  and  increasingly  impor- 
tant markets  of  the  Far  East.  Already  the 
effects  of  Beethoven  Week,  sponsored  by 
Columbia,  have  been  felt  by  an  intensified  inter- 
est in  Beethoven  recordings  and  other  Master- 
works  sets  in  Japan. 


A.  G.  McCarthy  Resigns 
From  Sherman,  Glay  &  Go. 

Relinquishes  His  Office  of  Treasurer  and  Direc- 
tor in  Big  Western  Music  House — G.  W. 
Bates  Appointed  Treasurer  of  Company 


San  Francisco,  Cal.,  May  5. — Andrew  G.  Mc- 
Carthy has  resigned  as  director  and  treasurer 
of  Sherman,  Clay  &  Co.  Mr.  McCarthy,  who 
was  connected  with  the  company  for  a  number 
of  years,  is  particularly  well  know_n  in  the  talk- 
ing machine  trade,  having  been  in*charge  for  a 
lengthy  period  of  the  company's  wholesale  Vic- 
tor business,  in  which  capacity  he  attended  a 
number  of  meetings  of  Victor  jobbers,  when 
their  organization  was  in  existence. 

Mr.  McCarthy  has  been  succeeded  as  treasurer 
by  G.  W.  Bates,  but  no  announcement  has  been 
made  as  to  who  will  take  his  place  as  director 
of  the  company. 


The  appointment  of  William  R.  Davis  as  gen- 
eral sales  manager  of  the  Gold  Seal  Electrical 
Co.,  Inc.,  makers  of  Gold  Seal  radio  tubes,  has 
been  announced.  Mr.  Davis  brings  to  his  new 
position  a  broad  knowledge  of  the  radio  field,  in 
which  he  was  one  of  the  pioneers,  and  an  excep- 
tionally specialized  experience  in  sales  prob- 
lems and  procedure. 

From  1906  to  1911  Mr.  Davis  was  engaged 
in  important  radio  experiments  for  the  Govern- 
ment. •  He  was  chief  engineer  of  a  public  utility 
organization  in  the  Middle  West  from  1911  to 
1917.  During  the  war  he  undertook  government 
service  on  problems  of  radio  communication 
with  aircraft,  and  later  became  sales  manager 
of  the  Magnavox  Co.  Latterly  Mr.  Davis  has 
been  vice-president  and  director  of  sales  of  the 
Priess  Radio  Corp. 


Music  Store  Changes  Name 

Corbin,  Ky.,  May  5. — A.  D.  Golden,  who  has 
owned  and  managed  Lay's  Music  Store  for  a 
number  of  years,  announces  that  the  business 
now  is  known  as  Golden's  Music  Store.  Mr. 
Golden  has  a  thorough  knowledge  of  the  talk- 
ing machine  business. 


Radio  Corp.'s  Income  for 

Quarter  Is  $10,572,490 

Gross  income  from  sales,  communications  and 
other  income  of  the  Radio  Corp.  of  America  in 
the  first  quarter  of  1927  amounted^to  $10,572,490, 
according  to  an  announcenren^^fTSrft.:^^^ head- 
quarters in  New  York.  *  ^After  expens^s^costs, 
estimated  taxes  and  accrued  reserve  for  the 
year-end  adjustments  of -^$10,445;712,  there  re- 
mained a~  .surijlits"  "profit  of  $126,778  for  the 
quarter.    -  '  **  — . 

 JE   "  "  ■$> 

The  M.  Doyle-Marks  Co.,  Elmira,  N.  Y„  has 
opened  a  new  music  store  at  304  Main  street, 
Towanda,  Pa.  The  concern  is  well  known  in 
the  talking  machine /trade. 
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PEERLESS — 

the  ALBUM 


Two 
Sales  Winning 
Styles 


t 


Peerless  Artkraf  t  Album 

Beautiful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 


Removable  Pockets  for  Records 


Important 

at  last  — a  really 
different  portable 
phonograph  —  the 

PEERLESS 
$15  Portable 

Turn  to  page  39 
and  read  the  details 


PEERLESS  Record  Carrying  Case 


This  new  way  of  carrying  records  to  the 
camp,  seashore  and  outing,  appeals  to  every 
portable  owner.  It  is  a  source  of  added  rec- 
ord sales,  as  well,  for  the  retailer. 

Its  low  price  makes  selling  easy.  Now  is 
the  Portable  and  the  Peerless  carrying  case 
season. 


PEERLESS  ALBUM  CO. 


PHIL.  RAVIS,  President 
636-638  BROADWAY 


New  York 


3£ 
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The  Demand  is  for 

BRUNSWICK 

Light-Ray"  Electrical  Records 


[MUSICAL  photography] 


LEE  SIMS 

Radio  pianist  o  f  national 
fame 


HARRY  RICHMAN 

New  York 's  favorite  night- 
club entertainer 


Outstanding  Brunswick 
"Light-Ray"  Records  of  the  Month 

"So  Blue"  .  .  .  "Moonbeam!  Kiss  Her  For  Me"— sung 
by  Nick  Lucas,  "the  crooning  troubadour."  3492 


"It  All  Depends  On  You"  .  .  .  "What  Does  It  Matter" 

—sung  by  Harry  Richman,  Comedian,  with  Orchestra. 

3501 

*      *  * 

"In  a  Little  Spanish  Town"  .  .  .  "Gypsy  Love  Song" — 

played  by  Fredric  Fradkin,  violinist,  with  orchestra. 

i  3505 

"A  Lane  In  Spain"  .  .  .  "Just  An  Ivy  Covered  Shack" 

— sung  by  Frank  Munn,  Tenor,  with  Orchestra.  3510 


=tx? 


EVERY  Brunswick  sales  sheet  shows  how  Brunswick 
"Light -Ray"  Electrical  Records  are  sweeping  the 
country.  The  public  is  realizing  as  never  before  that 
there's  livelier,  more  enticing  music  on  the  new  Brunswick 
Records  than  they  find  elsewhere. 

Likewise,  Brunswick  s  pre-eminence  in  the  field  of 
popular  musical  entertainment  is  becoming  generally 
recognized  as  never  before!  Such  dance  orchestras  as 
those  of  Vincent  Lopez,  Ben  Bernie,  Abe  Lyman,  and 
Ohman  &  Arden  .  .  .  such  inimitable  entertainers  as  The 
Merrymakers,  Nick  Lucas,  Lee  Sims,  and  Harry  Richman 
.  .  .  these  and  many  others  have  brought  Brunswick  to 
the  front  in  the  public  mind.  „•-  \ 

The  dealer  who  can  offer  Brunswick  "Light-Ray"  Elec- 
trical Records  has  the  musical  merchandise  the  present-day 
public  wants.  No  doubt  about  it. 


THE      BRUNS  WICK-BALKE-COLLENDER      CO.,      GENERAL     OFFICES:  CHICAGO 
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A  Practical  System — 
Retail  Record  Stock  Control 

How  a  retailer  in  Copenhagen,  Denmark,  Con- 
trols His  Record  Stock  by  a  Very  Simple  Plan 


Carl  Stagsted,  sales  manager  of  Polyphon,  Copenhagen, 
Denmark,  for  many  years  a  reader  of  the  Talking 
Machine  World,  in  renewing  his  subscription,  states,  "I 
feel  it  is  my  duty  to  thank  you  for  all  the  fine  selling 
ideas  I  have  received  through  your  paper."  Mr.  Stag- 
sted reciprocrates  by  outlining  and  illustrating  his  sys- 
tem of  record  stock  control  and  arrangement,  which  has 
proved  most  successful,  and  says  that  he  hopes  it  will 
enable  the  readers  of  this  publication  to  sell  more 
records. — Editor. 

RECORD  stock  arrangement  and  record 
control  are  phases  of  merchandising  that 
are  usually  given  little  consideration  by 
the  talking  machine  dealer,  chiefly  because 
the  record  manufacturers  have  devised  meth- 
ods of  stocking'  records  and  ordering  and  re- 
ordering which  work  in  a  more  or  less  satis- 
factory manner  for  the  average  dealer.  The 
methods  suggested  to  dealers  by  the  manufac- 
turer, however,  are,  of  necessity,  outlined  for 
all  dealers  and  do  not  take  into  consideration 
the  individual  requirements  of  an  establishment. 
It  follows,  also,  that  the  location  of  a  store 
has  a  great  deal  to  do  with  the  dealer's  arrange- 
ments for  keeping  an  adequate  supply  of  records 
on  hand,  the  distance  which  separates  the  estab- 
lishment from  the  record  distributor  being  the 
factor  which  has  the  greatest  influence.    In  the 


larger  cities  a  dealer  can,  in  many  cases,  secure 
an  order  of  records  in  a  few  hours  through  a 
phone  call,  whereas  in  rural  sections  it  is  a  mat- 
ter of  days  before  an  order  can  be  filled.  It 
remains,  therefore,  with  the  dealer  to  adapt 
whatever  system  has  been  supplied  by  the 
manufacturer  to  suit  the  peculiar  needs  of  his 
own  establishment. 

The  Numerical  System 

Regarding  the  arrangement  of  the  record 
stock,  the  great  majority  of  dealers  use  the 
numerical  system  under  which  the  records  are 
filed  as  issued,  rather  than  attempt  to  keep  a 
stock  classified  with  regard  to  the  artist  or  type 
of  music  contained  in  the  recording.  The  chief 
benefit  of  the  numerical  system  is  that  it  greatly 
simplifies  the  periodical  stock-taking  of  the  mer- 
chandise on  hand,  and  its  worst  feature  is  that 
when  a  salesman  sells  a  certain  type  of  record  to 
a  customer  and  ascertains  which  type  of  music  has 
the  greatest  appeal,  unless  the  salesman  has  a 
thorough  knowledge  of  the  catalog,  he  is  at  a 
loss  to  suggest  similar  recordings. 

Unusual  Method  of  Stock  Control 

An  entirely  different  system  of  arrangement 
and  control  has  been  devised  bv  Carl  Stagsted, 


Send  Davis  your  specifications  for  estimates  on 
Radio  or  Phonograph  Cabinets 

The  Davis  Cabinet  Factories  are  equipped  with  the  latest  type  high-speed,  ball- 
bearing, motor-driven  machinery.  The  Kokomo  unit  has  over  300,000  square 
feet  of  re-in forced  concrete,  daylight,  manufacturing  space,  located  near  the 
main  line  of  the  Pennsylvania  R.  R.,  with  switch  track  facilities  and  ideal 
labor  conditions. 

Well-rated  concerns  will  find  Davis  Industries,  Inc..  a  dependable  source  of 
supply  for  their  special  cabinets  or  other  woodworking  requirements,  great 
or  small. 

Your  inquiries  addressed  to  Chicago  office  will  be  highly  appreciated. 


General  Offices 
S14-824  W.  ISrd  St. 
f'liiraKO 


DAVIS  INDUSTRIES,  Inc. 

Capital  and  Surplus  $1,750,000.00 


Plants: 
Chicago,  in. 
Kokomo.  I  ml. 


sales  manager  of  Polyphon,  Kobmagergade, 
Copenhagen,  Denmark,  and  this  establishment 
is  using  it  with  great  success.  Mr.  Stagsted  out- 
lined his  system  in  a  recent  letter  to  The  Talk- 
ing Machine  World,  illustrating  his  remarks 
with  the  charts  which  are  reproduced  on  this 
page  and  which  may  prove  of  value  to  dealers. 

This  system,  briefly  summed  up,  is  as  follows: 
Each  artist  whose  records  are  carried  is  given 
a  number  which  is  recorded  in  a  book  and  the 
records  of  this  artist  are  filed  in  the  head  rack 
under  the  number.  One  record  of  each  num- 
ber in  the  catalog  is  contained  in  this  head 
rack,  which  is  sub-divided  into  types  of  music  as 
illustrated  herewith.  The  records  are  contained 
in  cardboard  envelopes  which  have  on  their 
face  certain  information  regarding  the  record 
and  whether  or  not  other  records  of  the  selec- 
tion are  in  stock.  In  the  case  of  best  sellers,  a 
reserve  rack  is  maintained.  Mr.  Stagsted 
describes  the  operation  of  his  arrangement  as 
follows: 

Makes  Reordering  Easy 

"We  have  in  the  head  rack  one  record  of 
every  number  in  the  catalog,  placed  in  a  card- 
board envelope.  When  we  sell  the  record  we 
put  the  envelope  aside  and  we  order  next  morn- 
ing the  same  record.  When  the  records  come 
from  the  factory  we  place  them  in  their  en- 
velopes and  they  are  returned  at  once  in  their 


Record  No. 

9620  A 

CL/VRE  OUX 
low:  3f"^'J 


THIS  ENVELOPE-  BELONGS   TO  HEAD  "RACK.  ANt> 

MUST  NOT  BE-  5  CLP  

The  Head  Rack  Record  Envelope 

jack  numbers.  For  the  better  sellers  we  have 
reserve  stock  which  is  kept  in  a  separate  re- 
serve rack.  When  the  head  rack  envelope  has 
a  red  mark  beneath  the  artist's  number  we 
know  that  we  can  find  it  in  the  reserve  rack. 

"To  illustrate,  when  a  customer  asks  for  a 
record  by  Claire  Dux — she  is  No.  29 — the  sales- 
man will  at  the  same  time  take  out  other 
records  by  Miss  Dux  and  usually  the  customer 
is  interested  in  hearing  them.  It  is  easy  to  sell 
the  record  the  customer  asks  for,  but  the  profit 
is  made  in  selling  additional  records.  The  regu- 
lar system  dealers  use  in  the  States  by  placing 
the  records  after  numbers  and  not  in  cate- 
gories as  shown  in  illustration  is,  from  a  sell- 
ing point,  not  good." 


H.  E.  Liepmann  in  New  Post 

Huntington,  W.  Ya.,  May  6. — H.  E.  Liepmann. 
for  several  years  connected  with  a  local  music 
house,  recently  resigned,  and  has  accepted  a 
position  with  the  J.  W.  Poole  Music  Co.  Mr. 
Liepmann  has  specialized  in  radio  work,  in- 
cluding special  training  with  Yictrola  Radiola 
combinations. 


Stieff  Adds  Victor  Line 


Wilmington,  N.  C,  May  6. — The  local  branch 
of  Chas.  M.  StiefT.  Inc.,  has  added  a  complete 
line  of  Victor  Orthophonic  talking  machines 
and  records.  The  Stieff  organization  has  been 
in  existence  for  eighty-four  years  and  has  up 
to  this  time  confined  its  activities  to  pianos. 
The  concern  has  a  large  patronage. 
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No.  60 1  Universal  Receiver.  Treas- 
ure Chest.  6-tube;  totally  shielded; 
equipped  with  voltmeter;  solid  Ma- 
hogany. Operates  on  energy  derived 
from  either  house  current  or  batteries. 
Price,  without  accessories  or  Loop, 
East  of  Rockies  #225 ;  Rockies  and 
West  $240 ;  Canada  $295. 


SELECTIVITY- 


A  great  selling  feature  J 


r 


The 

Stromberg  -  Carlson 
HOUR 

Tuesday  Evenings  8  to  9 
Eastern  Daylight  Saving  Time 

Qeorge  Olsen 

and  his 

Stromberg -Carlson  Orchestra 
through 
WJZ,  WBZ-WBZA 
KDKA,  KYW 


SELECTIVITY — scientifically  correct — is  giving  ready  sala- 
bility  to  Stromberg-Carlson  Receivers  in  today's  jumble  of 
broadcasting.  And  when  air  conditions  are  cleared  up  by  the  new 
Radio  Commission  this  same  selectivity  will  become  a  selling  feature 
of  even  greater  importance. 


-:  ■  ■■  '  fCf 


JTRO 


? 


The  character  of  Stromberg-Carlson 
selectivity  is  easy  to  prove.  To  make  a 
test  simply:  listen  late  in  the  afternoon 
before  the  majority  of  stations  have  come 
on  the  air — or  late  at  night.  Run  up  and 
down  the  dial.  Find  two  out  of  town  sta- 
tions separated  by  10  kilocycles.  Several 
such  pairs  should  be  available.  Note 
that  one  station  is  heard  perfectly  with- 
out a  trace  of  its  neighbor  though  separ- 


ated by  only  10  kilocycles.  This  selectivity 
is  attained  without  the  slightest  impair- 
ment of  tone  quality.  It  is  correct  selectivity. 

Many  sets  are  not  nearly  so  sharp — 
they  admit  unwanted  signals.  Others  are 
sharper  which  is  wholly  undesirable, — 
the  side  bands  are  shaved  off  and  the 
quality  of  reproduction  is  ruined. 

Stromberg-Carlson  selectivity  is  a  re- 
velation to  prospective  purchasers. 


STROMBERG-CARLSON  TELEPHONE  MFG.  CO.,  ROCHESTER,  N.  Y. 


Makers  of  "voice  transmission  and  voice  reception  apparatus  for  more  than  thirty  years. 
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Radio  Service  Pays 
at  the  Haynes-Griff in  Store 

Gotham  Dealer  Made  the  Service  Department 
Paying   Proposition   by   Reversal   in  Policy 


IT  is  not  only  possible  to  eliminate  excessive 
overhead  in  connection  with  the  operation 
of  the  radio  service  department,  but  this 
department  can  be  made  a  revenue  producer, 
according  to  Howard  T.  Cervantes,  manager  of 
Haynes-Griffin  Radio  Service, -Inc.,  which  is  the 
service  organization  of  Haynes-Griffin,  Inc.,  re- 
tailer of  radio  and  talking  machines,  with  two 
stores  in  New  York  City. 

New  Service  Policy  Eliminated  Loss 
About  a  year  ago  the  service  department  of 
this  concern  was  so  costly  that  its  operation  was 
consuming  profits  resulting  from  sales.  At  that 
time  charges  for  service  were  not  made  with 
the  idea  of  putting^the  department  on  a  profit- 
able basis.  However,  the  firm  determined  that 
the  sendee  -end  of  the  enterprise  should  pay  its 
own  way  and'saF^ajlical  change  in  policy  was 
made,  wifh'-^hg^  result  that  the  department  at 


JOB  ORDER  NO  _ 
TERMS   


HAYNES-GRIFFIN  RADIO  SERVICE,  Inc. 

41    WEST   43rd  STREET 
NEW    YORK  CITY 

JOB  ORDER 


CHARGE  TO  - 


MATERIALS  USED 


Wort  Comrkua  To  f  j  Satisfaction 


INSTRUCTIONS 


OPERATOR 


MATERIALS  REQUISITIONED  OR  RETURNED  TO  STOCK 
COST  RETURNED 


The  Haynes-Griffin  Job  Order,  Shown  Above,  Gives  All  Needed  Data 


the  end  of  its  first  year  under  the  changed 
policy  actually  showed  a  profit. 

"We  realized,"  said  Mr.  Cervantes,  "that  the 
first  thing  we  must  do  was  to  make  customers 
realize  just  what  they  might  expect  in  the  way 
of  service,  free  or  otherwise,  and  for  that  reason 
we  had  printed  what  we  call  a  'Conditions  of 
Sale'  agreement.  This  contract,  if  one  may  call 
it  that,  must  be  made  clear  to  the  customer  at 
the  time  of  the  sale  and  there  is  a  coupon  at- 
tached which  the  customer  signs  as  a  receipt 
that  he  or  she  has  received  the  agreement  from 
the  salesman  and  is  familiar  with  the  conditions 
under  which  the  sale  is  made. 


The  Conditions  of  Sale  supplied  to  each  cus- 
tomer has  four  principal  clauses,  as  follows: 

(1)  The  customer  is  entitled  to  one  week's 
free  trial  on  the  receiving  set  and  accessories 
selected.  Within  one  week  after  purchase  the. 
set  may  be  returned  either  for  cash  refund, 
credit  or  replacement  by  some  other  set,  at  the 
option  of  the  customer.  This  trial  privilege  ap- 
plies to  all  sets  regardless  of  make  or  price. 
No  credit  or  refund  is  made  on  charges  for 
labor  covering  installation,  or  for  material  used 
m- erecting  an  aerial. 

(2)  Following  the  period  of  one  week's  free 
trial  we  continue  to  guarantee  radio  sets  furn- 
ished by  us  to  be  free  from  defects  in  material 
and  workmanship.  If  any  defects  develop 
within  the  set  manufacturer's  guarantee  period, 
provided  the^merchandise  has  not  been  tam- 
pered withj,  Sfz  agree  to  repair  the  set  satisfac- 

~J        '    *      ~~  torily  or  at  our  option 

to  replace  it  with  an- 

DATE    r 

boute  '  other    of    the  same 

make. 

(3)  For  thirty  days 
following  purchase  our 
service  department  is 
at  your  disposal  with- 
out charge. 

(4)  All  service  calls 
or  inspection  made  at 
your  own  home  after 
thirty  days  from  pur- 
chase are  charged  for 
at  the  rate  of  $2  per 
hour,  including  travel- 
ing time. 

The  agreement  fur- 
ther provides: 

Tubes  and  Batteries 
Equipment  such  as  tubes 
and  batteries  furnished  by 
us  are  of  standard  make  and 
tested  quality.  Owing  to 
the  fact  that  the  life  of  the 
very  best  of  such  equipment 
is  uncertain  and  also  be- 
cause we  have  no  means  of 
determining  the  amount  or 
kind  of  usage  such  equip- 
ment receives  in  the  hands 
of  the  purchaser,  we  do  not 
guarantee  the  life  of  either 
vacuum  tubes  or  batteries. 
When  our  service  depart- 
ment is  called  upon  to  re- 
place batteries  or  other  ac- 
cessories in  the  home  of  a 
customer  a  cash  charge  is 
made  for  the  new  material 
as  well  as  the  service  of 
our  radio  repair  man.  as  out- 
lined in  Paragraph  Four. 
Distant  Stations 
We  do  not  guarantee  the 
reception  of  distant  stations 
on  any  radio  receiver;  re- 
gardless of  make  or  price. 
The  securing  of  distant  sta- 


MATERIAL 


EXPENSES 


ACK1  itf- 


tions  depends  upon  elements  beyond  our  control,  such  as 
weather  conditions,  location  of  radio  and  the  skill  and 
patience  of  the  operator. 

Traveling  Expenses 

In  districts  outside  of  Greater  New  York,  or  wherever 
we  do  not  maintain  a  regular  delivery  service,  we  are 
obliged  to  make  an  additional  charge  covering  traveling 
expenses  on  all  service,  calls  regardless  of  circumstances, 
including  the  original  installation  and  on  calls  necessi- 
tated by  defects  in  the  material  furnished  or  in  the  char- 
acter of  our  own  workmanship. 

Important:  No  salesman  nr  employe  of  Hitynes-Griffin 
Radio  Service,  Inc.,  is  authorized  to  change'  or  add  to 
the  conditions  of  sale  as  above  enumerated  in  any  par- 
ticular. No  promise  of  additional  service  or  further  guar- 
antee of  performance  on  the  part  of  the  merchandise  sold 
over  and  above  those  enumerated  in"  this  guarantee  are 


Howard  T.  Cervantes 

authorized  or  agreed  by  Haynes-Griffin  Radio  Service.  Inc. 

Haynes-Griffin  Service  Club 

A  yearly  service  club  for  customers  is  an- 
other activity  of  the  department  which  brings  in 
a  considerable  revenue.  This  club,  which  is 
composed  entirely  of  people  who  purchased 
radio  sets  at  the  Haynes-Griffin  establishments, 
gives  the  customer  twelve  calls  by  an  expert 
radio  technician  in  the  course  of  a  year.  The 
annual  dues  of  $25  covers  the  cost  of  these  in- 
spection calls  and  in  addition  the  customer  en- 
joys a  10  per. cent  discount  on  all  parts  and  ac- 
cessories needed  during  the  year.  A  surprising- 
ly large  number  of  customers  have  enrolled  in 
the  Club,  which  is  a  decided  asset  to  the  store 
because  of  the  opportunity  which  it  provides 
for  regular  contacts  with  patrons. 

Another  Source  of  Income 

The  service  department  derives  a  consider- 
able income  from  the  renting  of  radio  sets. 
These  receivers  are  rented  to  visitors  who  are 
stopping  at  the  metropolitan  hotels  and  who 
desire  radio  entertainment,  to  hospitals  and 
other  institutions.  A  weekly  charge  of  $25  is 
made  for  the  loan  of  a  portable  radio  and  a 
charge  of  $35  is  assessed  for  a  large  set.  In 
the  past  year  more  than  100  sets  have  been 
rented  and  a  few  minutes  with  pencil  and  paper 
will  give  an  idea  of  the  income  derived. 
Money  for  Superior  Service 

The  Haynes-Griffin  stores  are  fighting  some 
pretty  sharp  competition,  some  of  the  cut-price 
and  gyp  variety.  "There  were  two  methods  of 
operation  open  to  us,"  stated  Mr.  Cervantes. 
"One  was  to  meet  competition  on  price  and  the 
other  to  maintain  prices  at  list  and  create 
patronage  through  the  quality  of  the  lines 
handled  and  the  character  of  our  service.  We 
chose  the  latter,  and  the  development  of  our 
business  is  proof  that  we  decided  wisely." 

Mr.  Cervantes  also  points  out  that  because 
the  service  department  makes  a  charge  for  all 
work  sufficiently  high  to  provide  a  small  margin 
of  profit  the  company  is  enabled  to  secure  the 
services  of  the  most  experienced  and  best  men 
available. 

"During  the  rush  season,  to  facilitate  deliver- 
ies and  installation  svSrvtce','  we  have  a  warehouse 
in  which  we  carry  the  stock.  The  stores  are 
used  merely  as  showrooms.  Orders  are  turned 
in  to  the  service  department.  Each  set  is  thor- 
oughly tested  and  polished  before  delivery,  thus 
making  unnecessary:  this  work  at  the  home  of 
the  customer.  The  seffvue  department  is 
manned  bp  seven  experts,  and  in  Winter'  this 
number  is  increased  to  fifteen.  We  operate  five 
service  automobiles,  completely  equipped  'with 
materials,  tools,  etc.  So  close  is  the  contact  of 
the  service  department  with  the  customers  of 
the  store  that  we  get  to  know  the  patrons  and 
reception  conditions  peculiar  to  each  locality. 
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Proved  the  best  by 
every  test  of  labora- 
tory and  of  experi- 
ence. The  proof  her- 
alded in  an  advertis- 
ing story  blazed  a- 
cross  the  country  in 
color-pages  in  all  the 
big  magazines. 
Would  you  offer 
your  customers  a 
"second  best"? 


'Midi 


Can  you  afford  to 
be  without  the  one 
heavily  advertised 
vacuum  tube?  It  is 
known  to  be  best 
*  *  and  customers 
demand  it  ->  -  - 


RADIO         CORPORATION         OF  AMERICA 
New    York  Chicago  San  Francisco 
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■Tollable 

super- 
heterodyne 

A  six-tube  super- 
heterodyne, en 
cased  in  a  hand- 
some  walnut  cabi- 
net that  cleverly 
fills  a  double  pur- 
pose-in thel.v.ng 

room  or  in  camp 
or  shack  or  on  the 
beach. 
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The  greatest  value  in 
radio  today 
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RCA  Loudspeaker  100.  $35 
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of  musical  realism. 
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TN  every  industry  which 
advertises  there  is  usually 
one  trade  name  so  indelibly 
impressed  on  the  public  mind 
by  advertising  that  no  one  can 
think  of  the  industry  itsell 
without  thinking  oi  that  name. 
In  radio  it  is  "Radiola". 

This  page  in  National  Geo- 
graphic for  May,  1927,  is  one 
ol  hundreds  of  such  adver- 
tisements which  have  reached 
millions  of  people  in  the  eight 
consecutive  years  of  Radiola 
national  advertising. 
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What  do  people  want 
in  radio  today?" 

Call  is  for: 


— elimination  of  antenna 

— socket  power  devices 

— one  dial  operation 

— musical  realism  in  reproduction 

— sealed  construction  of  vital  parts 

YOUR  prospect  comes  in  primed  to  get 
this  modern  radio  if  he  possibly 
can.  The  Radiola  was  first  to  take  each 
and  every  one  of  these  forward  steps. 
So  naturally  more  people  ask  for  the 
Radiola  than  for  any  other  make  of 
set.  More  Radiolas  have  been  sold 
than  any  other  make.  And  in  every 
locality  the  RCA  Authorized  Dealer 
sign  indicates  the  most  prosperous 
radio  dealer. 


This  sign  marks 
the  leading  deal- 
er in  every  com- 
munity. 


HOME  DEMONSTRATIONS  OF 
THESE  SETS  RESULT  IN  SALES! 


RADIO  CORPORATION  OF  AMERICA 
New  York  •  Chicago  •  San  Francisco 
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There  is  no  other  loudspeaker  even 


remotely  like  RCA  Loudspeaker 
104  in  electrical  or  musical 


characteristics 


cS^p  c<^p  cS^p  c<^? 


r  j 


ately  placed  it  in  a  class  by  itself.    Light  socket  operation  and  the  elimination 
of  batteries  are  only  the  smallest  part  of  its  sensational  story.   It  incorporated 
scientific  discoveries  made  in  the  research  laboratories  of  RCA,Westinghouse 
and  General  Electric  which  no  other  speaker  has  or  can  have.    The  new 
method  of  musical  reproduction  used  gives  a  realism  impossible  under 
any  other  method.  Watch  the  amazed  expression  of  the  man  or  woman 
who  listens  to  this  speaker  for  the  first  time  and  you  will  appreciate 
why  it  is  still  unchallenged  as  the  master  stroke  of  modern  radio. 


w 


Buy  with  confidence  where  you 
see  this  sign 


RCA  Loudspeaker  104, 
complete    .    .    $275  list 

(For  50-60  cycle,  110  volt 
A.  C.  Lighting  Circuit) 

RADIO  CORPORATION 

OF  AMERICA 

New  York  Chicago 
San  Francisco 
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Montana  Drag  Store  Purchased  Carryola 

for  Own  Use  and  Is  Now  Live  Dealer 

Peter  A.  D'Amico,  of  Billings,  Mont.,  Bought  Carryola  Portable  to  "Liven  Up  the  Store  in 
Quiet  Moments"— Customer  Asked  for  Instrument  and  in  1926  134  Carryolas  Were  Sold 


Peter  A.  D'Amico,  owner  of  the  Grand  Drug 
Co.,  Billings,  Mont.,  literally  had  sales  of  134 
Carryolas  in  1926  thrust  upon  hirn.  It  hap- 
pened like  this.    He  saw  a  Carryola  advertise- 


Peter  A.  D'Amico 

ment  and  bought  one  to  liven  up  the  store  in 
the  quiet  moments.  It  did  not  occur  to  him 
then  to  stock  and  make  an  effort  to  sell  such 
an  item  in  a  drug  store. 

After  a  few  weeks  he  disposed  of  it,  but  it 


was  missed  so  much  that  a  new  one  was  soon 
ordered.  In  the  meantime,  the  person  who  got 
the  first  one  was  so  well  pleased  with  it  and 
boosted  so  heartily  that  others  began  to  come 
in  and  ask  for  one. 

Mr.  DAmico  put  in  a  few  Carryolas.  These 
soon  went  and  he  took  orders  for  more.  There 
were  three  regular  music  dealers  in  Billings, 
one  of  whom  was  already  carrying  the  Carry- 
ola line,  but  that  didn't  bother  Mr.  D'Amico. 
All  he  knew  was  that  he  could  sell  Carryolas. 

He  says:  "We  gave  two  records  with  each 
machine,  and  sold  them  for  $25  cash,  or  $30 
on  terms,  $5  down  and  $2  a  week.  Two-thirds 
of  the  machines  were  sold  on  terms,  and  now 
they  have  gotten  so  well  known  from  the 
mouth-to-mouth  advertising  along  with  the  Na- 
tional advertising  the  Carryola  Co.  is  doing 
that  they  come  into  the  store  with  the  cash 
in  their  hands  telling  us  to  get  one  of  the  ma- 
chines ready  for  them. 

"We  sold  134  machines  in  1926,  and  about 
thirty-six  so  far  this  year  (March  20).  The 
best  thing  about  all  these  sales  is  that  we  guar- 
anteed every  one,  and  not  one  instrument  ever 
came  back  defective.  Most  of  the  people  come 
in  and  tell  us  they  use  them  every  day,  too. 

"As  soon  as  we  can  get  some  house-to-house 
salesmen  we  are  going  to  place  music  in  every 
home.  It  has  been  the  best  line  we  ever  took 
over.  And  we  plan  to  push  it  most  aggressively 
in  the  future." 


Victor  Quarterly  Record  Exchange  Plan 

Outlined  and  Details  Sent  to  Dealers 

Second  Part  of  the  Record  Exchange  Plan  Includes  Black  Label  Domestic  Records;  Foreign- 
Domestic  Black  Label  and  Blue  Label  Records,  and  Selected  List  of  Domestic  Records 


The  second  part  of  the  quarterly  record  ex- 
change plan  of  the  Victor  Talking  Machine  Co. 
was  outlined  and  sent  to  dealers  the  early  part 
of  last  month,  and  includes  hundreds  of  rec- 
ords, both  mechanically  and  electrically  record- 
ed, in  four  different  classes.  The  quantity  of 
records  returnable  on  the  settlement  dates  may 
equal  but  not  excee&3  per  cent,  calculated  at 
list  price  values,  of  the  dealer's  purchases  of 
Victor  records  for  the;  three  months  preceding 
the  date  of  settlement. 

The  records  included  in  this  exchange  are: 
all  Black  Label  records  listed  in  the  1927  do- 
mestic general  record  catalog  and  supplements 
thereto  up  to  and  including  20143,  10-inch,  and 
35776,  12-inch,  in  those  series;  all  electrically 
recorded  foreign-domestic  Black  Label  .record/ 
listed  in  the  foreign-domestic  catalog-  and  sup- 


plements thereto  up  to  and  including  78866,  10- 
inch,  and  68763,  12-inch,  in  those  series;  all  10 
and  12-inch  Black  Label  domestic  catalog  rec- 
ords excluded  from  the  Part  1,  July,  1926,  record 
exchange,  147  records  are  included  in  this  classi- 
fication, and.  all  10  and  12-inch  Blue  Label  do- 
mestic catalog  records,  specifically  excluded 
from  the  Part  1,  July,  1926,  record  exchange, 
97  records  are  included  in  this  classification. 
This  exchange  privilege  excludes  Red  Seal  and 
mechanically  recorded  foreign-domestic  records. 

The  plan  of  operation  in  making  exchanges 
is  as  follows:  After  the:c  end  of  S"achi>-quarter 
Victor  wholesalers  J^iTl  -Jadvise-  theig  -dialers  of 
the  lTSt^price'amauntjj  of  exchange'  cf edits  estab- 
Ji.sh.ed,  by;  the  .pure hasesjof  -  the  preceding  three 
mdtiths,  ..j'Upon  receiving  this  notice  dealers 
will,  within  thirty  days,  return  to  the  Victor 


Co,,  at  Camden,  N.  J.,  transportation  charges 
prepaid,  records  as  stipulated,  corresponding  in 
total  list-price  value  to  the  amount  of  "record 
exchange  advices"  received  from  wholesalers. 
If  credits  have  accrued  with  more  than  one 
distributor,  the  dealer  should  still  send  the  re- 
turned records  in  one  single  shipment,  but  the 
accompanying  notice  of  shipment  should  specify 
the  names  of  the  distributors. 

Dealers  are  instructed  to  ship  only  perfect 
records  and  large  shipments  are  to  be  sent  in 
wooden  boxes  containing  no  more  than  300 
records  and  the  records  should  be  grouped  ac- 
cording to  list-price  and  recording  classification. 


Northwest  Radio  Show  to 
Enlarge  Exhibiting  Space 

All  of  the  128  original  spaces  laid  out  for. the 
Sixth  Annual  Northwest  Radio  and  Electrical 
Show  to  be  staged  in  the  new  Minneapolis 
Auditorium  the  week  of  September  26  to  Oc- 
tober 1  have  been  reversed. 

Plans  are  under  way  by  the  committee  on 
.show  arrangements  to  provide  additional  space 
in  the  new  Auditorium,  which  is  available  on 
other  floors,  and  if  more  applications  are  re- 
ceived they  will  be  taken  care  of  in  this  manner. 
A  corporation  for  handling  this  year's  events  has 
been  organized  and  consists  of  the  following: 
H.  H.  Reinhard,  Reinhard  Bros.  Co.,  president; 
W.  E.  Stephenson,  Sterling  Elec.  Co.,  treasurer; 
R.  M.  Laird,  Laird  Electric  C°-,  vice-president; 
C.  J.  Parker,  Western  Motor  Sup.,  vice-presi- 
dent; T.  W.  Findley,  Findley  Elec.  Co.,  vice- 
president,  and  H.  H.  Cory,  secretary  and  show 
■  manager. 


Oakland  Store  in  New  Home 


Oakland,  Cal.,  May  S. — One  of  the  pioneer 
music  houses  of  this  city,  the  Oakland  Phono- 
graph Co.,  moved  last  month  to  new  and  larger 
quarters  at  1729  Broadway.  Among  the  phono- 
graph lines  carried  are  the  Victor,  Columbia, 
Brunswick,  Sonora  and  Edison,  and  in  radio, 
Kolster,  Magnavox,  Atwater  Kent  and  Sonora. 


Brunswick  Dividend  Declared 


The  directors  of  the  Brunswick-Balke-Col- 
lender  Co.,  Chicago,  111.,  recently  declared  a 
dividend  of  75  cents  per  share  on  the  outstand- 
ing Common  stock  of  the  company,  to  holders 
of  record  as  of  May  5,  1927.  The  dividend  is 
payable  May  15. 


New  Music  Store  Opened 

Suffolk,  Va.,  May  5/ — A  new  music  store,  the 
Grafonola  Shop,  was  recently  opened  at  169 
East  Washington  street.  A  complete  line  of 
Columbia  Viva-tonal  phonographs  and  New 
Process  Columbia  records  is  carried. 


National  Record  Albums 

Made  off  the  best  materials  and  finished  by  experienced 

workmen 

PORTABLE  ALBUMS 
ALBUMS  FOR  CABINETS 

ALBUMS  BOUND  IN  CLOTH  or  ART  MISSION 

Albums  for  Export  Our  Specialty 
Write  Eor  list  ©£  1927  styles  and  prices 

National  Publishing  Co.,  239*245  South  American  St.,  Philadelphia,  Pa. 
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Is  Your  Window  an  Asset  or  a  Liability? 

Good  Merchandising  Displays  Are  Creators  of  Sales — Some  Tips 
on  Window  Display  Art  That  Are  of  Value  to  the  Retail  Trade 

By  W.  L.  Stensgaard 


(Mr.  Stensgaard  is  an  authority  on  tht  subject  of  win- 
dow display.  He  is  manager  of  tne  window  display  di- 
vision of  the  Stewart-Warner  Speedometer  Corp.  and  is 
president  of  the  International  Association  of  Displaymen. 
—Editor) 

THE   manner   in  which   you   display  your 
merchandise  either  becomes  an  asset  or  a 
liability  to  your  business.    Display  is  like 
most  every  other  part  of  selling  effort,  if  you  fol- 
low the  lines  of  least  resistance  it  is  sure  to  be- 


W.  L.  Stensgaard 

come  a  liability — but  if  properly  put  to  work  it 
can  be  made  a  valuable  asset.  The  majority  of 
the  larger  retail  institutions  realize  to  a  fair  ex- 
tent the  value  of  good  merchandising  displays 
and  therefore  make  a  reasonable  investment  in 
them.  It  seems,  however,  that  there  still  re- 
main a  great  class  who  automatically  presume 
that  good  displays  are  a  luxury  or  only  available 
to  the  greater  retail  stores.  This  idea  certainly 
cannot  be  harbored  long  by  any  merchant  with 
average  knowledge  of  factors  that  contribute  to 
successful  merchandising,  but  is  often  given  as 
the  reason,  rather  than  to  acknowledge  he  is 
unwilling  to  make  the  small  expenditures  neces- 
sary or  devote  the  time  necessary,  or  pay  for 
the  service. 

The  Function  of  the  Display 
The  displaying  of  merchandise  in  your  store 
or  display  front  must  first  of  all  accomplish  a 
desire  of  "ownership"  for  the  product  shown  in 
the  person  viewing  your  display  if  it  is  to  re- 
sult in  a  sale.  If  the  displays  do  not  create 
sales  they  are  a  liability.  To  create  a  desire 
"to  buy"  there  must  be  a  power  of  attractive- 
ness,   convenience,    comfort,    entertainment  or 


utility  that  impresses  itself  favorably  on  the 
mind  of  the  passers-by.  It  is  true  enough  that 
you  ma>'  make  an  occasional  sale  from  the 
showing  of  a  product  where  people  can  see  it, 
but  unless  you  put  the  right  atmosphere  and 
appeal  about  the  showing  of  that  product  you 
will  not  get  the  maximum  sales  that  display 
should  produce — certainly  if  you  are  losing  sales 
by  inefficient  display  you  have  a  liability,  exactly 
the  same  as  if  you  were  hiring  a  salesperson 
who  was  losing  more  possible  sales  than  he  was 
making. 

Instrument  of  Unlimited  Appeal 

Radio  or  all  musical  instruments  have  unlim- 
ited appeals  and  as  yet  in  all  of  my  display  ex- 
periences I  think  in  general  they  are  sadly 
neglected.  First  of  all  they  usually  become  a 
piece  of  furniture  in  the  home  and  should  be 
shown  in  alluring  home  atmosphere,  the  won- 
derful entertainment  brought  to  you  in  your 
home,  the  enjoyment,  the  relief  after  a  busy  day, 
the  contact  with  the  world  news  and  sports  and 
a  hundred  other  dramatic  pictures  of  actual 
selling  value  might  be  easily  portrayed  with 
little  thought  and  reasonable  expenditure.  Dis- 
play space  is  like  newspaper  space — after  you 
have  the  space  it  all  depends  on  what  goes  into 


linoleum-covered  floors;  certainly  you  do  not 
expect  the  customer  to  use  a  piano,  talking 
machine  or  radio  in  the  bathroom;  also  many 
poorly  finished  wood  floors;  these  at  best  are 
usually  too  hard  in  appearance  and  do  not  form 
a  pleasant  contrast  to  wood  finishes  of  products, 
as  do  rugs,  etc. 

Bad  window  lighting  too  is  very  common  and 
certainly  can  do  much  to  misrepresent  the 
merchandise  you  are  showing.  Remember  you 
have  the  investment  in  your  display  front  24 
hours  per  day,  whether  you  use  it  or  not;  cer- 
tainly the  cost  of  burning  efficient  lighting 
during  the  evening  hours  (perhaps  until  11  or 
12  p.  m.)  does  not  mean  excessive  expense.  It 
certainly  costs  you  more  not  to  cash  in  on  pos- 
sible sales  of  those  who  pass  leisurely  your 
place  of  business  during  those  hours  than  the 
mere  cost  of  light  current.  Which  would  you 
consider  the  economic  waste,  cost  of  light  or 
loss  of  possible  sales? 

Crowded  Displays  Are  Bad 

Making  display  too  crowded  merely  to  get 
all  you  have  where  people  can  see  it  is  a  further 
economic  waste — you  thereby  make  a  conglom- 
eration which  loses  appeal,  and  by  showing  too 
much  the  passers-by  are  not  able  to  get  a  defi- 


Radio  Window  Display  That  Effectively 

it — its  arrangement,  color  appeal,  convincing 
picturization  and  sales-producing  value. 
Common  Display  Mistakes 
The  most  general  common  mistakes  of  the 
merchant  in  displaying  merchandise  I  think  are: 
Backgrounds  for  the  merchandise  that  have 
little  or  no  connection  with  the  product  or  no 
background  at  all.  Poor  floors  either  not  cov- 
ered or  not  too  clean — plain  color  carpet  or 
process  floor  blocks  make  the  best  floor-cover- 
ing for  radio,  etc.      I  have  noticed  tile  pattern 


Attracted  Attention  to  Line  Shown 

nite  glimpse  of  anything  but  an  optical  illusion 
of  all  that  leaves  no  impression  whatever.  It 
is  much  better  to  show  less  and  change  your 
display  oftener.  I  have  usually  found  those  who 
give  their  display  space  little  or  no  credit  as  a 
sales-producing  medium  are  usually  those  who 
still  insist,  however,  on  showing  "most  all," 
thereby  hardly  doing  other  than  openly  ac- 
knowledging their  respect  for  display  space, 
but  slill  not  reaping  maximum  benefits  due  to 
(Continued  on  page  14) 


STARR  PIANOS     STARR  PHONOGRAPHS  I 

GENNETT  RECORDS  I 

(Represent  the  Hiqhest  oAttainmtnt  in  oMuncal  QVbrth 

Wie  STARR  PIANO  COMPANY  I 

Established  1872  ^  Richmond.  Indiana  jj 
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The  New 


PIANO  SPEAKER 

EASILY    INSTALLED    WITHOUT    DANGER    TO    ANY  PIANO 


UTAH'S  MOST  SENSATIONAL  OFFERING 

Makes  a  radio  reproducer  out  of  any  piano 

The  Utah  Piano  Speaker  uses  the  full  musical 
resonance  of  the  sounding  board  of  the  piano 
to  achieve  the  most  marvelous  orthophonic 
tone  qualities  radio  has  ever  known.  No  horn 
or  other  speaker  needed.  Reproduces  voice, 
instruments,  high  and  low  notes,  surpassing 
anything  ever  achieved  by  a  radio  reproducer. 
Price  includes  25  feet  of  cord.  Easily  installed 
without  danger  to  piano.  Order  samples  now. 

Now  selling  like  wildfire! 
UTAH  RADIO  PRODUCTS  CO. 

1615  S.  MICHIGAN  AVE.,  CHICAGO 


14 


THE    TALKING    MACHINE  WORLD 


May,  1927 


Radio  Corp.  Competitions  Designed  to 

Secure  Practical  Merchandising  Methods 

Radiola  Dealers  Participate  in  Contest  to  Sele:t  Best  Selling  Methods  for  Spring  and  Summer 
Usage — Grand  Prize  Will  Be  Awarded  for  Plan  Best  Adapted  for  Fall  and  Winter  Selling 


A  contest  with  $5,000  in  prizes  for  the 
best  selling  plans  devised  by  RCA  author- 
ized dealers  has  been  inaugurated  by  the  Radio 
Corp.  of  America.  This  contest  was  announced, 
according  to  RCA  officials,  in  the  belief  that 
the  dealer  will  profit  in  direct  proportion  to 
the  thought  and  effort  he  puts  into  maintaining 
sales  volume  during  the  Summer  months.  All 
plans  entered  in  the  contest  must  be  put  into 
practical  operation  in  the  dealers'  own  locality. 

The  contest  is  designed  to  stimulate  the 
dealer  to  a  greater  effort  in  raising  the  level 
of  radio  sales  throughout  the  months  of  May, 
June,  July  and  August,  and  to  further  en- 
courage the  •  retailer  to  formulate  ••  his  own 
outside  selling  methods.  The  sales  plan  does 
not  have  to  be  original,  but  must  stand  the  acid 
test  of  actual  results.  Eight  prizes  of  $500 
each  will  be  awarded  to  the  eight  RCA  author- 
ized dealers  whose  plans  for  selling  Radiola 
20's  this  Spring  and  Summer  are  adjudged  the 
best  from  the  standpoint  of  the  merchandising 
idea  and  the  actual  results  obtained.  A  grand 
prize  of  $1,000  will  be  awarded  to  the  RCA 
authorized  dealer  who  submits  the  best  plan 
which  may  be  put  into  effect  nationally  for  al! 
authorized  dealers  to  sell  Radiola  20's  during 
the  Fall  and  Winter  of  1927.  Sales  plans  for 
the  Spring  and  Summer  were  received  by  the 
Radiola  sales  campaign. -manager  at  RCA  head- 
quarters in  New  York  by  May  1,  "the  date  on 
which  the  contest  closed.  It  is  announced  that 
shortly  after  September  1  all  plans  submitted 
will  be  judged  as  to  their  relative  merits  and 
compared  with  the  actual  results  obtained,  and 
the  volume  of  sales  obtained  by  each  dealer  in 
carrying  out  his  plan  will  be  compared  with 
the  sales  possibilities  of  his  local  market,  so 
that  every  dealer,  whether  he  be  in  a  small 
community  or  a  large  one,  will  be  on  an  equal 
competitive  basis. 

The  plans  submitted  in  competition  for  the 
$1,000  grand  prize  must  be  received  by  t' 
Radiola  Sales  Campaign  Manager,  Room  2036, 
233  Broadway,  New  York  City,  on  .or  before 
August  1.  These  plans  should  show  in  detail 
the  various  steps  which  the  Radio  Corp.  might 
take  in  a  national  campaign  on  Radiola  20's 
during  the  Fall  and  Winter  of  1927,  and  should 


contain  an  estimate  of  the  results  which  the 
dealer  expects,  if  his  plan  is  put  into  effect. 
Only  those  authorized  dealers  who  submitted 
Summer  sales  plans  and  demonstrated  their 
interest  by  actually  putting  their  plans  into 
operation  may  compete  for  the  $1,000  grand 
prize.  In  this  way  it  is  possible  for  the  winner 
of  one  of  the  $500  Summer  sale  prizes  to  win 
the  $1,000  grand  prize. 


Are  Your  Windows  an 

Asset  or  a  Liability? 

(Continued  from  page  12) 
the  misuse  of  the  space.  Poor  color  combina- 
tions often  do  more  to  detract  from  the  mer- 
chandise than  to  attract — to  those  inexperienced 
in  the  use  of  color  I  recommend  that  they  omit 
the  stronger  colorings,  or  at  least  use  them 
sparingly — or  seek  the  advice  of  one  they  may 
feel  knows  color  value.  Arrangement  of  mer- 
chandise" also  means  much,  a  well-balanced 
showing  will  keep  the  attention  of  the  window- 
shopper  longer  than  one  of  a  seemingly 
ju.nbled  mess.  Try  simple,  neat  arrangements 
and  not  complicated  set-ups.  It  is  usually  best 
to  show  the  largest  or  tallest  unit  in  the  center 
— after  considerable  experience  you  will  natural-  . 
ly  develop  good,  unbalanced  treatments,  but, 
like  poor  color  combination,  these  can  be  either 
very  bad  or  exceptionally  good.  Above  all, 
see  that  the  merchandise  is  spotlessly  clean  and 
that  all  surroundings  are  neat  and  clean,  keep 
the  glass  polished  and  bright,  change  the  d:s-  % 
plays  often. 

A  Sales-Producing  Window 
The  display  on  the  preceding  page  shows  a  set- 
ting that  proved  to  have  sales-producing  appeal. 
This  was  placed  with  a  furniture  store  which 
had  open  backgrounds  and  which  for  that  reason 
was  usually  handicapped  in  making  a  good 
showing.  The  settings  were  loaned  by  the 
manufacturer  of  radios  to  further  prove  the 
value  of  good  display  showings.  Usually  open 
backs  in  the  window  allow  the  passers-by  to  see 
so  much  that  nothing  really  makes  any  impres- 
sion, and  the  crossing  of  all  the  lines  makes 


for  a  jumbled  mess  and  no  real  appeal  is  made. 
This  setting  of  silver  metallic  curtains,  with 
wrought-iron  standards,  was  set  up  in  a  few 
minutes  and  immediately  formed  a  definite 
background  against  which  the  merchandise 
might  become  silhouetted,  also  allowing  for 
lighting  effects.  In  short,  it  is  like  putting  the 
frame  around  the  picture,  it  gives  it  a  definite 
outline.  The  arrangement  of  the  merchandise 
is  well  balanced  and  enough  accessories  are 
used  so  as  to  relieve  any  stiffness  and  add  in- 
terest to  the  showing.  It  is  just  this  that  makes 
for  the  difference  of  just  showing  merchandise 
or  displaying  it  so  as  to  create  maximum  re- 
sults. Any  reasonable  investment  in  better  dis- 
plays properly  expended  will  bring  you,  without 
doubt,  the  greatest  dividends  possible  through 
any  form  of  advertising.  After  all  your  display 
circulation  is  the  most  inexpensive  and  is  worth 
only  what  you  get  out  of  it — do  not  continue 
to  let  the  people  pass  your  store  without  put- 
ting in  displays  alive  with  human  interest  appeal 
that  will  stop  a  .greater  percentage  of  them. 
Better  displays  mean  better  -business.  Prove 
this  to  yourself. 


D.  E.  Humphries  Music  Go. 
Has  Attractive  Display 

California  Stromberg-Carlson  Radio  Dealer 
Dresses  Window  in  Unusual  Fashion  to  Draw 
Attention  to  Stromberg-Carlson  Receivers 


Long  Beach,  Cal.,  May  6. — A  most  unusual  win- 
;dow  display,  reproduced  herewith,  recently  occu- 


The  "Pin* Jack"  Voltmeter 
Simplifies  Radio  Servicing 


E  LIMINATE   unnecessary   service   calls — 
leave  only  those  which  will  be  profitable  to 
you,  inspire  your  customers'  confidence, 
make  Radiola,  Victor,  Brunswick,  Bosch 
sets  operate  as  their  manufacturers  in- 
tended— all  this  you  can  do  by  urg- 
ing the  sale  of  the  Weston  Pin- 
Jack  Voltmeter.  1!  A  Weston  in- 
strument is  the  one  best  way 
to   insure  economical  and 
satisfactory  operation  of 
these  sets. 

Weston  Electrical  Instrument 
Corporation 

190  Weston  Avenue,  Newark,  N.  J. 


A  Display  That  Attracted  Attention 

pied  the  show  windows  of  the  D.  E.  Humphries 
Music  Co.,  authorized  Stromberg-Carlson 
dealer.  The  background  was  a  profuse  mass  of 
flowers  and  shrubbery  and  trees.  In  the  fore- 
front on  one  side  was  placed  a  Stromberg-Carl- 
son receiver  with  cone  speaker,  on  the  other 
side  stood  the  figure  of  a  tiger,  drawing  an 
analogy  between  the  "King  of  the  Beasts"  and 
the  "King  of  the  Air."  Small  display  cards 
proudly  proclaimed  this  fact,  stating  "I  am  the 
King  of  the  Air,"  "I  am  the  King  of  the 
Beasts."  The  animal  shown  was  full  size  with 
head  mechanically  controlled,  moving  slowly 
from  side  to  side,  and  with  eyes  lighted  by 
small  lamps.  By  means  of  an  interrupter 
mechanism  the  beast  gave  forth  roars  intermit- 
tently. 

Needless  to  state,  the  display  attracted  con- 
siderable attention  and  was  responsible  for  a 
greatly  stimulated  interest  in  the  Stromberg- 
Carlson  line  of  radio  products. 


Plan  Rochester  Radio  Show 


Pioneers  since  1888 


Rochester.  X.  V.,  May  6. — The  Rochester  Radio 
Trades^  Inc.,  will  hold  its  third  annual  radio 
>how  at  Convention  Hall  from  September  26 
to  October  1,  it  was  announced  by  Thomas  B. 
Sbarar,  president  of  the  association,  recently. 

Chas.  1..  Hohman,  vice-president  of  the  asso- 
ciation, will  act  as  show  manager  and  Herbert 
C.  Siller  will  be  assistant  show  manager. 


II  I..  Baker,  proprietor  of  the  Hyannis  Music 
Shop,  Hyannis,  Mass.,  recently  demonstrated 
the  Brunswick  I'anatrope  at  a  boxing  carnival 
hi  Id  in  t  his  t ow  n. 


For  Your  Protection! 

KW3  Dealers  Qet  Every  Inquiry 


A  "KING"  dealer  contract  means  just  what  it  says.  When 
C««^i.  we  grant  an  exclusive  territory,  it  is  exclusive.  Every 
inquiry  from  that  territory  is  referred  to  you.  Every  lead  is 
given  to  you  promptly. 

1  All  this  is  made  certain  by  the  system  pictured  above. 
Every  letter  we  receive  (except  those  from  our  dealers)  is 
checked  against  our  master  maps.  Signals  are  attached  to 
the  letters  showing  territory  and  dealer's  name.  Then  we 
make  sure  that  that  inquiry,  or  that  bit  of  information,  is 
passed  on  at  once.  For  time  is  of  importance  if  the  dealer 
is  to  realize  full  benefit  from  the  lead  so  referred. 

Absolute  protection,  made  sure  by  "King"  methods,  means 
more  profit  for  you. 


Plus  this  adequate  guarantee  of  territorial  rights,  we  offer  you : 

1  A  thoroughly  good  line  of  band  instruments  and  saxo- 
phones. You  know  "King"  quality. 

2  Intensive,  persistent  advertising.  National  magazines  and 
"class"  publications  carry  the  "King"  story  to  your  cus- 
tomers every  month. 

3  Maximum  discounts. 

4  An  adequate  financing  plan  for  the  handling  of  time-paper. 

5  Intelligent  co-operation.  Direct  mail  campaigns,  display 
material,  forceful  catalogs,  imprinted  literature — these  are 
just  a  part  of  the  "King"- planned  co-operative  selling 
service. 


Every  feature  you  seek  is  offered  to  you  in  the  "King"  dealership  contract 

Many  good  territories  are  still  open.    Each  week  makes  that  number  less.  Our 
■  mutual  profit  suggests  a  discussion  of  your  territory  now.  May  we  have  that  opportunity? 

THE  H.  N.  WHITE  CO. 


5215-87   Superior  Avenue 
CLEVELAND,  OHIO 

Makers  of 


BAND  INSTRUMENTS 


„  N  WHITE  CO.,  Makers  of  King  Band  In*" 
THE  H.  N.  WH1T.bve    c kveland,  Ohio 
5215-S7    Superior  Ave.,  ^  heet  along  with 

r-1  Send  your  latest  catalog  and  d^ua^sh^^ 
□  fweteinfotmationon  the  ^  g  ^ 
r-1  Also  send  information  about  yo 
U  sales. 

Name  of  Finn  

Individual  

Address   

—  State - 

Citt  --- 
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United  States  Has  Greatest 

Number  of  Listeners-in 


One  Out  of  Every  Eighteen  Persons  in  This 
Country  Has  a  Radio  Set — England  and 
Sweden  and  Austria  Next  in  Line 


A  recent  unofficial  survey  of  the  United 
States  gives  the  number  of  radio  receiving  sets 
in  use  at  6,500,000,  or  one  for  every  eighteen 
persons.  This  figure  places  the  United  States 
in  the  lead  as  regards  per  capita  enjoyment 
of  radio,  for  England,  which  is  the  European 
leader,  has  one  set  for  every  twenty  people; 
Sweden  has  one  for  every  twenty-five  persons; 
Austria,  one  for  every  twenty-six;  Denmark, 
one  for  every  twenty-eight,  and  then  comes 
Germany,  with  one  for  every  forty-two. 

The  number  of  broadcasting  stations  in  for- 
eign countries  is  given  as  follows:  Sweden, 
twenty-seven;  Germany,  twenty-three;  British 
Isles,  twenty,  and  Russia,  nineteen. 


Automatic  Victrola  Kindles 
Public  Enthusiasm 


The  introduction  of 
the  Automatic  Ortho- 
phonic  Victrola  to 
thousands  of  people 
throughout  the  en- 
tire country  during  the  past  month  was  an 
undoubted  success.  From  Maine  to  Florida 
and  West  to  the  Pacific  Coast,  in  large 
cities,  in  small  towns,  in  fact  in  every  com- 
munity where  there  was  a  Victor  dealer,  demon- 
strations brought  to  the  attention  of  the  pub- 
lic the  latest  product  of  the  Victor  Co.,  the  in- 
strument that  changes  records  automatically, 
operates  electrically  and  gives  an  hour's  per- 
formance before  the  operator  need  give  it  a 
thought. 

In  some  cities  dealers  combined  forces  to 
make  the  introduction  of  the  Automatic  to  the 
public  an  event  to  be  remembered,  and  that  suc- 
cess attended  these  demonstrations,  whether 
they  were  held  by  large  groups  of  Victor  deal- 
ers, as  in  Cleveland,  O.,  where  forty-two  re- 
tail merchants  co-operated  in  the  demonstra- 
tions, or  staged  by  a  Victor  dealer  alone  in  a 
small  outlying  community,  is  indicated  by  the 
reports  appearing  in  the  various  newspapers, 
which  have  been  pouring  into  the  offices  of  The 
Talking  Machine  World  for  the  past  month. 

These  reports  are  all  enthusiastic  in  tone, 
proving  conclusively  the  impression  made  by 
the  Automatic  Orthophonic  Victrola.  The  illus- 
tration on  this  page  shows  a  grouping  of  a 
few  of  the  newspaper  reports  selected  at  ran- 
dom from  the  hundreds  received.  Undoubtedly 
the  Automatic  Orthophonic  introduction  went 
over  with  a  bang.  It  accomplished  all  and  more 
than  was  expected.  The  way  in  which  Victor 
dealers  took  advantage  of  the  opportunity,  in 
co-operation  with  the  local  distributors  and  the 
Victor  Co.,  was  an  indication  of  the  manner  in 
which  the  trade  itself  hailed  the  new  instru- 
ment. 

The  procedure  followed  was  much  similar  to 
that  when  the  Orthophonic  line  was  presented 
a  year  and  a  half  ago.  Dealers  mailed  invita- 
tions to  selected  lists  of  prospects  and  influen- 
tial local  citizens.  Invariably  the  attendance  at 
the  demonstrations  was  large.  In  many  cases 
dealers  hired  local  halls  for  the  demonstration, 
in  others  the  store  auditorium  served  to  ac- 
commodate the  expected  attendance.  In  sev- 
eral instances  dealers  made  arrangements  to 
present  the  Automatic  in  local  churches. 

The  trade  generally  is  enthusiastic  over  the 
sales  possibilities  of  the  new  product  and  in- 
dividual dealers  are  following  up  the  intro- 
ductory effort  with  series  of  demonstrations, 
striving  in  this  manner  to  bring  the  merits  of 


Unprecedented   Publicity  Was 
Result   of   First   Showings  of 
the    Automatic  Orthophonic 


the  Auto  matic  as 
quickly  as  feasible  to 
as  large  a  portion  of 
the  public  as  possible. 
The  instrument  is  the 
dealers'  window  dis- 
floors   of  the  ware- 


center  of  attraction  in 
plays  as  well  as  on  the 
rooms;  retail  advertising  is  emphasizing  the 
desirability  of  the  .product.  One  clever  dealer 
has  placed  an  Automatic  near  the  entrance  to 
the  store  and  here  it  is  proving  a  powerful 
record  sales  aid.  The  fact  that  twelve  records 
may  be  played  in  rotation  does  away  with  the 
monotony  of  playing  the  same  record  over  and 
over  again  at  the  store  door  and  broadens  the 
sales  appeal  of  this  form  of  demonstration. 

Already  the  wide  sales  possibilities  of  the 
Automatic  Orthophonic  have  become  apparent  to 
the  retail  trade.  Sales  of  the  instrument  have 
been  numerous.  One  metropolitan  New  York 
department  store  which  operates  a  talking 
machine  section  reports  orders  for  fourteen  of 
ihe  machines.  This  establishment  is  located  in 
the  center  of  the  shopping  district  frequented 
by  people  of  means;  a  public  that  can  indulge 
its  desires  without  permitting  the  factor  of  ex- 
pense to  be  an  insurmountable  obstacle.  Sales 
are  not  confined  to  this  type  of  trade,  however. 
Dealers  whose  business  is  entirely  on  the  in- 
stalment plan  and  whose  prospects  and  cus- 
tomers are  composed  almost  entirely  of  middle 
class  and  poorer  people  also  are  experiencing 
a  demand  which  has  keyed  them  up  to  a  high 
pitch  of  enthusiasm.  One  dealer  of  this  type 
reported  the  sales  of  four  instruments  within 
two  weeks  after  the  first  demonstration  and  in 
addition  he  has  a  fine  list  of  excellent  prospects 
— and  so  it  goes.  This  is  business  that  brings 
keen  satisfaction  to  the  trade. 


Necessity  of  Service  Is 

Stressed  in  A-K  Bulletin 


Factory    Service    Department    Ready  to 
Dealers  in  Solving  Their  Problems 


Aid 


In  a  recent  bulletin  to  its  dealers  the  At- 
water  Kent  Mfg.  Co.,  Philadelphia,  Pa.,  em- 
phasized the  necessity  of  having  the  service  de- 
partment of  the  retail  store  competent  and 
ready  to  render  efficient  service  on  any  model 
of  Atwater  Kent  receiver.  In  order  that  dealers 
and  their  service  staffs  may  secure  instruction 
in  repairing  and  servicing  sets,  the  Atwater 
Kent  organization  has  maintained  a  Factory 
Service  Department  open  to  distributors'  and 
dealers'  service  men. 


CONSTANTLY  INCREASING  SALES 

are  testifying  to  the  superior  quality  of  our 

COTTON  FLOCKS  FOR  PHONOGRAPH  RECORDS 

STEP  INTO  LINK  WITH  THE  BUYERS  OF  "QUALITY" 

CLAREMONT  WASTE   MFG.  CO.,  Claremont,  n.  H. 
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Majestic 

brinqs  better 
Radio  Reception 
To  ani|  Set 


Majestic 
Standard-B 

Capacity  Nine 
201-A  Tubes  or 
equivalent.  45 
mi  Hi  amperes  at 
135  volts. 

$26.  SO 

West  of  the  Rockies.  $29. 

Raytheon  Tube 
$4.50  extra 


Then  sell  your  customers  on  the 
fact  that  Majestic-" B"  Current  Supply 
will  help  give  them  improved  reception* 

It  will  boost  your  summer  business — give  you  addi- 
tional sales,  right  now  when  you  need  them  most* 

Majestic -"B"  is  the  best  B-Unit  regardless  of 
price — the  most  popular — the  biggest  seller — 
everywhere*  In  four  out  of  five  instances,  a 
demonstration  usually  means  a  sale ! 


Majestic  Super-B 

Capacity  1  to  12  tubes  in- 
cluding the  use  of  power 
tubes.  45  mils,  at  150  volts. 

$29.00 

West  of  Rockies  $31.50 

(As  Illustrated) 
Raytheon  Tube   $4.50  extra 


Majestic 
Master-B 

Positive  control 
of  all  output  volt- 
age taps.  For  sets 
having  high  cur- 
rent draw  or 
heavy  biasing 
batteries.  60  mils, 
at  150  volts. 

Cll    £>a  West  of  the 

M*'jv  Rookies.  $34 

Raytheon  Tube 
$4.50  extra 


SEE  OUR  EXHIBIT—  R.  M.  A.  TRADE  SHOW 
JUNE  13-18  — STEVENS  HOTEL  —  CHICAGO,  ILLINOIS 

GRIGSBY-GRUNOW-HINDS-CO.,  4558  ARMITAGE  AVE.,  CHICAGO,  ILL. 
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Money-Making  Suggestions 
for  Ambitious  Merchants 

Employ  College  Students  on  Commission  Basis — Likely  Prospects  Other  Than  Families — What 
Does  the  Public  Want  on  the  Air? — Form  Phonograph  Societies — Sum- 
mer Resort  Business  Is  Worth  Going  After 


Within  the  next  few  weeks  there  will  be 
thousands  of  high  school  and  college  students 
dismissed  from  classes  for  several  months  for 
the  Summer  vacation.  A  great  majority  of  these 
students  will  immediately  start  looking  for  em- 
ployment, of  some  sort  or  other,  either  to  pro- 
vide themselves  with  pocket  money  or  to  help 
defray  their  expenses  for  the  coming  year  at 
school,  and  therein  lies  an  opportunity  for  the 
talking  machine  and  radio  dealer.  Why  not 
employ  several  of  these  young  men  as  outside 
salesmen — paying  them  a  commission  on  sales? 
In  most  cases  the  young  college  student  will 
welcome  the  opportunity  of  securing  such  em- 
ployment, and  again,  he  is  usually  popular,  has 
a  wide  following  of  friends,  can  secure  entry 
into  homes  where  the  regular  salesman  might 
encounter  difficulty,  and  his  employment  adds 
nothing  to  the  overhead  if  the  remuneration  is 
based  purely  upon  results.  Tr3'  this  and  other 
means  of  overcoming  the  popular  bugaboo  that 
the  Summertime  is  radio's  dormant  season. 

Likely  Prospects 

If  your  prospect  file  of  individuals  has  been 
thoroughly  worked,  and  all  have  either  been 
sold  or  filed  away  for  future  reference  or  dis- 
carded as  not  being  likely  sales,  start  checking 
up  and  see  what  other  channels  there  are  for 
sales  which  3rou  have  overlooked  in  the  past. 
First,  the  church,  social  and  civic  organizations 
which  boast  clubrooms  or  meeting-places  of 
some  sort;  then,  other  places  where  people  con- 
gregate, refreshment  stands  and  stores,  barber 
shops,  hotels,  etc.;  then,  the  Summer  resorts 
are  now  opening  for  a  big  season,  get  after 


them;  and  still  again,  have  you  approached  the 
firehouse  and  police  headquarters  in  your  vicin- 
ity— in  these  stations  the  men  must,  perforce, 
spend  hours  awaiting  the  call  of  duty  and  surely 
a  talking  machine  or  a  radio  receiver  would 
help  them  pass  many  an  hour  which  otherwise 
would  prove  dull  and  monotonous.  In  these 
latter  instances,  where  no  fund  is  available  for 
payment,  a  collection  taken  up  from  the  men 
who  would  benefit  would  make  the  price  per 
individual  very  small,  or  some  other  means 
might  be  taken  to  raise  the  funds  for  the  pur- 
chase of  an  instrument. 

What  Do  They  Want/ 

During  this  period,  while  the  Federal  Radio 
Commission  is  striving  to  ascertain  what  are 
the  proper  steps  to  take  to  eliminate  objection- 
able interference  on  the  air  and  to  dispense  with 
the  licenses  of  stations  which  do  not  measure 
up  to  the  proper  standards,  dealers  can  assist 
the  Commission  by  writing  to  their  customers 
and  asking  them  their  opinions  as  to  what  sta- 
tions should  be  retained  and  the  reasons  for 
their  views.  Irwin  Kurtz,  president  of  the 
Talking  Machine  and  Radio  Men,  Inc.,  New 
York,  has  appeared  before  the  microphone  at 
several  New  York  radio  stations,  asking  listen- 
ers-in  to  send  their  opinions  and  suggestions  to 
him.  Other  members  of  the  same  association 
are  seeking  the  thoughts  of  their  clienteles. 
Correspondence  between  Commissioner  Cald- 
well and  Mr.  Kurtz  relative  to  the  matter  has 
been  passed,  and  the  Commissioner  has  stated 
that  he  and  his  colleagues  will  welcome  what- 
ever aid  radio  dealers  will  give  through  col- 


Be  sure  to  visit  our 
Booth  No.  97  at  thje 
1!  M.  A.  Trade 
Show.  Stevens  Hotel, 
week   of  June  13 
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Gold  Sears  Resistless  Progress 

is  a  demonstration  of  selling  power  behind  a 
superior  product.  That  is  what  makes  quicker  turn- 
over and  bigger  profits  for  Gold  Seal  jobbers  and 
dealers. 

Finest  materials,  design  and  workmanship,  insuring  superior 
tone  quality,  have  won  popular  recognition  of  Gold  Seal 
superiority. 

Real  dealer  help,  a  liberal  guarantee,  an  extensive  national 
advertising  campaign,  and  a  consistent  square-deal  policy  have 
won  dealer  satisfaction  for  the  Gold  Seal  Line. 

You  should  be  sharing  in  this  unprecedented  success. 

Mail  coupon  today  jor  full  details 

GOLD  SEAL  ELECTRICAL  CO. 

Incorporated 
250  PARK  AVE.,  NEW  YORK 


JOBBERS— A 
few  attractive 
territories  still! 
open  —  write 
for  details  at 
once 


Gold  Seal 

Radio  Tubes 


All  Standard  Types 


V 


TmfCSX  ll! 
Hi e h  power  lubeV 
for  use  in  last 
■  i  •  l  t  ol  audio  am 

Increased  vol u ma 


T>t»-*  CSX  !ula 
Qa-JDla 

The  popular  jen 
era  I  purpose  type, 
foi  amphfce'  o>  de 
•ector  Lone 
and  high  pfhnrnrT 
L-*t  pnrr  f  1.76 


vine,  the-  higher  tu 
required  or  pow 
njuippej  iela 

pr.rr.S7- SO 


Trpe  GXS-IOUA 
For  w*e  at  del ettor 
onlr,  t  eupe 


COUPON 

GOLD  SEAL  ELBCTRICAL  CO  .  Inc. 
1)0  Park  Avenue  New  Yola.  N  V. 
Oenttemen  — 

P'aase  **nJ  m*  ,u"  P""lfu1ata  ol  tha 
Odd  Seal  line  an  J  mut  alii  active  propvaition 
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lecting  the  views  of  listeners-in.  In  the  last 
analysis  it  is  the  listener-in  who  will  determine 
what  stations  will  continue  to  function,  and  the 
dealer  who  appeals  to  his  trade  to  help  clear  up 
the  air  by  asking  for  frank  and  candid  opinions 
is  performing  a  service  to  the  radio  industry 
and  trade  and  himself,  and  at  the  same  time  is 
building  good-will  for  himself  and  impressing 
on  his  customers  the  fact  that  he  remembers 
them  and  is  seeking  to  help  them  secure  better 
enjoyment  from  the  radio  receivers  which  he 
sold  them. 

Phonograph  Societies 

Last  month  The  Talking  Machine  World  told 
the  story  of  the  formation  of  a  New  York 
City  Phonograph  Society,  making  the  seventh 
such  association  functioning  in  this  country.  In 
large  centers  the- music  lovers  who  wish  to  form 
such  an  association  need  the  co-operation  of  the 
talking  machine  manufactu.er  or  distributor, 
who  will  place  at  the  disposal  of  the  society  the 
necessary  material  in  the  form  of  advance  re- 
leases and  also  provide  speakers  to  address  the 
members  occasionally  on  topics  regarding  the 
making  of  records  and  the  recording  of  artists. 
There  can  be  no  doubt  but  that  the  phonograph 
society  formed  of  music  lovers  will  have  a 
tremendous  effect  in  stimulating  the  sale  of  the 
better  type  of  records  and,  with  the  new  types 
of  instruments  and  the  improved  recordings 
and  the  great  number  of  sets  of  Masterworks  re- 
cordings which  are  being  p'aced  on  the  market, 
it  should  not  be  a  difficult  matter  for  distribu- 
tors to  form  a  society  in  every  city  or  town 
in  the  United  States.  If  it  should  happen  that 
no  distributor  is  located  in  a  community,  the 
leading  music  dealer  should  do  the  organizing, 
gathering  together  a  committee  of  music  lovers 
to  form  the  nucleus  of  the  group.  The  essen- 
tials for  the  formation  of  the  phonograph 
society  are  few — the  group  of  music  lovers,  a 
place  to  meet,  the  co-operation  of  the  manu- 
facturer, distributor  or  dealer,  varied  and  in- 
teresting programs  at  the  meetings,  and  the 
society  should  grow  and  flourish.  In  ^addrtisn 
to  the  effect  such  an  association  will  have  ^Vi 
stimulating  the  sale  of  records,  a  dealer's  "ac- 
tivity in  this  promotion  work  will  give  him  a 
place  in  the  music  life  of  his  community,  will 
increase  his  prestige  and  good-will  and  will  add 
considerably  to  the  profit  and  reputation  of  his 
establishment. 

Resort  Trade 

Starting  this  month  and  continuing  until  Oc- 
tober many  thousands  of  city  residents  will  oc- 
cupy their  Summer  homes  in  the  country  and 
at  seaside  resorts.  Dealers  located  in  or  near 
these  vacation  spots  have  a  wonderful  oppor- 
tunity to  make  these  months  profitable  ones 
through  increased  record  sales,  sales  of  port- 
able phonographs  and  the  renting  of  table 
models  or  other  types  of  talking  machines.  Per- 
haps the  largest  item  of  revenue  comes  from 
record  sales,  but  the  renting  of  instruments 
brings  a  profit  which  should  not  be  overlooked 
by  the  dealer  fortunately  located  in  the  center 
of  a  vacation  playground.  For  example,  there 
is  a  music  dealer  located  at  Patchogue,  Long 
Island,  who  carries  in  stock  fifty  machines 
which  list  at  about  $35,  and  which  he  rents  each 
season  for  $1  per  week.  A  deposit  is  secured 
at  the  time  of  rental  and  returned  when  the 
machine  is  returned  in  good  condition.  It  takes 
no  far  stretch  of  imagination  to  see  the  profit 
which  accrues  from  this  business  aside  from 
the  record  sales  that  are  a  part  and  parcel  of 
cverv  rental. 


W.  Terhune  Visits  Gotham 


YVestervelt  Terhune,  manager  of  the  Atlanta, 
Ga.,  Columbia  branch,  recently  spent  several 
days  at  the  executive  offices  of  the  Columbia 
Phonograph  Co.,  New  York.  He  reports  satis- 
factory business  on  Columbia  products  through- 
out his  territory,  both  the  Viva-tonal  phono- 
graphs and  records  moving  from  the  retail 
stores  in  satisfactory  fashion. 


The 

Viva-tonal  Columbia 

and 

Columbia  PROCESS  Records 


The  outstanding  advance 
in  the  talking  machine 
field  in  the  past  decade. 
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The  Viva-tonal  Columbia 

Dealers  who  play  and  display 
the  Viva-tonal  Columbia  have 
an  opportunity  to  attract  cus- 
tomers with  an  instrument 
that  is  the  ultimate  in  musical 
achievement. 

The  Viva-tonal  Columbia  is  not 
only  brilliant  and  distinctive  in 
tone  quality,  but  the  last  word 
in  design,  construction  and 
finish. 

Demonstrations  on  the  Viva- 
tonal  Columbia  give  the  cus- 
tomer an  unforgetable  sensation 
which  cannot  but  result  in  per- 
manently increased  patronage 
for  the  store. 


Viva-tonal  Columbia  Model 
810— S300  {Decorated Brou  n 
Mahogany).  Model  800 
{Two-Tone  Walnut)  —  S275 


TheYiVa~tonal 

Columbia 

Jjkc  life  itself 


Seven  Models 

The  Viva-tonal  Columbia  is 
offered  in  seven  popular  models 
ranging  in  list  price  from  S90 
to  $300. 

Each  model  affords  an  exquisite 
example  of  all  that  a  phono- 
graph can  possibly  be,  ideal  for 
home  decoration,  and  amazing- 
ly wonderful  in  its  distinctive 
tone  value.  Elaborate  literature 
and  sales-helps,  as  well  as  a  lib- 
eral discount  policy,  ably  assist 
the  dealer  featuring  the  Viva- 
tonal  Columbia. 


Viva -tonal  Columbia 
Model  611.  Decorated 
Walnut— $115.  Model 
601  (Two-Tone  Broun 
Mahogany) — $yo 


VHa  -  tonal  Columbia 
Model  7 1 0-S 1 7  5. Deco- 
rated Bro-u.n  Mahogany 
Model  700  {Two-Tone 
II  a  I  nut)— $160 


V iva  -  tonal  Columbia 
Model  650.  Rich  Brown 
II  alnut— SI  50 
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Columbia  Records 

All  Columbia  Records  are  made 
the  new  way — Electrically,  Viva- 
tonal  recording. 

They  are  "the  records  without 
scratch,"  a  phrase  which  origi- 
nated with  Columbia  and  which 
has  been  instantly  accepted  by  the 
consumer  as  signifying  a  smooth- 
ness and  freedom  from  surface 
noise  hitherto  unattainable  in 
records. 

Electric  Recording  has  complete- 
ly revolutionized  the  record,  giv- 
ing it  unprecedented  volume, 
greater  rhythm  and  definition  to 
music  of  band,  orchestra,  voice 
or  chorus.  The  term,  Columbia 
New  Process  Records,  today 
stands  for  everything  attainable 
in  reproduced  music. 


Columbia 

NEW  PROCESS 

Records 


Viva-tonal  Recording 

Jhe  Records  without  Scratch 


Widest  Range 

Columbia  releases  include  the 
widest  possible  range  of  electri- 
cally made  records. 

Beethoven  week,  for  example, 
brought  realization  to  millions 
that  Columbia's  recordings 
(Masterworksi  have  achieved 
new  heights  in  artistic  fidelity  to 
great  orchestral  renditions. 

Columbia  dance  and  vocal  rec- 
ords for  home  entertainment 
include  artists  of  foremost  nation- 
al prominence.  Many  of  them 
record  exclusively  for  Columbia 
with  the  newest  of  Broadway  hits. 

Likewise  Columbia  excels  in  the 
field  of  Race  and  Hill  Country 
records  —  while  its  listings  of 
records  in  other  Languages  have 
won  front  rank  applause  every- 
where. 


Columbia  aids  dealers  in' 
every  possible  way — fre- 
quent releases,  monthly 
catalog  —  supplements, 
window  displays,  hangers, 
posters,  national  advertis- 
ing and  local  cut  and  mat 
service. 


Columbia  Phonograph  Company 

1819  Broadway  New  York  City 

Canada:  Columbia  Phonograph  Company,  Ltd. 
Toronto 


Let  the  Columbia  salesman 
show  you  how  to  develop 
your  market  for  Columbia 
sales.  You  will  find  him 
fully  equipped  to  give  first- 
hand information  to  build 
up  this  highly  desirable 
field  of  profit. 


Distributors  for 

Columbia  PROCESS  Records 

and  the 

Viva-tonal  Columbia 


Columbia  Phonograph  Company 
63  North  Pryor  St.,  Atlanta,  Ga. 

Columbia  Phonograph  Company 
1000  Washington  St.,  Boston,  Mass. 

Columbia  Phonograph  Company 
434  So.  Wabash  Ave.,  Chicago,  111. 

Columbia  Phonograph  Company 
1825  East  18th  St.,  Cleveland,  Ohio 

Columbia  Phonograph  Company 
2000  No.  Lamar  St.,  Dallas,  Texas 

Columbia  Phonograph  Company 
811  S.  Los  Angeles  St.,  Los  Angeles,  Cal. 

Columbia  Phonograph  Company,  Inc. 
121  West  20th  St.,  New  York  City 

Columbia  Phonograph  Company 
40  North  6th  St.,  Philadelphia,  Pa. 

Columbia  Phonograph  Company 
632  DuQuesne  Way,  Pittsburgh,  Pa. 

Columbia  Phonograph  Company 
125  South  8th  St.,  Mayer  Bldg.,  St.  Louis,  Mo. 

Columbia  Phonograph  Company 
345  Bryant  St.,  San  Francisco,  Cal. 

Columbia  Phonograph  Company 
911  Western  Ave.,  Seattle,  Wash. 

Columbia  Phonograph  Company,  Inc. 
700  Main  St.,  Buffalo,  N.  Y. 


Columbia  Phonograph  Company 
222  West  4th  St.,  Cincinnati,  Ohio 

Columbia  Phonograpb  Company 
439  E.  Fort  St.,  Detroit,  Mich. 

Columbia  Phonograph  Company 
804  Grand  Ave.,  Kansas  City,  Mo. 

Columbia  Phonograph  Company 
18  North  3rd  St.,  Minneapolis,  Minn. 

Columbia  Phonograph  Company 
517  Canal  St.,  New  Orleans,  La. 

Columbia  Phonograph  Company,  Inc. 
319  So.  Clinton  St.,  Syracuse,  N.  Y. 

Columbia  Wholesalers,  Inc. 
205  W.  Camden  St.,  Baltimore,  Md. 

W.  W.  Kimball  Company 
306  So.  Wabash  Ave.,  Chicago,  111. 

Columbia  Stores  Company 
1608  Glenarm  Ave.,  Denver,  Colo. 

Columbia  Phonograph  Company,  Ltd. 
51  St.  Paul  St.,  W.,  Montreal,  Lanada 

Columbia  Stores  Company 
221  South  West  Temple,  Salt  Lake  City,  Utah 

Tampa  Hardware  Company 
Tampa,  Fla. 

Radio  Sales  Company 
483  So.  Main  St.,  Memphis,  Tenn. 


Columbia  Phonograph  Company,  Ltd. 
22  Front  St.,  West,  Toronto,  Canada 


•Ml  Trad.  Murk.  Re*.  IV  S .  Pat .  Oil.; 


COLUMBIA  PHONOGRAPH  COMPANY 
1819  Broadway,  New  York  City 

Columbia 

JV-EW  PROCESS  K£COKDS 

Made  the  New-Way  ~  Electrically 

Viva- tonal  Recording  -  The  Records  without  Scratch 


"AUTradr  Mark.  Rr* .  IV  S .  Pal .  OH.; 
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Teletone  Corp.  of  America 
Moves  to  Larger  Quarters 

Now  Occupies  Large  Space  in  Factory  Building 
in  Long  Island  City — Plans  Series  of  Cone- 
Type  Speakers  in  Addition  to  Regular  Line 


The  Teletone  Corp.  of  America,  manufacturer 
of  radio  speakers,  which  for  the  past  two  sea- 
sons has  had  its  factory  and  executive  offices  at 
449  West  Forty-second  street,  has  just  taken 
over  greatly  increased  space  in  the  large  fac- 
tory building  at  Third  and  Van  Alst  avenues, 
Long  Island  City,  N.  Y. 

All  the  manufacturing  equipment  is  now  in- 
stalled in  the  new  quarters,  and  much  additional 
machinery  has  been  ordered,  which  will  greatly 
increase  the  production  of  Teletone  speakers. 
Besides  its  specially  designed  model  of  last 
season,  carrying  a  unique  amplifying  system, 
the  Teletone  Corp.  will  produce  a  series  of 
cone-type  speakers.  The  first  of  these  is  already 
in  production.    These  cone  speakers  will  be  of 


an  entirely  new  design,  particularly  relating  to 
reamplification  and  attractive  exteriors. 

E.  J.  Madden,  head  of  the  Teletone  Corp., 
recently  made  a  trip  to  the  New  England 
States  and  demonstrated  some  of  the  firm's  new 
models.  These  have  been  received  enthusi- 
astically by  Teletone  distributors  in  that  ter- 
ritory and  commitments  for  the  year  have 
already  been  made. 

The  Teletone  Corp.  since  its  inception  has 
endeavored  to  operate  its  business  along  high- 
standard  business  lines.  In  order  to  consolidate 
its  position  in  this  regard  it  has  arranged  an 
entirely  new  form  of  distributors'  contract 
whereby  unrevocable  assurance  is  given  cover- 
ing prices,  change  of  models,  etc.  The  Tele- 
tone line  of  radio  amplifiers  will  be  shown  at 
the  coming  radio  show  in  Chicago. 


Ernest  Ingold  Reserves 

Space  for  A.  K.  Convention 

San  Francisco  Atwater  Kent  Distributor  Ar- 
ranges for  Use  of  Entire  Second  Floor  of  St. 
Francis  Hotel — Expects  1,000  Dealers 


The  Fourteenth  National  Foreign  Trade  Con- 
vention will  be  held  in  Detroit  on  May  25,  26 
and  27.  Secretary  of  Commerce  Hoover  will 
make  the  principal  address.  It  is  expected  that 
2,500  foreign  traders  will  attend. 


San  Francisco,  Cal.,  May  3. — Accommoda- 
tions were  recently  reserved  in  the  St.  Francis 
Hotel,  this  city,  by  Ernest  Ingold,  Inc.,  for  the 
annual  San  Francisco  Atwater  Kent  convention, 
which  it  sponsors. 

The  space  taken  for  the  convention  proper 
comprises  the  entire  second  floor  of  the  hotel, 
and  is  one  of  the  largest  reservations  ever  made 
in  San  Francisco.  The  company  expects  to 
seat  a  thousand  radio  dealers  at  its  afternoon 
and  evening  function. 

The  general  scheme  of  the  convention  to  be 
held  on  July  22,  insofar  as  the  decorations  and 
costuming  of  the  "Atwater  Kent  Follies"  are 
concerned,  is  to  be  built  around  the  use  of 
glittering  tinsel  and  silver. 


Jiffycase 

THE  SPEEDY  SAFE  ECONOMICAL  PACK.  FOR  FURMITURE,  PHONOGRAPH  S  AND  RADIO  CABINETS 


No  Travel  Marks! 

Furniture  shipped  in  Jiffy  cases  always  reaches  its 
destination  undamaged  for  the  simple  reason  that 
this  modern  pack  completely  envelops  its  precious 
load  without  touching  it  except  at  the  points  where 
it  is  anchored. 

The  dealer  finds  that  Jiffy  cased  furniture  never 
needs  refinishing  and  this  appeals  to  him  as  does 
the  fact  that  because  Jiffy  cases  are  supremely  light 


they  bring  in  his  shipments  at  the  lowest  possible 
freight  cost — at  the  same  time  giving  him  a  knock- 
down box  which  can  be  used  again. 

The  adoption  of  Jiffy  cases  for  shipping  is  an 
investment  in  dealer  good-will — but  it  is  more  than 
that — it  is  an  aid  to  factory  efficiency,  cutting  packing 
time  and  packing  costs  to  the  bone. 

Progressive  Furniture  Manufacturers  are  using 
Jiffy  cases.  Complete  information  will  be  promptly 
supplied  on  request. 


THE  NORTHWESTERN  COOPERAGE  &  LUMBER  COMPANY,  GLADSTONE,  MIC 
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.  .  .  is  creating 
nation-wide  interest! 

Already,  millions  of  people  know  about  the  Automatic  Ortho- 
phonic  Victrok.  Millions  have  stopped  to  look  at  this  startling 
invention,  to  watch  its  almost-human  mechanism,  to  hear  its 
magnificent  reproduction  of  music.  Its  instant  acceptance  by 
the  public  has  been  due  —  in  no  small  part  —  to  the  well- 
planned  demonstrations  staged  by  Victor  dealers. 

Keep  an  "Automatic"  in  your  window 

Interest  in  this  revolutionary  Victor  achievement  has 
mounted  with  the  weeks.  The  dramatic  mechanics  of  this 
new  Victor  instrument  have  captured  the  attention  and  amaze- 
ment of  all  who  have  seen  it.  Capitalize  this  crowd-curiosity 
and  convert  it  into  dollars  and  cents.  Display  your  Automatic 
instrument  and  put  action  into  your  window.  Be  sure  the  Auto- 
matic is  in  operation  so  the  public  can  hear  as  well  as  see  it. 
Feature  it,  not  for  its  sales-appeal  alone,  but  for  the  interest  it 
will  attract  to  the  rest  of  the  line.  Let  prospects  know  that 
there  is  an  Orthophonic  Victrola  to  suit  every  pocketbook. 

The  Automatic  principle  registers  a  definite  advance  in 
musical  reproduction.  Once  again,  Victor  has  demonstrated 
its  leadership  in  the  talking  machine  industry! 


CAMDEN,    NEW    JERSEY,    U.   S.  A. 
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No  Man  's  Land  "  Rich 

Sales  Field  for  Live  Salesmen 


J.  L.  Simpson  Describes  the  Canvassing  Methods  of  Logan,  a 
Small  Town  Dealer,  Who  Operates  on  W  ide  Scale  on  the  Outside 


THERE  are  many  talking  machine  stores 
in  the  smaller  towns  throughout  the 
country  which  have  developed  their  trade 
territory  more  thoroughly  than  their  brother 
dealers  in  the  big  cities,  and  some  of  these  alert 
merchants  have  even  extended  their  territory 
beyond  the  normal  bounds  to  the  extent  of  100 
per  cent  or  more. 

Developed  Wide  Territory 
Such  an  interesting  store  and  dealer  is  the 
Logan  Music  Goods  Establishment  in  Clay  Cen- 
ter, Kansas,  specializing  in  the  sale  of  talking 
machines.  Clay  Center  is  an  average  county- 
seat  town  in  Kansas,  of  the  type  running  be- 
tween five  and  ten  thousand  in  population.  It 
is  a  lively  little  burg  and  boasts  several  other 
music  goods  stores  besides  Logan's. 

However,  this  store  and  dealer  stand  out  by 
themselves  in  one  interesting  and  remarkable 
particular — Mr.  Logan  has  developed  his  trade 
territory  for  a  distance  of  fifteen  to  twenty-five 
miles  in  each  direction  from  Clay  Center. 

In  this  section  of  the  State,  a  condition  which 
is  favorable  to  Mr.  Logan  and  his  plan  of 
canvassing  is  this:  As  a  rule,  only  the  country- 
seat  towns  boast  real  music  stores,  although,  of 
course,  many  of  the  general  stores  in  the  small 
intervening  towns  handle  musical  goods,  such  as 
phonographs.  Now,  taking  the  territory  East  of 
Clay  Center,  Manhattan,  the  next  county-seat 
town,  is  over  forty  miles  away,  leaving  in  the 
interim  a  goodly  territory  which  may  be  de- 
veloped by  any  energetic  music  dealer. 
A  Rich  Territory 
For  instance,  taking  the  territory  to  his  East, 
he  has  as  sub-centers,  or  stopping  places  on  his 
individually  conducted  sales  tours,  a  group  of 
small  but  prosperous  towns,  including  Green, 
Lasita,  Milford,  Broughton,  Wakefield,  Bala, 
Leonardville,  Walsburg,  Randolph  and  many 
others.  Now,  figuring  all  these  in  one  direction 
from  Clay  Center,  in  "no  man's  land,"  or  musi- 
cal goods  territory  belonging  to  any  dealer  who 
can  put  over  his  line,  it  is  obvious  to  see  that  in 
the  four  directions  he  would  have  forty  or  so 
small  towns  which  would  serve  as  centers,  or 
nucleuses  from  which  to  work  in  his  campaigns. 
'  Now,  his  plan  isn't  so  much  to  go  from  house 
to  house  all  through  this  large  territory,  al- 
though he  does  this  to  a  certain  extent,  as  to 
pass  from  one  small  town  to  another,  and  cul- 
tivate prospects,  build  up  acquaintanceships,  and 


make  friends  in  each,  live  prospects  who  will 
tell  him  where  they  live,  and  perhaps  even  in- 
vite him  cordially  to  call  and  demonstrate  his 
phonographs. 

A  Productive  Sales  Method 
This  proves  more  productive  of  sales  than  the 
method  of  stopping  at  every  farmhouse  he  ar- 
rives at,  and  attempting  to  sell  without  having 
established  a  previous  contact.  Here's  the  way 
he  manages  to  build  up  live  prospect  lists. 
Perhaps  some  day,  shortly  before  noon,  he  will 
leave  his  store  in  charge  of  employes,  and  start 
overland  to  Leonardville,  say,  a  distance  of  six- 
teen miles.  He  will  make  the  trip  straight 
through,  not  attempting  to  make  a  sale  while 
en  route. 

The  big  idea,  and  one  frequently  used,  is  to 
arrive  at  a  town  about  dinner  time,  where  he 
will  park  in  front  of  some  hotel  or  restaurant, 
where  the  neighboring  farmers  and  stock  raisers 
stop  for  their  noon  meal,  when  shopping. 

Perhaps,  on  average,  there  will  be  fifteen  or 
twenty  persons,  mainly  farmers  and  their  men, 
taking  dinner  at  the  small-town  restaurant  or 
hotel,  and  Logan  can  introduce  the  subject  of 
phonographs  discreetly,  without  fear  of  giving 
offense  to  anyone.  Possibly,  if  interest  war- 
rants, he  will  bring  in  a  good  phonograph,  and 
play  a  few  records  to  the  waiting  group,  while 
these  persons  are  enjoying  their  after-dinner 
pipe  or  cigar. 

Arranging  for  a  Demonstration 

The  point  is  this — he  makes  contacts  which 
are  of  a  friendly  nature,  as  well  as  of  business 
value.  Perhaps  he  will  inform  Farmer  Smith, 
"I'll  be  out  your  way  with  some  machines  this 
afternoon  (or  next  Tuesday)  and  if  it's  agree- 
able, I'll  stop  in  at  your  house,  and  play  a  few 
good  records  on  one  of  my  machines.  By  the 
way,  just  where  is  your  farm  located?"  The 
farmer  as  a  rule  will  give  his  name,  and  the 
exact  location  of  his  farmhouse,  and  perhaps  tell 
him  when  it  would  be  most  convenient  for  him 
(the  farmer),  when  he  will  be  at  home  and  not 
crowded  with  work. 

Logan  will  make  a  note  of  name,  location  and 
time  convenient  to  call.  And  so,  when  he  arrives 
at  this  place,  he  does  not  come  as  a  stranger 
exactly,  but  somewhat  in  the  sense  of  a  newly 
made  friend.  Thus  such  a  prospect  becomes  a 
"live  one"  instead  of  a  chance  or  haphazard 
prospect,  as  would  be  the  case  if  Logan  called 


at  the  home  without  having  known  a  single 
member  of  the  family. 

Good  Source  of  Prospects 

Perhaps,  from  the  fifteen  or  twenty  persons 
eating  dinner  with  Logan,  he  will  manage  to 
get  the  name  and  farm  location  of  four  or 
five,  and  make  a  more  or  less  definite  arrange- 
ment as  to  the  time  to  call  at  the  home  of  such 
prospect.  Sometime  he  can  even  close  a  sale 
right  in  the  restaurant  or  hotel,  but  the  main 
method  is  to  connect  up  with  prospects  and 
arrange  for  a  demonstration. 

Logan  not  only  sells  to  farmers  through  this 
method  of  gaining  contact  in  a  public  place,  but 
he  also  sells  to  residents  of  these  small  towns. 
Frequently  he  gains  the  entering  wedge  by 
selling  a  phonograph  to  the  proprietor  of  the 
restaurant  or  hotel  where  he  stops.  As  a  cus- 
tomer, he  can  talk  selling  to  these  people  with 
perfect  ease  and  legitimacy,  and  once  a  sale  is 
made  to  such  a  place  most  everyone  in  town 
knows  it  inside  a  week. 

In  most  of  these  towns  a  big  percentage  of 
the  dwellers  therein  know  Logan,  know  his 
truck,  and  know  his  business.  He  uses  this  ac- 
quaintanceship, this  friendship,  full}'  and  legiti- 
mately, as  a  stepping-stone  to  sales,  calling  on 
people  in  the  small  towns  after  becoming  more 
or  less  acquainted,  not  pushing  people  for  de- 
cisions or  using  high-powered  methods,  but 
using  sales  arguments  in  a  careful,  yet  friendly 
manner. 

And  this  method  of  gradual  approach  of  feel- 
ing his  way  and  not  attempting  to  talk  "shop" 
until  he  has  made  at  least  one  "friendship  con- 
tact" with  a  prospect  has  been  the  greatest  fac- 
tor in  developing  for  Logan  a  rich  trade  terri- 
tory, much  larger  than  that  of  most  successful 
phonograph  dealers. 


Mrs.  Sarah  Ravis  Dead 

Many  friends  of  Phil  Ravis,  president  of  the 
Peerless  Album  Co.,  will  be  sorry  to  hear  of  the 
recent  death  of  his  mother,  Mrs.  Sarah  Ravis. 
Mrs.  Sarah  Ravis  was  eighty-four  years  old  and 
seemingly  was  in  good  health.  She  resided  with 
Mr.  and  Mrs.  Philip  Ravis,  at  1264  Evergreen 
avenue,  the  Bronx. 

Besides  her  son,  Philip,  Mrs.  Ravis  is  sur- 
vived by  a  daughter,  Mrs.  D.  Zimmerman,  and 
another  son,  I.  Ravis. 


The  perfected  single  dial  Shamrock 


Now  retails  at  $75 


Increased  production  and  new  economies  in  manufacture  have 
made  possible  this  drastic  reduction  in  price.  Dealers  were  fully 
protected  by  our  30-day  advance  notice.  Shamrock  Dealers  will 
enjoy  greater  sales  than  ever  before. 

SHAMROCK 

PIONEERS    IN   ONE.   DIAL  CONTROL 

Shamrock  Manufacturing  Co. 

195  Waverly  Ave.  Newark,  N.  J. 


Now 


$75 


Slightly  higher  West  of 
the  Rocky  Mountains 
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DeForest,  always  the  pioneer,  leads  the  advance 
to  better  radio  reception  with  the  creation  of 
special  tubes  for  specific  radio  functions 


The  First  Radio  Tube  in 
the  World,  1906,  from 
which  lias  sprung  the  pres- 
ent gigantic  radio  indus- 
try. The  device  through 
•which  natural  sounds 
audible  to  the  human  ear 
were  transmitted  by  radio 
for  the  first  time. 


CERTAIN  tube  characteristics 
that  make  for  improved  re- 
ception in  the  various  func- 
tions of  a  radio  hook-up  have  been 
carefully  developed  by  DeForest 
engineers.  Those  invisible  factors 
specifically  performing  in  their  rec- 
ognized spheres  are  making  radio 
reception  more  and  more  enjoy- 
able   and    dependable    every  day. 

Take  no  one's  word  but  your 
own.  Try  the  new  DeForest 
Specialist  DL-4  Audion  in  your 
radio  frequency  stages.  The  de- 
cided improvements  you  will  get 
are  an  indication  of  the  superiority 
of  all  genuine  Audions.  Weak 
signals  hardly  heard  before  become 
loud  and  clear.  Distant  stations 
move  up  close  like  locals.  Better 
performance  because  these  Audions 


are  especially  designed  to  do 
a  radio  amplification  job. 

The  rigid  limits,  both 
electrical  and  mechanical,  to 
which  DeForest  specialist  Audions 
are  strictly  held  assure  a  high 
standard  of  uniformity.  Radio 
amateurs  appreciate  such  effi- 
ciency. Constant  grid-plate  capac- 
ity and  high  mutual  conductance 
provide  a  quality-volume  from 
distant  reception  which  is  heartily 
satisfying  to  the  critical  radio  fan. 

You  are  earnestly  urged  to  test 
the  features  of  these  tubes  by 
replacing  in  your  RF  stages 
these  specialist  DL-4  Audions. 
Such  a  trial  will  show  you  their 
superiority  definitely.  Expense 
is  slight.  DeForest  Audions  per- 
form amazingly. 


Skilled  hands  that  fashioned  so 
exquisite  an  object  as  the  Nur- 
emburg  covered  cup  of  1850, 
now  carefully  guarded  in  the 
Metropolitan  Museum,  must  be 
as  deft  today  in  the  delicate  pre- 
cision required  in  making  De- 
Forest  Audions. 


1  J  "S 


A  new  audion — 
going  any  price  ap- 
peal one  better — is 
the  general  purpose 
Audion — the  D-01A.  It  is  an 
unmatchable  value  at  $1.65.  It 
offers  the  same  standard  of  quality 
that  has  made  DeForest  Audions 
the  recognized  perfection  in  radio 
tube  manufacturing. 

Reliable  and  well-informed  Dealers 
sell  them  because  they  know  that 
they  are  satisfaction-givers  and  busi- 
ness-getters backed  by  the  pioneer 
institution  of  the  Radio  Industry, 
and  a  formidable  array  of  adjudi- 
cated patents. 

Write  Dept.  10  for  descriptive  literature 

the  deforest  radio  co. 


Powel  Croslcy,  Jr.,  Pres. 


Jersey  Cily,~N.  J. 
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SWEEPING 

By  Manufacturers— Jobbers 


Polyphase  Ultra 

$12.50 
Singlephase  Ultra 

$8.50 
Revelation  Ultra 

$5-50 

Accept  No  Imitations 


For  your  own  protection 

look  for 
The   Audak  Company" 

(Stamped  on  every  genuine 
instrument) 

This  tag  will  hereafter 
bs  attached  to  every 
Genuine  ULTRA 
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RECOGNITION 

and  Deolcrs-EVERYWHERE 


The  revolutionary  new  talking  machine 
has  made  it  imperative  for  all  these 
progressive  manufacturers  to  bring  out 
a  machine  of  competitive  quality. 

To  get  this  quality  they  found  it  neces- 
sary to  use  the  best  reproducing  equip- 
ment made— ULTRA  (Phonic)  RE- 
PRODUCERS. 

The  same  thing  applies  to  your  record 
business,  Mr.  Retailer.  For  you  to  real- 
ly cash  in  on  the  marvelous  new  rec- 
ords, they  should  be  reproduced  the 
best  way  possible  on  the  old  style  ma- 
chines. 

To  accomplish  this,  see  to  it  that  every 
phonograph  in  your  locality  is  equip- 
ped with  the  best  reproducers  made, 
—ULTRA  (Phonic)  REPRODUCERS, 


Results 

1.  Handsome  profit  on  sale  of  Ultra  Reproducers. 

2.  Ever  increasing  record  sales. 

3.  Cultivation  of  musical  taste  which  will  eventually 
be  satisfied  with  nothing  less  than  the  last  word 
in  music, — one  of  the  new  type  talking  machines. 


The  AUDAK  Co. 

565  Fifth  Ave.,  New  York,  N.Y. 

Makers  of  Acoustical  and  Electrical  Apparatus  for 
More  Than  10  Years 
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Planned  Advertising 

Creates  Prospects  and  Sales 


ADVERTISING  that  is  out  of  the  ordinary 
is  certain  to  attract  more  attention  than 
the  usual  stereotyped  copy.  This  is  es- 
pecially true  of  talking  machine  and  record  ad- 
vertising. The  usual  publicity  appearing  in 
newspapers  is  devoted  entirely  to  the  mechani- 
cal perfection  of  new  instruments,  or  the  merits 


Four  advertisements  of  the  Will  A.  Watkin 
Co.  are  reproduced  on  this  page.  The  space 
used  was  small,  but  the  effect  produced  was 
profitable. 

Much  has  been  said  and  written  about  the 
necessity  for  talking  machine  dealers  to  get  out 
of  the  rut;  to  do  something  different;  to  pep  up 


of  the  instrument  should  be  emphasized.  If 
on  the  other  hand  they  are  middle-class  people 
to  whom  quality  is  of  paramount  importance, 
there  is  no  doubt  that  advertising  which  empha- 
sizes the  type  of  design  as  well  as  the  quality 
of  reproduction,  whether  it  be  a  radio  set  or  a 
talking  machine,  will  be  most  effective. 

The  point  is  that  advertising  is  an  essential 
of  retail  sales  promotion,  and  the  dealer  must 
spend  his  money  to  the  best  advantage. 

Victor  Talking  Machine  Co. 
Gross  Sales  Show  Gain 

Approximate    $10,880,000    for    First  Quarter 
Against  $9,559,003  for  Same  Period  of  1926 


Gross  sales  of  the  Victor  Talking  Machine 
Co.  reported  for  the  quarter  ended  March  31,  in- 
cluding approximate  preliminary  figures  for 
March,  amounted  to  $10,880,000,  as  against  $9,- 
559,003  for  the  same  period  of  1926.  Victor's 
reported  earnings  of  $7,983,094  for  1926  do  not 
include  its  equity  in  undistributed  earnings  of 
subsidiaries. 

Earnings  of  the  Gramophone  Co.,  Ltd.,  in 
the  ordinary  shares  of  which  the  Victor  Co. 
owns  a  majority  interest,  as  reported  for  its 
fiscal  year  ended  June  30,  1926,  amounted  to  $1,- 
506,000,  out  of  which  it  paid  dividends  of  $1,085,- 
000  for  the  year.  The  Victor  Co.'s  earnings  for 
1926  include  only  its  proportionate  share  of 
such  dividends,  and  do  not  include  its  share  in 
the  undistributed  profits. 

United  Radio  &  Elec.  Corp. 
Now  in  Larger  Quarters 

Manufacturer  of  Ureco   Radio  Tubes  Moves 
From  Newark  to  Irvington,  N.  J. 


The  United  Radio  &  Electric  Corp.,  manu- 
facturer of  Ureco  radio  tubes,  has  moved  from 
Newark  to  a  large  new  factory  at  500  Chan- 
cellor avenue,  Irvington,  N.  J.  The  company's 
business  has  been  steadily  growing  and  this  has 
necessitated  increased  factory  space. 

With  the  opening  of  its  new  plant  the  United 
Corp.  has  started  production  on  its  series  of  AC 
tubes  as  well  as  large  rectifying  tubes.  In  ad- 
dition, its  increased  facilities  will  allow  for  en- 
larged production  of  its  entire  line  of  radio 
tubes. 


WODA  Awarded  Prize 


Radio  broadcasting  station  WODA,  con- 
ducted by  Richard  O'Dea,  talking  machine  deal- 
er with  stores  in  Paterson  and  Passaic,  N.  J., 
was  recently  awarded  a  large  portrait  of  Bee- 
thoven as  a  prize  for  having  presented  the  best 
Beethoven  program  given  by  any  New  Jersey 
station  in  connection  with  the  centennial  of  the 
death  of  Beethoven.  The  prize  was  donated  by 
Max  H.  Krich,  president  of  the  Radio  Dis- 
tributing Corp.,  R.  C.  A.  distributor,  Newark, 
New  Jersey. 

Radio  Owners  Prefer  Music 


A  census  recently  completed  by  A.  Atwatcr 
Kent  disclosed  the  fact  that  while  the  majority 
of  radio  owners  purchased  their  instruments 
for  amusement,  one  out  of  every  five  gave  as  a 
reason  for  the  purchase  "the  desire  to  hear  fine 
music."  In  replying  to  a  question  as  to  what 
type  of  program  they  liked  best,  nine  out  of  ten 
expressed  a  preference  for  music. 


Several  of  the  Will  A.  Watkin  Co.'s  "June  Bride"  Advertisements 


of  the  products  are  submerged  to  emphasize  the 
price  appeal. 

The  Will  A.  Watkin  Co.,  Dallas  Tex.,  one  of 
the  leading  music  dealers  of  that  State,  has 
found  it  profitable  to  take  advantage  of  every 
opportunity  to  attract  attention  to  its  lines 
through  specific  advertising.  For  example,  June 
is  the  month  of  the  bride,  and  this  enterprising 
dealer  ran  a  series  of  ads  in  the  local  news- 
papers designed  to  emphasize  the  need  for  a 
Brunswick  Panatrope,  or  phonograph,  in  the 
new  home.  Prior  to  their  marriage,  young 
people  are  interested  in  furniture  for  their  home 
to  be,  but  they  are  so  busy  with  the  multitude 
of  things  to  buy  that  it  is  very  easy  to  overlook 
some  of  them.  The  Will  A.  Watkin  Co.  takes 
no  chances  and  good  strong  advertising  copy 
does  the  reminding  so  effectively  that  many 
sales  are  bound  to  be  made. 


their  entire  sales  plan;  to  institute  aggressive 
campaigns,  and  the  most  powerful  medium  at 
the  dealers'  command  for  accomplishing  these 
things  is  to  utilize  advertising  space  to  the  ut- 
most advantage.  It  is  better  to  spend  some 
time  on  planning  a  campaign  than  to  just  sit 
down  and  send  in  any  old  kind  of  an  ad  just 
so  long  as  the  name  appears  in  the  paper  that 
evening.  Advertising  is  a  real  expense  to  any 
business  and  unless  the  publicity  produces  sales 
it  is  a  form  of  waste  that  no  dealer  can  afford. 

Haphazard  advertising  is  not  economy;  it  is 
the  well-rounded  consistent  campaign  that 
brings  the  people  into  the  stores.  It  is  up  to 
the  dealer  to  analyze  the  type  of  people  whom 
he  is  trying  to  reach,  and  to  plan  his  campaign 
accordingly.  If  his  prospective  patrons  are 
people  of  small  means  to  whom  price  is  the 
all-important  factor,  then  of  course  the  low  cost 


Makes  Easy  Sales  for  Radio  Sets 


"A6cB"  Socket 
POWER  UNIT 

Complete,  ready  to  operate,  lists  at 

$67*50  /;""  °f  Rocki" 


Visit  our  Display  at  the  R.M.4. 
Exhibition,  Stevens  Hotel, 
Chicago,  June  13  to  18 


This  new  Acme  "A  &  B"  Socket  Power  Unit  will 
keep  the  battery  on  any  Radio  Receiving  Set 
properly  charged  and  give  you  the  proper  "B" 
current  supply. 

Dependable 

It  enables  any  set  to  operate  as  dependably 
and  constant  as  house  current. 

One  switch  controls  everything,  giving  in- 
stantly a  steady  strong  flow  of  A  &  B 
Power. 

Besides  Efficiency 

This  unit  has  important  additional  ad- 
vantages. It's  compact.  It's  neat.  It's 
quiet.  It's  popularly  priced.  It  aids  you 
by  ensuring  your  customers  of  satisfactory 
performance  at  all  times.  Always  ready 
for  action. 

SEND  FOR  OUR  LITERATURE  GIVING 
COMPLETE  SPECIFICATIONS  AND  IN- 
FORMATION   ON    OUR   ENTIRE  LINE 

Order  from  your  jobber  today  or  write  us. 


THE  ACME  ELECTRIC  and  MANUFACTURING  COMPANY. 
143«  Hamilton  Avenue  Cleveland;  Ohio 
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VAL  PHONIC 


INTRODUCING  the 
latest  innovation  of  the 
VAL-PHONIC  masters ! 

This  IMPROVED  VAL* 
PHONIC  has  the  rare  com* 
bination  of  volume  and 
beauty  of  tone,  plus  wonder* 
ful  fidelity  of  reproduction* 
That  deep  phonic  tone 
surges  forth  in  amazing^ 
unheard  of  volume. 

Made  to  fit  all  machines. 
It  is  entirely  new9  both  as 
to  construction  and  materials 
used,  Truly9  it  can  be  said 
that  the  VALJPHONIC  is 
the  last  word  in  reproducers, 
Gun*inetal*oxidize  is  the 
standard  finish^  but  it  can 
also  be  furnished  in  nickel 
or  i 


Valley  Forge  is  the  trade  mark 
to  remember  when  trustworthy 
replacement  materials  are  re- 
quired. 


REG.U.5.PAT.  ORF. 


730   MARKET  STREET 
PH  I  L  A  DEL  PHI  A  ,  U.S.Aj 
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The  NewBoschRadio Models  are  built, notonly 
for  customer  satisfaction  but  for  dealer  profit 
as  well.  They  are  "transportation  proof".  So 
strongly  are  they  constructed  that  they  may  be 
delivered  to  the  customer  with  the  original  facto- 
ry settings — without  adjustment  by  the  dealer. 

To  be  convinced  of  Bosch  Superiority,  examine 
the  steel  chassis,  the  condenser  unit  assembly 
with  its  three  point  mounting,  the  short  solid 
connections,  the  locked  assembly  and  the 
elimination  of  solder  operations.  All  models 
have  Single  Station  Selector  —  electrically 
lighted  —  Bosch — RFL  circuits — are  armored 
and  shielded  and  are  priced  for  volume  sale. 

The  new  cabinets  present  a  new  beauty  in , 
design,  craftsmanship,  selection  and  finish  of 
fine  woods.  Appearance  and  performance  are 
so  ably  handled  and  the  price  range  so  attrac- 
tive that  Bosch  is  the  outstanding  dealer  line 
this  year.  The  Bosch  Dealer  Policy  is  liberal 
and  it  is  strongly  supported.  It  offers  unusual 
possibilities  to  Radio  Dealers  who  are  in  busi- 
ness to  stay.   It  is  well  worth  investigating. 

Tell  us  in  confidence  about  yourself,  business 
standing,  financial  strength  and  plans  re- 
gardless of  the  lines  you  now  carry.  We  will  be 
glad  to  tell  you  of  our  plans  for  your  locality. 


AMERICAN  BOSCH  MAGNETO  CORP. 

MAIN  OFFICE  AND  WORKS:  SPRINGFIELD,  MASS. 
BRANCHES:  NEW  YORK  CHICAGO  DETROIT  SAN  FRANCISCO 


BOSCH 
RADIO 


.  _MERICAN  BOSCH  MAGNETO  CORPORATION 

Manufactured   under  patent  applications  of   the  American  Bosch  Matrneto  Corporation  and  licensed  also  under  applications  of  the  Radio  Frequency  Laboratories.  Inc 
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Model  76 — Six  tubes,  Bosch  RFL  circuit — 
single  station  selector,  Bosch  Line  O'Lite 
tuning,  wired  for  battery  or  socket  power 
operation,  armored  and  shielded,  spacious 
power  unit  compartment,  solid  walnut 
cabinet  beautifully  finished  with  and 
without  built-in  reproducer. 
With  built-in  reproducer  $178.50 
Without  built  in  reproducer  $162.50 


Model  57 — Seven  tubes,  Bosch  RFL  cir- 
cuit, efficient  built-in  loop,  built-in  18" 
reproducer,  walnut  cabinet  with  selected 
pattern  woods,  spacious  power  unit  com- 
partment. Single  station  selector,  electri- 
cally lighted  dial,  Bosch  Line  O'Lite  tun- 
ing, armored  and  shielded,  wired  for 
battery  or  socket  power  operation  and 
operates  on  loop  or  wire  antenna  from 
two  to  two  hundred  feet.  Price  with 
built-in  loop,  built-in  reproducer  $295.00 


H 


THE  BOSCH  NOBATTRY 
"A"    POWER  UNIT 

—  for  converting  house  current  into 
"A"  power  for  radio  receiver  operation. 
Typically  Bosch,  its  construction,  both 
mechanical  and  electrical  is  of  highest 
grade  and  its  performance  is  a  revelation. 

The  outstanding  features  of  the  Bosch 
Nobattry  "A"  are. 

Constant  voltage 
Unvarying  power 
Quiet 

Instantaneous — no  heating  delay 

No  harm  if  left  "On" 

Nothing  to  boil  over 

No  chemicals  to  add 

Economical  in  current  draw 

No  power  dissipated  in  heat — uses 
power  efficiently  as  power 

Receiver  does  not  need  to  be  re- 
wired 

Small  in  size — can  be  put  in  radio 
cabinet  like  a  battery 

The  Bosch  Nobattry  "A"  is  a  perfect 
companion  to  the  famous  Bosch  No- 
battry "B".  These  two  units  form  an 
ideal  combination  for  supplying  "A" 
and  "B"  current  and  retail  for  $100.00 


Vlodel  66  — Six  tubes,  Bosch  RFL  circuit — single  station 
selector,  electrically  lighted  dial,  Bosch  Line  O'Lite 
tuning,  armored  and  shielded,  wired  for  battery  or 
socket  power  operation,  solid  walnut  cabinet  —  beauti- 
fully finished   Ideal   table   type  receiver,  price  $97.50. 


got 


All  these  Bosch  Radio  Models— ready  for  Bosch  Socket  Power  Units 
—  the  Nobattry  "A"  and  the  Nobattry  "B"—  both  totaling  $100. 


Bosch  Radio-— the 
Complete 
Dealer  Line 

Model  57  —  Seven-tube 
Receiver,  Single  Dial,  cabinet 
type,  loop  operated — built-in 
reproducer  —  wired  for  bat- 
tery or  socket  power  opera- 
tion  $295.00. 

Model  76 — Six-tube  Receiv- 
er, Single  Dial,  cabinet  type — 
wired  for  battery  or  socket 
power.  With  built-in 
speaker  ....  $178.50- 
Without  the  built-in 
spea  ker    .    .    .    .   $162  50. 

Model  66  —  Six-tube  Receiv- 
er, Single  Dial,  table  type, 
wired  for  battery  or  socket 
power  $97.50- 

Ambotone  Reproducer  — 
Cone  Type,  Table  Repro- 
ducer, with  years  of  recog- 
nition for  its  perfect  tonal 
reproduction    .    .  $27.50. 

Nobattry —"A"  — An  ideal 
socket  power  device,  supply- 
ing "A"  current  for  all  sets 
up  to  ten  tubes—  no  acids,  no 
moving  parts,  no  hum,  no 
trouble,  no  heating 
delay    .....  $58.00. 

Nobattry  "B"  —  Famous 
Bosch  Nobattry  for  supplying 
"B"  Power  for  all  sets  up  to 
ten  tubes — no  acids,  no  hum, 
long  lived     .    .    .  $42.00. 

Powertrol — Prevents  direct 
current  passing  from  radio 
receiver  into  reproducer  with 
consequent  damage.  Pre- 
vents distortion  and  de- 
struction in  speaker.  Should 
;be  sold  to  every  power  tube  ^ 
iuser    .......  $8.00.i§| 

Recreator— A  truly  success-^ 
ful  three  unit  device  for  pro-|gs&* 
viding  electric  reproduction* 
of  phonograph  records  —  util-g 
izes  any  style  phonography 
and  reproduces  throush  a| 
radio  receiver  and  loudl 
speaker    ....  $20.00.[ 

All  prices  slightly  higher, Colorado| 
and   west,    and   in  Canada. 


■ 
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Announcing  for  1927 

An  Amazing  Achievement! 

Our  new  Saxophonic  Instruments  in  combination 
with  the  famous  ULTRA  (phonic)  Reproducer, 
made  by  the  Audak  Co.,  are  the  outstanding  develop- 
ment in  recorded  entertainment  permitting  a  refine- 
ment of  sound  reproduction  possible  in  no  other  way. 


■ 


The  Standard  by  which  all  repro- 
ducers  are   judged  and  valued! 


1 


Consolette  Grand 

42VHIGH    30'WIDE  21*  DEEP 


Five 
Models 

of 

Twelve 


MODEL  200 

Hhe  Sonnet^ 

43'HIGrt   30'WIOE  ai'DEEP 


A  Phonograph  of  Artistic  Beauty.     Jacobean  Period 
with  Burl  Walnut  Front  and  Birdseye  Maple  Panels 
with  Rose  Decorations. 


An    Instrument   of   Distinction,   featuring   full  length 
amplifying   tone   chamber   with   the   improved  Saxo- 
phonic Equipments,  makes  this  the  Phonograph  with 
the  Magic  Voice. 


Model  110 
34  in.  High,  35  in.  Wide 
22  in.  Deep 


Model  85 
Saxophonic  Consolette 
36  in.  High,  21  in.  Wids 
21   in.  Deep 


Model  125 
34  in.  High,  35  in.  Wide, 
22  in.  Deep 


Write  at  once  for  Our  Booklet  and  Special  Discount  and 
Act  Quickly.    Be  first  to  offer  these  neiv  instruments  to 
the  trade  ivho  are  ready  to  receive  them. 

PLAYER -TONE  TALKING  MACHINE  CO. 

Office  and  Sales  Rooms:  632  Grant  St.,  Pittsburgh,  Pa. 


m 
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franchise  is 
a  valuable 

asset ! 

to  any  merchant  who  pos- 
sesses adequate  display 
space  and  has  the 
facilities  to  han- 
dle volume 
business. 


HUNDREDS  OF  REQUESTS 

for  this  profitable  franchise  are  being  received  from  progres- 
sive, well  established  merchants  all  over  the  country.  These 
new  applicants  were  quick  to  grasp  the  opportunity  afforded 
by  our  increased  production  facilities — resulting  in  our  ability 
to  expand  our  list  of  Authorized  Freshman  Dealers,  as  recently 
announced. 


This  compact  console 

is  panelled  entirely  of  gen- 
uine mahogany.  Beautiful 
burl  maple  inlays  afford  a 
most  pleasing  contrast.  Large 
built-in  cone  speaker  of  re- 
markable fidelity.  Desk  type 
drop  lid  encloses  the  set 
when  not  in  use. 


$89-50 


DIRECT-TO-DEALER  DISTRIBUTION 

The  Freshman  plan  of  direct-to-dealer  distribu- 
tion has  been  proven.    We  work  directly  with 
the  dealer.    We  have  no  intermediaries.  His 
problems  are  our  problems.   We  meet  them 
together. 


$49.50 


The  Freshman  Universal 
ABC  Radio  Power  Supply 
electrifies  any  5-6  or  7  tube 
radio. 

No  "B"  batteries— No  "C"  bat- 
teries— No  "A"  battery  charger. 
This  one  compact  unit  replaces 
them  all.  Operates  from  any 
electric  light  socket  and  is  con- 
trolled by  the  switch  on  the  set. 
No  further  attention  required. 
Complete  with  RCA  and  Tungar 
tubes. 


Six  tubes  ~0ne  Control 


We  can  still  utilize  the  co-operation  of  respon- 
sible dealers  in  several  sections  of  the  country. 
Wire  or  write  for  detailed  information. 


CHAS.   FRESHMAN  CO 


In  c 


FRESHMAN  BLDG.,  NEW  YORK,  2626  W.  WASHINGTON  BLVD.,  CHICAGO 

800  No.  SPRING  ST.,  LOS  ANGELES 
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Survey  Shows  Dealers  Profit  by  Service 

Investigation  Sponsored  by  Pacific  Radio  Trades  Ass'n  Brings 
to  Light  Some  Interesting  Facts  Regarding  This  Phase  of  Trade 


'"TALKING  MACHINE  dealers  who  handle 
radio  and  radio  trade  associations  through- 
out the  country  are  giving  more  and  more  at- 
tention to  the  matter  of  service.  When  radio 
retailing  was  in  its  infancy  the  most  important 
problem  confronted  by  the  retail  dealer  was 
the  matter  of  reducing  the  cost  of  service  to 
the  point  where  he  could  make  a  profit  on  his 
sales.  The  trade  has  reached  the  stage  wrhere 
the  major  faults  incidental  to  extending  free 
service  to  radio  buyers  has  been  eliminated, 
although  there  are  many  individual  dealers  who 
have  much  to  learn  regarding  efficient  service 
department  operation. 


■  :  '  '        I  :iliiMIIIIM!JHIII|Hihi<l 


Men  capable  of  doing 
precision  work  are  rare. 
For  a  quarter  of  a  century 
the  National  Lock  Co. 
has  been  handpicking  its 
army  of  metal  workers. 
The  result  is  hardware  of 
accuracy,  durability  and 
uniformity  of  finish.  Get 
a  catalog  of  Rockford 
Hardware  -  it  will  pay  you. 

Jtfational  kock  Co., 
Rockford,  [II. 

U.  S.  A. 

Cable  Address:  NATLOCK 

Rockford 

Hardware 

Branch  Sales  Offices: 


Chicago,  III. 
Cincinnati,  O. 
Detroit,  Mich. 
Evansvlllc,  Ind. 
Grand  Rapids.  Mich. 
High  Point,  N.  C 


Sheboygan,  Wis. 


St.  Louis,  Mo. 
Indianapolis,  Ind. 
Jamestown.  N.  Y. 
Los  Angeles,  Cal. 
Milwaukee,  Wis. 
Seattle,  Wash. 


During  the  past  four  months  The  Talking 
Machine  World  has  been  publishing  a  series  of 
articles  dealing  with  every  phase  of  radio  serv- 
icing. These  articles  were  the  result  of  a 
nation-wide  survey  among  talking  machine 
dealers.  It  is  interesting  to  note  that  the  con- 
clusions arrived  at  in  this  survey  are  identical 
with  those  just  published  by  the  Service  Com- 
mittee of  the  Pacific  Radio  Trade  Association, 
w7hich  was  appointed  to  make  a  comprehensive 
survey  of  radio  service,  and  to  bring  to  the 
retail  trade  an  analysis  of  conditions  in  this 
branch  of  the  business.  The  committee's  object 
also  was  to  draw  conclusions  and  make  recom- 
mendations with  the  purpose  in  view  of  being 
of  aid  to  the  retail  dealer  and  to  the  industry. 

While  the  survey  of  this  committee  was  con- 
fined only  to  the  State  of  California,  the  in- 
vestigation covers  the  methods  in  use  by  the 
most  representative  dealers, -several  hundred  in 
number. 

Profit  From  Radio  Service 

The  returns  from  a  questionnaire  sent  to  the 
dealers  developed  one  important  point,  namely, 
that  more  than  one-half  of  the  retail  outlets  in 
California  are  now  being  conducted  at  a  profit. 
In  fact,  52  per  cent  of  the  radio  dealers  made 
a  profit  on  their  service  department;  10  per  cent 
broke  even,  while  9  per  cent  had  no  figures 
available;  only  29  per  cent  showed  a  loss.  The 
committee  expressed  considerable  surprise  at 
the  progress  made  in  the  music  field,  because 
half  of  the  music  stores  answering  the  question- 
naire operate  a  service  department  at  a  profit, 
indicating  unusual  progress  in  caring  for  a 
mechanical-electrical  appliance  more  or  less 
strange  to  a  music  establishment. 

In  this  connection  it  is  interesting  to  note 
that  no  department  store  recorded  profits  from 
the  operation  of  the  radio  service  department; 
apparently  due  to  the  fact  that  little  effort  has 
been  made  to  build  up  a  radio  service  depart- 
ment, or  to  acquire  service  business. 

Evil  of  Unlimited  Free  Service 

The  report  of  the  Service  Committee  cor- 
roborates the  conclusions  presented  to  the 
trade  by  The  Talking  Machine  World  in  its 
series  of  articles  by  pointing  out  that  the 
largest  factor  contributing  to  a  loss  in  the  serv- 
ice department  is  what  is  known  as  unlimited 
free  service.    The  committee  states: 

"It  can  definitely  be  stated  that  profit  or  loss 
in  the  rendition  of  service  is  proportionate  to 
the  amount  of  free  service  given  and  length 
of  time  for  which  it  is  extended.  The  largest 
number  of  dealers  are  already  limiting  free  serv- 
ice to  periods  varying  from  thirty  to  ninety 
days,  and  here  it  may  be  said  that  these  are 
not  the  dealers  who  show  a  profit  on  service. 
Those  showing  a  loss  are  retailers  giving  free 
service  for  a  period  longer  than  this.  Many 
dealers  whose  service  department  shows  a  profit 
sell  their  customers  at  the  expiration  of  the 
free  period  a  six  or  twelve  months'  contract. 
This  provides  for  an  inspection  service  once 
a  month  during  the  life  of  the  contract,  the 
usual  charge  price  to  be  $12.00  a  year." 
Service  Costs  Should  Be  Known 

One  point  brought  out  by  the  survey  of  The 
Talking  Machine  World  was  the  fact  that  there 
is  a  lamentable  ignorance  in  the  trade  regard- 
ing service  costs,  and  the  survey  undertaken 
by  the  Service  Committee  of  the  Pacific  Radio 
Trade  Association  found  this  also  to  be  a  more 
or  less  general  condition.  Among  the  factors 
that  contribute  to  a  profitable  service  depart- 
ment, says  the  committee,  may  be  mentioned 
that  of  a  nominal  service  charge,  which  in  most 
cases  seems  to  be  one  dollar.  The  committee 
believes  that  a  minimum  charge  of  one  dollar 
could  not  be  termed  unreasonable,  and  at  the 


same  time  it  is  low  enough  to  be  attractive  to 
the  set  owner.  The  better  class  of  service  de- 
partments are  making  a  charge  of  $1.75  an  hour 
for  service;  materials,  if  supplied,  are  charged 
additional. 

Customers  residing  at  some  distance  from  the 
dealer's  store  pay  for  transportation  and  the 
time  consumed  in  traveling.  The  average 
charge  for  the  erection  of  an  antenna  on  a 
flat  roof  is  $10.00,  which  is  considered  reason- 
able, and  on  a  peaked  roof  the  charge  gen- 


SERVICE  CERTIFICATE 


No. 


Date  192... 


12  months  

6  months  

Received  from   

Address   

The  sum  of  Dollars  ($  ) 

which  entitles  the  holder  of  this  Certificate  to  the  follow- 
ing: 

(A.)  A  complete  inspection  of  your  radio  equipment  once 
every  thirty  (30)  days  during  the  life  of  this  certificate, 
this  inspection  to  include: 

(1)  A  thorough  test  of  your  "A,"  "B"  &  "C"  batteries, 
your  tubes,  speaker,  charger  (or  eliminating  system) 
and  your  radio  receiver. 

(2)  Cleaning   tube   contacts,   battery,  and   switch  con- 
tacts, and  tightening  battery  connections. 

(3)  Distilled  water  in  battery,  charger,  etc.,  when  re- 
quired. 

(B.)  The  delivery  to  your  home  and  the  installation 
of   any   batteries,    tubes   or   other   accessories  purchased 

from  provided    such  installation 

does  not  require  more  than  thirty  (30)  minutes  or  one- 
half  hour's  time. 

(C.)  The  privilege  of  one  additional  call  per  month  pro- 
vided any  trouble  should  develop  between  regular  inspec- 
tion periods,  this  call  to  be  made  between  the  hours  of 
9:00  a.  m.  and  5:00  p.  m. 

This  agreement  does  not  in  any  way  entitle  the  holder 
to  any  service  or  labor  other  than  that  set  forth  in 
this  certificate.  Other  services  or  labor  will  be  billed 
at  our  regular  stated  charges. 

Inasmuch  as  the  essence  of  this  contract  is  Service, 
 assumes  no  further  obligation  or  re- 
sponsibility than  that  stipulated  above. 

Make  all  checks  payable  to   This 

certificate  is  void  unless  signed  by  an  authorized  sales- 
man of  this  Company. 


By   Salesman 

Good  for  a  period  of  months  from  date  hereof. 

QUESTIONNAIRE 

No  

Owner's  Name  

Home  Address   Bill  

Bus.  Address   Bill  

Home  Phone   Bus.  Phone  

Make  of  Receiver  Type  

Make  of  Loud  Speaker  Type  

Number  of  Tubes  Type  

"A"  Bats  "B"  Bats  "C"  Bats  

Charger   Eliminator   

References   Address   

Remarks   

Service  Certificate  for  months  $  

Date   Salesman   


Radio  Service  Certificate  Suggested 

erally  is  based  upon  time  and  material.  In 
summarizing  this  work  it  is  recommended  by 
the  committee: 

(a)  That  radio  service  be  sold  with  the  set, 
and  when  the  price  is  named  that  the  buyer 
be  given  a  definite  statement,  "We  will  service 
your  set  without  charge  and  instruct  you  in  its 
operation  for  a  period  of  so  many  days,  after 
which  time  wc  will  make  a  small  charge  for 
our  services  if  they  are  required." 

(b)  That  service  contracts  good  for  six 
months,  or  one  year,  providing  for  a  monthly 
inspection  service,  be  adopted. 

(c)  That  service  men  be  selected  with  sales 
ability  in  view  and  trained. 

(d)  That  a  simple  but  adequate  cost  record 
be  kept  of  the  service  department. 

(e)  The  committee  emphasizes  the  desirability 
of  handling  reliable  merchandise.  The  sale  of 
a  poor  accessory,  followed  by  a  service  call, 
means  an  unprofitable  sale.  The  sale  of  an  un- 
reliable receiver,  followed  by  numerous  service 
calls,  means  a  loss  of  profit. 
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Here  is  battery  power  at  its  best 


Like  every  other  good  battery, 
the  Eveready  Layerbilt  pro- 
vides only  pure  DC  (Direct 
Current),  steady,  noiseless,  the 
only  current  that  can  give  the 
best  results  of  which  a  set  is 
capable.  Radio  is  better  with 
Battery  Power,  always,  for  bat- 
teries alone  produce  pure  DC, 
and  are  entirely  reliable,  con- 
venient, available  anywhere, 
always  ready  to  work.  For  best 
results  and  satisfaction,  sell 
batteries,  and  for  best  economy, 
sell  customers  the  Eveready 
Layerbilt  "B"  Battery  No.  486. 

For  years  everybody  has 
known  Eveready  Radio  Bat- 
teries as  "the  kind  that  last 


longer" — and  now  the  public 
is  finding  that  the  Eveready 
Layerbilt  "B"  Battery  No.  486 
is  the  one  that  lasts  longest  of 
all.  So  long  does  it  last  in  pro- 
portion to  its  price  that  hun- 
dreds of  thousands  of  people 
have  found  it  to  be  the  most 
economical  battery  they  ever 
used.  It  is  not  only  that,  but  on 
the  basis  of  exceedingly  careful 
scientific  tests  it  is  by  far  the 
most  economical,  dependable 
and  satisfactory  source  of  "B" 
power  on  the  market  today. 
These  tests,  unerringly  reveal- 
ing what  each  type  of  "B" 
power  will  do,  have  proved  the 
superiority  of  the  Layerbilt, 


and  have  shown  why  more  and 
more  people  are  using  it. 

Because  of  the  superior  ser- 
vice the  Eveready  Layerbilt 
gives,  it  is  the  preferred  battery 
of  all  dealers  who  believe  that 
customer  satisfaction  is  essen- 
tial to  the  retail  merchant's 
growth  in  sales  and  in  profits. 
Order  from  your  jobber. 

NATIONAL  CARBON  CO.,  Inc. 

New  York  San  Francisco 

Atlanta  Chicago  Kansas  City 

Unit  of  Union  Carbide  and  Carbon  Corporation 


Tuesday  night  is  Eveready  Hour  Night- 
8  P.  M.,  Eastern  Standard  Time 


WEAF-Arfui  York 
wj  AR-Providence 
wKEi-Boston 

Viii-Philadelph'.a 

WGS-BufJalo 

WCAE-Pittspurgh 

WSAJ-Cincinnati 

WTAM-Cleveland 

wwj-Detroit 

WHO 


wen-Chicago 
WOC-Davenport 
wrml  Minneapolis 
WCC0\S;.  Paul 
KSD-St.  Louis 
wsc-W ashington 
wcv-Schenectady 
WHAS-Louisville 
wsb- Atlanta 
wsv-Nas/iville 
-Memphis 
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Distributors 
of 


f  IhtTonalic  ^ 
SONORA 


Phonographs  .  .  .  Model  D 
Radio  Receiving  Sets  .  .  . 
Highboys  . . .  and  Speakers 


Barker  Wholesale  Company, 
Barker  Building, 
Los  Angeles,  Calif. 

J.  H.  Burke  Company, 

221  Columbus  Avenue, 
Boston,  Mass. 

Doerr,  Andrews  &  Doerr, 
Minneapolis,  Minn. 

Gibson-Snow  Co.,  Inc., 
Syracuse,  N.  T. 

Greater  City  Phono.  Co.,  Inc., 
78  Fifth  Avenue, 
New  York,  N.  Y. 

Hassler  Texas  Co., 

2216  Commerce  Street, 
Dallas,  Texas. 

Kohler  Distributing  Co., 
63  Minna  Street, 
San  Francisco,  Cal. 

Moore-Bird  &  Company, 
1720  Wazee  Street, 
Denver,  Colo. 

Musical  Products  Distributing  Co, 

22  West  19th  Street,  New  York,  N.  Y. 
Brooklyn  &  Long  Island  Distributors. 

Pennsylvania  Phono.  Dlst.  Co., 
1015  Chestnut  Street, 
Philadelphia.  Pa. 
917  Wabash  Building. 
Pittsburgh,  Pa. 
1747  Chester  Avenue, 
Cleveland,  Ohio. 

James  K.  Polk,  Inc., 

181  Whitehall  Street, 
Atlanta,  Ga. 
811  W.  Broad  Street, 
Richmond,  Va. 

Reliance  Battery  Products  Co., 
2211  So.  Eighth  Street. 
Council  Bluffs,  Iowa. 

C.  A.  Richards,  Inc., 

100  E.  45th  Street,  New  York.  N.  Y. 
Canadian  &  Export  Distributors. 

C.  D.  Smith  Drug  Co., 
St.  Joseph,  Mo. 

Sterling  Roll  and  Record  Co., 

137  W.  Fourth  Street.  Cincinnati.  O. 

Strevell-Paterson  Hardware  Co., 
Salt  Lake  City.  Utah. 

The  Tay  Sales  Company, 

231  N.  Wells  Street, 
Chicago.  111. 

Ynhr-Lange,  Inc., 

Milwaukee,  Wis. 

442  E.  Lafayette  Avenue, 

Detroit,  Mich. 


Semi-Annual  Sales  Meeting 
Held  at  Atwater  Kent  Plant 


Sixty  Sales  Representatives  From  All  Parts  of 
the  United  States  and  Canada  Hear  Inter- 
esting Addresses  at  Week's  Session 


Sixty  Atwater  Kent  sales  representatives, 
covering  all  parts  of  the  United  States  and 
Canada,  began  a  week's  session  on  April  19, 
at  the  Atwater  Kent  factory  at  Germantown, 
Philadelphia.  The  occasion  was  the  semi- 
annual sales '  meeting. 

All  the  sessions  were  presided  over  by  V.  W. 
Collamore,  with  the  exception  of  an  evening 
session  following  the  first  day's  meeting  which 
was  confined  to  sales  executives  and  district 
managers.  The  latter  meeting  was  conducted 
by  R.  E.  Smiley,  assistant  sales  manager,  and 
the  subjects  discussed  related  to  field  work. 

During  the  week  members  of  the  staff  of 
Barton,  Durstine  &  Osborn,  who  handle  the  At- 
water Kent  advertising,  outlined  their  plans, 
and  there  was  a  talk  by  D.  M.  Bauer,  advertis- 
ing manager  of  the  company.  E.  H.  Kester, 
in  charge  of  sales  statistics,  gave  a  talk  illus- 
trated by  charts  at  -the  Friday  session,  and 
among  the  sales  executives  who  spoke  were 
John  F.  McCoy  and  P.  A.  Ware,  merchandising 
manager. 


William  Brand  &  Go.  Take 
Over  Larger  Headquarters 

William  Brand  &  Co.,  importers  and  dis- 
tributors-of  mica  diaphragms  and  other  products 
for  the  talking  machine  and  radio  industry,  who 
for  a  number  of  years  have  been  located  at  27 
East  Twenty-second  street,  New  York  City, 
have  just  moved  into  new  and  larger  quarters 
at  268  Fourth  avenue.  The  Brand  Co.  is  Jieaded 
by  William  Brand  and  William  Naumburg,  Jr., 
both  of  whom  have  long  been  connected  with 
the"  talking  machine  industry  and  were  pioneers 
in  radio.  They  are  considered  specialists  in 
everything  pertaining  to  mica. 


Southwestern  Victor  Dis- 
tributing Go.  Organized 

Dallas,  Tex.,  May  5. — A  new  concern,  the 
Southwestern  Victor  Distributing  Co.,  recently 
opened  offices  and  warerooms  at  912  Commerce 
street,  the  Wholesale  Merchants'  Building,  and 
will  distribute  all  the  products  of  the  Victor 
Talking  Machine  Co.  The  officers  of  the  com- 
pany are  R.  S.  Cron,  president;  H.  G.  Storm, 
treasurer,  and  F.  A.  Bain,  sales  manager  and 
secretary. 


Instalment  Losses  Small 


Department  stores  that  co-operated  with  the 
Fairchild  Publications  in  a  nation-wide  survey 
of  instalment  selling  reported  that  the  average 
man  or  woman  who  buys  on  the  instalment 
plan  is  almost  as  good  a  credit  risk  as -the 
person  who  uses  a  monthly  charge  account. 
Losses  incurred  by  the  average  department 
store  from  instalment  business  are  only  slightly 
greater  than  those  on  regular  charge  account, 
the  survey  revealed. 

It  was  also  disclosed  that  for  85  per  cent  of 
the  reporting  stores  the  percentage  of  instal- 
ment business  done  was  not  greater  than  15  per 
cent,  and  that  for  almost  half  of  these,  or  41 
per  cent  of  the  stores,  the  amount  of  instalment 
trade  was  less  than  5  per  cent. 


Opens  Music  Store 

A  new  music  store,  the  Dickson  Book  & 
Music  Store,  lias  been  opened  by  Mr.  and  Mrs. 
J.  Moore  Dickson,  Clarksville,  Tenn.  The  con- 
cern i-  handling  talking  machines,  records  and 
other  products. 


Kimball  H.  Stark  Is  New 
Grosley  Advertising  Mgr. 

New  Crosley  Radio  Corp.  Executive  Has  Had 
Wide  and  Varied  Experience  in  Radio  Indus- 
try— Well  Fitted  for  Important  Position 


Cincinnati;  O.,  -May  7. — Powel  Crosley,  Jr.. 
president  of  the  Crosley  Radio  Corp.,  recently 
announced  the  appointment  of  Kimball  H.  Stark 
as  advertising  manager  of  the  company.  Mr. 


Kimball  H.  Stark 

Stark  has  had  a  wide  and  varied  experience  in 
the  radio  industry  extending  over  a  period  of 
ten  years. 

From  March,  1917,  until  July,  1918,  he  was 
with  the  De  Forest  Radio  Tel.  &  Tel  Co.,  in 
the  factory  and  laboratoo',  working  on  the 
manufacture  of  receiving  and  transmitting  tubes. 
Following  this,  he  was  connected  with  the 
Sperry  Gyroscope  Co.,  employed  in  radio  engi- 
neering and  test  work  in  connection  with  navy 
war-time  receiving  equipment,  and  thence  went 
with  the  Wireless  Improvement  Co.,  as  a  radio 
test  engineer. 

In  1920  Mr.  Stark  returned  to  the  Sperry 
Gyroscope  Co.  as  a  radio  engineer  in  charge 
of  special  navy-compass  equipment,  and  a  year 
later  was  identified  -yvith  F.  A.  D.  Andrea,  Inc., 
as  chief  engineer,  also  managing  the  advertising 
and  sales  departments.  Following  this  connec- 
tion, Mr.  Stark  had  charge  of  purchase,  inven- 
tory and  production  control,  including  the 
organization  of  statistical  methods  of  the 
Charles  Freshman  Co.,  New  York. 


R.  G.  Ackerman,  Fada  Export 
Manager,  on  Trip  Abroad 

R.  C.  Ackerman,  export  manager  for  F.  A.  D. 
Andrea,  Inc.,  New  York,  is  now  on  a  foreign 
trip  to  capture  new  markets  for  Fada  radio. 
Among  the  centers  of  trade  which  are  being 
visited  by  Mr.  Ackerman  are  Hawaii.  Japan, 
Philippine  Islands,  Australia,  New  Zealand. 
Dutch  East  Indies  and  Straits  Settlements.  It 
is  expected  that  the  trip  will  take  about  eight 
months. 


Miss  Marguerite  Jay  Engaged 

The  engagement  of  Miss  Marguerite  Mont- 
gomery Jay,  daughter  of  Mr.  and  Mrs.  John 
Clarkson  Jay,  to  the  Rev.  William  Dudley 
Foulkc  Hughes  was  announced  recently.  Mr. 
Jay  is  a  director  of  the  Victor  Talking  Machine 
Co.  and  a  partner  of  the  banking  house  of  J. 
and  W.  Seligman  &  Co.  Miss  Jay  is  a  graduate 
of  the  Brearly  School  and  has  been  studying 
at  Bryn  Mawr.  The  Rev.  Mr.  Hughes  is  a 
graduate  of  Princeton  University  and  of  Hart- 
ford College,  Oxford,  England.  He  is  con- 
nected with  the  Cathedral  of  St.  John  the  Di- 
vine and  is  headmaster  of  the  Cathedral  Choir 
School. 
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LOW  (1  LOSS 

hiondgrRph  reproducer 


again  demonstrating  the  acknowl- 
1\.  edged  leadership  of  Symphonic  in 
the  reproducer  field  we  present  to  the 
trade  the  reproducer  de  luxe, a  precision 
instrument  of  finest  design  and  work- 
manship,— the  Low-Loss  Symphonic. 

As  its  name  implies,  this  reproducer, 
by  virtue  of  its  refinements,  transmits 
through  the  tone-arm  every  vibration 
recorded  on  the  record-groove,  every 
last  tone  or  overtone  with  little  or  no 
loss  in  transmission.  Your  customers 
can  buy  nothing  finer.  Exquisitely 
made,  it  is  encased  in  a  handsome 
bronze  finished  housing  with  a  nickel- 
or  gold-plated  centerpiece.  It  is  en- 
closed in  a  handsome  purple  silk-lined 
box  with  a  beautifully  embossed  cover 
and  is  identified  by  a  gold  stamped 
purple  ribbon  across  the  face  of  the 
reproducer. 

The  price  is 

no.oo 

Gold-plated  $12.00 

Other  Fast-Selling 
Symphonic  '^producers 

Symphonic      .    .    .  $8.00 
Gold-plated  « 10.00 

This  is  the  $8.00  number  that  has 
been  so  popular  with  phono- 
graph dealers  everywhere.  A 
wonderful  reproducer  whose  per- 
formance is  so  unusual  that  it 
sells  immediately  on  demon- 
stration. 

Overture    .    .    .    .  $5.00 
Gold-plated  $7.00 

A  remarkable  reproducer  at  a  reT 
markable  price.  Beautifully  fin- 
ished in  polished  nickel  or  gold 
plate.  A  great  seller. 

Symphonic  Phonograph 
Loudspeaker  Attachment 

The  greatest  phonograph  loud- 
speaker attachment  you  ever 
heard.  Not  a  toy  but  a  genuine 
loudspeaker  unit. 

Price  $5.50 
\  Gives  a  striking  demonstration 

{All prices  slightly  higher  west 
of  the  Rockies) 

SYMPHONIC  SALES 
CORPORATION 

Dept.  W. 

370  Seventh  Avenue 
NEW  YORK  U.  S.  A. 
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Sell  Radio  Reception 


By  W.  B.  Stoddard 


Is  Policy  of  Wiley  B.  Allen  Co. 


THE  Wiley  B.  Allen  Co.,  with  branches 
all  over  the  West,  has  made  a  success  of 
radio  from  the  start.  When  it  was  first 
talked  about  the  executives  of  the  company 
realized  that  here  was  a  new  form  of  musical 
entertainment  which  was  going  to  seriously 
affect  the  business  unless  they  grasped  the 
nettle  firmly  and  made  it  their  ally  instead  of 
competitor.  Accordingly  they  studied  radio  in 
all  its  phases,  and  then  took  on  a  single  make  of 
radio,  and  advertised  this  new  recreation  very 
extensively. 

The  radio  section  of  this  store  was  added  as 
an  adjunct  to  the  talking  machine  department. 
Announcements  were  sent  to  all  the  regular  cus- 
tomers of  the  store  and  due  publicity  was  given 
in  the  daily  papers.  Success  followed — and 
the  business  has  gradually  grown  until  it  now 
stands  on  a  fifty-fifty  basis  with  the  phonograph 
business.  The  policy  of  the  store  of  handling 
quality  goods  only  was  carried  out  in  its  new 
line.  Only  one  make  of  set  was  sold,  although 
a  variety  of  models  under  this  make  offered  op- 
portunity for  meeting  all  types  of  customers. 
No  attempt  was  made  to  handle  parts. 

Salesmen  Study  Their  Products 

The  sale  of  radio  is  handled  entirely  by  the 
regular  salesmen  of  the  store.  A  radio  special- 
ist was  added  to  the  mechanical  department  to 
install  sets  in  the  customers'  homes  and  for 
handling  repairs,  and  he  gave  instructions  to  the 
talking  machine  salesmen  on  the  principles  of 
radio.  All  the  men  in  this  department  under- 
took a  thorough  course  of  study  which  made 
them  familiar  with  radio  in  general  and  with 
the  line  handled  in  particular.  In  addition,  they 
were  already  trained  in  the  field  of  music  and 
were  able  to  meet  the  customer  with  an  under- 
standing of  his  interests. 

The  patron  who  goes  to  a  music  store  usually 
does  so  from  some  musical  interest  and  radio  is 
best  sold  to  him  as  a  musical  instrument, 
capable  of  bringing  to  him  a  constantly  chang- 
ing program  of  high  quality.  As  a  rule  he  is 
not  interested  in  the  mechanical  side  of  the 
instrument,  and  the  salesman  who  talked  coils 
and  tubes  wrould  generally  fail  to  make  a  sale. 
No  Outside  Demonstrations 

All  sales  are  made  in  the  store,  no  outside 
demonstrations  being  given.  One  of  the  special 
booths  in  each  store  has  been  wired  for  aerial 
and  ground  connections  and  fitted  up  in  an  at- 
tractive and  dignified  manner  as  a  drawing-room. 
Here  the  sets  are  displayed  as  they  would  ap- 
pear in  the  patron's  home.  The  demonstration 
is  given  a  dignity  which  would  be  entirely  lack- 
ing were  a  counter  demonstration  attempted. 


It  is  a  well-known  fact  that  the  quality  of  the 
program  actually  appears  higher  in  quiet  sur- 
roundings than  it  would  were  the  same  instru- 
ment to  be  operated  amid  coils  of  wire  and 
cluttered  store  conditions — a  fact  of  consider- 
able importance  in  convincing  music  patrons  of 
the  desirability  of  radio.  All  talking  machine 
demonstration  booths  in  the  Allen  stores  are  also 
wired  for  radio,  so  that  a  number  of  demonstra- 
tions can  be  handled  simultaneously  in  different 
rooms. 

Adopts  New  Radio  Service  Policy 

Overhead  on  the  sale  of  radio  has  been  rather 
high  on  account  of  the  necessity  of  following 
up  the  set  after  it  has  been  installed  in  the 
home.  The  Wiley  B.  Allen  Co.,  however, 
along  with  many  other  dealers,  is  adopting  a 
sales  policy  which  will  do  away  with  many  of 
the  troublesome  features  of  servicing  and  will 
materially  reduce  overhead.  A  complete  dem- 
onstration of  the  instrument  will  be  made  in  the 
store.  After  the  machine  is  delivered  an  ex- 
pert will  see  that  it  is  properly  installed  and  will 
give  the  purchaser  thorough  instruction  in  its 
operation.  He  will  see  that  the  set  is  mechani- 
cally perfect  when  delivered.  After  this,  the 
company  will  not  be  responsible  for  the  cus- 
tomers' difficulties,  most  of  which  arise  purely 
from  a  failure  on  the  part  of  the  new  operator 
to  understand  the  conditions  with  which  he  is 
dealing.  Hitherto  a  telephone  call  would  re- 
sult in  an  immediate  visit  from  a  "trouble  man" 
to  locate  the  defect.  Now  he  will  be  asked  to 
come  to  the  store  headquarters  and  explain  his 
difficulty. 

Overselling  Is  Dangerous 

The  secret  of  success  in  radio  sales,  according 
to  the  secretary  of  the  San  Francisco  office,  is 
not  to  oversell  the  instrument.  The  patron 
should  understand  the  conditions  and  the  limits 
of  the  radio  game  very  clearly.  He  should  be 
sold  on  local  stations  and  not  be  disappointed 
if  he  cannot  get  Canada  or  Cuba  every  night. 
He  should  know  that  it  is  not  always  possible 
to  hear  with  equal  clarity.  He  should  appreci- 
ate also  that  there  may  be  peculiarities  in  the 
location  of  his  residence  which  militate  for  or 
against  the  best  receiving  conditions — and  that 
even  experts  are  sometimes  at  a  loss  to  explain 
what  these  are.  If  the  salesman  will  be  per- 
fectly honest  with  him  there  will  be  little  fear 
of  the  return  of  the  instrument  caused  by  mis- 
understanding of  its  limitations. 

Cash  sales  are  made  whenever  possible,  but  in 
accordance  with  the  policy  of  the  store  in  other 
departments,  time  payments  are  allowed.  At 
least  one-third  of  the  price  is  required  as  initial 


payment,  and  payment  must  be  completed  within 
six  months. 

Profits  From  Sales  of  Portable  Radios 

The  method  of  the  G.  F.  Johnson  Piano  Co., 
Portland,  Ore.,  in  interesting  people  in  portable 
radio  is  an  ingenious  one.  At  the  beginning 
of  the  vacation  season  they  install  a  window  dis- 
play of  portable  radios.  At  an  hour  when  the 
streets  are  most  crowded  a  man  with  a  small 
black  case  tucked  under  his  arm  may  be  seen 
looking  interestedly  at  this  radio  display.  One 
interested  spectator  soon  gathers  a  crowd  about 
the  window — as  a  crowd  soon  gathers  momen- 
tum when  a  few  people  stop.  As  soon  as  a 
number  have  collected  the  man  slips  to  the  en- 
trance of  the  store  and  places  his  box  on  a 
stand.  Immediately  music  issues  from  it,  and 
the  crowd  sees  that  it  is  a  radio  instrument.  It 
is  seen  to  be  small  and  compact,  and  easily 
transported.  Bystanders  who  appear  interest- 
ed give  the  salesmen  follow-up  data,  such  as 
names  and  addresses.  The  man  in  charge  of 
the  set  tells  them  of  the  special  payment  plan, 
which  allows  them  to  purchase  the  $190  radio 
on  the  ten-payment  plan.  Fully  half  of  the 
radio  sales  of  this  company  are  portable  sets. 


Amplion  Executives  Hold 

Conference  in  London 


S.  B.  Trainer,  A.  M.  Harris  and  Lloyd  Spencer 
of  Amplion  Corp.  of  America  Attend  Con- 
ference at  Offices  of  Graham-Amplion,  Ltd. 


S.  B.  Trainer,  president  of  the  Amplion  Corp. 
of  America,  and  A.  M.  Harris,  chief  consulting 
engineer,  who  sailed  for  England  recently,  are 
attending  an  important  conference  of  Amplion 
executives  at  the  headquarters  of  Graham- 
Amplion,  Ltd.,  London.  Lloyd  Spencer,  general 
sales  manager,  who  sailed  for  Europe  at  an 
earlier  date,  joined  Mr.  Trainer  and  Mr.  Harris 
at  the  London  conference.  It  is  understood 
that  matters  of  major  importance  will  be  de- 
cided at  the  meeting. 

V.  L.  Rich,  advertising  manager,  is  in  charge 
of  Amplion  interests  in  the  absence  of  the 
other  executives. 


Opens  Victrola  Department 

Scranton,  Pa.,  May  5. — The  Stieff  Piano  Co. 
recently  opened  a  talking  machine  department 
in  its  store  at  513  Lackawanna  avenue,  featuring 
the  Victor  line.  Edgar  W.  Kraus  has  been 
appointed  manager. 
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JL  I 


A      REMARKABLE  LOUDSPEAKER 


BEAUTIFUL 


LIBRARY  GLOBE 


A  Dual  ~  Purpose  Speaker 


H 


ERE  is  the  most  unusual  piece  of  radio  mer- 
chandise ever  offered  the  dealer. 
A  loudspeaker  that  will  out-perform,  on  compara- 
tive test,  any  speaker  in  its  price  class.  The  Globe 
form  is  an  integral  part  of  its  patented  design  and 
permits  the  full  range  of  reproduction  in  balanced 
harmony — no  blurring  or  roaring  of  the  bass  notes, 
no  rattling  of  the  trebles. 

The  Globe  itself  is  a  genuineaccurate  full-sized  libra- 
ry Globe  mounted  on  a  bronze  finished  pedestal.  It 


can  be  used  for  reference  just  as  any  ordinary  Globe. 
Think  what  this  means  to  your  customers.  What  a 
delight  to  be  able  to  follow  travel  talks  and  news 
events,  right  on  the  loudspeaker,  or  for  the  instruction 
of  the  children  who  have  always  wanted  a  Globe 
to  refer  to.  Here  is  a  sales  opportunity  you  have 
been  looking  for — "something  new  in  radio." 
And  the  price  is  little  more  than  the 
cost  of  the  Globe  alone.  $2^00 
Complete  with  20  feet  of  cord     .    .     J  J 


Symphonic  Globe  Speakers  will  be  distributed  only  through  exclusive  wholesale  channels. 
We  "welcome  inquiries  from  good  distributors. 

SYMPHONIC  SALES  CORPORATION,  Department  t,  370  Seventh  Avenue,  New  York 


1 


The^    Finest^  %adio 


Speaker    ffin~>    the~>  World 
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You  can  forget  damage  claims! 

When  you  ship  your  radios  in  Atlas  Plywood  Packing  Cases  you 
know  there  won't  be  any  come-backs  from  the  other  end  in  the  way 
of  bothersome  claims  for  damages. 

Atlas  Plywood  Cases  offer  the  surest  shipping  protection  to  radios 
and  phonographs  of  any  packing  containers  made.  Years  of  con- 
tinuous and  satisfactory  use  by  the  largest  phonograph  and  radio 
manufacturers  in  the  country  will  attest  to  that. 

Let  us  figure  on  your  list  of  sizes. 


S38 


C/IRRY  THE  WEIGHT - S/IVE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


PARK  SQUARE  BUILDING,  BOSTON,  MASS. 

York  Office  Chicago  Office 

90  West  Broadway  649  McCormick  Building 


A  Work  Bench  to  Facilitate  Servicing 

Radio  Receiving  Sets  by  the  Retailer 

Arrangement  of  Work  Bench  Has  Much  to  Do  With  Efficiency   of  Servicing — Bench  Designed 
by  the  Service  Department  of  F.  A.  D.  Andrea,  Inc.,  Can  Be  Used  by  All  Retailers 


A  dealer's  work-bench  for  servicing  of  radio 
receivers  is  made  the  subject  of  an  interesting 
report  by  the  service  department  of  F.  A.  D. 
Andrea,  Inc.,  of  New  York,  manufacturer  of 
Fada  radio. 

The  accompanying  photograph  shows  one 
very  good  method  of  arranging  the  work-bench 


battery  leads  come  up  through  the  table  and 
are  connected  permanently  to  the  row  of  bat- 
tery clips  immediately  in  front  of  the  man 
working  on  the  set  on  the  top  shelf.  These 
are  mounted  on  a  small  strip  of  bakelite  and 
marked.  This  is  very  simple  to  construct,  and 
is  of  tremendous   convenience.       The  batterv 


Practical  Radio  Work 

to  simplify  work  on  servicing  radio  receivers. 
The  picture  gives  an  excellent  idea  of  the  essen- 
tial layout  and  every  tool  needed  is  right  there, 
soldering  iron,  head  set,  batteries,  screwdriver, 
voltmeter,  speaker  and  oscillator. 

The  first  thing  is  of  course  to  remove  the 
chassis  from  the  set  and  the  illustration  shows 
one  of  the  shields  off.  The  table  has  three 
levels,  the  lowest  one  is  for  the  batteries,  the 


Bench  for  Retail  Dealers 

connections  are  permanent  and  snapping  these 
battery  clips  to  the  proper  leads  from  the  set 
is  but  a  matter  of  a  few  seconds.  A  wood 
block  with  holes  bored  in  it  holds  the  loops. 

While  this  explanation  has  special  reference 
to  a  certain  set,  dealers  everywhere  may  follow 
the  general  lines  and  work  out  a  suitable  work- 
bench to  fit  their  own  needs.  In  the  photograph 
shown  herewith  the  device  between  the  speaker 


and  the  loops  on  the  upper  shelf  is  an  oscillator, 
in  reality  a  miniature  broadcasting  station  which 
permits  the  dealer  to  conduct  his  tests  inde- 
pendent of  any  station  or  at  any  time. 

It  is  recommended  of  course  that  all  testing 
be  done  with  batteries  which  are  of  first-rate 
quality  and  with  the  proper  voltage.  Just  to 
the  right  of  the  loops  is  a  voltmeter  perma- 
nently mounted  in  a  bakelite  strip.  The  tube 
rack  is  very  easily  constructed  and  will  be 
found  a  great  convenience.  All  testing  should 
be  done  with  tubes  of  known  quality  and  it  is 
often  preferable  to  use  the  tube  dampers 
which  tend  to  prevent  any  microphonic  action 
or  mechanical  regeneration.  At  the  point  where 
the  soldering  iron  is  connected  there  is  another 
convenience  outlet.  This  connection  is  useful 
tor  particularly  dark  days  or  seeing  into  dark 
corners  by  simply  attaching  a  25-watt  bulb  on 
a  flexible  cord.  The  drawer,  while  not  an  essen- 
tial, is  alwavs  useful. 


Mr.  and  Mrs.  E.  W.  Poling 
Injured  in  Auto  Accident 

Toledo,  O.,  May  5.— Earle  \Y.  Poling,  well- 
known  music  dealer  of  Akron,  O.,  and  Mrs. 
Poling  were  painfully  injured  last  month  when 
driving  from  their  home  to  visit  the  Sparks- 
Withington  Co.,  Jackson,  Mich.,  manufacturer 
of  Sparton  radio  sets.  The  car  in  which  Mr. 
and  Mrs.  Poling  were  riding  collided  with  a 
motor  bus  filled  with  children  on  a  holiday  trip. 
Mr.  and  Mrs.  Poling,  although  requiring  treat- 
ment at  a  hospital,  were  not  seriously  hurt. 


New  RCA  "Movie"  Slides 


A  revised  set  of  motion  picture  theatre  slides 
may  now  be  obtained  by  RCA  authorized 
dealers  by  writing  for  them  to  the  nearest  dis- 
trict office.  They  are  furnished  free  of  charge 
unimprinted,  but  the  dealer's  name  and  address 
will  be  imprinted  at  a  cost  of  10  cents  per  slide. 
The  complete  set  consists  of  fifteen  slides. 


J.  H.  Tregoe  Resigns 

J.  H.  Tregoe,  who  has  been  actively  identi- 
fied with  the  National  Association  of  Credit 
Men  since  1896,  will  retire  from  his  position  as 
executive  manager  on  July  1.  Mr.  Tregoe  has 
made  no  plans  beyond  a  trip  to  Europe  this 
Summer  and  he  will  make  his  permanent  home 
in  California.  No  successor  has  as  yet  been  ap- 
pointed. 


Sold  Seven  Automatics 


During  the  week  of  the  introduction  of  the 
Automatic  Orthophonic  Victrola  the  Malarkey 
Piano  Co.,  of  Pottsville,  Pa.,  sold  seven  of  the 
new  instruments. 
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No  Tubes 

Acoustical 
Amplification 

— that's  the  secret  of  the  full, 
mellow  tones  that  are  pro- 
duced by  the  Melofonic  LB 
Speaker.  It's  built  to  with- 
stand the  powerful  high, 
varying  voltages  being  de- 
manded now  by  leading  set 
manufacturers.  And  in  ad- 
dition to  all  this  it  is  a  beau- 
tiful piece  of  furniture  that 
will  harmonize  with  most  any 
color  scheme. 


Necessary  I 


DISTRIBUTORS 

We  are  now  negotiating  for 
exclusive  territories  in  all 
sections  of  the  country.  Write 
us  at  once  for  our  Distribu- 
tors' proposition. 


MODEL  LB 

*65 

RETAIL  PRICE 

Slightly  Higher  in  the  W  est 


DEALERS : 

Ask  your  distributor  for 
Melofonic  Speakers.  If  he 
cannot  supply  you  write  us 
for  name  of  distributor  serv- 
ing your  territory. 


MODEL  M 

$28-50 

RETAIL  PRICE 

Slightly  Higher  in  the  It  est 


First  in  Tone 

and 

Appearance 

— and  you  will  say  so  too 
as  soon  as  you  have  seen 
and  heard  the  Melofonic  M 
Speaker.  High  or  low  notes 
are  reproduced  equally  as 
well  and  with  absolute  fi- 
delity. Melofonic  Speakers 
will  improve  the  perform- 
ance of  any  good  receiver 
and  positively  assists  in 
creating  satisfied  custom- 
ers. Request  samples  to- 
day and  perform  the  "Best 
by  Comparative  Test"  in 
your  own  store. 


PROGRESSIVE 

319  Sixth  Avenue 


MENT  CORP. 

New  York  City 


The  Talking  Machine  World,  New  York,  May,  1927 


PAL  De  Luxe  $30-List 

Designed  on  the  new  improved  sound  reproduction  principles — 
with  a  forty-inch  sound  chamber.  Equipped  with  the  MICRO- 
PHONIC tone-arm  and  reproducer,  and  the  Thorens  double  spring 
motor.  Covered  in  richly  designed,  genuine  DuPont  Fabrikoid  with 
an  embossed  border  finished  in  antique  gold.  Embossed  album 
border  also  finished  in  antique  gold.  Weight,  17  lbs.  Size,  lo}/, 
inches  long,  12  inches  wide  and  7%  inches  high.  Supplied  in  black, 
blue,  brown  and  red  finishes. 


The  Standard  PAL- $25  List 

From  the  rich  DuPont  Fabrikoid  coverings  to  the  rugged  Thorens 
double-spring  motor,  every  feature  and  every  detail  in  PAL  makes 
everlasting  inner  and  outer  quality. 

Equipped  with  the  Thorens  double-spring  motor  (plays  three  records 
with  one  full  winding)  and  a  specially  designed  metal  shielded  re- 
producer, height  16  lbs.;  IS1/?  inches  long,  12  inches  wide  and  7% 
inches  high.  Covered  in  genuine  DuPont  Fabrikoid  and  supplied 
in  black,  blue,  brown  and  red  finishes. 

PAL  Junior— $15  List 

It  is  one  of  the  biggest  selling  portable  phonographs  in  the  industry 
today,  because  it  is  the  ideal  machine  for  those  people  who  cannot 
spend  more  than  S15  for  a  portable  phonograph.  Equipped  with  a 
heavy  single-spring  guaranteed  motor,  and  a  new  improved  tone- 
arm  and  metal  shielded  reproducer.  Weight,  11%  lbs.  Size  IS1/? 
inches  long,  12^4  inches  wide  and  7  inches  high.  Covered  with 
genuine  DuPont  Fabrikoid,  and  supplied  in  black,  brown,  blue,  red 
and  green  finishes. 

PAL  Kompact— $10  List 

The  smallest  real  phonograph  made.     Plays  stand- 
ard ten-inch  records.     Comes  ready  to  play  with 
nothing  to  attach  or  remove.    Its  volume  is  equal 
to  that  of  many  of  the  large  size  portables. 
A  remarkable  sales  item  with  irresistible 
appeal  for  those  who  like  a  novel  type  real 
phonograph.     ^  eight  4y2   lbs.     Size.  5 
inches  long,  6  inches  wide  and  7*4  inches 
ligh.   Supplied  in  black  only. 


All  prices  slighrty  higher  in 
Far  W  esl  and  Canada 


IMPORTANT ! 


During  the  past  several  months  a  great  number  of  our 
distributors  and  dealers  throughout  the  country  have  re- 
quested that  in  view  of  the  prominence  of  the  "PAL" 
trade-mark,  we  change  the  names  of  all  our  portable  pho- 
nographs to  conform  with  the  "PAL*'  family  name.  We 
therefore  announce  that,  effective  immediately,  we  shall 
distribute  all  of  our  models  under  the  "PAL""  family  name 
as  follows:  Pal  DeLuxe  (new  model) — Pal  (standard  Pali 
— Pal  Jr.  (formerly  Regal) — Pal  Kompact  (formerly  Kom- 
pact) . 


Display  and  Demonstrate  this  remarkable  line  —  It  will  sell  itself! 
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Why* PAL  " 


It  is  today  nationally  recognized  that  the 
"PAL"  family  is  absolutely  supreme  in  the 
portable  phonograph  field  —  a  leadership 
which  has  been  built  up  by  years  of  unchal- 
lenged superiority  in  quality,  performance, 
and  above  all  in  value! 

Constantly  improved — with  features  which 
are  found  in  no  other  portable  phonographs, 
— the  "PAL"  family  is  now,  more  than  ever, 
unequalled  in  quality  and  beauty — un- 
matched in  value*  That  is  why  it  constitutes 
the  most  important  portable  phonograph 
group  in  the  industry  today* 

Four  models  and  fourteen  finishes!  $10  to 
$30  retail!  For  quick  action  and  prompt 
service,  write  or  wire  us  for  the  name  of  your 
nearest  distributor* 


PLAZA    MUSIC  COMPANY 
10  West         St,  Mw  York. 
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The  Symbol  of  Unswerving 

UNIFORMITY 

— In  Radio 

Apex  Maintains  a  15 -Year  Record 

Fifteen  years  ago  Apex  was  established.  Every  year,  except  1920  (no  explanation  neces- 
sary), has  shown  a  profit — an  unfailing  index  of  the  firm's  sound  stand  on  the  quality 
of  its  products  and  its  attitude  toward  Apex  Jobbers  and  their  Dealers.  Uniformity  in 
earning  capacity  is  a  barometer  of  Apex  standing  with  its  customers  and  the  radio  in- 
dustry as  a  whole. 

Uniformity — 


— in  sales  policy  has  been  one  of  the  most  important  factors  in  Apex  advancement.  Rec- 
ords show  that  91  per  cent  of  all  business  relationships  established  during  our  radio  life 
are  active  today.  Apex  never  deviates  from  the  policy  of  selling  through  the  legitimate 
trade  channels  of  Jobber  to  Dealer. 


Uniformity 


— in  production  is  an  outstanding  Apex  characteristic.  Out  of  all  the  Apex  radio  sets 
built  in  1926,  less  than  1/3  of  1  per  cent  were  returned,  and  the  majority  of  these  were 
mechanically  faultless.    When  an  Apex  is  sold  it  stays  sold. 


Uniformity- 


— in  personnel  has  tremendous  bearing  on  the  progress  of  an  institution.  The  same  men 
who  headed  Apex  in  the  beginning  are  its  active  responsible  heads  today.  The  pol- 
icies and  ideals  on  which  they  built  the  foundations  are  uniformly  maintained. 


Uniformity- 


in  Apex  Advertising  and  sales  promotion  work  is  another  secret  of  the  maintenance  of 
Jobber  and  Dealer  good-will.  Every  advertising  promise  Apex  ever  made  has  been  car- 
ried out  to  the  letter.  During  1927  Apex  is  advertising  to  the  public  in  every  impor- 
tant jobbing  zone  in  the  United  States.    Ask  Apex  for  details. 

See  our  complete  NEW  line  at  the  R.  M.  A.  Trade 
Shoiv,  June  13-18,  Booth  No.  94,  Stevens  Hotel,  Chicago 


Apex  Electric  Manufacturing  Co. 

(Radio  Division) 
1410  West  59th  Street     Chicago,  U.  S.  A. 
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Last-Minute  News  of  the  Trade 


K.  E.  Reed  Sales  Manager 

of  Federal  Radio  Corp. 

Popular  Executive  Has  Had  Seventeen  Years' 
Exosrience  in  the  Music  and  Radio  Field — 
Advancement  Has  Been  Exceedingly  Rapid 

Buffalo,  N.  Y.,  May  7. — The  Federal  Radio 
Corp.,  manufacturer  of  Ortho-sonic  receivers, 
announces  the  appointment  of  Kenneth  E.  Reed 
as  sales  manager.    The  selection  of  Mr.  Reed 


Kenneth  E.  Reed 


for  this  important  post  marks  one  of  the  most 
rapid  advances  in  a  company  which  has  been 
noteworthy  for  speedy  progress  since  its  mar- 
keting reorganization  in  1925  under  the  leader- 
ship of  L.  E.  Noble.  Mr.  Reed  joined  the  Fed- 
eral sales  organization  in  August,  1926,  as  ter- 
ritorial representative  for  metropolitan  New 
York. 

His  business  career  began  in  the  talking  ma- 
chine field  seventeen  years  ago,  when  he  went 
with  M.  Steinert  &  Sons  Co.,  of  Boston,  New 
England  Victor  distributor,  as  stock  boy.  Some 
time  thereafter  he  took  charge  of  the  retail  de- 
partment at  Steinert  Hall,  Boston.  Later  he 
was  appointed  manager  of  the  wholesale  record 
department,  and  during  the  early  part  of  1917 
assumed  the  duties  of  manager  in  the  general 
wholesale  department,  where  he  remained  for 
eight  years.  Mr.  Reed's  connection  with  the 
Steinert  Co.  ended  two  years  ago,  when  he  re- 
signed, to  become  New  Enland  representative 
for  l'athex.  Upon  his  appointment  last  August 
as  Federal  territorial  representative  for  New 
York,  he  took  over  the  supervision  of  Federal's 
sales  and  advertising  campaign  in  the  metropol- 
itan area.  In  December  he  was  made  special 
representative  to  Federal  wholesalers,  and  held 
that  positio.n  until  his  recent  appointment  as 
sales  manager. 

Congratulations  apparently  are  very  much  in 
order  from  Mr.  Reed's  host  of  friends.  He  is 
personally  known  to  practically  every  talking 
machine  distributor  and  dealer  in  New  England 
and  New  York,  and  to  all  wholesalers  of  Federal 
Ortho-sonic  radio  throughout  the  country.  The 
opinion  that  Mr.  Reed  will  make  a  splendid  suc- 
cess of  his  new  position  seems  to  be  unanimous. 


RCA  Dividend 


At  the  meeting  of  the  Board  of  Directors  of 
the  Radio  Corp.  of  America,  held  on  Friday, 
May  6,  1927  a  dividend  of  1?4  per  cent  for  the 
second  quarter  of  the  year  1927  was  declared  on 
the  outstanding  "A"  Preferred  stock  of  the  com- 
pany. The  dividend  is  payable  July  1,  1927,  to 
stockholders  of  record  June  1,  1927. 


Spring  Season  of  Edison 

Tone-Tests  Is  Completed 

Edison  Artists  Give  Over  500  Concerts  During 
Season  in  Various  Parts  of  the  Country — 
New  Edition  of  "What  the  Critics  Say" 


There  has  just  been  brought  to  a  close  the 
annual  Spring  season  of  Edison  tone  tests  in 
the  course  of  which  a  selected  group  of  artists 
gave  some  500  tone-test  concerts  in  various 
sections  of  the  country.  The  success  of  this 
method  of  providing  direct  comparison  between 
the  Edison  records  and  the  voices  and  instru- 
ments that  are  recorded  has  proved  a  most  ef- 
fective means  of  publicity  and  sales  building, 
and  the  plan  is  now  in  its  twelfth  year. 

As  a  result  of  these  tone-tests  there  has  been 
an  increased  demand  for  the  booklet:  "What 
the  Critics  Say,"  containing  the  opinions  of 
noted  musical  authorities  regarding  the  faith- 
fulness of  Edison  reproductions,  and  a  new  and 
revised  edition  of  this  booklet  is  now  on  the 
press.  An  innovation  introduced  this  season 
in  connection  with  tune  tests  has  been  the  sup- 
plying of  the  audience  members  with  cards  upon 
which  they  may  indite  various  questions  and 
forward  them  to  the  local  dealers.  These  cards 
are  proving  effective  in  building  up  prospect 
lists. 

Sophie  Tucker  to  Record 

Exclusively  for  Okeh 

Popular  Star  of  Musical  Comedy  and  Vaude- 
ville Stage  Makes  First  Okeh  Records — Now 
on  Tour  of  Country  With  "Gay  Paree" 


Sophie  Tucker,  one  of  the  most  popular  and 
successful  musical  comedy  and  vaudeville  stars, 
signed  a  contract  recently  with  the  Okeh  Pho- 
nograph Corp.,  New  York,  whereby  she  will 
record  exclusively  for  the  Okeh  library.  This 
announcement  will  be  welcome  news  to  Okeh 
jobbers  and  dealers,  for  Sophie  Tucker's  record- 
ing of  popular  hits  has  won  enthusiastic  ap- 
proval throughout  the  country  and  there  is  a 
brisk  demand  for  them. 

Miss  Tucker  recently  started  on  a  country- 
wide tour  with  "Gay  Paree"  and  it  is  expected 


Sophie  Tucker 

that  Okeh  dealers  along  the  route  of  this  musi- 
cal revue  will  secure  valuable  publicity  through 
Miss  Tucker's  Okeh  contract.  Her  first  Okeh 
recording  is  accompanied  by  "Miff  Mole's  Mo- 
lersJ'  with  Ted  Shapiro  at  the  piano,  one  of  the 
popular  jazz  orchestras  of  the  present  day.  The 
initial  selections  recorded  by  Miss  Tucker  under 
her  exclusive  Okeh  contract  are  "Fifty  Million 
Frenchmen  Can't  Be  Wrong"  and  "One  Sweet 
Letter  From  You." 


Otto  N.  Frankfort  Is  Made 

Mohawk  Vice-President 

Popular  Executive  Is  Appointed  Vice-president 
in  Charge  of  Sales — Mr.  Frankfort  Recently 
Completed  Extensive  Trade  Trip 

Upon  his  recent  return  from  a  seven  weeks' 
trip  throughout  the  West  and  the  Pacific  Coast, 
upon  which  he  traveled  over  10,000  miles,  Otto 
N.   Frankfort,  sales  manager  of  the  Mohawk 


Otto  N.  Frankfort 


Corp.  of  Illinois,  was  pleasantly  surprised  to  find 
new  private  offices  awaiting  him  with  the  let- 
tering upon  the  door  reading  "Otto  N.  Frank- 
fort, vice-president  in  charge  of  sales." 

Mr.  Frankfort,  who  numbers  among  his 
friends  radio  distributors  throughout  the  coun- 
try, presided  at  the  recent  very  successful  Mo- 
hawk convention  in  Chicago,  and  during  the 
course  of  the  meeting  received  the  hearty  con- 
gratulations of  the  jobbers  upon  his  appoint- 
ment as  vice-president.  His  new  title  is  a  well- 
deserved  tribute  to  Mr.  Frankfort's  indefatiga- 
ble activities  in  behalf  of  Mohawk  products,  and 
in  addition  to  the  felicitations  received  from 
Mohawk  jobbers,  many  wires  of  congratulations 
were  sent  by  radio  executives.  Gustave  Frankel, 
president  of  the  Mohawk  Corp.  of  Illinois,  and 
Louis  Frankel,  treasurer  of  the  company,  are 
working  in  close  co-operation  with  Mohawk 
jobbers  arid  dealers,  assisted  materially  by  Mr. 
Frankfort's  many  years  of  merchandising  and 
sales  experience. 


Douglas  De  Mare's  New  Post 

As  a  reward  for  his  effort  in  helping  to  place 
the  Mohawk  Corp.  of  Illinois  in  a  prominent 
position  in  the  radio  industry,  Douglas  De  Mare 
recently  received  a  well-earned  promotion,  and 
he  is  now  vice-president  in  charge  of  engineer- 
ing and  purchasing.  Mr.  De  Mare  has  been  con- 
nected with  the  Mohawk  Corp.  of  Illinois  for 
five  years. 


Recording  for  Columbia 

One  of  the  latest  additions  to  the  artists  who 
are  recording  exclusively  for  the  Columbia 
Phonograph  Co.  catalog  is  Cass  Hagan  and  His 
Hotel  Manger  Orchestra.  Tlvs  orchestra,  which 
plays  ir  the  Moorish  gril!  a:  this  hotel,  has  in 
a  compaiatively  short  time  won  a  considerable 
following  among  New  Yorkers. 
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An  Event  of  Significance  to  Radio 

THE  outstanding  events  of  next  month  will  be  the  annual  conven- 
tion of  the  Radio  Manutacturers'  Association  and  the  Federated 
Radio  Trade  Association,  together  with  the  First  Annual  Radio 
Trade  Show,  held  at  the  Hotel  Stevens,  Chicago,  from  June  13 
to  17.  The  selection  of  the  dates  for  the  meeting  and  for  the 
show  is  particularly  significant,  for  earnest  consideration  is  to  be 
given  to  the  question  of  making  radio  a  year- round  rather  than  a 
seasonal  business,  and  the  suggestions  presented,  together  with  the 
decisions  arrived  at,  can  be  put  into  effect  in  time  to  have  a  dis- 
tinct bearing  upon  radio  business  during  the  Summer  and  Fall. 

The  public  i^  not  in  any  sense  entirely  to  blame  for  any  lack  of 
interest  in  radio  during  the  Spring,  Summer  and,  it  may  be  said,  the 
early  Fall  months,  for  the  trade  itself  has  not  been  any  too  keen  in 
the  promotion  of  campaigns  to  keep  radio  alive  right  through  the 
year.  Then,  again,  the  broadcasters  have  in  the  past  been  inclined  to 
let  down  somewhat  in  their  programs  with  the  coming  of  Spring, 
and  by  that  means  have  in  a  measure  encouraged  the  public  to  let 
its  interest  lag  for  at  least  a  certain  period  of  the  year.  Then,  too, 
the  dealers,  having  enthused  over  the  new  lines  as  introduced  in  the 
late  Summer  or  early  Fall,  have  concentrated  their  selling  efforts 
to  carry  them  through  the  holiday  season  and  then  have  all  too  fre- 
quently been  inclined  to  mark  time  until  the  next  batch  of  annual 
new  models  were  ready  for  inspection. 

This  year  it  is,  or  should  be,  different.  With  the  Show  at  the 
outset  of  the  Summer  there  will  be  afforded  to  the  retailer  and  the 
public  an  opportunity  for  studying  the  improvements  and  making 
decisions  regarding  what  is  most  desirable  and  what  is  not,  at  least 
two  months  in  advance  of  the  date  at  which  the  same  opportunity 
was  presented  the  previous  year.  In  other  words,  deliveries  of  new 
models  can  now  be  made  actually  before  the  date  that  they  were 
first  displayed  in  years  gone  by.  This  in  itself  has  a  significance 
that  should  not  be  underestimated. 

Coupling  the  conventions  with  the  Show,  as  it  were,  serves  a 
most  useful  purpose,  for  the  members  of  the  trade  cannot  alone 
witness  at  first  hand  what  progress  has  been  made  in  radio  reception 


media,  but  can  discuss  with  their  fellows  those  matters  of  paramount 
importance  affecting  the  industry  from  every  angle.  First  among 
these  matters  comes  the  question  of  stabilizing  the  industry  to  a 
point  where  it  is  a  year-round  proposition  and  not  confined  to  a 
few  months  of  the  year,  as  though  it  had  to  do  with  straw  hats  or 
fur  coats.  That  the  industry  itself  is  cognizant  of  the  situation  and 
is  showing  willingness  to  meet  it  augurs  well  for  the  future. 

Peaks  and  valleys  in  business  cramp  the  merchant's  plans,  for 
he  is  forced  to  worry  either  over  a  high  inventory  or  a  shortage  of 
stock.  It  is  the  product  that  moves  steadily  from  his  shelves  month 
in  and  month  out,  rising  and  falling,  of  course,  to  a  degree  from 
one  season  to  another,  that  makes  for  frequent  turnover  and  profit- 
able business.  It  is  to  be  hoped  that  at  the  Chicago  meetings  some 
Solution  to  the  several  problems  will  be  arrived  at  which  will 
ameliorate  the  present  situation,  if  not  entirely  overcoming  it. 

For  those  who  recognize  the  close  affiliation  between  radio  and 
the  other  divisions  of  the  trade  interest  is  found  in  the  fact  that  dur- 
ing the  week  preceding  the  radio  conventions  and  the  radio  show  in 
Chicago  there  will  be  held  in  that  city,  also  at  the  Hotel  Stevens, 
the  annual  conventions  of  the  National  Music  Industries,  where 
there  are  scheduled  for  discussion  a  number  of  matters  concerning 
trade-ins,  the  adoption  of  the  carrying  charge,  and  other  similar 
questions  that  are  as  pertinent  to  the  man  who  sells  radio  alone  as 
the  one  who  sells  pianos. 


Increase  Profits  by  Higher  Unit  Values  of  Sales 

A  LTHOUGH  the  surface  has  barely  been  skimmed  in  the  market 
for  new  types  of  talking  machines  and  phonographs,  there  are 
already  to  be  found  those  who  insist  upon  making  their  appeal  to 
the  masses  by  featuring  the  lowest-priced  models  together  with  long 
terms  of  payment.  It  is  a  situation  that  has  been  brought  about  by 
dealers  themselves  in  some  localities,  in  an  apparent  desire  to  cut 
down  sales  resistance  and  take  the  easiest  way  in  building  volume. 

Quality,  and  not  cheapness,  should  be  the  logical  argument  in 
selling  these  worthy  new  instruments,  for  there  are  in  every  com- 
munity hundreds,  and  in  some  cases  thousands,  of  prospects  for  in- 
struments that  run  into  hundreds  of  dollars.  It  is  quite  as  possible 
to  sell  these  people  higher-priced  machines,  and  thus  build  up  a  big 
unit  turnover,  as  it  is  to  let  this  market  take  care  of  itself  and  devote 
efforts  to  getting  after  the  little  fellows. 

It  is  significant  that  even  under  existing  conditions  the  average 
unit  value  of  sales  in  the  leading  types  of  machines  is  in  the  neigh- 
borhood of  $300,  as  compared  to  an  average  value  of  $100  for  the 
old  models.  This  in  itself  is  significant,  for  it  proves  that  a  very 
substantial  number  of  the  instruments  sold  must  be  considerably 
over  $300  in  price  if  such  an  average  is  to  be  maintained. 

Properly  handled,  the  sales  of  units  of  $'500  or  more  require  no 
more  selling  effort  and  often  not  as  much  as  is  required  to  dispose 
of  an  instrument  for  $100  or  less.  As  the  dealer  knows  his  busi- 
ness and  his  trade,  the  credit  risk  on  the  larger  unit  sale  is  much 
smaller  than  on  the  little  sale.  This  is  not  to  say  that  old  and  new 
prospects  who  may  be  expected  to  confine  themselves  to  purchases 
of  $100  or  less  should  be  neglected,  but  if  the  dealer  and  the  sales- 
man concentrate  on  the  higher  types  of  prospects  they  can  realize 
the  additional  reward  that  comes  from  such  business  while  the  small 
unit  sales  will  come  close  to  taking  care  of  themselves. 

It  was  noteworthy  that  in  the  early  days  of  the  talking  machine 
the  great  bulk  of  the  sales  in  the  virgin  field  were  of  instruments 
that  in  that  day  represented  the  cream  of  the  output,  with  about  $250 
as  the  maximum  per  sale.  As  this  high-class  market  wlas  satisfied 
the  trade  branched  out  to  take  care  of  the  great  popular  and  low- 
priced  market.  It  is  quite  logical  to  follow  this  same  rule  under 
present  conditions,  for  in  a  sense  this  virgin  field  has  been  recreated 
and  the  big  unit  market  is  again  existent.  This  is  not  to  say  that 
the  man  with  $100  to  spend  is  to  be  neglected,  but  it  does  mean  that 
if  the  dealer  does  go  after  high-priced  business  with  its  high  per- 
centage of  profits,  the  smaller  units  business  will  practicallv  take 
care  of  itself. 

It  is  agreed  that  the  secret  of  successful  retail  merchandising  is 
in  maintaining  a  rapid  turnover  of  stock  and  capital.  Big  unit  sales 
mean  a  more  rapid  capital  turnover,  just  as  would  a  few  of  those 
machines  unsold  have  a  distinct  effect  upon  the  inventory.  It 
makes  considerable  difference  whether  100  or  500  sales  are  required 
to  develop  a  $50,000  volume. 
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Intelligent  Publicity  Helps  the  Industry 

THE  interest  that  has  been  shown  throughout  the  country  in  the 
New  Automatic  Orthophonic  Victrola  represents  not  only  a 
tribute  to  the  foresight  of  the  manufacturers  in  placing  that  instru- 
ment on  the  market,  but  an  opportunity  for  all  members  of  the 
industry  to  capitalize  on  the  arousing  of  fresh  public  interest  in  the 
talking  machine  and  in  talking  machine  music. 

Any  widespread  publicity  such  as  that  which  surrounded  the  in- 
troduction of  the  new  musical  instrument  reflects  to  the  advantage 
of  every  individual  member  of  the  industry,  for  it  serves  to  center 
public  attention  upon  the  products  they  have  to  offer  and  sales  re- 
sistance is  reduced  in  direct  proportion  to  the  extent  of  this  public 
interest. 

The  people  of  the  United  States  at  the  present  time  cannot  be 
depended  upon  to  devote  themselves  to  any  particular  product  for 
any  length  of  time,  unless  their  interest  in  that  product  is  main- 
tained through  the  medium  of  publicity  of  one  form  or  another.  It 
is  not  the  fault  of  the  public  but  rather  a  credit  to  the  ability  of 
the  manufacturers  and  distributors  and  advertising  men  of  the  na- 
tion who  have  developed  their  abilities  to  a  point  where  they  can 
sway  public  interest  almost  as  they  will,  provided  the  product 
offered  has  enough  intrinsic  value  and  there  is  sufficient  money  to 
finance  the  campaign. 

When  therefore  any  product  of  the  talking  machine  industry  is 
found  sufficiently  novel  and  worth  while  to  warrant  articles  in  the 
news  columns  of  the  daily  papers  it  tends  also  to  focus  or  rather 
refocus  public  attention  on  all  similar  products.  In  short,  the  Auto- 
matic Orthophonic  Victrola  was  accorded  the  reception  it  deserved, 
but,  more  than  that,  it  served  once  more  to  direct  public  attention 
to  the  new  sound-reproducing  instruments  and  their  accompanying 
records.  Thus  the  introduction  of  new  instruments  serves  not  alone 
to  round  out  an  already  rather  complete  line,  but  proves  a  rejuve- 
nating force  in  favor  of  all  instruments  of  the  type  so  far  as  the 
public  is  concerned. 


Looking  Ahead  Is  a  Matter  of  Good  Business 

IN  an  address  before  the  Music  Trades  Association  of  Northern 
California  recently  Philip  T.  Clay,  head  of  the  prominent  Pacific 
Coast  music  house  of  Sherman,  Clay  &  Co.,  advised  strongly  that 
talking  machine  dealers  make  a  thorough  study  of  the  products  they 
were  selling  and  the  industry  producing  them  with  a  view  to  plan- 
ning in  advance  for  any  future  developments.  He  went  so  far,  for 
instance,  as  to  outline  to  a  certain  extent  what  he  believes  the  talking 
motion  picture  would  mean  to  the  industry,  and  what  the  constant 
experiments  by  electrical  and  telephone  engineers  might  bring  forth 
in  the  way  of  new  records. 

There  are  those  in  the  industry  who  apparently  hesitate  to  peer 
into  the  future  in  the  belief  that  if  the  public  is  led  directly  or  in- 
directly to  expect  something  radically  new,  regardless  of  how  far 
ahead  it  may  be,  there  is  created  immediately  a  tendency  to  hold 
off  buying  until  this  new  product  makes  its  appearance.  This  fear 
is  not  at  all  groundless,  for  dealers  have  had  experience  in  trying  to 
sell  a  really  worth-while  product  that  had  been,  or  was  about  to  be, 
superseded  by  something  just  a  little  better. 


For  the  dealer  himself  to  look  ahead,  however,  is  a  matter  of 
good  business  sense.  He,  of  course,  cannot  foretell  or  forestall  all 
business  changes,  but  he  can  keep  well  enough  informed  regarding 
the  movements  of  the  industry  to  be  prepared  in  some  measure  at 
least  to  take  immediate  advantage  of  new  developments  and  to  avoid 
the  difficulty  of  being  caught  with  a  high  inventory  of  low  selling 
appeal.  It  might  be  well  for  members  of  the  trade  to  read  again 
Mr.  Clay's  laddress  in  The  Talking  Machine  World  for  April 
and  to  study  what  he  has  to  say.  They  may  not  agree  with  him  in 
detail,  but  the  soundness  of  his  logic  in  urging  that  dealers  know 
their  industry,  what  is  being  done  in  it  and  what  promises  for  the 
future,  cannot  be  gainsaid. 

It  is  true  that  the  secrets  of  the  laboratories  do  not  always 
reveal  themselves  to  a  satisfactory  degree,  but  there  are  happening 
those  tangible  things  too  often  regarded  lightly  as  experiments  that 
when  properly  understood  point  clearly  toward  the  direction  the 
trade  is  headed.  It  is  a  question  not  simply  of  being  informed,  but 
of  being  prepared. 

The  National  Music  Week  Celebration 

NATIONAL  MUSIC  WEEK  has  come  and  gone  and,  although 
official  figures  are  still  unavailable,  there  is  every  reason  to 
believe  that  the  occasion  was  observed  officially  in  many  more  com- 
munities than  was  the  case  last  year  when  some  1,400  cities  and 
towns  throughout  the  country  arranged  special  musical  programs 
for  the  week. 

The  talking  machine  and  radio  industries  should  be  particularly 
interested  in  this  Music  Week  observance,  for  in  many  respects 
they  are  the  ones  that  profit  most  directly  and  substantially  from  the 
interest  that  is  aroused.  The  general  broadcasting  of  Music  Week 
programs,  some  of  them  particularly  elaborate,  as  was  the  case  of 
the  Atwater  Kent  program  on  May  1,  served  to  develop  direct  con- 
tact with  the  great  radio  audiences  of  the  country.  On  the  other 
hand,  talking  machines  and  records  were  utilized  by  many  dealers 
and  by  outside  interests  in  presenting  programs  and  from  many 
localities  come  reports  of  greatly  stimulated  business  as  a  result. 

This  special  Music  Week  celebration  has  proved  itself  well 
worth  while,  but  it  should  not  be  necessary  for  the  retailer  to  wait 
a  full  year  for  another  chance  to  capitalize  on  public  interest  in 
music.  It  is  quite  possible  for  him  through  the  demonstration  of 
his  products  at  stated  intervals  to  keep  this  interest  in  music 
alive  and  at  the  same  time  center  it  upon  the  particular  type  of 
music-producing  and  music-reproducing  instruments  he  sells.  The 
programs  that  he  may  have  offered  in  his  store  or  in  a  hired  audi- 
torium as  a  part  of  his  contribution  to  Music  Week  observance  can 
well  be  repeated  monthly  or  even  weekly  under  similar  conditions 
and  with  results  that  are  likely  to  be  much  more  certain  because  of 
his  direct  tie-up  and  the  lack  of  confusion. 

Never  before  in  the  history  of  the  country  has  the  public  been 
so  genuinely  interested  in  music  or  had  so  many  opportunities  for 
hearing  good  music  as  at  present,  but  this  musical  interest  and  ap~ 
preciation  is  of  little  value  to  the  dealer  unless  he  does  his  share  to 
capitalize  it  and  turn  it  into  his  own  channels.  The  surest  method 
is  demonstration :  comparative  demonstration  that  acquaints  the 
prospect  with  the  real  value  of  the  new  music-producing  media. 


New  MAGNA  VOX  Policy 

The  research,  engineering  and  manufacturing  facilities  of  MAG- 
NAVOX  will  be  concentrated  on  SPEAKERS  and  TUBES  for  Na- 
tional distribution.  Receiving  sets  will  be  made  for  Pacific  Coast 
distribution. 

THE  MAGNA  VOX  COMPANY 

General  Offices  and  Factory,  Oakland,  Cal. 
Chicago  Sales  Office:  1315  So.  Michigan  Avenue 
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Last-Minute  News  of  the  Trade 


Federal  Radio  Commission  Actively  at 

Work  on  Its  Program  to  "Clear  the  Air" 

Important  Steps  Already  Taken  to  Insure  Radio  Fans  cf  Better  Reception  Conditions — Temporary 
Licenses  Granted — Portable  Radio  Broadcasting  Stations  Condemned 


During  the  past  month  the  greatest  activity 
of  the  Federal  Radio  Commission  has  been 
centered  on  the  issuing  of  temporary  licenses 
to  broadcasting  stations  now  in  operation,  and 
relieving  the  situation  in  congested  sections. 
The  greatest  benefit  from  the  work  of  the  Com- 
mission has  been  felt  in  the  East,  where  stations 
which  conflicted  with  Canadian  wave  lengths 
were  eliminated;  stations  which  were  conflicting 
by  broadcasting  on  practically  identical  wave 
lengths  were  asked  to  operate  on  split  time 
schedules;  the  reduction  of  wave  lengths  for  a 
certain  number  of  stations  and  by  the  reduc- 
tion or  increase  of  power  in  the  case  of  those 
stations  where  such  change  would  benefit  the 
section  as  a  whole.  Following  the  clearing-up 
of  the  situation  in  the  East  the  Commission  has 
shifted  to  the  Middle  West  and  similar  steps 
are  being  taken  in  that  territory. 

Another  decision  of  the  Commission  and  one 
that  is  timely  at  the  moment  is  that  portable 
radio  stations  must  cease  their  operations. 
Formerly,  and  particularly  during  the  Summer 
months,  these  stations  were  heard  from  all  lo- 
cations and  interfered  considerably  with  fixed 
stations,  adding  to  the  congestion. 

While  the  work  done  by  the  Commission  has 
cleared  up  the  situation  materially,  nevertheless 


Just  as  the  May  issue  of  The  World  went  to 
press,  the  annual  statement  for  the  Columbia 
Phonograph  Co.,  Inc.,  for  the  year  ending  Feb- 
ruary 28,  1927,  was  issued  by  the  Board  of  Di- 
rectors. This  statement,  over  the  signature  of 
Louis  Sterling,  chairman  of  the  Board,  and  H. 
C.  Cox,  president  of  the  company,  indicated  that 
Columbia  had  made  very  satisfactory  progress 
the  preceding  twelve  months,  showing  a  sub- 
stantial net  profit.  The  official  statement  to 
the  stockholders  was  the  following: 

"The  company's  statement,  giving  the  results 
of  operations  for  the  year  ending  February  28, 
1927,  shows  a  net  profit  of  $270,000.  The  state- 
ment is  a  consolidated  statement,  owing  to  the 
fact  that  on  November  1,  1926,  your  company 
purchased  the  phonograph  record  business  of 
the  General  Phonograph  Co.    This  business  has 

A.  C.  Barg  and  Percy  Colli- 
son  With  Gross-Brennan 

Additions  to  Sales  Staff  of  Stromberg-Carlson 
Have  Had  Wide  Experience  in  Radio  Field 


Gross-Brennan,  Inc.,  342  Madison  avenue, 
New  York,  representing  Stromberg-Carlson 
products  in  metropolitan  territory,  Massachu- 
setts, Rhode  Island  and  Connecticut,  announced 
this  week  the  addition  of  two  men  to  their  fast- 
growing  sales  staff.  A.  C.  Barg  will  cover  the 
territory  north  of  125th  street,  including  a  part 
of  Westchester  County,  and  Percy  Collison 
will  cover  a  substantial  part  of  the  State  of 
Connecticut.  A.  C.  Barg  is  well  known  in  the 
radio  industry,  having  been  associated  for  sev- 
eral years  with  the  Aeolian  Co.,  the  Jewctt 
Radio  Co.  and  more  recently  with  A.  H.  Grebe 


the  Commission  stresses  the  point  that  the  pres- 
ent status  is  merely  temporary  and  may  be 
changed  at  any  time.  A  recent  statement  of 
Commissioner  Caldwell  states:  "The  group  and 
positions  of  stations  now  being  contemplated 
are  temporary  only,  as  a  working  arrangement 
to  continue  station  service  pending  their  reallo- 
cation, based  on  records  of  service  to  public." 

An  indication  of  the  close  check  which  is  to 
be  kept  on  stations  to  see  that  the  rules  and 
regulations  of  the  Commission  are  observed  is 
seen  in  the  order  which  went  into  effect  on 
May  11.'  This  order  states  that  all  broadcasting 
stations  must  announce  their  call  letters  and  the 
location  once  every  fifteen  minutes.  A  state- 
ment issued  by  the  New  York  Radio  Supervisor 
at  the  time  read:  "For  the  purpose  of  facilitat- 
ing a  more  accurate  check  on  station  frequen- 
cies, each  station  must  announce  its  call  letters 
;.nd  location  as  frequently  as  possible,  and  in 
any  event  not  less  than  once  during  every  fif- 
teen minutes  of  transmission.  It  is  understood, 
however,  that  this  requirement  is  waived  when 
such  announcement  would  interrupt  a  speech  or 
musical  number." 

The  regulation  went  into  effect  at  12.01  a.  m. 
on  May  11  and  will  continue  in  force  until 
further  notice. 


since  been  incorporated  under  the  name  of 
Okeh  Phonograph  Corporation  which  will  con- 
tinue to  market  the  well-known  brands  of 
Okeh  and  Odeon  records. 

"Your  company  owns  the  entire  capital 
stock  of  the  Okeh  Phonograph  Corporation. 
The  net  profit  of  $270,000  for  the  year,  after 
charging  against  expense  the  cost  of  reorganiz- 
ing Okeh  Phonograph  Corporation,  is  a  consid- 
erable improvement  over  the  past  few  years. 

"The  business  has  made  good  progress  and  is 
continuing  to  make  good  progress.  The  new 
Columbia  Yiva-tonal  instruments  and  Columbia 
New  Process  records  are  giving  satisfaction  and 
increasing  in  popularity  with  the  trade  and  the 
public.  According  to  present  indications  a  con- 
tinuation of  this  favorable  condition  is  antici- 
pated." 


&  Co.  'Mr.  Collison  was  formerly  sales  manager 
of  the  R.  T.  M.  Radio  Service. 

New  England  Mills  Go. 

Made  Sleeper  Distributor 

The  Sleeper  Radio  &  Mfg.  Corp.,  Long  Island 
City,  has  announced  the  appointment  of  the 
New  England  Mills  Co.,  Chicago,  one  of  the 
largest  automotive  distributors  in  the  Middle 
West,  as  a  wholesaler  of  the  new  Sleeper  Scout 
and  Sercnader  electric  sets  in  the  Chicago  zone. 
Gordon  C.  Sleeper,  president  of  the  company, 
stated  that  reports  already  received  indicate  that 
the  Sleeper  product's  have  met  with  a  splendid 
reception  among  the  dealer  clientele  of  the  New 
England  Mills  organization.  Mr.  Sleeper  fur- 
ther stated  that  reports  from  other  sections  of 
the  country  forecast  a  very  satisfactory  business. 


Triangle  Electric  Co.  to 

Move  to  Its  New  Building 

Kclster-Brandes  Distributor  Acquires  Five-story 
Building  on  Long  Lease — Will  Be  in  New 
Quarters  for  R.  M.  A.  Convention 


Chicago,  III.,  May  6. — Nathan  L.  Cohn,  head 
of  the  Triangle  Electric  Co.,  of  this  city,  dis- 
tributor for  Kolster  radio  and  Brandes  speakers, 
announces  the  acquisition  of  a  new  five-story 
building  at  the  corner  of  Adams  and  Jefferson 
streets  through  a  ninety-nine-year  lease,  afford- 
ing 120,000  square  feet  of  floor  space. 

The  Triangle  Co.  expects  to  be  in  its  new 
home  in  time  for  the  Radio  Manufacturers  As- 
sociation Trade  Show  in  June,  and  a  cordial 
invitation  is  being  issued  to  visiting  dealers  to 
attend  a  housewarming  at  that  time.  Mr.  Cohn 
stated  that  his  firm  expected  to  do  more  than 
a  million-dollar  bu  siness  this  year,  a  large  part 
of  which  will  be  in  Kolster  sets  and  Brandes 
speakers,  the  lines  on  which  the  Triangle  organ- 
ization concentrates  its  efforts. 

Thos.  A.  Edison,  Inc., 

Takes  Over  Detroit  Jobbers 

Detroit  Jobbing  Territory  Now  Combined  With 
That  of  Chicago  Under  the  General  Super- 
vision of  A.  R.  Kennedy,  the  Chicago  Manager 


Thomas  A.  Edison,  Inc.,  last  month  took  over 
the  Edison  phonograph  distributing  business  of 
the  R.  B.  Ailing  Co.,  operating  in  Detroit  ter- 
ritory, and  combined  that  jobbing  house  with 
the  Chicago  distributing  plant  under  direct  Edi- 
son supervision.  A.  R.  Kennedy,  in  charge  of 
the  Edison  jobbing  branch  in  Chicago,  will 
have  supervision  of  the  recently  acquired  De- 
troit territory. 

Federal  Radio  Corp.  Adds 
Three  New  Wholesalers 

Buffalo,  N.  Y.,  May  10. — The  Federal  Radio 
Corp..  manufacturer  of  Ortho-sonic  receivers, 
has  announced  the  appointment  of  three  new 
wholesalers:  American  Motor  Equipment  Co., 
Boston;  Wayne  Hardware  Co.,  Fort  Wayne, 
and  National  Electric  &  Auto  Supply  Co., 
Peoria. 

These  additions  have  been  made  necessary 
by  an  unprecedented  Spring  activity  on  the 
Federal  Ortho-sonic  line.  Steady  advertising 
in  national  magazines  and  over  fifty  key  news- 
papers has  shown  an  unmistakable  effect  upon 
Ortho-sonic  distribution,  and  sales  officials  in 
Buffalo  anticipate  the  need  of  a  still  greater 
number  of  wholesale  outlets  for  1927-1928. 

Plaza  Music  Co.  Announces 
Changes  in  Products'  Names 

The  Plaza  Music  Co.,  10  West  Twentieth 
>treet,  New7  York  City,  manufacturer  of  portable 
talking  machines,  Banner  and  Domino  records, 
r.nd  other  products  for  the  music  dealer,  has 
just  announced  that  at  the  request  of  a  great 
many  of  its  dealers  it  has  rhaneed  the  name  of 
its  Regal  portable  to  the  Pal  Junior,  and  the 
name  of  its  Kompact  camera-sized  portable  to 
the  Pal  Kompact.  The  entire  line  of  portables 
at  various  prices  are  now  designated  Pal  Deluxe, 
Standard  Pal,  Pal  Junior  and  Pal  Kompact. 
Simultaneously  with  this  announcement  the 
Plaza  Co.  has  increased  the  list  price  of  the  Pal 
Deluxe  from  $25  to  $30.  Distributors  and  deal- 
ers' prices,  however,  have  not  been  increased. 


Columbia  Phonograph  Co.'s  Net  Profit 

for  Year  Exceeds  Quarter  of  a  Million 

Annual  Statement  for  Year  Ending  February  28,  1927.  Shows  That  Satisfactory  Progress  Is  Being 
Made — Consolidated  Columbia  and  General  Phonograph  Corp.  Figures 
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G.  K.  Purdy  Head  of  New 
Beckwith  Milwaukee  Branch 

New  Branch  Office  of  the  Federal  and  Mohawk 
Jobbers  Will  Serve  the  Wisconsin-Michigan 
Trade — Formal  Opening  Held 

The  George  C.  Beckwith  Co.,  Minneapolis, 
wholesaler  of  Victor  talking  machines,  Mo- 
hawk and  Federal  Ortho-sonic  receivers,  re- 
cently established  a  branch  office  at  341  Broad- 
way, Milwaukee,  under  the  management  of  G. 
K.  Purdy,  the  formal  opening  taking  place  on 
the  day  of  the  Beckwith-Federal  dealer  meet- 
ing, April  26.  A  rapidly  expanding  business 
brought  about  the  need  for  a  branch  office  in 
Milwaukee,  which  will  serve  a  territory  consist- 
ing of  Wisconsin,  the  northern  peninsula  of 
Michigan  and  eastern  tier  of  Michigan  counties, 
which  border  Lake  Michigan.  A  complete  stock 
of  all  of  the  radio  lines  which  the  Beckwith 
company  distributes  will  be  carried  in  the  Mil- 
waukee office. 

Mr.  Purdy,  manager  of  the  new  branch  office, 
has  been  active  in  the  music  field  for  a  period  of 
eight  years.  For  the  past  three  years  he  has 
been  especially  interested  in  the  distribution  of 
radio  receiving  apparatus,  having  had  charge  of 
the  talking  machine  and  radio  department  of 
Yahr-Lange,  Inc.,  Milwaukee  Sonora  jobbers, 
since  1925.  Mr.  Purdy  is  well  acquainted  with 
the  dealers  throughout  the  Wisconsin  and 
Michigan  territory,  radio  manufacturers  and 
their  representatives,  and  is  ably  fitted  to  ag- 
gressively carry  out  the  sales  policy  of  his  firm. 

R.  C.  Colman,  who  maintains  his  headquarters 
at  the  Minneapolis  office,  has  been  in  complete 
charge  of  the  radio  department  of  the  Beckwith 
organization  since  its  inception  in  1923,  and  is 
a  well  known  and  popular  figure  in  the  trade. 
Serving  as  Victor  wholesalers  for  fourteen  years, 
the  Beckwith  company  is  one  of  the  most  promi- 
nent distributors  in  the  Northwest,  covering  a 


territory  consisting  of  Minnesota,  North  and 
South  Dakota,  Northern  Iowa,  Nebraska,  Mon- 
tana, and  part  of  Wyoming,  as  well  as  that 
now  served  by  the  Milwaukee  office.  Eighteen 
field  representatives  travel  the  territory  in  the 
interest  of  the  products  which  the  firm  dis- 
tributes. 

Among  those  products  are  Mohawk  and  Fed- 
eral radio  receivers,  Philco  socket  power  units, 
Majestic  "B"  battery  eliminators,  Rola  and  San- 
dar  loud  speakers,  Eveready  batteries  and 
Brach  radio  accessories. 

Northwest  Radio  Dealer 
Gives  Pertinent  Radio  Tips 

J.  Earl  Jordan  in  an  Article  in  the  Northwest 
Radio  News  States  That  Hard  Work  Is  the 
Basis  of  Success  in  Retail  Business 


An  interesting  article  under  the  caption  "Hard 
Work  the  Basis  of  Success  in  the  Retail  Busi- 
ness," recently  appeared  in  the  Northwest  Radio 
News,  the  organ  of  the  Northwest  Radio  Trade 
Assn.,  written  by  J.  Earl  Jordan,  of  W.  J.  Dyer 
&  Bro.,  St.  Paul.  In  this  article  Mr.  Jordan 
stresses  the  necessity  of  hard  work  for  Summer- 
time business,  and  the  idea  of  selling  radio  as 
entertainment  rather  than  concentration  on  a 
particular  make  of  set. 

In  conclusion  Mr.  Jordan  gave  a  few  ideas 
which  radio  dealers  might  put  to  use  to  aid 
Summer  selling,  as  follows:  Make  a  card  index 
of  all  places  where  people  congregate  and  work 
on  them  as  prospects;  write  to  national  maga- 
zine advertisers  who  show  some  scenes  without 
radio  receivers;  supply  the  newspapers  with 
live  articles  pertaining  to  radio;  display  inter- 
esting pictures  of  radio  used  in  an  unusual 
manner;  have  students  sell  on  a  commission 
basis;  use  the  slogan  "Take  a  radio  with  you" 
on  vacationers;  stress  radio  as  a  wedding  gift; 
start  contest  on  distance  Summer  reception. 


I.  A.  Lund  in  Business 

for  Himself  in  Chicago 

Well-Known  Figure  in  Phonograph  and  Radio 
Industries  to  Introduce  Line  of  Cabinets  for 
Trade  and  Maintain  Service  Department 


Chicago,  III.,  May  5. — I.  A.  Lund,  a  well-known 
figure  in  both  the  phonograph  and  radio  in- 
dustries, resigned  his  position  as  secretary  of 
the  United  Cabinet  Manufacturers  Corp.,  Chi- 
cago, about  the  middle  of  April  to  enter  busi- 
ness for  himself.  He  has  established  temporary 
headquarters  on  the  sixth  floor  of  the  Audi- 
torium Building  in  this  city.  Mr.  Lund  is  in- 
troducing a  line  of  radio  cabinets  which  will 
be  sold  to  manufacturers,  distributors,  and 
dealers,  and  he  will  also  maintain  a  service 
department  which  will  submit  cabinet  designs 
to  radio  manufacturers  to  suit  their  various  re- 
quirements. He  will  control  the  production  of 
various  cabinet  factories,  and  it  is  expected  that 
a  detailed  announcement  regarding  his  line  of 
cabinets  will  be  made  in  the  near  future. 

Mr.  Lund  needs  no  introduction  to  the  music- 
radio  trade,  for  he  has  spent  sixteen  years  in 
the  phonograph  field,  and  for  the  past  two  years 
he  has  been  associated  with  the  United  Cabinet 
Mfrs.  Corp.,  of  which  he  was  one  of  the  origi- 
nal organizers.  He  is  well  versed  in  cabinet 
design  and  construction,  having  gained  his 
knowledge  of  cabinet  production  through  a 
total  of  thirty-five  years  in  the  furniture  manu- 
facturing field.  He  plans  to  open  an  office  and 
display  rooms  in  Chicago,  and  to  exhibit  the 
new  cabinet  line  at  the  mid-Summer  furniture 
market  to  be  held  at  the  American  Furniture 
Mart  in  this  city. 


The  Indianapolis  Broadcast  Listeners'  Asso- 
ciation recently  issued  a  statement  in  which  it 
condemned  destructive  methods  in  clearing- 
radio  interference,  advocated  co-operation. 


SiS-Vox  Is  the  Fastest 
Seller  on  the  Market 

BECAUSE- 

It  Is  the  Most 
Reproducer  Made 


THE  Sil-Vox  Reproducer  is  the  greatest  and  most  efficient 
instrument  ever  produced  for  the  improvement  of  phono- 
graphic reproduction.  It  has  changed  thousands  of  obsolete 
phonographs  hardly  ever  used  by  their  owners,  into  new  and 
marvelous  musical  instruments  for  the  entertainment  and  en- 
joyment of  family  and  friends. 

Millions  of  old  style  talking  machines  are  yet  to  be  brought 
up-to-date  by  equipping   them  with   Sil-Vox  Reproducers. 

Stock  Sil-Vox  Reproducers 
now  and  get  your  share  of  this 
new  and  profitable  business. 
Four  out  of  five  Sil-Vox  dem- 
onstrations result  in  a  sale. 


AT  R.  M,  A.  TRADE  SHOW 

Manufacturers  and  jobbers  are  invited 
to  visit  the  Brooklyn  Metal  Stamping 
Company  exhibit  at  the  Radio  Manu- 
facturers' Association  Trade  Show, 
Hotel  Stevens,  Chicago;  June  13-17; 
Booth  43. 


Write  for  full  particulars 
and    attractive  discounts 


1 

( 


There  Is  None  Better 
at  Any  Price 

$£00 


BROOKLYN  METAL  STAMPING  CORPORATION 

718-728  Atlantic  Ave.  Brooklyn,  New  York 
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UALITY 

Your  Trade 
Will  Appreciate 


•  The  product  ot  a 
great  institution  — 
a  leadet  in  the  tele- 
phone industry 
since  1897. 


re 


Inductively  Tuned 

RADIO 

of  "Flawless 
Reproduction^ 


Licensed  under  application  for  let- 
ters   patent    of    Radio  Frequency 
Laboratories,  Inc.  (R.  F.  L.) 


Manufacturers'  Refusal  to  "Dump"  Distress 
Merchandise  Helps  Stabilize  Radio  Market 

George  H.  Kiley,  Vice-President  in  Charge  of  Sales  of  Farrand  Manufacturing  Co.,  on  Return 
From  Transcontinental  Trip,  States  That  Radical  Merchandising  Changes  Have  Taken  Place 


After  a  tour  of  all  of  the  important  jobbing 
centers  from  Boston  to  the  Pacific  Coast  and  a 
discussion  of  local  problems  with  leading  deal- 
ers and  distributors  in  each  large  city,  there  is 
no  question  in  my  mind  but  that  radical  mer- 
chandising changes  have  taken  place  in  the 
radio  industry  and  that  manufacturers  generally 
are  giving  more  thought  to  the  protection  of 
the  distributor  and  the  dealer.  This  is  ex- 
tremely true  as  regards  the  job  lot  sales  and 
"dumping"  of  distress  merchandise.  Jobbers 
and  dealers  everywhere  are  opposed  to  this 
method  of  merchandising  and  claim  that  it, 
more  than  anything  else,  is  responsible  for  un- 
settled retail  prices. 

A  tendency  on  the  part  of  manufacturers  to 
refrain  from  "dumping"  is  bringing  about  an 
almost  uniform  resale  price  situation,  so  that, 
with  the  exception  of  a  few  of  the  large  East- 
ern cities,  radio  is  sold  almost  entirely  at  full 
list  price.  Distress  merchandise  that  is  dumped 
by  the  manufacturer  through  large  retail  outlets 
is  sold  at  such  a  ridiculously  low  percentage  of  its 
original  cost  that  not  only  the  public,  but  many 
of  the  dealers  Ipse  faith  in  radio  values.  Not 
realizing  that  the  manufacturers  who  "dump" 
are  taking  tremendous  losses,  they  believe  that, 
to  the  contrary,  these  manufacturers  are  able  to 
dump  at  but  a  fraction  of  their  original  price 
and  still  maintain  a  profit.  Naturally,  the  result 
is  a  belief  that  all  radio  is  tremendously  over- 
priced. 

The  past  season  has  been  freer  from  this 
kind  of  merchandising  than  the  preceding  sea- 
sons. There  have  been  only  two  or  three  con- 
spicuous examples.  Most  merchandise  sold  in 
this  way   is   sold  either  through  large  chain 


store  retail  outlets  or  to  salvage  companies  who, 
in  turn,  sell  it  by  circularizing.  During  the 
past  year  there  has  been  a  marked  decrease  in 
the  number  of  salvage  companies  who  are  na- 


George  H.  Kiley 

tionally  circularizing  dealers.  The  reason  is 
quite  apparent;  the  salvage  companies  are  no 
longer  able  to  find  manufacturers  willing  to 
dispose  of  stock  to  them. 

A  great  deal  of  the  credit  for  the  elimination 
of  this  type  of  merchandising  is  due  to  the 
efforts  of  the  jobbers  and  dealers  themselves. 
Dealers  and  jobbers  fail  to  respond  to  these 


circulars  offering  radio  material  at  greatly 
reduced  prices.  Furthermore,  the  dealers  and 
jobbers  refuse  to  handle  the  product  of  manu- 
facturers who  have  adopted  the  practice  of  un- 
loading at  the  end  of  each  season  through  these 
cut-rate  channels.  A  check-up  on  the  recent  cir- 
cularizing of  low-priced  material  has  proved 
that  the  actual  returns  in  the  form  of  orders 
did  not  pay  for  the  expense  incurred  by  the 
extensive  direct  mail. 

The  Farrand  Mfg.  Co.  is  particularly  well 
pleased  that  this  attitude  towards  bargain  sales 
is  spreading  throughout  the  country.  We  have 
been  fortunate  in  being  able  to  adhere  to  a 
one-price  policy  during  our  entire  period  of 
existence,  thus  assuring  ourselves,  our  distribu- 
tors and  dealers  of  a  fair  margin  of  profit  on 
all  Farrand  products.  Every  Farrand  dis- 
tributor and  dealer  knows  that  his  stock  is  guar- 
anteed against  decreased  value  due  to  change 
in  models,  or  change  in  prices,  or  any  other 
act  or  decision  of  the  Farrand  Mfg.  Co. 

It,  perhaps,  has  been  impossible  for  the  radio 
industry  to  go  through  the  rapid,  expansive 
growth  that  it  has  enjoyed  without  also  en- 
during some  of  the  hardships  that  such  rapid 
growth  is  sure  to  bring.  Public  demand  sprang 
up  so  quickly  that  it  forced  hasty  manufacturing, 
which,  in  turn,  brought  a  certain  amount  of 
grief.  It  would  now  appear  that  the  days  of 
hasty  manufacturing  principles  are  behind  us 
and  that  the  industry  is  reaching  that  firm  foot- 
ing which  has  long  been  predicted  for  it. 

The  attitude  of  the  men  in  the  radio  business 
from  coast  to  coast  convinces  me  that  never 
again  will  there  be  any  great  amount  of  radio 
merchandise  thrown  on  the  market  in  such  a 
manner  as  to  upset  and  unstabilize  the  business. 


Race  records  have  been  an  important  factor 
in  the  sales  of  the  Perfect  Record  Co.,  Brook- 
lyn, N,  V.  It  is  reported  that  records  by  the 
following  Perfect  artists  arc  particularly  popu- 
lar: Zaidee  Jackson,  Mandy  Lee,  Rev.  J.  M. 
Gates  and  Buddy  Christian's  Jazz  Rippers. 
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COME  radios  are  built  for  the 
^  "masses."  You  sell  them, 
of  course.  Other  radios  are 
built  for  the  "classes"  who  look 
upon  price  as  a  measure  of  qual- 
ity. You  may  or  may  not  have 
that  kind  of  trade.  But  every 
business  has  some  of  the  kind 
of  trade  the  Kellogg  is  partic- 
ularly designed  for.    You  know 


them!  People  to  whom  moder- 
ate price  is  a  consideration  but 
who,  first  of  all,  demand  su- 
preme musical  quality  and  fur- 
niture of  particular  charm. 

Such  trade  is  quick  to  appreci- 
ate the  Kellogg's  many  distinc- 
tive qualities.  There  is  both 
profit  and  satisfaction  to  you 
in  selling  them  Kellogg  Radio. 


Kellogg  Switchboard  and  Supply  Co* 


CHICAGO,  ILLINOIS 


Lion  Store  Radio  Guarantee  Clarifies 

the  Dealer's  Stand  on  Service  Liability 

Service  Agreement  Between  the  Store  and  Customer  Sets  Forth  Clearly  What  Service  the  Store 
Renders  and  What  Charges  Will  Be  Made  for  Calls  After  Termination  of  Free  Service 


In  scores  of  radio  stores  excessive  service  is 
eating  away  the  profits  as  steadily  as  a  drop  of 
water  will  wear  away  a  mighty  stone.  The 
reason  for  this  is  that  many  retailers  are  afraid 
to  take  a  determined  stand  in  the  matter. 
Others  are  entirely  at  sea.  They  have  no  idea 
of  how  to  go  about  stopping  this  leak. 

The  difficult  feature  of  handling  the  unjust 
and  excessive  calls  for  service  requires  the  tact 
of  a  diplomat.  The  manner  in  which  one  of 
the  large  and  profitable  radio  shops  of  the 
country  handles  the  matter  without  offending 
the  customer  and  is  steadily  drawing  new  ac- 
counts from  the  old  and  at  the  same  time  is 
building  good  will  is  worthy  of  the  most  care- 
ful study  of  radio  dealers  everywhere. 

The  trouble  is  settled  before  it  starts  at  the 
Lion  Store  Radio  Shop,  Toledo,  O.,  Doyle 
Wyre,  radio  manager,  explained  by  the  use  of 
the  service  agreement,  which  reads  as  follows: 

In  order  to  avoid  misunderstandings,  we  desire  to  call 
attention  to  the  following  conditions  governing  the  sale 
of  all  radio  outfits  and  radio  equipment: 

(1)  All  radio  receivers,  regardless  of  price  or  make, 
are  guaranteed  by  the  manufacturer  and  ourselves  to  be 
mechanically  and  electrically  perfect  at  the  time  of  de- 
livery, but  owing  to  elements  entirely  beyond  our  con- 
trol, such  as  weather  conditions,  location  of  radio,  lack 
of  skill  on  the  part  of  the  operator,  etc.,  we  do  not 
guarantee  reception  of  distant  stations  on  any  radio  re- 
ceiver, regardless  of  make  or  price. 

(2)  We  hold  ourselves  responsible  for  any  defects  in 
the  mechanism  of  the  receiver  itself  for  a  period  of  thirty 
days,  provided  it  has  not  been  tampered  with,  and  if 
any  receiver  is  found  defective  within  that  period,  we 
agree  to  repair  it,  or,  at  our  option,  replace  it  with  an- 
other of  the  same  make. 

(3)  All  equipment  such  as  batteries,  tubes,  etc.,  which 
we  furnish  with  all  radio  outfits  is  of  standard  make 
and  is  carefully  tested  before  delivery,  and  cannot,  there- 


fore, be  returned  or  exchanged.  The  life  of  all  tubes 
and  batteries  depends  entirely  upon  the  amount  and 
kind  of  usage  such  equipment  receives  in  the  hands  of 
the  purchaser. 

(-1)  We  agree  to  install  an  aerial,  if  requested,  within 
the  City  of  Toledo,  at  a  minimum  charge  of  $10.00.  This 
installation  consists  of  setting  up  the  receiver,  attaching 
all  equipment,  erecting  the  aerial,  and  testing  the  receiver 
as  to  quality  of  reception.  An  additional  charge  is  made 
for  installation  outside  of  Toledo,  the  amount  of  this 
charge  depending  upon  the  distance  from  Toledo  and  ex- 
pense involved.  The  erection  of  an  aerial  is  governed 
by  existing  conditions,  such  as  type  and  size  of  dwelling, 
size  of  yard,  location  of  radio,  etc.  We  do  not  furnish 
poles  or  any  other  such  additional  equipment  which  may 
be  necessary  for  properly  erecting  the  aerial.  Any  re- 
quested additional  work,  such  as  the  erection  of  poles, 
installing  base  plugs,  placing  batteries  in  basement,  or 
the  placing  of  extra  loud-speaker  outlets  at  other  points  in 
the  home,  will  be  charged  for  according  to  the  time  and 
material  used  in  such  work,  and  will  be  done  at  the 
owner's  risk. 

(5)  Reasonable  service  and  instruction  are  given  free 
of  charge  for  a  period  of  thirty  days.  After  thirty  days 
all  service  is  subject  to  our  established  rates  as  follows: 
Service  call,  minimum  charge,  $1.50 — Installing  new  aerial, 
minimum  charge,  $5.00— Hooking  up  new  set  of  batteries 
and  tubes,  minimum  charge,  $1.50 — For  all  Radio  Re- 
ceivers brought  into  our  store  for  repair,  a  minimum 
charge  of  $1.00  per  hour  will  be  made— For  repairing  Radio 
Receivers  outside  of  our  store,  a  minimum  charge  of 
$1.50  per  hour  will  be  made,  plus  materials  used. 

(6)  We  are  not  responsible  in  any  way  for  damages 
to  any  radio  receiver  or  equipment  after  delivery,  unless 
same  is  installed  by  our  radio  service  department.  Tubes 
are  easily  blown  out  and  batteries  discharge  quickly  if 
improperly  connected. 

(7)  The  arrangement  set  forth  in  the  above  paragraphs, 
together  with  the  schedule  of  prices,  is  subject  to  change 
without  notice. 

Roy  A.  Forbes  in  Portland 

Portland,  Ore.,  May  5. — Victor  talking  ma- 
chine dealers  of  this  city  and  surrounding  ter- 


ritory met  last  month  at  a  local  hotel  and 
conferred  with  Roy  A.  Forbes,  manager  of  sales 
of  the  Victor  Talking  Machine  Co.;  H.  H.  Mur- 
ray, Victor  consulting  engineer,  and  Otto  L. 
May,  Pacific  Coast  manager.  The  trade  situa- 
tion for  the  district  was  analyzed,  and  plans 
were  made  for  increasing  sales. 

Prepare  for  Naturalization 
by  Phonograph  Recordings 

Series  of  Records  Made  in  Four  Languages 
Instruct  Applicants  for  Citizenship  in  Subjects 
They  Are  Required  to  Know 

The  first  demonstration  of  "citizenship"  talk- 
ing machine  records  was  recently  given  at  the 
Walt  Whitman  home  in  Camden,  N.  J.  These 
records,  which  instruct  candidates  for  natural- 
ization in  the  subjects  they  must  know  to  pass 
the  tests  required  by  law,  are  made  in  four 
languages,  and  are  intended  to  take  the  place 
of  text-books.  They  are  produced  by  Herbert 
M.  Beck,  former  chief  of  naturalization  for 
Camden  County,  N.  J.  The  records  at  the 
demonstration  were  played  to  a  group  of  for- 
eign-born people  on  the  Orthophonic  Victrola, 
which  was  presented  to  the  home  of  Walt  Whit- 
man by  Edward  E.  Shumaker,  president  of  the 
Victor  Talking  Machine  Co. 

Place  Gurtistrip  on  Market 

Curtis  Lighting,  Inc.,  Chicago,  recently  intro- 
duced a  new  wiring  device,  Curtistrip — a  wire- 
way  constructed  on  20-gauge  steel  electroplated 
with  Udylite  on  all  metal  parts  to  prevent  rust 
and  corrosion.  This  device  fills  the  long-felt 
need  for  a  rigid  wireway  wherever  a  conduit 
containing  several  circuits  is  necessary. 

The  Howard  Andrews  Music  Co.,  Inc.,  James- 
town, N.  Y.,  has  filed  a  petition  in  bankruptcy. 
Liabilities.  $21,308.32;  assets,  $16,819. 
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JAMES  K.  POLK,  INC. 
181  Whitehall  St.,  Atlanta,  Ga. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  111. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St,  New  York  City 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 

OHIO  SALES  &  SUPPLY  CO. 
1231  Superior  Ave.,  Cleveland,  Ohio 

L.  D.  HEATER 
469I/S  Washington  St.,  Portland,  Ore. 

EVERYBODY'S  TALKING  MACHINE 
COMPANY 
810  Arch  St.,  Philadelphia,  Pa. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
811  West  Broad  St.,  Richmond,  Va. 


"Radio  Advertising  Places  Too  Much 

Emphasis  on  Set,"  Says  S.  M.  Masse 

Interesting  Article  Pointing  Out  the  Weak  Points  of  Present-Day  Radio  Advertising  and  Giving 
Valuable  Advice  and  Information  Written  by  Head  of  S.  M.  Masse  Co. 


An  unusually  interesting  article,  entitled  "A 
Raid  on  Radio  Advertising,"  written  by  S.  M. 
Masse,  of  the  S.  M.  Masse  Co.,  Cleveland,  O., 
recently  appeared  in  The  Torch,  the  Cleveland 
Advertising  Club  Magazine.  The  article  is  re- 
produced in  part  below: 

"The  trouble  with  radio  advertising  at  large 
is  the  tendency  to  place  too  much  emphasis  on 
the  set  itself  and  continually  hammer  away  on 
the  shelf-worn  claims  of  selectivity,  distance, 
power,  etc. 

"A  radio  is  often  compared  to  an  automobile 
which  performs  certain  definite  functions  at  the 
will  of  the  owner.  But  remember,  the  radio 
set  is  absolutely  useless  except  as  the  broad- 
casting stations  give  out  material  to  work  with. 
Prospects  are  not  interested  in  buying  receiving 
sets;  they  are  interested  in  buying  the  broad- 
casters' programs.  Specific  advantages  of  listen- 
ing to  good  programs,  readily  tuned  in,  easily 
tuned  out  when  necessary — that's  the  real  story. 

"There  is  more  need,  today,  of  intensive  ad- 
vertising in  local  centers.  Conditions  are  so 
vastly  different  in  one  city  from  another  or  in 
a  small  town  from  a  metropolitan  city  that  the 
same  copy  applying  in  one  case  may  be  ineffec- 
tive in  the  other. 

"It  would  mean  more  to  me,  for  example,  to 
read  an  advertisement  that  stated:  'Be  able  to 
tune  in  between  WTAM  and  WJAY,'  while  in 
the  city  of  Chicago  with  its  thirty-seven  sta- 
tions on  the  air.  There  is  a  problem  which  is 
peculiar  unto  itself. 

"The  matter  of  price  maintenance  is  another 
thing  which  has  not  been  encouraged  to  any 
extent  in  the  radio  industry.  This  condition  is 
undoubtedly  caused  by  a  lack  of  organization. 
This  lack  of  organization  has  been  shown  by 
manufacturers  allowing  petty  selfish  interests  to 
act  as  a  barrier  to  co-operative  policies,  by  the 
dealers  themselves,  who  are  equally  guilty  of 
pulling  every  which  way  except  together,  and 
even  by  the  reluctance  of  broadcasters  to  organ- 
ize. 

"Radio  advertising  has  been  greatly  exag- 
gerated by  claims  made  for  this  or  that  set  or 
device.  This  leads  to  a  tendency  on  the  part 
of  dealers  to  disparage  the  products  of  their 
competitors.  One  concern  starts  to  cut  the 
price  on  a  standard  brand  and  the  other  fellow 
goes  him  one  better.  The  result  is  that  the 
prospective  customer  begins  to  decide  that  he 
doesn't  want  a  radio  after  all,  or  he  will  wait 
until  prices  strike  bottom. 

"During  the  last  year  the  radio  industry 
awoke  to  a  situation  of  which  it  should  have 
taken  cognizance  long  a'go.  In  former  years, 
when  it  came  around  to  March  or  April,  every 
radio  advertiser  started  to  cut  down  on  his  ad- 
vertising— in  fact,  let  down  entirely  in  the  ma- 
jority of  cases — then  waited  until  Fall  to  open 
up  with  a  big  splash.  Now  they  have  begun 
to  realize  that  radio  must  be  kept  before  the 
public  the  year  round  and  that  the  trade  espe- 
cially must  be  sold  during  the  Summer  months. 

"The  woman's  viewpoint  is  another  important 
consideration  in  radio  advertising  which  has  ap- 
parently been  neglected.  More  and  more  will 
women  become  the  dominating  factor  in  the 
selection  of  radio  sets.  In  the  first  place,  it 
is  a  part  of  her  household  equipment.  It  is  she 
who  will  be  entertained  by  it  during  the  day- 
time as  well  as  in  the  evening.  And  it  takes  a 
woman's  discriminating  taste  to  know  good 
tone  reception  from  mediocre  quality. 

"Notwithstanding  the  fact  the  buyer  is 
supposed  to  be  persuaded  chiefly  by  what  goes 
in  the  set,  the  beauty  and  attractiveness  of  the 
cabinet  is  not  to  be  denied  as  a  selling  influence. 
In  the  writer's  opinion  there  is  an  exceptional 
opportunity  to-day  for  cabinet  manufacturers  to 
cash  in  on  a  ready-made  market.    With  all  the 


sets  in  use  which  expose  batteries  or  uncomely 
wires  to  the  naked  eye  the  good  housewife 
would  never  discourage  friend  husband  from 
purchasing  a  cabinet  in  which  the  radio  can  be 
concealed  completely.  But  how  infrequently 
do  we  read  of  radio  cabinets  on  sale,  and  if  we 
do  come  across  such  advertisements  they  very 
seldom  explain  their  dimensions  and  what  can 
be  accommodated  in  the  way  of  batteries,  bat- 
tery charger,  or  complete  set  if  necessary. 

"Another  very  important  influence  in  radio 
advertising  that  has  been  somewhat  neglected 
is  service.  After  buying  a  set  Mr.  Prospect 
doesn't  want  to  feel  that  he  is  faced  with  the 
serious  problem  of  keeping  it  in  condition  with- 
out knowing  much  about  radio.  When  one 
buys  a  car  he  can  drive  it  to  the  place  of  serv- 
ice, but  with  radio  it  is  vastly  different.  It  is 
the  manufacturer's  duty  to  encourage  the  service 
proposition  among  his  dealers  and  in  his  adver- 
tising. There  is  a  story  of  an  enterprising 
dealer  in  Detroit  who  increased  his  radio  busi- 
ness manifold  by  offering  a  service  insurance 
policy  with  every  set  which,  in  addition  to  giv- 
ing adequate  service  after  the  sale,  protected 
him  from  the  customer  who  expects  unlimited 
free  attention.  Attached  to  this  service  insur- 
ance policy  were  six  coupons,  each  of  which 
was  accepted  in  full  payment  of  one-half 
hour's  service  in  accordance  with  the  policy 
terms.  In  this  way  the  prospect  preserves  the 
coupons  so  as  to  use  them  only  when  necessary, 
instead  of  asking  for  more  service  than  is  abso- 
lutely necessary. 

"A  manufacturer  of  battery  eliminators  has 
recently  made  considerable  headway  in  increas- 
ing sales  by  offering  to  install,  free  of  charge, 
each  eliminator  that  was  purchased.  The  re- 
action was  tremendously  gratifying,  proving 
that  the  general  public  looks  somewhat  askance 
at  the  simplest  technique  of  radio  problems  and 
will  buy  if  they  do  not  have  to  depend  on  their 
own  ability  to  install  a  device  properly. 

"It  goes  without  saying  that  radio  has  taken 
its  place  among  the  principal  industries  of  the 
world  as  an  important  business  enterprise,  and 
radio  advertising  will  help  to  develop  the  in- 
dustry as  much  as  science  itself.  Really,  the 
advertising  has  more  latitude  and  opportunities 
ahead  of  it  than  science,  whose  limitations  at 
this  stage  are  manifest  in  the  radio  field." 


Freshman  Go.  Points  Out 

Value  of  Its  Franchise 


Attractive  Broadside  Sent  Dealers  Tells  Why 
the  Freshman  Franchise  Means  Profit — Con- 
sumer Literature  Also  Distributed  to  Trade 


An  attractive  broadside  in  two  colors  has 
been  mailed  by  Harry  A.  Beach,  sales  manager 
of  the  Chas.  Freshman  Co.,  Inc.,  addressed  to 
"Progressive  Merchants,  Everywhere,"  pointing 
out  forcefully  the  value  of  the  Freshman  fran- 
chise to  authorized  dealers.  A  letter,  signed 
by  Mr.  Beach,  accompanies  the  broadside,  in- 
viting close  co-operation  between  authorized 
Freshman  dealers  and  the  home  office,  to  the 
end  that  greater  success  may  result  from  the 
Freshman  plan  of  direct-to-the-dealer  distribu- 
tion. The  entire  line  of  Freshman  Masterpiece 
receiving  sets,  the  Master  speaker,  power  am- 
plifier and  power  supply  units,  and  the  auto- 
matic charger  are  attractively  illustrated. 

A  piece  of  direct  mail  with  a  return  post- 
card imprinted  with  the  dealer's  name  and  ad- 
dress, explaining  how  all  Freshman  receivers 
may  be  electrified,  has  been  prepared  by  the 
sales  and  advertising  departments  and  is  avail- 
able to  all  authorized  dealers  for  use  in  their 
consumer  sales  campaigns. 
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The  only  different  portable 
in  the  popular-price  field 


Why  dealers 
now  prefer  the 
PEERLESS 

1.  — New  Type  Phonic  Re- 

producer with  Metal 
Alloy  Diaphragm,  giv- 
ing Wonderful  repro- 
duction. 

2.  — Real    Peerless  Record 

Album  with  eight  in- 
dividual Pockets. 

3.  — One-Piece  Brass  Drawn 

Tone-arm  matching  the 
Reproducer  perfectly. 

4.  — Covered    with  genuine 

DuPont  Fabriknid. 

5.  — Two-tone  Combination 

covering  in  Blue, 
Maroon  and  Black. 

6.  — Guaranteed  Junior  Flyer 

Motor. 


JOBBERS: 

The  new  PEERLESS  $15 
retail  Portable  will  enable 
you  to  dominate  the  dealer 
trade  in  your  territory. 
Write  us  for  full  details  of 
our  profitable  proposition. 


DEALERS : 

Here  is  a  Portable  Phono- 
graph which  offers  your 
customers  the  most  re- 
markable value  ever  pre- 
sented. Order  a  sample  to- 
day through  your  jobber. 


Absolutely  unlike  any  other  Portable  in  appearance  —  bigger  in  size  — 
much  deeper  and  richer  in  tone  —  with  a  real  built-in  Record  Album, 
with  eight  pockets  —  a  guaranteed  Heinemann  Motor  —  smarter  in  de- 
sign —  and  in  three  attractive  colors,  blue,  maroon  and  black. 

The  New  Peerless  Portable 

at  $15*00  Retail 


and  equipped  with  the  BEST  motor  made  in 
America — the 

JUNIOR  FLYER 

MOTOR  designed  by 

The  General  Industries  Company 

ELYRIA,  OHIO 

Formerly  named  The  General  Phonograph  Mfg.  Co. 

PEERLESS  ALBUM  CO. 


PHIL  RAVIS,  Pres. 
636  -  638  Broadway 


New  York 
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ELECTRICALLY  RECORDED 

8VVEST  52nd.  ST,  NEW  YORK  CITY 


Federal  Ortho-sonic  Art 
Models  in  Window  Displays 

Beauty  of  the  High-Priced  Art  Model  Radio 
Receivers  Makes  Them  Particularly  Effective 
as  Center  Figures  in  Artistic  Displays 


Buffalo,  N.  Y.,  May  6. — One  of  the  factors  the 
sales  department  of  the  Federal  Radio  Corp. 
of  this  city  finds  greatly  responsible  for  the 


A.  B.  Clinton  Co.  Shows  Art  Models 

success  which  its  dealers  are  achieving  through- 
out the  country  is  the  effective  use  of  window 
display  space  in  the  presentation  of  the  various 
models  of  the  Federal  Ortho-sonic  radio  re- 
ceivers.   The  art  models  of  the  line  are  par- 


Attractive  Ortho-sonic  Display 

ticularly  effective  when  shown  in  a  dignified 
■•etting,  lending  themselves  admirably  to  build- 
ing an  atmosphere  of  elegance  and  refinement. 

The  illustration  of  the  window  of  the  A.  B. 
Clinton  Co.,  of  Hartford,  Conn.,  is  an  excellent 
example.  Here  three  different  models  are 
shown  against  a  plain  background,  yet  the  in- 
struments stand  out  in  striking  fashion.  Small 
window  cards  describe  the  quality  of  the  sets. 
One  reads  "No  Aerial,  No  Ground,  No  Bat- 
teries," the  other  "No  Guess  Work,  tune  to  the 
wave  length  and  you  get  the  station  immedi- 
ately." It  might  be  mentioned  that  this  store 
is  specializing  in  the  higher-priced  Federal 
units  with  remarkable  success. 

The  second  illustration,  that  of  Hcrbrick  & 
Lawrence,  of  Nashville,  Tenn.,  is  another  ex- 


ample of  the  manner  in  which  the  Federal  art 
models  form  effective  center  figures  for  window 
displays.  In  this  instance  the  dealers  utilized 
a  large  part  of  the  material  which  is  supplied 
by  the  manufacturer,  and  it  tells  the  story  of 
the  receiver. 


How  Dealers  Can  Secure 

Group  Demonstrations 

H.  V.  Pettibone  Suggests  That  Radio  and 
Phonograph  Dealers  Install  Instruments  in 
Chapels  and  at  Dinners  to  Reach  the  Public 


There  is  a  wide  field  scarcely  covered,  by  any 
dealers  for  the  exploitation  and  demonstration 
of  the  talking  machine  and  radio  receiver,  states 
H.  V.  Pettibone,  in  a  recent  letter  to  The  Talk- 
ing Machine  World.  Mr.  Pettibone  gives  as 
an  instance  a  recent  experience  in  Worcester, 
Mass.  That  section  boasts  of  many  churches 
and  chapels  situated  in  the  outlying  sections  of 
the  city,  which  are  too  small  to  support  a  pas- 
tor on  a  salary.  One  of  these  chapels,  the  Sun- 
derland Road  Chapel,  on  Easter  Sunday  had  a 
radio  receiver  installed  and  received  the  serv- 
ices over  the  loud  speaker  from  the  Piedmont 
Congregational  Church,  through  station  WTAG. 
Mr.  Pettibone  states  that,  in  his  opinion,  dealers 
throughout  the  country  could  use  this  means 
of  not  only  demonstrating  their  products  to 
large  groups  but  also  to  build  prestige  and. 
good-will  through  performing  a  meritorious 
service  to  the  community. 

Another  instance'  of  group  demonstration 
which  recently  came  under  his  observation  was 
that  of  a  talking  machine  used  to  provide  the 
music  and  entertainment  for  an  alumni  dinner 
of  the  Worcester  Polytechnic  Institute  and  the 
capability  and  appeal  of  the  instrument  aroused 
much  enthusiasm  among  the  listeners,  several 
live  prospects  being  obtained. 


Birnbach  Radio  Go.  Moves 
to  New  and  Larger  Quarters 

Radio  Accessory  Manufacturer  Now  Occupies 
Three  Times  the  Space  It  Formerly  Did — 
Rapid  Expansion  Necessitated  the  Move 


The  Birnbach  Radio  Co.,  New  York,  has 
found  it  necessary  to  move  its  radio  acces- 
sory business  to  new  quarters  at  254  West 
Thirty-first  street,  New  York  City,  affording 
three  times  the  floor  space  formerly  occupied 
at  370  Seventh  avenue.  This  triple  expansion, 
according  to  Philip  A.  Birnbach,  executive  head 
of  the  organization,  was  forced  by  the  rapid 
expansion  of  the  business.  Among  the  Birn- 
bach radio  accessories  which  are  enjoying  popu- 
larity are  loud  speaker  expansion  cords,  ranging 
from  20  feet  to  100  feet  in  length,  battery  cables, 
head-set  cords  and  battery  connectors. 


Lighthouse  Keepers  Give 
Thanks  to  A.  Atwater  Kent 


Gift  of  Radio  Receiving  Sets  to  Lighthouse 
Keepers  in  Lonely  and  Desolate  Sections 
Ends  Monotony  for  Marooned  Watchers 


About  a  year  ago  A.  Atwater  Kent,  president 
of  the  Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa., 
presented  Atwater  Kent  receiving  sets  to  about 
200  lighthouse  keepers  located  in  desolate  and 
almost  inaccessible  places. 

From  Cape  Hinchinbrook,  Alaska,  to  the 
Farallone  Islands,  on  the  Pacific,  and  from  Ram 
Island  Ledge,  Maine,  to  Mosquito  Inlet,  on  the 
Atlantic,  letters  bring  word  of  how  radio  dis- 
pelled the  tedium  and  loneliness  of  the  long 
months  of  isolation  during  which  all  other  con- 
tact with  the  outside  world  was  lost. 

"The  lonely,  dreary  months  that  we  lightkeepers  always 
have  dreaded,"  writes  Wesley  Gray,  keeper  of  Halfway 
Rock  Lighthouse,  far  up  off  the  coast  of  Maine,  "have 
been  changed  to  happy  and  contented  hours,  thanks  to 
your  gifts  of  radios." 

Typical  of  the  experience  of  these  isolated 
lighthouse  keepers  was  that  of  T.  H.  Baum, 
keeper  of  the  Croatan  light,  off  the  tempestuous 
Carolina  Coast: 

"My  set  was  installed  by  the  captain  of  the  light- 
house tender  when  it  made  its  last  visit,"  Baum  wrote. 
"I  had  never  in  my  life  tried  to  operate  a  radio,  but 
I  made  up  my  mind  I  was  going  to  give  it  a  trial.  To 
my  astonishment,  I  was  soon  listening  to  fine  music 
from  many  stations.  It  is  a  great  mystery  to  sit  and 
listen  to  music  and  singing  and  talking  thousands  of 
miles  away  from  this  desolate  waste  of  water.  It  gives 
pleasure  that  nothing  else  could  bring  to  a  lonely  light- 
keeper.  It  gives  a  man  a  new  lease  on  life,  to  get  in 
touch,  even  in  this  way,  with  the  outside  world.  Many 
thanks,  many  times,  and  again  thanks!" 

J.  B.  Butler,  keeper  of  the  Mosquito  Inlet 
Light,  writes: 

"By  bringing  in  Sunday  sermons  that  we  did  not  have 
the  privilege  of  hearing  before,  the  set  certainly  has 
proven  a  blessing  to  this  station.  May  God  bless  you 
for  the  gift." 

"If  there  ever  was  a  place  where  a  radio  set  is  wel- 
come, appreciated  and  a  great  help  in  driving  away  the 
blues,  and  in  killing  monotony  and  lonesomeness,  it  is 
a  lighthouse,"  writes  John  R.  Bishop,  head  keeper  at 
West  Bank  lighthouse,  off  Staten  Island.  "It  is  our  only 
means  of  recreation." 


Acme  Elec.  &  Mfg.  Co.  Are 
Again  in  Their  Own  Plant 

The  Acme  Elec.  &  Mfg.  Co.,  of  Cleveland, 
O.,  one  of  the  largest  manufacturers  of  radio 
battery  chargers,  "B"  power  supply  units,  control 
switches,  AB  socket  power  units  and  power 
packs,  have  moved  from  their  temporary  ad- 
dress, which  was  taken  at  the  time  their  factory 
was  destroyed  by  fire  last  October. 

The  factory  building  destroyed  by  fire  has 
been  put  in  the  best  of  condition  with  modern 
construction,  and  new  equipment  has  been  in- 
stalled, which  was  specially  designed  to  expedite 
and  accommodate  a  large  volume  of  business. 
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Mohawk  Radio  Receivers 

Are  Installed  on  Trains 


Thirty  Broadcasting  Stations  Heard  on  Trip  of 
Omaha  Special  on  Mohawk  Set — L  &  N  Rail- 
road Installs  Sets  Throughout  System 


Radio  receiving  apparatus  is  rapidly  becom- 
ing standard  equipment  on  railroad  trains,  and 
a  recent  instance  of  this  development  was  the 


Pa.;  KMOX— St.  Louis,  Mo.;  WSMB— New  Or- 
leans. WGN  was  heard  on  the  entire  trip  dur- 
ing different  intervals. 

Arrangements  were  made  for  the  Mohawk 
Corp.  of  Illinois  engineers  to  install  this  set  and 
to  make  a  check-up  on  the  initial  trip.  Since 
this  time  the  set  has  been  in  constant  opera- 
tion and  the  passengers  have  been  well  pleased 
with  the  results. 

The  Mohawk  Corp.  of  Illinois  has  installed 
Mohawk  one-dial  receivers  on  the  L  &  N  Rail- 
road throughout  the  entire  system,  and  these 
trains  run  daily  between  Louisville,  Nashville 
and  New  Orleans  with  fine  results.  Since  the 
first  of  September  the  L  &  N  Railroad  has 
ordered  fifteen  or  twenty  more  sets  for  installa- 
tion in  its  cars  and  these  are  in  operation  daily. 

Paul  Chamberlain,  chief  engineer  of  the  Mo- 
hawk Corp.  of  Illinois,  recently  stated  that  en- 
gineers of  various  railroad  companies  have  sug- 
gested that  special  signal  houses  or  broadcasting 
stations  be  built  every  50  or  75  miles  so  as  to 
give  special  wave  lengths  for  transmitting  along 
their  roads.  In  this  way  messages  could  be 
transmitted  to  passengers  on  the  train,  trains 
could  be  warned  of  any  tie-up  or  trouble  ahead, 
and  there  would  be  constant  communication  be- 
tween the  railroad  office  and  its  various  trains. 


Atwater  Kent  Summer  Radio 
Concerts  Are  Announced 


American  Singers,  Male  Quartet,  Heard  in 
Opening  Concert — Allan  McQuhae  to  Give 
Series  of  Concerts — Big  Network  to*Broadcast 


Mohawk  Radio  on  Train 

Chicago,  Milwaukee  &  St.  Paul  Railroad  instal- 
lation of  a  Mohawk  radio  receiver  on  the 
Omaha  Special,  a  crack  train  running  between 
Chicago,  Sioux  City  and  Omaha. 

Demonstrations  were  made  on  this  train  by 
the  Mohawk  engineers  and  over  thirty  stations 
were  received  with  good  results.  Some  of  these 
are  as  follows:  WOC — Davenport,  la.;  WAAW 
—Omaha,  Neb.;  WLS,  KYW,  WGN,  WJAZ, 
YVEBH,  WLW,  all  Chicago  stations;  KMO — 
Shenandoah,  la.;  WBAP— Fort  Worth,  Tex.; 
WDAF— Kansas  City;  KFKX— Hastings,  Neb.; 
WHO— Des  Moines,  la.;  KDKA— Pittsburgh; 


Gluett  &  Sons  Open  New 

Store  With  Ceremonies 


Plans  for  the  Summer  season  of  Atwater 
Kent  concerts  have  been  completed.  There  will 
be  twenty-one  concerts  by  well-known  artists 
in  half-hour  programs.  The  opening  concert 
was  on  Sunday,  May  8.  The  first  three  pro- 
grams feature  the  American  Singers,  a  quartet 
comprising  Charles  Harrison,  first  tenor;  Red- 
ferne  Hollinshead,  second  tenor;  Vernon  Archi- 
bald, baritone,  and  Frank  Croxton,  basso.  They 
will  be  followed  by  Allan  McQuhae  in  a  series 
of  three  concerts.  The  American  Singers  will 
then  return  for  another  group  of  three  concerts. 

These  Summer  programs  will  be  broadcast 
from  stations  WEAF,  New  York  City;  WEEI, 
Boston;  WRC,  Washington;  WSAI,  Cincinnati; 
WGN,  Chicago;  WCAE,  Pittsburgh;  WGR, 
Buffalo;  WOC,  Davenport;  KSD,  St.  Louis; 
WWJ,  Detroit;  WCCO,  Minneapolis-St.  Paul, 
and  WGY,  Schenectady.  The  programs  will  be- 
gin each  Sunday  night  at  9.15  Eastern  daylight 
time,  or  8.15  Eastern  Standard  time  and  7.15 
Central  Standard  time. 


Albany,  N.  Y.,  May  7. — The  formal  opening  of 
the  new  home  of  Cluett  &  Sons  was  held  the 
latter  part  of  last  month  at  479-481  Broadway. 
Large  crowds  attended,  and  they  were  greeted 
upon  their  arrival  by  Robert  O.  Armstrong, 
manager,  and  his  assistants,  who  acted  as 
guides  through  the  four  floors  occupied  by  the 
concern.  The  store  carries  a  complete  line  of 
Brunswick  Panatropes,  phonographs,  pianos, 
radio  receivers  and  other  musical  instruments 
and  accessories  and  is  one  of  the  leading  dealers 
in  that  section. 


Electric  Storage  Battery 
Co.  Plans  New  Power  Unit 


Philadelphia,  Pa.,  May  6. — John  R.  Williams, 
second  vice-president  of  the  Electric  Storage 
Battery  Co.,  of  this  city,  at  the  recent  annual 
meeting  of  the  board  of  directors  of  the  com- 
pany, reported  the  outlook  for  the  second  quar- 
ter of  1927  as  very  good,  and  added  that  the 
last  half  of  the  year  is  usually  the  company's 
best  business  period.  He  stated  the  company 
is  preparing  to  bring  out  a  new  power  unit  for 
radio  sets  in  the  Fall. 


PATHEX 

MOTION  PICTURE 
AUTOMATIC  CAMERA 
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REELS 


No  other  film  library  com- 
pares with  Pathex. 

Reels  list  at  $1  and  $1.75  each. 

This  big  Pathex  Library  with 
Pathex  Camera  and  Projector 
makes  Pathex  the  best  proposi- 
tion in  the  amateur  motion  pic- 
ture field. 


INVESTIGATE!  COMPARE!  ACT! 


PATHEX 
MOTION  PICTURE 
MOTOR  DRIVEN 
PROJECTOR 


Write  today  for  complete  Dealer  Information 
A  mTTiir     t  /^mk  A  subsidiary  of  Pathc  Exchange 

PATHEX,  Inc* 


35  West  45th  Street 


New  York,  N.  Y. 
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Empire  announces  two  new  brass  Tone  Arms — one  for  large  machines  and  one 
for  portables.  The  finest  Tone  Arms  ever  manufactured  at  a  price  that  was 
never  before  offered  to  the  trade. 

Write  for  prices.  Samples  will  be  sent  to  reliable  concerns. 


New  Empironic  Drawn  Brass  Tone  Arm 


EMPIRONIC 

SOUND  BOX 

and  Drawn  Brass  Tone  Arm 

MUSIC  through  the  Empironic  Sound  Box  is  the  musical  image  of  the  artist  him- 
self! All  the  experience  gained  during  the  twelve  years  of  our  devotion  to  the 
interests  of  the  talking  machine  business  is  embodied  in  The  Empironic.  We  believe  this 
reproducer  is  the  greatest  of  all  the  "phonic"  type  sound  boxes,  basing  this  opinion  upon 
the  findings  of  experts  after  a  thorough  investigation  of  the  sound  box  market. 

To  hear  the  Empironic  is  to  like  it!  To  like  the  Empironic  will  start  a  sales  activity 
that  will  be  a  revelation  to  jobbers  and  dealers  from  both  the  profit  angle  and  public  serv- 
ice angles.    Retailing  at  $8,  the  margin  is  large  for  both  jobber  and  dealer. 


Empironic  Reproducer 
(Patented)  Retails  at  $8 


In  connection  with  The  Empironic  Sound 
Box,  we  also  announce  a  tone  arm  sensation — 
one  with  continuous  taper  and  long  amplifying 
chamber  of  DRAWN  BRASS.  This  tone  arm 
is  different  from  any  other  on  the  market  inas- 
much as  it  is  in  ONE  PIECE. 

Become  acquainted  with  these  two  startling 
products.  Write  us  for  samples  (at  special 
prices)  and  start  your  Empironic  profits. 

The  Empire  Phono  Parts  Co. 

(Established  in  1914) 
Wrn.  J.  McNamara,  President 

10316  MADISON  AVENUE 

Cleveland  Ohio 
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<Jhe  Largest  Makers  of  Portable 


There  Must  Be 
A  Reason  / 

— when  a  musical  instrument 
achieves  such  wide  popularity 
as  the  Carrvola  has  in  a  few 
short  years 

—when  constantly  increased 
productionschedules  have  been 
necessary  to  meet  the  demand 

— when  jobbers  and  dealers 
throughout  the  country  are 
enthusiastically  clamoring  for 
more  Carrvolas 

— THEN  there  must  be  some 
basic,  fundamental  reason  for 
such  phenomenal  success  ! 


Careyola  Company  of  America 

64  7  Clin  ton  Street  Milwa  ukee,  Wisconsin 
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Phonographs  in  {he  World! 


ORGANIZATION  / 
PRODUCT  ! 
DISTRIBUTION  f 
ADVERTISING  ! 
DEALER  PROFIT/ 


ORGANIZATION:— The  Carryola  Com- 
pany of  America  is  an  organization  of 
specialists  in  the  design  and  construction  of 
portable  phonographs.  Here  creative  genius, 
mechanical  skill,  production  efficiency  are  con- 
centrated to  build  into  the  portable  phonograph 
all  of  the  fine  qualities  which  it  is  possible  to 
achieve  in  an  instrument  of  compact  design. 

Product: — In  the  quality  of  music  rendered — 
volume,  tone  quality — exact  shading  of  tone 
values — Carryola  compares  favorably  with  the 
finest  upright  models.  In  appearance,  con- 
venience, utility,  and  durability  it  leaves  noth- 
ing to  be  desired.  No  effort  has  been  spared 
to  make  Carryola  the  World's  greatest  Phono- 
graph Value. 


Advertising: — Consistent  advertising  in  the 
Saturday  Evening  Post,  Liberty,  American 
Weekly  and  other  publications  is  constantly 
increasing  the  demand  for  Carryola  Portables. 

Distribution: — Teading  distributors  and  job- 
bers throughout  the  country  handle  the  Carry- 
ola line  and  what  is  more — they  are  Carryola 
Boosters — eager  to  work  with  live  Carryola 
dealers  to  put  Carryola  "across"  in  every  com- 
munity. 

Profit: — Carryola  offers  a  very  generous  mar- 
gin of  profit  to  the  trade  and  because  its  retail 
prices  are  right  your  profits  from  Carryola 
Sales  are  assured. 


Carryola  Company  of  America 


647  Clinton  Street 


Milwa  ukee,  Wisconsin 
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THE  ORGAN -TONE 

Built  Like  an  Organ 

Sounds  Like  an  Organ 
Looks  Like  an  Organ 

Finished  Like  an  Organ 

This  Reproducer,  entirely  different  from  any  other  on 
the  market  in  its  mechanical  construction,  design  and 
finish,  creates  a  new  mode. 

The  organ  flutes  tend  to  produce  a  mellowness  of 
tone. 

The  stylus  suspension  is  built  on  an  entirely  new  prin- 
ciple which  insures  an  unprecedented  steadiness  and  per- 
manence of  tone,  and  is  such  that  it  is  inherently  almost 
impossible  to  injure  the  diaphragm. 

In  addition  we  introduce  the  novel  feature  of  finish- 
ing the  ORGAN-TONE  in  three  colors.  Never  be- 
fore has  this  been  done.  We  have  here  a  reproducer 
which  is  superior  in  tone  and  at  the  same  time  catches 
the  eye  with  its  significant  design  and  unique  finish. 

However,  all  our  efforts  have  not  been  spent  on  the 
finish  of  this  reproducer.  "Tone  quality"  is  difficult  to 
describe,  it  must  be  heard.  The  past  performance  of 
our  reproducers  speaks  volumes  for  their  quality. 

WITNESS: 

The  Carryola  Company  of  America  the  Largest  Manufacturers  or 
Portables  in  the  World,  Bought  108,316  ADD-v%TOHE    Reproducers  in  1926 


Patent  Pending 

Retails  at 

$goo 


PERFORMANCE  ■+■  APPEARANCE  =  PERFECTION 
WE  HAVE  BUILT  THE  BETTER  REPRODUCER 

UNIQUE  REPRODUCTION  CO. 

Makers  of  ADD-A-TONE 


32  Union  Square 


New  York,  N.  Y. 
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H.  G.  Gapwell  Go.  Gets 

Award  for  Fine  Window 

More  Than  100  Displays  Entered  in  Contest 
Sponsored  by  Ernest  Ingold,  Inc. — "The 
Children's  Hour"  Display  Awarded  Prize 


At  the  close  of  April,  northern  California 
looked  on  104  Pooley  radio  windows,  all  within 
the  territory  covered  by  Ernest  Ingold,  Inc., 
as  the  result  of  a  window  display  contest.  The 
winner  was  the  H.  C.  Capwell  Co.,  at  Oakland, 
whose  window  was  quite  a  sensation.  This 
firm  used  one  of  its  largest  windows  for  the 
display,  having  a  background  of  dull  blue  vel- 
vet. This  was  drawn  apart  by  silk  cords  at 
the  center,  showing  an  oil  painting,  illuminated- 
by  amber  flood  lights,  of  an  old  castle  from 
which  were  coming  singers,  musicians  and 
actors.  As  these  reached  the  forefront  of  the 
painting  they  became  small  wax  figures  true 
to  life,  reaching  across  the  floor  of  the  window 
and  up  to  a  Pooley  cabinet  on  the  right,  fitted 
with  an  Atwater  Kent.  Beside  the  cabinet  stood 
the  figure  of  a  man  in  a  silk  lounging  robe.  To 
the  left  of  the  window  were  four  wax  models 
of  children,  two  of  them  seated  on  a  stool  and 
two  standing,  all  of  them  wide-eyed  and  ex- 
pectant at  the  fairylike  scene  in  front  of  them. 
The  words  "Pooley"  and  "Atwater  Kent"  were 
carried  out  in  small  gold-block  letters  across 
the  front  of  the  window.  The  window  was  en- 
titled "The  Children's  Hour." 

The  runners-up  were  the  Ralph  Berggren  Co., 
of  San  Jose,  and  the  L.  J.  Kitt  Co.,  of  Stock- 
ton, Cal.,  and  nearly  a  score  of  other  windows 
received  honorable  mention. 

Something  of  an  idea  of  what  may  be  done 
during  Spring  and  Summer  months  in  the  radio 
business  may  be  gained  from  the  fact  that  dur- 
ing this  Pooley  sales  campaign  Ernest  Ingold, 
Inc.,  and  its  dealer-group  sold  more  Pooleys 
than  were  sold  either  in  November  or  December. 

Man-Power  as  a  Builder 
of  Great  Industrial  Firms 

How  Powel  Crosley,  Jr.,  President  of  Crosley 
Radio  Corp.,  Selects  the  Best  Type  of  Men 
and  Now  Has  Fine  Organization 

In  the  radio  industry  as  in  every  other  busi- 
ness enterprise  man-power  measures  success. 
The  men  behind  the  guns  of  big  business  with 
the  originality  and  force  of  their  ideas  and 
their  ability  and  experience  are  responsible  for 
the  development  of  the  concerns  they  represent. 
The  best  executives  are  those  who  surround 
themselves  with  men  of  this  type. 

Powel  Crosley,  Jr.,  president  of  the  Crosley 
Radio  Corp.,  is  a  fine  example  of  the  type  of 
man  who  is  able  to  pick  real  business  builders, 
and  who  has  built  up  a  strong  organization. 
Mr.  Crosley  is  in  close  touch  with  the  problems 
of  the  industry,  and  he  knows  the  type  of  men 
who  are  best  fitted  to  cope  with  the  problems 
to  be  met.  Recent  appointments  to  the  per- 
sonnel of  the  Crosley  Radio  Corp.  bear  out  this 
statement.  For  example,  Kimball  H.  Stark,  who 
has  just  been  appointed  advertising  manager  of 
the  Crosley  Radio  Corp.,  is  a  man  of  great 
technical  knowledge  not  only  in  advertising, 
but  of  radio  merchandising  in  its  broader 
phases.  Not  long  ago  Harry  E.  Sherwin  was 
engaged  as  general  sales  manager.  Mr.  Sher- 
win has  been  eminent  in  the  sales  field  for  a 
number  of  years,  and  is  also  familiar  with  radio. 
Ralph  H.  Langley,  who  joined  the  Crosley  Radio 
Corp.  early  this  year,  is  one  of  the  outstanding 
engineers  of  the  radio  industry,  and  he  fills  the 
position  of  assistant  to  Powel  Crosley,  Jr.  An- 
other new  man  in  the  Crosley  line-up  is  Charles 
E.  Fay,  editor  of  the  Crosley  House  Publication. 
Last  December  Harold  S.  Brown  was  engaged 
as  director  of  public  relations  of  the  corpora- 
tion, and  he  has  charge  of  the  company's  con- 
tacts with  the  public. 


These  are  just  a  few  of  the  latest  appoint- 
ments made  by  Powel  Crosley,  Jr.,  but  their 
connection  with  this  organization  indicates  in  a 
concrete  manner  the  type  of  men  Mr.  Crosley 
is  selecting,  and  also  may  he  taken  as  an  ex- 
ample of  a  farsighted  policy  that  is  making 
Crosley  progress. 

R.  W.  Bennett  Co.,  St.  Louis, 
a  Magnavox  Representative 

According  to  a  recent  announcement  from  the 
office  of  Leon  Golder,  Chicago  district  manager 
of  the  Magnavox  Co.,  the  Robert  W.  Bennett 
Co.,  Syndicate  Trust  Building,  St.  Louis,  Mo., 
has  been  appointed  representative  of  the  Mag- 
navox products  in  Missouri,  Kansas  and  South- 
ern Illinois.  Robert  W.  Bennett,  head  of  the 
firm  which  bears  his  name,  is  president  of  the 
St.  Louis  Trade  Association,  is  a  well-known 
figure  in  the  St.  Louis  territory,  and  has  a 
strong  following  in  the  dealer  field  in  the  en- 
tire district. 


Vitanola  Service  Bureau 

Is  Valley  Forge  Jobber 

Announce  Appointment  of  Chicago  Distributing 
Firm  as  Representative  for  Products  Made 
by  the  J.  A.  Fischer  Co. 

Chicago,  III.,  May  6. — The  Vitanola  Service 
Bureau,  11-13  East  Austin  avenue,  this  city,  dis- 
tributor of  phonograph  supplies  and  replacement 
material,  has  been  appointed  a  distributor  of 
the  Valley  Forge  line  of  phonograph  parts  and 
accessories,  made  by  the  J.  A.  Fischer  Co.,  of 
Philadelphia,  Pa.,  and  is  sending  out  to  the  trade 
literature  on  the  Valley  Forge  products. 


An  Aid  to  Service  Men 


Repair-part  catalog  sheets  covering  the  Au- 
tomatic Orthophonic  Victrolas  were  recently 
sent  Victor  dealers  by  the  Victor  Co.,  for  the 
convenience  of  service  men. 


dealers ! 

MU-RAD,  the  ultimate  in  Radio, 
Qoes  One  Step  Further! 

An  All  Electric  Set ! 


Mr.  Dealer — You  want  profits,  you 
want  turnover,  you  want  a  steadily 
increasing  business !  You  know 
from  experience  that  the  way  to  at- 
tain these  assets  is  by  keeping  your 
eyes  opened  to  the  wants  of  the  pub- 
lic, by  anticipating  the  public's  next 
demands. 

Mu-Rad  has  done  this  for  you  in 
their  new  Super  Six  all-electric  re- 
ceiver. Mu-Rad  has  foreseen  the 
trend  of  public  wants  and  has  built 


a  set  that  may  be  operated  with  or 
without  batteries,  with  only  one  tun- 
ing control,  only  one  volume  control, 
without  electrolyte  and  one  that  may 
be  operated  with  an  indoor  antenna 
if  desired.  Here  is  the  target  for 
radio  users'  greatest  demand.  Here 
is  the  criterion  about  which  you  can 
build  a  powerful  sales  campaign. 
Write  at  once  for  price  list  and  com- 
plete information.  We  will  be  glad 
to  discuss  territorial  arrangement  for 
this  new  and  improved  Super  Six. 


Additional  models  available  — 
offering  you  a  complete  price  range  from  $91  to  $315 

MU-RAD 


ASBURY  PARK 


RADIO  CORPORATION 

Dept.  W 


NEW  JERSEY 
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KOLSTER  6-D. 

Now  $80  List 

ITS  POPULARITY  BRINGS  A  LOWER  PRICE 

Due  to  increased  demand  and  lowered  production  costs, 
the  Kolster  up  to  now  $98.50,  will  sell  for  $80.00— 

a  remarkably  low  price — one  bound  to  still  further  stimu- 
late  public  acceptance.  No  reduction  in  quality — simply 
more  value  per  dollar  for  the  Kolster  dealer  to  give  the 
consumer.  This  greater  value  means  more  sales  for  you 
and  greater  profits. 


Kolster 
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and  Two  Remarkable 

Developments 
fir  192? 


The  new  season's  offering  includes 
current  Kolster  models — with  refine- 
ments— PLUS  two  items  really  re- 
markable!  Not  yet  announced! 

As  usual  we  make  no  claims,  but 
those  who  have  seen  and  heard  the 
new  items  are  in  accord  in  predict- 
ing tremendous  consumer  response. 

Public  announcement  will  be  made 
late  in  June,  but  present  and  pros- 
pective Kolster  dealers  may  secure 
confidential  information  in  advance 
by  mailing  the  coupon. 


"Kolster  Radio  will  be  displayed  at  the 
R.  M.  A.  Trade  Show,  Stevens  Hotel, 
Chicago,  Illinois,  June  13-18,  1927." 


o 


In  1926  Kolster  dealers  found  Kolster 
Radio  a  profitable  line  to  handle.  In  1927 
Kolster  Radio  will  be  even  more  profitable. 

If  a  popular,  fast  moving  and  unusually 
profitable  line  appeals  to  you — if  you  in- 
sist upon  complete  protection  in  territo- 
rial and  other  policy  matters — Kolster 
Radio  is  what  you  need.  While  a  large 
number  of  dealers  now  handle  Kolsters, 
there  are  still  profitable  franchises  open. 
Get  all  the  facts — Mail  the  coupon  now! 


Radio 


Federal-Brandes,  Inc. 

Woolworth  Building,  New  York  City 

Please  send  me  confidential  information  regard- 
ing the  announcement  for  1927. 

Name  

Street  


37 


City. 


State. 
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Program  for  National  Music  Industries 
Convention  at  Chicago  Nearing  Completion 

National  Association  of  Music  Merchants  Announces  Schedule  for  Four  Days — Anticipate  Large 
Attendance  of  Talking  Machine  and  Radio  Men  Due  to  R.  M.  A.  Convention  Following  Week 


The  program  is  being  completed  rapidly  for 
the  annual  National  Music  Industries'  Conven- 
tion to  be  held  at  the  Hotel  Stevens,  Chicago, 
during  the  week  of  June  6,  when  the  various 
State  organizations  affiliated  with  the  Music  In- 
dustries' Chamber  of  Commerce  will  hold  their 
annual  sessions  for  the  discussion  of  trade 
problems,  the  election  of  officers,  and  other  busi- 
ness of  like  character.  The  Associations  in- 
clude the  National  Piano  Manufacturers'  Asso- 
ciation, the  National  Association  of  Music  Mer- 
chants, the  Musical  Supply  Association,  and 
organizations  of  band  instrument  manufacturers, 
musical  merchandise  manufacturers  and  whole- 
salers, etc. 

Definite  programs  for  the  sessions  of  the 
Chamber  itself  and  of  several  of  the  Associa- 
tions are  yet  in  process  of  formation,  but  the 
National  Association  of  Music  Merchants  has 
announced  a  schedule  covering  a  four-day  peri- 
od, during  which,  in  addition  to  regular  Asso- 
ciation matters  there  will  be  discussed  the  use 
of  the  carrying  charge  instead  of  interest  on  in- 
stalment accounts,  the  training  of  salesmen,  the 
question  of  national  laws  to  legalize  the  fixing 
of  resale  prices,  the  handling  of  instruments 
taken  in  trade,  and  other  matters  of  similar 
nature.  One  day  will  be  set  aside  for  the  finals 
of  the  Chicago  piano  playing  contest,  and  a 
discussion  of  such  contests  as  a  means  for  in- 
creasing interest  in  the  piano. 

Under  its  new  organization  plan  the  National 
Association  is  encouraging  the  formation  of 
State  and  local  Associations  of  music  merchants 
to  take  part  in  the  direction  of  the  national 
body  through  the  medium  of  accredited  dele- 
gates. As  a  result  of  this  campaign,  some  dozen 
or  more  State  and  regional  Associations  have 
been  organized  as  units  in  the  national  body, 
and  the  convention  will  take  up  the  matter  of 
the  formation  of  similar  associations  in  other 
localities. 

As  has  been  the  case  for  several  years,  ex- 
hibits by  manufacturers  in  the  convention  hotel 
will  be  permitted,  provided  the  exhibitors  are 
affiliated  directly  or  indirectly  with  the  Music 
Industries'  Chamber  of  Commerce.  Although 
the  exhibit  lists  are  far  from  complete  at  this 
time,  a  substantial  number  of  concerns  in  all 
branches  of  the  music  trade,  including  manu- 
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Ste.  Croix,  Switzerland 


Manufacturer  of  Europe's  Most 
Celebrated  Phonograph  Motors 


Great  selection, 
playing  up  to  ten 
records. 

Superior  quality 
at  moderate  prices 

Sole  Distributors  for  the  U.  S.  A. 

THORENS,  Inc. 

450  Fourth  Ave.,  New  York 
 *  = 
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facturers  of  talking  machines  and  radio  appara- 
tus, have  signified  their  intention  of  showing 
their  products  at  the  Hotel  Stevens  during  the 
convention. 

It  is  expected  that  the  convention  attendance 
from  among  the  talking  machine  and  radio  men 
will  be  permitted,  provided  the  exhibitors  are 
fact  that  the  radio  show  at  the  Coliseum  in 
Chicago  will  be  held  during  the  week  of  June  13, 
immediately  following  the  music  convention, 
which  will  enable  interested  trade .  members  to 
take  in  both  affairs  with  a  minimum  loss  of 
time. 


Caswell  Mfg.  Go.  Perfects 

New  Portable  Machine 


Latest  Product  of  Milwaukee  Firm  Is  to  Be 
Introduced  to  the  Trade  in  Near  Future 


The  Caswell  Mfg.  Co.,  Milwaukee,  maker  of 
Caswell  Aristocrat  and  Gypsy  portable  phono- 
graphs, has  designed  and  perfected  a  new  por- 
table machine,  which  will  make  its  initial  bow 
to  the  trade  in  the  near  future.  The  latest  addi- 
tion to  the  Caswell  portable  line  is  said  to  de- 
velop a  tone  comparable  to  that  of  a  console, 
with  clarity  and  adequate  volume,  and  it  has 
been  termed  by  those  who  have  seen  and  heard 
it  "an  apartment  grand." 

Several  new  features  have  been  added  to  the 
Caswell  Gypsy  and  Giantone  models,  including 
an  "S"  curve  throwback  tone  arm.  A  new- 
style  of  color  embossing  is  found  on  the  Gypsy- 
model,  the  interior  of  the  machine  having  been 
embellished  and  given  greater  attractiveness  in 
this  manner. 


Kellogg  Distributor  Makes 
Good  in  Northeastern  Pa. 


Scranton,  Pa.,  May  7. — Enjoying  a  mutual  con- 
fidence resulting  from  a  happy  and  profitable 
association,  the  Northeastern  Radio  Co.,  of  this 
city,  is  now  entering  in  its  fourth  year  as  dis- 
tributor in  northeastern  Pennsylvania  for  the 
radio  products  of  the  Kellogg  Switchboard  & 
Supply  Co.,  Chicago,  111.  Ira  M.  Irving,  sole 
owner,  has,  through  his  ambitious  preparation, 
energetic  policies  and  forceful  advertising, 
placed  the  Northeastern  Radio  Co.  in  a  position 
to  command  the  interest  of  radio  manufacturers 
as  well  as  the  respect  of  his  patrons,  and  has 
brought  into  his  territory  a  volume  of  Kellogg 
radio  products  that  has  convinced  the  Kellogg 
Co.  of  the  value  of  the  Northeastern  Radio  Co. 
as  one  of  its  principal  outlets. 


Buys  Wilmette  Shop 

The  purchase  of  the  Wilmette  Music  Shop, 
W  ilmette,  111.,  by  Carleton  Kaumcyer,  who  will 
operate  it  along  the  same  lines  as  heretofore, 
has  been  announced. 


MICA 
DIAPHRAGMS 

Immediate  delivery — all  sizes 
Send  for  free  samples  and  prices 
All  Mica  Products 

INTERNATIONAL  MICA  CO. 


Baring  538  PHILADELPHIA,  PA.  fiimS  Philm. 

Symphonic  Globe  Speaker 

Is  Introduced  to  Trade 


New  Radio  Loudspeaker  in  the  Shape  of  Com- 
plete Map  of  the  World — Possesses  Unusual 
Selling  Features — Has  Fine  Tone 


The  Symphonic  Sales  Corp.,  370  Seventh  ave- 
nue, New  York  City,  is  introducing  to  the  trade 
a    new    type    of    loudspeaker — the  Symphonic 


Symphonic  Globe  Speaker 

Globe  radio  loudspeaker.  This  is  a  decided  de- 
parture in  speaker  design. 

The  Symphonic  Globe  speaker  has  a  remark- 
ably fine  tone — extremely  clear  speech  and  high 
musical  quality.  In  the  ball-shaped  interior 
there  is  no  vibration  elsewhere  than  in  the 
diaphragm  of  the  powerful  unit  itself,  it  is 
claimed. 

Lambert  Friedl,  president  of  the  Symphonic 
Sales  Corp.,  explains  the  action  of  the  speaker 
in  this  way:  "Speech  or  music  is  driven  into 
the  dome  of  the  globe,  in  which  space  it  ex- 
pands and  develops  itself  as  in  a  long  tone 
chamber  or  horn.  The  clarified  speech  or  well- 
rounded  musical  tones  are  emitted  with  all 
original  fidelity  and  without  the  presence  of 
foreign  noises." 

The  Globe  itself  is  an  accurate  full-sized  li- 
brary globe — an  up-to-the-minute  postwar  map 
of  the  entire  world.  On  a  dealer's  counter  or 
in  the  window  it  commands  attention.  In  the 
home  it  blends  with  the  furnishings  of  the  most 
particular  and  exacting  customer.  It  will  find 
its  way  into,  the  homes  of  those  parents  who  are 
helping  their  children  in  school  studies. 

This  new  Speaker  can  be  cleaned  with  a  damp 
cloth.  It  is  not  fragile,  and,  therefore,  reduces 
the  trouble  of  handling  and  shipping  by  whole- 
salers and  dealers.  The  Symphonic  Globe 
Speaker  retails  at  $35. 


PHONOGRAPH  CASES 

RADIO  CASES 
Reinforced  3 -ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Let    at     figure    on    your  requirement* 

MADE  BY 

PLYWOOD  CORPORATION, 


Goldsboro,  N.  C. 


Mills  in  V..,  N.  C.  and  S.  C. 
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Paragon  Go.  Marketing 

Radio  Grounding  System 

S.  I.  Marks  Has  Secured  Agency  for  Product 
and  Plans  National  Distribution  Through 
Leading  Wholesalers  at  Strategic  Points 


A  new  radio  grounding  system  is  being  intro- 
duced to  the  trade  by  the  Paragon  Electric  Co., 
of  Chicago,  III,  manufacturer  of  a  grounding 
system  for  electric  lighting,  and  well  known 
throughout  the  country  for  the  quality  of  its 
products.  By  the  use  of  this  new  ground  radio 
reception,  especially  during  the  Spring  and 
Summer  months,  will  be  clarified,  it  is  claimed. 
This  new  ground  is  constructed  of  sheet-copper 
wire  in  the  shape  of  a  cone  with  copper  bottom 
plate;  it  measures  four  inches  at  the  base,  three 
inches  at  the  top  and  twelve  inches  in  length. 
The  cone  is  filled  with  charcoal  to  attract  and 
hold  moisture,  and  is  fitted  with  a  removable 
cap  to  prevent  the  spilling  of  charcoal  in  transit. 
The  outer  edges  are  seamed  and  copper-welded. 
Twenty  feet  of  lead-in  wire  are  welded  to  the 
cone  to  provide  for  uninterrupted  conductivity. 
The  ground  should  be  buried  in  four  feet  of 
earth  directly  below  the  window  nearest  the 
radio  set.  The  welded  copper  wire  is  brought 
up  and  through  the  window  and  attached  to 
the  radio  set,  thus  completing  the  entire  instal- 
lation. 

It  is  claimed  that  tests  made  indicate  a  reduc- 
tion in  static,  greater  selectivity  and  better  re- 
ception on  distant  stations.  Another  claim  for 
this  ground  is  that  it  will  operate  a  radio  set 
without  the  use  of  an  antenna  by  connecting 
the  ground  wire  directly  to  the  antenna  posts, 
giving  very  good  reception. 

S.  I.  Marks,  well  known  to  the  trade,  who 
has  secured  the  agency  for  this  product,  is  plan- 
ning a  campaign  to  secure  national  distribution 
through  leading  radio  distributors. 


Atwater  Kent  Radio  Set 

Makes  Underground  Test 

In  Contrast  to  Recent  Altitude  Reception  Test, 
Atwater  Kent  Receiver  "Picks  Up"  Station 
From  Cave,  One  Mile  Deep 


The  performance  of  the  Atwater  Kent  Model 
32,  seven-tube  radio  receiving  set,  in  the  alti- 
tude record  established  by  Captain  Gray,  bal- 
loonist, was  reported  in  last  month's  issue  of 
The  World.  This  month  the  Atwater  Kent 
Mfg.  Co.,  Philadelphia,  Pa.,  reports  "picking 
up"  many  stations  at  a  distance  of  one  mile 
underground.  Sam  Reily,  owner  of  the  Wyan- 
dotte Cave,  Corydon,  Ind.,  and  a  party  of 
friends,  including  H.  D.  Conrad,  Atwater  Kent 
dealer,  penetrated  a  considerable  distance  into 
the  cave.  Station  WHAS  furnished  a  special 
program  for  the  test. 


Health  Builders,  Inc., 

Wins  Infringement  Suit 

Robert  B.  Wheelan,  president  of  Health 
Builders,  Inc.,  has  announced  that  a  decision 
on  the  patent  suit  filed  by  the  Wallace  Insti- 
tute, of  Chicago,  regarding  the  alleged  infringe- 
ment of  patent,  concerning  exercises  on  phono- 
graph records  by  Health  Builders,  Inc.,  New 
York  City,  Victor  Talking  Machine  Co.,  of 
Camden,  N.  J.,  and  Mr.  Wheelan  personally, 
has  been  handed  down  in  favor  of  the  defend- 
ants. 


In  Bankruptcy 

The  Horras  Piano  Co.,  St.  Louis,  Mo.,  recent- 
ly filed  a  voluntary  petition  in  bankruptcy,  list- 
ing liabilities  of  $31,670  and  assets  of  $7,165. 


The  Saxophone  Shop,  Portland,  Ore., 
added  the  Columbia  line  of  phonographs. 


has 


T?letn.etlt 


Valley 
^  Automatic 
Charger 


use< 


List  Price 

$16.50 


f.  o.  b.  St.  Louis- 


AUTOMATIC 

CHARGE 


Combines  the  desirable  features  of 
all  other  types  of  chargers.  Thanks  to 
the  Raytheon  Element  and  Valley  en- 
gineering ingenuity,  this  automatic 
charger  has  in  its  favor  every  factor 
for  making  it  one  of  the  biggest  and 
most  popular  selling  items  on  the 
radio  market  in  1927. 

Charges  at  either  \y2  or  2l/i  am- 
peres. Equipped  with  automatic  B 
power  relay  switch  and  battery 
charger  control.  We  recommend  it 
as  far  superior  to  trickle  chargers. 

Small,  Compact.  Black  enameled  case, 
satin  finish.  Comes  complete  with  cord,  plug, 
leads  and  clips. 


4 


Uses 
the 
Raytheon 
Tube 


Valley 
B  Power 
Unit 


Uses 
the 


Model  40  Designed  for  use  with  radio 
receivers  of  5  and  6  tuDes  or  less.  Sup- 
plies all  B  current  necessary  including 
extra  B  voltage  and  C  voltage  required 
when  a  UX-171  power  tube  is  used. 

The  tube  supplied  with  this  unit  is  the 
standard  Raytheon  type  BH  tube,  which 
is  ideal  for  this  service. 

Built  compactly  in  black  enameled  case  with 
C  tap,  detector  and  intermediate  controls,  and 
binding  posts  on  front  panel. 

List  Price  $37.50 

(including  Raytheon  Tube) 
f.  o.  b.  St.  Louis 

Charges  Your 
Battery 
Overnight 

The  Valley  ABC 
Charger  operates  at 
a  6-ampere  rate  with 
6-volt  batteries  and 
is  capable  of  re- 
charging a  storage 
battery  between 
signing-off  time  to- 
night and  listening- 
in  time  tomorrow. 

Only  two  working  parts — the  contacts,  which 
can  be  replaced  cheaply  and  quickly  by  anyone. 
Safe,  dependable,  economical.  Comes  complete 
with  cord,  plug,  leads  and  clips. 

List  Price  $19.50 

f.  o.  b.  St.  Louis 


Model  50  The  big  Valley  B  Power 
Unit.  Designed  for  all  radio  receivers  up 
to  12-tube  sets.  Also  supplies  plate  volt- 
age necessary  for  a  power  unit  or  power 
tubes. 

The  Raytheon  Tube  is  used  with  this 
unit  also,  because  of  its  long  life  and 
satisfactory  performance. 

Toggle  switch  on  the  panel  controls  current 
from  lighting  circuit.  Mounted  in  handsome  black 
metal  case. 

List  Price  $50.00 

(including  Raytheon  Tube) 
f.  o.  b.  St.  Louis 

This  Two-Bulb 
Charger  Is 
Noiseless 

This  Valley 
Charger  is  a  bulb 
type  rectifier.  May 
be  used  with  one 
bulb  or  two,  to 
charge  at  either  2y2 
amperes  or  5  am- 
peres. 

Where  a  quiet  charger 
is  desired,  the  Valley  Two-Bulb  Charger 
meet  every  requirement.  No  adjustments.  Noth- 
ing to  get  out  of  order.  Comes  complete  with 
cord,  plug,  leads  and  clips.  Equipped  with  handle. 

List  Price  (without  tubes)  *  $15.00 

Rectigon  Tubes,  each    4.00 


will 


Valleytone  Radio  Receiver 


MODEL  52 


Made  on  the  exclusive  Valley  principle 
of  potential  balance,  the  Valleytone 
Radio  Receiver  has  built  among  thou- 
sands of  satisfied  users  a  reputation  for 
selectivity,  lone  quality,  volume  and 
range. 

On  the  left  is  shown  the  Valleytone 
No.  52,  a  two-dial  controi  5  tube  receiver, 


MODEL  71 


and  on  the  right  is  shown  Valleytone 
No.  71,  an  advanced  one-dial  7  tube  re- 
ceiving set. 

Model  52.       -  List  Price  $90.00 

Without  Accessories 

Model  71.       -  List  Price  $95.00 

Without  Accessories 


Valley  Electric 

Write  the  factory  or  the  nearest  office  for  further  details,  discounts,  dealer  helps,  etc. 
VALLEY    ELECTRIC  CO.,    TCadio    Division,   4515    Shaw    Avenue,    St.    Louis,  Mo. 

District  Offices:  Boston,   Chicago,  Cleveland.  Indianapolis. 
Kansas  City,  Minneapolis.  New  York,  Philadelphia.  San  Francisco 

Visit  the  Valley  Exhibit  at  R.M.A.  Show — Booth  131.    Ask  to  see  the  New  Valley  A  Power  Unit 
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Profit  Wimiijg  Sales  Wri'n  kles 

Store  Concerts  Attract  Trade — An  Effective  Means  of  Stocking  Album  Sets  of  Records — How  Hill 
&  Kosowitz  Tie  Up  with  Manufacturer's  Publicity — Encourage  All  Employes 
to  Secure  Likely  Prospects — Spare  Tires  as  Publicity  Mediums 


Last  year  in  the  early  Summer  the  Terminal 
Radio  &  Music  Shop,  located  at  the  entrance 
to  the  Long  Island  division  of  the  Pennsylvania 
station,  New  York,  arranged  for  an  orchestra 
to  give  a  store  concert.  The  event  was  most 
successful,  and  attracted  hundreds  of  passers-by, 
many  of  whom  became  regular  record  custom- 
ers. As  this  store  does  the  bulk  of  its  business 
during  the  Summer  months  to  the  commuters, 
Joseph  Polan,  proprietor,  is  planning  to  hold  a 
similar  concert  within  the  next  week  or  two. 
Dealers  similarly  located,  adjacent  to  a  termi- 
nal, which  gets  a  heavy  Summer  traffic,  might 
do  well  to  feature "  their  stores  so  that  resort 
residents  will  be  attracted  and  become  in  time 
buyers'  of  records,  sheet  music  or  small  goods. 
The  live  dealer  will  not  wait  for  transients  to 
drop  in  of  their  own  accord,  but  will  utilize 
striking  window  displays,  keep  a  talking  ma- 
chine playing  at  the  door,  or  have  a  concert  of 
some  recording  artist  at  the  store. 

Album  Set  Bookcase 

An  effective  arrangement  for  the  stocking 
and  display  of  the  Columbia  Masterworks  series 
of  records  is  utilized  by  the  Fifth  avenue  store 
of  Landay  Bros.  A  bookcase  built  into  the 
wall  is  situated  just  inside  the  entrance  to  the 
store,  and  the  full  catalog  of  album  sets  is  filed 
away  on  these  shelves,  just  as  are  books  in  the 
ordinarj'  bookcase.  The  stock  of  these  albums 
carried  is  between  sixty  and  seventy,  and  as 
they  are  in  attractive,  colored  binding,  the  en- 
tire collection  presents  a  most  attractive  appear- 
ance. As  the  average  purchaser  of  album  sets 
of  symphonic  music  is  interested  in  other  music 


of  the  same  type,  this  arrangement  is  ideal,  as 
he  can  in  a  very  few  moments  see  what  the 
library  of  this  music  includes  without  the  as- 
sistance of  a  salesman  or  without  recourse  to 
the  catalog. 

Effective  Publicity 

An  interesting  and  effective  method  of  using 
the  sales  material  provided  by  the  manufacturer 
was  recently  put  into  practice  by  Hill  &  Koso- 
witz, of  2369  Broadway,  N.  Y.,  in  introducing 
the  Automatic  Orthophonic  Yictrola.  This  store 
had  the  folder  which  is  provided  by  the  Victor 
Talking  Machine  Co.  for  counter  and  mail  dis- 
tribution, and  which  pictures  and  describes  the 
instrument,  enclosed  in  a  cover,  which  bears 
on  its  first  page  an  invitation  to  the  customer 
to  come  and  hear  the  instrument.  On  the  sec- 
ond page  the  following  appears:  "A  Sweeping 
Personal  Endorsement  of  the  Automatic  Ortho- 
phonic  Victrola  by  Hill  &  Kosowitz,  pro- 
prietors, Liberty  Music  Shop. 

"We  can  tell  you  about  it — how  this  almost 
human  instrument  with  its  mechanical  hand 
takes  twelve  records  you  have  selected,  places 
the  first  in  position,  adjusts  the  needle,  plays 
the  selection  through,  removes  the  record  and 
plays  the  next — until  all  twelve  have  been 
played.  One  whole  hour's  entertainment,  au- 
tomatically rendered!  .  .  .  We  can  tell  you, 
yes;  but  to  appreciate  the  wonder  of  it  you 
must  see  and  hear  it! 

"Our  association  with  Victor  products  totals 
nearly  a  quarter-century.  From  the  days  of 
cylindrical  records  and  'His  Master's  Voice'  we 
have  watched  the  Victrola  come  into  its  own. 


We  regard  the  Automatic  Orthophonic  Vic- 
trola as  a  final  achievement;  the  ultimate  in  the 
development  of  Music  for  the  Home." 

All  Employes  Help 

There  has  been  much  discussion  in  the  trade 
publications  and  among  dealers  as  to  whether 
the  radio  service  man  can  be  trained  to  sell,  and 
as  to  whether  or  not  it  is  good  policy  for  the 
dealer  to  so  utilize  his  radio  service  department. 
The  idea,  however,  is  not  a  new  one,  for  dealers 
have  for  many  years  used  the  services  of  their 
entire  staffs  in  stimulating  sales  of  instruments. 
For  example,  some  time  ago  the  Rosenbaum 
Co.,  Victor  dealer  of  Pittsburgh,  inaugurated  a 
sales  drive  on  Victor  instruments,  and  had  its 
many  employes  turn  in  names  of  possible  pros- 
pects with  the  understanding  that  should  a  sale 
be  completed  from  the  information  given  a  com- 
mission of  3  per  cent  would  be  paid.  The  em- 
ployes were  given  cards  with  the  offer  explained 
in  full,  and  with  a  form  containing  space  for 
the  prospect's  name,  address,  phone  number 
and  the  name  of  the  employe  turning  in  the 
name.  The  opportunity  to  make  extra  money 
was  eagerly  seized  by  the  employes,  and  the 
number  of  sales  from  this  source  during  the 
five  weeks  of  the  drive  was  surprising  and  most 
satisfactory. 

Spare  Tire  Publicity 

A  unique  sales  promotion  stunt  is  being  used 
by  A.  S.  Evey,  RCA  authorized  dealer,  of 
Bartlesville,  Okla.  It  is  a  Radiotron  tire  cover 
for  use  on  the  spare  tires  of  automobiles,  with 
the  Radiotron  man  painted  in  the  same  colors 
that  are  used  on  the  regular  RCA  posters. 


Incorporation 

The  Piedmont  Music  Co.  of  North  Carolina, 
Charlotte,  N.  C,  was  recently  incorporated 
with  a  capital  stock  of  $10,000.  The  incorpora- 
tors are  George  T.  Garrett,  Fred  B.  Helms 
and  E.  J.  Hanson. 


Phonographs 

The  Mastercraft  line  of 
phonographs  is.  complete. 
They  are  all  built  on  the 
new  "Masterphonic"  prin- 
ciple, with  new  scientifically 
designed  tone  chambers  and 
special  reproducers  which 
insure  deep,  rich  tones  and 
tremendous  volume. 

They  retail  at  a  price  that 
insures  quick  turnover  with 
a  maximum  profit  for  the 
dealer. 

Write  for  full  details. 


Watch 


for  an 

important  announcement 
in  the  next  issue  of 
this  magazine 


The  Wolf  Industries 

Qnincy,  Illinois 


Radio  Consoles 

Mastercraft  Radio  Consoles 
offer  wonderful  sales  pos- 
sibilities during  the  months 
that  are  usually  slack  for 
Radio.  With  the  Master- 
craft Line  every  owner  of 
a  table  set  is  a  prospect  for 
profitable  sale. 

There  is  a  big  market  for 
Radio  Consoles  right  now, 
and  it  presents  an  excep- 
tional opportunity  to  make 
real  profits  at  a  time  when 
radio  sets  and  accessories 
are  not  moving. 

Write  today  for  complete 
details. 
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Socket 


Units 


Built  to  excel, 


not  undersell 


Wait !  Don't  decide  too  soon ! 

Hold  up  your  decision  on  Socket  Power  Units  until  after  the 
Chicago  Show.   It'll  pay  to  wait  until  then — pay  you  well. 

We're  bringing  out  three  new  ones  that  will  entirely  revolu- 
tionize your  ideas  of  what  high-quality  socket  power  units 
can  do: 


NEW! 
Universal 
"A" 
Socket 
Power  Unit 


NEW! 
Universal 
"B-C" 
Socket 
Power  Unit 


NEW! 
Universal 
"A-B-C" 
Socket 
Power  Unit 


Anticipating  the  needs  of  the  market,  these  units  are 
specially  built  to  take  care  of  the  demand  for  power  tubes 
and  the  necessary  C  voltages.  Wait  and  see  them !  You'll 
never  regret  it. 

See  the  Universal  Exhibit  at  Chicago 
Space  65A — R.  M.  A.  Convention 
Neti'  Hotel  Stevens,  June  13-18,  1927 

THE  UNIVERSAL  BATTERY  CO. 

3455  South  La  Salle  Street  -  Chicago 

Makers  of  good  batteries  for  25  years 

<~\vV  UNIVERSAL  AtS^> 
™  BATTERIES  W. 
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Milwaukee  Kellogg  Dealers 
Make  Plans  for  Next  Season 


Interesting  Meeting  of  Kellogg  Representatives 
Held  Under  Auspices  of  the  Standard  Radio 
Co.,  Milwaukee  Radio  Distributor 


advertising  was  covered  by  K.  C.  Smith,  of  the 
advertising  agency  handling  the  account. 

The  meeting  was  interesting  and  informative 
and  the  presence  of  the  leading  dealers  of  Mil- 
waukee and  other  cities  in  eastern  Wisconsin  in- 
dicated the  interest  in  the  Kellogg  line. 


Milwaukee,  Wis.,  May  5. — A  selected  group  of 
radio  dealers  gathered  in  this  city  recently  at 
the  invitation  of  the  Standard  Radio  Co.  to 
listen  to  plans  for  promoting  the  Kellogg  radio 
line  for  the  1927-28  radio  season.  Dinner  was 
served  at  the  Milwaukee  Athletic  Club.  I.  R. 
Witthuhn,  sales  manager  of  the  Standard  Radio 
Co.,  welcomed  the  guests  and  explained  the  Kel- 
logg policy  of  restricting  the  sale  of  Kellogg 
radio  to  dealers  selected  in  advance  as  being 
the  type  of  merchants  able  to  properly  represent 


Thorens,  Inc.,  Announces 
Primaphonic  Reproducer 

A  new  phonograph  tone  arm  and  sound  box 
have  been  announced  to  the  trade  by  Thorens, 
Inc.,  distributor  in  the  United  States  for  Her- 
mann Thorens,  Ste.  Croix,  Switzerland,  manu- 
facturer of  the  well-known  line  of  Thorens 
phonograph  motors.  The  new  reproducer  will 
be  known  as  the  Primaphonic.  These  acces- 
sories have  enjoyed  a  large  volume  of  sales  in 


Kellogg  Representatives  Pres 

the  line.  George  Eaton,  chief  engineer  of  the 
Kellogg  Co.,  explained  the  reasons  for  the 
Kellogg  6-tube,  inductively  tuned  set.  H.  C. 
Abbot,  also  of  the  Kellogg  Co.,  told  of  the  mer- 
chandising policy  to  be  followed.  He  showed 
how  the  policy  of  limiting  the  sale  of  Kellogg 
goods  to  carefully  selected  dealers  had  attracted 
many  of  the  most  desirable  outlets  in  the  coun- 
try. Landay  Bros.,  of  New  York;  Grinnell 
Bros.,  of  Detroit,  and  Sherman,  Clay  &  Co.,  of 
the  Pacific  Coast,  were  cited  as  leaders  in  the 
country's  music  trade  who  had  chosen  the  Kel- 
logg as  a  quality  radio  line.     The  matter  of 


ent  at  Meeting  in  Milwaukee 

Europe,  according  to  R.  R.  Kind,  general  man- 
ager for  the  United  States. 


Increases  Capital  Stock 


The  Liberty  Musical  Instrument  Corp.,  Chi- 
cago, 111.,  has  increased  its  capital  stock  from 
$75,000  to  $125,000.  The  directorate  has  also 
been  increased  from  three  to  seven. 


Hollenberg  Music  Co.,  of 
Little  Rock,  Changes  Hands 

Col.  F.  B.  T.  Hollenberg  and  His  Son  Have 
Disposed  of  Their  Interest  in  Establishment — 
S.  M.  Nutt  Heads  Reorganized  Firm 


Little  Rock,  Ark.,  May  5.— Col.  F.  B.  T.  Hol- 
lenberg and  F.  B.  T.  Hollenberg,  Jr.,  have  dis- 
posed of  their  interest  in  the  Hollenberg  Music 
Co.,  this  city,  which  company  was  originally  or- 
ganized in  1853  by  H.  G.  Hollenberg,  father  of 
Col.  F.  B.  T.  Hollenberg.  F.  B.  T.  Hollenberg,  Jr., 
has  been  ill  for  the  past  several  months,  and  it 
was  deemed  advisable  for  him  to  retire  from 
business. 

The  business  has  been  reorganized  and  has 
been  merged  with  the  Nowlin-Carr  Co.,  of  Pine 
Bluff,  Ark.,  and  the  Richards-Bevill  Co.,  of  Hot 
Springs,  Ark.,  and  will  be  operated  under  the 
name  of  Hollenberg  Music  Co.,  Inc.,  with  main 
offices  at  Little  Rock  and  branch  stores  at  Pine 
Bluff  and  Hot  Springs,  Ark. 

Sidney  M.  Nutt,  of  Hot  Springs,  Ark.,  is 
president  of  the  new  company.  H.  Roddy  Jones, 
of  Hot  Springs,  is  vice-president,  and  James  F. 
Bevill  is  secretary  and  general  manager.  Col. 
F.  B.  T.  Hollenberg  is  chairman  of  the  Board 
of  Directors  of  the  new  company,  and  will  serve 
with  the  following  other  directors:  Sidney  M. 
Nutt,  H.  Roddy  Jones  and  Dr.  W.  K.  Smith, 
of  Hot  Springs,  Ark.;  A.  B.  Cook,  president  of 
Wisconsin  &  Arkansas  Lumber  Co.,  Malvern, 
Ark.;  E.  Nowlin  and  J.  A.  Carr. 

Warren  Andrews,  formerly  with  Brunswick- 
Balke-Collender  Co.,  has  been  appointed  sales 
manager  of  the  new  company.  Gilbert  Martin, 
Jr.,  will  be  in  charge  of  the  Pine  Bluff  store, 
and  Harold  Haynes  will  have  charge  of  the  Hot 
Springs  branch.  The  new  company  will  carry 
an  extensive  line  of  pianos  and  phonographs, 
and  expects  to  operate  on  a  large  scale. 


The  Miller  Electric  Co.,  Baltimore,  Md.,  radio 
dealer,  has  filed  a  petition  in  bankruptcy. 


Taubman  Bros.,  radio  dealers,  of  Boston,  re- 
cently opened  five  new  branch  stores. 


The  first  complete  line 

of  high  grade  speakers  ever  placed  on  the  market 
— five  distinctive  models,  legitimately  priced  on 
the  basis  of  real  value  and  sound  merchandising 
principles  will  be  announced  in  the  June  publi- 
cations and  displayed  at  the  R  M  A  Radio  Trade 
Show,  June  13th  to  18th,  Booth  53  —  Stevens 
Hotel,  Chicago. 

jtewens  Jpeakzrs 

made  by  the  pioneers  in  cone  speakers 


STEVENS  &  COMPANY,  Inc. 
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HEINEMAN  MOTOR  No.  77 


THE 


Standard  £Motor 


Standard  means  first  choice;  the  best 
Standards  are  earned  not  claimed. 
Millions  of  Heineman  Motors  distrib- 
uted during  the  past  ten  years  have 
served    the    Phonograph  Manufac- 


turer, the  Dealer  and  the  Phono- 
graph Owner  with  such  complete 
satisfaction  that  Heineman  Motors 
have  earned  first  place  in  the  phono- 
graph industry.  They  are  standard; 
best. 


Phonographs  with  Heineman  Motors  are  quality  phonographs 


Okeh  Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 
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glOPHIE  TUCKER 


Is  Now  an 
Exclusive 
OKEH 
Artist 


THAT  MOMENT— when  your  cus- 
tomer  wonders  "now  what  would  best  please 
my  guests?" 

That  is  the  moment  when  you  should  say, 
"HEAR 

ONE  OF  OUR 


ELEClRfC 


No.  40813—10  in.  75c 
Sophie  Tucker  Sings— 


THE  TRUMP  OF  HITS! 

What  could  be  finer  than 
Two  Sophie  Tucker  Songs 
done  to  the  accompaniment  of 
Miff  Mole's  Molers 
— Ted  Shapiro  at  Piano — 


Fifty  Million  Frenchmen  Can't  Be  Wrong 
One  Sweet  Letter  From  You 


Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  Qenercd  Manager 
25  West  45th  Street  New  York,  N.  Y. 


The  Talking  Machine  World,  New  York,  May,  1927 


BEAUTY  IN  MUSIC 

whether  you  sell  to  the  lovers  of  classical  music,  whether  you  sell  to 
the  gay  young  dancers  .  .  .  you  can  always  find  the  true  music  lovers 


DAJOS  BELA 


EDITH  LORAND 


who  are  anxious  to  own  just  such  music,  such  exquisitely  pure  mel- 
ody as  we  hear  in  the  orchestrals  by  Dajos  Bela  and  His  Orchestra 
and  Edith  Lorand  and  Her  Orchestra. 


3196 
12  in.  $1.25 


MY  DREAM— Waltz 
GOLDSHOWER— Waltz 

Both  played  by  Dajos  Bela 
and  His  Orchestra 


3197 
12  in.  $1.25 


SAMUM — Symphony  Fox  Trot 
SULAMITH— Waltz 
Both  played  by  Dajos  Bela 
and  His  Orchestra 


3198 
12  in.  $1.25 


LA  SERENADE— Spanish  Waltz 
VENETIAN  BARCAROLLE 

Both  played  by  Edith  Lorand 
and  Her  Orchestra 


Electrically  Recorded 

OcIanvRcconte 


(Recorded  in  Europe) 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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e 


OKEH 

Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 
OKEH  -TRU ETON E  NEEDLES    -     HEINEMAN  MOTORS 

25  West  45th  Street,  New  York,  N.  Y. 


Important 
Points  in 
Selling 
Records 

are  the  points  of  Okeh 
and  Truetone  needles. 
They  do  not  disappoint 
the  music  lover  and 
they  are  important  in 
increasing  the  Dealers* 


sa 


les. 
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Morris  W.  Fantle  Co.  to  Distribute 

Plaza  Products  in  Cincinnati  Territory 

New  Products  Handled  Include  the  Fine-Arts  Micro-Phonic  Table  Phonographs,  Pal,  Regal  and 
Kompact  Portables — Columbia  Branch  Is  Enlarged — Portable  Business  Brisk 


Cincinnati,  O.,  May  9. — Talking  machine  deal- 
ers report  a  satisfactory  volume  of  business  and 
predict  that  the  month's  sales  will  show  a  gain. 
An  unusually  large  demand  is  expected  for  port- 
able talking  machines  as  soon  as  the  weather 
gets  warmer,  for  use  in  camps,  at  picnics  and 
at  other  outings,  as  well  as  by  automobile  tour- 
ists. Records  are  selling  well,  and  an  excellent 
demand  for  these  is  expected  to  continue. 
Morris  W.  Fantle  Co.  Adds  New  Lines 

The  Morris  W.  Fantle  Co.,  established  at  119 
West  Fourth  street,  a  year  ago,  had  a  quiet  cele- 
bration of  its  first  birthday  the  latter  part  of 
April.  Mr.  Fantle,  the  head  of  the  company, 
reports  a  prosperous  year,  with  a  steady  growth 
of  business.  The  company  has  just  increased 
its  floor  space  to  make  room  for  new  lines 
taken  on,  and  it  has  added  several  men  to  its 
sales  force. 

A  line  of  goods  taken  on  by  the  company 
the  first  of  May  is  that  of  Plaza  Music  Co.,  of 
New  York,  which  includes  the  Fine-Arts  Micro- 
Phonic  table  phonograph,  the  Pal  De  Luxe,  the 
Standard  Pal,  the  Regal  and  the  Kompact,  for 
which  it  is  exclusive  distributor  in  Cincinnati 
and  adjacent  territory.  The  company  has  also 
become  distributor  of  the  Gennett  Electro- 
Beam  records  in  Ohio  and  West  Virginia.  J. 
Ross,  traveling  representative  of  the  Plaza 
Music  Co.,  was  a  recent  caller  at  the  Fantle 
executive  offices. 

Brunswick  Prismatone  Creates  Interest 

"The  Prismatone,  'The  Instrument  of  Color- 
ful Music'  as  the  Brunswick  phonograph  has 
been  so  appropriately  designated,  is  creating 
a  lot  of  interest  in  the  minds  of  discriminating 
people,"  stated  Louis  H.  Ahaus,  owner  of  the 
Brunswick  Shop.  "The  entire  Brunswick  line  is 
moving  in  a  satisfactory  way,  records  are 
selling  well,  and  business  is  on  the  up-grade," 
he  continued. 

Reports  Demand  for  Victor  Line 

"Business  is  very  good,  and  there  is  an  es- 
pecially fine  demand  for  records,"  stated  A.  H. 
Bates,  secretary  of  the  Ohio  Talking  Machine 
Co.  "The  new  Automatic  is  going  fine  every 
place,  and  the  same  may  be  said  of  the  rest  of 
our  line.  Out-of-town  dealers  report  an  in 
creasing  demand,  and  all  concerns  that  are  really 
making  an  effort  to  move  their  goods  are  meet- 
ing with  success." 

Enlarged  Local  Columbia  Branch 

The  local^branch  of  the  Columbia  Phonograph 
Co.  has  been  enlarged  and  rearranged  in  a  way 
that  affords  better  facilities  for  the  handling  of 
its  increasing  business.  "We  have  exceeded 
our  sales  quota  by  several  thousand  dollars," 
explained  Miss  Rose  Helberg,  local  manager, 
"and  naturally  we  feel  just  a  little  bit  proud  of 
bur  record,  as  well  as  very  much  encouraged. 
With  our  increased  space  we  are  in  fine  posi- 
tion to  take  care  of  our  trade  with  dispatch. 
All  of  our  models  are  selling  well  at  present, 
and  there  is  every  indication  that  the  demand 
will  increase."  R.  J.  Mueller,  district  manager 
of  the  Columbia  Co.,  visited  the  local  offices 
the  latter  part  of  April,  after  which  he  and 
C.  E.  Kramer,  of  the  local  sales  force,  went  on 
a  business  tour  through  Kentucky  and  West 
Virginia. 

Portable  Demand  Increasing 

"Business  is  very  good  with  us,  and  the  de- 
mand for  talking  machines  and  records  seems  to 
be  on  the  increase,"  stated  Miss  Nan  Tighe, 
manager  of  the  Baldwin  Victrola  Shop,  which 
adjoins  the  Baldwin  retail  store.  "Already 
there  is  an  increased  call  for  portables  and  it 
looks  as  though  the  little  instruments  are  going 
to  be  very  popular  this  Summer." 

High-Priced  Units  Selling  Well 

"It  seems  that  people  are  taking  an  increased 
interest  in  talking  machines  in  general  and  in 


the  new  Automatic  in  particular,"  said  E.  W. 
Young,  manager  of  the  talking  machine  depart- 
ment in  the  downtown  store  of  the  Otto  Grau 
Piano  Co.  "The  more  expensive  models  are 
selling  well  and  our  entire  line  is  moving  in  a 
satisfactory  way." 

Advises  Curb  on  "Gyp"  Dealers 
"Undoubtedly  there  is  a  revived  interest  in 
talking  machines,  and  the  recent  improvements 
in  tone  make  it  possible  to  sell  instruments  to 
persons  who  would  not  consider  them  before," 
explained  Frank  Graul,  of  the  W.  R.  Graul  Co. 
"The  advertising  efforts  of  ethical  houses  are  to 
a  great  extent  nullified  by  the  advertising  of  the 
unethical  concerns,  and  this  is  a  great  draw- 
back.     I  hope  that  some  day  all  of  the  relk 


able  houses  that  handle  talking  machines  will 
get  together  and  take  steps  to  curb  gyp  sales, 
'bait'  advertising  and  other  deceptive  and  dis- 
honest practices." 

Automatic  Demonstration  Aids  Sales 
"We  have  been  demonstrating  the  new  Auto- 
matic at  meetings  and  public  gatherings  of  all 
kinds,  and  the  interest  thus  created  is  beginning 
to  bring  good  results,"  said  George  Gross,  head 
of  the  G.  P.  Gross  Co.  "With  the  new  store 
we  established  in  April  at  Eighth  street  and 
State  avenue,  we  now  have  three  retail  estab- 
lishments in  the  city,  and  in  all  of  these  the 
talking  machine  line  is  kept  well  to  the  front." 


Opens  New  Music  Store 

Bay  City,  Mich.,  May  6. — William  Preston,  for 
the  past  fourteen  years  connected  with  the 
Mohr  Hardware  &  Furniture  Co.,  has  opened 
a  retail  music  store  at  107  Fifth  avenue,  han- 
dling a  complete  line  of  talking  machines,  ra- 
dio receivers  and  pianos. 


This  2.5  ampere 

and  trickle  charger  meets  the 
needs  of  the  present  radio  market 


The  advantages  of  trickle  charging. 
But  combined  with  a  charging  rate 
high  enough  to  take  care  of  power 
tubes  and  to  break  down  battery  sul- 
phation  should  it  occur.  The  present 
day  set  requires  both.  The  combi- 
nation of  both  these  features  in  the 
Model  J  Balkite  Charger  is  rapidly 
making  it  the  most  popular  charger 
in  the  entire  radio  field. 

The  advantages  of  this  charger 
are  so  obvious  that  once  they  are 
pointed  out  to  the  customer  Balkite 
Model  J  will  sell  itself.  One  radio 
dealer  who  had  paid  little  attention 
to  Model  J,  on  finding  that  its  sale 
was  showing  a  rapid  increase,  began 
pushing  it.  When  a  customer  came 
in  for  a  Balkite  Trickle  Charger  this 
dealer  asked  which  one,  the  large  or 


give  the  customer  a  short  two  min- 
ute sales  talk  on  Model  J,  pointing 
out  its  larger  capacity,  the  higher 
charging  rate,  the  fact  that  it  was 
more  than  ample  for  any  power  tube 
that  might  be  added  to  the  set.  The 
result  was  that  this  dealer  succeed- 
ed, with  practically  no  effort,  in 
converting  one  out  of  every  three 
inquiries  for  trickle  chargers  into 
Model  J  sales  at  $19-50  each  with  a 
corresponding  increase  in  sales  vol- 
ume. In  certain  territories  where 
Model  J  is  thoroughly  known  it  is 
being  sold  almost  to  the  exclusion 
of  all  other  types. 

You  too  can  increase  your  sales 
volume  and  make  satisfied  custom- 
ers by  selling  a  charger  that  meets 
present  day  requirements.  Get  be- 
hind Balkite  Model  J  now. 


small  one.  He  then  proceeded  to 

FANSTEEL  PRODUCTS  COMPANY, 

Gb{prth  Chicago,  Illinois 

B  alkite 

Kadio  'Power  Unit 


Inc. 


THE  BALKITE  LINE  OF  ELECTROLYTIC  DEVICES  IS  PROTECTED  BY  EDGAR  , 
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The  Humanized  Window 

One  of  Sonora's  most  effective  sales  aids 

1\  O — the  scene  is  not  Dixville 
_L  1  Notch  *but  Sonora's  new 
Camp  Joy  with  its  syncopating 
campers — the  picture  is  located 
right  in  the  Sonora  dealer's  win- 
dow, perhaps  in  the  heart  of  a 
great  metropolis. 

This  new  humanized  window  is 
the  greatest  sales  compelling  dis- 
play ever  designed.  It  presents  a  moving  appeal  to  the  deep  tone  is  comparable  only  with  the  new  reproducing 
imagination,  for  it  sells  the  idea  "Take  music  and  hap-  phonograph,  for  in  it  is  the  new  reproducing  system, 
piness  with  you" — and  that's  a  great  vacation  thought.  Fifty-four  inches  of  tone  amplification.  Greatest  in 
Created  by  a  famous  German  poster  artist,  this  unique  any  portable.  It  sells  itself  on  hearing,  and  this  display 
window  display  is  reproduced  in  brilliant  colors  .  .  .       brings  them  in  to  hear. 


nine  individual  cutouts  .  .  .  some 
thirty  inches  high  .  .  .  and  is  de- 
signed  to  fit  any  sized  window. 

This  display  is  free  to  each  So- 
nora dealer  to  help  him  make  the 
summer  season  the  most  success- 
ful in  his  history.  The  new  Sonora 
Portable  far  surpasses  anything 


A  photograph  of  one  dealer' s  arrangement  heretofore    developed.     The  rich 


1HIS  is  a  rare  opportunitv  to  get  the  greatest  volume  of  business  ever  realized  on 
a  quality  product  and  at  a  time  when  profits  are  most  desired.  Wire  now  for  samples 
of  the  new  Sonora  Portables  and  for  your  edition  of  the  new  humanized  window. 
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Greatest  in  Volume 
Richest  in  Tone 


To  the  right — No.  1  Sonora  Portable  in 
smart  black  fabrikoid  case,  "Sonora"  blue 
lining,  striking  an  extremely  effective  color 
combination.  It  is  14%  inches  wide,  12 
inches  deep  and  7 %  inches  high,  and  only 
13  pounds  light.  Nine-inch  turntable — 
plays  two  Id-inch  records  with  one  wind- 
ing. It  is  equipped  with  the  No.  5  sound 
box — the  same  reproducing  unit  that  is 
used  in  the  newest  large  type  reproducing 
phonographs,  which  gives  remarkable  vol- 
ume and  tone. 


Price 


;25-' 


Above — The  No.  2  Portable.  A  musician  s 
instrument  .  .  .  the  longest  reproducing 
tone  chamber  in  any  portable  phonograph 
— 54  inches  from  the  sound  box  to  open- 
ing. Attractive  brown  fabrikoid  case,  tan, 
15%  inches  wide,  12  inches  deep  and  8% 
inches  high.  Carries  over  thirty  selections. 


The  No.  2  De  Luxe  Portable.  In  solid 
cowhide  de  luxe  case,  with  stitched,  burnt 
leather  edges.      $  CA.00 
Price 


PORTABLE 
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"Our  records  show  an 
appreciable  reduction 
in  damage  or  breakage." 

writes 

PFANSTIEHL 
RADIO  CO. 

regarding 


Crepe  Wadding 

Here's  the  letter: 

Gentlemen:  We  have  been  using  your  Kimpak  for 
wrapping  our  console  model  radios  for  the  last 
two  years,  and  are  pleased  to  advise  you  that  it 
has  proved  very  satisfactory. 

We  find  that  since  using  Kimpak,  our  records 
show  an  appreciable  reduction  in  damage  or  break- 
age of  our  merchandise,  which  is  highly  finished 
and  therefore  easily  marred  or  damaged. 
We  can  assure  you  of  our  continued  patronage, 
and  beg  to  remain 

Yours  very  truly, 
PFANSTIEHL  RADIO  COMPANY. 

A.  C.  RAIT H EL, 
General  Manager. 


Illustrating  the 
Pfanstiehl  method 
of  using 
Kimpak  in 
packing  consoles 
for  shipment 


Write  for  Sample  Roll 

Use  it  to  ship  a  number  of  your  highly 
polished  pieces.  Prove,  as  Pfanstiehl  and 
a  hundred  other  manufacturers  have 
done,  that  Kimpak  safeguards  fine 
surfaces  and  fragile  materials. 

KIMBERLY-CLARK  CO. 
Neenah,  Wisconsin 

Estab.  1872  Sales  Offices 

IVhen  writing  please  mention  Talking  Machine 
World 


Toledo  Trade  Reports  Large  Increases 

for  Third  of  Year  Over  Last  Year 


Victor,  Columbia  and  Brunswick  Dealers  All  Report  Increases    in    Instrument  Sales, 
From  10  to  50  Per  Cent — C.  B.  Trowbridge  Is  New  Cable  Piano  Co.  Manager 


Varying 


Toledo,  O.,  May  6. — Demand  for  the  Ortho- 
phonic,  Viva-tonal  and  Brnnswick  models  is 
brisk  here,  and  dealers  report  increases  ranging 
from  10  per  cent  to  SO  per  cent  over  the  first 
four  months  of  last  year.  The  machines  were 
given  valuable  publicity  during  Better  Homes 
Week  when  a  number  were  placed  in  the  ex- 
hibit houses  for  demonstration  purposes.  Also 
at  the  time  of  the  National  Music  Week  celebra- 
tion, when  extensive  promotion  and  advertising 
drew  the  attention  of  the  public  to  the  great 
advances  made  in  the  reproduction  of  music. 

A  shortage  of  the  new  Automatic  Victrola  ex- 
ists in  this  market.  Dealers  have  orders  and  a 
number  of  prospects  desirous  of  hearing  the  in- 
strument but  no  machines  are  available.  With 
the  coming  of  warmer  weather  small  machines 
are  giving  evidences  of  a  brisk  demand.  Deal- 
ers are  looking  forward  to  one  of  the  busiest 
portable  seasons  in  years. 

Lion  Store  Reports  Big  Volume 

The  Lion  Store  Music  Rooms  have  closed  a 
larger  Victor  and  Brunswick  volume  the  past 
month  than  a  year  ago,  according  to  Lawson  S. 
Talbert.  Demonstrations  are  proving  a  mighty 
force  in  closing  sales  here.  Within  the  recent 
past  the  Automatic  was  played  at  meetings  of 
the  Jewish  Educational  League,  Federation  of 
Churches,  Salesian  Club,  Masonic  Club,  Willys- 
Overland  Executive  Staff,  Point  Place  Union 
Church,  and  the  Collingwood  Avenue  Presby- 
terian Church.  Heatherdowns  Country  Club 
purchased  an  Automatic  recently.  A  letter  is 
being  prepared  which  will  go  to  every  club  and 
organization  in  this  region — as  soon  as  the  pres- 
ent shortage  is  relieved — asking  permission  to 
show  the  Automatic. 

In  the  radio  division  business  is  good.  Philco 
power  units  are  in  demand.  The  house  is  meet- 
ing with  success  with  the  Kolster  8-tube,  one- 
dial  outfit.  Doyle  Wyre,  manager,  has  resigned. 
His  work  for  the  present  will  be  taken  over  by 
the  Music  Rooms. 

Give  Victor  Automatic  Demonstrations 

At  the  J.  W.  Greene  Co.  Brunswick  and  Vic- 
tor sales  are  half  again  as  large  as  during  the 
early  months  of  1926,  Robt.  C.  Elwell  reported. 
During  the  recent  Rotary  convention  here  the 
Automatic  was  played  all  day  in  the  Victor 
salon  for  the  entertainment  of  the  visitors.  A 
very  successful  demonstration  of  the  Automatic 
before  the  luncheon  group  of  the  Epworth  M. 
E.  League  was  made  .recently.  At  the  time  a 
number  of  prospects  were  secured. 

Brunswick  Prismatone  Received 

The  Brunswick  Prismatone  is  upon  the  floors 
and  so  favorably  was  it  received  that  sales  re- 
sulted from  the  first  showing.  The  sale  of  com- 
binations promises  to  be  large  throughout  the 
months  ahead.  The  R.  C.  A.  window  poster, 
giving  the  program  of  stellar  events  via  the  air 
for  the  week,  is  a  much  appreciated  service.  As 
a  National  Music  Week  tie-up  newspaper  ad- 
vertisements stressed  the  slogan,  stickers  were 
employed  to  call  attention  to  the  event  and 
windows  visualized  the  far-reaching  effects  of 
good  music. 

Adds  Harmony  Record  Line 

The  Whitney-Blaine-Wildermuth  Co.,  Bruns- 
wick and  Victor  dealer,  has  taken  on  Harmony 
records  to  meet  the  demand  for  an  inexpensive 
record  of  late  hits.  Henry  C.  Wildermuth  stated 
the  call  for  improved  machines  is  on  the  climb, 
with  combinations  nosing  out  the  other  models. 
United  Launches  Portable  Sales  Drive 

The  United  Music  Store  has  launched  a  port- 
able sales  drive  which  is  bringing  excellent  re- 
turns, according  to  Harry  L.  Wasserman.  Win- 
dow displays  of  the  small  instruments  are  doing 
valiant  service  by  inducing  people  to  enter  the 
store  and  inspect  the  models.  The  store  is  aim- 
ing to  establish  a  friendly  relation  with  patrons, 


therefore,  this  sign  has  been  placed  in  each 
listening  booth:  "Always  Welcome.  Drop  in — 
listen  to  the  latest  records  reproduced  with  mar- 
velous fidelity  on  the  Orthophonic.  Hear  the 
selections  you  like  best  without  obligation." 
The  display  space  has  been  increased  here  by 
the  addition  of  several  show  cases  placed  on 
top  of  shelving  and  ledges.  Foreign  record 
demand  continues  excellent. 

C.  B.  Trowbridge,  New  Cable  Manager 

The  Cable  Piano  Co.  has  appointed  C.  B. 
Trowbridge  manager  of  the  local  branch. 
Chas.  R.  Cadmus  is  assistant  and  crew  director. 
Both  were  formerly  members  of  the  Story  & 
Clark,  Detroit  staff.  H.  H.  Conner  was  trans- 
ferred from  Toledo  to  the  Detroit  store.  Sales 
promotion  plans  here  include  plugging  new 
Brunswick  and  Victor  machines  for  volume. 
Ignatz  Fischer  Music  House  Suffers  Fire  Loss 

The  Ignatz  Fischer  Music  House,  707  Adams 
street,  this  city,  suffered  a  fire  loss  of  $10,000 
last  week.  It  was  caused  from  an  overheated 
furnace.  Two  firemen  were  injured  in  ex- 
tinguishing the  conflagration.  The  house  is 
agent  for  several  well-known  makes  of  string 
and  wind  instruments.  Several  studios  are 
maintained  in  the  store  where  beginners  are 
trained. 

Doyle  Wyre  Goes  to  Cleveland 

Doyle  Wyre  has  been  appointed  manager  of 
the  talking  machine  and  radio  department  of 
Wm.  Taylor  &  Son,  large  Cleveland  department 
store.  He  assumed  his  new  duties  on  May  2.  For 
the  past  eight  years  he  has  managed  similar  de- 
partments for  the  Mercantile  Stores  Syndicate, 
which  operates  department  stores  in  several 
cities.  The  past  two  years  he  has  had  charge 
of  the  radio  section  of  the  Lion  Dry  Goods  Co., 
Toledo. 

He  succeeds  E.  Russell,  who  has  become  as- 
sociated with  one  of  the  large  radio  makers. 
W.  Taylor  &  Son  deal  in  Victor  and  Brunswick 
machines  and  records,  RCA,  Atwater  Kent, 
Stromberg-Carlson  and  other  well-known  radio 
sets  and  accessories. 

News  Gleanings 

D.  B.  Voudouris,  dealer  in  Columbia  foreign 
and  domestic  records,  recently  remodeled  and 
redecorated  his  store. 

The  A.  B.  Sauer  Music  Store,  Elyria,  O.,  is 
being  remodeled  and  redecorated  preparatory  to 
a  formal  Spring  opening  in  the  near  future. 

At  the  C.  L.  Yockey  Music  Co.,  Newark,  O., 
Miss  Thelma  Snelling  is  now  in  charge  of  the 
record  department. 

F.  &  R.  Lazarus  &  Co.,  Columbus,  O.,  re- 
ported an  exceptionally  fine  business  on  Colum- 
bia Masterworks  sets  since  Beethoven  Week. 
Robt.  Eichenhofer,  formerly  with  the  Anderson 
Piano  Co.,  Dayton,  O.,  is  now  manager  of  tne 
phonograph  and  record  departments,  succeeding 
J.  E.  Crane. 

The  Home  Music  Shoppe,  West  Broad  street, 
Columbus,  O.,  is  being  remodeled.  New  show- 
windows,  fixtures  and  fitments  are  being  in- 
stalled. 

Harmony  Music  Store,  Inc.,  Columbus,  O.,  a 
new  store  opened  recently  by  Hoermle  Bros., 
with  the  Columbia  line  as  the  feature,  has  added 
Brunswick  products  to  round  out  the  stock. 

The  Lippincott  Electric  Co.,  Bellefontaine, 
O.,  has  taken  on  the  Columbia  Viva-tonal 
phonographs  and  records  as  well  as  the  Har- 
mony line. 


Urges  Mother's  Day  Tie-Up 

This  year  the  Atwater  Rent  Co.,  Philadelphia, 
I'a.,  has  issued  a  dealer  bulletin  suggesting  that 
dealers  promote  the  idea  of  remembering  mother 
by  giving  her  an  Atwater  Kent  radio  on 
Mother's  Day. 
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A  Paid  Editorial 

Of  Interest  to  JOBBERS,  DEALERS 

and  Salesmen 

c<$p 

(D^~VERY  GREAT  INDUSTRY  in  the  United  States  has  to  go 
through  the  trials  and  tribulations  of  growth.  The  steel  industry, 
the  automotive  business  and  more  recently,  the  radio  industry— each  has 
had  its  trouble  with  growing  pains. 

One  of  the  problems  that  has  seemed  hardest  to  solve  in  the  growth 
of  the  radio  business,  has  been  the  truthful  presentation  of  the  industry's 
message  through  advertising.  This  trouble  has  not  been  confined  to  nation- 
al advertising  alone.  Certain  manufacturers  whose  reliability  would  hardly 
be  doubted  in  ordinary  business  procedure  seem  to  feel  that  in  their  adver- 
tising to  the  trade  and  the  consumer  alike  they  have  the  privilege  of  making 
bold  statements  and  broad  claims  [though  somewhat  misleading]  and  that 
these  statements  will  hold. 

They  do  not  seem  to  realize  that  jobbers,  dealers  and  their  represen- 
tatives are  quick  to  find  misrepresentation— and  are  guided  accordingly. 

Surely,  those  advertisers  realize  that  the  big,  substantial  businesses 
which  form  the  background  of  our  nation's  commerce  were  built  only  upon 
public  confidence,  born  of  quality  merchandise  and  fair  business  dealings. 

The  Stewart  Battery  Company  [makers  of  the  most  complete  line  of 
socket  power  units  we  know  of]  realizes  the  fallacy  of  these  practices.  We 
feel  that  in  time  the  advertising  of  practically  all  radio  manufacturers  will 
represent  a  truthful  presentation  of  facts.  However,  it  is  not  our  purpose 
to  await  this  time.  We  desire  to  announce  to  the  trade  that  every  statement 
made  in  Stewart  Battery  Company  advertising  is  backed  by  the  principle 
of  truth  and  furthermore  that  these  statements  are  worded  so  that  they  will 
give  a  correct  picture  of  the  merchandise  being  advertised. 

There  is  no  need  for  stretching  the  truth  in  Stewart  Battery  Company 
advertising  for  in  our  estimation  the  line  of  Socket  Power  Units  we  are 
announcing  in  this  issue  represents  the  highest  attainment  yet  reached  in 
radio  power  development. 

See  insert  facing  page  58  for  complete  information. 
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Flood  Conditions  Affect  Trade  in  the 

Kansas  City  Section,  Report  Dealers 

Dealers  in  Affected  Areas  Are  Reluctant  to  Order  in  Advance  Until  Conditions  Have  Become 
Normal — Portable  Sales  Are  Most  Satisfactory — Other  Trade  News 


Kansas  City,  Mo.,  May  6. — Flood  conditions 
in  this  section  of  the  country  have  been  re- 
flected in  both  retail  and  wholesale  trade  in 
phonographs  here.  Wholesalers  report  that 
deliveries  have  been  interfered  with  to  some 
extent,  and  that  the  dealers  in  the  affected  areas 
are  reluctant  to  take  any  advance  orders  until 
the  high  waters  have  receded  and  conditions 
have  returned  to  normal. 

Sales  of  portables  are  mentioned  here  as  a 
good  item  in  the  phonograph  business,  while 
records  are  maintaining  a  steady  activity,  ac- 
cording to  all  the  dealers.  Al  Jolson  records 
are  among  the  popular  sellers  at  this  time,  fol- 
lowing the  appearance  here  of  this  star  with 
"Big  Boy."  The  advent  of  Nick  Lucas  at  the 
Orpheum  recently  was  the  occasion  for  a  clever 
tie-up  by  the  Brunswick  Shop.  Nick  Lucas' 
recordings  have  been  in  special  demand  here 
the  last  two  weeks. 

Although  activity  in  machines  has  not  been 
exceptional,  the  dealers  consider  the  conditions 
of  trade  normal,  and  in  the  face  of  the  adverse 
weather,  very  good.  There  is  every  promise 
that' the  worst  of  the  bad  weather  is  over,  and 
that  the  next  two  months  will  be  satisfactory. 

O.  D.  Standke  finds  portable  sales  very  good 
at  this  time,  and  business  on  larger  machines 
satisfactory.  Mr.  Standke  says  that  he  aver- 
ages one  portable  sale  a  day.  Mr.  Standke  be- 
lieves that  there  is  a  growing  interest  on  the 
part  of  the  public  in  phonographs.  He  points 
out  that  they  have  had  a  very  large  repair 
business,  and  says  that  is  always  a  good 
barometer  of  public   interest   in   talking  ma- 


chines. The  Standke  shop  does  a  large  busi- 
ness in  Symphonic  Reproducers.  Although  the 
rain  slackened  up  buying  considerably,  Mr. 
Standke  says  that  the  first  sunny  days  brought 
out  much  business,  and  indications  are  that  this 
interest  will  be  maintained  throughout  the 
Spring.  April,  on  the  whole,  was  as  good  as 
the  same  month  last  year  with  this  store. 

Mr.  Standke  is  pleased  with  the  fact  that 
Loew's  Midland  Theatre,  Kansas  City's  newest 
picture  house,  which  is  to  be  the  largest  in  the 
city,  is  being  erected  just  across  the  street  from 
his  shop.  He  believes  that  it  will  do  much  for 
his  business,  increasing  the  value  of  the  location 
materially. 

J.  C.  Clinkenbeard,  of  the  Brunswick  Shop, 
says  that  conditions  are  as  good  as  could  be 
expected  considering  the  very  bad  weather.  Dur- 
ing the  recent  appearance  of  Nick  Lucas  here, 
the  Brunswick  Shop  had  a  Panatrope  in  the 
lobby  of  the  Orpheum,  playing  Nick  Lucas' 
recordings.  Mr.  Lucas  gave  away  a  number  of 
his  records  at  each  performance.  The  Pana- 
trope was  placed  in  the  theatre  lobby  during  the 
week  previous  to  Mr.  Lucas'  appearance  and 
also  a  representative  from  the  shop  was  in  at- 
tendance for  forty-five  minutes  before  each  per- 
formance. 

Miss  J.  M.  Poynter,  of  the  Jones  Store,  re- 
ports a  very  good  April.  Orthophonies  have 
moved  in  good  volume,  and  business  in  por- 
tables has  been  above  normal.  This  store  has 
been  having  good  activity  in  popular  recordings, 
reporting  Gene  Austin's  "Everything's  Made 
for  Love"  an  outstanding  hit  at  this  time. 


QUICK  PROFITS  FOR  DEALERS 


EASY  TO  SELL 


Most  everyone  who  sees 
the  Super-Ball  Antenna  buys 
it  on  sight.  Dealers  earn  this 
profit  quickly.  They  make 
easy  sales.  For  people  are 
getting  away  from  unsightly 
wires  and  clumsy  antennas 
that  won't  do  the  work. 

They  want  better  radio — • 
coast  to  coast  reception — 
and  an  antenna  that  removes 
the  fire  hazard  and  complies 
with  the  rulings  of  the  Na- 
tional Board  of  Fire  Under- 
writers. That's  why  they  are 
demanding  the  Super-Ball. 
And  the  reason  dealers  every- 
where enjoy  a  quick  easy 
profit  by  showing  it! 


EASY  TO  DELIVER 


Dealers  find  it  easy  to  de- 
liver the  Super-Ball  Antenna 
to  their  customers.  It  comes 
completely  packed  in  an  at- 
tractive Kit,  which  includes 
full  simple  instructions  for 
quick,  easy  installation,  and 
all  necessary  equipment. 

The  day  has  passed  when 
people  have  to  search  here — 
there — and  everywhere — for 
materials  to  put  up  an  an- 
tenna. You  make  quick, 
complete  delivery,  and  ren- 
der better  service  to  your 
customers  in  so  doing.  Just 
call  upon  your  nearest  jobber 
today,  or  write  us  direct  for 
details! 


(Super  Ball  Antenna  Kit) 


Super  Ball  Antenna 

YAH  R*  LANCE 

Mn.wAUKEE.wis.    INCORPORATED    Detroit,  mich. 


According  to  D.  B.  Parcill,  of  the  Knabe 
Studios,  although  business  on  the  whole  has 
been  somewhat  slow  during  April,  Orthophon- 
ies always  move.  Mr.  Parcill  believes  that 
the  general  slowness  in  all  lines  of  business  is 
having  its  effect  on  the  music  lines  as  well, 
and  there  is  a  tendency  to  hesitate  before  mak- 
ing purchases. 

A  large  part  of  the  new  J.  W.  Jenkins 
Sons  Music  Co.  store  at  1219  Walnut  is  de- 
voted to  Victrolas.  Demonstration  rooms  oc- 
cupy the  entire  north  side  of  the  main  floor, 
and  rooms  for  Electrolas  and  radios  are  on  the 
mezzanine  floor.  John  W.  Jenkins  III  is  in 
charge  of  the  store. 


McGraw  Electric  Co.,  Inc., 
Moves  to  New  Quarters 

Prominent  Omaha  Radio  and  Electric  Distrib- 
uting Firm  Settled  in  Permanent  Home — Now 
Occupies  More  Than  70,000  Square  Feet 


Omaha,  Neb.,  May  6. — The  offices  and  ware- 
rooms  of  the  McGraw  Electric  Co.,  RCA  dis- 
tributor, recently  moved  to  the  company's  new 


New  Home  of  McGraw  Electric  Co. 

home  at  Thirteenth  street  and  Capitol  avenue. 
The  building  is  a  six-story  and  basement  struc- 
ture, and  has  been  completely  remodeled  to 
meet  the  requirements  of  the  new  occupant. 
More  than  70,000  square  feet  of  space  are  pro- 
vided for  the  carrying  on  of  the  large  business. 
The  city  sales  department  and  sales  engineers 
are  located  on  the  first  floor.  A  merchandise 
display  room  occupies  a  large  part  of  the  second 
floor,  and  private  offices  on  this  floor  house 
the  general  office  staff  and  the  officials  of  the 
company.  The  radio  service  laboratories  and  the 
advertising  department  are  located  on  the  third 
floor,  and  the  basement,  fourth,  fifth  and  sixth 
floors  are  devoted  to  stock.  The  personnel  of 
the  company  numbers  more  than  a  hundred. 

Among  the  lines  carried  by  the  McGraw 
organization  in  addition  to  the  RCA  line  are 
those  of  Farrand  Mfg.  Co.,  Inc.,  Grigsby-Gru- 
now-Hinds  Co.,  Tower  Mfg.  Co.,  Western  In- 
strument Co.,  L.  S.  Brach  Mfg.  Co.  and  others. 


The  Utah  Piano  Speaker 
Makes  Favorable  Impression 

The  Utah  Radio  Products  Co.,  1615  South 
Michigan  avenue,  Chicago,  is  introducing  this 
month  a  new  type  of  reproducer  known  as  the 
Utah  Piano  speaker.  The  new  product  will  make 
a  radio  reproducer  out  of  any  piano,  either 
grand  or  upright,  and  is  easily_installed  with- 
out danger  to  the  instrument.  The  full  musical 
resonance  of  the  piano  sound  board  is  utilized 
by  the  Utah  Piano  speaker  and  it  is  said  to 
achieve  excellent  tone  qualities.  No  horn  or 
other  speaker  is  needed,  for  the  piano  speaker 
reproduces  voice,  instruments,  high  and  low 
notes,  with  fidelity  and  volume.  The  new 
speaker  retails  for  $10,  equipped  with  twenty- 
five  feet  of  cord.  It  is  an  important  addition  to 
the  comprehensive  line  of  speakers  placed  on 
the  market. 
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1921 
will  bring  even 

Greater  Profits  to 

STEWART-WARNER 

Blue  Ribbon  Dealers 

Now  is  the  time  to  sign  up  the  Stewart-  Warner  Protective  Franchise— a  sound 
merchandising  plan  —  offering  unequaled  possibilities  for  money  making 

P  HE  present  year  and  the  years  to  come  offer  great  promise  to  radio 
dealers.  Governmental  control  of  broadcasting,  eliminating  station  in- 
terference—  the  high  quality  of  entertainment  now  on  the  air  the  year 
'round — will  bring  even  greater  public  interest  and  increased  buying. 

This  means  that  more  thought  than  ever  before  should  be  given  to  the 
selection  of  a  radio  line.  The  dealer  who  places  his  radio  department  on 
a  firm  financial  basis  in  19Z7  by  handling  a  radio  line  of  nationally  recog- 
nized merit,  will  be  in  a  stronger  position  next  year  and  years  to  come, 
with  increasing  profits  as  natural  expansion  takes  place. 

The  question  "What  radio  line  shall  we  handle  that  will  pay  us  profits 
over  a  period  of  years?"  is  fully  answered  in  the  many  advantages  that  a 
Stewart-Warner  franchise  offers  dealers. 

Stewart-Warner  have  had  over  twenty  years'  experience  as  leading  manu- 
facturers of  electrical  and  mechanical  equipment.  Their  financial  standing 
is  unquestionable.  They  are  consistent  national  advertisers  and  known 
the  world  over  as  quality  manufacturers.  Their  tremendous  investment  in 
skilled  men  and  special  production  equipment  assures  their  permanency 
in  the  radio  industry.  They  offer  dealers  a  complete  radio  line,  including 
console  and  cabinet  models,  reproducers  and  tubes.  Territorial  distribution 
controlled  by  exclusive  Stewart-Warner  Distributors,  following  factory 
policies  to  the  letter,  is  your  protection  against  unfair  dealer  competition 
in  your  community. 

Your  best  assurance  of  permanency  and  profits  is  to  be  associated  with 
a  reputable  manufacturer  like  Stewart -Warner.  Our  protective  franchise,  a 
sound  merchandising  plan  in  every  respect,  will  surely  interest  you.  A 
request  on  your  letterhead  will  bring  complete  information  immediately. 

STEWART -WARNER  SPEEDOMETER  COR  N,  CHICAGO,  U.  S.  A. 


INSTRUMENT  plus    TUBES    plus    REPRODUCER   plus  ACCESSORIES 


Stewart  Warner 

offers  you 
A  COMPLETE 
WELL  BALANCED  LINE 

—  priced  to  meet  every  desire 

and  every  pocketbook. 

MATCHED-UNIT  RADIO 

—  the  greatest  selling  feature 
in  the  radio  field  today. 

% 

PERFECT  RADIO  RECEPTION 

insured  by  instrument ,  repro- 
ducer, tubes  matched  in 
perfect  unison. 

% 

Permanency 
Protection 
Profits 


58 


THE    TALKING    MACHINE  WORLD 


May,  1927 


Eastern  Division  of  Radio  Manufacturers' 

Association  Holds  Interesting  Meeting 

L.  S.  Baker  Gave  Resume  of  Hearings  Before  Federal  Trade  Commission — G.  Clayton  Irwin,  Jr., 
Tells  of  Coming  Show  and  States  That  It  Is  an  Assured  Success 


The  Eastern  division  of  the  Radio  Manufac- 
turers' Association  held  a  very  successful  and 
well-attended  meeting  at  the  Hotel  Astor  on 
April  28,  and  the  interest  manifested  by  the 
trade  in  the  activities  of  this  Association  is  re- 
flected in  the  steady  increase  in  attendance  at 
each  monthly  meeting.  Hugh  H.  Eby,  second 
vice-president  of  the  R.  M.  A.,  was  chairman 
of  the  meeting,  and  under  his  guidance  a 
smooth-running  and  highly  interesting  program 
was  presented. 

L.  S.  Baker,  who  was  recently  elected  execu- 
tive vice-president  of  the  R.  M.  A.,  with  head- 
quarters in  New  York,  gave  the  members  of  the 
Association  an  important  resume  of  the  recent 
hearings  before  the  Federal  Trade  Commission, 
his  report  indicating  that  the  R.  M.  A.  had  co- 
operated to  excellent  advantage  with  the  plans 
of  the  Commission.  G.  Clayton  Irwin,  Jr.,  gen- 
eral manager  of  the  R.  M.  A.  Trade  Show,  told 
the  manufacturers  that  the  success  of  the  show 
is  absolutely  assured  so  far  as  its  physical  ac- 
tivities were  concerned.  Extra  space  has  been 
taken  at  the  Hotel  Stevens  in  order  to  accom- 
modate the  unexpected  demand  for  space  by  the 
manufacturers,  and  as  a  matter  of  fact  the  reser- 
vations total  100,000  square  feet  instead  of  the 
20,000  square  feet  originally  set  aside  for  the  ex- 


position, indicating  in  a  concrete  manner  the 
wide  interest  in  the  event. 

Mr.  Eby  pointed  out  that  plans  were  being 
worked  out  whereby  members  of  the  R.  M.  A. 
would  receive  bulletins,  telling  just  how  their 
jobbers  and  dealers  might  visit  the  Show  and 
how  the  requirements  for  admission  would  be 
handled.  Judging  from  the  preliminary  requests 
received  from  jobbers  and  dealers  throughout 
the  country,  the  trade  attendance  will  be  far 
beyond  expectations,  and  will  represent  every 
factor  of  the  industry  from  all  the  important 
trade  centers.  Mr.  Eby  also  stated  that  the 
R.  M.  A.  membership  now  totals  240,  with 
every  indication  that  it  would  go  over  the  250 
mark  by  the  time  the  June  Convention  was 
called  to  order.  Mr.  Eby,  as  chairman  of  the 
membership  committee,  had  set  a  figure  of  250 
as  his  goal,  with  the  promise  that  he  would 
reach  this  total  by  July  1,  but  without  question 
this  number  will  be  outdistanced  well  before 
that  date. 

A  very  interesting  talk,  illustrated  by  slides, 
by  M.  Clements,  of  the  McGraw-Hill  Publish- 
ing Co.,  presented  important  statistics  as  to 
manufacturing  and  marketing  conditions  of  the 
radio  industry,  as  well  as  the  potentialities  for 
the  future. 


Advice  on  Rectifier  Tubes 

Issued  by  Raytheon  Go. 

Treatise  on  Subject,  "Long  Life  Results  From 
Long-Life  Rectifier  Tubes,"  Contains  Advice 
for  Proper  Operation  of  Tubes 


Cambridge,  Mass.,  May  4. — The  technical  service 
department  of  the  Raytheon  Mfg.  Co.,  of  this 
city,  has  issued  an  interesting  treatise  upon  the 
subject  of  "Long  life  results  from  long-life 
rectifier  tubes." 

It  states  in  part:  "In  the  gaseous  rectifier  tube 
or  Raytheon,  the  radio  art  has  realized  a  device 
that  leaves  little  to  be  desired  by  way  of  sim- 
plicity, economy  in  first  cost  and  subsequent 
operation,  general  efficiency  and  long  life.  How- 
ever, the  last-mentioned  characteristic,  long  life, 
can  be  obtained  only  if  the  tube  is  not  subjected 
to  abuse,  knowingly  or  otherwise." 

Then  follows  valuable  advice  as  to  the 
proper  operation  of  the  tube.  Among  other 
things,  it  is  stated  that  the  gaseous  rectifier 


tube  must  not  be  overloaded.  The  input  volt- 
age should  never  be  excessive.  Again,  there 
should  be  no  excessive  output  load.  It  is 
further  stated  that  an  important  requirement 
for  long-life  service  in  a  gaseous  tube  is  to 
turn  the  radio  power  unit  on  only  when  the 
filaments  of  the  radio  receiver  are  lighted,  and 
to  turn  off  the  radio  power  unit  while  the  tube 
filaments  are  still  lighted.  It  is  pointed  out  an 
automatic  relay  switch  accomplishes  the  task  of 
turning  on  and  off  the  radio  power  unit  and  the 
filament  supply  in  a  safe  manner. 


Addition  to  Mohawk  Plant 


On  April  25  ground  was  broken  for  unit  num- 
ber two,  an  addition  to  the  Diversey  Parkway 
plant  of  the  Mohawk  Corp.  of  Illinois,  maker 
of  Mohawk  one-dial  receiving  sets.  The  new 
addition  will  be  built  on  the  north  branch  of 
the  Chicago  River,  which  borders  the  Mohawk 
factory,  and  a  part  of  the  new  structure  will  be 
built  upon  piles  which  are  now  being  driven 
into  the  bed  of  the  river. 


Brunswick  Panatrope  Scores 
at  Milwaukee  Cooking  School 

Lee  Sims  Makes  Big  Hit  at  Important  Event  of 
Which  Edw.  Gram,  Inc.,  Takes  Advantage 


Lee  Sims,  pianist  and  popular  Brunswick  re- 
cording artist,  "dueted"  with  a  Brunswick  Pana- 
trope at  the  recent  Cooking  School  held  in  Mil- 
waukee, Wis.,  under  the  auspices  of  the  Milwau- 
kee Sentinel.  The  Cooking  School  was  one  of 
the  most  popular  events  ever  held  in  Milwaukee, 


Welcoming  Lee  Sims 

for  practically  every  woman  in  that  city  at- 
tended to  learn  more  of  the  manipulation  of 
the  cook  stove  and  the  frying  pan.  Edward 
Gram,  Inc.,  Brunswick  dealers  in  Milwaukee 
was  not  slow,  to  take  the  fullest  advantage  of 
so  important  an  event.  Its  first  move  was 
to  arrange  for  the  appearance  of  Lee  Sims,  and 
then  the  installation  of  several  Panatropes  for 
use  during  the  entire  school.  In  this  way,  the 
Gram  organization  drove  home  to  the  at- 
tendance the  story  of  the  product  it  sells. 

Lee  Sims,  in  addition  to  his  personal  appear- 
ance, broadcast  several  performances,  a  game 
at  which  he  is  an  old  hand,  and  from  the  time  of 
his  first  appearances,  Sims'  Brunswick  records 
were  much  sought-after  commodities  in  Milwau- 
kee. The  entire  event  drew  front  page  mention 
in  the  newspapers,  and  praise  from  the  officials 
of  the  cooking  school.  Photograph  shows  Miss 
Jesse  DeBoth  and  Mrs.  J.  E.  Radcllffe,  officials 
of  the  school,  welcoming  Air.  Sims.  S.  J.  Schlos- 
ser,  who  represented  Edward  Gram,  Inc.,  is  also 
prominent  in  the  picture. 


The  Peffer  Music  Co.,  of  Stockton,  Cal.,  re- 
cently conducted  a  sales  campaign  on  Magna- 
vox  radio  receivers  with  great  success.  This 
firm  has  enjoyed  a  strong  demand  for  the  new 
Automatic  Orthophonic  Victrola,  selling  three 
on  the  day  of  their  introduction. 


The  Super-Six  Console  (with  imt  »inglc  dial  <■ omrol)  £285. 00 

Five  Tube  Models  £89.50  to  £146.50 

Six  Tube  Models  £210.00  to  £285.00 

Erla  rtceivtTI  licemed  tinder  application  for  Idlers 
patent  of  Radio  Frequency  Laboratories,  Inc.  (RFL) 


(~j/ie  OAdstanding Money^MaJiing 
rRadio  June  for  /i 927- y ems  ahead 
in  cPerfbmiatue  ami  Style  ~  ~ 
<ziA  Frnmlust  will  protect  you 
Write  fir full  injmmution  ~ 

Electrical  Research  Laboratories 

2500  Cottage  Grove  Avenue  Chicago,  Illinois 


Almost  miraculous  .  .  .  constant  "A"  power  for  any  radio  set  regardless  of  size. 
Attach  a  Stewart  Electric  "A"  to  any  set  .  .  .  plug  into  a  light  socket  .  .  .  forget 
it.  The  power  is  always  there  .  .  .  full  .  .  .  reliable  ...  no  matter  how  long  the 
set  is  used. 


Both  "A"  and  "B"  power  are  controlled  automatically  from  the  radio  set  switch 
when  the  Stewart  Electric  "A"  is  used. 

The  Stewart  Electric  "A"  requires  no  attention  .  .  .no  care.  .  .  no  service  from  you. 
Small  and  compact  .  .  .  fits  all  console  set  compartments.  a,  ^  —  r>  s*\ 


Sales  this  summer  will  set  new  records  for  power  units.  Profits  will  grow  con- 
stantly .  .  .  for  alert  dealers  who  push  this  quick-selling  unit. 

Stock  and  sell  the  complete  Stewart  line  .  .  .  led  by  the  Stewart  Electric  "A"  ;  .  . 
the  last  word  in  light  socket  "A"  power  .  .  .  Other  Stewart  products  .  .  .  "A" 
and  "B"  socket  power  units  .  .  .  chargers  .  .  .  radio  power  switches  .  .  .  storage 
batteries  .  .  .  are  shown  on  the  following  pages. 


No  Battery  f  No  Tubes  r  No  Acid  *  No  Liquids 
No  Moring  Parts  *  No  Hum 


Best   in    all   creation   for    'A*  elimination 


Four  models  ...  6  volt  50-60  cycle  model  .  .  .  list  price 


"STEWART  ALWAYS  LEADS   IN   RADIO   POWER  NEEDS 


The  Most  Complete  and  Advanced  Line 


Automatic  light  socket  power  .  .  .  the 
desire  of  all  radio  users  .  .  .  now  made 
possible  by  Stewart  Units! 

No  matter  what  type  of  power  .  .  . 
your  prospect  is  now  using  .  .  .  there 
is  a  Stewart  Unit  ...  to  make  it 
automatic  ...  to  take  the  care  .  .  . 
the  bother  . .  .  out  of  his  radio  pleasure. 

Every  purse  .  .  .  every  purpose  ...  is 
reached  by  the  Stewart  line.  Design 
.  .  .  construction  .  .  .  everything  ...  is 
of  the  highest  quality  ...  in  every  unit. 

Sell  Stewart  products  .  .  .  secure  in  the 
knowledge  that  they  are  trouble-free 
...  no  costly  servicing  ...  no  returns 
.  .  .  once  they  are  installed.  Each  unit 
is  backed  .  .  .  completely  ...  by  the 
factory  guarantee. 

Yours  is  the  opportunity  .  .  .  for  real 
sales  . .  .  handsome  profits.  Units  that 
sell  easily  .  .  .  twelve  months  a  year 
.  .  .  demonstrate  them  .  .  .  they'll 
sell  themselves.  Get  in  line  .  .  .  now! 


The  Stewart  Electric  "A-B" 

A  combination  of  the  Stewart  Electric  "A"  with  the 
Stewart  "B"  into  one  compact  unit  ...  all  controlled 
automatically  from  the  radio  set  switch.  A  complete 
power  plant  .  .  .  the  ideal  unit  for  those  who  want  to 
forget  about  power  supply  .  . .  plug  into  any  light  socket 
.  .  .  a  constant  and  permanent  "A"  and  "B"  power  sup- 
ply .  .  .  without  care  or  attention.  Models  to  meet  every 
requirement.  6  volt  50-60  cycle,  List  Price  $67.50 
complete. 

The  Stewart  "B" 

A  new  compact  attractive  "B"  socket  power  designed 
to  overcome  the  usual  disadvantages  ascribed  to  "B" 
power  units. 

Possesses  outstanding  new  features: 

Primary  voltage  control,  preventing  condenser  break- 
downs and  insuring  perfect  voltage  regulation  at  all 
taps  .  .  All  binding  posts  and  controls  enclosed  ...  a 
big  factor  in  eliminating  unnecessary  service  calls  .  .  . 
Oversize  parts  .  .  .  Perfect  regulation  to  number  of 
tubes  in  radio  set  .  .  .  Noiseless  in  operation. 

The  Stewart  "B"  uses  the  Raytheon  tube.  Models  for 
any  and  all  types  of  radio  sets.  List  price  $29.00 
(without  tube). 


Stewart 


Prices  slightly  higher  west  of  the  Rockies 

Battery  Co.  -  <  - 


Manufacturers  of  Radio  ffA"  &  ffB"  Power  Units 

STEWART      ALWAYS      LEADS      IN      RADIO       POWER  NEEDS" 


of  Socket  Power  Units  Yet  Developed 


The  Stewart  Super  etA" 

Something  different  in  light  socket  "A"  power  .  .  .  new  in  principle  .  .  . 
will  operate  any  radio  set.  Automatically  controlled  from  the  radio 
set  switch.  No  tubes,  no  moving  parts,  no  noise  .  .  .  not  a  trickle 
charger  combination.  It  is  a  2  V^  ampere  fully  automatic  charger  of  the 
dry  solid  rectifier  type  combined  with  a  heavy  duty  Stewart  battery. 
It  automatically  restores  exact  amount  of  current  used  ...  no  more, 
no  less  .  .  .  charging  starting  the  moment  the  radio  set  switch  is  turned 
off.  Stops  automatically  when  battery  is  fully  charged.  Simple  in  design 
.  .  .  performance  guaranteed.  Four  models.  6  volt  50-60  cycle  model. 
List  Price  $34.50. 


Stewart  Duo-Rate  "A"  Unit 

A  heavy  duty  Stewart  "A"  Battery  and  a  Stewart  Tu-Rate  Charger 
.  .  .  combined  into  one  "A"  socket  power  unit.  Operates  at  %-ampere 
trickle  charge  rate  .  .  .  has  2V2-ampere  rate  for  occasional  boosting 
when  set  is  used  excessively.  Equipped  with  automatic  relay  and  "B" 
receptacle  so  as  to  control  both  "A"  and  "B"  power  from  radio  set 
switch.  Four  models.  6  volt  50-60  cycle  .  .        .  List  Price  $27.50. 


Stewart  Hi-Rate  Automatic 
"A"  Charger 

A  2V2-ampere  .  .  .  fully  automatic  .  .  .  dry  solid 
rectifier.  No  tubes  ...  no  acid  ...  no  liquids  .  .  . 
no  moving  parts  .  .  .  noiseless.  Needs  no  care  or 
maintenance.  Connected  to  a  good  "A"  battery 
.  .  .  this  charger  becomes  an  automatic  "A" 
socket  power  unit.  Equipped  with  "B"  recep- 
tacle so  as  to  control  both  "A"  and  "B"  power 
from  radio  set  switch.  Charging  starts  when  set 
is  turned  off  .  .  .  stops  when  battery  is  fully 
charged.  Two  models.  50-60  cycle  model  .  . 
List  Price  $19.00. 


Stewart  Tu-Rate  "A" 
Charger 

A  convertible  charger  .  .  .  %- 
ampere  rate  .  .  .  transformed  .  .  . 
in  a  second  ...  to  a  2l/2-ampere 
charger.  Dry  solid  type  ...  no 
tubes  ...  no  acid  ...  no  liquids 
...  no  moving  parts  .  . .  noiseless. 
Requires  no  maintenance  or 
care  Small  .  .  .  compact.  Two 
models.  List  Price  50-60  cycle 
model,  $12.00. 


Stewart  "A"  Storage  Batteries 

Heavy  duty  type  ...  a  real  leader  .  .  .  improved 
radio  terminals  .  .  .  heavy  connectors  .  .  .  extra 
strong  composition  case,  equipped  with  bail 
handle.  Plates  uniform,  machine  pasted  .  .  . 
formed  hard  for  long  life  .  .  .  porous  for  maximum 
capacity  and  constant  flow  of  current.  All  sizes 
. .  40  amperes  to  160  amperes  .  .  .  correctly  rated 
on  the  straight  one-ampere  continuous  discharge 
rate.  Guaranteed  for  two  years  .  .  .  highest  qual- 
ity .  .  .  moderate  prices. 


Stewart  Power  Controller       Stewart  Full  Automatic  Radio  Power  Switch 


Transforms  any  "A"  battery  and  high 
rate  charger  combination. .  .with"B" 
power  unit  .  .  .  into  an  automatic 
light  socket  power  unit,  controlled 
from  radioset  switch.  Charging  starts 
themoment  radioset  switch isturned 
off  .  .  .  stops  automatically  when 
battery  is  fully  charged.  Six  and  four- 
volt  models  .  .  .  Z./sr  Price  $7.50. 


Operates  any  trickle  charger- 
battery  combination  and 
"B"  power  unit  .  .  .  auto- 
matically from  the  radio  set 
switch.  Six  and  four-volt 
models  .  .  .  List  Price  $3.50. 


Chicago  -  *  Illinois 


and  Radio  and  Automobile  Batteries 

"STEWART     ALWAYS  LEADS 


IN      RADIO      POWER  NEEDS" 
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See  Page  IZO  for  Art  Contest 


Backed  by 
Outstanding  National  Advertising 


Full  pages  .  .  .  impressive  .  .  .  powerful  ...  in 
carefully  selected  magazines  .  .  .  Saturday 
Evening  Post  .  .  .  American  .  .  .  Liberty  .  .  . 
Popular  Science  Monthly  .  .  .  Radio  News  .  .  . 
Citizen's  Radio  Call  Book. 

Telling  the  world  .  .  .  building  public  con- 
fidence .  .  .  selling  Stewart  products  .  .  . 
for  you! 

Capitalize  this  advertising  ...  by  using  the 
sales-producing  display  and  direct-mail  mate- 
rial .  .  .  furnished  by  Stewart. 

The  complete  line  .  .  .  backed  by  Stewart  ad- 
vertising .  .  .  offers  you  a  wonderful  oppor- 


tunity. The  complete  plan  ...  is  yours  .  .  . 
for  the  asking.  Write  .  .  .  wire  .  .  .  now  .  .  . 
before  Stewart  representation  is  placed  else- 
where, thereby  giving  your  competitor  an 
outstanding  advantage. 

Dealers.  Get  in  touch  with  us  direct  for  com- 
plete details  of  the  Stewart  line  and  plan. 

Jobbers.  Distribution  in  each  territory  will 
be  limited.  Jobbers  securing  the  Stewart 
franchise  will  have  the  benefits  of  a  thoroughly 
co-operative  and  highly  protective  sales  policy. 
Communicate  with  us  immediately. 

See  us  at  the  R.  M.  A.  Show,  Space  56. 


STEWART  BATTERY  CO.,  119-127  North  Peoria  Street,  Chicago,  Illinois 
"Stewart  Always  Leads  In  Radio  Power  Needs" 
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Victor  Releases  Five  New 
Musical  Masterpiece  Albums 

Substantial  Addition  to  Victor  Library  of 
Orchestral  Works — Well-known  Musicians 
Included  Among  the  Recording  Artists 


The  Victor  Talking  Machine  Co.  recently  an- 
nounced to  its  dealers  the  release  of  five  new 
Musical  Masterpieces,  enclosed  in  albums,  which 
should  prove  big  factors  in  stimulating  Victor 
dealers'  record  sales.  The  album  sets  are: 
Beethoven's  Concerto  in  D  major  in  six  double- 
faced  records,  played  by  Fritz  Kreisler  and  the 
State  Opera  Orchestra  (Berlin),  under  the  di- 
rection of  Dr.  Leo  Blech;  the  Beethoven  Sym- 
phony No.  9  (Choral)  on  eight  double-faced 
records,  played  by  Albert  Coates  and  Symphony 
Orchestra  with  the  Philharmonic  Choir  assist- 
ing; Schubert's  Trio  No.  1  in  B  flat,  played  by 
Alfred  Cortot,  Jacques  Thibaud  and  Pablo  Ca- 
sals on  four  double-faced  records;  Dvorak's 
Quartet  in  F  major  on  three  double-faced  rec- 
ords, played  by  the  Budapest  String  Quartet, 
and  Brahms  Quintet  in  F  minor  on  five  double- 
faced  records,  played  by  Harold  Bauer  and  the 
Flonzaley  Quartet. 

Each  of  the  album  sets  contains  an  explana- 
tory folder  giving  interesting  information  re- 
garding the  composition,  the  composer  and  the 
recording  artists. 


Loud  Speaker  Is  Held  to 

Be  an  Electric  Appliance 

  i 

Interstate  Commerce  Commission  Recommends 
Refund  of  Overcharge  in  Case  of  Badger 
Radio  Co.  Against  Chicago  &  Northwestern 


The  Interstate  Commerce  Commission  re- 
cently handed  down  a  proposed  report  of  an 
examiner  in  the  case  of  the  Badger  Radio  Co. 
against  the  Chicago  &  Northwestern  Railway 
Co.,  holding  that  rates  on  electrical  appliances 
or  instruments,  less  than  carloads,  were  found 
to  be  applicable  on  radio  loud  speakers  prior 
to  September  20,  1924,  and  a  refund  of  over- 
charges has  been  recommended.  The  Badger 
Radio  Co.  alleged  that  rates  on  amplifying 
parts,  not  tested,  from  Philadelphia  to  Milwau- 
kee, resulted  in  illegal  charges,  violating  the 
Interstate  Commerce  laws. 

The  examiner  in  his  report  said,  in  part:  "The 
commission  should  find  that  radio  loud  speak- 
ers constitute  single  electrical  appliances  and 
that  prior  to  September  20,  1924,  the  rating  and 
rate  accorded  electrical  appliances  or  instru- 
ments, not  otherwise  indicated  by  name,  was 
applicable  thereto.  Defendants  should  prompt- 
ly refund  the  overcharge." 


Alterations  on  Everybody's 

Building  Nearing  Finish 

Renovations  Include  Remodeling  of  Front  of 
Building,  Installation  of  Staircase  and  the 
Construction  of  Office  Partitions 


Philadelphia,  Pa.,  May  5. — Finishing  touches 
are  being  placed  upon  alterations  to  the 
Everybody's  Building  on  Arch  street.  The  re- 
modeling of  the  front,  the  installation  of  an 
attractive  staircase  and  the  mahogany  office 
partitions  being  constructed  on  the  second  floor 
give  an  indication  of  the  general  attractiveness 
of  the  work  when  finished.  The  increased  fa- 
cilities available  through  the  occupation  of  the 
entire  building  are  another  important  factor  to 
be  considered. 

These  alterations  are  being  made  without  any 
interruption  in  the  carrying  on  of  the  business 
of  Everybody's  Talking  Machine  Co.  and  the 
record  it  has  attained  for  prompt  shipment  is 
still  being  zealously  guarded. 

General  activity  is  reported  at  Everybody's 
headquarters,  and  it  is  stated  that  additional 
lines  will  shortly  be  added  by  the  organization. 


BRACH 


LIGHTNING 

ARRESTERS 

Lightning  Induction  subjects  every  Radio  Set  to 
possible  damage. 

The  Brach  Non-Air  Gap  Arrester  is  the  only  type 
recommended  and  used  by  all  prominent  radio 
engineers. 

In  great  demand  is  the  STORM  KING— the  Dollar 
Arrester;  or  the  STORM  GUARD  with  Bakelite 
case  for  outdoor  mounting  which  retails  for  $1.50. 


Radio  Products 

L.S. BRACH  MFG.  CO. 


MEMBER 


NEWARK,  N.J. 


TORONTO.  CAN. 
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Thoughts  of  Radio  Industry  Centered 

on  Chicago  Conventions  and  Trade  Show 

{Continued  from  page  3) 

Paul  B.  Klugh,  of  the  National  Association  of  to  which  the  radio  industry  has  become  or- 
Broadcasters,  will  act  as  toastmaster  at  the  ganized  and  solidified,  will  be  that  of  the  new 
banquet,  and  he  will  introduce  the  newly  elected  Engineering  Division  of  the  R.  M.  A.,  which  is 
officers  of  the  R.  M.  A.    Merlin  H.  Aylesworth,     under  the  direction  of  H.  B.  Richmond,  of  the 


Complete  R.  M.  A.  Program 

Monday 

10:00  A.  M. — Registration  of  delegates  and  alternates. 
Registration  of  visiting  dealers  and  jobbers.  (Committee 
chairmen   will   arrange   their   meetings   at   this  time.) 

2:00  P.  M. — Opening  of  the  Trade  Show.  First  showing 
of  new  1928  lines. 

10:00  P.  M.— Closing  of  the  Trade  Show. 

Tuesday 

10:00  A.  M. — "Flag  Day."  R.  M.  A.  general  open  meet- 
ing. President's  address,  Arthur  T.  Haugh.  Honorable  Frank 
D.  Scott,  "Government  and  Industry."  Addresses  by 
Fred  Woods  and  Maj.  H.  H.  Frost,  "Merchandising." 
John  W.  Van  Allen,  "Legal  Phase  of  Association  Activi- 
ties."   (Dealers  and  jobbers  invited.) 

2:00  P.  M.  to  6:00  P.  M.— Trade  Show  open. 

8:00  P.  M. — Open  meeting  (All  dealer  and  jobber  or- 
ganizations invited)  Federated  Radio  Trade  Association, 
Harold  J.  Wrape,  president  of  the  Federated  Radio 
Trades  Association,  presiding.  Address  by  Maj.  H.  H. 
Frost  on  "Organizing."  Honorable  Richard  Lawrence, 
"Time  Payments."  Honorable  Frank  D.  Scott,  "Local 
Legislation." 

Wednesday 

10:00  A.  M.— Closed  R.  M.  A.  meeting.  Honorable  Fred 
L.  Matag,  "Distribution  and  Resale."  Election  of  officers 
and  transaction  of  general  business. 

1:00  P.  M. — Luncheon  Fourth  Annual  Radio  Industries 
Banquet   Committee;   Paul   B.   Klugh,   general  chairman. 

2:00  P.  M.  to  10:00  P.  M.— Trade  Show  open.  Chicago 
Trade  Day. 

Thursday 

10:00  A.  M. — Open  technical  meeting  R.  M.  A.  En- 
gineering Division,  H.  B.  Richmond,  chairman.  (Dealers 
and  jobbers  invited.)    Dr.  Alfred  N.  Goldsmith. 

10:00  A.  M.  to  6  P.  M.— Trade  Show  open. 

7:30  P.  M.— Annual  R.  M.  A.  Banquet,  Paul  B.  Klugh 
toastmaster.  Introduction  of  new  R.  M.  A.  officers.  Ad- 
dress by  Hon.  Herbert  H.  Hoover.  Address  by  M.  H. 
Aylesworth  of  the  National  Broadcasting  Co.  Members 
of  Federated  Radio  Trade  Association  invited. 

.  Friday 

10:00  A.  M. — R.  M.  A.  closed  meeting.  Committee  re- 
ports.   Appointments  of  new  committees.    Completion  of 

of  the  National  Broadcasting  Co.,  will  also 
deliver  an  address. 

Engineering  Division  to  Meet 
An  important  meeting  on  Thursday  morning, 
which  illustrates  in  a  concrete  manner  the  point 


Among  the  exhibitors  at  the  first  R.  M.  A. 
Trade  Show  were  the  following: 
Booth  No. 

5   — Abox  Co.,  215  North  Michigan  avenue,  Chicago,  111. 
91B — Acme  Apparatus  Co.,  37  Osbourn  street.  Cambridge 
39,  Mass. 

122A — Acme    Electric    Mfg.    Co.,    1440    Hamilton  street, 
Cleveland,  O. 

135C — Acme  Wire  Co.,  New  Haven,  Conn. 

124  - — Adler  Mfg.  Co.,  Twenty-ninth  and  Chestnut  streets, 

Louisville,  Ky. 
12  — Aero    Products,    Inc.,    1772    Wilson    avenue,  Chi- 
cago, 111. 

159  — Aerovox   Wireless   Corp.,   70    Washington  street, 
Brooklyn,  N.  Y. 

79  — AINAmerican    Radio   Corp.,   4201    Belmont  avenue, 

Chicago,  111. 

142  — Allen-Bradley  Co.,  287  Greenfield  avenue,  Milwau- 
kee, Wis. 

117   — Aluminum   Co.   of  America,   2400  Oliver  Building, 

Pittsburgh,  Pa. 
65   — American   Bosch  Magneto  Co.,  North  Main  street, 

Springfield,  Mass. 
11   — American   Electric   Co.,   6401    South   State  street, 
Chicago,  111. 

136A — American  Mechanical  Labs.,  285  North  Sixth  street, 

Brooklyn,  N.  Y. 
147  — Amplion  Corp.  of  America,  280   Madison  avenue, 

New  York  City. 
103   — Amsco  Products  Co.,  Inc.,  416  Broome  street,  New 

York  City. 

80  — F.  A.  D.  Andrea  Co.,  2619  South  Michigan  avenue, 

Chicago,  III. 

94   —Apex  Elec.  Mfg.  Co.,  1410  West  Fifty-ninth  street, 
Chicago,  III. 

138'  —  Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa. 
18   — Audiola  Radio  Co.,  430  Green  street,  Chicago,  III. 
41 B— Baritone  Mfg.   Co.,  846  West  Jackson  Boulevard, 
Chicago,  III. 


unfinished   business.     Closed   meeting    of   the  Federated 
Radio  Trade  Association. 
2:00  P.  M.  to  10:00  P.  M.— Trade  Show  open.    Last  day. 

Program  of  Federated  Association 

Tuesday,  June  14 
12:00    Noon — Luncheon    meeting,     Board    of  Directors 
(closed  meeting).     "Financial   Plan  for   Enlarged  Opera- 
tions." 

5:00  to  8:00  P.  M.— Registration  of  delegates  and  alter- 
nates from  associations  and  visiting  dealers  and  jobbers. 

8:00  P.  M.— Open  meeting  of  Federated  Radio  Trade 
Association  and  visiting  dealers  and  jobbers.  Harold  J. 
Wrape,  president,  presiding. 

8:15  P.  M. — "Benefits  of  Trade  Associations  to  Their 
Industries,"  William  M.  Webster,  Commissioner  of  the 
Automotive   Equipment  Association. 

8:45  P.  M.— "The  Need  for  a  Strong  National  Radio 
Dealers  and  Jobbers  Association,"  Herbert  H.  Frost. 

9:15  P.  M.— "National  Radio  Legislation,"  Frank  D. 
Scott,  counsel  for  R.  M.  A.  and  National  Association 
Broadcasters. 

Wednesday,  June  15 
10:00  A.  *M. — Board  of  Directors'  closed  meeting,  choos- 
ing of  next  annual  meeting  place,  acting  on  new  applica- 
tions, etc. 

Thursday,  June  16 
(Open  Meeting) 

10:00  A.  M. — Presentation  of  Resolutions,  Thomas  White, 
chairman  Resolutions  Committee,  Wholesale  Radio  Equip. 
Co.,  Buffalo,  N.  Y. 

10:30  A.  M. — "Perils  in  the  Radio  Jobbing  Business," 
Sidney  Neu,  chairman  Trade  Relations  Committee,  Julius 
Andrea  Co.,  Milwaukee. 

11:00  A.  M.— "The  Conducting  of  Successful  Radio 
Shows,"  A.  M.  Edwards,  chairman  Show  Managers'  Com- 
mittee, secretary  Michigan  Radio  Trade  Association,  De- 
troit. 

11:30  A.  M. — "The  Field  of  the  Manufacturer's  Agent," 
Robert  W.  Bennett,  president  St.  Louis  Radio  Trade  Asso- 
ciation. 

Friday,  June  17 
10:00  A.  M. — Final  meeting  of  Federation  for  concluding 
unfinished  business  and  reports  of  committees. 

General  Radio  Corp.,  of  Cambridge,  Mass. 
This  is  the  first  time  that  the  engineers  of  the 
industry  and  the  dealers  and  jobbers  have  been 
brought  together.  One  of  the  most  important 
matters  to  be  taken  up  at  the  meeting  of  the 


69  — Belden  Mfg.  Co.,'  Twenty-third  street  and  Western 
avenue,  Chicago,  111. 

143  — Benjamin    Elec.    Mfg.    Co.,    120    South  Sangamon 

street,  Chicago,  111. 
140  — Borkman   Radio  Corp.,  230  East  Ohio  street.  Chi- 
cago, 111. 

21  — Bosworth  Elec.  Mfg.  Co.,  Main  and  Lexington  ave- 
nues, Cincinnati,  O. 

60  — L.  S.  Brach  Mfg.  Co.,  127  Sussex  avenue,  New- 
ark, N.  J. 

101  — Bremer-Tully  Mfg.  Co.,  Inc.,  532  South  Canal  street, 
Chicago,  111. 

71  — Briggs  &  Stratton  Corp.,  1047  Louis  avenue,  Mil- 
waukee, Wis. 

43   — Brooklyn  Metal  Stamping  Co.,  71S  Atlantic  avenue, 

Brooklyn,  N.  Y. 
152  - — Brown  &   Caine,   Inc.,   2317   Calumet  avenue,  Chi- 
cago, 111. 

144  — Buckwalter  Radio  Corp.,  2632  Prairie  avenue,  Chi- 

cago, 111. 

51  — Burgess  Battery  Co.,  Ill  West  Monroe  street, 
Chicago,  111. 

13   — Canfield    Radio    Mfg.    Co.,    431    South  Dearborn 
street,   Chicago,  111. 
158   — Cannon  &  Miller,  Inc.,  Spring  Water,  New  York. 
95  —Carter  Radio  Co.,   300   South  Racine  street,  Chi- 
cago, 111. 

20  — C.  E.  Mfg.  Co.,  702  Eddy  street,  Providence,  R.  I. 
120   —The  Celeron  Co.,   1656  Besley   street.  Chicago.  III. 
3   — Central  Radio  Labs.,  16  Kcefe  avenue,  Milwaukee, 

Wis. 

42  — Compressed  Wood  Co.,  345  West  Austin  avenue, 
Chicago,  III. 

109  —Continental  Fibre,  1375  Wrigley  Building,  Chicago, 
111. 

88  —Cornish  Wire  Co.,  30  Church  street,  New  York 
City. 

86  — Croslcy  Radio  Corp.,  3401  Colerain  avenue,  Cin- 
cinnati, O. 


Engineering  Division  will  be  that  of  the  final 
revision  and  adoption  of  the  standards  on  which 
the  R.  M.  A.  has  been  working  for  more  than 
a  year  and  the  majority  of  which  are  in  prac- 
tice at  the  present  time. 

Meeting  of  R.  M.  A.  and  Federated  Ass'n 

On  Tuesday  morning  there  will  be  a  general 
open  meeting  in  which  the  Radio  Manufacturers' 
Association  and  the  Federated  Radio  Trade 
Association  will  participate.  In  addition  to  the 
address  of  Arthur  T.  Haugh,  president  of  the 
R.  M.  A.,  this  meeting  will  be  featured  by  a 
discussion  of  new  and  more  effective  mer- 
chandising plans.  The  program  will  be  led  by 
Fred  Woods,  head  of  the  statistical  department 
of  the  Hearst  organization.  Mr.  Woods  is  an 
authority  on  market  analysis. 

A  full  attendance  of  the  members  of  the  R. 
M.  A.,  which  comprise  virtually  all  of  the  out- 
standing manufacturers,  is  anticipated.  It  is 
estimated  that  the  number  will  be  close  to  five 
hundred,  while  from  the  Federated  Radio 
Trades  Association,  of  which  Harold  T.  Wrape, 
of  St.  Louis,  is  president,  an  attendance  of 
over  two  thousand  jobbers  and  dealers  is  ex- 
pected. The  R.  M.  A.  has  taken  over  the  entire 
Stevens  Hotel  and  the  committee  is  seeking 
additional  facilities  for  the  overflow. 

The  Federated  Program 

An  interesting  and  instructive  program  has 
been  prepared  by  the  Federated  Radio  Trade 
Association  and  speakers  of  national  promi- 
nence both  within  and  without  the  radio  in- 
dustry have  been  procured.  Wm.  M.  Webster, 
commissioner  of  the  Automotive  Equipment 
Association,  is  scheduled  to  speak  at  the  open- 
ing program  on  "Benefits  of  Trade  Associations 
to  Their  Industries."  Herbert  H.  Frost,  first 
president  of  the  R.  M.  A.,  will  make  a  strong 
appeal  to  the  dealers  and  jobbers  present  to 
get  behind  the  Federation  and  make  it  the  domi- 
nant national  body  in  the  industry.  Need  for 
radio  legislation  will  be  discussed  by  former 
Congressman  Frank  D.  Scott,  of  Michigan,  who 
is  now  the  legal  representative  of  the  R.  M.  A. 
and  the  National  Association  of  Broadcasters 
at  Washington.  Leading  retailers  and  whole- 
salers throughout  the  country  are  also  on  the 
program  with  papers  and  will  discuss  the  vari- 
ous problems  of  their  particular  business.  Many 
important  actions  relating  to  the  develop- 
ment of  the  industry  will  be  taken. 

57   -  C.owe  Name  Plate  &  Mfg.  Co.,  1749  Grace  street, 
Chicago,  111. 

141    — E.  T.  Cunningham,  Inc.,  370  West  Seventh  street. 

New  York  City. 
133   — Daven    Radio   Corp.,    160   Summit   street,  Newark, 

N.  J. 

Of   — DeForest    Radio   Co.,    139   Franklin   street.  Jersey 
City,  N.  J. 

S   — De  Jur    Products   Co.,   199   Lafayette   street.  New 
York  City. 

104   — Diamond    Elec.    Spec.    Corp.,    101    South  Orange 

street,  Newark,  N.  J. 
36   — Diamond  T.  Radio  Mfrs.,  526  Niles  avenue.  South 
Bend,  Ind. 

45   — Diamond  Vacuum  Prod.  Co.,  4049  Diversey  avenue, 
Chicago,  111. 

4  7   — Dongon  Elec.  Mfg.  Co.,  29S7  Franklin  street,  De- 
troit, Mich. 

91 A — Dubilier  Condenser  Corp.,  4377   Bronx  Boulevard, 
New  York  City. 
134B— Eagle  Charger  Co..   121  North  Eighth  street,  Phila- 
delphia, Pa. 
7  — H.  H.  Eby  Mfg.  Co.,  Philadelphia,  Pa. 
2A— Ekko  Co.,   Ill   West  Monroe  street.  Chicago,  111. 
10   — Electrad.  Inc.,  175  Varick  street,  New  York  City. 
77A— Elkon  Mfg.  Co.,  Weehawken.  N.  J. 
102  — Erla  Radio  Co.,  2500  Cottage  Grove  avenue,  Chi- 
cago, 111. 

2B — Fansteel  Products  Co..  State  street.  North  Chicago. 
111. 

100  — Farrand    Mfg.    Co.,    Inc.,    Thompson     and  Court 
streets,  Long  Island  City.  N.  Y. 

122B— John  E.  Fast  &  Co..  3982  Barry  avenue.  Chicago.  III. 

113   — Federal    Brandes    Co..    Inc..    Woolworth  Building. 

New  York  City. 
7S   — Federal  Radio  Corp.,   1738   Elmwood  avenue,  Buf- 
falo, N.  Y. 

11  IB — J.  B.  Ferguson,  Inc.,  225  West  Fifty-seventh  street. 

New  York  City. 
9SA — Ferranti,  Ltd.,  130  West  Forty-second  street.  New 

York  City. 

75   —Forest  Electric  Co.,  272  New  street,  Newalk,  N.J. 
1 1 1 A — Formica  Insulation  Co.,  Spring  Grove  avenue.  Cin- 
cinnati. O, 

(Continued  on  f>agc  62) 
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TA 


Quality  Radio  Units 


Important  Trade  News- 

An  Announcement  of  Great  Interest 
to  the  Entire  Radio  Trade  Will  Be 
Made  Shortly— Watch 
This  Space  for 
This  Valuable 
News — 


VESTA  RADIO  "A"  BATTERIES  are  the  height  of  quality.    VESTA  RADIO 
"A"  UNIT,  with  built  in  Trickle  Charger,  licensed  under  Balkite  patents,  is  one 
of  the  big  sellers  in  the  radio  field  today.  VESTA  TRICKLE  CHARGER,  licensed 
r\  under  Balkite  patents,  is  the  most  economical  "A"  battery  charger  on  the  market. 

VESTA  QUALITY  TUBES,  with  their  non-microphonic  feature,  create  new  joys 

Mail  coupon  ***^  111  radio  reception. 

to  jiearest  Vesta 

Central  or  +^ 
TESTA  BATTERY 

VESTA  BATTERY  CORPORATION 

Please  have  your  Central  Distributor 
near  me  present  the  Vesta  ^ 

□  Radio  Line     □  Auto  Battery  tine                            ""--^  2100  Indiana  Ave.,  Chicago,  U.  S.  A. 

Name  

Addre8s  ,•   ^"---^              Makers  of  Vesta  Quality  Automobile 

olty  tVm:  w.  May    8tBte and  Radio  Batteries  — for  30  Years 
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A  Letter  of  Appreciation  From  H.  H.  Frost 


PRESIOENT.  a    T.  HAUGH 
UNITED   RADIO  CORP. 

Rochester.  N.  Y. 


SECRETARY.  L.  G  BALDWIN 
wili-ard  storage  battery  co. 
Cleveland.  Ohio 


Treasurer.  P.  C.  LENZ 

RUNZEL-LENZ  MFG. CO. 
CHICAOO.  ILL. 


Radio  Manufacturers  Association,  inc. 


32  WEST  RANDOLPH  STREET 

CHICAGO 


DIRECTORS 
At  Large 

carl  d.  boyd.  1  st  vice-president 
apex  electric  mfc.  co. 
chicago.  ill. 

powel  crosley.  jr 
crosley  radio  corp. 
cincinnati,  ohio 

vernon  collamore 

ATWATER-KENT  MFG.  CO. 
PHILADELPHIA.  PA 

E.  F.  MCDONALD.  JR. 

2CNITH  RADIO  CORP. 
CHICAGO.  ILL. 


Eastern  Division 

m   h.  EBY.  2nd  Vice-President 
M.  H.  EBY  MFG.  CO 
PHILADELPHIA.  PA 

C.  C.  COLBY 

SAMSON  ELECTRIC  CO. 
CANTON.  MASS. 


First  Annual  R.M.A.  Trade  Show 


Hotel  Slevens  Chicago  —  June  13*17  Inclusive 
Show  Office.  1800  Time*.  Building.  New  York  City 


B.  RICHMOND 

GENERAL  RADIO  CO. 
CAMBRIDGE.  MASS. 


6.  b  trainer 

the  amplion  corp.  of  amer 
new  york.  n.  v. 

B.  H.  PRICE 

AMSCO  PROOUCTS.  Inc. 
NEW  YORK  CITY 

H. H  FROST 

E.  T.  CUNNINGHAM.  Inc. 
NEW  YORK  CITY 


Western  Division 

leonard  parker.  3rd  vice-president 
stewart-war n er  speedometer  corp. 
chicago.  ill. 

TOWNER  K    WEBSTER.  Jfl. 

THE  CXKO  COMPANY 
CHICAGO.  ILL. 

J   A.  BEN  NAN 

JEFFERSON  ELECTRIC  MFG.  CO. 
CHICAGO.  ILL.. 

W.  W.  DOWDELL 

STERLING  MFG.  CO. 
CLEVELAND.  OHIO 

HARRY  BRADLEY 

ALLEN-BRADLEY  CO. 
MILWAUKEE.  WIS. 

J    B  HAWLEY 

NE  WCOMBE-HAWLEY.  INC. 
ST.  CHARLES.  ILL. 

H.  W.  SIMPSON 

MARINC  wire  CO. 
MUSKEGON.  MICH. 

D  MacGREGQR 

ALL-AMERICAN  RADIO  CORP. 
CHICAGO.  ILL. 


April  11,  1927 


Mr.  Lee  Robinson 

Tne  Taliing  Machins  World 

383  iladison  Avenue 

Hew  Yori  City. 

Dear  Iti .  RoDinson: 

May  I  tase  this  ODportunity  to  offer 
my  thanics  and  those  of  the  Board  of  Direc- 
tors of  the  Radio  Manufacturers'  Association 
for  your  hearty  and  courteous  cooperation 
in  so  tindly  favoring  us  with  the  use  oi 
both  your  editorial  and  advertising  pages 
for  the  promotion  of  our  first  Trade  Show. 

This  Show  will  be  an  event  which  I  am 
sure  will  greatly  benefit  the  Industry  as  a 
whole.     It  should  act,  for  instance,  as 
a  stjrong  stabilizing  influence,  one  that  will 
tend  to  elevate  this  developing  Industry  of 
Radio  to  a  high  and  firm  position.     It  will 
strengthen  the  feeling  among  the  Radio  Manu- 
facturers,  the  most  important  oi  whom  will 
exhibit  at  the  Show,  that  they  are  not  separ- 
ate,  competing  entities,   but  have  interests 
and  ends  in  common* and  belong  to  a  unified 
group. 

I  sincerely  hope   that  you  will  reap 
a  just  and  substantial  reward  for  your 
generous  contribution  to  our  efforts.  . 


Chainaan  of  Show  Committee 


Trade  Show  Exhibits 

(Continued  from  page  60) 

87  — Freed-Eisemann  Radio  Corp.,  Brooklyn,  N.  Y. 
149  —French  Battery  Co.,  Madison,  Wis. 

128  — Chas.  •  Freshman,    Inc.,    240   West   Fortieth  street, 

New  York  City. 
58  — H.  H.  Frost,  Inc.,  160  North  LaSalle  street,  Chi- 
cago, 111. 

6(5  — General  Instrument  Corp.,  477  Broadway,  New  York 
City. 

115  — General  Radio  Co.,  30  State  street,  Cambridge,  Mass. 
97  —Gold  Seal  Elec.  Co.,  250  Park  ave.,  New  York  City. 

116  — Gould  Storage  Battery  Co.,  250  Park  avenue,  New 

York  City. 

157   — Greene-Brown  Mfg.  Co.,  2600  Northwestern  avenue, 
Chicago,  111. 

85  — Grigsby-Grunow-Hinds  Co.,  4540  Armitage  avenue, 
Chicago,  111. 

136B— Hammarlund  Mfg.  Co.,  Inc.,  424  West  Thirty-third 
street,  New  York  City. 

129  — Howard  Radio  Co.,  459  East  Ohio  street,  Chicago. 
14  — Hoyt    Elec.    Instrument  Co.,   857   Boylston  street, 

Boston,  Mass. 

19  — Imperial  Molded  Products  Corp.,  2925  West  Har- 
rison street,  Chicago,  III. 
96  — Indiana  Mfg.  &  Elec  Co.,  Marion,  Ind. 
1   — International   Resistance   Co.,   522   Perry  Building, 
Philadelphia.  Pa. 
139  — Irvington  Varnish  &  Insulator  Co.,  Irvington,  N.  J. 


130  — Jefferson  Elec.  Mfg.  Co.,  501   South  Green  street, 
Chicago,  111. 

132  — Jewell  Elec.  Instru.  Co.,  1650  Walnut  street,  Chi- 
cago, 111. 

23  — Johnson  Motor  Prod.  Co.,  308  Sheldon  street, 
Chicago,  111. 

90  — Howard  Jones,  612  South  Canal  street,  Chicago,  111 

73   — Karas  Elec.  Co.,  19  South  LaSalle  street,  Chicago. 

81  — Kellogg  Switchboard  &  Supply  Co.,  1066  West 
Adams   street,   Chicago,  HI. 

15   — Keystone  Radio  Labs.,  154  Whiting  street,  Chicago. 

92   —King  Mfg.  Co.,  254  Rano  street,  Buffalo,  N.  Y. 

76  — Kodel  Radio  Corp.,  507  East  Pearl  street,  Cincin- 
nati, O. 

135A — The    Lignole    Corp.,    508    South    Dearborn  street, 
Chicago,  111. 

148   — Arthur  Lynch,  Inc.,  250  West  Fifty-seventh  street, 
New  York  City. 
59  — The  Magnavox  Co.,    2725   East  Fourteenth  street, 

Oakland,  Calif. 
137   — Maring  Wire  Co.,  Muskegon,  Mich. 
46   — Martin-Copeland  Co.,   101  Sabin  street,  Providence, 
R.  I. 

153   — Mohawk  Corp.  of  111.,  Diversey  at  Logan,  Chicago. 
125  — Mu-Rad  Radio  Corp.,  Asbury  Park,  N.  J. 
150  — William  Murdock  Co.,  347  Washington  ave.,  Boston. 
63  ■ — Leslie    F.    Muter    Co.,    Seventy-sixth    street  and 

Greenwood  avenue,   Chicago,  111. 
108  ■ — National    Carbon   Co.,   Inc.,    30   East  Forty-second 

street,  New   York  City. 


Main   street,  Ann 

o. 

Wabash  avenue, 


127  — Newcombe-Hawley  Co.,   St.  Charles,  111. 
77B — O'Neil   Mfg.   Co.,   715   Palisade,   West   New  York, 
N.  J. 

41A — Paragon  Elec.  Corp.,  Upper  Montclair,  N.  J. 
48   — Perryman  Elec.  Co.,  Inc.,  33  West  Sixtieth  street, 
N  ew  York  City. 

118  — Pfanstiehl  Radio  Co.,  Market  street,  Waukegan,  HI. 

119  — Philadelphia  Storage  Battery  Co.,  Philadelphia,  Pa. 

105  — Platter  Cabinet  Co.,  North  Vernon,  Ind. 

155  — Polymet  Mfg.  Corp.,  599  Broadway,  New  York  City. 
151   — Pooley  Co.,  1600  Indiana  avenue,  Philadelphia,  Pa. 

39  —Potter  Mfg.   Co.,  2004  Sheridan  road.  North  Chi- 

cago, III. 

112  — Precision  Prod.  Co.,  321  South 
Arbor,  Mich. 

16  — Premier   Radio  Corp.,  Defiance, 

40  — Prest-O-Lite,   Indianapolis,  Ind. 
145A — Q   R    S    Music    Co.,    306  South 

Chicago,  111. 

89  — Radio  Corp.  of  America,  233  Broadway,  New  York 
City. 

33A — Radio  Engineering,  Poughkeepsie,  N.  Y. 
93   — Radio   Master  Corp.   of  America,  Bay  City,  Mich. 
62  —Raytheon  Mfg.   Co.,   292   Main   street,  Cambridge, 
Mass. 

106  — Reichmann   Co.,    1725   West   Seventy-fourth  street, 

Chicago,  111. 

72  — Runzel-Lenz    Elec.    Mfg.    Co.,    1751  Northwestern 

avenue,   Chicago,  HI. 
70   — Samson  Elec.  Co.,  Canton,  Mass. 

17  — Sandar   Corp.,   130  West  Forty-second  street,  New 

York  City. 

9SB— Sangamo  Elec.  Co.,  Springfield,  111. 
134   — Scoville  Mfg.  Co.,  Waterbury,  Conn. 
154   —Sentinel    Mfg.     Co.,   4256     Northwestern  avenue, 

Chicago,  111. 
146   — Shamrock  Radio  Co.,  Newark,  N.  J. 

64  — Showers  Bros.,  666  Lake  Shore  Drive,  Chicago,  111. 

54  — Slagle    Radio    Co.,    1232     Maumee     avenue.  Fort 

Wayne,  Ind. 

HOB — Sonatron  Tube  Co-.,  108  West  Lake  street,  Chicago. 

107  — Sonora    Phonograph    Co.,    Inc.,    16    East  Fortieth 

street,  New  York  City. 
99  — Sparks -Withington  Co.,  Jackson,  Mich. 
83   — Splitdorf  Elec.  Co.,  392  High  street,  Newark,  N.  J. 
38   — Standard  Piano  Bench  Co.,  1225  West  Lake  street, 

Chicago,  111. 

41C — Steinite  Lab.,  506  South  Wabash  avenue,  Chicago, 
68  — Sterling  Mfg.   Co.,   2845   Prospect  avenue,  Cleve- 
land, O. 

53   — Stevens  &  Co.,  Inc.,  46  East  Houston  street,  New 
York  City. 

56   — Stewart    Battery    Co.,    119    North    Peoria  street, 
Chicago,  111. 

126   — Stewart-Warner   Speedometer  Corp.,   1828  Diversey 

Parkway,  Chicago,  111. 
123B — Sunlight  Lamp  Co.,  Newton  Falls,  O. 
110A — Superior  Cabinet  Co.,  Muskegon,  Mich. 
24  — The  Talking  Machine  World,  420  Lexington  avenue, 
New  York  City. 
9   — Timmons  Radio  Products  Corp.,  Philadelphia,  Pa. 
145   — Tobe-Deutschmann    Co.,    11    Windsor   street,  Cam- 
bridge, Mass. 

55  — Tower   Mfg.   Corp.,   9S   Brookline   avenue,  Boston, 

Mass. 

50  — Trimm   Radio  Mfg. 
Chicago,  III. 
123A— Triple  A  Spec.  Co 

Chicago,  111. 
49  — Tyrman    Elec.  Corp., 
Chicago,  111. 

65A — Universal  Battery  Co.,  3410  South  LaSalle  street, 
Chicago,  111. 

4   — United  Radio  Corp..  15  Caledonia  avenue,  Roches- 
ter, N.  Y. 

35  — U-S-L  Radio  Co.,  Inc.,  Niagara  Falls,  N.  Y. 
61    — Utah    Radio    Products    Co.,    1427    South  Michigan 
avenue,  Chicago,  111. 
131    —Valley   Electric   Co.,    St.   Louis,  Mo. 
22   — The  Van  Home  Co.,  Franklin,  O. 
134A — Vesta  Battery  Co.,  2100  Indiana  avenue,  Chicago. 
135B — Victoreen,  Inc.,  652S  Carnegie  avenue,  Cleveland.  O. 
84  — Walbert  Mfg.   Co.,   925   Wrightwood  avenue,  Chi- 
cago, 111. 

52   — Webster  Co.,  S50  Blackhawk  street,  Chicago,  111. 
6  — Webster   Electric   Co.,    Racine,  Wis. 
121   —Wells  Radio  Mfg.  Co.,  Inc.,  2710  North  Ashland 

avenue,  Chicago,  111. 
44  — W-K  Electric  Co.,  S9  Middle  street,  Kenosha,  Wis. 
74   — Weston  Elec.  Instrument  Co.,  Newark,  N.  J. 
82  — AYestinghouse    Union    Battery    Co.,    Swissvale  Sta- 
tion. Pittsburgh,  Pa. 
34   —The  Workrite  Mfg.  Co., 

Cleveland,  O. 
156   —Yale  Electric  Co.,  2339 

cago.  111. 
37  —Yaxley  Mfg.  Co.,  1103 
cago,  111. 

114  — Zenith  Radio  Corp.,  3620  Iron  street,  Chicago 


Co.,  24   South   Clinton  street. 
,   312   South  Hamilton  avenue. 
208    South    LaSalle  street, 


1812  East  Thirtieth  street, 
South  LaSalle  street,  Chi- 
West  Monroe  street.  Chi- 
lli. 


VAN   VEEN   SOUNDPROOF  BOOTHS 

are  more  necessary  than  ever  before.  You  cannot  demonstrate  the  wonderful  volume  and 
beauty  of  tone  of  the  improved  talking  machine  and  records  without  booths.  The  new  in- 
strument has  unlimited  possibilities.    Meet  it  half  way  by  adequate  demonstration. 

Complete  equipment  for  musical  merchandise 
dealers.      Write    for    details    and  catalogue. 


VAN  VEEN  &  COMPANY,  Inc., 


313-315  East  31st  Street,  New  York  City 

PHONE  LEXINGTON  9956-2163 
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Crosley  Distributors  will  again  gather 
in  Cincinnati,  May  17th  and 


The  Crosley  Radio  Corporation  □  POWEL  CROSLEY,  Jr.,  President 
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PRODUCTS 

Improve  With  the  Industry 

JOSEPH  E.  RUDELL 

83  Greene  Street,  New  York  City 

Canadian  Distributors :    Standard  Phono.  Supply  Co.,  Montreal 


Ortho-sonic  Jobber  Uses  Valley  Electric  Go.  Announces   E.  P.  H.  Allen  Is  Sales 

Display  to  Aid  Dealers  Its  Policy  for  the  Future    Manager  of  Motor  Sales  Go. 


Whitney  Sporting  Goods  Co.,  Federal  Repre- 
sentative, Has  Attractive  Window  Displays 
Stressing  Features  of  Radio  Line 


Following  Election  of  Herbert  Elder  as  Presi- 
dent of  Company,  Succeeding  S.  A.  Whitten, 
Retired — To  Develop  Radio  Division 


Denver,  Colo.,  May  5. — The  Whitney  Sporting 
Goods  Co.,  wholesaler  of  Federal  Ortho-sonic 
radio  in  Colorado,  finds  that  window  displays 


Artistic  Ortho-sonic  Window  of  Whitney 

like  the  one  here  shown  are  a  distinct  aid  to 
Federal  retailers  in  their  territory.  Each  week 
a  new  Ortho-sonic  window  is  laid  out,  facing 
on  the  busy  Sixteenth  street  side  of  the  Kit- 
tredge  Building,  in  which  the  Whitney  Co.  is 
located. 

Strict  simplicity,  harmonizing  with  the  plain 
background,  has  been  made  the  rule  in  these 
displays.  Each  is  designed  to  tell  a  single 
story.  The  accompanying  illustration,  for  in- 
stance, represents  an  effective  use  of  the  Fed- 
eral "feature"  cards,  each  of  which  indicates, 
by  means  of  gold  and  blue  ribbons,  a  vital  unit 
in  Ortho-sonic  construction.  Prospects  at- 
tracted by  these  Whitney  displays  are  referred 
to  their  neighborhood  retailer,  and  many  sales 
resulting  directly  from  this  window-salesman- 
ship have  been  completed. 


Louis  Frankel  Visits  East 


Louis  Frankel,  treasurer  of  the  Mohawk  Corp. 
of  Illinois,  recently  returned  from  a  two  weeks' 
trip  throughout  the  East,  in  which  he  visited 
New  York,  Philadelphia,  Baltimore,  Washing- 
ton and  New  Jersey  cities.  Mr.  Frankel  went 
East  on  matters  of  organization  work  in  connec- 
tion with  the  Mohawk  Corp. 


Recording  WAX 


F.  W. 


ALL  TYPES 
"G"  Wax  Specially  for 
Electrical  Recording 

MATTHEWS  £6 


St.  Louis,  Mo.,  May  7. — A  policy  of  intensive 
development  of  its  radio  division  was  announced 
by  the  Valley  Electric  Co:;  of  this  city,  follow- 
ing the  April  meet- 
ing of  the  board  of 
directors,  at  which 
Herbert  Elder  was 
elected  president  oi 
the  firm,  succeeding 
S.  A.  Whitten,  who 
has  retired  from  the 
business- 
Indicating  the  com- 
pany's policy  for  the 
future,  Mr.  Elder 
made  the  following 
statement  at  the  com- 
pany's local  offices: 
"As  one  of  the 
pioneer  batt  ery- 
charger  concerns  in 
Sporting  Goods  Co.  tne  country,  the  Val- 

ley Electric  Co.  was  naturally  interested 
in  radio  from  the  beginning,  and  has  played 
an  active  part  in  its  development.  In  ad- 
dition to  making  the  Valleytone  set,  we  are 
to-day  manufacturing  three  distinct  types  of 
battery  chargers,  and  two  sizes  of  power  units 
that  employ  the  Raytheon  tube  as  a  rectifying 
element.  We  believe  in  the  future  of  radio,  and 
we  intend  to  share  in  its  future  development. 

"Jobbers  and  dealers  in  every  section  of  the 
country  are  seeking  standard  lines  backed  by 
responsible  manufacturers,"  declared  Mr.  Elder. 
"The  trend  in  radio  indicates  that  the  buying 
public  will  demand  simplicity  of  operation  in 
any  set  they  may  choose.  We  are  convinced 
of  that  fact  because  of  the  unusual  sales  re- 
ception, which  has  been  accorded  the  advance 
announcement  of  our  new  single  control  seven- 
tube  set.  The  sales  situation,"  continued  Mr. 
Elder,  "is  in  sharp  contrast  to  the  conditions  that 
prevailed  in  the  industry  five  years  ago,  when 
February  was  the  end  of  the  buying  season. 

"Valley  distributors  and  dealers  have  care- 
fully regulated  their  stocks  during  the  present 
season  by  co-operation  with  the  factory  sales 
department  so  that  not  a  single  distributor  is 
at  present  overstocked.  This  situation  indicates 
a  healthy  condition  and  makes  dumping  of  radio 
products  unnecessary.  The  outlook  is  bright 
for  the  industry  in  1927,  and  the  coming  year 
will  be  the  greatest  in  the  history  of  radio." 

The  Valley  Electric  Co.  products  include  the 
seven-tube  one-dial  receiver,  "B"  power  unit, 
ABC  vibrator  charger,  twin  bulb  charger  and  a 
two-ampere  automatic  charger.  The  firm  owns 
and  operates  two  plants  in  St.  Louis. 


Atwater  Kent  Distributor  Announces  the  Ap- 
pointment of  Well-Known  Executive  as  Gen- 
eral Sales  Manager — Widely  Experienced 


Philadelphia,  Pa.,  May  6. — The  Motor  Parts 
Co.,  of  this'  city,  Atwater  Kent  distributor,  has 
announced  the  appointment  of  E.  P.  H.  Allen 
as  general  sales  manager  of  its  organization. 
Mr.  Allen  is  one  of  the  best-known  sales  execu- 
tives in  the  radio  industry,  and  has  been  actively 


E.  P.  H.  Allen 

connected  with  it  from  its  commercial  begin- 
ning. Mr.  Allen's  previous  connections  were 
with  David  Grimes,  Inc.,  and  the  Silent  Motor 
Corp.  Mr.  Allen  brings  with  him  to  the  Motor 
Parts  Co.  a  valuable  experience,  which  in  con- 
junction with  the  excellent  standing  of  both 
the  Motor  Parts  Co.  and  the  Atwater  Kent 
line,  which  it  distributes,  should  prove  an  ex- 
cellent combination. 


Televocal  Corp.  Occupies 

Big  Space  in  New  Building 

Twelve  thousand  square  feet  of  floor  space 
are  provided  in  the  new  Televocal  Building, 
which  has  recently  been  occupied  by  the  Tele- 
vocal Corp.,  manufacturer  of  Televocal  quality 
tubes,  at  588  Twelfth  street,  West  New  York, 
N.  J.  The  building  has  two  stories  and  base- 
ment, and  will  enable  the  Televocal  Corp.  to 
render  more  efficient  service  to  its  rapidly  grow- 
ing organization  of  distributors  and  dealers,  ac- 
cording to  T.  P.  Yilaghy,  president.  In  addition 
to  the  types  of  tubes  now  being  manufactured, 
the  line  will  soon  include  the  TC-HyMu-240, 
TC-200B,  hard  detector,  TC-171,  power  tube. 
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Rooms  1405*1406 

NEW  STEVENS  HOTEL 

CHICAGO 

See  there  at  the  Convention 
June  6  to  11 

several  new  features  in 


mm 


PHONOGRAPHS 


Attending  the  Exhibit 
Mr.  E.  R.  Manning 
Mr.  A.  J.  Engel 


BERG  A.  T.  &  S.  CO.,  Inc. 

LONG  ISLAND  CITY,  N.  Y. 

Designers  and  Makers  of  Fine  Cases  for  20  Years 
Write  for  Catalog  showing  18  Models 


•r 


Six 

Console 
and 
Consolette 
Models 

565  to  $125 

In  a  Variety  of 
Designs  and 

Beautiful 
Color  Effects 


DE  LUXE 

REPRODUCER, 


ESPECIALLY  MATCHED  TO 
ARTONE  PHONOGRAPHS 


All  Artone  Console  and 
Consolette  Models  now 
equipped  with  this  new 
De   Luxe  Reproducer. 

Sold 
separately  at 


$8.50 


List 


Outstanding  Features  of  the  New  Artone 
De  Luxe  Reproducer 

1 —  Clear,  natural  tone  through  the.  entire,  musical 
scale! 

2 —  Amazing  volume,  especially  tvhen  playing  the 
new  electrically  cut  records!! 

3__ Special  metal  Alloy  Diaphragm  that  will  not 
blast  or  weaken  under  severest  test!!! 

4 — A  patented  rubber  gasket  moulded  and  shaped 
to  fit  over  the  tone  arm,  forming  an  airtight  and 
rattleproof  connection! !! ! 


No.  1  Model 

Including 
Separate  Cover, 

$30 


No.  80  Model- 
Brown  Finish  $95 

No.  81  Model- 
Gilt  Finish  -  $110 


fVo.  8  Modi'l 
$15 
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Milwaukee  Victor  Dealers  Attend  Two 

Days'  Sessions  of  Record  Sales  School 

Badger  Talking  Machine  Co.,  Distributor,  Sponsored   Salesmanship  Classes  Presided   Over  by 
Victor  Representative — Plan  Institute  of  Radio  Engineers — Other  Trade  News 


Milwaukee,  Wis.,  May  7. — Phonograph  busi- 
ness continues  brisk,  and  a  large  number  of 
dealers,  and  jobbers  generally,  state  that  the 
radio  shows  signs  of  being  strong  all  Summer. 
Sonora  Displays  Create  Demand 

C.  J.  Morris,  advertising  and  sales  promotion 
manager  of  Yahr-Lange,  Inc.,  reports  that  So- 
nora sales  are  keeping  up  to  standard  through 
the  entire  section,  and  that  the  Sonora  window 
display  campaign  is  attracting  a  lot  of  favorable 
attention  and  resultant  sales. 

Record  Sales  School  for  Victor  Salesmen 

The  Badger  Talking  Machine  Co.,  representa- 
tive of  the  Victor  in  Wisconsin,  held  a  two- 
day  Record  Sales  School  at  the  Medford  Hotel, 
Milwaukee,  under  the  direction  of  Miss  Made- 


line Davies,  of  the  Victor  Co.  Fifty  dealers 
from  the  Wisconsin  territory  were  in  attend- 
ance at  the  sessions.  Larry  Richardson  and 
Richard  Lewis,  of  the  Victor  Co.,  also  were 
present.  Victrola  business  throughout  the  State 
is  very  good,  according  to  Harry  Goldsmith, 
secretary  of  the  Badger  Talking  Machine  Co. 
Plan  Institute  of  Radio  Engineers 
Interest  in  radio  has  increased  with  the  an- 
nouncement that  plans  for  the  formation  of  a 
Milwaukee  section  of  the  Institute  of  Radio 
Engineers  were  made  at  a  recent  meeting  in 
Milwaukee  which  was  attended  by  forty  mem- 
bers of  the  Institute  and  others  interested  in 
radio.  Work  has  been  begun  on  the  formation 
of  the  section,  and  it  is  expected  that  Madison 


Build  Good  Will 
Business 


Owners  of  radio  sets  are  look- 
ing more  and  more  to  their  dealers 
for  service,  and  the  dealer  must 
respond. 

Business  must  be  built  on 
good  will  bought  with  satisfying 
service. 


The  best  equipped  service 
man  uses  a  Jewell  Radio 
Service  Set 


Pattern 
No.  117 
Radio  Service 
Set 


When  your  service  men  go  out  on  their  calls,  equip 
them  to  do  their  work  in  a  finished  manner  that  will 
reflect  credit  to  your  organization. 

The  Jewell  radio  service  set  is  the  ideal  equipment 
for  the  service  man.  It  is  portable,  professional  appear- 
ing, compact  and  especially  designed  in  two  separable 
parts.  The  lower  part  has  room  for  a  complete  set  of 
A,  B  and  C  test  batteries.  The  upper  part  contains  a 
high  resistance  four-scale  B  eliminator  type  voltmeter 
and  a  three-scale  milliammeter.  These  two  instruments 
are  interconnected,  forming  a  first-class  tube  tester. 
Either  instrument  can  be  used  alone.  The  possibilities 
of  this  set  for  service  work  are  piactically  without 
limit.  Every  enterprising  dealer  needs  one. 

W rite  for  descriptive  circular- 
No.  1 049,  which  describes 
this  set  and  its  use  in  detail 


Jewell  Electrical  Instrument  Co. 

1650  Walnut  Street,  Chicago 
"27  Years  Making  Good  Instruments" 


and  Manitowoc  will  be  included  in  the  territory. 
D.  W.  W.  Kelly,  of  the  Allen-Bradley  Co.,  was 
elected  temporary  chairman  of  the  group,  and 
Sam  Snead,  of  the  Snead  Radio  Service,  was 
voted  acting  secretary.  The  national  council 
of  the  institute  will  be  petitioned  for  approval 
of  the  project. 

Feature  Automatic  Victrola 

Victrola  dealers  throughout  Milwaukee  have 
been  making  window  and  store  demonstrations 
of  the  new  Automatic  Orthophonic  Victrola, 
and  merchants  report  that  they  have  been  suc- 
cessful in  gaining  the  interest  and  attention  of 
the  public  in  this,  and  also  by  the  car  card  cam- 
paign which  has  been  carried  on. 

Freed-Eisemann  Sales  Continue  Good 

Richard  Zinke,  manager  of  the  Interstate  Sales 
Co.,  reports  that  Freed-Eisemann  business  is 
very  good,  and  that  dealers  in  the  entire  terri- 
tory are  enthusiastic  about  the  lines  and  the 
success  they  have  had  in  handling  them. 
G.  K.  Purdy  in  New  Post 

G.  K.  Purdy,  formerly  with  Yahr-Lange 
Inc.,  Sonora  representative,  has  become  associ- 
ated with  the  George  C.  Beckwith  Co.,  341 
Broadway,  as  manager  of  the  Milwaukee  branch, 
distributing  Federal  and  Mohawk  radios.  Mr. 
Purdy  has  been  connected  with  the  music  in- 
dustry for  eight  years,  and  assisted  in  the  pio 
neering  of  the  radio  industry. 

Drive  for  Radio  Business 

The  Kesselman-O'Driscoll  Co.  is  making  a 
strong  bid  for  Summer  radio  business  in  some 
very  forceful  advertising  which  plays  up  radio 
as  a  Summer  pleasure  and  points  out  a  number 
of  advantages  in  this  connection.  "Milwaukee 
is  Lucky!"  read  one  of  these  ads.  "Radio  recep- 
tion last  Summer  was  fine,  and  this  year,  with 
broadcast  stations  at  the  peak  of  their  efficiency, 
Milwaukee,  surrounded  by  the  finest  stations  in 
America,  will  find  Summer  reception  as  satisfac- 
tory as  it  was  during  the  Winter. 

"When  day  is  done,  what  can  be  finer  than 
to  come  home  after  the  day's  work  is  over,  sit 
down  on  the  porch,  open  up  the  window,  and 
let  one  of  these  splendid  radios  bring  a  world 
of  music  to  you.  Summer  is  Music  Time!  Don't 
let  this  Summer  go  by  without  a  radio  in  jour 
home." 

The  latest  Atwater  Kent  model  is  featured 
in  connection  with  this  advertising  which  is  ex- 
pected to  have  a  very  strong  appeal  to  the 
general  public.  The  company  has  also  made 
use  of  the  Melody  Way  project  of  piano  promo- 
tion sponsored  by  the  Milwaukee  Association  of 
Music  Merchants  in  co-operation  with  the  Mil- 
waukee Journal  in  advertising  radio.  Each 
week  lessons  in  the  Melody  Way  of  piano  play- 
ing have  been  given  over  the  radio,  and  par- 
ents have  been  urged  with  good  results  to  give 
their  children  this  added  help  in  hearing  the 
lessons. 

Bradford  Co.  Fifty-five  Years  Old 

The  J.  B.  Bradford  Co.,  of  Milwaukee,  one  of 
the  most  prominent  music  houses  of  the  North- 
west, featuring  the  Brunswick,  is  celebrating  its 
fifty-fifth  anniversary.  The  store  was  founded 
by  J.  B.  Bradford  in  1872  at  411  Broadway. 
Hugh  W.  Randall,  who  for  more  than  twenty- 
five  years  has  been  associated  with  the  company, 
is  president  of  the  corporation,  which  conducts 
the  business  under  the  original  Bradford  name. 
In  New  Home 

The  Gether  Piano  Co.,  Sonora  and  Columbia 
dealer,  has  moved  from  its  place  of  business  at 
631  Wisconsin  avenue,  to  new  quarters  at  524 
Twelfth  street,  in  one  of  the  outlying  western 
business  districts  of  Milwaukee. 


Radiola  at  Yale  Club  Dinner 


Memphis,  Tenn.,  May  5. — The  Yale  Club,  of 
this  city,  had  dinner  at  the  University  Club 
the  latter  part  of  last  month  participating  in 
the  Round-the-World  Yale  dinner.  A  Radiola 
was  installed  by  the  O.  K.  Houck  Piano  Co., 
so  that  the  diners  could  listen  in  on  the 
speeches  from  the  dinners  in  New  York,  Phila- 
delphia, Chicago  and  Washington. 
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Congratulations  /  ^rcriho/ 


Thank  You 

CUSTOMERS 
MANUFACTURERS 
PROSPECTS 

All  of  you  have  shared 
in  our  success.  More  of 
you  will  share  in  the 
SUCCESS  we  are 
bound  to  attain. 

We  hope  that  the  future 
will  further  convince 
you  that  your  Aid  and 
Cooperation  was  good 
business  foresight. 

And  in  1935,  when  we 
celebrate  our  Tenth  An- 
niversary, everyone  of 
you  will  recall  this  hap- 
py occasion,  and  then 
we  shall  rejoice  Ten- 
fold over  our  SUC- 
CESS and  PROGRESS 


New  Facilities 


in  our 
NEW  HOME 

"Brafco  Building" 

When  you  stop  to  con- 
sider the  remarkable 
Service  we  gave  you 
during  our  first  two 
years'  growth  in  our  old 
location,  we  cannot  re- 
frain from  predicting 
that  in  our  New  Home, 
with  15,000  square  feet 
of  space,  railroad  sid- 
ing, on  Pratt  Street, 
which  forms  Baltimore's 
famous  Harbor,  we  will 
set  a  standard  for  serv- 
ice all  our  own. 


Distributors  of 

Mei-O-Art  Player  Rolls 
Valley  Forge  Repair  Materials  Brilliantone  Needle  Products 

Carryola  Portable  Phonographs  New  York  Album  Products 

Wall  Kane  Needle  Products  Baxter  Tone  Arm  Products 

Peerless  Album  Products  Lowell  Steel  Needle  Products 

Brafco  Products 


BR AITERMAN  -  FEDDER  COMPANY 


414-16  East  Pratt  St. 


'Brafco  Building" 


Baltimore,  Md. 


rafco  2^ JlnnWersary^ 
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our  association  mutually 
profitable  and  pleasant  and 
it  is  our  prophecy  that  they 
will,  in  the  future,  broaden 
the  scope  of  their  activities 
and  continue  their  phenom- 
enal progress. 

Their  representation  has 
developed  to  the  point 
where  the  Braiterman  Fed- 
der  Company  has  become 
more  than  a  mere  distrib- 
utor— the  close  cooperation 
has  allied  them  to  this  or- 
ganization and  has  been  in- 
valuable because  of  their 
contributing  an  intimate 
knowledge  of  the  require- 
ments of  the  dealers — help- 
ing us  to  enhance  the  sales 
value  of  Valley  Forge 
Products. 


THE  initials  V.  R  on  talking  machine  main  springs  rep- 
resent years  of  conscientious  effort  to  give  our  customers 
the  best  product  possible. 

V.  R  on  main  springs  indicate  that  it  is  always  the  best — 
no  effort  is  ever  made  to  lower  quality  but — 

Skill  and  experience  abound  in  our  organization  directed 
to  maintain  the  enviable  position  we  have  attained — 
unbeatable ! 

Valley  Forge  is  the  trade  mark  to  remember  when  trust- 
worthy replacement  materials  are  required. 


RM  I  L  A  DE  L  PH  I  A  ,  U.S.A.. 


THE  makers  of  Valley 
Forge  products  extend 
to  the  Braiterman  Fedder 
Company  their  heartiest 
congratulations  and  best 
wishes  on  their  second  an- 
niversary— and  take  this 
opportunity  of  thanking 
them  for  their  very  ear- 
nest cooperation. 

It  is  quite  significant  that 
the  Braiterman  Fedder 
Company  were  the  FIRST 
Distributors  of  VALLEY 
FORGE  PRODUCTS, 
and  these  products  were 
the  foundation  on  which 
the  very  great  success  of 
this  enterprising  group  of 
men  has  been  built. 

The  proper  and  effective 
representation    has  made 
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Congratulations  /  ^rafcof 


FELICITATIONS 
from  the  largest 
makers  of  Portable  Pho- 
nographs in  the  world 
to  the  world's  most  en- 
ergetic and  progressive 
phonograph  products 
distributors. 

We  cannot  refrain  from 
extending  to  you  our 
most  hearty  congratula- 
tions for  the  success  you 
have  attained  in  the  very 
brief  two  years  and  to 
express  the  hope  that  the 


future  holds  in  store 
for  you  progress  that 
will  surpass  even  your 
most  optimistic  outlook. 

The  Carryola  Company 
values  the  association 
with  your  organization 
— first,  because  your 
representation  is  so  sat- 
isfactory and,  secondly, 
because  your  enthusi- 
asm and  energy  hold 
out  great  promise  for 
profitable  business  re- 
lations. 


Ihe'Jie  that  binds 


TAKE  a  good  look  at  the  Carryola 
Master,  the  tie  that  binds  Carryola 
Dealers  to  Carryola  Jobbers  and  Car- 
ryola Jobbers  to  us. 

It's  the  most  popular  portable  in 
the  world. 

It  has  made  more  money  for  those 
that  sell  it  than  any  single  portable 
ever  manufactured. 

You  can't  just  throw  a  lot  of  parts 


together  and  get  a  Carryola  Master. 

Thousands  of  dealers  today  are 
selling  Carryolas  as  they  should  be 
sold — and  gaining  the  fine  profits  that 
are  justly  theirs. 

The  Carryola  Master  is  accepted 
nationally  as  the  standard  of  portable 
value. 

Our  big  national  advertising  cam- 
paign is  now  in  progress. 


No  other  portable  offers  so  much  tr>  mucie  dealers  end  to  the  pub.ic 


Carryola  Company  of  America 


64 7  Clinton  Street 


Mibva  uk.ee,  Wisconsin 


rafco  2^ Jlnnntersar^T 
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Congratulations 
on 

your  2nd 
Anniversary 

Your  success  is  well 
earned 

Wall  Kane  Needle 
Mf  g.  Co.,  Inc. 

3922  14th  Avenue,  Brooklyn,  N.  Y. 


Please 
accept  our  heartiest 
Congratulations 
on  your  2nd  Anniversary 

Peerless  Album 
Company 

636-38  Broadway,  New  York  City 


Brafco — accept  our  congratulations — 
if  we  have  helped  you  to  succeed  it  was 
only  because  of  the  latitude  your  pro- 
gressiveness  allowed  and  your  whole- 
hearted cooperation  in  every  respect — 
delivering  the  goods  helps  to  make  ad- 
vertising pay. 


J- A  HELPRJN 


ADVERTISING  -  MERCHANDISING 


Originator  of  Unique  and  Effective 
Victrola  Direct'Mail  Advertising 

This  will  interest  Victor  Dealers 
223-225  West  Baltimore  St.,  Baltimore,  Md. 


phenomenal  success 
attained  at 
2nd  Anniversary 
Best  wishes  for  the  future 

New  York  Album 
and  Card  Co.,  Inc. 

64  Wooster  St.,  New  York  City 


Best  Wishes 
on  your 
2nd  Anniversary 

We  congratulate  you  on 
your  wonderful 
achievement 

Baxter  Mfg.  Co. 

Manufacturers  of 

Phonograph  Tone  Arms 
and  Reproducers 

Elmhurst,  Long  Island.  N.  Y. 


rafco  2^ JlnnWersary^ 


This  insert  created  l>y  J.  A.  Helprin  Advertising  Organization,  Baltimore,  Mil. 
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Sales  Continue  Satisfactory  Through- 
out the  St.  Louis  Trade  Territory 

Company  Anticipates  Heavy  Demand  for  New  Products — Radio  Sales  Co.  of  Memphis  Is  Ap- 
pointed Columbia  Distributor — Conduct  Panatrope  Salesmanship  Classes— Other  News 


St.  Louis,  Mo.,  May  5.— Both  the  talking  ma- 
chine and  radio  trades  experienced  a  satisfac- 
tory volume  of  sales  during  the  month  of  April, 
the  totals  showing  a  large  increase  over  the 
same  period  of  1926,  and  comparing  favorably 
with  the  previous  month.' 

Introduces  New  Artophone  Models 

During  the  month  the  Artophone  Corp.  intro- 
duced two  new  cabinet-model  phonographs, 
which  were  accorded  a  most  favorable  trade 
reception.  The  instruments  are  styled  "Calais 
Consolette"  and  the  "Burgundie  Console,"  and 
are  moderately  priced.  The  "Calais  Consolette" 
was  especially  designed  for  an  apartment-type 
phonograph.  It  is  equipped  with  Heineman 
motor,  S-type  tone  arm,  a  Rayophonic  repro- 
ducer and  a  horn  of  the  latest  pattern.  The 
"Burgundie  Console"  is  finished  in  two-tone 
mahogany  or  walnut,  and  is  equipped  with  the 
new  type  S-arm  and  a  specially  designed  Rayo- 
phonic reproducer.  A  large  section  is  provided 
for  records. 

Company  Anticipates  Heavy  Demand 

As  a  result  of  the  introduction  of  the  new 
models  the  corporation  anticipates  a  heavy  in- 
crease in  the  volume  of  phonograph  sales.  In- 
troduction of  the  new  models  alone,  according 
to  Edwin  Schiele,  president,  was  presaged  by 
a  large  influx  of  orders  to  amplify  the  heavy 
demand  for  Old-Time  Tune  records,  which  re- 
sulted from  the  release  of  eleven  double-faced 
electrical  recordings  made  by  the  Okeh  Corp. 
recently  at  Atlanta. 

Columbia  Business  Continuing  Big 

Columbia  New  Process  records  and  Viva- 
tonal  phonographs  are  still  experiencing  a 
phenomenal  demand  in  the  St.  Louis  district, 
according  to  A.  G.  Bolts,  assistant  manager  of 
the  St.  Louis  and  Kansas  City  branches  of  the 
Columbia  Co.  So  great  has  become  the  demand 
for  their  products,  he  asserted,  that  the  com- 
pany has  been  compelled  to  appoint  a  new  job- 
ber for  the  Memphis  territory. 

Columbia  Distributor  Appointed 

The  Radio  Sales  Co.  of  Memphis,  distributor 
of  the  Atwater  Kent  Radio,  will  take  over  the 
States  of  Tennessee,  Mississippi  and  Arkansas, 
formerly  served  by  the  St.  Louis  branch  of  the 
company,  Mr.  Bolts  announced.  Louis  Marks, 
formerly  Columbia  sales  representative  in  that 
territory,  has  been  made  general  sales  manager 
of  the  new  branch,  and  will  have  general  super- 
vision of  the  territory. 

The  decision  to  open  the  new  branch,  Mr. 
Bolts  said,  was  prompted  by  the  continued  in- 
crease in  the  volume  of  business  done  by  the 
company  in  that  territory;  to  provide  dealers  in 
that  section  with  more  expeditious  service  and 
reduce  freight  rates. 

"Our  business,  on  the  whole,  has  been  excep- 
tionally good,  and  we  are  very  optimistic  over 
the  outlook  for  the  future,"  declared  Mr.  Bolts, 
in  commenting  on  business  conditions  generally. 
"Although  the  recent  floods  of  the  Mississippi 
Valley  have  given  us  some  cause  for  concern 
there  has  been  no  noticeable  let-up  in  the  de- 
mand for  records  and  machines." 

Automatic  Received  With  Open  Arms 

Similar  optimistic  statements  were  made  by 
R.  K.  Brandenburger,  of  the  Koerber-Brenner 
Co.,  distributor  of  the  Victor  products.  "It  is 
needless  to  say  that  the  Automatic  Orthophonic 
Victrola  has  been  received  with  open  arms  by 
the  entire  city  and  has  stimulated  business  to  a 
great  extent,"  he  said.  "In  view  of  our  past 
achievements,  the  outlook  for  the  future  of  the 
Victor  products  is  particularly  bright  and  we 
anticipate  a  busy  season." 

The  efforts  of  the  local  Victor  distributors 
and  dealers  have  been  concentrated  generally  on 
demonstrating  the  workings  of  the  new  ma- 
chines.   Recently  the  new  Automatic  played  a 


prominent  part  in  the  annual  carnival  and  dance 
given  by  the  Pacific  Lodge  of  the  Knights  of 
Pythias  of  St.  Louis.  While  the  instrument 
played  "Caro  Nome"  from  Rigoletto  and  "Santa 
Lucia"  by  Schipa,  as  well  as  other  operatic 
numbers,  actors  and  actresses  enacted  the  parts 
in  a  stage  pantomime.  Between  the  numbers 
there  was  dancing  with  the  Automatic  furnish- 
ing the  music. 

During  the  past  few  weeks  the  Eastern  Star 
Chapter  of  St.  Louis  County,  the  Cosmopolitan 
Club,  the  International  Executives'  Association 
and  the  Coal  Club  of  St.  Louis  were  shown  the 
workings  of  the  new  machine. 

Extend  Scope  of  Sales  Drive 

Extending  the  scope  of  their  sales  campaign 
the  local  Victor  branch  will  carry  the  new  Au- 


tomatic into  the  State  of  Oklahoma.  Mr.  Edwin 
Rauth,  of  the  Koerber-Brenner  Co.,  will  be  one 
of  the  delegates  on  the  six-day  "Good  Will" 
tour,  which  the  Chamber  of  Commerce  is  con- 
ducting in  Oklahoma,  May  8  to  15.  He  plans 
to  take  one  of  the  new  Automatics  along  on 
the  tour  . with  him. 

Panatrope  Salesmanship  Classes  Continue 
The  local  branch  of  the  Brunswick-Balke- 
Collender  Co.  is  still  conducting  the  new  Pana- 
trope salesmanship  classes,  while  the  local  Edi- 
son representative  here,  the  Silverstone  Music 
Co.,  reports  a  satisfactory  volume  of  business 
for  the  month. 


Firm  Name  Is  Changed 

The  Eastern  sales  representative  of  the 
Webster  Co.,  manufacturer  of  Webster  socket 
power  units,  chargers  and  power  control 
switches,  formerly  known  as  the  Pioneer  Radio 
Sales  Co.,  is  now  known  as  the  Bialek  Co.  The 
offices  of  the  company  remain  at  154  Nassau 
street,  New  York. 


The  World's  Largest  Producers  of  Die -Castings 


Doehler  Die-Cast 
tin  alloy  condens- 
er rotor  and  stator 
with  stippled  brass 
plates    cast    in  place 


#1 


CJ)ICTURE a  complete  organization  specializing  on  one  product 
with  four  great  plants  in  constant  operation  .  .  .  QPicture 
a  corps  of  engineers  and  metallurgists  famed  for  their  excellence 
in  mechanical  and  metallurgical  problems  .  .  .  QPicture  the 
improvements  .  .  .  the  modern  methods  evolved  in  21  years 
leadership  in  one  field  .  .  .  and  you  have  a  bare  outline  of  the 
outstanding  position  of  Doehler  Die  Castings  in  relation  to  the 
die  casting  industry  today  .  .  .  QA  copy  of  our  booklet  will  be 
mailed  on  request ...  or  wc  will  send  a  representative  to  confer 
with  you.  No  obligation  incurred. 

01HL11 


DOEHLER  DIE-CASTING  CO.  Brooklyn,  N.Y.~ 


Plants  ill 

Toledo,  O.  Halavia,N.Y.  PotUKown,  Pa. 
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Charles  F.  Shaw  Appointed  Assistant 

Manager  of  Brunswick  Baltimore  Branch 

Introduction  of  Automatic  Orthophonic  Increases  Dealers'  Profits — Droop  &  Sons  Enjoy  Big 
Demand — Columbia  Demand  Continues  Strong  for  Viva-tonal  Phonograph  and  Records 


Baltimore,  Md.,  May  10. — Talking  machine  and 
radio  business  during  the  past  month  showed  a 
big  improvement  generally  over  the  previous 
month  and  total  volume  of  sales  was  ahead  of 
April,  1926.  The  introduction  of  the  new  Auto- 
matic Orthophonic  Victrola  increased  the  dol- 
lars-and-cents  business  of  the  trade  and  the 
appointment  of  a  radio  control  board  at  Wash- 
ington, and  the  linking  up  of  the  local  WHAL 
station  with  the  New  York  chain  of  broad- 
casting has  stimulated  the  sale  of  radios.  Record 
sales  have  exceeded  all  expectations  and  keep- 
ing the  trade  supplied  with  the  more  popular 
records  has  been  one  of  the  hardest  problems 
of  jobbers  here. 

E.  F.  Droop  &  Sons  Enjoy  Big  Demand 

"April  gross  sales  last  month  exceeded  both 
March  and  April  of  1926  in  machines  and 
records,"  declared  W.  C.  Roberts,  manager  of 
E.  F.  Droop  &  Sons,  "notwithstanding  the  fact 
that  we  were  handicapped  in  not  being  able  to 
supply  the  demand  for  the  Automatic  Ortho- 
phonic Victrola.  The  sale  of  this  machine  has 
exceeded  our  expectations  and  is  really  phe- 
nomenal when  you  take  into  consideration  the 
price  of  the  instrument. 

"One  of  our  dealers,  the  Chickering  Ware- 
rooms,  sold  seven  of  these  machines  in  two 
weeks,  which  is  a  record,  I  believe,  in  the  terri- 
tory for  one  store."  Mr.  Roberts  was  one  of  a 
number  of  Baltimoreans  who  attended  the  com- 
plimentary dinner  tendered  to  S.  Fay  Harper, 
treasurer  of  E.  F.  Droop  &  Sons,  Inc.,  in  the 
City  Club  in  Washington  on  April  16,  to  cele- 
brate the  twenty-fifth  anniversary  of  Mr. 
Harper's  connection  with  the  firm.  He  was 
presented  with  a  silver  service  by  the  firm,  and 
was  the  recipient  of  several  silver  cups  from 
his  friends. 

Charles  F.  Shaw  Promoted 

Charles  F.  Shaw,  who  has  been  the  man- 
ager of  the  talking  machine  department  of  the 
Brunswick-Balke-Collender  Co.  for  the  past 
three  years,  has  been  promoted  to  assistant 
branch  manager,  and  left  to-day  for  a  trip 
through  the  Southern  territory,  to  be  gone  about 
three  months.  During  his  absence  J.  Russell 
Bowel,  branch  manager,  will  take  over  the  direc- 


tion of  the  talking  machine  department  with 
J.  G.  Muller,  assistant  manager  of  the  talking 
machine  department. 

The  Mueller  Music  Stores,  of  Baltimore, 
which  operate  five  stores  here,  have  just  added 
a  complete  line  of  Brunswick  machines. 

Sidney  Schwartz,  special  representative  from 
the  Chicago  office  of  the  Brunswick  Co.,  spent 
the  first  two  weeks  of  this  month  in  Baltimore 
and  adjacent  territory. 

Strong  Demand  for  Columbia  Line 

"Columbia  business  in  this  territory  continues 
to  show  the  same  splendid  development  that  it 
has  so  far  this  year,"  said  William  H.  Swartz, 
vice-president  of  Columbia  Wholesalers,  Inc. 
"Dealers  have  been  very  gratified  at  the  demand 
for  the  new  Viva-tonal  Columbia  phonographs, 
and  purchases  have  been  much  in  excess  of  the 
same  period  last  year.  We  are  still  oversold  on 
certain  Viva-tonal  models  but  hope  to  have  a 
complete  stock  some  time  in  the  near  future." 

Columbia  record  sales  in  Washington  were 
materially  helped  by  the  appearance  there  of 
Paul  Specht  and  His  Orchestra.  Newspaper  ad- 
vertising, signs  in  the  dealers'  windows,  big 
posters  in  the  theatres,  along  with  a  large  Co- 
lumbia record  display  on  the  stage  told  of  the 
fact  that  Paul  Specht's  Orchestra  recorded  for 
Columbia  exclusively.  The  dealers  attended  one 
performance  in  a  body  and  gave  Mr.  Specht  an 
enthusiastic  appreciation. 

Fada  Radio  Popular 

Sales  of  Fada  radio  have  been  splendid  and, 
contrary  to  the  experience  in  the  radio  busi- 
ness generally,  have  been  showing  most  sub- 
stantial increases  over  the  same  month  last 
year.  A  gratifying  feature  is  that  a  big  part  of 
this  substantial  increase  has  come  on  the  higher- 
priced  eight-tube  sets  which  are  having  a  sale 
that  was  never  anticipated. 

Columbia  Wholesalers  had  a  very  effective 
display  at  the  meeting  of  the  Southern  Music 
Supervisors,  which  was  held  in  Richmond  last 
month.  The  supervisors  were  particularly 
pleased  with  Columbia's  wonderful  new  record- 
ings, and  many  inquiries  were  received  by  the 
local  office  from  teachers  who  were  anxious  to 
know  who  their  local  Columbia  dealers  were. 


Summer  Sales 
Stimulator 


Now's  the  time  to  order  your  stock  of  portable  phono- 
graphs.   The  outdoor  season  is  just  opening. 

Go  after  the  business  now.  Swell  your  summer  sales 
by  handling  the  Columbia  Portable  No.  150  and  cash- 
ing in  on  the  subsequent  demand  for  records. 

The  Columbia  Portable  No.  150  is  attractively  priced 
and  beautifully  made.  It's  a  real  summer  sales 
stimulator.    For  full  information,  just  write. 


ColumtiaWholej 

L.L.Andrews       —      Wm.H.  Swartz  \ 

ExclasivelyWholesale  ^ 

205  W  Camden  St..    Baltimore,  Md. 


salers, 


Columbia  dealers  in  this  section  have  been  very 
pleased  to  note  the  splendid  sales  that  have  been 
secured  of  the  Pacific  Coast  recordings,  which 
have  proved  just  as  salable  in  this  territory  as 
they  have  on  the  Coast.  The  ease  with  which 
the  big  Columbia  recording  apparatus  can  be 
moved  from  section  to  section  has  helped  tre- 
mendousty  in  recording  many  local  hits. 


Effective  Window  Display 
of  New  Edison  Phonograph 

The  Stiller  Co.,  Green  Bay,  Wis.,  Utilizes  the 
Ribbon  and  Placard  Method  for  Acquainting 
Public  With  the  Various  Special  Features 


A  particularly  effective  display  of  the  new 
Edison  console  phonograph,  with  its  long-play- 
ing records  and  its  dance  reproducer,  was  ar- 


Edison  Display  of  Stiller  Co. 

ranged  recently  by  the  Stiller  Co.,  Edison  dealer 
in  Green  Bay,  Wis.  One  of  the  latest  models 
was  placed  in  the  company's  window,  and  rib- 
bons from  various  sections  of  the  instrument 
were  carried  to  small  placards  grouped  about 
its  base  and  calling  attention  to  the  various 
distinctive  features,  such  as  unbreakable  records, 
worm-gear  operation  of  the  sound  box  and 
reproducer,  the  use  of  the  diamond  point,  etc. 
According  to  reports,  the  display  aroused  a  very 
satisfactory  amount  of  interest,  and  brought  in 
a  number  of  real  sales. 


Federal  Ortho-sonic  Set 

Scores  in  Railroad  Test 


Receiver  Installed  on  Train  Running  From 
Omaha  and  Kansas  City  Picks  up  More  Than 
Thirty-five  Stations  With  Clarity  and  Volume 


Tests  were  recently  made  with  Federal 
Ortho-sonic  radio  receivers  on  crack  passenger 
trains  of  the  West,  particularly  the  M.  P.  flyers 
between  Omaha  and  Kansas  City,  and  the 
Omaha-Chicago  special  of  the  Chicago  and 
Northwestern.  These  tests,  which  were  remark- 
ably successful  from  every  point  of  view,  were 
conducted  by  John  O.  Yeiser,  Federal  retailer  of 
Omaha. 

Mr.  Yeiser  conducted  the  trials  with  a  Model 
F  seven-tube  Federal  Ortho-sonic  receiver.  On 
the  initial  run  between  Omaha  and  Kansas  City 
over  thirty-five  stations,  several  more  than 
1,000  miles  distant,  were  received  with  excel- 
lent volume  and  clarity.  Another  fast  run  be- 
tween Omaha  and  Chicago  demonstrated  that 
the  Ortho-sonic  is  able  to  pick  up  such  distant 
stations  as  KFI,  Los  Angeles,  on  three-quarters 
volume  at  distances  varying  from  1,200  to  1,800 
miles  and  at  any  train  speed.  In  each  instance 
the  only  addition  to  a  typical  home  installation 
was  an  outside  antenna  wire  supported  just 
above  the  roof  to  counteract  the  shielding 
effect  of  the  steel  car  body.  It  is  hoped  that 
further  tests  will  teach  Mr.  Yeiser  and  engineers 
of  the  Federal  Radio  Corp.  even  more  about 
the  adaptation  of  radio  to  railroad  use. 


Passaic  Firm  Chartered 


The  Peerless  Musical  Instrument  Co.,  Passaic, 
N.  J.,  has  been  incorporated  with  a  capital 
stock  of  $75,000. 
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MUSIC  TRADE  CONVENTION 
June  6th  to  10th 

RADIO  TRADE  SHOW 
June  13th  to  19th 


These  Trade  Shows  in 
Chicago  will  be  great 
contributions  to  our 
industry's  expansion 

Do  not  fail  to  attend  both — they  will 
prove  of  immense  educational  value 
to  every  dealer  and  wholesaler. 

Amplion  will  be  there  with  a  complete  display 
and  demonstration  of  the  latest  models  and 
developments. 

You  are  cordially  invited  to  see  this  display 
and  inspect  Amplion's  contribution  towards 
"Better  Radio  Reproduction." 


4\ 


STEVENS  HOTEL 

Michigan  Ave,,  Chicago 


aMPLION 


P 


THE  AMPLION  CORPORATION  OF  AMERICA 
280  Madison  Ave.,  New  York  City 

The  Amplion  Corporation  of  Canada  Ltd.,  Toronto,  Ontario 

MEMBERS     RADIO     MANUFACTURERS  ASSOCIATION 
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Annual  Music  Festival  Is  Expected  to 

Aid  Trade  in  the  New  England  Territory 

New  England  Music  Trade  Association  Holds  Annual  Dinner — J.  H.  Burke  Co.  Enlarges  Office 
and  Warehouse  Space — Brunswick  Business  Is  Brisk — Automatic  Creates  Interest 


Boston,  Mass.,  May  7.— With  the  first  third  of 
the  year  1927  a  thing  of  the  past,  the  New  Eng- 
land talking  machine  and  radio  trade  finds  that 
the  first  four  months  of  this  year  brought  busi- 
ness considerably  in  excess  of  that  of  the  same 
period  of  last  year,  and  the  outlook  for  future 
business  is  very  bright.  It  is  the  consensus 
of  opinion  of  dealers  that  the  worst  period  of 
dull  business  has  passed,  and  that  from  now 
on  there  will  be  a  marked  improvement. 
Festival  Should  Aid  Sales 
One  thing  that  is  likely  to  stimulate  business 
is  the  approaching  annual  music  festival,  which, 
according  to  the  announcement  of  the  Boston, 
Civic  and  New  England  Music  Festival  organ- 
ization, will  begin  on  May  13  and  continue  to 
May  22,  during  which  time  many  programs 
have  been  mapped  out. 

Automatic  Display  Creates  Interest 
All  along  Music  Row  a  short  time  ago  it 
was  the  Automatic  Orthophonic  Victrola  that 
had  the  call,  for,  by  unanimous  agreement,  all 
the  warerooms  carrying  the  Victor  product  ex- 
hibited this  new  instrument  in  their  windows  at 
the  same  time.  That  it  attracted  crowds  is  to 
put  it  mildly,  for  all  the  time  the  mechanism 
was  in  operation  there  were  large  groups  that 
almost  interrupted  sidewalk  traffic.  The  Oliver 
Ditson  Co.,  M.  Steinert  &  Sons,  A.  M.  Hume 
Music  Co.,  the  C.  C.  Harvey  Co.  and  the  Frank 
C.  Henderson  stores  all  had  exhibits. 

Harmony  Portable  in  Demand 
Manager  Bill  Parks  reports  the  business  of 
the  New  England  branch  of  the  Columbia 
Phonograph  Co.  as  having  shown  a  marked  in- 
crease for  the  first  four  months  of  this  year, 
though  the  business  of  April  was  not  the  big- 
gest of  the  period.  He  says  that  the  new  Har- 
mony Jr.  portable  is  now  on  the  market,  and 
dealers  are  placing  substantial  orders  for  this 
type  of  machine. 

Hold  Annual  Association  Dinner 
The  annual  dinner  of  the  New  England  Music 
Trade  Association  was  held  at  the  new  Hotel 
IIIIIIIIIIIIIIIIIIIIIIIIillllllllllH 


Statler  on  the  evening  of  Monday,  April  11,  and 
about  125  men  and  women  sat  down  in  one  of 
the  several  handsome  dining  halls.  President 
R.  G.  Knuepfer,  of  Lawrence,  presided,  and  at 
the  head  table  was  Robert  Lincoln  O'Brien,  of 
the  Boston  Herald,  who  was  the  special  guest 
of  the  evening  and  who  gave  an  interesting 
talk  on  the  business  condition  of  the  country, 
Mr.  O'Brien  having  but  recently  returned  from 
a  trip  across  to  the  Pacific,  where  he  had  a  good 
opportunity  of  studying  the  situation  at  close 
range.  Secretary  Merrill,  of  the  Association, 
and  Harry  L.  Spencer,  of  the  Brunswick  Co., 
who  is  one  of  the  vice-presidents  of  the  organ- 
ization, put  a  lot  of  time  into  arranging  the 
details  of  the  dinner. 

Plan  Masterworks  Record  Campaign 

Frederick  N.  Sard,  trade  promotion  manager 
of  the  Columbia  Phonograph  Co.,  was  in  town 
recently  to  discuss  plans  for  the  further  co- 
operation with  dealers  on  the  sale  of  the  Mas- 
terworks records  sets.  Incidentally,  the  sale  of 
these  records  by  dealers  was  much  greater  in 
April  than  in  March. 

Harvey  Displays  Aid  Sales 

The  C.  C.  Harvey  Co.,  which  handles  the 
Brunswick  and  Victor  lines,  has  had  a  series  of 
most  attractive  windows  these  past  few  months, 
and  the  exhibit  of  machines  against  a  setting 
of  flowering  plants,  palms  and  trees  has  been 
most  effective,  and  always  attracts  attention. 
G.  Frank  Baldelli  Is  Dead 

The  official  family  of  M.  Steinert  &  Sons  are 
mourning  the  loss  by  death  of  one  of  their 
number,  G.  Frank  Baldelli,  who  for  several 
years  had  been  located  at  the  Boylston  street 
warerooms,  where  he  had  been  in  charge  of 
radio.  Mr.  Baldelli  was  a  native  of  New  York, 
born  in  1892,  and  before  the  World  War  was 
with  the  Victor  Co. 

Record  for  Columbia  Catalog 

Dan  J.  Sullivan,  whose  Shamrock  Band  in- 
cludes such  well-known  artists  as  Dan  Moroney, 
Martin  Mullin,  Dominick  Doyle,  Owen  Frayne 
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and  Michael  Hanafin,  has  just  returned  from 
New  York,  where  the  group  made  the  best 
records  they  have  ever  recorded  for  the  Colum- 
bia catalog.  The  sale  of  these  records  is  likely 
to  be  big,  as  dealers  have  been  very  enthusias- 
tic over  the  samples. 

Alexander  Steinert  Returns 

Alexander  Steinert,  head  of  the  Boston  ware- 
rooms  of  M.  Steinert  &  Sons,  returned  a  few 
days  ago  from  an  extended  trip  to  Europe  on 
which  he  was  accompanied  by.  Mrs.  Steinert. 
The  couple  were  met  in  New  York  on  the  ar- 
rival of  the  steamer  by  Robert  Steinert,  Mr. 
Steinert's  son,  who  makes  his  headquarters  at 
the  Arch  street  quarters  of  the  company. 
J.  H.  Burke  Co.  Expands 

It  is  certainly  encouraging  to  see  a  Boston 
house  forging  ahead  as  is  the  J.  H.  Burke  Co., 
which  as  forecast  last  month  has  actually 
doubled  its  working  capacity  at  219  Columbus 
avenue,  this  due,  of  course,  to  having  become 
the  New  England  wholesale  representatives  for 
the  Atwater  Kent  Mfg.  Co.'s  radio  line.  The 
entire  front  of  the  building  on  the  second  floor 
has  been  leased.  The  former  quarters  are  to 
be  used  as  a  display  room,  while  in  the  new 
quarters  are  the  executive  offices.  An  addition 
to  the  Burke  staff  is  George  Seavey,  who  will 
have  supervision  of  the  radio  service.  John 
Fales,  well  known  in  the  piano  trade,  former 
manager  here  of  the  Starr  Piano  Co.,  has  been 
engaged  to  do  special  work. 

Reports  Good  Accessory  Business 

Joe  Burke,  head  of  the  agency,  says  that  the 
talking  machine  accessory  department  business 
has  been  good.  Joe  is  going  out  to  Chicago 
to  attend  the  radio  show  in  June,  at  which  time 
the  Sonora  jobbers  are  to  have  a  meeting  here. 
On  May  IS  both  Joe  and  his  brother,  Tom 
Burke,  are  going  to  Atlantic  City  to  attend  an 
Atwater  Kent  conference. 

Brunswick  Business  Brisk 

The  Brunswick  Co.'s  local  manager,  Harry 
Spencer,  says  that  business  has  been  showing 
distinct  signs  of  picking  up  within  the  past 
fortnight,  and  he  further  remarks  that  by  a 
comparison  of  the  business  of  the  four  months 
of  1926  these  last  four  of  the  current  year  show 
a  marked  improvement. 


The  Lippincott  Electric  Co.,  Bellefontaine,  O. 
has  added  the  complete  Columbia  line. 

mi 


Every  Move  Is  Forward 

With  the  Automatic  Orthophonic  Victrola,  the  new 
portable  model  and  adjustments  in  the  Victor  line  gen- 
erally, there  is  offered  to  Victor  dealers  right  now  an  un- 
precedented opportunity  for  making  1927  another  record 
year.   The  product  is  assured — how  are  your  efforts. 

For  Co-Operation  Come  to  Ditson 
Victor  Exclusively 

Oliver  Ditson  Go.  Chas.  H.  Ditson  &  Co. 

BOSTON  NEW  YORK 
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*B  ellphonic 


The  Portable  that  will 

DOUBLE  YOUR  SALES! 


T"ADE  H|  mh«» 


LIST  PRICE 


Compare  These  Features 

They  will  convince  you  of  the  superiority  of  the  BELLPHONIC 
10  ADVANTAGES  OF  THE  BELLPHONIC 


BELLPHONIC  Reproducer 
Nickel  polished  solid  brass  tone  arm 
Spring  tone  arm  holder 

GENERAL-INDUSTRIES  FLYER  MOTOR  Junior 
Fully  closed,  solid  record  album 

Write  your  local  jobber — or  direct  to  us  for  samples  for  comparison. 


6.  Seamless  heavy  leather  handle,  metal  reinforced,  in 
colors  to  match 

7.  Nickel  polished,  double  side  catches 

8.  COLORS:  BLACK,  BLUE,  MAROON 

9.  Size  1434"  wide;  1134"  deep;  63/4"  high 
10.  Weight,  liy2  lbs.  net;  individually  cartoned  HV2  lbs. 


LIFTON  MFG.  CO. 


40-46  West  20th  Street 


NEW  YORK 


MAKERS      OF      "KOVERITE"  PRODUCTS 
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Brunswick  Record  of  Great 
Kimball  Organ  at  Roxy's 

Immense  New  York  Theatre  Has  Wonderful 
Pipe  Organ  of  Which  Remarkable  Records 
Have  Been  Made  by  Brunswick  Co. 


"After  months  of  experimenting,  the  Kimball 
organ  has  been  selected  and  recorded,  and  the 
results  are  so  encouraging  that  we  feel  we  are 
giving  you  organ  recordings  which  will  match 
the  best,"  was  the  verdict  of  approval  of  the 
officials  of  the  Brunswick-Balke-Collender  Co. 


in  its  electrical  circuits,  which  control  the 
operations  that  make  possible  its  endless  variety 
of  musical  effects. 

"The  organ  is  installed  in  sound-proof  cham- 
bers built  under  the  stage,  and  the  three  cham- 
bers occupy  a  space  sixty  feet  wide,  thirteen 
feet  deep,  and  eighteen  feet  high."  The  vast 
resources  of  the  Brunswick-Balke-Collender  Co. 
and  the  W.  W.  Kimball  Co.  have  made  possible 
extensive  experiments  and  tests  which  have  re- 
sulted in  organ  recordings  that  have  awakened 
wide  interest  among  the  trade  and  public. 


Lew  White  at  Kimball  Organ 

for  the  Kimball  organ,  after  hearing  the  first 
recording  of  the  mammoth  new  Kimball  organ 
in  the  Roxy  Theatre,  New  York. 

"Blue  Skies"  (Irving  Berlin)  on  one  side  and 
"Honolulu  Moon"  (Lawrence)  on  the  opposite 
are  the  selections  made  for  the  first  recording, 
record  No.  3488.  Lew  White,  organist  at  the 
Roxy  Theatre,  is  the  artist.  The  two  members 
selected  make  a  splendid  coupling  of  marvelous 
melodies,  particularly  adapted  to  organ  rendi- 
tion. The  fidelity  of  the  recording  is  unusually 
impressive,  along  with  a  wide  variety  of  effects. 
The  Roxy  organ,  made  by  W.  W.  Kimball  Co., 
Chicago,  is  especially  fine  for  recording,  as  it  is 
the  largest  organ  ever  built,  and  the  colorful 
and  varied  effects  possible  are  unlimited.  To 
control  this  one  organ  there  are  fourteen  sets 
of  keys  on  three  consoles,  with  over  700  sepa- 
rate stop  keys.  The  main  relay  cable  connect- 
ing the  key  desks  with  the  organ  has  over  40,000 
separate  wires  in  it.  It  requires  a  40-h.  p. 
motor  to  provide  the  wind  to  operate  the  mech- 
anism and  blow  the  pipes. 

The  New  York  American  on  March  6  carried 
an  article  reading  as  follows:  "The  organ  is 
capable  of  reproducing  the  tones  of  the  largest 
symphony  orchestra,  and  contains  every  instru- 
ment found  in  any  symphony  organization.  In 
the  string  section  are  violins,  muted  violins, 
violas,  cellos,  and  double  basses.  In  the  brass 
section  are  the  cornet,  trombone,  tuba,  trumpet, 
etc.,  in  the  woodwind  section  saxophones,  clari- 
nets, oboes,  English  horn,  etc.  In  the  percus- 
sion section — celesta,  harp,  piano,  xylophone, 
marimba,  orchestra  bells,  tuned  sleigh  bells, 
glockenspiel,  bass  drums,  snare  drums,  tym- 
pani,  Chinese  block,  tambourines,  Chinese  gong, 
Persian  cymbals,  triangles,  and  all  the  novelties 
included  in  orchestral  traps. 

"In  addition  to  its  orchestral  effects  it  has 
the  tones  of  the  church  organ,  and  tones  for 
volume  and  beauty,  which  are  unexcelled  by 
any  other  organ.    It  has  30,000  silver  contacts 


TEST  IT. 

OUR  VICTOR 

Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1SOO  G.  STREET.  WASHINGTON.  D.  C. 
204-6-8-10  CLAY  STREET.  BALTIMORE.  MO. 


Super  Ball  Antenna  Shown 
at  Industrial  Exposition 

Display  of  W  &  E  Radio  Service  Co.  at  Which 
Super-Ball  Antenna  Was  Featured  Attracted 
Many  Interested  Visitors 


Tulsa,  Okla.,  .Maj'  4. — One  of  the  most  attrac- 
tive booths  at  the  recent  Optimist  Pure  Food 
and  Industrial  Show  was  that  of  the  W  &  E 
Radio  Service  Co.,  which  displayed  the  Super- 
Bail  Antenna  kit.  The  booth  was  advanta- 
geously located,  and  a  spotlight  which  constantly 
played  on  it  made  it  even  more  prominent.  Hun- 
dreds of  visitors  to  the  show  expressed  interest 
in  the  Super-Ball  antenna,  and  the  display 
paved  the  way  for. many  sales.  Commenting  on 
the  display,  J.  M.  Harrell,  of  the  W  &  E  Radio 
Service  Co.,  wrote  Fred  E.  Yahr,  of  Yahr- 
Lange,  Inc.,  Milwaukee,  saying: 

"We  learned  from  many  of  the  visitors  at 
the  show  that  they  had  often  wondered  about 
this  type  of  antenna,  but  had  never  felt  suf- 
ficiently interested  to  make  inquiries,  or  had  no 


Effective  Super  Ball  Antenna  Display 

dealer  in  their  city  who  could  give  ihem  the 
information.  There  were  quite  a  number  of 
people  from  other  States  who  showed  great  in- 
terest in  the  display,  and  informed  the  at- 
tendants that  as  soon  as  they  returned  home 
they  were  going  to  have  one  installed." 

The  accompanying  photograph  gives  an  idea 
of  the  attractive  layout  of  the  W  &  E  display 
booth. 


R.  C.  A.  Directors  Re-elected 


COTTON  FLOCKS 

Air  floated,  tit  injurious  foreign  mltttr  ♦HmlmUd 
for 

Record  and  Radio  Manifachmng 

THE  PECKHAM  MFG.  CO.  l^^r' 


IT  CT  FV'Q  GRAPHITE  PHONO 
1L3LL  M     J  SPRING  LUBRICANT 

Ibltj'i  Lubricant  make*  the  Motor  make  good. 
Ia  prepared  in  the  proper  conaiatenc^,  will  not  run 
out,  dry  up  or  become  iticky  or  rancid.  Remain*  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  50-pound  can*  for  dealer*. 
This  lubricant  is  also  put  up  in  4-ounce  can*  to 
retail  at  25  cent*  each  under  the  trade  name  of 

FI1RFKA  NOISELESS  TALKING 
■^Jj*JU«*£>   MACHINE  LUBRICANT 

Write  tor  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St.  NewTork 


Mutual  Phono  Parts  Go. 
Markets  "Baby"  Reproducer 

New  Sound  Box  Specially  Adapted  for  Use  on 
Portable  Talking  Machines — Despite  Its  Small 
Size  and  Weight  Greatly  Aids  Volume 


At  the  annual  meeting  of  stockholders  of 
the  Radio  Corp.  of  America,  held  on  May  3, 
the  following  directors,  whose  term  of  office 
had  expired,  were  re-elected  for  a  term  of  three 
years:  Owen  D.  Young,  Albert  G.  Davis,  Guy 
E.  Tripp,  James  G.  Harbord  and  Harry  P. 
Davis. 


A  "baby"  has  arrived  in  the  Mutual  family. 
This  newest  addition  to  the  line  produced  by 
the  Mutual  Phono  Parts  Co.,  New  York  City, 
is     a     "baby"  re-  ^^^^ 
producer  with  a 
special  metal 
diaphragm  and 
constructed  in  the 
modern  method  of 
sound     box  con- 
struction.  This 
new  sound  box  is 
adapted    to  port- 
ables   because  of 
its  small  size  and 
light  weight. 
Nevertheless,  it  is 
pointed  out,  it 
gives    to    portable        "Baby"  Reproducer 
reproduction  full  tone,  clearness  and  volume. 

Nathan  Garfinkel,  treasurer  of  the  company, 
has  announced  that  the  new  reproducer  is  made 
of  the  very  finest  of  materials.  Plans  have  been 
made  for  large  production  on  this  new  box, 
which  will  permit  it  to  be  sold  at  an  attractive 
price.  As  in  the  case  of  all  other  metal  prod- 
ucts, it  will  be  manufactured  in  its  entirety  at 
(he  Mutual  factory.  Mr.  Garfinkel  recommends 
the  new  "baby"  reproducer  for  use  in  conjunc- 
tion with  the  model  1-A  portable  tone  arm, 
which  is  used  by  a  number  of  well-known 
portable  manufacturers. 


J.  T.  Curtis  Now  Assistant 
Sales  Manager  of  Acme  Go. 

Cleveland,  O..  May  6.— The  Acme  Electric  & 
Mfg.  Co.,  manufacturer  of  radio  products,  has 
recently  employed  J.  T.  Curtis  to  act  in  the 
capacity  of  assistant  sales  manager.  Mr.  Curtis 
has  been  actively  engaged  in  sales  work  many 
years,  and  is  thoroughly  versed  on  radio  mer- 
chandising. The  company  has  a  complete  line  of 
radio  items  of  exceptional  merit,  which  many 
of  the  largest  jobbers  are  now  making  prepara- 
tions to  take  on  for  the  coming  season. 


Announce  New  Model  of 
Shielded  Knight  Radio  Line 

A  new  model  of  the  Shielded  Knight  radio 
receiver,  manufactured  by  the  T.  S.  Witherbee 
Co.,  Inc.,  New  York,  will  shortly  be  announced 
to  the  trade.  It  is  a  six-tube  set,  totally  shielded, 
wit  la  single  control,  and  will  accommodate  a 
power  tube  if  desired.  It  is  housed  in  a  cabinet 
of  unusually  attractive  design  and  finish.  Branch 
offices  of  the  Witherbee  organization  have  re- 
cently been  established  at  strategic  distributing 
points  throughout  the  country  as  well  as  in 
Australia. 


MICA  DIAPHRAGMS 

For  Loud  Speakers  and  Talking  Machines 
RADIO  MICA 

American  Mica  Works 

47  West  Street  New  York 
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As  Silent  As  a  Fine  Watch 
^and  As  Well  Made 

JUNIOR  Motors  are  small  editions  of  the  famous 
Flyer,  with  the  same  long  life,  dependability  and 
freedom  from  noise  that  have  made  the  Flyer  the 
most  popular  and  most  widely  used  motor  for 
portables. 

The  Junior  has  a  frame  of  cast  iron,  spring  of  the 
finest  steel,  bearings  of  everlasting  bronze,  and 
specially-cut  precision  governors  and  gears.  It  is 
rigidly  inspected  at  every  stage  of  manufacture,  and 
cannot  come  to  you  in  a  portable  unless  it  is  100% 
perfect  and  ready  to  stand  up  under  long  years  of 
hard  use. 

The  greater  part  of  all  portables  sold  are  equipped 
with  Junior  or  Flyer  Motors.  Dealers  insist  on  these 
better  motors  because  they  have  found  by  experience 
that  portables  equipped  with  them  are  easier  to  sell, 
give  greater  satisfaction,  and  assure  freedom  from 


returns. 


Demand  portables  powered  by  Junior  or  Flyer 
Motors'— and  play  safe. 


V 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of l  Precision  Products  for  a  Quarter  of  a  Century 
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Roy  A.  Forbes,  Merchandise  and  Sales 

Manager  of  Victor  Co.,  Visits  Los  Angeles 

Victor  Wholesalers  and  Retailers  Attended  Meeting  at  Which  Mr.  Forbes  and  Other  Victor  Co. 
Officials  Spoke — Demand  for  Brunswick  Models  Exceeds  Supply — Other  News 


Silas  E.  Pearsall  Co.,  Inc., 

to  Distribute  Ortho-sonic 


Los  Angeles,  Cal.,  May  3. — The  visit  of  Roy  A. 
Forbes,  merchandise  and  sales  manager  of  the 
Victor  Talking  Machine  Co.,  to  Los  Angeles 
was  made  the  occasion  for  a  gathering  of  Vic- 
tor dealers  at  a  dinner  meeting  with  Mr.  Forbes 
as  guest  of  honor;  as  well  as  Otto  L.  May, 
Pacific  Coast  and  Inter-Mountain  States  dis- 
trict manager;  H.  H.  Murray,  consulting  engi- 
neer; George  E.  Morton,  Southern  California 
representative,  all  of  the  Victor  Talking 
Machine  Co.,  and  Philip  T.  Clay,  president  of 
Sherman,  Clay  &  Co.  L.  E.  Fontron,  secretary- 
treasurer  of  the  Martin  Music  Co.,  president 
of  the  Music  Trades  Association  of  Southern 
California,  acted  as  chairman. 

Mr.  Forbes  spoke  for  nearly- an  hour — without 
notes  of  any  kind — in  a  very  clear,  interesting 


Now  I ! 


The  KENT  Attachment 
with  the 

KENTONE 

SENSITIZED  REPRODUCER 


Here  la  the  new 
KENTONE  SENSI- 
TIZED REPRODUC- 
ER on  the  Kent  at- 
tachment No.  1  for 
playing  lateral  -  cut 
records  on  the  Edison 
Disc  Phonograph. 


The  KENTONE  Attachment  has  been  a 
successful  and  standard  product  for  over 
twelve  years.  With  the  new  KENTONE 
SENSITIZED  REPRODUCER  these  two 
products  in  combination  now  are  avail- 
able at  reasonable  prices. 

Write  for  catalog  of  complete  line 
of   tone   arms    and   sound  boxes 

F.  C.  KENT  CO. 

Irvington,  N.  J. 


and  illuminating  fashion.  His  chief  message  was 
one  of  assurance  of  the  desire  and  policy  of 
the  management  of  the  Victor  Co.  to  obtain, 
through  the  Victor  dealers,  the  wishes  and  de- 
mands of  the  buying  public,  to  find  out,  in  this 
way,  just  what  kind  and  what  style  of  Victor 
merchandise  the  people  wanted  to  buy.  He  de- 
clared that,  quite  naturally,  there  are  different 
demands  in  different  parts  of  the  country,  but 
the  Victor  Co.  is  anxious  and  willing  to  try  to 
fill  these  demands  and  believed  that  there  was 
no  better  way  of  finding  out  what  they  are  than 
'.hrough  the  Victor  dealer;  President  Shumaker 
interested  himself  in  this  regard  personally  and 
has  spent  considerable  time  on  different  occa- 
sions in  Victor  dealers'  stores.  Mr.  Forbes 
emphasized  the  importance  of  sales  effort  in  dis- 
posing of  the  lower-priced  Victrolas,  pointing 
out  the  immense  number  of  prospects  which 
exist  in  this  direction,  and  he  pleaded  earnestly 
for  additional  interest  in  the  record  department, 
which  he  claimed  had  profit  possibilities  that 
are  often  neglected. 

Practically  all  of  the  Victor  dealers  in  Los 
Angeles  were  present,  in  addition  to  a  number 
of  others  from  Southern  California  towns  near 
and  far. 

Demand  for  Brunswick  Models  Exceeds  Supply 

The  new  Brunswick  PR  148  Model  has  met 
with  instant  success.  The  entire  first  shipment 
which  reached  the  local  headquarters  was  sent 
out  immediately  and  now  a  large  stack  of  back 
orders  awaits  the  arrival  of  future  shipments. 
Salesmen  in  the  various  Brunswick  departments 
throughout  Los  Angeles  are  very  enthusiastic 
over  the  sales  possibilities  of  this  new  model. 
Columbia  Manager  Getting  Acquainted 

W.  H.  Lawton,  new  local  manager  of  the 
Columbia  Phonograph  Co.,  is  renewing  friend- 
ships in  the  trade,  many  members  of  which  he 
has  not  seen  since  last  year  at  the  Convention. 
Mr.  Lawton  has  been  manager  of  the  Seattle 
branch  for  the  past  six  years  and  previous  to 
that  was  manager  of  the  Buffalo  and  Cleveland 
branches. 

Victor  Dealers  Entertain  Grif.  Ellis 

As  a  fitting  send-off  to  a  six  months'  leave  of 
absence,  the  Victor  dealers  in  Los  Angeles,  to- 
gether with  a  number  of  other  friends  and  asso- 
ciates in  business,  planned  a  special  dinner  and 
entertainment  for  Griffith  P.  Ellis.  J.  W.  Boothe, 
general  manager  of  the  music  department  of 
Barker  Bros.,  and  Edwin  Lester,  general  sales- 
manager  of  the  Piatt  Music  Co.,  acted  as  toast- 
masters.  Entertainment  was  furnished  through 
songs  given  by  David  Percy. 

H.  E.  Sherman  Joins  Meyberg  Co. 

H.  E.  Sherman,  Jr.,  sales  manager  of  the  Illi- 
nois Electric  Co.,  has  acquired  an  interest  in 
the  Leo  J.  Meyberg  Co.,  and  will  take  over  the 
management  of  the  Southern  California  branch 
at  once.  "Shorty"  Sherman  has  been  with  the 
Illinois  Electric  Co.  for  some  time  and  is  ex- 
ceedingly popular  with  the  trade.  Elmer  Reed, 
popular  city  salesman  of  the  Illinois  Electric 
Co.,  is  accompanying  his  chief  to  the  Leo  J. 
Meyberg  Co. 


Hold  Two-Way  Radio  Talk 

Washington,  D.  C,  May  5. — Two-way  radio 
telephony  was  established  with  an  airplane  in 
flight  for  the  first  time  yesterday,  when  Assist- 
ant Secretary  of  Commerce  for  Aeronautics, 
William  P.  MacCracken,  Jr.,  talked  from  his 
desk  with  Dr.  J,  H.  Dcllinger,  of  the  Board  of 
Standards,  aloft  over  Boiling  Field. 

M.  Gennis,  who  for  a  number  of  years  was 
connected  with  the  music  department  of  Gimbel 
Bros.,  New  York,  as  assistant  to  Mark  Max, 
was  recently  appointed  manager  of  the  Newark, 
N.  J.,  store  of  Landay  Bros. 


Federal  Radio  Corp.  Announces  Completion  of 
Arrangements  With  Well-known  New  York 
Wholesaler  to  Cover  a  Large  Territory 


The  Federal  Radio  Corp.,  manufacturer  of 
Ortho-sonic  receivers,  has  announced  the  com- 
pletion of  wholesaling  arrangements  w-ith  the 
Silas  E.  Pearsall  Co.,  Inc.,  New  York,  one  of 
the  most  widely  known  distributors  of  musical 
products.  A  territory  embracing  New  York 
City,  southern  New  York  State,  eastern  Con- 
necticut, Long  Island  and  northern  New  Jersey 
will  be  served  by  the  Pearsall  Co.,  which  will 
place  its  major  effort  behind  the  distribution  of 
Federal  Ortho-sonic  radio  sets  in  the  met- 
tropolitan  area.  Oscar  W.  Ray,  vice-president 
and  general  manager  of  the  Pearsall  Co., 
will  have  immediate  charge  of  Federal's  cam- 
paign in  New  York  and  vicinity. 

The  Silas  E.  Pearsall  Co.  needs  little  intro- 
duction to  anyone  connected  with  the  music 
trade.  It  made  remarkable  progress  under  the 
late  Tom  Green,  and  since  his  death  the  busi- 
ness has  been  capably  administered  by  his 
widow,  Mrs.  Lydia  M.  Green.  Officials  of  the 
Federal  Radio  Corp.  stated  that  they  felt  Fed- 
eral should  be  congratulated  in  forming  this 
connection. 


Wirt  Go.  Enters  Radio 

Field  With  New  Speaker 

Manufacturing  Facilities  of  Company  Taxed  to 
Meet  Quickly  Developed  Demand  Through 
Established  Distributing  Organization 


Philadelphia,  Pa.,  May  6. — The  Wirt  Co.,  of 
this  city,  nationally  known  for  the  past  thirty 
years  as  the  manufacturer  of  the  Dim-a-lite  and 

other  electric 
lighting  appli- 
ances, has  made 
an  auspicious 
entry  into  the 
radio  field  with 
the  Wirt  cone 
speaker.  Al- 
though  this 
company  had 
produced  the 
W  i  r  t  radio 
lightning  arrest- 
er and  the  Wirt 
wall  insulator,  it 
remained  for 
Wirt  Cone  Speaker  the  cone  speak- 

er to  give  them  national  reputation  in  the  radio 
field  almost  overnight.  The  established  distribut- 
ing organization  of  this  company  rapidly  ab- 
sorbed the  new  product,  and  the  almost  imme- 
diate reorders  have  kept  the  large  manufacturing 
facilities  of  the  company  busily  engaged.  It  is 
claimed  that  a  distinguishing  feature  of  the  new 
Wirt  cone  speaker  is  its  fidelity  of  tone  repro- 
duction, which  rightly  classifies  it  as  a  musical 
reproducer.  It  is  also  claimed  that  this  speaker 
will  take  all  the  voltage  necessary,  and  its  re- 
markable flexibility  in  the  faithful  reproduction 
of  tone  extremes  in  both  bass  and  treble.  Ac- 
cordingly, the  Wirt  Co.  is  giving  particular  at- 
tention to  the  great  music-radio  industry,  where 
a  number  of  music-radio  dealers  have  already 
taken  on  the  Wirt  cone  speaker. 

The  Wirt  Co.  occupies  a  large  and  modern 
manufacturing  plant  in  the  Germantown  section 
of  this  city,  and  is  well  equipped  for  large  pro- 
duction. The  speaker  is  manufactured  entirely 
in  this  plant.  This  condition,  it  is  pointed  out, 
not  only  insures  uniformly  perfect  construction 
of  each  unit,  but  also  makes  possible  an  attrac- 
tive retail  price.  The  executive  personnel  of 
the  Wirt  Co.  is  as  follows:  P.  H.  Stuckey,  presi- 
dent; H.  J.  Thayer,  vice-president;  C.  H. 
Chandler,  secretary  and  treasurer,  and  J.  C. 
Kaelber,  director  of  sales. 
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li        TWENTY- FIFTH 


ANNIVERSARY 


|N  THE  OCCASION  of  the  Twenty-fifth  Anni- 
versary of  the  establishment  of  our  business, 
and  on  behalf  of  my  associates  and  myself,  I  desire 
to  tender  our  sincere  thanks  and  appreciation  to  all 
dealers,  manufacturers,  employees,  and  others  who 
have  contributed  to  the  steady  growth  and  success  we 
have  attained.  We  hope  to  retain  and  add  to  the  good 
will  and  prestige  of  our  many  friends  in  the  trade  and 
will  continue  our  best  efforts  toward  that  end. 


May  the  First 


WHOLESALE  DISTRIBUTORS 
VICTROLAS    -    RADIO    —  ACCESSORIES 


DISTRIBUTING  CO.  inc. 
28  West  23rd  St.    New  York,  N.  Y. 


2§2S 

it 

11 


The  Talking  Machine  World,  New  York,  May,  1927 


Hearty  Congratulations 

and  best  wishes  for 
continued  success 


to 


J*  Newcomb  Blackman 


an 


d 


THE  BLACKMAN 
Distributing  Company,  Inc, 

on  their  silver  anniversary 
as  metropolitan  distributors 


THE  ROLA  COMPANY 

Forty-fifth  and  Hollis  Streets 
Oakland,  California 


We  are  indeed  proud  that  so  splendid 
an  organization  is  also  exclusive  metro- 
politan distributor  for  Rola  Cone  Speakers 


Congratulations 


to 


J.  Newcomb  Blackman 

(a  pioneer  of  the  industry) 


on 


the 


SILVER 
JUBILEE 


of  the 


Blackman  Distributing  Co* 


from 


ULTRA— the  standard  by 
which  all  reproducers  are 
judged  and  valued. 


AUDAK  COMPANY 

565  FIFTH  AVENUE 
NEW  YORK,  N.  Y. 

Makers  of  Acoustical  and  Electrical 
Apparatus  for  More  Than  10  Fears 
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Extends  heartiest  congratulations 
to  J.  Newcomb  Blackman 
and  the 

Blackman  Distributing  Co.,  Inc. 
upon  the  celebration  of  their  silver 
anniversary. 

Twenty-five  years  of  service  to  an 
industry  is  indeed  a  tribute  to  the 
policies  and  strength  of  any  com- 
mercial enterprise  and  UTAH  con- 
siders it  a  privilege  to  be  identified 
with  this  successful  and  progress- 
ive distributing  organization. 


UTAH  RADIO  PRODUCTS  CO. 

1615  S.  Michigan  Ave.,  Chicago 
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Blackman  Distributing  Co.,  Inc., 
Celebrates  Twenty-Fifth  Anniversary 

J.  Newcomb  Blackman  a  Pioneer  in  the  Talking  Machine  Distribut- 
ing Field — Splendid  Record  of  Progress  and  Achievement — Congrat- 
ulations From  All  Parts  of  the  Country — Foresight  Brought  Success 


THE  celebration  of  a  silver  anniversary  in  the  commercial 
world  is  indeed  an  accomplishment  which  may  be  regarded 
with  pride  and  gratification,  and  the  telegrams  of  congratula- 
tions received  on  May  1  by  J.  Newcomb  Blackman,  president  of  the 
Blackman  Distributing  Co.,  Inc.,  New  York,  were  not  only  indica- 
tive of  the  company's  prestige  and  standing  in  the  music  industry 
but  represented  as  well  a  deserved  tribute  to  one  of  the  coun- 
try's outstanding  distributors.  The  Blackman  Distributing  Co., 
Inc.,  previously  known  as  the  Blackman  Talking  Machine  Co.,  ob- 
served on  May  1  its  twenty-fifth  anniversary 
as  a  business  organization,  and  from  coast  to 
coast  letters  and  wires  of  felicitation  were 
received.  The  company  enters  its  twenty-sixth 
year  as  a  recognized  leader  not  only  in  the 
music  industry,  but  as  a  distributing  factor  in 
the  radio  industn . 

T.  Newcomb  Blackman,  head  of  the  Black- 
man  Distributing  Co.,  Inc..  has  been  identified 
with  the  music  industry  for  over  a  quarter 
of  a  century,  having  started  in  business  m 
1897  when  only  seventeen  years  of  age.  With 
unusual  foresight  he  realized  that  the  phono- 
graph would  become  one  of  the  most  popular 
forms  of  entertainment  in  the  American  home, 
and  although  he  commenced  business  in  a 
very  small  way  he  soon  evidenced  a  knowl- 
edge of  merchandising  which  enabled  him  to 
win  recognition  as  a  phonograph  distributor. 
In  1899,  as  secretary  of  the  firm  of  Barkelew 
&  Kent,  one  of  the  earliest  Edison  distributors 
in  the  country.  Mr.  Blackman  secured  the 
Victor  franchise  as  a  jobber,  and  in  the  year 
1902    he    organized    the    Blackman   Talking    Machine  Co. 

Over  a  period  of  twenty-five  years  Mr.  Blackman  has  personally 
sponsored  each  and  even'  policy  of  his  company,  building  up  an 
organization  which  is  to-day  recognized  as  one  of  the  most  effi- 
cient and  experienced  distributing  staffs  in  the  wholesale  field.  Keep- 
ing in  close  contact  with  the  dealers  at  all  times,  Mr.  Blackman 
realized  that  the  foundation  for  success  in  the  distributing  field  must 
be  "Dependability"  and,  with  this  thought  in  mind,  the  phrase  "De- 
pendability and  Blackman"  became  a  byword  in  the  Victor  in- 
dustry. The  dealers'  problems  were  given  first  consideration  at  all 
times,  and  no  detail  which  might  prove  of  advantage  and  interest  to 
Victor  dealers  was  overlooked  in  the  conduct  of  the  Blackman 
business. 

Millions  of  dollars  of  Victor  merchandise  have  been  distributed 
1>\  the  Blackmail  organization  in  the  past  quarter  of  a  century,  and 
the  question  of  service  to  the  dealer  has  been  the  paramount  factor 
in  the  company's  tremendous  growth  and  phenomenal  success.  This 
success  has  not  been  achieved  through  mere  good  fortune  or  oppor- 
lunity,  but  through  a  consistent  and  incessant  study  of  the  Victor 
industry  and  the  application  of  the  most  up-to-date  methods  of  mer- 
chandising. Although  recognized  as  one  of  the  best-posted  members 
of  the  music  industry  in  a  broad  and  general  way,  Mr.  Blackman  has 
won  special  recognition  in  tin-  realm  of  finance  and  merchandising 
A  keen  student  of  industrial,  financial  and  economic  conditions,  he 
has  given  his  organization  and  the  dealers  served  by  his  company 
the  advantage  of  his  exceptional  knowledge  in  these  important 
phases  of  commercial  activity. 

In  the  beginning  of  1925  Mr.  Blackmail  advised  his  organization 
that  the  merchandising  of  radio  products  in  the  music  industry  was 
becoming  not  only  desirable  but  essential,  and  his  staff  was  instruct- 
ed to  make  a  detailed  study  of  the  marketing  of  radio  products  as 


J.  Newcomb  Blackman 


applied  to  the  music  dealer.  The  results  of  this  study  soon  con- 
vinced Mr.  Blackman  that  his  organization  could  do  an  excellent 
job  in  the  merchandising  of  standard  radio  lines,  and  in  1925  a 
representative  group  of  radio  products  was  added  to  the  company's 
activities. 

The  wisdom  of  this  move  soon  became  apparent,  for  not  only 
did  the  Blackman  organization  find  an  active  market  for  the  radio 
products  it  represented  in  the  music  industry,  but  dealers  in  other 
fields  as   well   recognized   in   Blackman   service  a  most  valuable 
asset  to  their  merchandising  forces.   The  com- 
pany's first  year  as  a  radio  distributor  showed 
a  profit,  and  in  1926  the  radio  business  became 
such  an  important  part  of  its  sales  totals  that 
the  company's  name  was  changed  to  the  Black- 
man  Distributing  Co.,  Inc.     In  addition  to 
Victor   and    radio    products,    Pathex  home 
motion  picture  cameras  and  projectors  were 
added  to  the  Blackman  organization  and  sales 
in  this  department  have  increased  steadily. 

Recognizing  the  tremendous  value  of  spe- 
cialization in  the  marketing  of  standard 
quality  products,  Mr.  Blackman  has  organized 
his  company  so  that  the  staff  of  more  than 
100  people  work  under  ideal  conditions,  mak- 
ing for  efficiency  and  co-ordination.  At  the 
head  of  each  department  is  a  man  thoroughlv 
experienced  in  the  particular  work  for  which 
he  was  chosen,  and  the  radio  division  includes 
ten  men  who  were  responsible  for  adding  in 
1926  over  1,000  new  dealer  accounts  to  the 
Blackman  list.  Each  member  of  the  exec- 
utive, sales  and  service  staffs  is  thoroughly 
equipped  to  give  the  dealers  he  is  serving  practical  and  worth-while 
help  in  all  the  problems  called  to  his  attention. 

In  the  radio  field  the  Blackman  Distributing  Co.,  Inc.,  is  func- 
tioning as  a  distributor  of  Fada  and  Crosley  sets ;  RCA  Radiotrons; 
Philco  and  Majestic  eliminator  products;  Eveready  batteries,  Rola 
and  Utah  loud  speaker  products,  Eagle  chargers.  Brach  antenna 
outfits  and  similar  accessories  and  the  Powerizer.  In  the  Pathex 
department  Eveready  flashlights  are  also  merchandised,  and  in  the 
talking  machine  department  several  accessories,  including  the  Ultra- 
phonic  sound  box.  are  distributed.  The  company's  prestige  and 
standing  as  one  of  the  foremost  Victor  distributors  in  the  country 
has  been  enhanced  by  its  success  as  a  radio  distributor. 

Associated  with  Mr.  Blackman  as  vice-president  and  general  man- 
ager of  the  company  is  C.  L.  Johnston,  who  for  many  years  has 
been  identified  with  the  marketing  of  products  in  the  music  industry. 
Mr.  Johnston  has  given  Mr.  Blackman  invaluable  support  in  the 
furtherance  of  the  policies  which  have  formed  the  keystone  of  the 
Blackman  organization.  He  is  at  all  times  in  close  personal  contact 
with  the  dealers  and  is  also  responsible  in  a  large  measure  for  the 
service  extended  by  Blackman  held  representatives.  Mr.  Tohnston 
is  not  only  recognized  as  an  exceptionally  capable  sales  executive, 
but  his  intimate  knowledge  of  office  efficiency  systems  is  reflected 
in  the  fact  that  Blackman  office  routine  is  considered  a  working 
model  for  wholesale  organizations. 

Notwithstanding  his  unceasing  activities  as  a  wholesaler,  Mr. 
Blackman  has  devoted  a  considerable  part  of  his  time  to  economic 
problems,  and  is  to-day  a  member  of  the  executive  board  of  the 
American  Fair  Trade  League.  He  also  served  as  president  of  the 
Nfat'onal  Association  of  Talking  Machine  Jobbers  for  several  terms, 
and  has  for  many  years  been  an  active  figure  in  all  constructive 
movements  in  behalf  of  the  industry. 


May,  1927 


THE    TALKING    MACHINE  WORLD 


75 


Wholesale  Radio  Equipment  Co.,  Buffalo, 

Now  Federal  Ortho-sonic  Distributor 

Trade  Association  Is  Planning  Co-operative  Campaigns  During  the  Summer  Months — Victor 
Portable  Wins  Trade  Praise — Automatic  Is  in  Demand — Columbia  Business  Brisk 


Buffalo,  N.  Y.,  May  9. — A  satisfactory  de- 
mand is  being  enjoyed  here  for  talking  machines 
and  records.  Campaigns  are  now  being  de- 
veloped for  launching  within  the  next  month 
or  two,  whereby  radio  Summer  sales  will  be 
materially  helped.  The  Radio  Trades  Associa- 
tion has  under  consideration  plans  that  should 
effect  a  greater  volume  of  business  during  the 
usually  slow  months.  Early  indications  point 
to  a  brisk  Summer  business  in  portables. 
Victor  Portable  Wins  Trade  Praise 

Curtis  N.  Andrews  does  not  believe  that  the 
Victor  Co.  has  ever  put  out  a  better  product 
for  the  money  than  the  new  portable,  retailing 
at  $40.  Dealers,  he  says,  are  greatly  pleased 
with  the  rich  appearance  and  fine  tonal  quality 
of  these  instruments,  which  will  not  look  out 
of  place  on  the  library  table  of  any  living  room, 
where  space  does  not  allow  for  cabinet  Vic- 
trolas.  At  the  same  time,  dealers  are  pleased 
with  their  compactness  and  practicability  for 
travelers  who  wish  to  carry  their  own  music. 
The  Automatic  Orthophonic  has  more  than 
come  up  to  expectations  here,  according  to  Mr. 
Andrews.  Location  of  the  dealer  establishment 
has  had  no  bearing  whatever  on  his  trade  ac- 
ceptance of  the  Automatic  instrument,  one  east 
side  dealer,  who  was  of  the  opinion  that  this 
machine  would  not  appeai  to  his  trade,  having 
sold  twelve  from  the  date  of  its  public  intro- 
duction on  April  4  to  the  first  of  May.  Other 
dealers'  sales  have  been  in  proportion. 

Heavy  Demand  for  Automatic  Orthophonic 

The  Buffalo  Talking  Machine  Co.  closed  an 
exceptionally  busy  month  on  the  last  day  of 
April,  and  it  is  expected  this  activity  will  con- 
tinue throughout  the  next  two  or  three  months, 
according  to  Sales  Manager  M.  O.  Grinnell. 
Automatic  Victrolas  are  being  shipped  out  as 
rapidly  as  they  come  into  the  warehouse,  in  an 
effort  to  supply  the  needs  of  the  trade. 

Radio  accessories  and  sundries  are  still  in 
.nood  demand,  Philco  products,  Eveready  bat- 
teries and  other  accessories  selling  well.  Mr. 
Grinnell  said  the  house  is  not  yet  in  a  position 
to  announce  its  new  line  of  radio  sets. 
Appointed  Ortho-sonic  Distributor 

The  Wholesale  Radio  Equipment  Co.,  108 
Pearl  street,  became  a  distributor  of  Federal 
Ortho-sonic  radio  sets  on  the  first  of  May.  This 
line  of  radio  receiving  sets  had  been,  for  the 
past  three  years,  distributed  by  the  Buffalo 
Talking  Machine  Co. 

Columbia  Reports  Brisk  Business 

April  was  a  good  Columbia  month  in  the 
western  New  York  territory,  according  to  E.  L. 
Wallace,  manager  of  the  local  distributing  office. 
Model  810  Columbia  Viva-tonal  is  in  particularly 
good  demand.  Portables  also  are  meeting  with 
public  approval,  and  preparations  for  a  good 
Summer  in  these  instruments  are  being  made  by 
the  dealer  trade.  The  Masterworks  record  sets 
are  meeting  a  brisk  demand  in  both  Buffalo  and 
Rochester.  Ethel  Leginska's  recording  of  the 
Rachmaninoff  Prelude  is  said  to  be  surpassing 
all  former  sales  in  piano  recordings  here.  Dealers 
are  featuring  this  record  in  displays  and  demon- 
strations. 

During  the  week  of  May  3,  Columbia  dealers 
featured  window  displays  in  an  exploitation  of 
Burkes  BeLaes,  Hungarian  violinist  and  Colum- 
bia artist,  who  appeared  in  Buffalo  during  the 
week. 

Panatrope  Radiola  in  Demand 

.Denton,  Cottier  &  Daniels  are  finding  a  par- 
ticularly interested  trade  for  the  Brunswick 
Panatrope  and  Radiola  combination,  models  138 
and  148.  According  to  Don  Miller,  in  charge  of 
the  Buffalo  Brunswick  office,  these  two  instru- 
ments also  are  leading  sales  in  Rochester. 
Jamestown  and  northern  Pennsylvania  are  said 
to  be  doing  a  fairly  good  Brunswick  business, 


while  record  sales  are  greater  than  they  were 
during  March  and  the  early  part  of  April. 
News  Gleanings 

K.  A.  BerKn,  Victor  dealer,  for  a  number  of 
years  located  at  800  Abbott  road,  has  moved  to 
la.ger  and  more  attractive  quarters  at  Abbott 
road  and  South  Park  avenue. 

The  Howard-Andrews  Music  Shop,  James- 
town, N.  Y.,  has  been  adjudged  bankrupt  by 
Federal  Judge  Hazel  in  Buffalo. 

Auditorium  Victrola  Heard 
at  Indianapolis  Exposition 

Auditorium  Orthophonic  Supplies  the  Music  at 
Home  Exposition  at  Fair  Grounds — Pana- 
trope in  Demand — Other  Trade  News 


Indianapolis,  Ind.,  May  7. — The  majority  oi 
local  interest  centers  on  the  activities  of  Music 
Week.  Much  time  and  effort  have  been  put  forth 
by  the  local  music  dealers' association  and  plans 
have  been  perfected  for  a  program  each  day  of 
this  week.  Both  piano  and  talking  machine  deal- 
ers are  lending  all  their  resources  to  make  the 
interest  in  music  reach  its  peak  during  the  week. 
During  the  Home  Complete  Exposition  here  at 
the  State  Fair  Grounds  recently  the  Victor  Co. 
supplied  the  Auditorium  Orthophonic,  which 
created  a  great  deal  of  interest  at  the  Show. 
Through  the  efforts  of  the  local  music  dealers' 
association  the  Auditorium  Orthophonic  was 
secured  for  programs  to  be  given  this  week. 

Through  this  medium  it  is  possible  to  attract 
a  great  many  people,  and  dealers  express  the 
opinion  that  the  advertising  value  thus  secured 
can  not  be  estimated.  The  several  High  School 
bands  and  orchestras  are  featuring  noonday 
programs.  Local  music  dealers  are  optimistic 
over  the  outcome  of  efforts  as  put  forth  and  are 
confident  that  they  will  reap  great  results  in 
additional  sales. 

C.  P.  Herdman,  manager  of  the  talking 
machine  department  of  the  Baldwin  Piano  Co., 
states  that  he  is  well  pleased  with  phonograph 
sales  made  in  April.     "In  fact,"  remarked  Mr. 


Herdman,  "our  April  sales  were  ahead  of  the 
corresponding  period  of  last  year.  After  a 
slump  in  February  our  record  business  has 
shown  an  added  impetus  and  is  running  ahead 
of  our  last  year's  record."  Mr.  Herdman  is  very 
optimistic  over  the  outlook  for  future  sales'  in 
talking  machines. 

W.  J.  Baker,  manager  of  the  Brunswick  Shop, 
who  features  the  Brunswick  Panatrope,  reports 
that  April  sales  are  running  ahead  of  March 
business.  Much  of  the  increased  business  has 
been  due  to  additional  effort  put  forth.  "I  have 
found,"  states  Mr.  Baker,  "that  in  order  to  in- 
crease phonograph  sales  more  effort  than  ever 
before  must  be  put  forth  in  making  closer  con- 
tact with  the  customer,  selling  him  upon  the 
merits  of  the  machine  which  we  have  to  offer." 

New  Bellphonic  Portable 

Popular  With  the  Trade 

The  Bellphonic  portable  phonograph,  recently 
introduced  to  the  trade  by  the  Lifton  Mfg.  Co., 
New  York,  has  met  with  a  hearty  reception 
among  distributors  and  dealers,  according  to 
Maurice  Lifton,  who  recently  returned  to  his 
desk  from  a  coast-to-coast  trip  of  seven  weeks 
in  the  interests  of  the  Bellphonic  portable  and 
Koverite  products. 

In  a  chat  with  Maurice  and  Aaron  Lifton,  a 
representative  of  The  World  was  informed  that 
some  of  the  largest  distributors  in  the  country 
had  declared  the  Bellphonic  to  be  one  of  the 
best  values  in  portable  phonographs  now  on  the 
market.  The  present  model  lists  at  $15  and  an- 
other model,  which  will  list  at  $25,  is  now  being 
designed  by  the  Lifton  organization. 

Maurice  Liftpn,  who  is  a  director  of  the  Na- 
tional Musical  Inst.  Mfrs.  Assn.,  is  planning  to 
attend  the  National  Music  Industries  Conven- 
tion at  Chicago  in  June. 

RCA  Chicago  Office  Expands 

New  and  more  commodious  quarters  on  the 
eighteenth  and  nineteenth  floors  of  the  100  West 
Monroe  Building  have  recently  been  occupied 
by  the  Chicago  district  headquarters  of  the 
Radio  Corp.  of  America.  Their  new  home  will 
greatly  assist  the  RCA  organization  in  render- 
ing a  higher  standard  of  service  in  the  Middle 
West,  as  it  is  easily  accessible  to  out-of-town 
wholesalers  and  dealers  as  well  as  to  those 
located  in  and  around  Chicago. 


For  Talking  Machines 

Not  the  least  of  the  reasons  behind  the  popularity  of  the  felts 
made  by  the  American  Felt  Company  for  talking  machine  pur- 
poses is  the  service  rendered. 

Years  of  experience  in  advising  talking  machine  manufac- 
turers what  grade  of  felt  to  use  for  this  or  that  purpose — 
experience  in  answering  scores  of  felt  questions — these  things 
count  when  felt  purchases  are  to  be  made. 

Specify  American  Felts— made  by  an  organization  of  felt 
specialists. 

AMERICAN  FELT  COMPANY 

211  Congress  St.,  Boston  114  E.  13th  St.,  New  York  City 

325  So.  Market  Street,  Chicago 
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Metropolitan  April  Business  Benefits 

From  Trade  Activities  of  Previous  Month 

Profitable  Results  of  Introduction  of  Automatic  Victrola  and  of  Beethoven  Week  Observance 
Continue — Mabel  Arend  With  Landay  Bros. — E.  Boose  Is  Promoted — Other  News 


The  talking  machine  and  radio  business  in 
the  Metropolitan  section  during  the  month  of 
April  could  be  easily  divided  into  two  distinct 
classes:  early  April,  when  periods  of  slackness 
were  experienced,  due  mostly  to  the  Lenten 
season,  and  following  Easter,  when  a  much 
more  consistent  and  satisfactory  volume  of 
talking  machine  and  radio  business  was  the 
usual  rule. 

During  the  month  the  good  effects  of  sev- 
eral happenings  of  the  previous  month  were 
still  influencing  business.  Especially  was  the 
demand  for  the  Automatic  Orthophonic  Vic- 
trola a  potent  factor  in  keeping  up  the  volume 
of  sales  in  April.  Then,  again,  Columbia  dealers 
are  elated  with  the  very  successful  results  of 
the  series  of  Beethoven  observance  concerts 
in  March.  The  Masterworks  series  of  Colum- 
bia records  have  been  selling  in  a  fashion  never 
before  approached  and  there  can  be  no  doubt 
but  that  the  Beethoven  anniversary  was,  to  a 
great  extent,  responsible.  The  Okeh  elec- 
trically recorded  discs  have  also  come  into 
their  own  and  with  the  distributing  division  of 
this  company  it  is  a  question  of  keeping  enough 
records  on  hand  to  supply  the  demand.  The 
tendency  in  the  demand  for  radio  is  tow:ard  the 
higher-priced  units. 

Columbia  Sales  Satisfactory 

E.  W.  Guttenberger,  manager  of  the  whole- 
sale department  of  the  Columbia  Phonograph 
Co.,  is  well  satisfied  with  sales  for  the  past 
month.  Although  sales  were  slightly  smaller 
than  for  March,  this  was  expected,  and  the 
comparison  with  last  year  is  wholly  in  favor 
of  this  year.  The  Columbia  and  Harmony 
portables  and  the  Masterworks  series  of  re- 
cordings are  in  especial  demand  at  the  present 
time,  excellent  sales  being  enjoyed. 

Parnes  Discontinues  Branch  Store 

The  branch  store  of  Harry  Parnes  at  368 
Livingston  street,  Brooklyn,  N.  Y.,  was  recently 
discontinued  following  a  special  removal  sale. 
The  remaining  stock  was  moved  to  the  main 
store  at  4509  Thirteenth  avenue  for  disposal. 
Mabel  Arend  With  Landay  Bros. 

Mabel  Arend,  who  for  a  number  of  years 
occupied  the  post  of  manager  of  the  talking 
machine  section  of  Fred.  Loeser  &  Co.  depart- 
ment store,  Brooklyn,  N.  Y.,  is  now  connected 
with  Landay  Bros.,  headquarters  at  1  Park 
avenue,  as  assistant  to  the  buyer.  Miss  Arend 
is  well  qualified  for  her  new  position,  having 
had  a  wealth  of  experience  in  musical  retail 
fields  both  here  and  in  the  Middle  West. 
Bloomingdale's  Celebrates  Anniversary 

M.  Price,  manager  of  the  talking  machine 
section  of  Bloomingdale's,  with  a  branch  in 
Brooklyn,  reports  a  satisfactory  business  for 
the  past  month.  During  April  this  establish- 
ment celebrated  its  fifty-fifth  anniversary  and 
special  offerings  of  talking  machine  and  radio 
merchandise  were  made,  with  the  result  that 
the  sales  volume  reached  a  most  respectable 
total. 

Stern  Bros.  Sell  Many  Automatics 

The  sale  of  the  Automatic  Orthophonic  Vic- 
trola in  Stern  Bros.'  department  store  exceeded 
the  expectations  of  the  most  optimistic,  Miss 
B.  B.  Steele,  manager  of  the  music  section, 
reports.  Another  consistent  item  sold  by  this 
store  is  the  Columbia  line  of  Masterworks 
recordings.  These  records,  added  to  the  Stern 
Bros,  stock  during  Beethoven  Week,  have 
proved  so  popular  and  are  selling  in  such  a 
steady  fashion  that  they  are  now  carried  as  a 
regular  item. 

Automatic  for  Mayor  Walker 

During  the  ten  days  or  two  weeks  following 
the  introduction  of  the  Automatic  Orthophonic 
Victrola  the  Fifth  avenue  store  of  Landay  Rros. 
sold  a  great  many  of  these  instruments,  in- 
i  hiding   a    sale    of    two,    one    of    which  was 


intended  for  Mayor  James  Walker.  The  ad- 
dition of  the  Columbia  line  of  Viva-tonal 
phonographs  and  New  Process  records  has 
aided  materially  in  increasing  the  total  of  rec- 
ord sales  at  this  store. 

E.  Boose  Is  Manager  of  Landay  Hall 
E.  Boose  was  appointed  manager  of  Landay 
Hall,  Forty-second  street  and  Sixth  avenue, 
the  latter  part  of  last  month.  Mr.  Boose  has 
been  connected  with  the  Landay  Bros,  or- 
ganization for  several  years  and  immediately 
prior  to  his  appointment  was  acting  as  assist- 
ant manager  of  the  Landay  store  on  Sixth 
avenue  near  Thirty-fourth  street.  He  reports 
business  good  with  a  consistent  demand  for 
the  Columbia  Viva-tonal  phonographs  and  New 
Process  records,  which  were  added  to  the  Lan- 
day line  last  month. 

J.  F.  Brogan  on  European  Trip 

J.  F.  Brogan,  manager  of  the  Thirty-fourth 
street  store  of  the  New  York  Band  Instrument 
Co.,  sailed  on  May  12  for  an  extended  vacation 
in  Europe.  Mr.  Brogan  will  visit  England 
and  Bohemia,  but  will  spend  the  greater  part 
of  his  time  in  Germany.  He  plans  to  attend 
many  of  the  music  festivals  which  will  take 
place  during  the  Summer,  including  the  Strauss 
festival  in  Vienna,  the  Mozart  festival  at  Munich 
and  the  Wagner  festival  at  Bayreuth.  He  will 
resume  his  duties  about  September  1.  During 
Mr.  Brogan's  absence  William  Tyler,  manager 
of  the  main  store  of  the  New  York  Band  In- 
strument Co.,  on  Fourteenth  street,  will  super- 
vise the  branch  store.  ' 

High-Priced  Units  Selling  Well 

The  Liberty  Music  Shop,  of  which  A.  Hill 
and  B.  Kosowitz  are  proprietors,  rep'orts  that, 
although  the  Lenten  season  had  the  effect  of 
causing  a  slackening  in  business,  this  changed 
with  the  passing  of  Easter  and  a  satisfactory 
period  has  ensued  since.  The  higher-priced 
talking  machines  and  radio  receivers  are  in 
greatest  demand  at  this  store. 

A.  H.  Mayers'  New  Store  Busy 

The  fourth  of  the  A.  H.  Mayers'  chain  of 
music  stores,  which  opened  last  month  on 
Eighth  avenue,  is  experiencing  a  most  satis- 
factory business,  with  talking  machine  and 
radio  sales  about  equally  divided.  Record  sales 
at  this  establishment  are  good. 

Wissner  in  New  Quarters 

The  talking  machine  and  piano  warerooms 
of  the  Wissner  Piano  Co.  moved  on  May  2 
to  the  next-door  building,  which  was  purchased 
by  the  company  some  months  ago.  A  special 
removal  sale,  which  was  most  successful,  took 
place  last  month. 

Louis  Hyman  to  Wed 

Louis  Hyman,  manager  of  the  record  depart- 
ment of  the  European  Phonograph  Co.,  158 
Avenue  A,  New  York  City,  will  join  the  ranks 
of  the  benedicts  on  June  7.  The  future  Mrs. 
Hyman  is  Miss  Esther  Packer,  of  Brooklyn. 
In  New  Home 

Wissner  &  Sons,  Inc.,  talking  machine  and 
piano  dealers,  who  have  occupied  the  same 
quarters  at  134  Newark  avenue,  Jersey  City, 
N.  J.,  for  more  than  twenty  years,  recently 
moved  to  a  more  advantageous  location  at  171 
Newark  avenue.  This  store  is  under  the  man- 
agement of  William  A.  l.awton,  and  it  has  built 
up  a  large  business  in  talking  machines  and 
musical  instruments. 

Big 'Landay  Bros.  Increase 

During  the  year  1926  the  Landay  Bros,  chain 
of  music  stores  did  a  business  which  almost 
doubled  that  of  the  previous  year.  Figures  in 
a  recent  statement  showed  sales  of  $4,617,572.82 
for  1926,  as  against  $2,499,782.04  for  1925. 

Peerless  Musical  Instrument  Co.  Chartered 

The  1'eerless  Musical  Instrument  Co.,  Pas- 
saic, N.  J.,  was  recently  incorporated  with  a 
capital  stock  of  $75,000. 


LEO.  FEIST,  inc., 
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CONE  SPEAKER 


Doesn't  need  a  salesman  to  sell  it 

This  New  York  jobber  sold  himself 


— or,  perhaps  we  should  say  the  Wirt  Cone 
Speaker  sold  itself  to  this  New  York  job- 
ber. He  had  heard  about  the  Wirt.  We 
don't  know  how.  when  or  where.  But  for 
many  years  he  had  known  the  Wirt  Com- 
pany and  its  reputation  for  high  quality 
merchandise.  Anyhow,  he  said,  "Send  me 
a  sample  speaker."  We  answered  by  say- 
ing we'd  send  a  salesman  with  it.  His 
reply  was,  "No,  send  the  speaker  alone." 
So,  of  course,  we  did. 

It  wasn't  long  before  we  got  his  wire, 
not  a  letter,  but  a  wire,  ordering  24  for 
each  of  his  several  branches.  No  Wirt 
salesman  has  seen  him  yet,  but  every  one 
of  his  branches  has  repeated  from  three 
to  eight  times.  And  all  that  within  a 
period  of  but  a  few  months. 

This  wouldn't  have  happened  if  the 
Wirt  was  "just  another  among  a  hundred 
or  more  speakers."  It  couldn't  happen  to 
any  speaker  unless  there  was  some  in- 


trinsic merit  that  made  it  stand  out  prom- 
inently. 

This  jobber  did  just  what  dozens  of 
others — jobbers  and  dealers — have  been 
doing.  He  did  just  what  you  are  invited 
to  do — order  one  Wirt  Cone  Speaker — 
test  it  out  thoroughly  in  comparison  with 
any  or  all  of  the  speakers  you  have  in 
stock. 

Pay  particular  attention  to  the  fine 
tonal  qualities,  exceptional  clearness  and 
volume — note  the  absence  of  blasting 
when  used  with  powerful  sets — examine 
how  well  it  is  made — how  favorably  it 
compares  in  appearance — and  remember 
the  retail  price  is  only  $20  with  the  usual 
radio  discounts. 

We  will  leave  it  entirely  to  your  judg- 
ment to  decide  whether  other  jobbers  and 
dealers  are  right  when  they  say  the  Wirt 
is  the  outstanding  speaker  of  the  day. 


5245  Greene  Street, 
Philadelphia,  Pa. 
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Dealers  and  Salesmen  Attend  Victor 

Salesmanship  School  in  Twin  Cities 

Record  Selling  Classes  Conducted  by  Victor  Representative — George  C.  Beckwith  Co.  Reports  Big 
Orthophonic  Demand — Northwest  Radio  Association  to  Conduct  Ad.  Campaign 


St.  Paul  and  Minneapolis,  Minn.,  May  7.— 
Business  for  the  most  part  continues  fair — 
nothing  to  write  home  about  unless  you  get 
out  and  hustle,  and  some  are  hustling.  Wit- 
ness Charles  C.  Hicks,  who  is  manager  of  the 
George  C.  Beckwith  Co.  He  has  to  hustle  to 
keep  enough  Orthophonies  in  stock  for  im- 
portunate dealers.  The  new  Orthophonic  4-40, 
at  $165,  is  a  big  success,  while  the  Credenza, 
now  known  as  the  8-30,  continues  to  draw  a 
steady  demand.  The  40-7  is  so  popular  that 
it  is  impossible  to  stock  in  numbers  sufficient 
to  meet  the  requirements  of  the  trade.  While 
there  is  great  activity  in  the  smaller  models, 
the  unit  of  sale  continues  to  hold  up  well.  Alto- 
gether the  year  is  going  steadily  ahead  of  last 
year  and  the  outlook  is  bright. 

On  May  3  and  4  the  Victor  Co.  conducted 
the  first  of  a  series  of  schools  for  dealers  and 
salespeople.  This  is  a  record  school,  with 
Miss  Madeline  M.  Davies,  from  the  Camden 
office;  William  E.  Lewis,  district  manager  of 
the  Victor  Talking  Machine  Co.,  and  W.  S. 
Richardson,  assistant  district  manager,  in 
charge.  The  sessions  were  held  in  the  Nicol- 
let Hotel  and  the  instructions  were  along  the 
lines  of  selling  and  merchandising. 

The  new  Automatic  Orthophonic  is  sold  out 
and  the  coming  shipment  will  not  see  the  ware- 
house, says  Mr.  Hicks. 

R.  C.  Coleman,  manager  of  the  radio  depart- 
ment of  the  George  C.  Beckwith  Co.,  has  just 
returned  from  an  extensive  trip  East,  where 
he  visited  at  Camden,  Philadelphia  and  New 
York.  Mr.  Coleman  has  recently  been  made 
assistant  sales  manager  of  the  Beckwith  Co. 
and  has  also  extended  the  field  of  the  radio  de- 
partment with  a  store  in  Milwaukee.  G.  K. 
Purdy,  a  very  able  executive,  is  in  charge  of  the 
Milwaukee  store. 

Mr.  Coleman  went  to  Chicago  May  2,  3  and 
4  for  the  meeting  of  Mohawk  dealers  and  dis- 
tributors, where  additions  to  the  line  will  be 
presented. 

The  George  C.  Beckwith  Co.  has  taken  on 
the  Bell  &  Howell  line  of  motion  picture 
cameras  and  projectors.  The  company  will 
operate  as  sales  agent  for  the  Bell  &  Howell 
products    in    Minnesota,    North    and  South 


Dakota,  Nebraska,  Iowa  and  part  of  Montana 
and  Wyoming. 

J.  Lester  Davies,  representative  of  the  Bruns- 
wick Co.  in  southern  Minnesota  and  South 
Dakota,  has  been  very  ill,  but  is  now  back  in 
his  territory. 

Local  Brunswick  dealers  are  looking  forward 
with  interest  to  the  visit  of  Ben  Bernie  and 
his  orchestra  on  May  14. 

Herbert  Peterson,  for  over  ten  years  with 
the  Beckwith  Co.  in  charge  of  records,  has 
taken  up  the  duties  of  road  salesman  with  the 
Majestic  Music  Shop. 

The  Brunswick  Panatrope  records  of  the 
Eucharistic  Congress  continue  to  be  a  feature 
of  the  Eucharistic  film  now  being  shown 
throughout  the  Northwest. 

The  Metropolitan  Music  Co.  is  in  the  midst  of 
its  annual  pre-inventory  sale. 


Richmond,  Va.,  May  6. — The  Brunswick  Co., 
which  had  been  without  representation  here  for 
a  year  or  more,  is  now  being  represented  by 
the  Stieff  Piano  Co.  at  414  East  Grace  street, 
and  Howell  Bros.,  602  East  Broad  street.  Joseph 
H.  Steinbrecher,  Jr.,  manager  of  the  retail  de- 
partment of  the  Corley  Co.,  Victor  representa- 
tive, after  being  with  that  firm  for  thirteen 
years,  resigned  recently  to  assume  charge  of  the 
new  phonograph  department  at  Stieff's,  in 
which  the  Brunswick  lines  will  be  handled  ex- 
clusively. The  formal  opening  was  held  May  2. 

In  taking  on  the  Brunswick  line  Howell  Bros, 
are  also  embarking  upon  a  new  adventure.  This 
firm  has  been  handling  radio  since  1918,  being 
a  pioneer  here  in  this  line.  Not  until  recently 
did  it  decide  to  widen  the  scope  of  its  activities 
by  installing  a  phonograph  department.  The 
two  departments  are  being  operated  jointly  in 
the  basement  of  its  store  and  are  under  the 


C.  E.  Mansfield,  of  the  Kurtzmann  Piano  Co., 
was  a  recent  visitor  to  the  metropolitan  offices. 

R.  O.  Foster,  head  of  the  firm  of  Foster  & 
Waldo,  just  returned  from  his  first  vacation 
in  fourteen  years,  which  was  spent  for  the 
most  part  in  Pas  Christian,  with  visits  to  New 
Orleans  and  more  Northern  points  on  the  way 
back.  Mr.  Foster  says  that  business  conditions 
in  the  territory  visited  seem  very  much  like 
those  which  obtain  here. 

At  least  100  members  of  the  Northwest  Radio 
Trade  Association  are  planning  to  make  the 
trip  to  Chicago  on  June  13  to  attend  the  Fed- 
erated Radio  Trade  Convention  and  the  R.  M. 
A.  Trade  Show,  which  will  be  held  at  the 
Stevens  Hotel.  The  Northwest  group  intends 
to  travel  by  the  Blackhawk  special  on  the 
Burlington. 

Plans  are  well  under  way  by  the  Northwest 
Association  to  carry  on  an  extensive  advertis- 
ing campaign  in  the  press  and  farm  papers 
during  May,  June  and  July — the  usual  "dull" 
months  in  radio.  The  Association  expects  to 
spend  about  $5,000  on  the  campaign.  That 
radio  sets  are  and  can  be  used  to  pleasurable 
advantage  in  the  Summer  months  is  the  idea 
on  which  the  campaign  is  based. 


direction  of  Robin  A.  Frayser,  who  is  well 
known  in  the  local  trade. 

The  James  Cowan  Co.  is  now  wholesaling 
the  Starr  line  with  Gennett  records  in  Virginia 
and  several  contiguous  States  and  reports  that 
it  has  opened  a  number  of  new  accounts  in  this 
territory  since  taking  on  the  line.  John  H. 
Cowan,  son  of  the  head  of  the  firm,  who  has 
been  traveling  for  Goldberg  Bros,  for  the  past 
year  or  more,  has  returned  to  Cowan's,  and  is 
now  on  the  road  pushing  the  Starr  products.  He 
was  with  the  firm  for  a  time  before  going  with 
Goldberg  Bros.  This  jobbing  house,  which  also 
distributes  the  Berg  Artone  line,  reports  that 
portable  business  is  opening  up  extra  fine  this 
Spring.  The  firm  announces  the  addition  of 
Morris  Wilfson  to  its  road  staff.  He  will  cover 
Maryland  and  the  District  of  Columbia. 

Manly  B.  Ramos,  handling  Sonora  and  Pathe- 
phonic  lines,  is  planning  to  take  on  another 
record  line,  in  addition  to  those  already 
handled,  but  is  not  yet  ready  to  announce  the 
name  of  it. 

The  Columbia  Furniture  Co.,  which  handles 
both  radio  and  talking  machines,  has  bought 
out  the  Southern  Furniture  Co.  and  is  now 
closing  out  the  entire  stock  of  that  firm,  in- 
cluding a  line  of  Victor  machines  and  records. 
The  Columbia  also  retails  Victor  products. 

The  recent  appearance  of  Marion  Talley  here 
has  greatly  stimulated  Victor  record  sales,  ac- 
cording to  dealers.  Miss  Talley  sang  to  an  im- 
mense house  in  the  City  Auditorium  and  was 
enthusiastically  received. 

As  a  rule,  dealers  in  this  territory  find  col- 
lections a  bit  below  normal  for  this  season,  but 
business  as  a  whole  is  reported  to  be  keeping 
well  abreast  of  the  volume  a  year  ago. 

John  J.  Foy  Is  Ad.  Manager 
of  the  Polymet  Mfg.  Corp. 

John  J.  Foy  has  been  appointed  advertising 
and  publicity  manager  of  the  Polymet  Mfg. 
Corp.,  manufacturer  of  radio  parts  and  acces- 
sories. Mr.  Foy  will  make  his  headquarters  at 
the  main  offices  of  the  company  in  New  York. 
He  has  had  considerable  experience  in  the  radio 
field,  and  recently  was  with  the  Dubilier  Con- 
denser Corp.  The  rapid  growth  of  the  Polymet 
Corp.  made  necessary  an  enlargement  of  the 
organization's  advertising  and  publicity  plans, 
according  to  officials. 


Andrew  P.  Frangipane 

Announces 

that  he  will  be  at  the  Music  Convention 
in  Chicago  during  the  week  beginning 
June  6,  with  new  samples  of    ...  . 

Tone  Arms  and  Reproducers 

with  headquarters  at  Hotel  Stevens. 
You  are  invited  to  see  the  new  line 

Andrew  P*  Frangipane  Sales  Co* 

32  Union  Square  New  York  City 


Stieff  Piano  Co.  and  Howell  Bros., 

Richmond  Dealers,  Add  Brunswick  Line 

Leading  Music  Houses  Representing  Brunswick  Co. — James  Cowan  Co.  Is  Distributing  Gennett 
Records  in  Several  States — Victor  Dealers  Profit  from  Appearance  of  Talley 


May,  1927 


THE    TALKING    MACHINE  WORLD 


79 


Why  should  you 
work  in  the  dark? 


The  more  you  know  about 
what  others  are  doing  when 
it  has  a  bearing  on  what  you 
are  doing,  the  more  intel- 
ligently —  and  resultfully  — 
you  can  "carry  on"  yourself. 

How  about  the  marketing 
operations  of  your  radio  manufacturers? 
Do  you,  as  a  retailer  or  wholesale  distrib- 
utor, know  what  they  are  doing?  Are 
you  being  kept  posted?  Are  you  getting 
announcements  of  new  merchandise?  — 
before  a  set  time  each  season?  —  in  ad- 
vance of  the  public?  Do  you  get  this 
information  in  time  to  co-operate  effec- 
tively? Or  are  you  working  in  the 
dark? 

No  marketing  organization  without  full 
knowledge  of  these  things  is 
ever  capable  of  intelligent, 
whole-hearted,  resultful  co- 
operation. Realizing  this, 
Federal  announces  to  the 
trade  all  new  merchandise 
before  the  public  has  note  of 


Federal 

Radio 


Standard  Radio 
Products 

Retailer 


The  Sign  of  the 
Designated  Federal  Retailer 


Our  line  will  be  displayed 
at  the  R.M.A.  Trade  Show, 
Stevens  Hotel,  Chicago, 
Illinois,  June  13-18,  1927 


it.  No  radio  manufacturing 
plant  in  America  is  in  closer 
touch  with  its  wholesale  and 
retail  outlets  than  Federal. 
No  co-operative  efforts  on 
the  part  of  the  trade  are  in- 
spired by  a  more  intelligent 
understanding,  cemented  by  a  stronger 
bond  of  sympathy.  The  contact  between 
factory,  wholesaler  and  retailer  is  com- 
plete. 

Hence  loyalty  is  the  keynote  of 
Federal  operation.  It  ranks  high  through- 
out the  entire  Federal  marketing 
organization.  Hence  sales  efforts  are 
more  lucrative,  enthusiasm  is  keener,  a 
constantly  increasing  number  of  the 
highest  class  retailers  and  wholesalers 
in  the  field  is  being  attract- 
ed to  the  Federal  standard. 

Why  should  you  work  in 
the  dark?  Get  in  touch  with 
your  Federal  Wholesaler  at 
once.  If  you  do  not  know 
whom  to  write,  write  us. 


FEDERAL  RADIO  CORPORATION,  Buffalo,  N.  Y. 

(Division  of  Federal  Telephone  and  Telegraph  Co.) 
Operating  Broadcast  Station  WGR  at  Buffalo 


ORTHO-SONIC 


Reg.  U.  S.  Pat.  Off. 


*  The  fundamental  ex- 
clusive circuit  making 
possible  Ortho-sonic  re- 
production is  patented 
under  U.  S.  Letters 
Patent  No.  1,582,470 


"Federal  Radio 
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New  York  State  Music 

Merchants  Organize 

New  York  State  Music  Merchants'  Association 
Formed  at  Special  Convention  Held  in  Syra- 
cuse on  April  26-27 — S.H.Morecroft,  President 


Syracuse,  N.  Y.,  April  30. — The  New  York 
State  Music  Merchants'  Association,  made  up  of 
music  dealers  in  practically  every  section  of 
the  Empire  State,  was  organized  in  this  city 
on  Tuesday  and  Wednesday  of  this  week  at  a 
convention  held  in  the  Hotel  Syracuse.  The 
new  organization  will  become  affiliated  with 
the  National  Association  of  Music  Merchants, 
application  for  membership  in  the  national  body 
having  already  been  made. 

Representatives  of  the  New  York  Piano  Mer- 
chants' Association,  of  New  York  City,  and  of 
the  Talking  Machine  and  Radio  Men,  Inc.,  also 
of  New  York  City,  took  part  in  the  convention, 
the  latter  organization  being  represented  by  L. 
J.  Rooney,  one  of  its  vice-presidents. 

The  officers  of  the  new  Association  are  S.  H. 
Morecroft,  Syracuse,  president;  John  J.  Glynn, 
New  York,  first  vice-president;  B.  E.  Neal,  Buf- 
falo, second  vice-president;  Glenn  L.  Chesbro, 
Syracuse,  secretary,  and  William  H.  Levis, 
Rochester,  treasurer. 


We  in  the  industry  who  for  years  have  watched 
the  ceaseless  flow  of  correspondence  from  the 
American  public  know  that  the  requests  are 
more  and  more  for  programs  of  the  higher 
type,  and  there  is  ample  evidence  of  the  fact 
that  these  are  being  met." 

Mr.  Sarnoff  said  that  radio  is  now  developing 
in  the  direction  of  technical  progress,  develop- 
ment of  network  broadcasting  stations,  syn- 
chronization of  sound  and  sight,  and  facsimile 
transmission.  He  pointed  out  that  the  greater 
service  of  radio  is  still  before  it,  and  predicted 
a  broadcasting  service  that  will  eventually  bring 
London,  Paris  or  Berlin  to  millions  of  Ameri- 
can homes. 


New  Portable  Victrola 

to  Be  on  Market  in  June 


Portable  Talking  Machine,  No.  2-30  Is  Inex- 
pensively Priced  and  Contains  Many  Desir- 
able Features — Attractive  in  Appearance 


Western  Federal  Jobbers 
Sponsor  Dealer  Conventions 


Meetings  Held  to  Announce  Changes  in  the 
Federal  Ortho-sonic  Radio  Line  and  to  Estab- 
lish Contact  With  the  Retail  Trade 


David  Sarnoff  Refutes 

Wells  on  Radio's  Service 


Radio  Corp.  Official  Gives  Vigorous  Reply  to 
Statement  of  British  Author  That  Radio  Is 
Declining  in  the  Public's  Interest 


Syracuse,  N.  Y.,  May  7. — Radio  is  now  setting 
out  for  new  fields  to  conquer,  and  is  far  from 
being  a  very  limited  service  declining  in  public 
interest,  as  charged  by  H.  G.  Wells,  the  famous 
British  writer  and  publicist,  according  to  David 
Sarnoff,  vice-president  and  general  manager  of 
the  Radio  Corp.  of  America,  in  an  address  de- 
livered recently  before  the  faculty  and  students 
of  Syracuse  University.  Mr.  Sarnoff  replied 
vigorously  to  the  recent  widely  published  article 
by  Mr.  Wells,  in  which  the  latter  attacked  broad- 
casting as  an  art  of  little  consequence  to  civili- 
zation. 

"It  is  difficult  to  understand  how  a  brilliant 
mind  who  could  foresee  so  many  modern  inven- 
tions could  have  reached  such  extraordinary 
conclusions  about  radio,"  Mr.  Sarnoff  said.  "The 
fundamental  basis  of  broadcasting  is  service  to 
the  many,  not  to  the  few.  Its  cultural  and 
educational   influence  is   constantly  increasing. 


Designated  retailers  of  Federal  Ortho-sonic 
radio  in  the  West  have  been  engaged  during 
the  past  two  weeks  in  the  annual  "friendship" 
conventions  conducted  by  Federal  wholesalers 
and  the  Federal  Radio  Corp.  The  main  pur- 
poses of  these  meetings  are  to  announce  recent 
improvements  and  changes  in  product  and 
policy,  and,  even  more,  to  establish  a  friendly 
contact  between  the  Federal  Corp.  and  its  re- 
tailer organization.  This  is  a  custom  which  has 
proved  itself  in  an  increased  loyalty  among  the 
retailers. 

Recent  meetings  have  been  held  in  Dallas, 
under  the  direction  of  the  Electric  Appliance 
Co;  in  Omaha,  with  the  Paxton  &  Gallagher 
Co.;  in  Kansas  City,  with  the  Harbison  Mfg. 
Co.  as  hosts,  and  in  Yankton,  where  the  Dakota 
Apparatus  Co.  entertained  a  splendid  gathering 
of  retail  merchants. 

The  Yankton  affair,  which  was  typical  of 
these  Federal  meetings,  began  with  a  sixty- 
plate  luncheon  at  which  Mrs.  "Polly"  Brecht, 
wife  of  one  of  the  leading  Federal  retailers  in 
the  Dakotas,  played  the  part  of  hostess  to  per- 
fection. Afterward,  with  E.  C.  Madson,  of  the 
Dakota  Radio  Apparatus  Co.,  as  chairman,  Fed- 
eral's sales  and  advertising  program  was  given 
by  K.  E.  Reed,  special  representative.  Engi- 
neering and  service  were  the  subjects  next  cov- 
ered by  K.  L.  Henderson,  of  the  Federal  engi- 
neering department.  Members  of  the  Dakota 
Radio  Apparatus  Co.  explained  the  functions  of 
the  radio  wholesaler  and  gave  a  most  interest- 
ing discussion  of  the  new  radio  law  and  its 
significance. 


The  Victor  Talking  Machine  Co.,  in  anticipa- 
tion of  a  busy  season  for  portables,  will  place  on 
the  market  the  early  part  of  next  month  a 
new  portable  Victrola,  No.  2-30,  which  is  listed 
at  $25  and  which  contains  remarkable  features 
for  an  instrument  so  inexpensively  priced.  The 
portable  is  finished  with  a  black  crackle  on  the 
exterior  and  brilliant  red  mandarin  on  the  in- 
side. It  is  seven  and  three-quarters  inches 
high,  eleven  and  three-quarters  inches  wide, 
fourteen  inches  deep  and  weighs  seventeen 
pounds.  It  is  equipped  with  a  Victor  No.  4 
sound  box  and  a  long-running  spring  motor 
which  can  be  wound  while  playing.  It  has  a 
carrying  capacity  of  six  ten-inch  records  and 
contains  a  non-spilling  type  needle  container. 
The  model  2-30  plays  all  ten  or  twelve-inch 
size  records. 


Magnavox  Tubes  Welded 

Instead  of  Soldered 


Oakland,  Cal.,  May  5. — The  improved  method 
of  tube  manufacture  developed  by  the  Magna- 
vox Co.  has  won  high  praise  from  dealers  and 
the  general  public  throughout  the  country.  In 
Magnavox  tubes,  by  the  substitution  of  substan- 
tial welds  for  all  uncertain  unsoldered  connec- 
tions, the  opportunity  for  generation  of  noises 
has  been  greatly  reduced. 

The  Magnavox  method  of  tube  construction  is 
unique  in  that  a  cold  weld  is  used  to  secure  the 
base  contact  wires  in  their  prongs.  The  ad- 
vantages are  a  clean,  permanent  connection 
which  permits  easy  exchange  of  tubes  in  their 
sockets  and  unvarying  performance  of  each  and 
every  tube.  The  welding  at  the  end  of  the 
prongs  is  done  in  a  novel  manner.  When  the 
wires  are  drawn  through  the  hollow  prongs  and 
cut  off  at  the  end  the  prongs  are  inserted  in  a 
machine  which,  through  enormous  pressure, 
forces  some  of  the  metal  near  the  end  of  each 
prong  to  flow  about  the  wire,  thus  welding  it. 


A  Mid-western  sales  conference  of  Fada  radio 
dealers  and  jobbers  will  be  held  during  the 
radio  trade  show  in  Chicago  the  week  of  June  13 
to  16,  according  to  R.  P.  Van  Zile,  manager  of 
the  Fada  branch  at  Chicago.  The  meetings  will 
be  held  at  the  local  Fada  showrooms. 


STYLE  21 
Genuine  Mahog- 
any    or  Walnut 
only. 

STYLE  21-B 
Same    with  both 
top  panels  hinged 
to  accommodate 
Radio  Panel. 


Phonographs  and 
Radio  Cabinets 


These  illustrations  show  several 
of  the  many  late  models  of 
our  line,  which  have  been  re- 
designed, right  up  to  the  min- 
ute, with  especial  reference  to 
the  Radio-Phonograph  Combina- 
tion, destined  to  be  the  standard 
household  unit. 


STYLE  17 
Genuine  Mahog- 
any    or  Walnut 
Phonograph  only 


These  instruments  are  produced 
in  all  the  popular  finishes  and 
styles,  including  Uprights,  Con- 
soles and  Wall  Cabinets,  and 
our  facilities  enable  us  to  make 
prompt  deliveries  and  most  at- 
tractive trade  prices.  Catalog 
and  price  list  mailed  on  request. 


STYLE  85 — RADIO  CONSOLE 
Accepts  Panels  Up  to  8x26  Inches. 


STYLE  1 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 
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Farrand 


•  -0 


'31 


e. 


Recognized  as  the  Standard 
♦  ♦♦♦by  the  ears  of  the  Public* 
Recognized  as  the  Staple**** 
in  the  eyes  of  the  Dealer* 


FARRAND  MFG.  CO.,  INC.   •   LONG  ISLAND  CITY,  N.  Y 
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Tie-ups  With  Appearances  of  Recording 

Artists  Benefit  the  Pittsburgh  Trade 

Victor,  Brunswick  and  Columbia  Recording  Stars  Appear  in  Local  Theatres  and  Dealers  Co- 
operated— J.  H.  Phillips  Moves  to  New  Home — Music  Association  Changes  Name 


failed,  due  to  lack  of  a  constitutional  majority. 

The  bill  that  would  have  given  landlords  the 
right  to  seize  any  musical  instrument  in  a 
house  where  the  tenant  was  in  arrears  for  rent, 
whether  hired,  leased  or  sold  on  a  conditional 
sale,  also  failed  to  pass. 


Pittsburgh,  Pa.,  Ma)'  9. — Phonograph  and  rec- 
ord sales  for  the  past  month  showed  a  slight 
increase  over  the  preceding  month,  due  to  the 
fact  that  talking  machine  dealers  took  ad- 
vantage of  a  number  of  tie-ups  that  were 
offered  in  the  way  of  popular  attractions  at 
local  theatres,  such  as  Victor,  Brunswick  and 
Columbia  record  stars  and  orchestras.  The 
Paul  Specht  Orchestra  made  a  hit  at  the  Grand 
Theatre  here  and  a  number  of  dealers  staged 
tie-ups. 

The  local  demand  for  the  Brunswick  Pana- 
trope  and  the  Orthophonic  Victrola  is  good. 
Victor  and  Brunswick  dealers  "cashed  in"  on 
the  two  instruments  to  their  entire  satisfaction 
during  the  past  month.  The  larger  stores,  such 
as  Kaufmann's,  the  Kaufmann  &  Baer  Co., 
Boggs  &  Buhl,  Rosenbaum  Co.,  C.  C.  Mellor 
Co.  and  the  S.  Hamilton  Co.,  had  daily  demon- 
strations of  the  new  Automatic  Orthophonic 
Victrola  and  entertained  hundreds  of  persons. 
J.  H.  Phillips  in  New  Home 

J.  H.  Phillips,  one  of  the  veteran  Victor 
dealers  of  the  Steel  City,  has  just  opened  his 
newly  enlarged  Victor  and  radio  shop.  The 
opening  took  place  late  in  April  and  also 
marked  the  twenty-fifth  anniversary  of  Mr. 
Phillips'  entry  into  business.  Four  nights  of 
the  week  were  devoted  to  special  events,  at 
which  souvenirs  and  costly  prizes  were  awarded 
to  visitors.  One  of  the  features  was  the  play- 
♦  ing  of  twelve  Victor  records  on  the  new  Auto- 
matic Orthophonic  Victrola. 

Exhibit  Talking  Machines 

Talking  machines  and  records  were  featured 
in  attractive  displays  made  by  the  G.  W.  P. 
Jones  Music  Co.  and  Ben  Reynolds  &  Co., 
music  merchants  of  Washington,  Pa.,  at  the 
exposition  sponsored  in  that  city  under  the 
auspices  of  the  local  American  Legion  Post. 
Change  Name  of  Association 

At  a  meeting  of  music  merchants — talking 
machine  and  radio  dealers  from  a  number  of 
towns  in  western  Pennsylvania — held  in  the 
Hotel  Henry,  Pittsburgh,  on  Monday  evening, 
May  2,  under  the  auspices  of  the  Piano  Mer- 
chants' Association  of  Pittsburgh,  all  of  the 
out-of-town  dealers  were  guests  at  dinner  of 
the  Pittsburgh  Association.  Arthur  W.  Arm- 
bruster  presided  and  welcomed  the  merchants. 
After  an  interesting  address  by  Wm.  C.  Hamil- 
ton, president  of  the  S.  Hamilton  Co.,  Victor 
dealer,  there  was  a  general  discussion  and  it 
was  unanimously  voted  to  change  the  name 
of  the  Association  so  as  to  make  it  wider  in 
its  scope.  The  name  selected,  at  the  instance 
of  Mr.  Hamilton  and  Theodore  Hoffmann,  of 
the  J.  M.  Hoffmann  Co.,  Brunswick  dealer,  was 
"The  Western  Chapter  of  the  Pennsylvania 
Music  Merchants'  Association."  This  will  take 
in  all  music  dealers,  talking  machine  and  radio 
merchants  and  dealers  in  musical  merchandise 
within  a  radius  of  100  miles  of  the  Steel  City. 
In  order  to  couple  up  with  the  State  and  Na- 
tional Associations,  a  uniform  membership  fee 
was  agreed  on.  Burt  Hengeveld  was  named 
chairman  of  the  membership  committee  and  a 
campaign  is  planned. 

Plan  Good  Will  Tour 

Joseph  C.  Roush,  president  of  the  Standard 
Talking  Machine  Co.,  Victor  distributor,  is  one 
of  the  leading  factors  in  the  annual  Good  Will 
Tour  of  the  Pittsburgh  Chamber  of  Commerce 
that  is  to  make  a  trip  to  fourteen  cities  and 
towns  in  eastern  Ohio  in  a  few  weeks.  The 
tourists,  all  business  men  representing  the  lead- 
ing firms  in  the  city,  will  utilize  a  special  train 
for  five  days  and  carry  the  "gospel  of  business 
good  will"  to  their  clients  in  eastern  Ohio. 
Radio  Council  Elects 

The  Radio  Council  of  the  Pittsburgh  Cham- 
ber of  Commerce  elected  nine  members  to  the 
executive  board,  as  follows:    A.  A.  Buehn,  G. 


Brown  Hill,  J.  M.  Froelich,  E.  A.  Hamburg, 
L.  C.  LeVoie,  C.  S.  Rankin,  George  H.  Rew- 
bridge,  Wallace  Russell  and  W.  A.  Bittner. 
The  board  will  elect  a  chairman  and  vice- 
chairman  later.  The  annual  reports  of  the 
various  committees  for  the  past  fiscal  year  in- 
dicated that  much  good  had  been  accomplished 
by  the  Radio  Council. 

Important  Legislation  Fails  to  Pass 
The  bill  favored  by  the  talking  machine  and 
radio  merchants  of  the  State,  providing  for  the 
exemption  of  these  two  instruments  from  levy- 
ing by  landlords  where  the  tenant  is  in 
arrears  for  his  rent,  failed  to  pass  the  law- 
making body  of  the  State.  The  bill  passed 
first  and  second  readings  and  on  third  reading 


Acquires  Tone  Chamber 
Division  of  Borkman  Corp. 

A  recent  trade  announcement  by  the  Bork- 
man Radio  Corp.,  Salt  Lake  City,  stated  that 
firm  is  no  longer  concerned  in  the  manufacture 
of  tone  chambers.  That  particular  part  of  the 
business,  formerly  known  as  the  Tone  Cham- 
ber Division,  has  been  acquired  by  the  Acousti- 
cal Development  Corp.,  with  offices  located  at 
230  East  Ohio  street,  Chicago.  The  Borkman 
Radio  Corp.  has  seen  fit  to  discontinue  the 
Tone  Chamber  Division  in  order  that  its  at- 
tention may  be  centered  on  the  manufacture  of 
loud  speaker  units. 


The  Pocket  Phonograph 
That  Startled  All  Europe 


Playing 


Plays  10 n  Records 


Nothing  sells  so  fast  as  the  unusual— provided 
it  is  useful  and  practical. 

Think  of  it !  Here  at  last  is  a  pocket-size 
phonograph  (only  4^4"  in  diameter  by  1^4"  high, 
weighs  only  2%  lbs.)  that  plays  10"  records 
with  the  same  clearness  and  quality  of  tone  as 
the  best  large-sized  machine. 

The  hundreds  and  thou- 
sands of  vacationists  who 
want  a  portable  phonograph 
during  the  coming  season 
have  only  to  see  and  hear  the 
Mikiphone — and  they  are  sold, 
for  there  is  nothing  to  ap- 
proach it. 

The  Mikiphone  is  a  product 
of  Swiss  Craftsmanship,  the 
standard  of  the  world  for  ap- 
pearance, precision  and  dura- 
bilitv. 


Perfectly 


Music-mad  America  is  losing  no  time 
in    outdoing   Mikiphone's  European 

success. 

Equipped  with  a  marvelous  motor, 
heavily  nickel-plated,  durable  in  con- 
struction, handsome  in  appearance. 

Your  profits  commence  the  minute 
you  display  it,  for  the  ingenious 
Mikiphone  draws  crowds  instantly. 

Retails  for  $15 — liberal  jobber  and 
dealer  discounts.  Sample  $9 — write 
today. 

Be  among  the  successful  dealers 
who  will  cash  in  on  the  summertime 
demand  for  Mikiphone,  the  smallest 
phonograph  in  the  world. 


A  Jazz  Band  in  Your  Pocket 


Closed 


MIKIPHONE,  S.  A.  Inc. 

44  WHITEHALL  STREET  NEW  YORK,  N.  Y. 
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Hhtlonalic 

SONORA 


The  new  Sonora  models  deserve  their  title  of  "the  highest  grade  talking 
machines  in  the  world".  This  model  "The  Philharmonic",  designed  by 
Richardson,  combines  the  most  handsome  case  ever  made  with  all  the  beauties 
of  tone  the  Tonalic  principle  implies.    >   Retail  $315.  Electric  Motor  $350 
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Interesting  Events  of 
the  Trade  in  Pictures 


Above:  Small  motor  trucks,  bodies  of  uhich  are  designed 
to  resemble  Freshman  Masterpiece  receivers,  are  used 
by  junior  servicemen  of  the  Chas.  Freshman  Co. 


Above:  A  dinner  at  the  Hotel  Commodore,  New  York,  closed  the  six-day  annual  conference  of 
the  merchandising  division  of  Federal  Brandes,  Inc.,  manufacturer  of  Kolster  receivers  and 
Brandes  speakers.  District  representatives  from  all  over  the  country  attended  the  business 
sessions.  D.  S.  Spector,  general  manager,  was  toastmaster  and  introduced  Ellery  W.  Stone, 
president:  Frederick  Dietrich,  vice-president :  M.  C.  Rypinski.  vice-president,  and  Dr.  F.  A. 

Kolster,  chief  engineer 


Left :  if  indole 
display  of 
Bristol  Piano 
Co.,  Ltd.,  of 
Auckland,  New 
Zealand,  fea- 
turing "His 
Master's 
Voice''  artists, 
awarded  sec- 
ond prize  in 
competition 


Above:    Constance   Mering.  featured   in  "Rio 
Rita,"   Columbia    artist,   also   makes  Duo-Art 
rolls  and  frequently  appears  before  the  mike 
at  Station  if  JZ 


Right:  Mayor  George 
E.  Cryer,  of  Los  An- 
geles, left,  receiving  an 
Atwaier  Kent  No.  32 
from  R.  E.  Smiley,  as- 
sistant sales  manager  of 
Atwater  Kent  Mfg.  Co. 
In  center  are  Thomas 
and  L.  M.  Willis 


Above:  An  interesting 
example  of  the  manner 
in  which  dealers  in  Eng- 
land co-operated  with 
the  observance  of  Bee- 
thoven week  during 
March 


Right:  J.  P.  Rainbault. 
well-known  talking  ma- 
chine and  radio  execu- 
tive who  teas  recently- 
appointed  sales  agent 
for  the  Magnavox  Co. 


Ibove:  Chicago  Federal  Ortho-sonic  dealers  at  banquet  sponsored  l>\  the  Hurry  Alter  Co.  Federal  distributor 
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Now  a  Victor  Portable  at  $25 


Precisely  at  the  psychological  mo- 
ment, when  the  June  selling  season 
for  portable  phonographs  begins,  the 
Victor  Company  has  announced  for 
delivery  a  $25  Portable  Victrola  — 
just  what  the  entire  trade  and  public 
have  been  waiting  for. 

24,000,000  homes,  18,000,000  pas- 
senger automobiles  —  26,000,000  fam- 
ilies—  are  the  field  that  stretches 
ahead  of  this  splendid  new  popular- 
priced  instrument,  the  first  strictly 
outdoor  Victrola  that  has  ever  been 
put  out  at  this  easy  figure. 

Prepare  your  stock  and  sales  am- 


munition immediately  for  the  Vic- 
trola No.  2-30,  Mr.  Victor  Dealer.  It 
represents  value  such  as  never  before 
has  been  put  before  the  trade  at  $25. 
It  features  the  new  and  improved  Vic- 
tor No.  4  sound-box,  carrying  capac- 
ity for  6  ten-inch  records  and  a  bril- 
liant red  lacquered  interior.  Remem- 
ber that  good  things  come  in  small 
packages  and  this  is  one  of  them. 

Let's  make  it  a  Portable  Victrola 
summer,  with  both  the  new  $25  in- 
strument and  the  1927  model  $40 
Portable  (Victrola  No.  2-60)  going 
merrily  wherever  America  whiles 
away  the  travel  and  vacation  hours! 


C  BRUNO  &  SON,  INC, 

Victor  Distributors  to  the  Dealer  Only 
351-353  FOURTH  AVENUE  NEW  YORK,  N.  Y. 

1834 — Almost  a  Century  of  Dependable  Service  to  the  Music  Trade — 1927 
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Sleeper    Again  Scores 
in  Adding  Electric  Op- 
eration     To  Proven 
Popular  Models 

To  proven  superiority  in  fundamentals 
of  tone  quality,  simplicity  of  control, 
fine  selectivity  and  long  range  power. 
Sleeper  now  adds  electric  operation 
from  house  current,  doing  away  with 
all  batteries. 

1.  No  A,  B  or  C  batteries  (Complete 
battery  elimination). 

2.  No  chemicals,  chargers,  or  extra 
accessory  devices  of  any  sort. 

3.  Nothing  extra  to  buy  except  tubes 
and  loud  speaker. 

4.  Works  direct  from  90—125  volt 
60  cycle  alternating  current. 

5.  Covers  full  range  of  voice  and  in- 
strumental frequencies  with  rich 
true  quality. 

6.  Uses  two  standard  216-B  rectifier 
tubes,  giving  big  reserve  capacity. 

7.  Develops  180  volts  for  171  power 
tube  further  insuring  remarkable 
tone  and  volume. 

8.  Only  standard  tubes  used  univer- 
sally available. 

9.  Simple  two-control  tuning. 

10.  Calibrated  wave  length  scales. 

11. .Reduction  vernier  condenser  drives. 

12.  Duco  style  two-toned  brow^^T^^^ 
any  cabinet  finish. 

13.  Non-microphonic — cushioned  detec- 
tor socket. 

14.  Non-oscillating. 
13.  Fully  guaranteed. 

Scout,   Model   64,   35   inches   long,  11 
inches  high,  11  inches  wide. 
Shipping  weight  62  pounds. 
Price  $160  without  tubes. 

Serenader,  Model  65,  with  built-in  Am- 
plion  loud  speaker;  35  inches  long,  16 
inches  high,  11  inches  wide. 
Shipping  weight  70  pounds. 

Price  $173.  Prices  f.  o.  b.  Long  Island 
City 

Chassis  Width  22^  inches.   Height  6% 
inches.    Depth  12  inches. 
Dealers'  Price  $88.80. 

All  models  also  furnished  for 
direct    current    operation  when 

specified. 


Challenging  every  tradition  of  radio  sales  at  this 
time  of  the  year  is  this  record  of  fifty-five  new  dealers 
opened  since  the  Electric  Scout's  Metropolitan  pres- 
entation on  March  9th. 

Here  is  evidence  of  the  waiting  unsatisfied  de- 
mand for  a  true  electric  set  at  a  popular  price. 

Also  available  as  chassis  only  for  special  con- 
sole installation. 

Write  your  Jobber  or  direct  to 


SLEEPER  RADIO  &  MFG.  CORPORATION 

Gordon  C.  Si.eepeii,  President 
461  Washington  Ave.,  Long  Island  City 


"Electric  not  Electrified 
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Stewart  Battery  Go.  Launches 
Publicity  and  Sales  Drive 

Products  of  This  Company  Being  Brought  to 
Attention  of  Big  Army  of  Buyers  Throughout 
the  Country— To  Be  Shown  at  R.  M.  A.  Show 


Price  of  Cromwell  Elec- 
trola  Is  Reduced  Materially 

Victor  Co.  Announces  Credit  Allowance  Plan 
to  Dealers — Parts  to  Improve  Reproduction 
and  Obviate  Service  Being  Supplied 


Latest  Summary  of  Exports 
and  Imports  of  "Talkers" 

Figures  on  Exports  and  Imports  of  Talking 
Machines  and  Records  for  March — General 
Increase  Over  Year  Previous 


An  extensive  advertising  and  sales  promotion 
campaign  in  the  music-radio  field  is  being 
launched  this  month  by  the  Stewart  Battery  Co., 
of  this  city.  The  Stewart  organization,  which 
has  been  engaging  in  the  manufacture  of  storage 
batteries  for  several  years,  has  taken  an  active 

part  in  the  develop- 
ment   of   both  "A" 
and    "B"  socket 
power     units  for 
radio  use.  The  com- 
pany has  enjoyed  a 
phenomenal  growth 
in    the    last  three 
years  and  is  to-day 
Stewart  Power  Unit       considered    one  of 
the  more  prominent  manufacturers  of  socket 
power  units  and  batteries  in  the  radio  industry. 

The  Stewart  Battery  Co.  is  headed  by  E.  J. 
Stewart,  president;  E.  S.  Fisher,  vice-president 
in  charge  of  sales;  P.  V.  Galvin,  vice-president 
in  charge  of  production,  and  H.  L.  Hochschild, 
secretary  and  treasurer. 

Recently  the  sales  promotion  department  of 
the  Stewart  Battery  Co.  mailed  to  the  trade  an 
attractive  three-color  folder,  illustrating  and 
describing  the  complete  line  of  socket  power 
units  manufactured  by  the  firm.  The  latest 
Stewart  product  is  the  Electric  "A,"  an  "A"  bat- 
tery eliminator  containing  no  battery,  tubes, 
acids  or  liquids.  Both  "A"  and  "B"  power  are 
controlled  automatically  from  the  radio  set 
switch,  and  since  it  is  small  and  compact  the 
unit  fits  all  console  set  compartments. 

Other  products  in  the  Stewart  line  are  the 
electric  "A-B,"  a  combination  of  the  Stewart 
Electric  "A"  with  the  Stewart  "B"  into  one 
compact  unit  controlled  automatically  from  the 
radio  set  switch.  The  Stewart  "B,"  which  uses 
the  Raytheon  tube,  is  also  furnished  as  a  sep- 
arate unit.  The  Stewart  Super  "A"  is  a  2/2-am- 
pere  automatic  charger  of  the  dry  solid  recti- 
fier type  combined  with  a  heavy-duty  Stewart 
battery,  which  automatically  restores  the  exact 
amount  of  current  used  and  starts  charging  the 
moment  the  radio  set  switch  is  turned  off.  The 
Stewart  Duo-Rate  "A"  unit  is  a  combination  of 
a  heavy-duty  Stewart  battery  and  a  Tu-Rate 
charger  combined  into  one  "A"  socket  power 
unit.  It  is  equipped  with  an  automatic  relay  and 
a  "B"  receptacle  to  control  both  "A"  and  "B" 
power  from  the  radio  set  switch. 

The  firm  also  produces  a  charger  known  as 
the  Stewart  Hi-Rate  automatic  "A"  charger,  as 
well  as  the  Stewart  Power  Controller  which 
transforms  an  "A"  battery  and  a  high-rate 
charger  combination  into  an  automatic  light 
socket  power  unit  controlled  from  radio  set 
switch,  and  the  Stewart  Automatic  Radio 
Power  Switch,  which  operates  any  trickle 
charger-battery  combination  and  "B"  power  unit. 
As  a  valuable  sales  aid  to  the  distributors  and 
dealers  who  handle  Stewart  socket  power  units, 
the  firm  will  launch  a  national  advertising  cam- 
paign in  the  near  future.  Full-page  advertise- 
ments will  appear  in  the  Saturday  Evening  Post, 
American,  Liberty,  Popular  Science  Monthly, 
Radio  News  and  the  Citizens'  Radio  Call  Book. 
The  dealers  may  capitalize  upon  this  advertis- 
ing by  using  sales-producing  displays  and  direct 
mail  material  which  will  be  furnished  by  the 
Stewart  Battery  Co.  The  Stewart  products  will 
be  exhibited  at  the  RMA  Trade  Show  at  the 
Hotel  Stevens,  Chicago,  in  June. 


An  important  reduction  in  list  price  on  the 
Cromwell  model  Electrola  was  announced  the 
early  part  of  this  month  by  the  Victor  Talking 
Machine  Co.  This  instrument,  which  formerly 
listed  at  $450,  is  now  selling  for  $250.  Dealers 
will  receive  a  list-price  credit  of  $200  for  every 
Cromwell  model  reported  in  stock  in  the  inven- 
tory of  April  9,  1927,  to  be  applied  on  the  pur- 
chase of  another  of  the  same  model. 

Another  announcement  regarding  the  same  in- 
strument has  also  been  made.  Soon  after  the 
introduction  of  the  Cromwell  Electrola  it  de- 
veloped that  it  was  very  sensitive  to  high-line 
voltage  and  while  it  gave  complete  satisfaction 
at  its  normal  rating  of  110  volts,  conditions  de- 
veloped at  120  volts  and  higher  that  required 
excessive  service.  To  obviate  this  service,  a  re- 
sistance which  can  be  easily  introduced  is  be- 
ing supplied  dealers  together  with  a  "Fuzz  Fil- 
ter" which  is  easily  installed  and  which  materi- 
ally improves  reproduction.  Both  of  these  parts 
will  be  supplied  dealers  without  charge. 

Annual  A.  K.  Convention 

to  Be  Held  on  May  17 

A  few  days  after  this  issue  goes  to  press, 
on  May  17,  to  be  exact,  the  Atwater  Kent  family 
of  executives  and  distributors  will  be  gathered 
in  annual  convention  at  Atlantic  City.  The  Am- 
bassador Hotel  has  been  selected  as  the  gather- 
ing place  and  a  heavy  attendance  is  looked  for 
as  usual.  In  addition  to  a  complete  schedule 
of  important  business  sessions,  many  enter- 
tainment features  are  planned.  This  year's  con- 
vention, it  is  expected,  will  probably  last 
through  the  entire  week. 


Washington,  D.  C,  May  7. — In  the  summary 
of  exports  and  imports  of  the  commerce 
of  the  United  States  for  the  month  of  March, 
1927,  the  following  are  the  figures  bearing  on 
talking  machines  and  records: 

The  dutiable  imports  of  talking  machines  and 
parts  during  March,  1927,  amount  in  value  tjo 
$40,256,  as  compared  with  $39,429  worth 
which  were  imported  during  the  same  period 
of  1926.  The  three  months'  total  ended  March, 
1927,  showed  importations,  valued  at  $144,676;. 
in  the  same  period  of  1926,  $93,654,  a  very  sub- 
stantial increase. 

Talking  machines  to  the  number  of  11,001 
valued  at  $366,828  were  exported  in  March, 
1927,  as  compared  with  5,909  talking  machines, 
valued  at  $182,830,  sent  abroad  in  the  same 
period  of  1926.  The  three  months'  total  showed 
that  we  exported  31,044  talking  machines, 
valued  at  $1,080,863,  as  against  19,537  talking 
machines,  valued  at  $512,366,  in  1926. 

The  total  exports  of  records  and  supplies  for 
March,  1927,  were  valued  at  $253,009,  as  com- 
pared with  $211,465  in  March,  1926.  The  three 
months  ending  March,  1927,  show  records  and 
accessories  exported  valued  at  $633,984,  as  com- 
pared with  $471,049  in  1926. 

The  countries  to  which  these  machines  were 
sent  during  March  and  their  values  were  as 
follows:  Europe,  $14,877;  Canada,  $20,867;  Cen- 
tral America,  $14,551;  Mexico,  $23,221;  Cuba, 
$20,300;  Argentina,  $22,812;  Chile,  $25,343; 
Colombia,  $51,023;  Peru,  $6,423;  other  South 
America,  $46,845;  China,  Hongkong  and  Kwan- 
tung,  $13,095;  Philippine  Islands,  $32,049;  Aus- 
tralia, $39,909;  New  Zealand,  $7,917;  other  coun- 
tries, $27,596. 


La  Forte  Music  Co.  Opens 

Monessen,  Pa.,  May  6.— The  American  Talking 
Machine  Co.,  of  which  Tom  S.  LaForte  is  pro- 
prietor, plans  another  store  at  470  Donner  ave- 
nue, to  be  known  as  the  LaForte  Music  Co. 


UDELL 
Radio  Cabinets  and  Tables 

will  be  displayed  in 

Room  557 

on  the  fifth  floor  of 

The  Stevens  Hotel,  Chicago 

during  the  convention  of 

The  Radio  Manufacturers  Assn* 

From 

June  13th  to  June  17th 

The  display  will  be  complete  and 
attractive  and  well  worth  a  visit. 

THE  UDELL  WORKS,  Inc. 

28th  at  Barnes  Avenue  Indianapolis,  Ind. 
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Major  James  E.  Hahn  Made 
President  of  Amrad  Corp. 

New  President  Announces  Discontinuance  of 
Low-Priced  Receivers — New  Amrad  Line  Will 
Include  Six,  Seven  and  Eight-Tube  Sets 


Boston,  Mass.,  May  6. — The  reorganization  of 
the  Amrad  Corp.,  of  this  city,  in  which  Powel 
Crosley,  Jr.,  president   of  the   Crosley  Radio 


Major  James  E.  Hahn 

Corp.,  is  interested,  has  just  been  announced. 

Major  James  E.  Hahn,  president  of  the  De- 
Forest  Radio  Corp.  of  Canada,  vice-president 
of  Keith,  Ltd.,  assumes  the  presidency  of  the 
Amrad  Corp.,  with  a  record  behind  him  of  su- 
perb accomplishment  in  radio.  Powel  Crosley 
is  chairman  of  the  board  of  the  new  company, 
and  Albert  B.  Ayers  has  assumed  the  duties  of 
general  sales  manager. 

Major  Hahn's   first  announcement  states  a 


Albert  B.  Ayers 

discontinuance  of  low-priced  radio  sets.  His 
statement  goes  on  to  say  that  all  merchandise 
produced  by  Amrad  will  be  of  an  extremely 
high  standard  of  quality,  and  that  this  standard 
will  be  maintained  in  every  phase  of  the  busi- 
ness. The  Amrad  franchise  will,  when  possible, 
be  given  to  distributors  for  exclusive  territory, 
and  the  retail  sale  will  also  be  confined  to  a 
limited  number  of-  outlets.  Consumer  advertis- 
ing will  be  forcefully  employed  to  give  addi- 
tional sales  impetus  to  the  work  of  distributors 
and  dealers. 

The  new  Amrad  line,  shortly  to  be  officially 
exhibited,  will  include  six,  seven  and  eight-tube 
licensed     Neutrodyne     receivers,  completely 


shielded  and  pure  single  control  antenna  and 
loop-operated.  Both  compact  and  console 
models  will  be  available. 

The  factory  at  Medford  Hillside,  Mass.,  al- 
ready splendidly  equipped,  has  been  augmented 
with  an  increased  engineering  staff,  and  much 
new  machinery. 

Albert  B.  Ayers,  the  general  sales  manager  of 
the  company,  has  had  a  wide  experience  in  the 
Neutrodyne  field,  having  been  general  sales 
manager  of  the  Freed-Eisemann  Co.  in  1923 
and  1924,  leaving  Freed-Eisemann  to  take 
charge  of  the  sales  of  the  Eagle  Radio  Corp., 
of  Newark,  N.  J.  In  his  work  with  Amrad, 
Mr.  Ayers,  who  is  widely  known  throughout 
the  radio  industry,  will  be  in  charge  of  sales 
and  advertising. 


Empire  Phono  Parts  Go.  Mar- 
kets Two  New  Tone  Arms 

Cleveland,  O.,  May  5.— The  Empire  Phono 
Parts  Co.,  manufacturer  of  tone  arms  and 
sound  boxes,  has  developed  two  new  tone  arms 
which  have  won  enthusiastic  praise  from  the 
trade  throughout  the  country.  The  new  prod- 
ucts are  of  different  sizes,  the  No.  50  designed 
for  use  with  the  regular-sized  phonographs  and 
the  No.  25  for  instruments  of  the  portable  type. 
Both  are  of  the  pivot-base  type  and  are  made 
of  drawn  brass,  presenting  a  most  attractive 
appearance. 

These  new  products  are  of  the  high  quality 
that  have  won  popularity  for  the  other  items 
manufactured  by  the  Empire  Phono  Parts  Co., 
including  sound  boxes.  The  company  has  built 
up  a  nation-wide  reputation  for  the  excellence 
of  its  line,  large  sales  being  enjoyed. 

W.  J.  McNamara,  president  of  the  company, 
who  is  largely  responsible  for  its  success,  is  a 
veteran  of  the  industry,  his  experience  in  the 
field  covering  many  years.  The  entire  Empire 
Phono  Parts  organization  has  been  carefully 
selected  and  the  company's  executives  are 
familiar  with  every  phase  of  the  industry.  The 
Empire  Phono  Parts  Co.  has  built  solidly  on  a 
foundation  of  service. 


J.  A.  Fischer  Go.  Issues 

Supplement  to  Catalog 

Philadelphia,  May  4. — The  J.  A.  Fischer  Co., 
of  this  city,  maker  of  Valley  Forge  main 
springs  and  Val-Phonic  Reproducers,  has  just 
issued  a  32-page  catalog  supplement,  contain- 
ing items  of  interest  to  the  talking  machine 
store,  as  well  as  the  repair  department.  Many 
of  the  items  illustrated  in  this  catalog  are 
said  to  be  entirely  new  and  the  first  responses 
received  are  reported  very  substantial. 

When  interviewed,  J.  A.  Fischer  stated  that 
business  was  entirely  up  to  par  and,  in  fact,  a 
decided  increase  has  been  shown  during  the 
past  month  over  the  corresponding  period  of 
last  vear. 


Leroy  Hughbanks,  Columbia 
Dealer,  Opens  New  Quarters 

Anthony,  Kan.,  May  5. — Leroy  Hughbanks, 
proprietor  of  the  Hughbanks  Radio  &  Phono- 
graph Co.,  recently  opened  offices  in  the  Home 
State  Bank  Building,  from  which  he  will  conduct 
his  business.  Mr.  Hughbanks,  who  is  a  most 
successful  Columbia  dealer,  is  a  remarkable 
character.  Despite  the  fact  that  he  has  been 
handicapped  throughout  life  by  being  totally 
blind,  he  is  one  of  the  best-informed  men  of 
the  section  and  has  represented  his  district  in 
the  State  legislature.  He  is  an  authority  on  ra- 
dio and  has  written  a  number  of  articles  on  the 
subject  for  the  leading  scientific  magazines  of 
the  country. 


J.  M.  Schwartz  Appointed 
to  an  Important  Position 

Made  Sales  Promotion  Manager  of  the  Freed- 
Eisemann  Radio  Corp. — Plans  Dealer- Jobber 
Co-operation  for  Mutual  Benefit 


Jay  M.  Schwartz,  well  known  in  the  music- 
radio  industry,  has  been  appointed  sales  pro- 
motion manager  of  the  Freed-Eisemann  Radio 
Corp.,  Brooklyn,  N.  Y.,  according  to  a  recent 
announcement.  Air.  Schwartz  brings  to  the 
Freed-Eisemann  Corp.  a  thorough  experience 
in  radio  merchandising.  At  one  time  he  was 
national  products  sales  manager  of  the  Radio 
Stores  Corp.  and  more  recently  assistant  sales 
manager  of  the  Chas.  Freshman  Co. 

Mr.  Schwartz's  chief  duty  in  the  Freed-Eise- 
mann organization,  the  announcement  states, 
will  be  to  bring  about  a  greater  degree  of  co- 
operation between  dealer  and  jobber,  through 
the  planning  of  sectional  publicity  and  co-opera- 
tive advertising.  His  activities  will  be  separate 
from  the  company's  regular  sales  organization. 


Johnson  and  His  Orchestra 
Popular  Emerson  Artists 

Johnny  Johnson  and  His  Orchestra  are  one  of 
the  feature  musical  combinations  now  making 
Emerson  records  for  the  Consolidated  Record- 
ing Laboratories.  This  orchestra  has  been  one 
of  the  most  popular  on  Broadway,  having  played 


Johnny  Johnson  and  His  Orchestra 

an  engagement  at  the  Twin  Oaks  restaurant 
and  after  a  short  interval  contracted  for  return 
engagement  for  a  long  period.  In  addition  to 
playing  at  the  Twin  Oaks  the  Johnny  Johnson 
Orchestra  has  been  doubling  up  at  various  thea- 
tres in  the  metropolitan  area.  This,  together 
with  radio  broadcasting,  has  greatly  enlarged  its 
public. 

Among  the  Emerson  records  made  by  this 
orchestra  are  such  popular  numbers  as  "I'm  In 
Love  Again,"  "Wild  Wildflowers,"  "Wistful  and 
Blue,"  "Rosy  Cheeks"  and  "Hoosier  Sweet- 
heart." 


B.  P.  Kinney  Appointed 

Agent  for  Magnavox  Line 

Cleveland,  O.,  May  6. — Brewster  P.  Kinney,  of 
this  city,  has  been  appointed  as  manufacturer's 
agent  for  the  Magnavox  Co.,  Oakland,  Cal.,  in 
a  territory  consisting  of  northern  Ohio  and 
northwestern  Pennsylvania.  Mr.  Kinney's  sales 
experience  has  been  principally  in  the  automo- 
bile, machinery  and  brass  goods  field,  and  he 
has  been  associated  since  1915  with  Kinney  & 
Levan  Co.,  of  which  his  father,  George  W. 
Kinney,  is  president.  For  the  past  several  years 
he  has  been  associated  with  the  Kinney  & 
Levan  Co.  in  an  executive  capacity,  and  he  has 
interested  himself  in  radio  merchandising  for 
several  vears. 


The  King  Cabinet  Co.,  New  York,  manufac- 
turer of  radio  furniture,  was  recently  incor- 
porated at  Albany  with  a  capital  stock  of  $10,000. 


MANUFACTURERS  OF  RADIO  and  PHONOGRAPH  HARDWARE 
Write — Star  Machine  &  Novelty  Co.,  9-1 1  Watsessing  Ave.,  Bloomfield,  N.  J. 
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Atwater 

RADIO 


f  ! 


z<>* 


This  clipping  was  torn 
from  an  Atwater  Kent 
advertisement  appear- 
ing in  April  magazines. 

Sell  them 
a  second  set 


M„<kl  35, 


voungst 
tions 


for  y°u; 

(retting  ^3 


a  seC^  hft  of  gentle,  sooth 
stairs.  A  bit  ot&  ungsters 
ing  music  puts  y  e. 
quiedV  to  steep; ^  ^ 
?ess  in  a  sit*  r,°      stairs  is 
S ^  family  set d °^eUgbtiul 

playing  rtJ£,  avvay  by 
sometimes  to  sHp  muslc 

S  cultivated  taste. 


ButnoNV>>y 
soothe  nerves 

ing  P^eas3/ 


EVERY  SUNDAY  EVENING :  -  The 
Atwater  Kent  Radio  Artists  bring  you  their  sum- 
mer program  at  9:15  Eastern  Daylight  Time,  8:15 
Central  Daylight  Time,  through  : 


WEAF  . 
WEEI  . 
WRC  . 
WSAI  . 
WGN  . 
WCAE. 


.  New  York 
.  .  .  Boston 
Washington 
Cincinnati 
.  .  Chicago 
.  Pittsburgh 


WGR  Buffalo 

WOC  ....  Davenport 

KSD  St. Louis 

WWJ  Detroit 

WCCO  .  Mpls.-St.  Paul 
WGY  .  .  .  Schenectady 


The  seed  of  a 
bi£  idea 


t^EAD  that  little  paragraph.  Then  start  working  on 
Atwater  Kent  Radio  owners.  Sell  them  "Upstairs  Sets." 

The  idea  is  bound  to  catch  on,  especially  with  families 
having  youngsters  or  invalids.  People  have  upstairs  tele- 
phones, several  bathrooms,  two  cars  or  more.  A  second 
Radio  is  just  as  sensible  and  desirable.  It  can  be  used  this 
summer  in  camp,  cottage  or  yacht  and  then  installed  up- 
stairs in  the  fall. 

This  is  plus  business.  It's  a  chance  to  make  a  resale. 
People  who  have  bought  Atwater  Kent  Radios  are  your 
best  customers  because  they  are  satisfied.  Cultivate  that 
satisfaction  into  another  sale. 

Here's  a  chance  to  pep  up  sales  now.  Write  to  Atwater 
Kent  Radio  owners.  Tell  service  men  to  plant  the  idea. 
Have  salesmen  talk  it.  Let  us  know  how  it  works. 


ATWATER  KENT  MANUFACTURING  COMPANY 
4725  Wissahickon  Avenue       A.  Atwater  Kent,  President        Philadelphia,  Pa. 


ATWATER  KENT  RADIO  IS  ADVERTISED  TWELVE  MONTHS  IN  THE  YEAR 
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Freed-Eisemann  Announces 
New  Cabinet  Arrangement 

Caswell-Runyan  Co.  Will  Manufacture  Radio 
Cabinets  Exclusively  for  Freed-Eisemann 
Receivers — Will  Ship  Direct  to  Jobbers 


A  new  arrangement,  whereby  the  Caswell- 
Runyan  Co.,  of  Huntington,  Ind.,  will  manu- 
facture  radio    cabinets   exclusively   for  Freed- 


Alex  Eisemann,  Treasurer 

Eisemann,  has  been  announced  by  Treasurer 
Alex  Eisemann,  of  the  Freed-Eisemann  Radio 
Corp.,  Brooklyn.  Under  terms  of  this  agree- 
ment Freed-Eisemann  will  do  the  national  ad- 
vertising and  Caswell-Runyan  will  sell  direct  to 
Freed-Eisemann  distributors,  and  Freed-Eise- 
mann will  supply  the  distributors  with  chassis 
to  be  mounted  in  the  cabinets. 

Commenting  upon  this  combination  of  manu- 
facturing interests,  Mr.  Eisemann  stated: 

"Under  the  contract  recently  consummated 
between  our  company  and  the  Caswell-Runyan 


large  commitments  far  in  advance  of  the  season, 
and  the  danger  of  a  shortage  of  cabinets  if 
such  early  commitments  are  not  made.  The 
agreement  provides  for  a  standardization  ofi 
the  Caswell-Runyan  line  into  a  few  acceptable 
models,'  and  the  Freed-Eisemann  organization 
will  function  as  national  sales  agent.  No  de- 
liveries of  Caswell-Runyan  cabinets  may  be 
made  to  any  distributor  or  dealer  without  entry 
of  the  order  and  sanction  by  us.  However,  in 
billing  the  distributor  direct,  the  transportation, 
overhead  charges  and  profit,  which  would  other- 
wise be  necessary  for  us  to  add,  are  eliminated 
and  the  price  of  the  merchandise  is  brought; 
down  to  a  figure  far  below  that  at  which  it 
would  be  possible  to  sell  it  under  any  plan  in 
operation  heretofore." 

"From  an  economic  standpoint  the  manufac- 
turer of  radio  apparatus  cannot  function  as  a 
national  super-jobber  of  furniture.  It  is  my 
belief  that  that  is  not  a  sound  merchandising 
set-up,  and  that  the  new  Freed-Eisemann-Cas- 
well-Runyan  deal  will  be  more  satisfactory. 
Under  our  contract  supplies  are  assured  early 
in  the  season  to  Freed-Eisemann  distributors 
and  dealers  and  models  will  be  standardized." 

The  Caswell-Runyan  Co.,  long  noted  as  a  fac- 
tor in  the  cedar  chest  industry,  entered  the  radio 
cabinet  field  in  1924.  They  soon  made  a  suc- 
cess, according  to  Mr.  Eisemann,  and  from  July, 
1924,  to  July,  1926,  they  produced  over  212,000 
radio  cabinets,  the  major  portion  of  which  were 
consoles.  The  plant,  which  began  with  a  staff 
of  thirty-five  men  in  1907,  to-day  employs  1,000 
men  during  the  season  and  occupies  over  625,000 
square  feet  at  Huntington,  Ind.,  and  is  regarded 
as  one  of  the  largest  cabinet  manufacturers  in 
the  Middle  West.  Winifred  Runyan,  president, 
and  James  W.  Caswell,  secretary  and  treasurer, 
are  chiefly  responsible  for  the  leadership  which 
their  organization  has  achieved. 


E.  A.  McMurtry  President 
of  Canadian  Phono.  Mfrs. 


Montreal  Trade  Activities 


Caswell-Runyan  Plant 

Co.,  we  have  what  we  believe  is  the  first  feasible 
plan  of  distribution  of  cabinets  since  the  incep- 
tion of  the  great  demand  for  furniture  models. 
We  have  found  the  means  of  eliminating  the 
necessity  for  distributors  and  dealers  making 


Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


Montreal,  Can.,  May  6. — The  annual  meeting 
of  C.  W.  Lindsay,  Ltd.,  Brunswick  distributor, 
was  held  recently  when  the  regular  dividend  of 
f   7  per  cent  on  preferred  shares  and 
8  per  cent  on  common  shares  was 
declared. 

All  local  His  Master's  Voice 
dealers  are  displaying  and  advertis- 
ing the  new  Automatic  Ortho- 
phonic  Victrola. 

Recent  Victor  artists  performing 
personally  in  local  theatres  in- 
cluded Sir  Harry  Lauder  and  Ser- 
gei Ram.    Dealers  tied  up. 

Edgar  M.  Berliner,  president  of 
the  Victor  Talking  Machine  Co.  of 
Canada,  Ltd.,  has  been  nominated 
as  a  representative  to  serve  as  the 
executive  of  the  Quebec  Division 
of  the  Canadian  Manufacturers' 
I  Association.  In  order  to  cope 
with  increased  business  conditions 
the  music  department  of  Henry  Morgan  & 
Co.,  Ltd.,  has  been  removed  from  the  fourth 
floor  to  the  fifth  where  the  Victor  line  of  phono- 
graphs and  the  various  radio  goods  can  be 
shown  and  handled  to  better  advantage. 

Standard  Phonograph  Accessories  &  Supply 
Co.  has  been  appointed  sole  representative  for 
Vita-Phonic  products  manufactured  by  Jos.  E. 
Ruddell,  New  York. 


New  Columbia  Artists 


The  Columbia  Phonograph  Co.,  New  York, 
recently  announced  that  Harold  Leonard  and 
lli^  W  aldorf-Astoria  Orchestra  had  become  ex- 
clusive Columbia  recording  artists.  The  smooth 
notes  of  this  organization  are  well  known  to 
dance  lovers  who  patronize  this  famous 
hostelry,  as  well  as  to  millions  of  radio  listen- 
crs-in.  The  records  to  be  made  by  this 
aggregation  of  artists  are  expected  to  be  in 
popular  demand  throughout  the  country. 


Hold  Annual  Meeting  of  Canadian  Phonograph 
Manufacturers'  Association — Officers  Elected 
— News  From  Toronto  Territory 


Toronto,  Ont.,  May  7. — The  annual  meeting  of 
the  Canadian  Phonograph  Manufacturers'  Asso- 
ciation was  held  in  Toronto  recently  with  John 
F.  Bain,  president,  occupying  the  chair.  The 
meeting  was  confined  mostly  to  routine  mat- 
ters, then  followed  the  election  of  officers,  which 
resulted  as  follows:  President,  E.  A.  McMurtry, 
Columbia  Phonograph  Co.,  Ltd.;  Vice-President, 
J.  H.  Biggar,  Victor  Talking  Machine  Co.  of 
Canada,  Ltd.;  Secretary-Treasurer,  J.  S.  Atkin- 
son, Canadian  Bureau  for  the  Advancement  of 
Music. 

The  Automatic  Orthophonic  Victrola  was  in- 
troduced by  demonstrations  in  all  principal 
cities  throughout  the  Dominion.  Three  records 
by  the  famous  choir  of  St.  George's  Chapel, 
Windsor,  England,  have  recently  been  released 
by  the  Columbia  Phonograph  Co.,  Ltd.,  and 
this  company  reports  that  its  dealers  through- 
out Canada  have  been  prompt  to  see  the  oppor- 
tunity given  them  in  these  beautiful  recordings. 
Public  interest  in  this  country  links  on  to  these 
recordings  not  only  by  reason  of  the  outstand- 
ing prominence  of  the  Choir  in  England,  but 
by  reason  of  the  visit  to  Canada  and  successful 
tour  of  these  gifted  and  trained  singers. 

Pollock- Welker,  Ltd.,  Kitchener,  Ont.,  maker 
of  portable  phonographs,  motors,  tone  arms  and 
phonograph  equipment,  has  just  announced  its 
new  509  tone  arm.  This  new  arm  is  the  out- 
come of  much  research  work,  and  it  is  expected 
by  the  manufacturers  that  it  will  enjoy  a  big 
sale  throughout  the  Dominion. 

National  Cabinet  Co.,  Ltd.,  Toronto,  will 
hereafter  distribute  its  Ampliphonic  phonograph 
direct  to  the  dealer  in  place  of  through  whole- 
sale distributors. 

McLagan  Phonograph  Corp.,  Stratford,  Ont., 
has  just  completed  negotiations  for  the  ex- 
clusive Canadian  distribution  of  Polly  portable 
phonographs  manufactured  by  the  Polly  .Port- 
able Phonograph  Co.,  Inc.,  New  York.  Ship- 
ments have  already  been  received  and  orders 
taken  and  machines  shipped  out  to  dealers. 

W.  J.  McNamara,  president  of  the  Empire 
Phonograph  Parts  Co.,  Cleveland,  O.,  was  a 
recent  visitor  to  Canada.  He  intimated  that 
the  phonograph  has  made  a  very  definite  come- 
back as  the  records  of  his  firm's  operations 
show. 

O.  P.  Harris,  of  the  Brunswick  Co..  Chicago, 
has  been  touring  Western  Canada  teaching  re- 
tail salesmen  how  to  best  present  the  Pana- 
trope  story  and  effectively  demonstrate.  He 
will  later  do  likewise  for  the  trade  in  the  East. 

C.  T.  McKelvey,  sales  and  promotion  manager 
of  the  Brunswick-Balke-Collender  Co.,  recently 
gave  an  informative  talk  bristling  with  sales 
material,  and  also  demonstrated  the  Panatrope 
to  members  of  the  firm  and  staff  of  Heintzman 
&  Co.,  Ltd.  Air.  McKelvey  also  explained  the 
Brunswick  Light  Ray  system  of  recording. 


Announces  New  Needle  Gup 

A  new  needle  cup,  specially  designed  for 
portable  phonographs,  with  a  patented  hinge 
which  stays  open  when  the  cover  is  raised,  has 
been  introduced  to  the  trade  by  H.  A.  Guden 
Co.,  New  York,  the  well-known  house  of  phono- 
graph and  radio  hardware.  The  new  cup  is 
proving  very  popular,  according  to  Mr.  Guden, 
who  states  that  his  organization  is  enjoying 
a  very  active  business. 


Branch  Store  Is  Opened 

Ari'ALACHiA,  Va.,  May  6. — The  Addington 
Jewelry  Co.  has  opened  a  branch  store  on  West 
Main  street  and  will  carry  a  complete  line  of 
talking  machines,  records,  etc. 
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The 

Swanson  King 

In  All  Popular  Bright  Colors 

The  Swanson  King  has  the  tone  qual- 
ity and  strength  of  a  high-priced  ma- 
chine. The  embossed,  oversize  case 
gives  it  the  appearance  of  a  high- 
priced  machine.  And  yet  it  is  listed 
to  sell  at  only 


De  Luxe  PORTABLE 

The  last  word  in  portable  phonographs.  Ex- 
clusive features  such  as  adjustable  tone 
chamber,  special 
phonic  reproducer  and 
tone-arm  that  need  not 
be  detached  to  carry, 
recommend  the  De 
Luxe  to  those  who 
want  something  bet- 
ter than  "the  cheap- 
est." Plenty  of  buyers 
at 


At  the 
CHICAGO 
CONVENTION 

Your  are  cordially  invited 
to  enjoy  Consolidated  hos- 
pitality in  Suite  1500-1501- 
1502  at  the  Stevens  Hotel, 
Chicago,  during  the  Music 
Convention,  June  6-10. 
Make  the  Consolidated 
suite  a  meeting  place  for 
your  friends  and  your  own 
convenience. 

CONSOLIDATED 
Talking  Machine  Co, 

Consolidated  Building 
227-229  W.  Washington  Blvd. 
CHICAGO 

Minneapolis :  1424  Washington  Ave.,  S. 
Detroit:  2949  Gratiot  Ave. 


Suite  1500-01-02, 
Stevens  Hotel, 
Chicago 
June  6-10 


The 

Nifty 

$  1500 


Big  in  everything  but  price — case 
full  size  of  standard  portable,  in 
all  popular  bright  colors,  splendid 
motor,  very  fine  reproducer  and 
tone  arm.  The  Biggest  Value  in 
the  Trade  at  $15,  list. 
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New  Stores  and  Changes  Among  Talking 

Machine  Dealers  During  the  Past  Month 

New  Stores  Opened  Recently  Throughout  Country  and  Changes  of  Management  Compiled  for 
Benefit  of  Talking  Machine  and  Radio  Manufacturers  and  Distributors 


Arkansas 

Pine  Bluff— A  merger  has  been  effected  between  the 
Hollenberg  Music  Co.,  the  Nowlin-Carr  Music  Co.,  both 
of  Pine  Bluff,  and  the  Richards-Bevill  Co.,  Hot  Springs, 
and  the  new  company  will  operate  a  chain  of  stores  un- 
der the  name  of  the  Hollenberg  Music  Co. 

Pine  Bluff— A  new  music  store  has  been  opened  at  514 
Main  street  by  A.  G.  Kahn  and  George  F.  Kahn,  carrying 
musical  instruments. 

California 

San  Francisco— Kohler  &  Chase  have  closed  the  Mission 
street  branch  store,  and  L.  P.  Tenney,  manager,  has 
been   transferred    to   the   O'Farrell  store. 

Anaheim— Hans  Madlener  has  purchased  control  of  Ham- 
mers Music  Store,  124  East  Center  street,  carrying  a  com- 
plete line  of  musical  instruments. 

Watsonville— A  branch  of  the  Wiley  B.  Allen  Co.  of 
San  Francisco  has  been  opened  in  the  California  Furni- 
ture Store,  Third  street,  B.  D.  Elliott,  manager. 

Colorado 

Rocky  Ford— The  C.  O.  Clark  Music  Co.  has  taken  new 
quarters  at  Main  street  and  Maple  avenue,  carrying 
talking  machines,  Gulbransen  pianos  and  band  instru- 
ments. 

Connecticut 

Putnam— Fred  M.  Prince  has  succeeded  the  late  Wallace 
W.  Tuttle  as  president  of  the  Putnam  Music  Shop,  Inc. 

Waterbury— The  De  Vito  Music  Co.  has  been  incor- 
porated to  deal  in  musical  instruments,  the  officers  being 
Louis  M.  De  Vito,  Michael  S.  De  Vito  and  Joseph  C. 
Oliver. 

Naugatuck — Winslow's  Music  Shoppe  has  moved  from 
82  Church  street  to  new  and  larger  quarters  in  the 
Freedman  Building,  64  Church  street. 

Florida 

Lake  Wales— The  Scholtz  Music  Co.,  Inc.,  has  been  in- 
corporated with  a  capital  stock  of  $10,000,  the  officers 
being  F.  H.  Scholtz,  Ellen  M.  Scholtz  and  M.  C.  Jones. 

Lakeland — The  Waring  Music  Co.,  Inc.,  has  acquired 
control  of  the  Sappington  Music  Co.,  which  will  be  con- 
ducted as  a  branch,  J.   C.  Weithaus,  manager. 

Illinois 

Kankakee — A  new  music  department,  called  the  Musical 
Instrument  &  Supply  Co.,  has  been  opened  by  Bert  Miller 
in  conjunction  with  the  Hugo  &  Wolf  Jewelry  Co.,  East 
Court  street. 

Libertyville — Earl  G.  Alden  recently  opened  a  new 
music   store   carrying   musical  instruments. 

Chicago — The  Harry  Brooks  Music  Co.,  which  has  oper- 
ated a  music  store  for  four  years  at  234  South  Wabash 
avenue,  has  moved  to  335  South  Wabash  avenue. 

Rockford — The  Gulbransen-Brunswick  Music  Co.,  of 
which  John  Blomquist  is  manager,  has  moved  to  larger 
quarters  at  1146  Broadway. 

Iowa 

Clinton — The  Paddock  Music  Co.,  which  was  established 
here  about  two  years  ago,  has  taken  larger  quarters  at 
311  South  Second  street. 

Kentucky 

Corbin — A.  D.  Golden  recently  announced  that  the  music 
store  of  which  he  is  owner  and  manager  will  be  known 
as  Golden's  Music  Store  instead  of  Lay's  Music  Store. 

Louisiana 

New  Orleans — The  King  Music  House,  Inc.,  has  been 
incorporated  with  a  capital  stock  of  $25,000  by  F.  B.  Car- 
penter and  Leslie  George. 

Massachusetts 

Worcester— James  A.  McNamara  has  been  appointed 
manager  of  the  new  music  department  of  the  I.  H.  Morse 
Co.,  which  has  been  opened  on  the  second  floor  of  the 
store. 


Michigan 

Bay  City— The  Kahn  Music  &  Jewelry  Store,  Inc.,  has 
been  incorporated  to  deal  in  musical  instruments  with 
a  capital  stock  of  $50,000. 

Muskegon— The  Bush  &  Lane  Piano  Co.  has  opened  its 
third  local  branch  at  1234  Peck  street,  carrying  a  full 
line  of  instruments. 

Royal  Oak— The  Kimball  Piano  Co.,  612  St.  Charles 
street,  recently  suffered  a  slight  fire  loss. 

Minnesota 

Hibbing— The  Alden  Music  Store  has  been  completely 
redecorated  and  a  platform  for  demonstrating  talking 
machines  has  been  installed. 

Hibbing— The  Winberg  Music  Store  has  moved  from  its 
old  location  on  Howard  street  to  new  quarters  adjoining 
the  Boston   department  store. 

Missouri 

Clayton— Val  A.  Reis,  formerly  of  the  Smith-Reis  Piano 
Co.,  which  is  liquidating,  has  opened  a  new  store  called 
the  Smith-Boyd  Co.,  at  22  Meramec  avenue. 

Kansas  City— The  W.  W.  Kimball  Co.  has  opened  a 
branch  store  at  Armour  and  Main  streets. 

Kansas  City— The  J.  W.  Jenkins  Sons  Co.  has  opened 
a  second  branch  store  at  1217-16  Main  street,  carrying 
a  complete  stock  of  musical  instruments. 

Nebraska 

Fairbury— The  White  Piano  Co.,  carrying  an  extensive 
line  of  musical  instruments,  has  moved  to  new  quarters 
in  the  Masonic  Temple  Building. 

Wilber— Richard  and  Emil  Kliment  have  purchased  the 
interest  of  F.  W.  Hodek  in  the  Hodek  Music  Shop. 
New  Jersey 

Dover — The  store  of  the  Harway  Music  Co.,  28  West 
Blackwell  street,  has  been  redecorated  and  its  display 
facilities  have  been  increased. 

New  Mexico 

Clayton— F.  P.  Kilburn  has  opened  a  new  music  depart- 
ment in  the  Woodward  Block  as  an  annex  to  his  furni- 
ture business. 

New  York 

Rome — Buckingham  &  Moak,  of  Utica,  one  of  the  oldest 
music  houses  in  the  country,  have  opened  a  branch  store 
here. 

Binghamton — Sullivan  Bros.,  who  have  conducted  a 
music  store  here  for  the  past  ten  years,  have  opened 
their  new  six-story  building  at  132-34  State  street. 

Troy— Miller's  Music  Store,  71-73  Fourth  street,  suffered 
heavy  damages  from  a  fire,  which  practically  destroyed 
the  building  in  which  the  store  is  located. 

Monroe — Philip  Fleischer,  of  Newburgh,  has  purchased 
the  E.  A.  Koonz  Music  &  Furniture  store,  Lake  street. 

Saranac  Lake — Bosworth's  Music  Store,  located  in  the 
Keet  Block  on  Main  street,  recently  suffered  a  severe 
fire  loss. 

Buffalo — The  Hoffman  Piano  Co.,  carrying  a  line  of 
musical  instruments,  has  moved  to  new  quarters  at  Main 
and  Goodell  streets. 

Buffalo — The  Alfred  Music  Shop  has  taken  new  ware- 
rooms  at  611  Main  street. 

North  Carolina 

Durham — The  W.  R.  Murray  Co.,  local  music  house,  has 
moved  to  its  new  home  at  the  corner  of  Chapel  Hill  and 
Orange  streets. 

Winston-Salem— R.  R.  Bland  and  W.  L.  Easley  have 
opened  the  Melody  Shop  at  527  North  Liberty  street,  fea- 
turing Columbia  Viva-tonal  phonographs,  small  goods  and 
radio  receivers. 

Ohio 

Columbus — Heaton's  Music  Store,  33  East  Long  street, 
has  purchased  the  stock  and  business  of  the  O.  W.  Hud- 
nell  Co.,  759  North  High  street. 


Cleveland— A  branch  of  the  Euclid  Music  Co.  has  been 
opened  at  Coventry  road  and  Euclid  Heights  boulevard. 

Tiffin— Charles  M.  Hershberger,  music  store  proprietor, 
has  filed  a  petition  in  bankruptcy,  with  liabilities  of 
$16,550  and  assets  of  $7,732. 

Lorain— The  new  home  of  the  Witt  Music  Store  at  647 
Broadway  has  been  formally  opened. 

Cleveland— M.  H.  Grantkowski,  who  operates  a  music 
store  at  6508  Forman  avenue,  has  opened  a  branch  store 
at  6103  Broadway,  under  the  name  of  the  Broadway 
Music  House. 

Warren— An  involuntary  petition  in  bankruptcy  has  been 
filed  against  L.  J.  Leonard  Stewart,  doing  business  as  the 
Stewart  Music  House. 

Cleveland— The  Musical  Supply,  Inc.,  has  been  incor- 
porated with  a  capital  stock  of  $10,000. 

Cleveland— S.  J.  Basta  has  opened  a  new  music  store 
at  6032  Broadway,  southeast,  featuring  the  Columbia 
Viva-tonal  line. 

Mansfield— The  Charles  M.  Zitzer  music  store  has 
moved  from  35  North  Main  street  to  new  quarters  at  80 
North  Main  street. 

Oklahoma 

Kingfisher— The  Mallonee  Music  Co.,  of  El  Reno,  has 
opened  a  branch  store  in  the  Bracken  Building,  with 
Mrs.  Frank  Ward  as  manager. 

Chickasha— The  Fowler  Music  Co.  has  moved  from  its 
old  quarters  at  419  Chickasha  avenue  to  the  Hall  and 
Briscoe  Building  on  the  same  avenue. 

Oregon 

Medford— B.  J.  Palmer,  who  has  conducted  the  Palmer 
Music  House  for  several  years,  has  sold  his  interest  in 
the  business  to  C.  H.  Isaac,  W.  H.  Fluhrer  and  Miss 
Ruth  Fluhrer. 

Pennsylvania 

Philadelphia — Carson's  Music  Shop,  518  South  street,  has 
acquired  the  stock  of  the  People's  Talking  Machine  Co. 

Latrobe — A.  R.  Shaw  has  opened  a  new  music  store  on 
Depot  street. 

Philadelphia— The  store  of  H.  A.  Doull,  2315  Ridge 
avenue,  has  suffered  a  severe  fire  loss. 

Tennessee 

Clarksville — A  new  music  store  has  been  opened  here 
by  J.  M.  Dickson,  under  the  name  of  the  Dickson  Book 
&  Music  Store. 

Texas 

Dallas — The  Sanger  Music  Corp.  has  been  incorporated 
with  a  capital  stock  of  $5,000  to  conduct  a  general  music 
business. 

Bay  City— W.  E.  Goodwin  has  opened  a  new  music 
store  on  East  Sixth  street  to  act  as  a  sub-agency  for 
the  lines  carried  by  Thomas  Goggan  &  Bros.,  San  An- 
tonio. 

Utah 

Beaver — Harry  Lawrence  and  Cyril  Roberts  have  opened 
a  new  music  store,  called  the  Beaver  Music  Co.,  carrying 
a  full  line  of  musical  instruments. 

Washington 

Kelso — The  Norton  Music  Co.  has  been  incorporated 
with  a  capital  stock  of  $5,000,  the  proprietors  being  Charles 
A.  and  Lydia  B.  Norton. 

West  Virginia 

Weston — E.  J.  Tootman  and  Henry  J.  McKinley  have 
opened  a  new'  music  store  in  the  Malloy  Building  on 
Main  street. 

Wisconsin 

Superior — The  Broadway  Piano  Co.,  carrying  a  com- 
plete line  of  musical  instruments,  has  moved  to  new 
quarters  at  Tower  avenue  and  Belknap  street,  an  excel- 
lent location. 

Madison— T.  Lane  Ward  and  Cecil  D.  Brodt  have  opened 
a  new  music  store  at  238  State  street,  known  as  the  Ward- 
Brodt  Music  Co. 

Milwaukee — The  Flanner-Hafsoos  Music  House,  Inc., 
417  Broadway,  has  purchased  the  stock  of  Schefft's  Music 
House. 

Wyoming 

Thormopolis — Grant  W.  Rogers,  who  has  been  manager 
of  the  Rothrock  music  store  for  the  past  year,  has  pur- 
chased the  interests  of  H.  E.  Rothrock  in  the  business. 
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PAU  SI  NT 


Here's  one  good  selling  point  to  remember  about 
the  Octacone  Speaker.  You  can  knock  or  drop  it, 
accidentally  or  otherwise,  on  a  concrete  floor  if  you 
wish,  and  it  still  will  reproduce  just  as  clearly  and 
sweetly  as  it  ever  did.  If  you  have  your  doubts  as 
to  the  value  of  this  selling  feature  try  the  same  ex- 
periment with  any  other  six  speakers. 


List 


Slightly  higher 
west  of  the  Rockies 


Pausin  Engineering  Company 

727  Frelinghuysen  Ave.,  Newark,  N.  J. 


Licensed  Under  Frank  E.  Miller, 
Patent  Numbers  1,190,787,  1,220,669. 
1,294,137.     Other  Patents  Pending. 
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1/  the  Portable  You  Sell  Has  a  Flyer  Motor 

It's  a  Qood  Portable 

A PORT  ABLE  phonograph  can  be  no  better  than 
its  motor,  A  pretty  case  won't  pacify  a  cus- 
tomer if  the  motor  inside  goes  bad. 

That's  why  it  pays  to  handle  Flyer-equipped  port- 
ables. The  Flyer  is  the  motor  with  the  tough  ath- 
letic spring,  cast  iron  frame,  specially  cut  precision 
governors,  gears  and  bearings,  and  with  fibre  used 
in  the  fibre  gear  seasoned  for  over  a  year.  The  Flyer 
is  the  motor  that  must  pass  77  inspections  before 
it  can  be  used.  The  Flyer  is  the  motor  that  is  noise- 
less, free  from  all  vibration,  and  built  to  stand  long 
years  of  hard  use  and  abuse. 

That  is  why  the  majority  of  all  portables  sold  are 
equipped  with  Flyer  Motors  ^manufacturers  and 
dealers  both  know  their  business  is  safe  and  their 
profits  sure  with  the  dependable  Flyer. 


ENE1AI INDUSMES  CO 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 

Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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Brunswick  Go.  Display  Room 
at  Atlantic  City  Opened 

Approximately  2000  People  Attend  Opening 
Ceremonies  of  Brunswick  Auditorium  on  the 
Boardwalk — Mayor  Extends  Welcome 


Saturday  afternoon,  April  16,  marked  a  new 
epoch  in  Brunswick  merchandising.  On  this, 
the  first  day  of  the  Easter  rush  to  the  shore, 
the  new  and  beautifully  appointed  display  rooms 
of  the  Brunswick-Balke-Collender  Co.,  Indiana 
avenue  and  the  Boardwalk,  were  opened  to  the 
general  public. 

In  the  afternoon  Mayor  Ruffu,  of  Atlantic 
City,  extended  his  official  welcome  to  this  ex- 
hibit of  Brunswick  "On  the  Boardwalk."  Ac- 
companying him  as  a  welcoming  reception  com- 
mittee were  Major  Hickman,  president  of  the 
Atlantic  City  Chamber  of  Commerce;  T.  L.  Hus- 
selton,  field  secretary  of  the  Atlantic  City  Cham- 
ber of  Commerce,  and  the  managers  of  most  of 
the  national  exhibits  now  operating  on  the 
Boardwalk. 

The  mayor  and  reception  committee,  after  a 
thorough  inspection  of  the  facilities  for  enter- 
taining the  public,  took  advantage  of  the  invi- 
tation to  hear  a  special  demonstration  of  the 
Brunswick  Panatrope  and  Radiola,  and  Messrs. 
Lorenzo  and  Lyons,  in  active  charge  of  the 
demonstration,  received  many  congratulations 
on  behalf  of  the  Brunswick  Co. 

From  7  p.  m.,  the  time  the  exhibit  opened, 
until  its  closing  at  10  p.  m.,  about  1,500  to  2,000 
people  were  entertained  either  in  the  beautiful 
auditorium  on  the  first  floor,  or  in  the  indi- 
vidual display  rooms  on  the  second  floor.  In 
the  Auditorium  a  varied  program  of  classical 
and  popular  music  was  played  on  the  newest 
addition  to  the  Brunswick  line,  the  "138  type" 
Panatrope  with  Radiola. 

Mr.  Lorenzo,  a  special  Chicago  representative, 
and  Geo.  A.  Lyons,  district  manager  of  Phila- 
delphia, explained  between  each  record  the 
musical  value  of  the  particular  record,  and  the 
numerous  meritorious  features  of  the  various 
Brunswick  products. 

The  Auditorium,  directly  off  the  Boardwalk,  is 
very  tastefully  decorated.  The  walls  have  been 
made  up  in  Travatine  type  block,  to  give  the 
.  appearance  of  weathered  stone.  The  light  is 
obtained  by  an  indirect  system  placed  in  an 
ornamental  cove.  Various  colored  lights  can 
be  used  at  will,  and  this  color  effect,  with  the 
general  decorative  scheme  of  ornamental  coves 


and  arches  in  polychrome  effect  of  colors  in 
gold,  blue,  green  and  red,  is  causing  consider- 
able comment  in  Atlantic  City. 

Assisting  in  the  reception  of  visitors  on  be- 
half of  the  Brunswick  Co.  were  C.  D.  McKin- 
non,  manager  of  record  sales  of  Chicago;  E.  E. 
Neil,  branch  manager  of  Philadelphia;  Edward 
Strauss,  district  manager,  and  Chas.  Shaw,  of 
Ealtimore. 

A  carefully  trained  staff  has  been  placed  in 
c!:aige  of  the  Atlantic  City  exhibit,  and  any  vis- 
itors there  will  find  ample  information  awaiting 
them  on  Brunswick  phonographs,  Panatropes 
and  other  products. 


Clayton  A.  Grinnell  Dies 

While  at  Health  Resort 


One  of  Founders  of  Grinnell  Bros.,  Which  Op- 
erates Chain  of  Retail  Music  Stores — Long  an 
Active  Figure  in  Music  Trade 


Detroit,  Mich.,  May  5. — Clayton  A.  Grinnell, 
president  and  one  of  the  founders  of  Grinnell 
Bros.,  prominent  music  house,  died  on  Satur- 
day, April  30,  at  Colorado  Springs,  Colo.,  where 
he  was  living  in  an  effort  to  regain  his  health. 
In  1886  Mr.  Grinnell,  with  his  brother  Ira  L., 
founded  the  music  business  which  at  the  pres- 
ent time  has  ten  branches  in  Detroit  alone  as 
well  as  thirty-odd  stores  throughout  Michigan, 
Ohio,  Indiana  and  Ontario.  Mr.  Grinnell  was 
always  active  in  music  trade  affairs,  having  been 
president  of  the  National  Association  of  Music 
Merchants  and  was  for  many  years  on  the  Ad- 
visory Board  of  that  organization.  He  was  also 
the  first  president  of  the  Music  Industries  Cham- 
ber of  Commerce. 

The  funeral  services  took  place  at  the  Met- 
ropolitan Methodist  Episcopal  Church  on 
Wednesday,  May  4,  and  were  attended  by  hun- 
dreds of  the  deceased's  friends  and  relatives,  in- 
cluding Howard  J.  Shartle  and  Milton  H.  Wells, 
of  the  Cleveland  Talking  Machine  Co.;  William 
Lewis,  of  the  Victor  Talking  Machine  Co.; 
Harry  Gennett,  of  the  Starr  Piano  Co.;  C.  H. 
Anderson,  of  Lyon  &  Healy,  and  A.  E.  Clark- 
son,  of  His  Master's  Voice  Co.,  Toronto. 

Besides  his  widow,  Mrs.  Myrtle  Grinnell,  and 
daughter,  Geraldine,  Mr.  Grinnell  is  survived  by 
two  sisters,  six  nephews  and  a  niece. 


Broadcasting  station  WOR,  owned  and  op- 
erated by  L.  Bamberger  &  Co.,  Newark,  N.  J., 
was  recently  incorporated  at  $100,000. 


VISITORS 

to  the 

Music  Trades  and  R,  M.  A.  Conventions 

While  in  Chicago  you  are  cordially  invited  to  visit 
our  plant  and  hear  a  demonstration  of  the 

United  Electric  Pick-up 

and 

Amplification  Unit 

Our  engineers  have  spent  many  months  perfecting 
this  marvelous  musical  development.  You  will  miss 
one  of  the  really  worth  while  things  if  you  fail  to  in- 
vestigate. 

UNITED  AIR  CLEANER  CO. 

Phonograph  Motor  Division 
9705  Cottage  Grove  Ave.,  Chicago,  111.  Telephone  Chesterfield  0166 


Symphonic  Low-Loss  Re- 
producer Is  Announced 

Is  a  Real  Precision  Instrument  and  Loses  None 
of  the  Recorded  Notes  in  Transmission — Has 
Nickel  or  Gold-plated  Centerpiece 


The  Symphonic  Sales  Corp.,  370  Seventh  ave- 
nue, New  York  City,  is  putting  on  the  market, 
in  addition  to  its  well-known  line  of  phono- 
graph reproducers,  the  Low-Loss  Symphonic. 
Lambert  Friedl,  president  of  the  Symphonic 
Sales  Corp.,  and  a  well-known  figure  in  the 
trade,  says:    "This  is  a  de  luxe  reproducer — a 


Symphonic  Low-Loss  Reproducer 

real  precision  instrument  of  the  finest  design 
and  workmanship. 

"As  its  name  implies,  this  reproducer,  by  vir- 
tue of  its  refinements,  transmits  through  the 
tone  arm  every  vibration  recorded  on  the  rec- 
ord groove,  every  last  tone  or  overtone  with 
little  or  no  loss  in  transmission. 

"By  a  special  method  of  constructing  the 
diaphragm,  sound  waves  which  tend  to  dissipate 
on  the  straight  type  of  diaphragm  are  collected 
in  the  center  without  impedance  and  are  trans- 
mitted unimpaired  through  the  tone  arm.  The 
Low-Loss  Symphonic  is  beautifully  made,  hav- 
ing a  handsome  bronze-finished  housing  with  a 
nickel  or  gold-plated  centerpiece." 

This  product  is  enclosed  in  a  handsome  pur- 
ple silk-lined  box  with  a  beautifully  embossed 
cover.  A  gold-stamped  purple  ribbon  across 
the  face  of  the  reproducer  identifies  it  as  the 
genuine  Low-Loss  Symphonic.  It  retails  at 
$10.    Gold-plated  $12. 


Damrosch's  Beethoven  Hour 
Is  Heard  in  South  Africa 


The  following  excerpt  is  from  a  letter  just  re- 
ceived by  the  Columbia  Phonograph  Co.,  New 
York,  from  Mowbray,  near  Cape  Town,  South 
Africa:  "I  enjoyed  your  'Beethoven  Hour'  this 
morning,  which  came  over  very  well  in  spite  of 
Mr.  Damrosch's  cold.  Would  you  kindly  send 
me  one  of  your  Beethoven  commemoration 
booklets  as  announced." 


New  Fada  Distributor 


The  appointment  of  the  Cahall-Dickel  Dist. 
Co.,  Philadelphia,  Pa.,  as  a  Fada  distributor  in 
that  territory,  has  been  announced  by  Louis  J. 
Chatten,  general  sales  manager  of  F.  A.  D. 
Andrea,  Inc.,  New  York.  Mr.  Chatten  explained 
that  this  appointment  will  in  no  way  affect  the 
policy  under  which  Fada  has  been  operating  in 
the  past,  but  is  in  line  with  their  practice  of 
improving  service  to  the  dealer.  The  entire  Fada 
distribution  in  the  Philadelphia  district  is  now 
in  the  hands  of  the  Penn  Phonograph  Co.  and 
Cahall-Dickel  Dist.  Co. 
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Visit  of  Metropolitan  Opera  Co.  Has 

Good  Influence  on  Cleveland  Music  Trade 

Week's  Engagement  of  Metropolitan  Operatic  Stars  Attracted  Thousands  From  All  Over  Ohio 
and  Stimulated  Business— Federal  Dealers  Hold  Conference — Effective  Edison  Advertising 


Cleveland,  0.,  May  7. — Now  that  warmer 
weather  is  becoming  a  reality  the  business  sit- 
uation is  improving.  The  combination  models 
have  had  the  best  call.  Portable  sales  have 
been  very  good  and  are  improving  right  along, 
with  every  prospect  of  a  very  good  season. 
Record  sales  have  been  going  along  in  good 
shape.  Music  Week  and  the  visit  of  the  Met- 
ropolitan Opera  Company  and  Easter  all  com- 
bined to  make  business  good.  Radio  is  quiet, 
although  it  looks  as  though  it  will  be  better 
this  Summer  than  a  year  ago,  due  to  the  pub- 
licity the  newspapers  are  giving  the  con- 
certs. Stringed  instruments,  such  as  banjo-ukes, 
guitars,  banjos,  etc.,  are  beginning  to  move. 
Sales  Conference  of  Federal  Dealers 

Federal  dealers  of  northern  Ohio  held  their 
annual  sales  conference  in  Cleveland  during 
April  and  made  the  Hotel  Statler  headquarters. 
The  affair  was  sponsored  by  the  distributor, 
the  B.  W.  Smith  Co.,  2019  Euclid  avenue.  Sev- 
enty dealers  were  present  and  they  visited  the 
showrooms  of  the  B.  W.  Smith  Co.  and  were 
given  a  great  deal  of  information  regarding 
service,  etc. 

Pushing  Radio  Line 

The  Starr  Piano  Co.  is  now  pushing  the  sale 
of  radio  sets,  something  it  has  not  done  in 
Cleveland  to  any  extent  in  the  past.  The 
leader  is  the  Steinite  line  and  the  department 
is  in  charge  of  Edward  H.  Richer,  who  has 
had  many  years  of  experience  in  the  radio  field. 
Fred  Muehlhauser  111 

Fred  Muehlhauser,  of  the  firm  of  Muehl- 
hauser Bros.,  well-known  Cleveland  music 
dealers,  is  seriously  ill  at  a  local  hospital.  Mr. 
Muehlhauser  was  ailing  for  a  considerable  time, 
but  apparently  recovered  and  came  back  to  the 


store  again.  Complications,  however,  set  in, 
which  compelled  him  to  go  to  the  hospital  for 
treatment. 

Effective  Edison  Advertising 

The  Edison  advertising  campaign,  which  is 
appearing  in  Cleveland  newspapers,  is  producing 
many  inquiries,  E.  S.  Herschberger,  manager  of 
the  B.  W.  Smith  Co.,  distributor,  reports. 
Dealers  are  well  pleased  and  are  finding  that 
there  is  renewed  interest  in  both  the  long- 
playing  records  and  machines. 

Opera  Stimulates  Sales 

The  Metropolitan  Opera  Company,  which 
played  a  week's  engagement  from  May  2  to 
May  7,  drew  thousands  of  music  lovers  to 
Cleveland  from  all  over  northern  Ohio  and 
other  points  in  adjacent  States.  Business  in 
records,  rolls  and  sheet  music  has  been  stimu- 
lated through  the  visit  of  the  opera  company. 
H.  M.  Reynolds  Promoted 

H.  M.  Reynolds,  formerly  associated  with  the 
Chicago  office  of  the  Brunswick  Co.,  has  been 
appointed  to  succeed  Mr.  Jensen  as  manager 
of  the  Pittsburgh  office,  E.  S.  Germain,  district 
manager,  announces.  Mr.  Reynolds  has  been 
very  successful  in  building  up  business  on  a 
constructive  basis. 

Good  Demand  for  Columbia  Line 

R.  J.  Mueller,  district  manager  for  the  Colum- 
bia Co.,  reports  both  Harmony  and  Columbia 
portables  selling  very  well.  Also  a  big  demand 
for  records  of  the  Masterworks  series.  Viva- 
tonal  phonographs  are  also  meeting  with  good 
success,  not  only  in  Cleveland  but  throughout 
the  entire  territory. 

Plan  Radio  Association 

Cleveland  radio  dealers  have  decided  to  form 
a  permanent  organization  along  the  lines  of 


those  in  other  large  cities.  Prominent  men  in 
the  industry  in  Cleveland  are  behind  the- 
project  and  they  called  a  meeting  for  organiza- 
tion purposes  on  April  25  at  the  Hollenden 
Hotel.  A  large  number  of  dealers,  jobbers  and 
manufacturers'  representatives  were  present.  H. 
B.  Buehler,  president  of  the  Cleveland  Prod- 
ucts Co.,  was  appointed  temporary  chairman 
and  G.  B.  Bodenhoff  secretary.  Both  men  are 
well  known  in  the  trade.  A  committee  has 
been  appointed  to  draw  up  a  set  of  by-laws 
and  a  constitution,  which  will  be  presented  at 
a  meeting  to  be  held  this  month,  at  which  time 
permanent  officers  will  be  elected. 

Auditorium  Victrola  at  Taylor  Anniversary 
During  the  celebration  of  the  fifty-seventh  an- 
niversary of  Wm.  Taylor  Son  &  Co.  for  ten 
days  the  Auditorium  Orthophonic  Victrola  was 
heard  by  the  residents  of  this  city  playing  from 
the  roof  of  the  Taylor  store  both  during  the 
afternoon  and  evening.  The  instrument  could 
be  heard  for  blocks  away. 


Federal-Brandes  Sales  Divi- 
sion Now  in  New  Quarters 

Move  Provides  Closer  Correlation  of  Produc- 
•  tion  and  Sales  in  the  Interest  of  Kolster  Radio 
and  Brandes  Speakers 


Providing  closer  correlation  of  production  and 
sales  activities,  new  offices  have  been  occupied 
by  the  merchandising  division  of  Federal- 
Brandes,  Inc.,  makers  of  Kolster  receiving  sets 
and  Brandes  speakers,  at  one  of  their  factories, 
200  Mount  Pleasant  avenue,  Newark,  N.  J.  In 
making  this  announcement,  D.  S.  Spector,  gen- 
eral manager,  stated  that  the  joining  of  the  two 
divisions  under  one  roof  is  expected  to  increase 
the  efficiency  of  both  and  speed  up  production 
for  the  new  season,  which  is  already  under  way. 
The  change  required  the  removal  of  all  office 
equipment  from  the  Woolworth  Building,  New 
York,  where  the  merchandising  headquarters 
had  been  located  for  several  years. 


The  New 


Full  Floating  Armature  Unit 

List  Price  $2500 


TELETONE 

CONE  SPEAKER 


WE  ARE  pleased  to  introduce  to  the  trade  The  New 
Telephone  Cone  Speaker,  a  high  class  cone  speaker, 
housed  in  a  beautiful,  highly  finished,  two  toned  mahogany 
case.  The  interior  of  the  case  is  made  of  a  very  high  grade 
of  spruce  such  as  is  used  in  the  construction  of  the  finer 
musical  instruments.  The  attractive  grille  on  the  front  and 
back  of  the  case  make  it  a  welcome  addition  to  any  home — 
as  well  as  a  mighty  good  selling  item  for  you. 

The  cone  is  of  the  best  quality  with  a  full  floating  arm- 
ature unit  and  is  mounted  in  such  a  manner  as  to  use  the 
entire  wooden  housing  as  a  sounding  board  and  is  respon- 
sible for  the  extremely  fine  tone  quality  and  volume,  on  both 
high  and  low  tones. 


Teletone  Corporation  of  America 


3rd  Street  and  Van  Alst  Avenue 


Long  Island  City,  N.  Y. 


See  our  line  at  the  R.  M.  A.  Trade  Show, 
Stevens  Hotel,  Chicago,  III.,  June  13th  to  18th 
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Increased  Sales  Activity  Follows  the 

Lenten  Season  in  the  Philadelphia  Field 

All  Lines  in  Better  Demand,  and  Indications  Point  to  a  Satisfactory  Business  During  the  Summer 
Months — J.  R.  Wilson  Branch  Store  Remodeled — Victor  Dealers  Meet 


Philadelphia,  Pa.,  May  9.— After  the  drifting 
period  of  trading  during  the  Lenten  days  the 
talking  machine  industry  began  to  recover  some 
of  its  former  activity.  Distributors  are  much 
gratified  with  the  lively  attitude  of  the  market 
for  all  the  newer  types  of  machines  in  these 
early  May  days  and  now  are  looking  forward 
to  continued  improvement.  Portable  sales  are 
improving,  as  also  is  record  demand. 

Travelers  from  trade  circles  who  have  been 
making  the  rounds  of  the  coal  regions  in  east- 
ern Pennsylvania  report  a  promising  Summer 
market  for  portables  and  satisfactory  late 
Spring  orders  for  the  larger  types  of  machines. 
J.  R.  Wilson  Co.  Store  Is  Remodeled 

An  attractive  store  has  been  added  to  the 
chain  of  the  J.  R.  Wilson  Co.  through  the  mod- 
ernizing and  redecorating  of  the  Chestnut  street 
branch.  The  hearing  booths  have  been  con- 
verted into  larger  quarters  for  the  demonstra- 
tion and  display  of  machines,  while  the  record 
racks  have  been  enlarged  and  made  more  readily 
available  for  the  patrons  and  sales  force.  The 
Chestnut  street  store  has  been  the  busy  center 
of  the  Wilson  chain,  having  been  visited  by 
crowds  who  have  come  to  hear  and  see  the  vari- 
ous artists  that  record  on  the  Victor  and  who 
are  appearing  here  weekly  at  the  local  theatres. 
Among  those  artists  within  recent  days  were 
Vincent    Lopez,    Brunswick    artist,    and  Jack 


Smith,  Whispering  Baritone,  of  Victor  fame.  A 
new  publicity  stunt  has  been  adopted  by  the 
Wilson  Co.  Every  Sunday,  "One  Hour  Andy," 
the  speedy  shipping  clerk  of  the  company,  ap- 
pears at  the  "mike"  and  broadcasts  his  ability 
to  deliver  the  Victrolas  within  one  hour  of  the 
time  that  the  order  is  placed.  The  stunt  is  a 
novel  and  effective  means  of  obtaining  orders. 
Victor  Dealers'  Assn.  Meets 

Progress  of  sales  of  the  new  Automatic 
Orthophonic  Victrola  was  discussed  when  the 
Philadelphia  Victor  Dealers'  Association  met  in 
mid-April  at  the  Ritz  Carlton  Hotel  in  a  special 
Spring  gathering.  With  the  newly  elected  presi- 
dent, J.  Ralph  Wilson,  presiding,  a  review  of 
the  industry  from  the  retailers'  side  of  business 
was  given  by  the  various  members  around  the 
dinner  table.  Those  who  gave  their  experiences 
with  the  new  Automatic  Victor  machine  spoke 
optimistically  of  the  future  prospects  and  gave 
glowing  accounts  of  present  demand  for  this 
latest  of  talking  machine  inventions  and  its  ap- 
peal to  the  general  public. 

Brunswick  Demonstration  Salon  Opens 

Exploitation  of  the  Brunswick  talking  machine 
along  the  Boardwalk  in  Atlantic  City  was  the 
outstanding  event  of  the  Philadelphia  branch  of 
the  Brunswick  Co.,  under  the  management  of 
George  A.  Lyons,  during  the  month.  Dedica- 
tion of  the  handsome  headquarters  and  exploita- 


tion hall  of  Brunswick,  at  the  seashore,  took 
place  on  April  16  under  the  personal  direction 
of  District  Manager  Lyons,  who  journeyed  to 
the  resort  to  attend  the  formal  opening.  A  com- 
plete account  of  the  opening  appears  elsewhere 
in  this  issue  of  The  Talking  Machine  World. 
William  Lorenzo  Dead 

Following  a  two-days'  illness  from  pneumonia, 
William  Lorenzo,  for  the  past  few  years  iden- 
tified with  the  Brunswick  Co.  as  the  special 
traveling  factory  representative  and  formerly 
associated  with  the  local  branch  as  salesman, 
passed  away.  His  death  occurred  in  Easter 
Week  at  his  home  at  Hasbrouck  Heights,  N. 
J.,  where  he  was  taken  upon  being  stricken. 
Mr.  Lorenzo  was  well  known  to  the  Brunswick 
dealers  of  eastern  Pennsylvania,  Philadelphia 
and  New  Jersey,  where  he  traveled  the  territory 
while  associated  with  the  Philadelphia  head- 
quarters. In  recent  years  he  had  been  specializ- 
ing in  promotion  work  in  direct  co-operation 
with  the  factory. 

Victor  Records  Are  Broadcast 

Victor  dealers  will  materially  be  aided  in  their 
sales  by  the  broadcasting  of  the  weekly  list  of 
recordings  which  the  manufacturer  has  adopted, 
to  become  effective  this  week.  On  Fridays, 
weekly,  the  Victor  Co.  will  broadcast  its  new 
records  from  WCAM,  Camden,  N.  J. 

Guarantee  China  Sales  Continue  Good 

The  American  dealer  who  has  been  repre- 
senting the  Guarantee  Talking  Machine  Supply 
Co.,  35  North  Ninth  street,  in  Canton,  China,  in 
these  war  days,  has  not  experienced  a  let-up  in 
demand  as  a  result  of  the  conflict  in  far-away 
Cathay.  During  the  month  a  large  consign- 
(Contimied  on  page  94) 


Why  Wait  ? 

The  Automatic  Victrola — the  greatest  achievement  of  The  Victor 
Company — presents  the  opportunity  to  reinterest  the  customer  you 
had  several  years  ago.  Check  over  your  list  and  select  the  names  of 
likely  prospects. 

DEMONSTRATE  NOW.  There  is  no  better  time.  You  can  cre- 
ate business  for  yourself  with  just  a  little  effort.  Why  wait? 

Philadelphia  Victor  Distributors,  Inc* 

835  Arch  Street,  Philadelphia 
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There's  only  one! 

THERE'S  only  one  Eiffel  Tower.  Set 
four-square  in  the  earth  it  soars  to  the 
sky  with  a  daring  majestic  sweep.  It 
is  a  masterpiece  of  art  as  well  as 
engineering. 

There's  only  one  Neutrodyne  —  the 
Neutrodyne.  Based  on  the  four-square 
foundation  of  Selectivity,  Amplifica- 
tion, Tone  Fidelity  and  Stability,  it 
has  swept  proudly  up  to  dominate,  not 
Paris,  but  the  world  of  radio. 

A  group  of  experienced  manufactur- 
ers make  Neutrodyne  receivers  of  such 
types  and  prices  as  enable  dealers  to 
meet  every  demand.   Only  these  man- 
ufacturers   may   make  Neutrodynes, 
and    only    Neutrodynes   possess  all 
these  characteristics: 
NEUTRODYNE   Selectivity  —  the  ut- 
most possible  over  the  whole  range 
of  broadcasting,  squealless  and  non- 
interfering. 
NEUTRODYNE  Amplification— -to  the 
limit,  but  with  the  elimination  of 
regeneration  and  oscillation. 
NEUTRODYNE  Tone  Fidelity — pure, 
living,  natural;  assured  by  proper 
radio  and  audio  circuit  design. 
NEUTRODYNE  Stability  —  completely 
dependable   operation;  permanence 
in   the  industry   beyond  question; 
legal   position  the   strongest,  due 
to  ownership  and  control  of  basic 
patents. 

"As  good  as  a  Neutrodyne"  is  a 
phrase  often  heard.  It  represents  a 
wish,  not  a  fact.  Only  Neutrodyne 
gives  you  the  essentials  of  successful 
radio  named  above,  the  foundation  on 
which  thousands  of  radio  dealers  have 
made  themselves  like  unto  everlasting 
towers  of  great  strength. 

NEUTRODYNE  RADIO 
Is  Better  Radio 


Look  for  this  trade-mark 


lit** 


LICENSED  BY 


RADIO  MANUrACTJ><*gflPs 


APRIL  1. 1924  APSll u  ,9,7    V  \ 


533,858  1,577.421 
OTHER  PATENTS  PENDING 


It  is  your  protection  against  patent  infringement  liability 

HAZELTINE  CORPORATION 

( Sole  owner  of  Neutrodyne  patents  and  trade-mark) 

15  Exchange  Place,  Jersey  City,  N.  J. 

All  correspondence  relating  to  the  Hazeltine  pat- 
ents,licenses  and  trade-mark  should  be  addressed  to 

INDEPENDENT  RADIO 
MANUFACTURERS,  INC. 

(Exclusive  licensee  of  Hazeltine  Corporation) 

331  Madison  Avenue,  New  York,  N.  Y. 
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THE  TRADE  IN  PHILADELPHIA  AND  LOCALITY— (Continued  from  page  92) 


The  Supreme  Achievement 


The  Introduction  of 

The 
AUTOMATIC 
ORTHOPHONIC 
VICTROLA 

will  not  only  sell  the 
automatic  type  but  will 
stimulate  the  sales  of  all 
style  Victrolas. 


Automatic  Orthophonic  Victrola,  Open 


H.A.WEYMANIN  &  S(M,lNC. 

1108  Chestnut  Street -Philadelphia, Pa. 
Victor  Wholesalers 


ment  of  Guarantee  portables  were  sent  to  the 
Orient  to  the  Canton  representative.  E.  Bauer, 
who  travels  the  nation  for  the  Guarantee  Co.,* 
after  a  very  gratifying  tour  of  the  coal  regions 
and  the  booking  of  a  large  Summer  order  list 
for  that  part  of  the  State,  is  now  on  his  way 
South  to  Baltimore  and  Washington  to  visit 
the  trade. 

New  Portable  Victrola  on  Market 

The  new  $40  portable  Victrola  which  the  Vic- 
tor Talking  Machine  Co.  has  placed  on  the 
market  is  now  being  shipped  from  the  local 
warerooms  of  the  Philadelphia  Victor  Distribu- 
tors, Inc.,  835  Arch  street. 

Louis  Buehn  Returns  From  Trip 

President  Louis  Buehn,  who  has  been  for  the 
past  six  weeks  enjoying  a  pleasure  tour  of  the 
Southern  tier  and  from  there  journeying  across 
the  nation  to  the  Pacific  Coast,  is  again  back  at 
headquarters  here.  En  route  he  stopped  over  at 
all  the  important  distribution  centers  of  the  Vic- 
tor Co.,  calling  on  the  wholesalers. 

Starr  Products  in  Demand 

The  Witlin  Musical  Instrument  Co.,  of  which 
Ben  Witlin  is  head,  is  enjoying  very  gratifying 
initial  sales  of  the  newest  of  Starr  talking 
machine  products  manufactured  by  the  Starr 
Piano  Co.,  of  Richmond,  Ind.,  and  for  which  his 
firm  is  distributor  for  the  Philadelphia  territory. 
After  successfully  introducing  it  to  the  South- 
ern dealers  Mr.  Witlin  is  now  touring  the  coal 
regions  and  sends  Back  daily  good  orders  for 
the  new  Starr  Isosonic  phonograph.  The  Starr 
Isosonic  Acoustical  phonograph  is  an  embodi- 
ment of  every  new  feature  demanded  by  the 
public  to-day  and  has  been  favorably  received  by 
the  industry  wherever  introduced. 

H.  A.  Weymann  Reports  Portable  Demand 

As  the  Maytime  brings  about  a  livelier  pace  of 
demand  for  the  wholesale  department  of  H.  A. 
Weymann  &  Son,  distributors  of  the  Victor  line, 
there  has  been  growing  business  in  machines 
and  records.  The  firm  has  enjoyed  an  excellent 
advance  order  list  for  the  new  $40  portables  and 
shortly  will  be  able  to  supply  the  $25  models  to 
be  brought  out  in  June. 

Gallagher  Store  Is  Redecorated 

Innovations  at  the  store  of  the  Gallagher 
Talking  Machine  Co.,  4226  Lancaster  avenue, 
have  effected  a  brightly  ornamented  interior 
with  larger  quarters.  It  is  the  plan  of  John  T. 
Gallagher,  head  of  the  company,  to  spend  sev- 
eral weeks  this  Summer    in    Ireland,  accom- 


panied by  Mrs.  Gallagher.  Last  year  Miss  Mary 
T.  Gallagher,  their  daughter,  spent  the  Summer 
in  Europe  and  she  will  remain  at  home  this 
year  to  look  after  the  business  while  her 
parents  tour  Erin.  The  Gallagher  store  spe- 
cializes in  Irish  recordings  of  all  makes. 
Larry  Urban  a  Bridegroom 

Wedding  bells  chimed  for  the  assistant  to 
Manager  Charles  Bahl,  of  the  wholesale  Victor 
department  of  the  Weymann  Co.,  when  in  April 
Larry  Urban  was  united  in  marriage  to  Miss 
Margie  Haas.  The  young  couple  left  immedi- 
ately after  the  ceremony  for  a  two-week  honey- 
moon at  Asheville,  N.  C. 

Orthophonic  Concert  for  Charity 

Another  live-wire  sales  promotion  plan  which 
J.  Ralph  Wilson  put  over  within  the  month 
combined  a  charitable  motivation  with  business 
progressiveness.   An  Orthophonic  Concert  was 


given  at  the  private  residence  of  Mrs.  James  P. 
Scott,  1511  Girard  avenue,  for  ihe  benefit  of  the 
Hannemann  Hospital.  There  were  119  attend- 
ing and  two  sales  of  Orthophonies  were  made 
and  many  records  disposed  of,  while  several 
prospective  sales  sources  were  developed. 
Everybody's  Quarters  Renovated 

When  the  painters  and  decorators  have  com- 
pleted the  modernizing  of  the  home  of  Every- 
body's Talking  Machine  Co.,  810  Arch  street, 
there  will  be  available  to  the  industry  much  im- 
proved services  in  the  wholesale  distribution  of 
the  various  trade  products  handled  and  pro- 
duced by  the  concern.  Both  the  interior  and 
the  exterior  have  been  put  under  the  remodel- 
ing project. 

Heppe  Begins  Special  Sales  Drive 

A  special  campaign  among  the  foreign  popu- 
lation of  the  city  began  in  May  at  the  C.  J. 
Heppe  &  Son  store,  1117  Chestnut  street,  under 
the  management  of  Leo  Crompson,  who  is  head 
of  the  talking  machine  department.  The  Heppe 
Co.  handles  both  the  Victor  and  Brunswick 
lines.  Corps  of  foreign-speaking  salesmen  have 
been  assembled  and  are  placed  under  a  sales 
representative  who  has  been  trained  by  the  com- 
pany in  promotion  work.  Each  salesman  has  a 
crew  of  foreign-speaking  men  to  work  with  and 
these  are  assigned  to-various  foreign  sections  of 
the  city,  according  to  their  native  speaking  ac- 
complishments. The  crews  also  sell  pianos  and 
radios  along  with  the  talking  machines  and 
foreign  recordings. 

Allen's  to  Have  New  Home 

Allen's  Radio  Supply  &  Service  Co.,  general 
music  dealer  and  talking  machine  retailer,  is  to 
have  a  new  home,  ground  having  been  broken 
during  the  month  for  the  erection  of  a  three- 
story  structure  at  8503  Germantown  avenue,  in 
the  Chestnut  Hill  section. 

Keen  Portable  Placed  on  Market 

A  new  portable  is  being  marketed  by  Jacob 
H.  Keen,  originator  of  the  Kecnophone,  one  of 
the  first  types  of  talking  machine  to  be  manu- 
factured in  this  country,  and  now  located  at 
109  North  Tenth  street.  The  new  portable  talk- 
ing machine  is  known  as  the  Keen  and  will  aug- 
ment the  line  of  Keen  talking  machines.  The 
firm  h:is  taken  over  the  Philadelphia  distribu- 
tion of  the  J.  A.  Fisher  Co.  and  will  distribute 
the  complete  line  of  Valley  Forge  products. 
New  Val  Phonic  Reproducer  Announced 

Another  model  of  the  Val  Phonic  reproducer 
(Continued  on  page  96) 


"Trilling  &  Montague,  wholesale  radio  merchan- 
disers, Philadelphia,  are  recognized  as  one  of  the 
few  wholesalers  actually  giving  dealers  service  with 
a  capital  'S'." 
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Amperite 

Amplion 

Balkite 
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Bremer-Tully 

Burgess  Batteries 
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Heath 
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Licensed  under 
Lektophone  Patents 


er 


THE  Sandar  Speaker  shot  right  into  the  heart 
of  public  approval  as  soon  as  it  appeared 
some  months  ago,  and  it  has  continued  to  register 
a  direct  and  emphatic  hit  ever  since  with  enthusi- 
astic fans  and  dealers  in  every  section  of  the  country. 

This  new  cone  type  speaker  reproduces  every 
sound,  no  matter  how  intricate  or 
elusive,   with  absolute  fidelity  —  it 
possesses  a  notably  attractive  and 
distinctive  design  —  and  its  price, 


West  of  the  Rocky  Mountains,  #30 


$27.50,  is  lower  than  that  of  any  other  speaker 
of  its  size.  No  wonder  that  the  demand  for 
Sandar  has  been  so  enormous,  and  its  resultant 
success  so  positively  sensational ! 

Dealers  are  still  clamoring  for  Sandar  territory, 
and  getting  it — but  the  amount  available  is  now  lim- 
ited, and  only  prompt  action  on  your 
part  will  insure  your  sharing  in  San- 
dar's  success.  So  why  not  write  TO- 
DAY for  terms  and  full  information? 


Sandar  Corporation  -  Crescent  piaza  Bidg.  -  Long  Island  City,  N.Y. 
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Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

942  Market  Street  Philadelphia,  Pa. 


has  been  brought  out  by  the  J.  A.  Fisher  Co., 
730  Market  street.  The  new  model  is  an  im- 
proved inner  construction  of  the  reproducer  that 
will  give  better  tonal  qualities.  The  firm  has 
been  enjoying  a  very  good  season  in  the  South 
and  anticipates  that  dealers  in  the  flooded  sec- 
tions of  the  South  will  suffer  severe  losses.  Irvin 
Epstan,  of  the  firm,  is  traveling  through  the 
Canadian  Northwest  on  a  business  tour  of  the 
section. 

Purchases  Music  Store 

With  the  sale  of  the  business  of  Myers  T. 
Hall  to  Mrs.  Katherin  Emmert,  the  business 
was  renamed  Emmert's,  and  will  continue  at 
2626  Germantown  avenue,  where  Milton  Em- 
mert, son  of  the  owner,  will  be  manager. 
News  Gleanings 

Two  local  dealers  have  taken  upon  themselves 
the  editorship  of  local  news  bulletins  which  will 
exploit  their  talking  machine  wares  and  other 
musical  merchandise. 

Bill  Jaffe,  Southern  representative  of  Every- 
body's Talking  Machine  Co.,  this  city,  returned 
from  a  trip  through  the  South  in  time  for  the 


3%  inches  diameter 
Patented  1922 

Easter  holidays.  Mr.  Jaffe  reports  good  busi- 
ness and  a  decided  demand  for  Honest  Quaker 
products. 

M.  Grass  &  Sons,  27  South  Sixtieth  street, 
are  putting  out  a  monthly  paper  which  con- 
tains interesting  items  of  news  about  various 
musical  events. 

Another  dealer  who  is  editing  his  own  bulle- 
tin is  W.  Stainthorpe,  2073  Chelten  avenue. 

Trade  associates  have  been  welcoming  back 
to  its  circle  again  one  of  its  most  popular  mem- 
bers and  for  many  years  head  of  the  music  de- 
partment of  the  Strawbridge  &  Clothier  Depart- 
ment Store,  Buyer  Frank  Butler.  Mr.  Butler 
has  been  in  Atlantic  City  for  several  weeks  re- 
covering from  a  nervous  breakdown. 


V.  Fredericks  is  being  congratulated  upon  his 
elevation  to  the  position  of  inside  manager  of 
the  Robelen  Piano  Co.,  of  Wilmington,  Del. 

Expansion  of  business  is  being  anticipated  in 
the  enlarged  store  building  of  Fred  A.  Brown, 
223  West  Allegheny  avenue,  who  now  is  having 
the  building  extended  to  take  care  of  increased 
business. 

C.  M.  Ware,  Millville,  N.  J.,  added  another 
structure  to  his  furniture  and  talking  machine 
store  and  extended  the  third  floor  of  the  present 
house  and  added  a  fourth  floor  to  the  build- 
ing, making  this  one  of  the  finest  local  retail 
establishments. 

Baron  A.  Stein,  of  Kutztown,  music  and  talk- 
ing machine  dealer,  has  taken  a  larger  store. 


Dealers  Hear  Interesting  Discussion 

on  the  Effect  of  Discounts  on  Profits 

Talking  Machine  and  Radio  Men,  Inc.,  Considers  Important  Problem — Addresses  by  Mark  Max, 
Benjamin  Gross  and  Assemblyman  Alterman  Feature  the  Monthly  Meeting 


One  of  the  most  interesting  meetings  held  in 
recent  months  by  the  Talking  Machine  and 
Radio  Men,  Inc.,  took  place  at  the  Cafe  Boule- 
vard, New  York,  on  Wednesday,  April  20.  The 
attendance  was  rather  slim,  but  those  present 
joined  in  the  chief  topic  of  discussion,  which 
was:  "Is  the  present  retail  discount  profitable 
from  the  dealers'  point  of  view,  and  advisable 
from  the  manufacturers'  and  jobbers'  point  of 
view?"  This  subject,  which  has  been  threshed 
out  many  times  in  the  past,  was  first  treated 
by  Mark  Max,  president  of  Radio  Merchan- 
disers, who  has  had  upwards  of  a  score  of 
years'  experience  in  the  talking  machine  and 
allied  trades.    Mr.  Max  said  in  part: 

"The  subject  of  what  is  a  minimum  profit  in 
our  business  does  not  need  analytical  research 
to  come  to  a  conclusion,  and  we  do  not  need  to 
theorize  on  the  subject  because  we  have  prac- 
tical knowledge  based  on  past  experiences. 


"Many  of  us  who  sit  around  in  this  room  have 
enjoyed  great  prosperity  and  growth  when  we 
had  a  straight  discount  of  46  cents  on  every  dol- 
lar. We  prospered,  although  most  of  us  at  that 
time  did  the  business  in  a  haphazard  way  with- 
out scientifically  dissecting  any  waste  in  our 
overhead.  And  doesn't  it  seem  to  you  peculiar 
that  although  we  have  been  able  during  the 
last  few  years  by  scientific  research  to  put  our 
finger  on  almost  every  cent  of  waste,  and  we 
still  find  that  the  pioneers  of  our  business  in 
this  metropolitan  district  have  not  only  not 
grown  in  their  prosperity,  but  have  had  to  re- 
sort to  other  sources  for  profitable  investments 
like  real  estate,  and  launching  of  companies  in 
which  they  had  had  to  take  the  general  public 
in  as  partner. 

"Would  anyone  of  you  have  taken  in  a  part- 
ner during  the  time  when  you  enjoyed  a  46 
per  cent  discount?    And  mind  you,  the  volume 


of  your  business,  generally  speaking,  has  in- 
creased, and  still  your  profits  have  decreased — 
almost  diminished. 

"It  is  uninteresting  for  you  to  listen  to  the 
analysis  of  what  happens  with  a  piece  of  mer- 
chandise from  the  time  that  you  order  it  to 
the  time  that  you  have  collected  your  amount 
for  same  in  full  from  the  customer,  but  there 
is  one  thing  which  you  cannot  forget,  and  that 
is  the  fixed  expense  which  you  have  in  a  store 
regardless  of  whether  you  sell  anything  or  not. 
The  metropolitan  store  can  hardly  calculate 
less  than  7  per  cent  to  9  per  cent  for  rent,  re- 
gardless of  where  it  is  located — that  is,  in  stores 
that  do  business  up  to  about  $200,000  a  year. 
It  has  to  spend  for  managing,  regardless  of 
whether  you  manage  it  yourself,  and  your  time 
must  be  of  some  value,  and  your  ability 
certainly  should  be  compensated,  regardless 
whether  you  work  for  yourself  or  for  some- 
body else,  and  you  certainly  cannot  get  a 
manager  below  3  per  cent  providing  you  do 
$200,000  worth  of  business,  and  it  will  cost  you 
by  far  more  if  you  do  less  business. 

"Selling  expense  cannot  be  less  in  smaller 
stores  than  6  per  cent  to  8  per  cent,  taking  it 
all  year  around — in  Summer  and  in  Winter. 

"Your  financing  must  cost  you,  regardless  of 
whether  you  use  your  own  money  invested  or 
borrow  same,  around  6  per  cent.  You  are 
bound  to  have  about  2  per  cent  to  3  per  cent 
bad  debts,  and  you  are  bound  to  spend  about 
3  per  cent  for  service.  Now  if  you  want  to 
do  the  business,  you  must  spend  5  per  cent  to 
6  per  cent  for  some  sort  of  advertising,  may 
it  be  regular  advertising,  window  display,  hand- 
bills, programs,  mail  advertising,  or  otherwise. 

"You  can  see  now  that  your  gross  profit  is 
consumed  by  your  expenses  no  matter  how 
conservative  and  economical  you  are.  That  is, 
granting  that  your  business  is  always  up  to  the 
mark,  because  this  calculation  does  not  give  you 
a  margin  for  any  incidental  bad  business  or  for 
any  incidental  outlay. 

"I  have  here  before  me  a  Daily  News  record 
of  Monday,  April  18,  which  shows  a  profit  in 
percentage  of  all  the  important  institutions  of 
the  United  States,  and  we  find  that  their  average 
net  profit  on  a  dollar  is  about  4  cents,  although 
some  of  them  go  as  high  as  7  cents,  and  others 
go  as  low  as  2  cents  on  the  dollar.  But  all 
these  institutions  have  every  dollar  overhead 
calculated  scientifically. 

"Now  comes  the  most  important  part,  not  of 
a  calculation,  but  of  the  miscalculation  which 
has  crept  into  our  trade,  and  it  is  significant 
.since  the  radio  business  predominates.  That  is, 
the  question  of  service. 

"Many  dealers,  as  a  matter  of  fact,  most  of 
the  dealers,  charge  their  service  to  expense — 
an  absolute  mistake  from  a  commercial  point 
of  view,  service  is  part  of  the  cost  price,  just 
(Continued  on  page  98) 


GUARANTEE  PORTABLE 


Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 

SPECIFICATIONS  : 

1.  Textene  Leather  Case. 

2.  Standard  Helneman  Motor. 

3.  Plays  Two  10"  Records. 

4.  Standard  Taper  Tone  Arm. 

5.  Specially  Loud  Reproducer. 

6.  Device  for  Carrying  Records. 

7.  Machine  Will  Play  12"  Records. 

8.  Patented  "Non-Spill"  Needle  Cup. 
a.  Size  UW'  x  WW  x  7%". 

10.    Weighs  lSVi  pounds. 


Guarantee  Special  Portable 

Retails  for  $12.50 

Write  for  Prices  in  Quantity 


Costs  you  $10.50 
RETAILS  FOR  $25.00 


GUARANTEE  TALKING  MACHINE  SUPPLY  CO. 

35  N.  NINTH  STREET  PHILADELPHIA,  PA. 
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Visit  the  Bell  &  Howell  Factory 

while  you  are  in  Chicago  attending 

the  music  trade  conventions. 


JUNE  6th  to  9th  many  of  you  will 
attend  the  Music  Industry  Conven- 
tion at  the  Hotel  Stevens,  Chicago. 
Others  of  you  will  attend  the  Radio 
Manufacturers  Association  Conven- 
tion at  the  same  place  June  13th  to  19th. 

Make  these  conventions  an  opportunity  to  visit 
the  daylight  factory  and  offices  of  the  Bell  C& 
Howell  Company,  manufacturers  of  Filmo  Cam- 
era, Projector  and  equipment  now  sold  by  so 
many  music  dealers. 

Our  lobby  is  a  veritable  showroom.  Here  you 
can  examine  the  equipment  that  is  making  per- 
sonal movies  replace  snapshots  in  thousands  of 
homes.  Ask  all  the  questions  you  want  to.  Com- 
petent, courteous  people  will  show  you  the  equip-  i 
ment  and  demonstrate  how  simply  it  operates. 

Do  this.  Make  this  visit.  You  will  get  a  new  1 
vision  of  the  profit  opportunity  for  summer  sales 
we  have  been  offering  you  in  these  pages.  You 
will  discover  the  precision  and  craftsmanship  that 
makes  Filmo  equipment  the  world's  highest  in 
quality.  Organize  a  group  to  make  this  visit  with 
you.  Talk  our  proposition  over  together  when  you 
leave.  This  is  one  of  the  ways  in  which  you  can 
make  your  trip  to  Chicago  a  highly  profitable  one. 


BELL  &  HOWELL  CO. 

1810  Larchmont  Avenue      Chicago,  Illinois 

New  York,  Hollywood,  London     1     '     established  1907 


HOW  TO  FIND  US 

Take  a  Ravenswood  elevated  train  to  Irving  Park  station.  One  block 
before  reaching  the  station  you  will  pass  close  to  our  factory.  Alighting 
at  Irving  Park  station,  walk  one  block  south  to  the  high  clock  tower  you 
see  in  this  picture.  Anyone  can  direct  you  to  the  Ravenswood  elevated. 


Automatic 
MOTION 
PICTURE 
CAMERA 


The  Big 
SummerHit! 


|— ~~ —  —         not  attending  the  conventions,  mail  this}*  — j 
BELL  &  HOWELL  CO., 

1810  Larchmont  Avenue,  Chicago,  III. 

Please  mail  me  your  dealer  proposition  on  complete  line  of 
Filmo  cameras  and  equipment. 


Name  

Address- 
City  


.  State.. 
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PATHEX  Cameras  and 

Projector 

Radio  Accessories 

and 

Venn  Phonograph  Co. 

JU  FLa  d  i  o 

913  Arch  St.  Philadelphia 

Suggests  a  Program 

of  Radio  Development 

Gen.  J.  G.  Harbord,  President  of  the  Radio 
Corp.  of  America,  Delivered  an  Interesting 
and  Constructive  Talk  in  Washington 


Dealers  Hear  Address 

on  Retail  Discounts 


{Continued  from  page  96) 
the  same  as  the  value  of  a  button  is  part  of 
the  cost  price  of  a  coat,  and  therefore,  service 
ought  to  carry  a  mark-up.  Or  in  plain  words, 
if  a  radio  set  costs  you  $100,  and  you  can  pre- 
sume rightfully  that  it  will  cost  you  $5  to  serv- 
ice same  during  the  time  of  payments,  your 
cost  price  is  $105,  and  your  mark-up  should 
be  calculated  from  that  price. 

"And  now  we  must  not  forget  that  when  we 
sold  the  phonograph  we  made  not  only  a  profit- 
able transaction,  but  we  sold  an  asset  for  the 
future,  as  we  knew  that  the  phonograph  pur- 
chaser is  going  to  buy  phonograph  records  for- 
ever— a  profitable  transaction  in  itself.  As  a 
matter  of  fact,  some  of  the  wise  merchants 
often  considered  the  question  if  it  would  not 
pay  to  give  away  a  phonograph,  against  a  con- 
tract to  purchase  records  in  the  store. 

"The  radio  sale  from  a  future  point  of  view 
is  almost  a  perfect  liability,  and  the  dealer  is 
even  charged  often  with  being  the  cause  of  an 
SOS  when  the  radio  is  silenced  for  that  rea- 
son. 

"Now  what  is  the  remedy— is  there  any  reme- 
dy? The  manufacturer  calculates  his  cost,  the 
profit  he  is  to  have,  the  jobbers'  discount,  and 
builds  his  list  price  up  from  that.  Wouldn't  it 
be  fairer,  first,  to  calculate  the  cost  price,  his 
own  profit,  the  jobbers'  profit,  and  what  the 
dealers'  profit  has  to  be,  and  work  the  list  price 
up  that  way?  Because  in  the  final  analysis  the 
manufacturer  cannot  be  successful,  and  the  job- 
ber surely  cannot  be  successful  unless  the 
dealer  is  prosperous. 

"This  is  the  right  season  to  talk  about  list 
prices  for  next  season,  and  I  think  it  would  be 
very  wise  on  the  part  of  the  prominent  manu- 
facturers to  get  together  with  representative 
jobbers  and  representative  dealers,  and  consider 
what  would  be  the  wisest  listing  for  1927  so 
as  to  give  the  manufacturer,  the  jobber  and  the 
dealer  a  fair  shake. 

"The  public  would  be  perfectly  happy  because 
they  would  get  really  100  cents  on  the  dollar 
not  only  in  merchandise  but  in  service,  which 
is  very  essential  in  the  radio  business.  The 
public  always  got  bargains  in  every  set  at  the 
expense  of  the  dealer,  and  at  the  finish  was  the 
sufferer  because  the  dealer  could  not  afford  to 
give  the  right  service,  and  the  jobber  was  the 
sufferer  because  the  dealer  could  not  discount 
his  bills. 

"We  have  put  our  attention  in  our  Associa- 
tions to  a  lot  of  necessary  tilings,  and  the  Asso- 
ciation under  the  able  guidance  of  Mr.  Irwin 
Kurtz  has  succeeded  in  working  through  great 
principles,  but  we  never  got  to  the  root  of  the 
trouble — that  is,  safeguarding  the  financial  stand- 
ing of  the  dealer  by  having  him  sell  his  mer- 
chandise on  a  profit  basis. 

"We  always  hear  the  cry  of  the  manufacturer 
that  the  more  profit  you  give  the  dealer  the 
more  he  cuts,  but  the  price  cutter  is  a  very  small 
percentage  of  the  100  per  cent  legitimate  dealer 
and  should  not  be  considered  when  it  comes 
down  to  a  question  of  basic  and  fundamental 
principle." 


Following  this  talk  Mr.  Max  gave  some  in- 
teresting figures  based  on  his  past  experience, 
which  bore  out  the  points  which  he  had  raised 
in  his  summary  of  retail  conditions. 

Benjamin  Gross,  of  Gross-Brennan,  Inc.,  factory 
representative  of  the  Stromberg-Carlson  Tel. 
Mfg.  Co.,  maker  of  the  Stromberg-Carlson  radio 
apparatus,  was  the  next  speaker.  He  said  that 
his  company  was  very  close  to  the  retail  trade 
in  this  territory,  and  that  it  paid  as  much  atten- 
tion to  the  financial  condition  of  the  dealer  as 
the  manufacturer  does  to  that  of  the  wholesale 
representative  which  he  chooses.  He  then  paid 
tribute  to  the  trade  in  the  metropolitan  section, 
stating  that  the  members  of  the  radio  retail 
industry  were  becoming  more  and  more  efficient 
in  the  conducting  of  their  businesses,  and  pre- 
dicted that  within  the  coming  year  more  care- 
less and  indifferent  dealers  will  be  weeded  out 
than  have  left  the  field  in  the  past  five  years. 

He  gave  as  one  of  the  reasons  for  the  dealer's 
failure  to  make  reasonable  profits  the  inclina- 
tion toward  small  unit  sales  rather  than  those 
of  high  price,  saying  that,  all  factors  being 
taken  into  effect,  it  would  take  seventeen  sales 
of  a  $125  set  to  equal  the  profit  of  one  sale 
of  a  $525  set.  Continuing,  Mr.  Gross  stated 
that  the  talking  machine  dealer  is  too  liable  to 
regard  radio  selling  in  the  same  light  as  talking 
machine  selling,  with  the  result  that  he  treats 
both  in  an  identical  manner,  whereas  they  are 
totally  different.  "The  radio,"  said  Mr.  Gross, 
"is  not  a  musical  instrument,  but  is  a  mechanical 
and  electrical  instrument  and  must  be  sold  as 
such." 

The  question  of  radio  service  was  also  touched 
on  by  Mr.  Gross.  This  bugaboo,  as  he  termed 
it,  can  be  solved  by  the  dealer,  and  can  be  re- 
solved into  a  source  of  profit  rather  than  oc- 
cupy the  position  it  now  does.  To  illustrate  his 
point,  he  related  how  a  dealer  of  his  acquaint- 
ance instructed  his  service  staff  to  sell,  and  now 
traces  65  per  cent  of  his  sales  to  service  calls. 

Other  dealers  also  talked  on  the  subject,  but 
because  of  the  small  attendance  Irwin  Kurtz, 
president  of  the  Association,  suggested  that 
the  full  discussion  on  the  subject  be  held  on 
the  next  meeting,  which  is  to  take  place  May 
18,  when  discounts  and  other  matters  of  trade 
interest  will  engage  the  attention  of  the  mem- 
bers. 

The  members  also  listened  to  a  talk  by  As- 
semblyman Meyer  Alterman,  who  was  respon- 
sible for  the  changing  of  the  Attachment  Law  so 
that  talking  machines,  radio  receivers,  pianos 
and  other  musical  instruments  were  excluded 
from  the  bill.  The  Assemblyman  told  of  the  rea- 
sons for  the  introduction  of  the  bill,  and  warned 
against  the  actions  of  a  small  minority  in  every 
trade  who  through  their  dishonest  practices 
cause  legislation  harmful  to  a  trade  as  a  whole. 

It  was  also  decided  that  Lawrence  J.  Rooney 
represent  the  association  at  the  Syracuse,  N.  Y., 
meeting  held  the  latter  part  of  last  month, 
which  gathered  for  the  purpose  of  forming  a 
State  music  dealers'  association.  A  complete  ac- 
count of  the  formation  of  this  association  ap- 
pears elsewhere  in  this  issue. 

Byron  Forster  was  reappointed  chairman  of 
the  Entertainment  Committee,  and  he  an- 
nounced that  the  annual  outing  of  the  Associa- 
tion will  take  place  the  latter  part  of  June  at 
Briarcliff  Lodge. 


Pointing  out  that  radio  broadcasting  plays 
an  important  role  in  the  affairs  of  all  American 
nations,  Gen.  J.  G.  Harbord,  president  of  the 
Radio  Corp.  of  America,  recently  suggested  a 
program  of  radio  development  in  an  address 
before  the  delegates  of  the  Pan-American  Union 
at  Washington.  The  suggested  program  em- 
braces a  broad  degree  of  co-operation  and 
assistance  in  the  general  development  of  the 
art  and  industry;  the  direct  participation  of 
Government  departments  in  broadcasting  edu- 
cational programs,  weather  and  market  reports, 
farm  bulletins  and  governmental  activities,  as 
distinguished  from  the  purely  entertainment 
side  of- radio;  the  promotion  of  equitable  radio 
laws,  with  adequate  means  for  supervision;  a 
full  study  of  the  meaning  of  radio  in  its  vari- 
ous phases  and  the  extension  of  a  helping  hand 
to  those  engaged  in  its  operation  and  develop- 
ment; and  general  development  of  radio  broad- 
casting and  communication  as  an  essential 
factor  in  the  creation  of  closer  ties  and  better 
understanding  between  all  countries  of  the  Pan- 
American  Union. 

Gen.  Harbord  stated  that  there  are  now 
6,500,000  receiving  sets  in  operation  in  North 
America,  as  compared  with  60,000  in  1922,  thus 
making  the  United  States  the  center  of  radio 
development.  He  stated  that  the  radio  broad- 
cast audience  now  totals  26,000,000,  as  against 
75,000  listeners  during  1922,  and  the  investment 
in  receiving  equipment  during  1926  amounted 
to  $506,000,000,  with  a  total  investment  in 
the  five  years  from  1922  to  1926,  inclusive,  of 
$1,490,000,000  for  sets,  parts  and  accessories. 


Victor  Go.  Recommends  the 
Janette  Rotary  Converter 

The  Victor  Talking  Machine  Co.  recently 
advised  its  dealers  that  the  rotary  converter, 
manufactured  by  the  Janette  Mfg.  Co.,  Chicago, 
111.,  has  been  subjected  to  exhaustive  tests  in 
the  Victor  laboratories,  and  has  been  found  re- 
liable and  satisfactory  in  converting  direct  cur- 
rent to  alternating  current  in  the  operation  of 
the  Electrola.  The  demand  for  Electrolas  has 
been  great  in  many  districts  that  are  wired  for 
direct  current,  and  the  Victor  laboratory  is  con- 
stantly trying  equipment  which  they  might 
recommend  to  dealers.  The  Janette  rotary  con- 
verter will  be  found  to  work  satisfactorily  for 
the  operation  of  a  single  Electrola  (not  radio 
combination)  on  110-volt  direct  current  lines. 


Court  Decision  on  Radio 

Patent  Infringement  Suit 

A  decision  recently  rendered  by  the  United 
States  Circuit  Court  of  Appeals  holds  that  the 
neutralization  method  employed  in  Neutrodyne 
radio  receivers  infringes  the  Hartley  patent  No. 
1,183,875  and  the  Rice  patent  No.  1,334,118, 
which  are  among  the  numerous  radio  patents 
of  the  Radio  Corp.  of  America.  R.  E.  Hartley 
and  C.  W.  Rice  are  well-known  engineers  of 
the  American  Telephone  &  Telegraph  Co.  and 
the  General  Electric  Co.,  respectively.  The 
suit  was  against  the  Twentieth  Century  Radio 
Corp.,  dealer  in  radio  apparatus.  This  decision 
reverses  a  previous  decision  of  the  lower  court 
in  favor  of  the  defendant. 


An  Attractive  Display 

One  of  the  most  attractive  displays  at  the 
Home  Beautiful  Exposition,  Woonsocket,  R. 
1.,  was  that  of  La  Roe's  Music  Store,  which 
-howed  a  complete  line  of  instruments  includ- 
ing the  Automatic  Victrola. 


May,  1927 


THE    TALKING    MACHINE  WORLD 


99 


PERRYMAKI 
Radio  03  tubes  * 


D/STANCE      WITHOUT  DISTORTION 


n 


"aS  standard equipment 


Type  P.D.  200-A  Type  R.H.  201-A 

Super-Sensitive  Detec-  Amplifier-Detector 

tor  New  Standard  base  Standard  base 

with  long  pins  with  short  pins 


Type  P.A.  112 
Power  Amplifier 
New  Standard  base 
with  long  pins 


PATENTED  PERRYMAN  BRIDGE 

□  □ 

RIGID  CONSTRUCTION 

□  □ 

TENSION  SPRINGS 


The  simplest  and  surest  way  for  you  to 
insure  that  the  new  sets  you  sell  will 
give  complete  satisfaction  is  to  equip 
them  with  Perryman  Tubes. 

And  the  easiest  way  to  prove  this  to 
your  own  satisfaction  is  to  test  Perryman 
Tubes  in  the  sets  you  carry. 

They  will  help  you  sell  the  set.  They  will 
develop  customer  satisfaction  after  the 
set  is  sold.  They  will  give  you  a  new 
slant  on  the  radio  tube  as  an  aid  in  sell- 
ing sets  and  as  a  money  maker. 


Perryman  Radio  Tubes  offer  you  a  substan- 
tial and  permanent  profit.  All  Perryman  Tubes 
are  carefully  made,  rigidly  checked  and  mer- 
chandised under  common  sense  methods. 
Perryman  Distributors  are  prepared  to  co- 
operate with  all  dealers  on  advertising,  dis- 
plays, newspaper  mats  and  prompt  deliveries 
of  tubes.  There  is  a  Perryman  Radio  Tube 
for  every  purpose,  listing  from  $1.75  to  $9.00. 


At  the  Trade  Show,  during  R.  M.  A.  Conven- 
tion week,  we  invite  you  to  Booth  48  and  our 
display  rooms  in  the  Stevens  Hotel. 


PERRYMAN  ELECTRIC  COMPANY,  INC. 

33  West  60th  St.,  N.Y.C.  sfZ£s>  North  Bergen,  N.  J. 
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Coming  1 


r 


Sensational  volume  and  tone 
in  new  creations  by  CaswelL 
Ready  now*  Write  for  details 


Portable  Phonographs  of  "Distinction 

Milwaukee,  USA 


Oregon  Radio  Trade  Association  to 

Conduct  Summer  Radio  Service  School 

Association  Co-operating    With    Institute    of    Technology,  Which   Will   Hold   Classes  From 
August  15  to  29 — Roy  A.  Forbes,  Victor  Sales  Manager,  Visits  Portland — Other  Trade  News 


Portland,  Ore.,  May  3. — The  Bush  &  Lane 
Piano  Co.,  which  is  retiring  from  the  retail 
music  store  business  in  the  Pacific  Northwest, 
is  staging  a  removal  sale  at  its  Portland  store. 
In  his  announcement  W.  H.  Beach,  treasurer 
and  general  manager  at  headquarters  in  Hol- 
land, Mich.,  said:  "Charles  T.  Corbil,  who  has 
been  in  charge  of  the  stores  in  Oregon  and 
Washington  for  the  past  fifteen  years,  will  re- 
main in  charge  of  our  interests  on  the  Pacific 
Coast.  Harry  Quackenbach  is  manager  of  the 
local  branch,  having  been  in  charge  here  for 
several  years." 

Zez  Confrey  and  His  Victor  Recording  Or- 
chestra were  a  two  weeks'  attraction,  April  9 
to  23,  at  the  Cole  McElroy  Spanish  Ballroom, 
drawing  capacity  crowds  during  their  two 
weeks'  engagement.  The  regular  Cole  McElroy 
Orchestra,  popular  Portland  Columbia  artists, 
took  advantage  of  the  Confrey  engagement  by 
touring  the  State  under  the  auspices  of  the  Co- 
lumbia Phonograph  Co.  and  the  personal  super- 
vision of  Randall  Bargelt,  Oregon  representa- 
tive of  the  Columbia  Co.  Dealers  tied  up  to  ad- 
vantage. 

L.  D.  Heater,  for  twenty-one  years  associated 
with  the  Columbia  Phonograph  Co.  in  the 
Pacific  Northwest  and  who  since  1919  has  been 
conducting  a  distributing  house  for  phono- 
graphs, records,  radios  and  phonograph  acces- 
sories, has  branched  out  again  and  taken  on  an 
added  line  of  small  goods.  His  district  in  many 
instances  covers  territory  from  California  to 
Alaska  and  with  his  ever-increasing  stock  he 
has  found  it  necessary  to  issue  a  catalog.  He 
started  with  the  old  Thomas  portable  and  at  the 
present  time  handles  three  well-known  makes — 
the  "Swanson,"  the  "Gypsy"  and  the  "Carryola," 
the  latter  having  recently  been  added  to  his  line 
for  distribution  in  Oregon,  Washington  and 
Alaska. 

He  reports  the  placing  of  Charles  G.  Guthrie, 
formerly  with  the  J.  K.  Polk  Co.,  Inc.,  of  Dallas, 
Tex.,  in  the  Los  Angeles  district,  and  in  the 
Alaska  district,  D.  Rose,  who  is  making  his 
headquarters  at  Juneau,  Alaska.  A  branch  has 
also  been  established  at  709  Pike  street,  Seattle, 
with  J.  E.  Brown  in  charge. 

Plans  for  a  Summer  radio  school  for  service 
men  have  been  formulated  by  a  committee  of 
the  Oregon  Radio  Trades  Association  and  offi- 
cials of  the  Oregon  Institute  of  Technology, 
who  will  conduct  the  school  August  IS  to  29. 

L.  D.  Marsh,  who  was  recently  appointed 
Pacific  Northwest  district  manager  of  the  Co- 
lumbia Phonograph  Co.,  to  replace  W.  H.  Law- 
ton,  former  manager,  who  has  gone  to  Los 
Angeles,  visited  the  Oregon  dealers,  accom- 
panied by  Randall  Bargelt,  Oregon  representa- 


tive of  the  Columbia  Co.  Mr.  Marsh  was  for- 
merly connected  with  the  Columbia  Phonograph 
Co.  in  Spokane,  Wash. 

Roy  A.  Forbes,  manager  of  sales  and  mer- 
chandise, and  H.  H.  Murry,  consulting  engineer 
of  the  Victor  Talking  Machine  Co.,  Camden, 
N.  J.,  accompanied  by  Otto  L.  May,  of  San 
Francisco,  Pacific  Coast  sales  manager  of  the 
Victor  Co.,  were  visitors  during  April,  in  confer- 
ence with  Elmer  Hunt,  wholesale  manager  of 
Sherman,  Clay  &  Co.,  Victor  jobbers.  These 
executives  met  the  Victor  dealers  of  the  Port- 
land district  during  their  visit  at  the  Hotel  Port- 
land, at  which  time  the  local  trade  situation  was 
studied,  Mr.  Forbes  going  into  careful  detail  on 
all  phases  of  the  industry. 

The  Vitaphone  with  Johnt.Barrymore  in  "Don 
Juan"  has  just  closed  a  six  weeks'  engagement 
at  the  Blue  Mouse  Theatre,  playing  to  packed 
houses  at  all  performances.  This  is  being  fol- 
lowed by  Syd  Chaplin  in  "The  Better  'Ole,"  also 
with  Vitaphone  accompaniment  and  special  fea- 
tures, and  from  early  indication  will  outdo  the 
popularity  of  "Don  Juan"  and  its  feature  num- 
bers, which  included  Giovanni  Martinelli,  sing- 
ing Vesti  La  Guibba  from  Pagliacci,  who,  the 
program  announced,  appeared  through  the  cour- 
tesy of  the  Victor  Talking  Machine  Co.  The  pic- 
ture music,  as  in  "Don  Juan,"  is  played  by  the 
New  York  Philharmonic  Orchestra,  which,  the 
programs  announce,  records  exclusively  for  the 
Brunswick  Co.,  maker  of  Brunswick  records. 
Added  musical  features  to  the  new  program  are 
Mischa  Elman,  noted  violinist  and  Victor  artist; 
Al  Jolson,  Brunswick  artist. 

Two  musical  events  of  major  importance  were 
presented  at  the  end  of  the  season  in  Portland, 
a  recital  by  Charles  Hackett,  American  tenor 
and  popular  Columbia  artist,  who  was  presented 
April  22,  and  Percy  Grainger,  pianist-composer, 
another  Columbia  artist,  who  appeared  April  25 
in  joint  recital  with  the  New  York  String 
Quartet. 

Fred  Gennett,  of  the  Starr  Piano  Co.,  was  a 
Portland  visitor  in  April  and  reported  strong 
indications  of  an  early  revival  of  business  in  all 
districts. 

The  McCormick  Music  Co.  is  featuring  daily 
broadcast  dinner  hour  programs  over  KTBR, 
radio  station,  owned  and  operated  by  M.  E. 
Brown.  Mr.  Brown  recently  purchased  a  Kim- 
ball grand  piano  from  the  McCormick  Music 
Co.  for  his  new  studio.  H.  H.  Princehouse,  vice- 
president  of  the  McCormick  Co.,  is  in 
charge  of  the  programs  and  is  using  a  Victor 
Electrola,  the  instrument  being  hooked  up  from 
K  TBR  by  remote  control. 

Fred  Sherman  and  Phil  Clay,  of  San 
Francisco,  were  recent  visitors  to  the  Portland 


branch  of  Sherman,  Clay  &  Co.  A  meeting  of 
all  retail  and  wholesale  employes  was  held  dur- 
ing their  visit,  at  which  time  Mr.  Clay  pre- 
sented a  forceful  sales  talk  on  the  new  Auto- 
matic Orthophonic  Victrola. 

Charles  Soule,  Pacific  Northwest  representa- 
tive of  the  Starr  Piano  Co.,  has  just  returned 
from  an  extensive  trip  throughout  the  Seattle 
district  and  reports  dealers  showing  great  en- 
thusiasm in  the  Electrobeam  Gennett  record. 

W.  L.  Bobo,  well  known  in  music  trade  cir- 
cles on  the  Pacific  Coast  and  formerly  of  the 
Southern  California  Music  Co.,  has  been  ap- 
pointed general  manager  of  the  George  C.  Wille 
Music  Co.,  of  Salem,  O. 


Super-Ball  Antenna  Now 

Available  in  Kit  Form 


The  Super-Ball  antenna,  which  is  distributed 
nationally  by  Yahr-Lange,  Inc.,  Milwaukee, 
Wis.,  is  now  available  to  the  trade  in  kit  form. 
The  ball  itself  is  shipped  separately,  and  all  of 
the  accessories  needed  for  its  installation  and 


Super-Ball  Antenna  Kit 

operation  are  contained  in  a  corrugated  paper 
carton.  The  kit  contains  a  fifty-foot  lead-in 
wire,  fifty-foot  guide  wire  and  a  ten-foot  con- 
duit pipe.  The  base,  ground  clamp,  lead-in, 
knobs,  insulators,  and  screws  are  also  contained 
in  the  carton. 

Fred  E.  Yahr,  president  of  Yahr-Lange,  Inc., 
stated  recently  that  1,000  of  the  kits  were  sold 
within  three  weeks  after  their  introduction,  and 
that  he  believes  the  handy  form  in  which  Super- 
Ball  antennas  are  now  shipped  will  greatly  as- 
sist the  dealer,  as  he  can  deliver  the  two  pack- 
ages, the  ball  and  the  kit,  conveniently  to  his 
customers. 


Mikiphone  Pocket  Phono- 
graph Popularity  Growing 

The  Mikiphone  pocket  phonograph,  which 
was  introduced  to  the  trade  a  few  months  ago, 
has  enjoyed  a  splendid  vogue  and  its  popular- 
ity is  increasing  from  month  to  month,  accord- 
ing to  an  announcement  from  the  New  York 
offices  of  Mikiphone,  S.  A.,  Inc.  It  is  made 
in  Switzerland  and  enjoys  the  distinction  of 
being  the  smallest  portable  phonograph  made. 
When  folded  together  the  entire  machine  may 
be  held  in  the  palm  of  one  hand.  It  is  pre- 
cision-made throughout,  according  to  the 
manufacturers,  has  a  single  spring  and  will 
play  one  full  ten-inch  record.  The  sound  box 
is  said  to  have  a  patented  tone  amplifier  pro- 
ducing volume  and  tone  the  equal  of  that 
rendered  by  the  larger-sized  portable  models. 
The  Mikiphone  weighs  two  and  three-quarters 
pounds  and  is  nickel-plated  throughout. 
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DEALERS 

WILL  APPRECIATE 

as  keenly  as  phonograph  manufactur- 
ers and  jobbers  that  the  "NONSPILL" 
needle  cup  fills  a  iong-felt  need  in  the 
portable  field. 

TWO-FOLD  PROFITS 

While  it  is  but  fair  to  assume  that 
dealers  will  profit  to  a  measurable  ex- 
tent by  the  sales  feature  which  the 
"NONSPILL"  will  add  to  phono- 
graphs so  equipped,  we  want  them  to 
enjoy  the  more  tangible  profits  sure 
to  result  from  a  demand  for  these  cups 
for  replacements  in  thousands  of  pho- 
nographs already  in  use. 

SELL  THEMSELVES 

And  so,  "NONSPILLS"  are  now  avail- 
able to  dealers  for  retail  sale — packed 
twenty-four  (24)  in  an  attractive 
counter  box — one  needle  cup  mounted 
m  a  panel  for  display  and  demonstra- 
tion purposes. 

Every  purchaser  of  records,  needles, 
etc.,  is  a  potential  customer — with  no 
sales  effort  or  time  expended.  "NON- 
SPILLS"  sell  themselves  on  sight. 


this  dependable  and  handsomely  nickel 
plated  needle  cup  not  only  is  popularly 
priced  but  admits  of  ready  purchase. 
More  important  still,  it  allows  you 

A  SUBSTANTIAL  PROFIT 

Get  a  display  box  of  24  at  once. 
Then  put  it  on  your  counter  and 
watch  them  go. 

//  your  jobber  cannot  sup- 
ply you  promptly,  we  can 


■"It- 


OPEN— 

COVER  STAYS  UP 


The  New,  Vastly  Improved 

Double-Action  and  Flat  Spring-Hinge  Covered 


NONSPILL 


NEEDLE  CUP 

Patent  Pending 

For  Portable  Phonographs 

A  Triumph 

in  Mechanical  Simplicity,  Perfection  and  Operation 

—AND  THE  PRICE  IS  RIGHT 


LITTLE  THINGS  COUNT — 

often  the  most.  So,  while  a  needle  cup  seemingly  is  a  small  link  in  the  chain  of  fittings 
which  go  to  make  a  complete  phonograph,  sometimes  it  assumes  large  importance. 

Lack  of  appreciation  of  this  fact  has  caused  many  a  good  portable  to  be  condemned 
unjustly,  or  perhaps  even  prejudiced  in  favor  of  another,  because  of  an  undependable 
needle  cup. 

No  amount  of  rough-and-tumble  traveling  disturbs  the  "NONSPILL" — the  needles 
simply  can  not  escape.  True  to  name,  it  can  be  depended  on  always  to  contain  the 
needles— WHEN  IT'S  TIME  TO  PLAY. 

UP  OR  DOWN  THE  COVER  STAYS  PUT 
—AND  IT'S  STURDY,  STRONG  AND  HANDSOME 
THAT  MAY  BE  WHY 

many  large  and  prominent  manufacturers  already  have  adopted  the  "NON- 
SPILL" needle  cup  for  original  installation  in  their  portable  phonographs. 

You,  too,  can  secure  prompt  delivery 


X 


CLOSED  — 

COVER  STAYS  DOWN 


Morentzei^ 


Mfr.  Phonograph  Hardware 


155  LEONARD  ST. 
NEW  YORK,  N.  Y. 
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There's  a  Reason  Why  Euphonies 
are  Sold  by  Leaders  Everywhere! 


hear  a 


And  you'll  know  the  reason  the  instant  you 
Euphonic  Reproducer. 

By  its  surpassing  performance,  the  Euphonic  sells  itself. 
As  a  beautiful  piece  of  furniture,  the  Euphonic  is  without 
a  rival,  too.  Graceful  lines,  with  hand  rubbed  and  waxed 
duo-tone  Walnut  or  Mahogany,  the  Euphonic  is  tiuly 
a  masterpiece  of  cabinet-work. 

Leading  dealers  the  country  over  recognize  in  the  Eu- 
phonic Reproducer  more  dollar  for  dollar  value,  than 
the}-  can  offer  in  any  other  line.  Wire  or  write  for  full 
details  of  our  sales  plan. 


Model  9 
List  Price  $95.00 


WASMUTH-GOODRICH 
Peru,  Indiana 


COMPANY 


Reproducer0 


"Nonspill"  Needle  Gup  Is 
New  Arrival  in  Parts  Field 


Unique  Unit  of  Phonograph  Hardware  Wins 
Interest  of  Portable  Phonograph  Manufac- 
turers— Will  Be  Sold  Also  by  Dealers 


A  bright  future  seems  to  be  in  store  for  a 
new  phonograph  needle  cup  of  unusual  design 
and  construction  which  has  been  placed  on  the 
market  under  the  trade  name  of  "Nonspill." 
This  needle  cup  resembles  the  general  type  in- 
stalled in  portable  phonographs  but  has  many 
added  virtues  when  in  use.  Chief  among  these 
is  the  fact  that  the  cover  stays  open  and  in  an 
upright  position.  When  closed  the  cover  re- 
mains fixed  in  place,  resisting  absolutely  the 
possible  spilling  of  needles. 

It  is  worthy  of  mentioning  that  these  im- 
proved features  have  been  attained  by  an  en- 
tirely new  departure  from  ordinary  designs  by 
means  of  a  patented,  double-action  and  flat- 
spring  hinged  cover  principle.  A  cover,  cup  and 
flat  spring,  with  no  other  parts,  combine  to 
make  the  complete  unit. 

Several  large  and  well-known  manufacturers 
of  phonographs,  it  is  said,  already  have  recog- 
nized the  features  of  this  cup  and  have  adopted 
it  for  installation  in  their  portables. 

While  the  "Nonspill"  needle  cup,  naturally, 
will  find  its  chief  and  largest  outlet  along  the 
above  channels,  it  is  also  being  made  available 
to  the  general  public  through  phonograph  job- 
bers and  dealers.  It  is  felt  that  the  trade  will 
welcome  such  an  item  for  reinstallations,  re- 
placements, etc.  The  needle  cups  are  packed  in 
small  lots  of  twenty-four  attractive  counter 
boxes,  with  one  cup  mounted  prominently  for 
display  and  demonstration  purposes. 

H.  K.  Lorentzen,  of  New  York,  the  designer, 
patentee  and  manufacturer  of  the  "Nonspill" 
needle  cup,  and  for  over  ten  years  actively  and 
extensively  engaged  in  the  manufacture  and 
sale  of  a  specialized  line  of  phonograph  hard- 
ware, reports  the  receipt  of  heavy  orders  fol- 
lowing an  advanced  showing  of  samples.  How- 
ever, having  anticipated  this  demand  by  ex- 
tending his  production  facilities  considerably,  he 
assures  phonograph  manufacturers,  jobbers  and 
dealers  alike  of  prompt  if  not  immediate  ship- 
ments. 


G.  J.  Seedman  Radio  Go. 
Freed-Eisemann  Distributor 


The  G.  J.  Seedman  Automotive  &  Radio  Co., 
Inc.,  of  Brooklyn,  N.  Y.,  has  announced  its 
appointment  as  a  distributor  of  Freed-Eisemann 
radio  in  Brooklyn  and  Long  Island.  The  Seed- 
man  organization  is  one  of  the  important 
distributors  of  radio  in  the  East,  and  among 
the  products  already  being  handled  are  tin- 
following  nationally  known  radio  lines:  RCA 
Radiotrons,  Amplion  speakers,  Balkite  prod- 
ucts.   Burgess    batteries,    Grebe  Syncrophase 


receivers,  Unitron  products,  Receptrad  Power- 
izers,  Sonochorde  speakers  and  Modern  B 
eliminators.  Extension  of  the  Seedman  ware- 
house facilities  is  planned  for  the  near  future 
because  of  their  steadily  increasing  business. 


Lee  Morse  Will  Record 

Exclusively  for  Columbia 

Lee  Morse,  well-known  musical  comedy  and 
vaudeville  star,  recently  contracted  to  record  ex- 
clusively for  Columbia  New  Process  records. 
Miss  Morse,  who  composes  a  great  number  of 


Lee  Morse 

the  selections  she  sings,  is  accompanied  on  her 
first  recordings  bv  Her  Southern  Serenaders. 


J.  W.  White  Now  Field  Rep- 
resentative for  Yahr-Lange 

According  to  an  announcement  received  from 
the  headquarters  of  Yahr-Lange,  Inc.,  national 
distributor  of  Super-Ball  antenna,  J.  W.  White" 
has  been  appointed  field  representative  for  the 
company.  Mr.  White  was  formerly  associated 
with  Gimbel  Bros,  for  a  period  of  twelve  years 
and  for  the  past  year  he  has  been  connected 
with  the  Freed-Eisemann  Radio  Corp. 

Mr.  White  will  cover,  in  the  interest  of  the 
Super-Ball  antenna,  a  territory  which  includes 
Michigan,  Iowa,  Illinois  and  West  Virginia. 


Visited  Atlanta  Branch 


Frank  Walker,  of  the  recording  staff  of  the 
Columbia  Phonograph  Co.,  New  York,  recently 
returned  to  the  home  office  after  a  trip  to  the 
Atlanta  branch  of  the  company. 


Magnavox  Go.  Distributes 
Gone  Speaker  Unit  Folder 

Literature  Sent  Distributors  and  Dealers  Con- 
tains Description  of  Outstanding  Features 
With  Instructions  for  Installing 


Oakland,  Cal.,  May  5. — The  Magnavox  Co.,  of 
this  city,  has  just  issued  a  folder,  which  also 
serves  as  a  template,  for  its  cone  speaker  unit. 
The  folder  is  being  sent  to  manufacturers,  dis- 
tributors and  dealers.  It  includes  not  only  a 
complete  description  of  the  salient  points  of  the 
unit  but  full  instructions  for  installation. 

The  folder  says,  in  part:  "Magnavox  is  one 
of  the  best-known  and  readily  accepted  speak- 
ers. The  unit  is  only  8->^  inches  in  diameter, 
fits  in  any  cabinet.  Simplest  to  install,  only 
four  screws  to  turn.  Covers  wide  range  of 
frequencies — passes  bass  notes  wonderfully 
clear.  Beautiful  tone  quality  for  largest  resi- 
dence use.  Takes  the  wallop  from  biggest 
sets."  The  demand  for  this  folder  has  necessi- 
tated three  increases  to  the  original  quantity 
planned. 


Pedestal  Model  Octatone 
Price  Reduction  Announced 

The  Pausin  Engineering  Co.,  727-39  Freling- 
huysen  avenue,  Newark,  N.  J.,  which  achieved 
success  last  season  with  its  Octatone  speaker 
known  as  the  T-l,  a  table  model,  later  produced 
this  product  in  a  pedestal  model  known  as  the 
P-2.  Some  time  after  introducing  the  Pedestal 
model  Octatone  the  list  price  was  reduced  but 
no  changes  were  made  in  the  price  of  the  widely 
popular  table  Octatone  speaker. 

W.  B.  Stone,  vice-president  of  the  Pausin  En- 
gineering Co.,  recently  stated  that  the  reduc- 
tion in  the  list  price  of  the  P-2  pedestal  Octa- 
tone speaker  was  due  to  the  fact  it  is  now  man- 
ufactured in  its  entirety  in  the  Frelinghuysen 
avenue  plant  of  the  company.  This,  together 
with  the  fact  that  the  factory  is  equipped  for 
massed  production,  brought  about  economies  in 
costs  which  were  passed  on  to  the  trade. 


Involuntary  bankruptcy  proceedings  were  re- 
cently filed  against  the  Blandin  Phonograph  Co. 
Racine,  Wis.,  by  creditors  of  the  company. 


Will  Fyffe,  Comedian,  Is 

Exclusive  Columbia  Artist 

Will  Fyffe,  the  clever  comedian  from  the  land 
of  kilts  and  heather,  who  is  now  duplicating  in 
America  the  tremendous  success  achieved  in  the 
British  Isles,  is  an  exclusive  Columbia  record- 
ing artist.  After  completing  a  lengthy  run  at 
the  Palace  Theatre  in  New  York  Mr.  Fyffe 
started  out  to  tour  the  Keith-Albee  circuit.  Sev- 
eral of  the  finest  of  the  Scotch  comedian's  char- 
acterizations have  been  recorded  on  Columbia 
New  Process  records  and  Mr.  Fyffe  has  ex- 
pressed delight  that  his  many  friends  will  be 
able  to  hear  him  in  their  own  home  whenever 
thev  like. 
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SELLING   THEM  FASTER 


As  a  radio  dealer  you  are  heavily  "sold"  on  fast 
turnover.  Black  figures  on  a  ledger  never  hurt 
the  eyes.  You  recall  our  pioneering  in  the  One- 
Dial  radio  field.  We  saw  its  inevitable  success. 
Great  as  were  Mohawk  expectations,  the  results 
have  been  far  greater.  Dealers  handling  the 
MOHAWK  6-tube  One-Dial  Control  are  reap- 
ing a  golden  harvest.  Three  mighty  sales  factors 
are  heaping  up  their  profits — beauty,  perform- 
ance and  attractive  prices.  The  MOHAWK  is 
the  best  value  in  the  One-Dial  radio  field  —  the 
outstanding  achievement  in  advanced,  efficient 
and  scientific  radio  building.  Let  MOHAWK 
build  for  you — make  it  master  of  the  cash  regis- 
ter. MOHAWK  has  a  most  attractive  Dealer 
Franchise.  Wire  or  write  for  it — look  it  over.  It 
clicks  every  time. 


MOHAWK  CORPORATION  OF  ILLINOIS 

Established  in  1920 
Independently  Organized  in  1924 

2220  DIVERSEY,  AT  LOGAN  BOULEVARD,  CHICAGO 


PONTIAC— Shielded.  Burl  walnut, 
drop  front.  Built-in  loud  speaker.  46 
ins.  high.     List  price    $140 

SENECA— Mohawk  one-dial,  six-tube 
shielded  radio  set  in  walnut  drawer. 
List  price    $57.50 

CHEROKEE— Shielded.  Rich  Wal- 
nut hand  rubbed  piano  finish.  Full 
piano-hinged.  10%  ins.  high,  13%  ins. 
deep,  I5y2  ins.  long.  List  price  . .  $65 

WINONA— Shielded.  Rich  walnut. 
24  inches  long.    List  price    $80 

CHIPPEWA— (Above)  Shielded.  Rich 
walnut,  two-toned.  Built-in  loud 
speaker.    List  price   $110 

GENEVA— Shielded.  Front  full  burl 
walnut,  inlaid.  Loud  speaker  built  into 
dome,  44  ins.  high.    List  price  ..$185 

POCAHONTAS— Shielded.  Burl  wal- 
nut inlaid.    Built-in  loud  speaker  with 
7-foot  horn.    45y2  inches  high. 
List  price   $300 

Prices  west  of  the  Rockies  slightly 
higher.    Canadian  prices  40%  higher. 

Mohawk  Corporation 
of  Illinois 

Established  1920 

Independently 
Organized  in  1924 


You  will  do  well  to  read  the  June  Mohawk  advertisement  to  appear 
in  this  publication.  1927-28  will  bring  even  GREATER  PROFITS  and 
MORE  LASTING  PRESTIGE  to  MOHAWK  FRAN  CHISED  DEALERS. 
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Sophie  Tucker 


thou 
shalt 
not 
perish 
in  1500 


.  .  .  when  the  joy  of  things  be- 
gins to  fade — and  you  are  lamping 
tired,  withered  looks — and  life  in  a 
cell  seems  a  good  place  for  park- 
ing there  is  no  need  to  beg 
the  sheriff  for  a  few  bars  as  a  means 
for  self  contentment. 

.  .  .  not  if  you  can  keep  enough 
presence  of  mind  to  remember  that 
in  Suite  1500-1501-1502,  of  course 
the  Stevens  Hotel,  Chi.,  there  awaits 
you  our  inexhaustible  "CONSOL- 
IDATED HOSPITALITY". 

.  we  are  sharing  everything 
from  the  best  musical  merchandise 
to  our  personality  soothing  syrup — 
convention  babies  cry  for  it. 

.  .  .  of  course,  you  will  have  to 
wait  until  Music  Trade  Convention 
Week — but  when  you  are  through 
waiting  we'll  be  waiting  there  to 
welcome  every  jobber  and  dealer 
who  can  remember  Suite  1500-1501- 
1502. 


sings 
only 
on 

OKA 


ELECIRIC 


records 


time 
for 
Okeh 
dealers 
to 

brag 

No-  40813— 10  in.— 75c. 

Fifty  Million  Frenchmen  Can't  Be  Wrong 

AND 

One  Sweet  Letter  From  You 
Both  Sung  by  Sophie  Tucker 


Consolidated  Talking  Machine  Co. 


.  .  but  just  a  moment,  please! 
These  festive  people  just  seem  to  be 
settling  down  to  an  evening  of  "Gay 
Paree"  and  SOPHIE  TUCKER. 

.  .  .  but  that  is  where  they  just 
fancy  themselves  to  be.  Between  us 
two  they  are  really  at  home,  lolling 
in  easy  chairs,  utterly  fascinated  by 
our  first  recordings  of  Sophie 
Tucker. 

"FIFTY  MILLION  FRENCH- 
MEN CAN'T  BE  WRONG"  . 
you're  on   .    .    .   that's  the  big  hit! 
But  here  we  come  with  it  sung  by 
Sophie  Tucker.  .   .   .  Some  triumph ! 

If  you  are  not  an  Okeh  Dealer  it 
makes  you  eager  to  sign  yourself  as 
a  Licensed  Okeh  Record  Dealer 
.  .  do  that  and  you,  too,  can 
profit  by  our  many  Okeh  exclusive 
features. 


Sophie 

Tucker's 

first 

Okeh 

Record 


227  W.  Washington  St. 


Branches:  2957  Gratiot  Ave 
1424  Washingto: 


Chicago,  111. 

Detroit,  Mich. 
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LEONARD  P.  CANTY 


Middle  West  Preparing  to  Act  as  Hosts 

to  Music  Industries  and  Radio  Conventions 

Two  Weeks  in  June  to  Be  Given  Over  to  Allied  Music  Trades  Convention  and  Radio  Manufac- 
turers' Association  Trade  Show  and  Convention — Stevens  Hotel  to  House  Both  Meetings 


Chicago,  III.,  May  7. — The  Middle  West  music- 
radio  trade  is  looking  forward  eagerly  to  the 
two  weeks  in  June  when  Chicago  will  act  as 
host  to  the  Allied  Music  Trades  convention, 
and  the  Radio  Manufacturers'  Association  trade 
show  and  convention.  The  music  gathering  will 
be  held  the  second  week  in  June,  followed  dur- 
ing the  next  week  by  the  radio  show,  and  it 
is  expected  that  many  music  distributors  and 
dealers  will  lengthen  their  stay  in  this  city  in 
order  to  obtain  first-hand  information  from  the 
radio  manufacturers  as  to  the  products  which 
will  be  introduced  and  shown  for  the  first  time. 
Several  radio  manufacturers  are  taking  added 
advantage  of  the  music  trade  meetings  by  ex- 
hibiting their  products  at  that  gathering  at  the 
Stevens  Hotel,  and  again  during  the  radio  trade 
show. 

The  R.  M.  A.  trade  show  is  looked  upon  by 
manufacturers,  distributors  and  dealers  alike  as 
representing  one  of  the  most  progressive  steps 
yet  taken  in  the  radio  industry,  for  it  will  allow 
the  show  visitors  to  scan  the  new  products 
closely,  make  comparisons,  meet  and  associate 
with  other  members  of  the  trade,  and  enable 
them  to  choose  their  products  at  an  earlier 
date  than  in  past  years,  and  thus  lay  their  sales 
programs  for  Fall  and  Winter  accordingly. 

Business  conditions  in  the  music-radio  trade 
in  this  territory  have  been  fairly  good  during 
the  past  month,  although  the  advent  of  Spring 
has  made  inroads  on  the  sales  totals  in  both 
talking  machine  and  radio  products.  Phono- 
graph records  have  been  much  in  demand,  how- 
ever, evidence  of  a  keen  interest  in  that  type 
of  reproducing  instrument.  The  sale  of  portable 
phonographs  and  radio  receiving  sets  is  mount- 
ing with  the  opening  of  the  vacation  and  out- 
door season,  thus  recompensing  to  some  extent 
the  decrease  in  demand  for  the  larger  units 
of  sale.  Several  manufacturers  are  busying 
themselves,  in  both  the  phonograph  and  radio 
field,  with  the  designing  and  perfecting  of  elec- 
trical pick-up  type  talking  machines,  and  it  is 
expected  that  several  of  these  products  will 
soon  make  their  debut. 

Columbia  Artist  in  Local  Engagement 

Charles  Kaley,  believed  by  many  to  have  a 
voice  of  more  than  ordinary  appeal  and  an 
exclusive  Columbia  recording  artist,  has  opened 
up  an  extended  engagement  at  the  Granada 
Theatre  in  Chicago.  Mr.  Kaley  is  popular  with 
the  young  ladies  and  it  is  expected  that  thou- 
sands of  his  Columbia  records  will  be  sold  to 
countless  admirers  in  Chicago. 

Miss  Jean  Madeline  Victor  Arrives 

H.  P.  Victor,  assistant  district  manager  of 
the  Chicago  Columbia  offices,  is  receiving  the 
congratulations  of  his  many  friends  in  the  in- 
dustry upon  the  recent  arrival  in  his  family  of 
Miss  Jean  Madeline  Victor.  Miss  Jean  arrived 
in  the  Victor  household  on  Wednesday,  April 
27,  and  while  she  only  weighed  at  the  time 
seven  pounds  and  ten  ounces,  she  is  gaining  in 
weight  rapidly  and  soon  expects  to  become  a 
full-grown  young  lady. 

Passing  of  Leon  Samuels  Regretted 

Leon  Samuels,  for  many  years  a  prominent 
figure  in  the  talking  machine  trade,  passed  away 
at  his  home  in  Chicago  on  April  12.  Mr. 
Samuels  had  been  in  ill  health  for  the  past  sev- 
eral months,  and  died  just  a  few  days  after  his 


return  from  Hot  Springs,  Ark.,  where  he  had 
spent  some  time  in  an  effort  to  better  his  con- 
dition. Mr.  Samuels  was  fifty-five  years  old, 
and  had  spent  eighteen  years  in  the  phonograph 
field.  He  was  associated  with  the  Vitanola 
Talking  Machine  Co.  as  a  salesman  when  that 


organization  was  formed,  and  was  in  business 
under  his  own  name  in  the  years  which  fol- 
lowed.   He  recently  established  his  headquar- 
ters in  the  Republic  Building,  Chicago,  manu- 
facturing the  Mellowtone  phonograph,  and,  ac- 
cording to  an  announcement  made  a  short  time 
ago,  the  business  will  be  continued  with  W.  A. 
Ferguson  in  charge.     Mr.  Ferguson  has  been 
associated  with  Mr.  Samuels  in  the  phonograph 
business  for  many  years. 
Radio  Corp.  of  America  in  Its  New  Quarters 
The  Radio  Corp.  of  America  recently  took 
possession  of  its  new  and  commodious  quarters 
(Continued  on  page  106) 


The  NEW  KIMBALL 
PHONOGRAPH 


New  Construction 
not  just  new  styles 

Have  you  had  a 

Tone  Test 
Demonstration  ? 


Style  250 


Style  300 


These  two  styles 
are  only  part  of 
the  Kimball  line 
which  is  gaining 
rapidly  in  popu- 
larity. 


Beautiful  Instruments;  Exclusive 
Features;  True  Tone.  Write  or  wire 


W.  W.  KIMBALL  COMPANY 

Established  1857 

306  S.  Wabash  Avenue  Kimball  Bldg.,  Chicago 
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FROM  OUR  CHICAGO  HEADQUARTERS — (Continued  from  page  105) 


on  the  eighteenth  and  nineteenth  floors  of  the 
building,  100  West  Monroe  street,  corner  of 
Clark  and  Monroe  streets,  Chicago.  The  im- 
proved conditions  which  the  new  office  affords 
will  greatly  assist  the  Chicago  R.  C.  A.  organ- 
ization in  continuing  to  render  its  high  stand- 
ard of  service.  The  100  West  Monroe  Building, 
situated  in  the  very  heart  of  the  loop,  is  easily 
accessible  to  out-of-town  wholesale  distributors 
and  dealers  as  well  as  to  those  located  in  and 
around  this  city.  The  many  friends  of  the  Ra- 
dio Corp.  of  America  have  been  invited  to  visit 
the  new  Chicago  home  of  the  firm. 

W.  C.  Fuhri  a  Visitor 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  Inc., 
New  York,  spent  several  days  in  Chicago  dur- 
ing the  last  week  in  April  and  seemed  more 
than  usually  optimistic  over  the  progress 
Columbia  has  made  during  the  past  few  months. 

Mr.  Fuhri  was  quoted  as  having  said  that 
Columbia  record  business  in  April  showed  a 
decided  increase  over  March  and  that  every- 
thing seems  to  indicate  that  this  increase  will 
continue  throughout  the  Summer  months.  Mr. 
Fuhri  proceeded  to  St.  Louis  from  Chicago. 
It  is  expected  that  he  will  return  to  Chicago 
to  attend  the  Music  Trades  Convention  early 
in  June. 

Live  Sales  Campaign  of  Universal  Battery  Co. 

The  Universal  Battery  Co.,  of  this  city,  is 
placing  an  ambitious  sales  campaign  behind  its 
products  in  the  music-radio  trade.  The  firm 
manufactures  batteries  for  radio  and  automobile 
use,  and  power  units  for  attachment  to  radio 
leceivers.  The  Universal  organization  has  been 
an  important  factor  in  the  battery  manufactur- 
ing field  for  twenty-five  years,  and  is  a  member 
of  the  National  Battery  Manufacturers'  Associa- 
tion as  well  as  the  Radio  Manufacturers'  Asso- 
ciation. An  extensive  advertising  campaign  has 
been  launched  on  Universal  batteries  and  socket 
power  units,  and  the  entire  line  manufactured 
by  the  firm  will  be  shown  at  both  the  R..  M.  A. 
Trade  Show,  Hotel  Stevens,  in  June,  and  the 
Chicago  Radio  Show  at  the  Coliseum  this  Fall. 
Acoustical  Development  Corp.  Formed 

The  Acoustical  Development  Corp.,  with 
headquarters  in  Chicago  and  factory  at  Racine, 
Wis.,  was  recently  established,  with  H.  F.  Hop- 
kins, president,  in  active  management  of  the 
firm.  The  organization  acquired  what  was 
formerly  known  as  the  Tone  Chamber  Division 
of  the  Borkman  Radio  Corp.,  previously  located 


at  Kalamazoo,  Mich.  The  Acoustical  Develop- 
ment Corp.  has  further  extended  its  activities 
to  the  manufacture  of  phonograph  tone  cham- 
bers in  addition  to  the  tone  chambers  which  it 
will  produce  for  radio  manufacturers.  Models 
previously  manufactured  by  the  Borkman  Radio 
Corp.  are  included  in  the  line,  with  the  addi- 
tion of  several  new  numbers  embodying  the 
latest  acoustical  developments. 

In  a  recent  announcement  made  by  Mr.  Hop- 
kins he  stated  that  the  Acoustical  Development 
Corp.  had  complete  engineering  facilities  avail- 
able at  all  times  which  will  be  placed  at  the  dis- 
posal of  the  radio  and  phonograph  manufacturer 
to  aid  in  selecting  equipment  best  suited  for 
individual  requirements. 

Silver  Masked  Tenor  Again  on  the  Air 

The  Silver  Masked  Tenor,  who  delighted  his 
radio  audience  last  Fall,  will  again  appear  on 
the  program  of  the  B.  F.  Goodrich  Silvertown 
Cord  Orchestra  broadcast  over  the  WEAF  net- 
work on  Wednesday  nights  from  May  5  until 
October.  Dealers  handling  Kellogg  radio  sets 
will  soon  be  supplied  with  a  very  attractive 
window  display  featuring  the  Silver  Masked 
Tenor  in  connection  with  a  hearty  recommenda- 
tion he  has  given  the  Kellogg  set. 

Hollis  Vaughn  Visits  Mohawk  Executives 

Hollis  Vaughn,  of  the  George  Vaughn  Co., 
Boston,  radio  distributor,  stopped  in  Chicago 
for  several  days  during  the  latter  part  of  April 
and  visited  the  executives  of  the  Mohawk  Corp. 
of  Illinois.  Mr.  Vaughn  was  en  route  to  Hot 
Springs,  Ark.,  to  attend  the  Electrical  Manu- 
facturers' Convention. 

Invitation  From  United  Air  Cleaner  Co. 

The  phonograph  motor  division  of  the  United 
Air  Cleaner  Co.,  Chicago,  has  issued  invitations 
to  visitors  who  attend  the  Radio  Manufacturers' 
Association  Trade  Show'  and  Convention  and 
the  Music  Trades  Convention  in  June  to  visit 
the  United  plant  on  Chicago's  South  Side  and 
to  hear  a  demonstration  of  the  United  electric 
pick-up  and  amplification  unit.  This  new  prod- 
uct of  the  United  Air  Cleaner  Co.,  which  was 
described  in  the  April  issue  of  The  Talking 
Machine  World,  has  awakened  wide  interest  in 
the  trade.  The  engineering  department  of  the 
firm  has  spent  many  months  in  perfecting  the 
new  musical  development  and  when  the  conven- 
tion and  show  visitors  reach  Chicago  it  will  be 
ready  for  presentation.  F.  F.  Paul,  general 
sales  manager  of  the  United  Air  Cleaner  Co., 
has  made  arrangements  for  convention  visitors 


]  Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured  j|| 

We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
filled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 


DtCORPORATED  UNDER 
LA  WS  OF  ILLINOIS 


Blana'ara  Talking  Mnchlni  Co. 
Vmtlmi  Talking  Mat  kin*  Co. 
Harmon,  Talking  Matk.n.  Co. 
O' Ntlll- Jama*  Co. 
ArattnnCn. 


nrnncbea:  2957  Orntlot  Ave.,  Detroit,  Mich. 


'  HigkGrac^ToI^c'Macliines.DiicRscOixls, 
Talking  Machine  Supplies,  Etc 

227-229  W.  WASHINGTON  ST..  CHICAGO  ILL. 


TRADE  MARK 

•CONS  OLA.* 


1424  Wsnhlnrton  At*.,  South,  HlnnonpolU,  Minn. 


to  view  and  hear  the  new  electric,  pick-up  and 
amplification  unit  while  they  are  in  Chicago  and 
it  is  expected  that  many  members  of  the  trade 
will  take  advantage  of  the  opportunity. 

Gulbransen  Piano  on  the  Air 
Listeners-in  on  radio  broadcasting  station 
WSKC,  Bay  City,  Mich.,  put  on  their  dancing 
shoes  when  Fred  Gunsell  plays,  for  he  is  an  ex- 
ponent of  syncopation  and  produces  exceptional 
melodies  on  the  Gulbransen  grand  piano.  Sta- 
tion WSKC  has  as  part  of  its  standard  equip- 
ment a   Gulbransen   grand  piano   supplied  by 


F.  Gunsell  at  the  Gulbransen 

the  Hardy  Music  Co.,  of  Buy  City.  When  Mr. 
Gunsell  is  not  playing  the  Gulbransen  at  the 
radio  station  he  is  selling  and  tuning  Gulbran- 
sen pianos  at  Caro,  Mich.,  where  he  lives.  He 
has  achieved  widespread  popularity  as  an  enter- 
tainer through  his  radio  activities. 

E.  W.  Hedman  in  New  Post 

An  announcement  of  interest  to  dealers  in 
northern  Indiana  and  Michigan  proceeded  from 
the  office  of  A.  J.  Heath,  Chicago  Columbia 
manager,  relative  to  the  appointment  of  E.  W. 
Hedman  as  Columbia  sales  representative  in 
that  territory,  succeeding  Charles  Kennedy, 
who  recently  resigned.  Mr.  Hedman  has  had 
many  years'  experience  in  merchandising  Co- 
lumbia products  in  the  Minneapolis  territory 
and  he  will  place  his  phonograph  experience  at 
the  disposal  of  Columbia  dealers  in  his  new  ter- 
ritory as  an  aid  in  building  up  their  talking 
machine  and  record  business. 

Showers  Plant  for  Radio  Production 

Recently  Showers  Bros.  Co.,  radio  manufac- 
turer, with  headquarters  in  Chicago,  issued  a 
.-tatement  that  the  firm  was  placing  plant  num- 
ber 4  at  the  disposal  of  the  radio  division.  At  that 
time  there  was  also  a  statement  made  that  the 
factories  o'f  Showers  Bros,  constituted  thirty- 
seven  acres  of  floor  space.  This  was  a  very  er- 
roneous statement  and  W.  Edward  Showers  has 
asked  that  a  correction  be  published. 

It  is  generally  understood  that  Showers  Bros, 
rre  the  largest  furniture  manufacturers  in  the 
world,  and  a  recent  survey  of  the  three  factories 
at  Bloomington,  Ind.,  Burlington,  la.,  and 
Bloomfield,  Ind.,  disclosed  the  fact  that  the  en- 
tire floor  space  totals  125  acres.  The  thirty- 
seven  acres  referred  to  above  only  included 
plant  number  4,  which  is  a  large  factory  in  itself. 

H.  T.  Roberts,  who  maintains  the  entire  radio 
division  at  914  South  Michigan  avenue,  Chicago, 
has  announced  that  Showers  Brothers  radio 
division  will  be  expanded  this  season  and  there 
will  be  no  limit  set  to  the  number  of  pieces  to 
be  manufactured. 

Walbert  Mfg.  Co.  in  New  Plant 

The  Walbert  Mfg.  Co.,  formerly  located  at 
925  Wrightwood  avenue,  Chicago,  maker  of 
\\  albert  radio  receivers,  moved  to  a  larger  and 
more  modern  factory  at  1000  Fullerton  avenue 
on  May  1.  In  commenting  upon  the  removal, 
Walbert  executives  stated  that  the  rapidly  grow- 
ing business  of  the  organization  demanded 
greatly  enlarged  quarters  ami  increased  facili- 
ties. 

Coincident  with  the  opening  of  the  new  Wal- 
bert offices  and  factory  came  the  announcement 
{Continued  on  page  1081 
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Field  for  191~ 
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NEUTRAL  SOLUTION 

trickle  Chargers 
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Visit  our  Booth 
at  R.M.A.  TRADE 
SHOW,  STEVENS 
HOTEL,  CHICAGO 
June  13th-18th,  1927 


Permanent  "A"  Power  Supply 

Again  we've  improved  it— made  it  better  than  ever— the  B-2  model  with 
the  improved  electrodes  and  new  clear  solution,  providing  an  absolutely 
permanent  source  of  "A"  Power  supply  with  a  minimum  of  .6  Amp. 
charge  on  any  battery  condition.  Just  plug  it  in  and  forget  it.  Your 
"A"  battery  can  never  run  down  nor  will  it  overcharge. 

There's  nothing  to  wear  out.  The  special  alloy  electrodes  can  never  corrode  or 
crust— solid  rubber  base  and  caps  eliminate  "shorts"— only  the  occasional  addi- 
tion of  distilled  water  is  necessary. 

Compare  the  price.     Without  question  the   Johnson   Neutral   Solution  Trickle 
Charger  dominates  the  Low  Price  field. 
Order  your  stock  of  Johnson  Chargers  today. 

Ask  your  jobber  or  write  direct 


MOTO/^  P/KO DUCTS  CO. 

J08   NORTH    SHELDON  ST.  CHICAGO 
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of  new  representatives  of  Walbert  batteryless 
light  socket  receivers  and  their  territories:  Reid 
Sales  Corp.,  Kansas  City,  Mo.,  Western  Mis- 
souri, Kansas  and  Oklahoma;  L.  C.  Kolin, 
Omaha,  Xebr.,  Iowa,  Nebraska  and  South  Da- 
kota; Howard  &  Geeseka  Co.,  Minneapolis, 
Minn.,  North  Dakota,  Minnesota  and  western 
Wisconsin. 

Greene-Brown  Mfg.  Co.  Moves 
The  Greene-Brown  Mfg.  Co.,  Chicago,  manu- 
facturer of  "B"  battery  eliminators  and  power 
units,  recently  moved  its  headquarters  to  a  new 
plant  and  offices  at  5100  Ravenswood  avenue. 
A  steadily  increasing  demand  for  Greene-Brown 
products  is  given  by  the  firm  as  the  reason  for 
the  removal  to  larger  and  more  modern  quarters. 
The  complete  line  of  power  units  made  by  the 
Greene-Brown  Mfg.  Co.  will  be  exhibited  at  the 
R.  M.  A.  Trade  Show,  Hotel  Stevens,  June  13-18. 
A.  J.  Heath  Visited  Northwest 
A.  J.  Heath,  manager  of  the  Chicago  district 
of  the  Columbia  Phonograph  Co.,  Inc.,  made 
one  of  his  periodical  trips  to  Minneapolis  dur- 
ing the  month  of  April.     Conditions    in  the 
Northwest  territory,  according  to  Mr.  Heath, 
give    every    promise   of  a    continued  normal 
activity  in  business  during  the  next  few  months. 
Business    in   Montana   is   especially   good,  he 
stated  upon  his  return.    Mr.  Heath,  while  in 
Minneapolis,  informed  Lawrence  Gunyo,  Min- 
neapolis sales  representative,  that  he  was  the 
winner  of  the  prize,  in  the  recent  sales  contest 
between  salesmen  in  the  Chicago  and  Minne- 
apolis district  territory,  of  a  Viva-tonal  Colum- 
bia   phonograph.       This    competition  aroused 
keen  interest  among  the  salesmen  who  worked 
hard  to  secure  the  prize. 

T.  G.  Rockwell  a  Visitor 
T.  G.  Rockwell,  formerly  connected  with  the 
Chicago  Columbia  offices  and  now  in  charge 
of  recording  for  the  Okeh  Phonograph  Co., 
made  his  headquarters  at  the  local  Columbia 
office  for  a  few  days  toward  the  latter  part 
of  April. 


I.  A.  Lund  Organizes  the 

Lund  Cabinet  Factories 

Associated  With  Mr.  Lund  Are  Frank  C.  Bur- 
ton and  Robert  Wachter,  Cabinet  Designers 


Zenith  Distributors  Meet 

in  Executive  Conference 


I.  A.  Lund,  who  recently  resigned  his  position 
as  secretary  of  United  Cabinet  Mfrs.  Corp.,  Chi- 
cago, to  form  his  own  company,  has  named  his 
new  organization  I.  A.  Lund  Cabinet  Factories. 
He  has  retained  designing  connections  with 
whom  he  has  collaborated  for  the  past  five 
years  in  furniture  and  radio  cabinet  creation, 
Frank  C.  Burton,  who  was  previously  a  Grand 
Rapids  designer  and  was  associated  with  Mar- 
shall Field  &  Co.,  Chicago,  for  many  years  and 
who  was  responsible  for  the  Cheney  phono- 
graph cabinet  line,  and  his  associate,  Robert 
Wachter,  has  also  been  connected  with  Marshall 
Field  &  Co.  as  a  designer  for  many  years. 

Mr.  Lund,  in  commenting  upon  his  new  or- 
ganization recently,  stated:  "When  I  started  my 
former  manufacturing  activities  with  my  radio 
cabinet  line  I  engaged  the  services  of  Mr.  Bur- 
ton and  his  associate,  Mr.  Wachter,  with  whom 
I  have  worked  closely  for  a  number  of  years. 
They  are  both  recognized  as  leaders  in  their  par- 
ticular line  of  endeavor  and  many  furniture  crea- 
tions which  have  achieved  success  in  the  mer- 
chandising field  w-ere  products  of  their  skill  and 
designing  knowledge.  In  my  new  organization, 
I.  A.  Lund  Cabinet  Factories,  I  have  retained 
Mr.  Burton  and  Mr.  Wachter  as  designers,  and 
they  will  work  in  close  co-operation  with  our 
clients  in  creating  cabinets." 


Distributors  of  Zenith  Radio  Receivers  From 
All  Sections  of  the  Country  Gather  to  Dis- 
cuss Features  for  the  Coming  Season 


The  Zenith  Radio  Corp.,  Chicago,  manufac- 
turer of  Zenith  radio  receivers,  entertained  its 
distributors  at  a  conference  in  the  Florentine 
room  of  the  Congress  Hotel  on  April  30.  Sixty- 
five  distributors  were  represented,  executives  of 
jobbing  organizations  traveling  from  all  sections 
of  the  country  to  attend  the  session.  The  entire 
day  was  devoted  to  a  business  meeting  in  the 
Florentine  room  in  which  the  distributors  were 
asked  to  express  their  preferences  as  to  features 
which  should  be  incorporated  in  the  Zenith 
products  for  the  approaching  season. 

The  guests  were  entertained  at  a  banquet  at 
the  Rainbo  Gardens,  a  popular  night  club  on 
Chicago's  North  Side,  in  the  evening.  Paul  B. 
Klugh,  vice-president  and  general  manager  of 
the  Zenith  Radio  Corp.,  acted  as  chairman  of 
the  business  meeting  and  the  distributors  were 
addressed  by  E.  F.  McDonald,  Jr.,  president, 
N.  A.  Fegen,  secretary  and  sales  manager;  Hugh 
Robertson,  treasurer  and  credit  manager;  C.  E. 
Mead,  factory  manager;  Irving  Herriott,  legal 
counsel  to  the  Zenith  Radio  Corp.;  C.  J.  Calla- 
han, advertising  manager;  P.  E.  Anderson,  traf- 
fic manager;  F.  A.  Whiting,  purchasing  man- 
ager; F.  R.  Roterberg,  service  manager,  and 
Karl  Hassel,  H.  A.  Gates,  C.  E.  Marshall,  all 
of  the  Zenith  laboratories. 


Paul  Specht  in  Detroit 


Paul  Specht  and  His  Orchestra,  exclusive  Co- 
lumbia recording  artists,  whose  European  tour 
last  year  was  so  successful,  have  just  opened  at 
the  New  Regent  Theatre  in  Detroit. 


In  Window  Competition 

Shalek's  Brunswick  Music  Shop,  3206  Law- 
rence avenue,  Chicago,  has  submitted  photo- 
graphs in  the  window  display  drive  conducted 
bv  the  Music  Industries  Chamber  of  Commerce. 


The  Toman  "Helical"  Tone  Arm  Set 

Produces  a  very  fine,  deep,  rich,  mellow  and  powerful  tone,  surpassed  by  none 

N.  B.   Our  New  Toman  reproducer  produces  same  quality  of  tone, 

with  50%  increase  in  volume 

See  June  15th  Talking 
Machine  World  for 
illustration  and  full 
description  of  the 
wonderfid  netvToman 
reproducer 


Manufactured  by 


E.  Toman  &  Co. 


2621  West  21st  Place 
CHICAGO,  ILL. 


Sales  Distributor 


Wondertone  Phonograph  Co. 

216  No  Michigan  Ave.,  Chicago,  111. 

Cable  Address — "Wondertone  Chicago." 
Coble  Codes— Western  Union— A. B.C.   (5th  Kdltlon). 
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HYATT 

Portable 


6  TUBE 

Receiver 


A  Real  Portable  With  Proven  Performance 

For  Your  Customers 
Wherever  They  Are  — Wherever  They  Go 


The  advantages  of  the  Hyatt  Portable  are  many.  It 
small  compact  radio  that  weighs  only  28  lbs. 


is  a 


completely  equipped,  and  is  suitable  anywhere  because 
of  its  selectivity  and  clear  reception — its  quality  and 
attractiveness.  Single  Dial  Control  —  loop  aerial  — 
built-in  loud  speaker. 

Hyatt  Portable  Receivers  are  built  by  the  manufac- 
turers of  the  Electrophone,  an  instrument  that  has  en- 
abled the  deaf  to  hear  instantly — that  has  received 
wide  publicity — and  that  is  revolutionizing  the  method 
of  educating  the  deaf.  The  engineers  of  this  corpora- 
tion have  left  no  stone  unturned  to  build  a  receiver 


of  exceptional  merit  to  meet  the  demand  for  a  portable 
that  would  give  satisfactory  service.  They  have  suc- 
ceeded. 

We  do  not  offer  you  huge  profits — we  do  not  claim 
the  Hyatt  Portable  will  bring  people  clamoring  to 
your  door.  But  we  do  know  that  this  receiver  will 
meet  the  demand  for  a  good  reliable  portable — and 
will  bring  you  a  reasonable  profit  the  year  'round. 

Model  A 

$95  without  accessories.  $115.00  complete 

Brown  leatherette  covered  cabinet,  beautifully  made  and 
designed.    15  in.  wide,  ll^  in.  high,  9%  in.  deep. 


Desirable  territory  available.  If  your  jobber  cannot 
supply  you  with  details,  write  or  wire  us  at  once. 


836  N.  WELLS  STREET 


CHICAGO,  ILLINOIS 
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Mohawk  Distributors  Meet  in  Convention 

Representatives  of  Sixty-six  Distributing  Firms  Attend  and 
Hear  Aims  and  Policies  Outlined — Convention  Covers  Three  Days 


Representatives  of  sixty-six  Mohawk  job- 
bers were  present  at  the  distributors'  conven- 
tion of  the  Mohawk  Corp.  of  Illinois,  in  the 
Florentine  Room,  Congress  Hotel,  Chicago, 
May  2,  3  and  4.  The  convention  was  a  well- 
balanced  affair  with  plenty  of  opportunity  for 
the  distributors   to  gain  first-hand  knowledge 


business  and  social  program  which  would  prove 
to  all  present  constructive,  profitable  and  most 
pleasant. 

C.  F.  Spencer,  of  the  Columbia  Stores  Co., 
Denver  and  Salt  Lake  City,  responded  in  the 
name  of  the  distributors.  Other  addresses  of 
welcome  were  given  bv  M.  F.  Flanasran,  execu- 


and  briefly  stated  the  Mohawk  policies.  He 
was  followed  by  A.  H.  Zimmerman,  president 
of  the  Republic  Radio  Corp.,  Detroit  and  Grand 
Rapids,  who  outlined  what  the  distributor  ex- 
pects of  the  manufacturer  in  both  product  and 
policy. 

Louis    Frankel,    treasurer    of    the  Mohawk 


Business  Halted  Momentarily  at  the 

of  various  phases  of  radio  distribution  and 
service,  and  to  participate  in  the  discussions. 
The  convention  opened  with  an  address  of  wel- 
come by  Gustave  Frankel,  president  of  the  Mo- 
hawk Corp.  of  Illinois,  who  welcomed  the  dis- 
tributors to  Chicago,  "the  city  whose  motto  is 
'I  Will'."  Mr.  Frankel  voiced  his  confidence 
that  the  Mohawk  organization  had  prepared  a 


Mohawk  Convention  While  the  Photographer  Snapped  a  Picture  of  Those  Present 


live  secretary  of  the  Radio  Manufacturers'  Asso- 
ciation, and  C.  O.  Frisbee,  of  the  Chicago  Asso- 
ciation of  Commerce,  president  of  Commerce 
Petroleum  Co. 

Otto  N.  Frankfort,  vice-president  in  charge 
of  sales  of  the  Mohawk  organization,  who  acted 
as  chairman  of  the  business  sessions,  outlined 
the  aims  and  ambitions  of  the  Mohawk  Corp., 


"It" 


E  have  "it" — and  by  "it"  we  mean 
anything  in  the  line  of  phonograph 
supplies,  replacement  material  or  re- 
pair parts. 

UR  stock  is  complete,  our  price  is 
right,  our  service  is  prompt — when 
vou  need  "it"  call  on  us. 


ieiviee  Bureau 

11  East  Austin  Ave.  Chicago,  111. 


Corp.,  gave  his  listeners  a  comprehensive  idea 
of  the  financial  status  of  the  Mohawk  Corp., 
showing  a  proportion  of  assets  to  liabilities  of 
twenty  to  one  and  sketched  a  short  history  of 
the  Mohawk  organization  which  started  as  an 
electrical  wholesale  house.  In  1923  the  manu- 
facture of  Mohawk  radio  receivers  commenced 
and  the  firm  and  its  products  have  met  with 
such  outstanding  success  that  a  new  plant,  con- 
taining 24,000  square  feet,  will  soon  be  under 
construction. 

Lee  Robinson,  business  manager  of  The 
Talking  Machine  World,  then  addressed  the 
distributors  on  "Radio  Merchandising  in  the 
Music  Store,"  stressing  the  fact  that  the  music 
dealer  has  become  an  increasingly  important 
factor  in  the  distribution  of  radio  receiving- 
equipment  and  accessories  during  the  past  four 
years,  and  is  now  recognized  as  one  of  the  out- 
!  tanding  outlets. 

Immediately  after  the  noon  luncheon  the 
business  session  was  resumed  and  an  address 
given  by  Hayes  McFarland,  advertising  direc- 
tor, Chicago  Herald  and  Examiner.  Douglas 
DeMare,  vice-president  in  charge  of  engineer- 
ing and  purchasing,  then  explained  the  techni- 
cal phases  of  the  new  1927-1928  Mohawk  one- 
dial  radio  receivers,  and  at  the  close  of  his  talk 
the  new  line  was  exhibited  and  inspected  by 
•he  distributors. 

Full  details  of  the  new  product  will  be  an- 
nounced shortly,  but  it  may  be  said  here  that 
the  new  Mohawk  line  was  received  with  tremen- 
dous enthusiasm  by  every  one  present.  In  fact, 
the  jobbers  were  unanimous  in  stating  that  the 
new  product  would  receive  endorsement  of 
i  very  dealer  in  their  respective  territories. 

The  meeting  then  took  the  form  of  a  round- 
table  talk,  centering  about  a  discussion  of  the 
new    receivers    and    their    important  features. 
(Continued  on  fagc  112) 
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Oro^Toee 


Model  H-l  Full 
Curved  Brass  Arm  I 

8V2  Inch  Length  L 
Only,  Nickel  Finish, 

Arm  only,  list  $5.50 
Gold  or  Oxidized, 

Arm  only,  list  $7.50 


Model  88  Curved 
Brass  and  Coppel 
Arm 

Nickel  Finish, 

Arm  only,  list  $3.50 
Gold  or  Oxidized, 

Arm  only,  list  $5.50 
Adjustable  in  length 


Model  D-l  Full 
Curved  All  Brass 
Arm 

Nickel  Finish, 

Arm  only,  list  $7.50 
Gold  or  Oxidized, 

Arm  only,  list  $10.00 


Better  Tone 


The  new  H-l  full  curved  all  brass  arm 
is  shown  at  left  with  No.  94  Imperial  Re- 
producer. High  grade  in  appearance  and 
performance,  but  low  in  price.  Samples 
convince. 


No.  24  Chieftain  Reproducer  is  shown 
on  the  right.  Deep,  rich,  loud  tone,  Duro 
aluminum  diaphragm.  A  fine  replacement 
reproducer  at  a  very  low  price.  Made  to 
fit  all  phonographs.  A  sample  will  tell  the 
story. 


No.  88  adjustable  length,  curved  brass 
and  copper  arm  shown  at  left  with  No.  24 
Chieftain  Reproducer  is  a  new  addition 
to  the  Oro-lone  family.  Good  looking — an 
excellent  performer  —  Oro-Tone  quality 
throughout.  Adjustable  from  iy2  to  8y2 
inches.  Appearance  and  quality  ample 
for  cabinet  phonographs.  Price  low 
enough  for  high  grade  portables.  A  sam- 
ple will  tell  its  own  story. 


No.  94  Imperial  Reproducer  at  right  is 
a  sensation.  Excellent  eye  value,  very 
loud,  very  deep,  splendid  detail  on  high 
and  low  notes.  Compare  it  with  other 
makes  of  reproducers  selling  at  a  higher 
price  to  secure  an  estimate  of  its  real 
value.  Fits  all  phonographs.  Sample  for 
the  asking. 


No.  D-l  large  size,  full  curved, 
all  brass  arm  at  left  with  No. 
90  Military  Reproducer.  The 
finest  curved  type  arm  yet 
produced  in  appearance, 
design,  construction  and 
performance.  Air-tight 
joints.    No  obstruction  in 
base.    Perfection  itself.  8y2 
or  10]/2  inch  length.  Order 
sample. 


No.  90  extreme  volume  Military  Oro- 
Phone  Reproducer.  The  last  word  in 
scientific  reproducer  construction.  Oro- 
Alloy  floating  diaphragm.  Powerful,  deep, 
rich  tone,  with  100%  detail.  Hear  this 
peer  of  reproducers.    Order  sample. 

All  reproducers  have  standard  hub  con- 
nections and  will  fit  old  style  Victor  and 
practically  all  other  makes  of  Phono- 
graphs. 


No.  24 
Chieftain  Reproducer 

Nickel  Finish, 

list   $3.50 

Gold  or  Oxidized, 
list   $5.50 


No.  94 
Imperial  Reproducer 

Nickel  Finish, 

list   $5.50 

Gold  or  Oxidized, 
list   $7.50 


No.  90 
Military  Reproducer 

Nickel  Finish, 

ist   $7.50 

Gold  or  Oxidized, 
list   $10.00 


QUALITY  FIRST 


1000-1010  George  St.,  Chicago,  Ills.,  U.  S.  A. 


The  No.  90  Military  Oro-Phone  can  be  supplied  with 
attachments,  adapters,  etc.,  to  fit  Edison,  Brunswick, 
Columbia,  Cheney,  Pathe,  etc. 

Manufacturers,  jobbers,  and  dealers  are  requested  to 
send  for  broadside  "I,"  also  small  folders  showing 
sales  helps  to  dealers. 
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Mohawk  Distributors  Attend  Interesting 

Convention  at  Hotel  Congress,  Chicago 


{Continued 

One  of  the  features  of  the  convention  which 
w  ill  long  be  remembered  by  those  who  attended 
was  the  ride  in  Greyhound  coaches  from  the 
Congress  Hotel  to  the  Bryn  Mawr  Country 
Club.  Two  coaches,  led  by  motorcycle  police- 
men, speeded  through  heavy  traffic  along  Mich- 
igan avenue  and  the  densely  traveled  sections 
of  Chicago  at  the  6  o'clock  rush  hour,  with 
the  traffic  lanes  cleared  by  the  police,  in  much 
the  same  manner  as  the  Windy  City  heralds 
the  arrival  of  a  visiting  government  or  foreign 
dignitary.  At  the  country  club  a  dinner  was 
served  and  the  1927-1928  Mohawk  receivers 
tested  for  long-distance  reception. 

On  Tuesday  morning  the  convention  was 
called  to  order  by  Mr.  Frankfort,  who  intro- 
duced Wm.  J.  Bender,  Jr.,  president  of  Howard 
Cranfill  Co.,  South  Bend.,  Ind.,  a  prominent 
Mohawk  distributor,  who  described  the  manner 
in  which  his  organization  had  evolved  a  suc- 
cessful plan  to  finance  its  dealers.  Other  ad- 
dresses during  the  morning  were,  "Servicing 
Radio  Receivers  in  General  and  Mohawk  One- 
Dial  Receivers  in  Particular,"  by  Harry  L. 
Myers,  president,  Excelsior  Auto  and  Battery 
Co.,  Harrisburg,  Pa.;  "Merchandising  of  Radio 
Receivers  Through  the  Hardware  Dealer  and  the 
Electrical  Dealer,"  by  LeRoy  Staunton,  West- 
ern manager  of  Hardware  Age  and  Electrical 
Goods,  and  "Combining  Radio  with  Automo- 
tive Distribution,"  by  B.  S.  Arnold,  general 
manager,  Onondaga  Auto  Supply  Co.,  Syracuse, 
N.  Y. 

The  McGraw-Hill  Publishing  Co.  presented  a 
very  interesting  series  of  slides  and  illustrations 
showing  the  potentialities  of  the  radio  industry, 
together  with  statistics  on  manufacturing  and 
marketing. 

In   the   afternoon  session  J.   T.   Peirce,  of 


from  page  110) 

Peirce-Phelps,  Inc.,  of  Philadelphia,  told  how 
!he  Peirce-Phelps  organization  had  built  up  a 
very  successful  jobbing  house  in  the  short  space 
of  one  year,  and  placed  Mohawk  in  the  front 
rank  in  the  Quaker  City.  J.  W.  Askam,  presi- 
dent, Vimy  Supply  Co.,  Ltd.,  Toronto,  Canada, 
Lpoke  on  "Merchandising  Radio  in  Canada." 
He  was  followed  by  R.  F.  Roberts,  general  man- 
ager of  the  radio  and  electrical  divisions,  Smith 
Bros.  Hardware  Co.,  Columbus,  O.,  on  the 
object  "The  Distributor's  Salesmen."  Mr.  Rob- 
erts described  how  enthusiasm  for  the  Mohawk 
line  and  for  selling  radio  had  brought  increased 
sales  volume  to  his  organization. 

A  feature  of  the  Tuesday  afternoon  session 
was  an  address  on  the  patent  situation  by  Clar- 
ence F.  Poole,  of  the  Mohawk  legal  counsel, 
Offield,  Poole,  Mellhope  &  Scott,  patent  attor- 
neys. Mr.  Poole,  in  his  address,  explained  to 
the  distributors  the  patent  situation  as  it  now 
exists,  and  stated  that  the  matters  which  are 
now  in  court  would,  when  settled,  clarify  the 
patent  tangle  to  a  great  extent. 

The  climax  of  the  Mohawk  distributors'  con- 
vention was  reached  on  Tuesday  evening,  when 
the  banquet  was  held  in  the  Florentine  room  of 
the  Congress  Hotel.  An  orchestra  and  several 
cabaret  stars  entertained  the  visitors,  and  a  fea- 
ture of  the  evening  was  an  address  by  Justice 
Hugo  Pam  of  the  Circuit  Court.  The  Mohawk 
sales  staff  presented  Mr.  Frankfort  during  the 
banquet  with  a  handsome  loving  cup,  the  presen- 
tation speech  being  made  by  M.  O.  Giles,  East- 
ern representative.  Mr.  Frankfort,  in  his  speech 
of  acceptance,  congratulated  the  Mohawk  staff 
upon  its  initiative  and  progressiveness,  and 
stated  that  it  was  through  the  close  co-operation 
of  the  sales  department,  the  engineering  staff 
and  the  executives  of  the  Mohawk  Corp.  that 


'he  organization  had  been  allowed  to  make 
such  splendid  progress  in  radio  in  the  short 
space  of  five  years. 

The  final  business  session  on  Wednesday 
morning  was  devoted  to  sectional  meetings  of 
distributors  whose  territories  adjoined,  with  the 
Mohawk  sales  department  to  determine  terri- 
tories. The  distributors  were  then  taken  to  the 
Lincoln  Cabinet  plant  and  the  Mohawk  Diversey 
boulevard  general  offices  on  a  trip  of  inspection. 

The  members  of  the  Mohawk  sales  staff  were 
all  present  at  the  convention,  including  Messrs. 
Kuhn,  Giles,  Main  and  Everly. 


Majestic  "B"  Eliminator 

Survives  Severe  Fire  Test 


Badly  Scarred  in  Fire  Which  Destroyed  Set 
and  Furniture  of  Eliminator,  It  Nevertheless 
Works  Perfectly  Despite  Accident 


The  Jenkins  Radio  Shop,  Los  Angeles,  Cal., 
reports  a  remarkable  experience  which  one  of 
its  customers  has  had  with  a  Majestic  "B" 
eliminator,  a  product  of  Grigsby-Grunow- 
Hinds  Co.,  of  Chicago.  The  customer,  R.  B. 
Collier,  of  Graham,  Cal.,  purchased  a  Majestic 
Standard  "B"  from  the  Jenkins  shop  on  July 
8,  1926.  One  morning  early  in  December  Mr. 
Collier's  home  caught  fire  and  burned  to  the 
ground. 

Very  few  of  the  house  furnishings  were 
saved  from  the  flames  and  his  fine  receiving 
set  was  completely  destroyed.  In  searching 
the  ruins  Mr.  Collier  located  the  remains  of 
his  set  and  nearby  his  Majestic  eliminator.  The 
eliminator  was  badly  scarred,  but  Mr.  Collier 
took  it  to  a  friend's  home  and  attached  it  to 
a  set.  The  Majestic  worked  as  well  as  ever, 
bringing  in  near  and  distant  stations  with 
clarity  and  volume.  Needless  to  say,  both  the 
Jenkins  radio  shop  and  Mr.  Collier  are  en- 
thusiastic Majestic  boosters  after  such  an  ex- 
perience with  the  product. 


THE  TONE  ARM  WITH 
THE  INSTRUMENTAL  TAPER 


THE  JEWEL  BRASS  TONE  ARM  differs  from  the  other  brass  tone  arms  on  the 
market  because  it  is  made  with  a  continuous  taper  from  the  reproducer  to  the  base,  and 
is  the  same  that  manufacturers  have  used  for  some  two  hundred  years  in  making 
brass  band  instruments.  The  most  perfect  taper  for  amplifying  sound  waves. 
This,  with  the  unsurpassed  workmanship  and  graceful  design,  makes  it  the  ideal 
tone  arm  for  the  phonograph.    Made  in  2>y2,  9J/2  and  10  inch  lengths. 

We  also  manufacture  attachments  for  the  Edison,  Victor  and  other  old  style  phonographs 

JEWEL  P  HON  OP  ARTS  CO. 

510  NO.  DEARBORN  ST.  CHICAGO 
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Wait! 


You  can  see  Slagle's  lat- 
est receivers  at  the 
R.M.  A.  Show  June  13th* 
Get  the  low  down  on 
this  high-quality,  con- 
servative line  before 
you  tie  yourself  up*  See 
Slagle  first* 

SLAGLE  RADIO  COMPANY 

Fort  Wayne,  Indiana 
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Attractive  Window  Display 
of  Bell  &  Howell  Camera 


Dealers  Carrying  the  Filmo  Motion  Picture 
Camera  Will  Receive  Realistic  Cut-out  Dis- 
play Showing  Camera  in  Use 


Music  dealers  handling  the  Bell  Howell  Fil- 
mo motion  picture  equipment  will  .  .on  be  of- 
fered a  new  window  display  that  is  .-  *markable 


NOW-The  ELECTRIC  Phonograph 


II  rile  jur  prices  and  detailed  description 


Phonographs  have  advanced  con- 
siderably with  new  types  of  sound- 
boxes, tone  arms  and  amplifying 
chambers.  To  complete  the  advance- 
ment, an  Arnold  electric  motor  should 
be  installed  not  only  because  it  adds 
to  the  appearance  by  eliminating  the  un- 
sightly crank  which  means  tiresome 
winding,  but  also  because  it  is  essen- 
tial for  playing  the  new  records. 

The  Arnold  is  a  substantial  motor 
which  operates  on  either  AC  or  DC 
current  and  delivers  a  uniform  speed. 

LAKESIDE  SUPPLY  CO. 

73  West  Van  Buren  Street 
CHICAGO,  ILL. 


—  ■projectors 


Attractive  Filmo  Cut-Out  for  Dealers 

in  its  attention-commanding  value  and  in  its 
lifelike  appearance.  The  accompanying  illustra- 
tion gives  an  idea  of  the  design  of  the  striking 
cut-out,  but  to  be  fully  appreciated  it  must  be 
reen  in  its  full  and  beautiful  coloring. 

A  real  outdoor  he-man  with  sun-tanned  face 
holds  his  hands  in  such  a  position  that  a  Filmo 
camera,  weighing  four  and  one-half  pounds,  is 
securely  supported  in  them  in  a  realistic  posi- 
tion. The  effect  is  that  the  passer-by  is  being 
photographed  by  this  amiable  young  man  in  the 
.-how  window.  Displays  of  motion  picture  equip- 
ment are  always  great  attention-getters,  even 
when  displayed  merely  as  so  much  merchan- 
dise, but  a  display  showing  the  actual  use  of  an 
instrument  interesting  even  in  itself  is  bound 
to  stop  the  crowds  passing  Bell  &  Howell  deal- 
ers' windows. 


Apex  Bulletins  Discuss 

Radio  Trade  Problems 


letins  have  brought  many  congratulatory  letters 
to  Mr.  Boyd.  The  two  bulletins  discussed  above 
are  the  first  of  a  series  of  ten  that  will  be  mailed 
to  distributors  and  dealers. 


Results  of  Field  Surveys  Written  by  Carl  D. 
Boyd  Sent  to  Radio  Distributors 


The  Auditorium  model  Orthophonic  Victrola 
was  used  in  a  series  of  concerts  in  Purhl^  Colo., 
last  week.  The  concerts  were  sponsored  by  the 
Columbia  Music  Store. 


A  series  of  bulletins  containing  field  surveys 
in  the  radio  industry  has  been  published  by  the 
Apex  Electric  Mfg.  Co.,  Chicago,  and  mailed  to 
radio  distributors  throughout  the  United  States. 
The  bulletins  are  written  by  Carl  D.  Boyd,  vice- 
president  of  the  Apex  organization,  a  well- 
known  and  popular  figure  in  the  radio  industry, 
who  spends  the  greater  amount  of  his  time  on 
the  firing  line  with  the  jobbers  and  dealers. 
Mr.  Boyd  has  been  brought  into  intimate  con- 
tact with  the  details  of  distributors'  and  dealers' 
businesses  and  is  in  a  position  to  furnish  valu- 
able information  on  various  radio  problems. 

All  of  the  bulletins  bear  the  heading  "What 
the  Radio  Trade  Is  Talking  About,"  and  the 
first  mailing  piece  discussed  a  topic  headed, 
"Pussy  Wants  a  Corner."  It  dealt  with  radir 
jobbers  and  dealers  who  through  the  early 
Spring  months  endeavor  to  find  a  radio  man- 
ufacturer with  whom  they  believe  it  will  be  safe 
to  establish  distributing  connections.  The  bul- 
letin contains  questions  and  answers  which  help 
to  clarify  that  dilemma. 

The  second  bulletin,  which  made  its  appear- 
ance toward  the  latter  part  of  April,  was  headed 
"To  H   in  a  Hand  Basket?"  Since  the  ap- 
pearance of  the  first  Apex  bulletin  the  head- 
quarters of  the  firm  in  Chicago  have  been  be- 
sieged with  requests  from  distributors  who 
asked  for  copies  to  mail  to  the  dealers  in  their 
particular  territories.    The  contents  of  the  bul- 


Chicago  Signal  Co.  Is 

Taken  Over  by  Temple,  Inc. 

Newly  Organized  Corporation  Manufactures 
Temple  Tone  Chambers  and  Temple  Drum 
Speakers — A.  Marchev  Is  President 


The  radio  division  of  the  Chicago  Signal 
Co.  has  been  taken  over  in  its  entirety  by  the 
newly  organized  Illinois  corporation,  Temple, 
Inc.,  with  factories  and  offices  at  213  South 
Peoria  street,  Chicago.  The  officers  of  the  new 
organization  are  A.  Marchev,  president  and  gen- 
eral manager  in  charge  of  sales;  F.  W.  Temple, 
vice-president  in  charge  of  production,  and  Pro- 
fessor P.  G.  Andres,  secretary  and  treasurer. 
Professor  Andres  was  formerly  chief  engineer 
of  the  Newcombe-Hawley  Co.,  Inc.,  St.  Charles, 
111.,  and  is  associated  with  Temple,  Inc.,  in  the 
same  capacity. 

Temple,  Inc.,  has  for  its  products  the  Temple 
tone  chambers  of  drum  construction  which  are 
being  used  by  many  radio  manufacturers  for 
cabinet  installation.  The  firm  also  manufactures 
ihe  Temple  Drum  speaker,  which  was  described 
in  the  March  issue  of  this  publication.  The 
Temple  Drum  speaker  has  four  and  one-half 
feet  of  air  column  and  its  tone  chamber  is  made 
rigid  by  the  use  of  a  metal-bound,  heavy,  flint- 
like composition  which  resists  vibration.  All 
of  the  executives  of  Temple,  Inc.,  are  well  known 
to  the  radio  trade. 


Your  Choice — Which  Would  You  Buy  2 

A  storage  battery — charger  and  "B"  batteries  with  all  the  mess,  danger  to  rugs  and  constant 
renewal  trouble 

—  OR  — 

MICHIGAN  CURRENT  SUPPLY 

(ALL  IN  ONE) 

that  actually  replaces  all  batteries  needed  in  any  make  of  radio  set,  without  making  any  change  in 
tlje  wiring,  convenient,  simple  and  best  of  all  you  never  need  to  watch  it. 

It  is  not  a  make-shift  or  so-called  eliminator,  made  up  of  storage  battery,  charger  and  B 
eliminators,  but  is  in  itself  an  electrical  instrument  that  converts  the  alternating  current  into 
smooth  uniform  direct  current,  entirely  eliminating  all  batteries  without  the  aid  of  chemicals, 
acids,  water,  electrolytes  or  moving  parts. 

Connect  with  your  light  socket — always  on  the  job 

Manufactured  and  guaranteed  by 

IMPERIAL  RADIO  CORPORATION 

GRAND  RAPIDS,  MICHIGAN 
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OUR  "BABY"  QUALI-TONE  PORTABLE  TONE  ARM  IS  GET- 
TING ALONG  SPLENDIDLY! 

\X7E  heartily  appreciate  the  rousing  welcome 
accorded  the  latest  addition  to  our  family. 
Just  two  months  old  and  already  the  greater 
proportion  of  the  "BABY"  PORTABLE'S 
production  is  definitely  specified.  The  "BABY" 
is  indeed  a  "chip  off  the  old  block" — it  fulfills 
every  Quali-Tone  guarantee  and  promise. 
The  "Baby's"  size  is  7  3/4".  It's  big  brother 
tone  arms  are  made  in  8  1/2" — 9  1/4"  and 
10"  lengths  for  larger  equipment.  Every 
Quali-Tone  Product  carries  the  same  guar- 
antee— Quality  Unequalled — Highest  Excel- 
lence— Always. 


We  Invite  Our  Friend 

Old  and  new  friends — Jobbers,  Dealers  and 
Manufacturers  are  invited  to  send  for  sample 
equipment  of  Quali-Tone  Products,  and  judge 
for  themselves  the  extreme  quality  of  our  in- 
struments. Send  in  your  order  today.  All 
samples  may  be  returned  at  our  expense. 

COMPLETE  EQUIPMENT  of  ARMS  and  REPRODUCERS 

Manufactured  by  the  Phono'Parts  Division  of 


Duro  Metal  Products  Co. 

2649  North  Kildare  Avenue  Chicago 
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The  Fastest  Selling  Line 
of  Radio  Power  Units 


QUICKLY 
INSTALLED 

BETTER  TONE 

MORE  POWER 

PERMANENT 

ECONOMICAL 

COMPLETE 
CONTROL 
from  RADIOLA 


The  Perfected  Light-Socket  Power-Team 
for  Radiolas  25  &  28  and  similarly 

powered  sets 


This  "A"  and  "B"  power  combination  gives  continuous  A.  C. 
Sterling-filtered  current.  More  power  than  from  batteries- 
power  that  does  not  deteriorate — instant  power  that  is  per- 
manent as  the  electric  light. 

No  trickle  charger,  no  complicated  hook-up,  no  external  wires, 
nothing  unsightly.  On  the  contrary,  one  installation — fully  auto- 
matic in  operation,  with  all  the  advantages  of  compactness, 
reliability  and  permanency  concealed  in  the  console  or  Radiola 
cabinet. 

Hundreds  of  Sterling  "A"  and  "B"  power  units,  used  singly 
and  in  combination,  are  now  giving  complete  satisfaction  to 
their  users.  By  the  use  of  the  specially  spaced  cable,  any 
service  man  can  make  the  installation  in  10  minutes  or  the 
owner  may  do  it  himself.  Your  customers  are  ready  for  this 
perfected  "light  socket  "A"  and  "B"  Power-Team. 

Prove  to  your  own  satisfaction  that  Sterling  units  comprise 
the  most  satisfactory  power  combination  yet  produced.  Every 
installation  brings  the  dealer  a  real  profit.  The  demand  is  here 
—the  product  is  right.  Take  advantage  of  this  and  get  your 
summer  profits  early. 


 LIST  PRICES  

"A"  Power  Unit  (R-94)  complete   $32.00 

"B"  Power  Unit  (RT-41)  complete  <fyn  r\C\ 

with  Tungar  Bulb   q>-£  /  ♦VJU 

or 

(RT-81)   complete  with  Ray-  <hlf\  r\r\ 

theon  Tube     $J)U.UU 

Special  Cable  for  Radiola  Installation  . .  $2.50 


THE  STERLING  MFG.  CO. 

2831  Prospect  Ave.,  Cleveland,  O. 


"A"&"B"  Power -Team 

See  this  I'ower-Team  and  other  Sterling  Radio  Products  at  the 
R.  M.  A.  Trade  Show,  Stevens  Hotel,  Chicago,  June  13-18. 
Sterling  spare  No.  68. 


Sterling  "A"  &  "B" 
Poiver-Team  fits 

conveniently 
into  the  Radiola 


Installed  in  Radiola  28 

Specially-Spaced 
Cable 

enables  you  to 
make  this  installa- 
tion in  a  few  min- 
utes. 

By  using  this 
special  power  cable 
the  service  man 
can  make  a  com- 
plete installation 
in  10  minutes. 
Sterling  "A"  and 
"B"  units  may  be 
installed  separately 
also  to  suit  in- 
dividual require- 
ments as  follows : 

-The  R-94  "A"  Power  Unit 
when  any  "B"  eliminator  is 
already  in  use,  or  when  "B" 
batteries  are  retained. 

-The  RT-41  or  RT-81  "B"  Power 
Unit  when  "A"  batteries  are 
retained 


New  Jersey  A-K  Dealers 
in  Window  Display  Contest 

Contest  Sponsored  by  New  Jersey  Radio,  Inc., 
Distributor — Baker  Bros.,  Radio  Studio  and 
Bower's  Music  Shop  the  Winners 


The  culmination  of  a  highly  successful  win- 
dow display  contest,  sponsored  by  New  Jersey 
Radio,  Inc.,  wholesale  distributor  of  the  At- 
water  Kent  radio  line,  among  its  dealers  was 
reached  on  Monday,  May  2,  when  the  judges 
of  the  window  displays  submitted  gathered  at 
the  Hotel  Roosevelt  for  luncheon  and  selected 
the  winners.  Among  those  at  the  luncheon 
were  B.  J.  Oppenheim,  general  manager  of  New 
Jersey  Radio,  Inc.;  John  Delp,  factory  represent- 
ative of  the  Atwater  Kent  Manufacturing  Co.; 
Henry  G.  Canada,  of  the  advertising  agency  firm 
of  Barton,  Durstine  &  Osborn,  and  a  number  of 
trade  paper  men.  Of  the  many  window  display 
photographs  entered  the  following  were  award- 
ed the  prizes: 

Group  A  (towns  of  50,000  or  over) :  First 
prize,  $100.00,  Baker  Bros.,  481  Clinton  avenue, 
Newark,  N.  J.;  second  prize,  $50.00,  J.  K.  O'Dea, 
653  Main  avenue,  Passaic,  N.  J.;  third  prize, 
$25.00,  Passaic  Radio  Shop,  37  Bloomfield  ave- 
nue, Passaic,  N.  J.  Those  receiving  honorable 
mention  in  this  group  were  Geo.  L.  Hirtzel, 
Jr.,  Elizabeth,  N.  J.;  Greenbaum's,  Paterson, 
N.  J.;  Hurd  Radio  &  Electric  Co.,  Elizabeth, 
N.  J.;  Max  Laiks  &  Son,  Passaic,  N.  J.;  Wm.  E. 
Kuntz  &  Sons,  Jersey  City-,  N.  J.;  Morris 
Schlein,  Jersey  City,  N.  J.;  Weequahic  Music 
Shop,  Newark,  N.  J.;  Ross  &  Perdue,  Inc.,  East 
Orange,  N.  J.;  Solow  Radio  Co.,  Paterson,  N.  J. 

Group  B  (towns  of  25,000  to  50,000):  First 
prize,  $100.00,  the  Radio  Studio,  638  Main  ave- 
nue, Clifton,  N.  J.;  second  prize,  $50.00,  J.  Law- 
lor,  404  Bloomfield  avenue,  Montclair,  N.  J.; 
third  prize,  $25.00,  Green's  Radio  &  Electric 
Service,  102  Kearny  avenue,  Kearny,  N.  J. 
Those  receiving  honorable  mention  in  this 
group  were  E.  A.  Dunn,  New  Brunswick,  N. 
J.;  Wm.  A.  Bohr,  Irvington,  N.  J.,  and  Olldorf 
&  Son,  Clifton,  N.  J. 

Group  C  (towns  of  25,000  and  under):  First 
prize,  $100.00,  Bower's  Music  Shop,  Rahway,  N. 
J.;  second  prize,  $50.00,  Rutherford  Radio  Shop, 
Rutherford,  N.  J.;  third  prize,  $25.00,  Lank  Elec- 
tric Co.,  204  Wanaque  avenue,  Pompton  Lakes, 
N.  J.  Those  receiving  honorable  mention  in 
this  group  were  A.  P.  Hummers,  Bogota,  N. 
J.;  Leon  Maranghi,  Chatham,  N.  J.;  O.  P. 
Dickerson,  Rockaway,  N.  J.;  Traeger*s  Music 
House,  Stapleton,  N.  Y.;  Wm.  H.  Stevens,  New- 
ton, N.  J.;  Geo.  Brooks  &  Co.,  Somerville,  N.  J. 


Brunswick  Dealers  Effect 
Tie-up  With  Film  Showing 

An  interesting  feature  of  the  movie  "Moulders 
of  Men,"  which  is  now  touring  the  country 
under  the  auspices  of  the  Film  Booking  Offices 
of  America,  is  the  tie-up  that  is  being  given  to 
this  film  by  Brunswick  dealers  in  every  town 
of  its  appearance.  Conway  Tearle  and  Margaret 
Morris,  who  are  featured  in  the  production,  used 
a  Brunswick  Panatrope  in  the  course  of  the 
production,  and  incidentally  each  is  now  an 
owner  of  one  of  the  instruments.  In  order  that 
the  tie-up  be  intelligently  handled,  the  F.  B.  O. 
Co.  included  in  their  advertising  broadside  a 
suggestion  that  the  managers  of  the  local 
theatres  get  in  touch  with  the  Brunswick  dealers 
and  arrange  to  have  a  Panatrope  placed  in  the 
lobby  with  a  sign  something  to  the  effect  that 
"This  is  a  Brunswick  Panatrope,  like  the  ont 
used  by  Conway  Teale  and  Margaret  Morris 
in  'Moulders  of  Men.' " 

The  Brunswick  Co.  prepared  an  attractive 
.  treamer  featuring  a  picture  of  the  two  stars 
with  the  Panatrope  and  this  was  distributed  in 
quantities  to  the  entire  Brunswick  dealer  list. 
Letters  suggesting  means  of  tying  up  with  the 
production  were  sent  from  the  dealer  service 
department  of  the  company. 
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An  Amazing  Achievement 
in  True  Tone  Re-Creation 

Far  more  than  a  loud  speaker 

The  ECKOPHONIC  Resonator  is  entirely  unique— 
unlike  any  other  reproducing  instrument  in  design  or 
appearance. 

A  new  principle  of  harmonic  reproduction — the  re- 
sult of  25  years  of  research — renders  every  tone  and 
cadence  of  the  singing  voice,  every  instrumental  note, 
from  deep,  full  bass  to  high  clear  treble,  with  a  nat- 
uralness, a  Hie-like  reality,  that  is  far  beyond  anything 
yet  accomplished. 

Attached  to  the  average  good  radio  receiving  set — 
this  handsome  instrument  brings  to  radio  reception  a 
new  tone  quality,  richer,  fuller  than  any  loud  speaker 
has  ever  conveyed. 

Wherever  the  ECKOPHONIC  Resonator  is  dem- 
onstrated it  will  create  a  sensation — meet  with  instant 
acceptance  by  the  public — give  new  life  and  volume  to 
radio  sales. 

DEALERS:  Territories  are  now  being  assigned  to  respon- 
sible jobber  and  dealer  representatives,  on  liberal  discount 
terms.    Write  or  wire  at  once  for  full  particulars,  and  a 
sample  instrument  for  demonstration  purposes. 

ECKHARDT  CORPORATION 

213-215  South  Broad  Street  Philadelphia 
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Braiterman-Fedder  Co.  Celebrates  Its 

Second  Year  of  Rapid  Business  Growth 

Achievement  of  Baltimore  Distributing  Concern  the  Reward  of  Policy  of  Service  and  Business 
Foresight — Firm  Has  Just  Moved  Into  Its  Large,  New  Quarters 


Baltimore,  Md.,  May  6. — The  month  of  May, 
1927,  witnessed  a  dual  celebration  at  the  head- 
quarters of  the  Braiterman-Fedder  Co.,  of  this 
city.  It  marked  the  second  anniversary  of  the 
Braiterman-Fedder  Co.  and  also  the  occupation 


Braiterman-Fedder  Headquarters 

by  the  Braiterman-Fedder  Co.  of  its  new  build- 
ing at  414-16  East  Pratt  street. 

Two  years  ago,  on  May  5,  the  Braiterman- 
Fedder  Co.  shipped  its  first  order.  It  was  a 
simple  and  small  shipment  to  the  J.  C.  Howlett 
Piano  Co.,  of  South  Boston,  Va.  In  comparison 
with  the  business  this  organization  is  doing  at 
the  present  time  it  was  small,  but  it  meant 
much  to  this  newly  organized  company.  The 
package  was  packed  and  repacked  many  times 


before  it  was  finally  sent  to  the  post  office. 

On  May  5  of  this  year  the  firm  celebrated 
ihe  occasion,  having  as  its  guests  a  number  of 
well-known  manufacturers  whose  lines  this 
organization  now  handles.  After  a  reception  at 
the  new  headquarters  of  the  company  and  a 
thorough  inspection  of  its  exceptional  facilities, 
dinner  was  served  to  the  guests  at  one  of  Balti- 
more's famous  restaurants,  after  which  all  re- 
paired to  the  Maryland  theatre  as  the  guests  of 
the  Braiterman-Fedder  Co.  Among  the  guests 
was  Don  T.  Allen,  of  the  Carryola  Co.  of 
America,  Milwaukee,  Wis.;  J.  A.  Fischer  and 
I.  R.  Epstan,  of  the  J.  A.  Fischer  Co.,  of  Phila- 
delphia, Pa.;  L.  Halperin,  of  the  Halperin  Dis- 
tributing Co.,  New  York  City;  J.  A.  Helprin, 
advertising  counsel  for  the  Braiterman-Fedder 
organization,  and  others.  During  the  course  of 
the  day  numerous  telegrams  were  received,  con- 
gratulating the  Braiterman-Fedder  organization 
on  its  remarkable  accomplishments  in  the  brief 
span  of  two  years. 

Two  years  ago  the  entire  Braiterman-Fedder 
organization  consisted  of  two  men,  Mr. 
Braiterman  and  Mr.  Fedder.  These  two  were 
the  salesmen,  advertising  experts,  shippers, 
clerical  staff,  and  even  the  delivery  force.  The 
Braiterman-Fedder  business  at  that  time  was 
housed  in  one  ramshackle  back  building  in  a 
space  not  any  larger  than  they  use  at  the  pres- 
ent time  to  store  their  stationery. 

In  the  new  Brafco  Building  there  are  facili- 
ties of  15,000  square  feet  of  space,  a  railroad 
siding  with  a  location  upon  a  street  that  fronts 
upon  the  docks  of  Baltimore's  famous  harbor. 
The  entire  building  is  devoted  to  the  business 
of  the  Braiterman-Fedder  Co.  The  first  line 
that  this  company  took  on  two  years  ago  was 


the  Valley  Forge  line,  made  by  the  J.  A.  Fischer 
Co.  of  Philadelphia.  This  line  proved  a  de- 
cidedly strong  foundation  and  continues  to  con- 
stitute a  very  important  part  of  Braiterman-Fed- 
der business.  With  the  Valley  Forge  line  as  a 
foundation,  other  carefully  selected  lines  have 
been  added,  which  include  the  products  of  the 
Carryola  Co.  of  America,  Brilliantone  Steel 
Needle  Co.,  Peerless  Album  Co.,  Wall-Kane 
Needle  Mfg.  Co.,  New  York  Album  &  Card 
Co.,  and  Lowell  Needle  Co. 

The  Braiterman-Fedder  Co.  has  adopted  for 
its  trade  name  the  word  "Brafco."  This  trade- 
mark is  used  on  products  made  particularly  for 
'he  Braiterman-Fedder  Co.  The  latest  two 
Brafco  products  are  two  portable  phonographs, 
the  Tourist  and  Mel-O-Art.  Both  of  these  port- 
able phonographs  have  been  designed  in  accord- 
ance with  their  particular  requirements  as  to 
motor,  tone  arm  equipment  and  case  coverings. 
The  Braiterman-Fedder  Co.  is  also  sales  dis- 
tributor for  Mel-O-Art  player  rolls  The  com- 
pany has  a  large  dealer  following  and  has  built 
up  volume  in  these  lines. 

The  sales  staff  of  the  Braiterman-Fedder 
organization  has  grown  proportionately  with 
the  growth  of  the  organization  itself  and  con- 
sists at  the  present  time  of  William  Braiterman, 
William  Fedder,  Phil  Kaufman,  E.  M.  Fedder 
and  E.  Dudley  Samuelson.  Connected  with  the 
Mel-O-Art  player  roll  division  of  the  business 
is  A.  B.  Taneyhill  and  V.  Prodenza. 


A.  J.  Engel  a  Benedict 

A.  J.  Engel,  traveling  representative  for  the 
Berg  Auto  Trunk  &  Specialty  Co.,  Long  Island 
City,  N.  Y.,  and  well  known  throughout  the 
phonograph  industry,  was  married  recently  in 
Chicago,  111.,  to  Miss  Elsie  Ireland,  of  Butler, 
Mo.  Mr.  Engel  returned  recently  from  a  very 
successful  trip  throughout  the  country,  arid 
while  in  the  Middle  West  made  arrangements 
wherebv  he  and  Mrs.  Engel  will  reside  in  Chi- 


Helycon  Tone  Arm  No*  509 

THE  continuous  taper  of  Helycon  Tone  Arm 
No.  509  is  acoustically  correct.  It  is  particu- 
larly adapted  to  phonographs  equipped  with  new 
type  reproducers  and  new  long  air  column  ampli- 
fiers with  enlarged  bell-opening. 

Made  of  heavy  seamless  drawn  brass,  nickel 
plated;  black  enamelled  bracket,  that  ensures 
free  sensitive  swing  and  prevents  tipping  or 
binding;  all  joints  air-tight,  felt-bushed  to  pre- 
vent metallic  vibration. 

Helycon  Tone  Arm  No.  509  is  the  outcome  of 
unceasing  research,  plus  precision  manufactur- 
ing, a  worthy  representative  of  the  Pollock- 
Welker  line  of  Helycon  precision-built  phono- 
graph equipment. 

Pollock  -Welker,  Limited 

Established  1907 — Pioneers  in  the  Phonograph  Motors 

KITCHENER  —  CANADA 


Cable  Address — Polwel,  Kitchener 


Code— A.B.C.  5th  Edition,  Bentley's 
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CROWN 

PH9N<7CRAPHS 

Made  X>y  the  Maimers'  ol 
CROWN 
PIANOS 


l~P\%r}cr>  a  fidelity,  a  range  and  quality  of  tone  that  are  not  excelled 

X  iltot-  m  ariy  phonograph,  cabinet  designs  authentically  correct, 
woods  and  craftsmanship  equal  to  the  finest  piano — these  characterize 
the  nezv  CROWN  Phonograph. 


The  new  Crow 
Phonographs  have  all 
the  desirable  features 
recently  developed  in 
the  new  type  of  re- 
production. Models 
271  and  278  are  made 
with  heavy  wooden 
amplifying  chambers 
with  direct  delivery 
of  tone.  All  other 
models  are  fitted 
with  scientifically 
correct  reflex  tone 
chambers.  _  Through- 
out the  line  a  tone 
arm  and  reproducer, 
developing  the  best 
in  tone  quality  and 
volume,  is  use  d. 
Write  or  wire  today 
— s^for  aetaiis. 


These- 


Loyalty  and  a  helpful  policy  toward 
trade  friends,  advantageous  prices 
ami  equitable  dealing  —  these  characterize  the 
Geo.  P.  Bent  Co. 


PTfty-seven  years'  experience  in  the  building  of 
fine  organs,  pianos  and  phonographs,  which  enjoy 
the  good  opinion  of  musicians,  has  developed  for 
us  an  organization  of  masters  in  the  science  of 
acoustics.  This  outstanding  advantage  is  built 
into  the  interior  design  of  every  Crown  Phono- 
graph. It's  a  tangible  quality.  You  become  con- 
scious of  it  in  every  detail  of  Crown  reproduc- 
tion.   That's  a  sales  advantage  tor  you. 

There  are  many  other  advantages  connected  with 
Crown  representation  which  will  interest  you. 

Write  or  wire  today  for  the  complete  story. 


Geo.  R  Bent  fo^gSffiy 

Established  I87O 

LOUISVILLE 


CROWN  PIANOS 
PHONOGRAPHS 
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Music  Trade  in  Detroit 

Shows  Big  Improvement 

The  Reopening  of  the  Motor  Plants  With  Sub- 
sequent Employment  of  Many  Men  Has  Had 
the  Effect  of  Stimulating  Business 


Detroit,  Mich.,  May  7— There  has  been  quite  a 
spurt  to  the  talking  machine  business  since  the 
first  of  April,  due  no  doubt  to  the  fact  that 
people  are  getting  back  to  their  former  jobs. 
Motor  plants  are  reopening  and  putting  on  extra 
shifts  and  by  another  month  we  confidently  look 
for  more  men  being  employed  in  the  Motor  City 
than  ever  before. 

There  is  one  thing  we  do  learn  in  talking 
with  dealers— that  the  day  of  the  cheap  talking 
machine  is  going,  going  fast.  More  and  more 
;ire  dealers  finding  out  that  time  taken  to  sell 
cheap  machines  and  used  machines  can  be  used 
to  better  advantage.  Even  in  the  so-called 
working  districts  people  are  buying  better 
machines  than  ever.  Quite  a  number  of  stores, 
both  downtown  and  in  the  outskirts,  would 
dispose  of  their  cheap  machines  at  any  price—1 
they  just  can't  give  them  away. 

At  this  season  of  the  year  there  is  a  good  de- 
mand for  used  phonographs  from  people  who 
are  moving  or  getting  ready  to  move  to  their 
Summer  cottages.  They  don't  want  to  go  to 
the  expense  of  a  new  machine  just  for  the  Sum- 
mer months,  so  the  used  machine  which  they 
can  buy  right  is  just  what  they  want. 

R.  B.  Ailing  Discontinues  Store 

The  R.  B.  Ailing  Co.  has  discontinued  its 
phonograph  store  at  1540  Woodward  avenue; 
in  fact,  it  has  completely  gone  out  of  business/; 
Mr.  Ailing  has  leased  the  store  to  a  jewelry 
concern— and  at  a  nice  profit,  the  lease  being  a 
very  valuable  one.  Having  outstanding 
thousands  of  dollars  for  phonographs,  radios 
and  other  equipment,  Mr.  Ailing  is  going  to 
make  headquarters  at  the  Bayley  Music  Store 
for  a  long  while  to  collect  his  accounts  receiv- 
able. He  was  dealer  for  Edison  phonographs 
and  Brunswick  phonographs.  Several  years 
ago  he  gave  up  the  jobbing  of  Edison  phono- 
graphs, shipments  now  being  made  out  of  the 
Chicago  warehouse. 

Grinnell  Bros.,  who  opened  a  branch  music 
store  some  months  ago  on  Broadway,  just 
across  from  the  new  Wurlitzer  building,  have 
given  it  up,  but  still  maintain  their  retail  store 
on  Pingree  Square,  about  four  blocks  down  the 
street, 

Columbia  dealers  are  boosting  Paul  Specht 
records,  as  this  artist  is  now  playing  an  indefi- 
nite engagement  (at  $2100  per  week)  at  one  of 
the  local  theatres.  He  is  being  advertised  on 
the  billboards  and  in  the  newspapers  very 
strong,  and  Columbia  dealers  are  taking  advan- 
tage of  his  presence  in  the  city  by  boosting  his 
records. 

The  Automatic  Victor  Orthophonic  is  going 
over  very  big.  The  Brunswick  Panatrope  in 
the  expensive  models  is  also  in  demand.  In 
other  words,  the  machines  at  $350  and  up  are 
selling  two  to  one  of  the  cheaper  machines. 

Bring  Patent  Suit  Against 
Ghas.  Freshman  Co.,  Inc. 

A  patent  infringement  suit  was  begun  re- 
cently in  the  Federal  Court  of  New  York  by 
the  Radio  Corp.  of  America,  the  General  Elec- 
tric Co.  and  the  American  Telephone  and  Tel- 
egraph Co.  against  the  Chas.  Freshman  Co., 
Inc.  It  is  alleged  that  the  defendant  has  in- 
fringed patents  owned  by  Ernest  F.  W.  Alex- 
ander, Fritz  Lewenstein  and  Albert  W.  Hull,  ob- 
tained in  1912,  1913  and  1915,  and  now  in  con- 
trol of  the  plaintiffs.  The  patents,  it  is  explained, 
relate  to  power  amplifiers  and  power  supply. 
The  Radio  Corp.  seeks  an  accounting  as  a  pre- 
liminary for  an  action  for  damages,  and  the 
other  two  plaintiffs  ask  for  an  injunction  against 
the  defendant. 


Big  Demand  for  Portables 

in  Salt  Lake  City  Trade 

Dealers  Report  That  Small-Type  Instrument  Is 
High  in  Popular  Favor — Granite  Furniture 
Store  Adds  Music  Department — Other  News 


Salt  Lake  City,  Utah,  May  6.— Although  the 
talking  machine  business  in  Salt  Lake  City  and 
Utah  is  not  as  good  as  it  was  a  month  ago,  it 
;s  above  normal  for  the  season  and  in  excellent 
shape.  W  holesalers,  including  the  John  Elliot 
Clark  Co.,  Victor  distributor;  the  Brunswick  Co., 
Brunswick  distributor,  and  the  Columbia  Stores 
Co.,  Columbia  distributor,  report  a  great  deal 
of  interest  just  now  on  the  part  of  their  dealers 
in  portable  phonographs  for  use  at  picnics,  fish- 
ermen's camps,  etc. 

Mr.  Clark,  head  of  the  John  Elliot  Clark  Co., 
said  they  had  been  and  still  were  short  of  cer- 
tain models  and  that  dealers  were  showing  con- 
siderable interest  in  their  new  portable  phono- 
graph. Mr.  Clark  said  he  expects  1927  to  see  a 
much  larger  volume  of  busines  in  talking  ma- 
chines than  1926.  "The  business  is  in  a  very 
healthy  condition,"  he  said. 

The  Brunswick  Co.  reports  the  new  Prisma- 
tone  machine  was  moving  the  best.  Manager 
Delzell,  of  the  Columbia  Stores  Co.,  reported 
their  business  as  better  than  a  year  ago,  but  a 
little  slower  than  in  March.  He  said  all  models 
were  in  fair  demand. 

Music  Week,  which  began  on  May  1,  is  going 
over  big,  so  far.  There  are  parades  and  con- 
certs galore. 

The  Granite  Furniture  Co.,  located  in  the 
Sugar  House  business  district  of  Salt  Lake  City, 
and  one  of  the  leading  furniture  houses  of  Utah, 
is  putting  in  a  phonograph  department  in  the\ 
near  future. 

The  Daynes-Beebe  Music  Co.  has  opened  a 
concert  or  recital  hall  in  the  store. 

Miss  Lola  Taylor,  who  has  been  with 
the  record  department  of  the  Glen  Bros. -Roberts 
Piano  Co.,  of  Ogden,  has  been  placed  in  charge 
of  the  record  department  of  the  Beesley  Music 
Co.'s  Ogden  branch. 

Atwater  Kent  Bulletin 

Shows  Window  Displays 

Sales  Bulletin  Recently  Sent  to  Trade  Repro- 
duces Photographs  of  Window  Displays  Used 
by  Atwater  Kent  Radio  Dealers 


Realizing  that  attractive  windows  constitute 
a  very  important  part  of  modern  merchandising, 
the  Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa., 
and  its  various  distributors  have  encouraged 
dealers  to  dress  attractive  windows  through  vari- 
ous contests  that  have  been  staged  from  time 
to  time.  Although  the  dealers'  service  depart- 
ment of  the  Atwater  Kent  Mfg.  Co.  has  pro- 
duced from  time  to  time  valuable  window  dress- 
ing material,  it  has  been  found  that  the  dealers 
have  materially  added  to  this  material  from 
their  own  ingenuity  with  many  striking  results. 
A  recent  Atwater  Kent  bulletin  upon  the  sub- 
ject of  "Dealer  Window  Displays"  reproduces 
photographs  and  describes  sixty-two  remarkable 
window  displays  of  Atwater  Kent  merchandise. 
A  study  of  these  pictures  visualizes  the  wide 
variety  of  methods  by  which  dealers  can  ef- 
fectively display  the  merchandise  which  they 
handle  and  at  the  same  time  is  a  decided  credit 
to  the  individuality  and  inventive  genius  of 
each  dealer. 

Windows  are  shown  from  the  following  deal- 
ers: Foster's,  Inc.,  Racine,  Wis.;  Electric  Sup- 
ply Co.,  Belief onte,  Pa.;  R.  Rogers  &  Sons, 
Frankfort,  Ky.;  Electric  Supply  Co.,  Philips- 
burg,  Pa.;  J.  H.  Troup,  Lancaster,  Pa.;  Pom- 
troy's,  Inc.,  Harrisburg,  Pa.;  Fred  Leithold 
Piano  Co.,  LaCrosse,  Wis.;  Auburn  Rubber 
Store,  Auburn,  N.  Y.J  T.  J.  Stevens  &  Son,  Los 
Angeles,  Cal.;  Herz's  Department  Store,  Terre 
Haute,  Ind.;  Nace's  Music  Store,  Hanover,  Pa.; 


Exide  Electric  Service,  Greely,  Colo.;  Nichols 
&  Gates,  Waterloo,  la.;  J.  L.  Hudson  Music 
Store,  Detroit,  Mich.;  Cohen  Brothers,  Jackson- 
ville, Fla.;  Woodward  Furniture  Co.,  Minneapo- 
lis, Minn.;  Robertson  Hardware  Co.,  Detroit, 
Mich.;  Robelen  Piano  Co.,  Wilmington,  Del.; 
F.ancis  Motor  Co.,  Lemoyne,  Pa.;  Schulz  Broth- 
e  s,  Chilaygan,  Mich.;  Powers  Furniture  Co., 
Portland,  Ore.;  J.  Reed  Music  Co.,  Austin,  Tex.; 
St.  Johns  Hardware  Co.,  Portland,  Ore.;  J. 
K.  Gill  Co.,  Portland,  Ore.;  Hyatt  Music  Co., 
Portland,  Ore.;  O.  K.  Electric  Co.,  Lamar,  Colo.; 
Minihan  Brothers,  Buffalo,  N.  Y. ;  Electric 
Equipment  Co.,  Phoenix,  Ariz.;  Bothwell's  Mu- 
sic Store,  Herkimer,  N.  Y.;  Killian  Co.,  Cedar 
Rapids,  la.;  Wurzburger  Dry  Goods  Co.,  Grand 
Rapids,  Mich.;  Columbia  Furniture  Co.,  Inc., 
Richmond,  Va.;  Isaac  Benesch  &  Sons,  Balti- 
more, Aid.;  Mueller  Music  Store,  Baltimore, 
Md. ;  Besche  Brothers,  Baltimore,  Md.;  Radio 
Supply  Co.,  Baltimore,  Md.;  National  Piano  Co., 
Baltimore,  Md.;  Sun  Electric  Co.,  Baltimore, 
Md.;  Hargis'  Department  Store,  Pocomoke  City, 
Md.;  The  Good  Housekeeping  Shop,  Ravenna, 
Ohio;  Wm.  Taylor  &  Son  Co.,  Cleveland,  Ohio; 
Rauch  Electric  Co.,  Pittsburgh,  Pa.;  Battle 
Creek  Auto  Electric  Co.,  Battle  Creek,  Mich.; 
Yitullo  &  Ulisse,  Utica,  N.  Y.;  The  House  of 
Butler,  Marion,  Ind.;  Storm  &  Shipley,  Fred- 
erick, Md. ;  E.  B.  Cartrider,  Reisterstown,  Md. ; 
Geo.  W.  Snell,  Philadelphia,  Pa.;  Alfred  Fox 
Piano  Co.,  Bridgeort,  Conn.;  Frank  Steadman, 
Yonkers,  N.  Y.;  Davis  Electric  Co.,  El  Reno, 
Okla.;  The  Toledo  Edison  Co.,  Toledo,  Ohio; 
Baldwin  Hardware  Co.,  Grover  Hill,  O.;  Wan- 
r.maker's,  Philadelphia,  Pa.;  Chas.  Mashek  Co., 
Cleveland,  Ohio,  and  Woodward  &  Lothrop, 
Washington,  D.  C. 

Trade  Activities  in  the 

Akron-Canton  District 

Akron-Canton,  0.,  May  9. — Taking  machine 
dealers  throughout  this  territory  are  assured  of 
a  good  earlj-  Summer  business  mainly  because 
of  the  interest  shown  in  talking  machines  and 
records.  The  new  model  instruments  have  been 
moving  in  a  satisfactory  fashion  and  dealers  in 
the  two  cities  predict  an  even  brighter  out- 
look. The  most  popular  of  the  models  are 
ihose  retailing  for  about  $300. 

Whitney  Kauffman,  popular  Victor  record- 
ing artist,  and  his  orchestra  scored  a  big  hit  at 
Moonlight  Ballroom,  Canton,  this  week.  This 
orchestra  played  the  park  ballroom  to  heavy 
patronage  for  eight  nights.  The  D.  W.  Lerch 
Co.,  Victor  dealer  here,  tied  up  with  the  band's 
appearance. 

Raymond  A.  Porter,  for  many  years  manager 
of  the  talking  machine  department  of  George 
S.  Dales,  Victor  dealer,  Akron,  has  resigned  to 
become  identified  with  the  Webb  C.  Ball  Jew- 
elry Co.,  Cleveland. 

George  C.  Wille,  Canton  Victor  dealer,  was 
named  treasurer  of  the  Canton  Retail  Merchants 
Association  at  its  annual  meeting  recently. 

Alden  Smith,  Jr.,  is  soon  to  become  active  in 
the  management  of  the  A.  B.  Smith  Piano  Co., 
Akron,  which  for  years  has  been  headed 
by  A.  B.  Smith,  one  of  the  best-known  piano 
dealers  in  the  State  of  Ohio.  The  elder  Mr. 
Smith  plans  to  retire  from  active  management 
and  give  his  son  the  reins  of  the  business. 

The  Charles  M.  Zitzer  Music  Store,  Mansfield, 
O.,  has  moved  from  35  North  Main  street  to 
new  quarters  at  80  North  Main  street.  In  the 
-!ew  location  the  talking  machine  section  of  the 
store  has  been  greatly  enlarged,  according  to 
officials  of  the  company. 


Roy  A.  Forbes  in  Frisco 

San  Francisco,  Cai.,  May  5. — Roy  A.  Forbes, 
sales  and  merchandising  manager  of  the  Victor 
Talking  Machine  Co.,  and  Henry  H.  Murray, 
consulting  engineer,  spent  a  week  visiting  the 
local  trade  recently.  During  his  stay  Mr. 
Forbes  entertained  dealers  at  a  luncheon. 
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A  REAL 


ELECTRIC  RADIO  sensation: 


THE  1927-28  MINERVA  ELECTRIC  CONSOLES 


"A"  Current  Direct  From  the  Light 
Socket  to  Six  A'C  Tubes 


SEE  AND  HEAR 

This  marvelous  radio  receiver  during  the  Music  Trades  Conven- 
tion and  R.M.A.  Trade  Show  at  our  showrooms.   We  invite  the 
careful  inspection  of  the  music  dealer. 


A  "Minerva  Quality" 

Electric  Set  That  Has  Been 

Proved  Reliable 

Through  more  than  a  year's 
careful,   practical  test 

Popularly  Priced 


MINERVA  RADIO  CO.        154  East  Erie  Street 

Telephone — Superior  7111 


Chicago,  111. 


O.  W.  Ray  Vice-President 

of  Silas  E.  Pearsall  Co. 


Prominent  Figure  in  Music  Trade  Also  General 
Manager  of  Well-known  Metropolitan  Exclu- 
sive Wholesale  Radio  Firm 


Oscar  Willard  Ray,  one  of  the  most  promi- 
nent figures  in  the  music  trade,  has  become  vice- 
president  and  general  manager  of  the  Silas  E. 


Oscar  W.  Ray 

Pearsall  Co.,  New  York,  exclusive  radio  whole- 
saler and  for  many  years  one  of  the  most 
prominent  talking  machine  distributing  houses 
in  the  country.  In  making  this  announcement, 
Mrs.  L.  M.  Green,  president  of  the  Pearsall  Co., 
stated  that  Mr.  Ray  has  acquired  an  inter- 
est in  the  concern  and  will  share  with  her  the 
executive  direction  of  the  business.  Mrs.  Green, 
widow  of  the  late  Thomas  F.  Green,  who  has 
been  in  direct  charge  of  the  business  since  Mr. 
Green's  death  in  March,  1923,  will  remain  as 
president  of  the  company  and  in  active  associa- 
tion with  its  affairs,  Mr.  Ray's  new  post  carry- 
ing with  it  the  broad  responsibilities  becoming 
too  intricate  for  Mrs.  Green  to  handle  unaided. 

The  new  Pearsall  vice-president  and  general 
manager  resigned  the  position  of  wholesale  ra- 
dio division  and  national  music  roll  sales 
manager  of  the  Aeolian  Co.  two  weeks 
ago.  Mr.  Ray  joined  the  Aeolian  Co.  in 
1920,  and  his  music-radio  trade  career  of  ten 
years  has  been  identified  with  but  two  official 
alignments,  first  as  the  primary  distributor  of 
the  old  Emerson  Phonograph  Co.  in  Boston  in 
1917  and  then  three  years  later  with  the  Aeolian 
interest.  While  the  Aeolian  Co.  was  pro- 
ducer of  Vocalion  phonographs  and  records  he 
was  general  manager  of  that  department. 

Mr.  Ray  has  a  nation-wide  acquaintance  in  the 
industry.  He  is  a  native  of  Brattlcboro,  Vt.,  and 
graduated  in  engineering  at  Norwich  University 
in  Northfield.    He  devised  the  Ray  Placcable 


Construction  Form  for  concrete  work  and  or- 
ganized the  company  of  that  name,  later  dispos- 
ing of  the  invention  and  the  business  for  a 
substantial  sum.  After  engaging  in  export  trade 
under  Federal  Government  auspices,  he  entered 
the  phonograph  business  in  Boston. 


New  Model  Starr  Phonograph 
Is  Placed  on  the  Market 


Model  No.  XXXII  Incorporates  Several  New 
Features  Including  the  Foley  Isosonic  Horn — 
Is  Enthusiastically  Received  by  Trade 


Richmond,  Ind.,  May  6. — The  talking  machine 
trade  throughout  the  country  has  accorded  a 
hearty  welcome  to  the  latest  addition  to  the 
Starr  line  of  phonographs,  Model  No.  XXXII, 
which  has  several  new  features,  including  the 
new  Isosonic  horn  and  tone  chamber  designed 
and  perfected  by  Dr.  A.  L.  Foley. 

The  new  instrument  is  slightly  larger  than 
the  popular  Model  XXX,  and  presents  a  differ- 
ent and  more  attractive  appearance.  It  is  en- 
cased in  an  upright  cabinet  and  is  fitted  with 
a  double  set  of  doors,  opening  on  the  top  to 
the  tone  chamber,  and  the  lower  set  giving  ac- 
cess to  the  space  provided  for  records. 

Starr  officials  report  that  the  new  instrument 
has  caused  a  demand  beyond  expectations  and 
dealers  anticipate  a  most  satisfactory  sales  vol- 
ume. The  Starr  portable  line  is  also  moving 
in  brisk  fashion. 


G.  G.  Embry  Is  Manager  of 
Columbia  Syracuse  Branch 

New  Manager  Was  Formerly  Connected  With 
the  Columbia  Co. — Later  in  Radio  Field 


Syracuse,  N.  Y.,  May  6. — Following  the  resigna- 
tion of  E.  N.  Smith  as  manager  of  the  local 
branch  of  the  Columbia  Phonograph  Co.,  New 
York,  C.  C.  Embry  has  assumed  the  position. 
Mr.  Embry  was  connected  with  the  Columbia 
organization  some  years  ago  in  Western  terri- 
tory and  has  spent  the  past  few  years  in  the 
radio  business.  The  Syracuse  branch  was 
started  in  February  1926  and  has  proved  most 
successful  in  its  chief  function  of  aiding  dealers 
to  receive  more  prompt  service  on  orders. 


New  Edison  Advertising 

The  new  advertising  of  Thos  A.  Edison,  Inc., 
in  the  form  of  a  questionnaire,  regarding  the 
various  features  of  the  phonograph  and  phono- 
graphic music,  which  has  been  appearing  in  a 
number  of  national  magazines,  has  had  a  strong 
appeal  for  the  public  and  the  same  form  of  ad- 
vertising is  now  being  featured  in  some  150  of 
the  leading  daily  newspapers  of  the  country,  oc- 
cupying a  full  column. 


Los  Angeles  Retail  Trade 

Welcomes  Victor  Officials 


Spirit  of  Optimism  Pervades  Retail  Trade  Fol- 
lowing Visit  of  Roy  A.  Forbes  and  Other 
Officials  of  Victor  Organization 


Los  Angeles,  Cal.,  May  4. — Victor  dealers  in 
this  territory  regard  the  prospects  of  future 
business  with  a  much  more  optimistic  outlook 


Victor  Executives  in  Los  Angeles 

following  the  satisfactory  meeting  which  was 
held  here  recently  with  Roy  A.  Forbes,  Victor 
sales  manager,  and  other  officials  of  the  Victor 
Co.  During  their  stay  in  this  city,  Mr.  Forbes 
and  his  colleagues  found  time  to  be  photo- 
graphed with  local  trade  personages.  The  ac- 
companying photograph  shows,  standing,  Otto 
L.  May,  Pacific  Coast  and  Inter-Mountain 
States  district  manager  of  the  Victor  Co.;  A.  G. 
Farquharson,  secretary  of  the  Music  Trades 
Association  of  Southern  California;  George  E. 
Morton,  Southern  California  representative  of 
the  Victor  Co.;  sitting,  Roy  A.  Forbes,  merchan- 
dise and  sales  manager  of  the  Victor  Co.,  and 
H.  H.  Murray,  consulting  engineer,  Victor  Co. 


Automatic  Service  Bulletin 


The  Victor  Co.  recently  issued  Service  Bulle- 
tin No.  8  covering  the  Automatic  Orthophonic 
Victrola.  This  booklet  gives  a  complete  descrip- 
tion of  the  parts  of  the  instrument  and  illustra- 
tions which  indicate  each  and  every  part.  Com- 
plete instructions  for  the  repair  of  a  part  arc  set 
down  in  non-technical,  understandable  language. 


Opens  Branch  Store 

V 

The  Hyde  Music  House,  of  Cortland,  N.  Y. 
recently  opened  a  branch  store  at  Norwich. 
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The  King,  Prince  and  the         Electrical  Supply  Jobbers'         Hawley  &  Mackenzie,  Dis- 
Duke,  All  Own  Panatropes         Association  in  Convention        tributing  Firm,  Is  Formed 


Brunswick  Co.  English  Office  Reports  That  the 
King  of  England,  the  Prince  of  Wales  and  the 
Duke  of  York  Are  Panatrope  Users 


George  Cullinan,  of  Graybar  Electric  Co.  and 
Victor  Talking  Machine  Co.,  Heads  Execu- 
tive Committee— To  Have  General  Manager 


Advices  recently  received  at  the  Chicago  of- 
fices of  the  Brunswick  Co.,  from  its  English 
office,  tell  that  the  Brunswick  Panatrope  has 
met  with  favor  by  the  royal  family  of  England. 
H.  M.  the  King  has  a  Panatrope,  H.  R.  H.  the 
Prince  of  Wales  has  three  of  them,  and  H.  R.  H 
the  Duke  of  York  is  the  owner  of  two  Pana- 
tropes. This  acceptance  of  the  Panatrope  by 
the  royal  family  is  an  indication  of  how  the 
general  public  in  England  is  enthusiastically 
iiearing  and  buying  these  instruments.  H.  R.  H 
the  Prince  of  Wales  is  one  of  the  most  enthusi- 
:  stic  Panatrope  fans.  He  is  the  member  of  the 
loyal  family  who  "discovered"  the  Panatrope 
and  who  is  responsible  for  the  purchase  of  in- 
struments by  other  members  of  his  family. 

The  Brunswick  dealers  in  Australia,  D.  Davis 
&  Co.,  Ltd.,  Worth's  Ltd.  and  Mick  Simmons 
Ltd.,  took  advantage  of  this  royal  ownership 
of  Panatropes  and  told  the  story  in  page  ads. 

At  the 

SHOW 


White  Sulphur  Springs,  W.  Va.,  May  4. — The 
convention  of  the  Electrical  Supply  Jobbers' 
Association,  held  at  the  Greenbrier  Hotel  last 
week,  attracted  a  record  attendance  and  was 
voted  the  best  gathering  ever  held.  The  manu- 
facturing industry  was  well  represented  at  the 
meetings.  Due  to  the  fact  that  the  association 
is  constantly  having  contact  with  other  groups 
and  the  need  for  an  official  spokesman  has  been 
felt,  it  was  voted  to  secure  a  general  manager 
who  would  fill  this  position.  The  standards, 
radio  and  cost  accounting  committees  reported 
their  findings. 

George  Cullinan,  vice-president  of  the  Gray- 
bar Electric  Co.,  and  a  director  of  the  Victor 
Talking  Machine  Co.,  was  elected  chairman  of 
the  executive  committee  and  Franklin  Over- 
baugh  was  elected  treasurer. 


Organ-Tone  Reproducer 

Is  Announced  to  Trade 


The  Organ-Tone,  a  new  reproducer  finished 
in  three  colors,  has  been  announced  to  the  trade 
by  the  Unique  Reproduction  Co.,  New  York, 
manufacturer  of  the  well-known  Add-A-Tone 
sound  box.  This  new  product  is  entirely  dif- 
ferent from  any  other  on  the  market,  according 
to  Herman  Segal,  executive  head  of  the  Unique 
organization.  Its  mechanical  construction  in- 
cludes a  stylus  suspension  built  on  a  new  prin- 
ciple designed  to  give  steadiness  and  permanence 
of  tone.  Mr.  Segal  states  that  it  is  almost  im- 
possible to  injure  the  diaphragm.  The  novel 
feature  of  finishing  the  Organ-Tone  in  three 
colors  makes  it  attractive  to  the  eye  and  creates 
a  new  mode.  The  new  sound  box  in  its  en- 
tirety marks  a  radical  departure  in  reproducer 
construction,  according  to  Mr.  Segal. 


Plaza  Issues  Portable 

Posters  and  Leaflets 


Don't  miss  the  NEW 

Gould  Unipower 


i 


Booth  116,  Hotel  Stevens 
Chicago,  June  13-16 


} 


If  you  cannot  attend  the  show,  write 
at  once  for  details  of  Gould's  im- 
portant 1927-28  program.  We  have 
news  vital  to  every  radio  dealer. 

THE  GOULD  STORAGE  BATTERY  CO.,  Inc. 

Depew,  New  York 
Branches:    New  York,  Chicago,  Kansas  City,  San  Francisco 


The  advertising  department  of  the  Plaza 
Music  Co.  is  forwarding  to  its  distributors  and 
dealers  a  series  of  attractively  designed  public- 
ity material  on  portable  talking  machine  prod- 
ucts. Among  this  material  are  some  very  attrac- 
tive colored  leaflets,  one  set  available  for  the 
distributor  and  one  set  for  the  dealer  and  con- 
sumer. 

This  special  advertising  material  covers  all  the 
Plaza  Music  Co.'s  models  of  portables  including 
Pal  Deluxe,  the  Standard  Pal,  Pal  Junior  and 
Kompact  talking  machines.  Supplementing  this 
are  a  number  of  new  colored  display  cards. 
These  display  cards  are  made  for  immediate 
use  and  are  to  be  followed  by  a  complete  series. 
These  cards  are  small  in  size  and  are  equally 
attractive  for  counter  or  window  use.  In  ad- 
dition they  will  fit  admirably  on  a  standard- 
size  portable  turntable. 


Table  Model  Orthophonic 

Victrola  Is  Announced 


Off  when  it's  on^On  when  it's  off 


An  addition  to  the  Orthophonic  line  of  Vic- 
trolas  was  recently  announced  by  the  Victor 
Talking  Machine  Co.  The  new  instrument  is 
a  table  model  and  is  described  as  "economical 
in  price,  economical  in  the  space  it  occupies, 
but  generous  in  the  musical  results  it  gives — 
the  190  is  the  smallest  and  lowest-priced  Vic- 
trola embodying  the  Orthophonic  principle  of 
reproducing  sound."  This  model  is  especially 
designed  for  use  in  small  apartments,  is  housed 
in  a  mahogany  veneered  cabinet  with  a  mahog- 
any overlay,  and  lists  at  $75. 


P.  R.  Hawley  and  Donald  Mackenzie,  Well 
Known  in  Eastern  Talking  Machine  and 
Radio  Circles,  to  Act  as  Factory  Agents 


Philadelphia,  Pa.,  May  6. — Considerable  inter- 
est has  been  aroused  in  both  talking  machine 
and  radio  circles  by  the  announcement  that 
P.    R.   Hawley   and   Donald   Mackenzie,  both 


P.  R.  Hawley 

well  known  for  years  in  the  trade,  had  joined 
forces  and  will  operate  under  the  name  of  Haw- 
ley &  Mackenzie,  with  offices  in  the  Jefferson 
Building,  this  city. 

The  new  organization  will  function  as  direct 
factory  sales  agents  for  a  number  of  nationally 
known  manufacturers.  Among  the  more  promi- 
nent is  the  Magnavox  line,  consisting  of  speak- 
ers, tubes,  lamps,  etc.,  and  the  Showers  Bros, 
new  line  of  sets  and  cabinets. 

Both  Mr.  Hawley  and  Mr.  Mackenzie  bring 
into  the  organization  a  widespread  acquaintance 
and  an  experience  that  extends  over  a  period  of 
many  years.  During  the  past  six  years  Mr. 
Hawley  has  managed  the  Girard  Phonograph 
Co.,  radio  and  phonograph  distributor  of  Phila- 
delphia, with  marked  success,  and  has  earned 
the  confidence  of  the  entire  trade  in  the  large 
territory  covered  by  his  company. 

Mr.  Mackenzie  likewise  enjoys  a  wide  ac- 
quaintance gained  by  his  experience  in  both  the 
retail  and  wholesale  branches  of  the  radio  in- 
dustry. At  one  time  connected  with  the  Reflex 
Radiophone  Sales  Co.  chain  of  DeForest  retail 
establishments,  Mr.  Mackenzie  entered  the 
wholesale  field  three  years  ago  and  for  some 
time  has  represented  the  Magnavox  and  Fer- 
guson lines  in  a  large  portion  of  Pennsylvania. 

The  new  firm  of  Hawley  &  Mackenzie  will 
cover  a  large  section  of  the  East  and  will,  be 
represented  in  the  field  by  a  large  staff,  which 
will  be  augmented  as  new  lines  are  added  and 
more  territory  is  included.  With  a  well-estab- 
lished sales  policy  based  upon  the  foundation 
of  service,  Mr.  Hawley  and  Mr.  Mackenzie  are 
looking  forward  to  a  great  future  in  their  con- 
nections with  leading  manufacturers. 


Edison  Standard  Reproducer 
Is  Now  Regular  Equipment 

The  new  Edison  Standard  Reproducer,  which 
greatly  increases  the  volume  of  tone  while  at 
the  same  time  increasing  its  fullness,  depth  and 
resonance,  is  now  a  part  of  the  regular  equip- 
ment of  the  New  Edison  Phonograph,  and,  ac- 
cording to  dealers,  has  proved  distinctly  popu- 
lar with  the  public.  In  order  that  all  owners  of 
Fdison  phonographs  may  enjoy  the  improved 
reproducing  .qualities  of  the  Standard  Repro- 
ducer, which  lists  at  $19.50,  arrangements  have 
been  made  for  allowing  Edison  owners  $12.50 
for  each  old  reproducer  turned  in  in  exchange 
for  the  new  model,  and  a  surprisingly  large 
number  of  them  are  taking  advantage  of  this 
generous  offer. 
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Popularity  of  Portable  Phonographs 

in  Great  Britain  Is  Growing  Steadily 


Recent  Budget  Introduced  by  Chancellor  of  the  Exchequer  Has  No  Effect  on  the  Trade 
Columbia  Model  Soon  to  Be  Introduced  to  Trade — News  of  the  Month 


-New 


London,  E.  C.,  May  4. — Apparently  there  was 
nothing  to  fear  in  the  recent  Budget  introduced 
by  the  Chancellor  of  the  Exchequer  in  the 
House  of  Commons,  and  the  gramophone  and 
record  trade  is  once  again  to  go  on  its  way 
unimpeded  by  even  a  small  tax  on  records. 
The  trade  is  now  concentrating  its  attention 
upon  what  has  become  known  as  the  "portable" 
season,  by  which,  during  the  last  few  years, 
sales  have  been  kept  up  to  a  high  standard, 
thanks  to  the  production  of  a  fine  line  of  in- 
struments. 

New  Columbia  Model  Coming 

Following  upon  the  news,  a  month  or  two 
ago,  that  shortly  His  Master's  Voice  (The 
Gramophone  Co.)  will  put  another  machine 
upon  the  market  that  will  eclipse  all  that  has 
gone  before,  comes  the  news  that  the  Columbia 
Co.  will  also  shortly  have  ready  a  new  Colum- 
bia "giant."  I  gather  from  those  "in  the  know" 
that  the  tone  is  remarkable,  the  volume  thereof 
sufficient  for  all  purposes,  whether  public  or 
private.  The  sound  conduit  has  thick  wooden 
walls,  the  whole  of  the  large  cabinet  being 
occupied  thereby,  the  two  channels  passing  and 
repassing  each  other  in  bewildering  fashion.  In 
the  use  of  the  wood  the  company  has  found 
the  solution  to  the  difficulty  of  eliminating  that 
"edge"  off  the  rather  strident  tones  of  the  new 
electrical  recording  methods,  and  of  obtaining 
large  volume  without  any  unpleasant  bombard- 
ment of  the  eardrums.  I  understand  that  the 
above  system  is  to  be  incorporated  in  the  con- 
sole Columbia  model.  Its  production  is  awaited 
with  considerable  interest. 
Royal  Visit  to  "His  Master's  Voice"  Factory 

On  April  11  the  King  and  Queen  visited 
His  Master's  Voice  factory  at  Hayes,  Middle- 
sex. The  visit  had  been  arranged  in  order 
that  they  might  study  the  various  steps  in  the 
manufacture  of  gramophones  and  records,  and 
was  as   informal  as  possible.     During  a  long 


tour  through  the  various  departments  Their 
Majesties  examined  each  stage  of  manufacture 
and  the  King  took  a  keen  interest  in  the  special 
tools  and  intricate  machinery  used.  In  the 
pressing  room  his  Majesty  pressed  the  first 
record  of  a  new  issue  of  "The  Mikado,"  which 
will  be  the  first  Gilbert  &  Sullivan  opera  to 
be  recorded  in  full  by  the  electrical  process. 
The  Beethoven  "Boom" 

Thanks  to  the  Columbia  Gramophone  Co., 
more  than  4,000  schools  throughout  England, 
Scotland  and  Ireland  applied  to  the  Beethoven 
Centennial  Celebration  Committee  for  lectures 
on  the  life  and  music  of  Beethoven  in  order 
to  celebrate  the  centenary.  These  lectures 
were  specially  written  for  schools  and  the 
committee  estimates  that  during  the  centennial 
week  about  three-quarters  of  a  million  British 
school  children  joined  in  the  world-wide  tribute 
to  Beethoven. 

Mobile  Recording  Outfits 

Another  big  development  in  gramophone  re- 
cording has  been  effected  by  the  introduction 
of  the  new  "His  Master's  Voice"  mobile  outfit. 
The  contrivance,  which  enlarges  the  whole  field 
of  recording  away  from  the  orthodox  studio 
equipment,  consists  actually  of  an  up-to-date 
recording  room,  with  complete  electrical  in- 
stallation, mounted  on  a  powerful  motor  chassis. 
This  can  be  moved  at  a  moment's  notice  to 
any  part  of  the  country,  and  the  arrangements 
are  of  so  simple  a  nature  that  on  arrival  of 
the  outfit  a  recording  session  can  be  in  opera- 
tion within  less  than  a  minute.  The  traveling 
room  contains  everything  that  is  necessary  to 
insure  perfect  recording.  The  electrical  equip- 
ment includes  battery-charging  gear  with  its 
own  engine  and  two  machines  which  allow  the 
making  of  two  master  records  simultaneously. 
In  order  to  eliminate  vibration  the  chassis  is 
usually  jacked  up  during  the  recording  opera- 
tion.    Cables  are  then  run  from  the  van  into 


the  building  where  the  artists  perform,  and  are 
there  attached  to  microphones,  loud  speakers 
and  telephones.  The  telephone  allows  a  music 
conductor  to  keep  closely  in  touch  with  the 
recording  staff  in  the  van,  and  the  loud  speaker 
enables  the  first  test  to  be  played  back  from 
the  wax  to  the  artists  themselves.  The  mobile 
outfit  has  already  passed  beyond  the  experi- 
mental stage  and  successful  sessions  have  been 
held  in  the  Temple  Church,  Liverpool  Cathe- 
dral, Eton  College  and  York  Minster,  etc. 
Brief  Paragraphs  of  Interest 

The  sixteenth  annual  convention  of  the 
British  Music  Industries  is  to  be  held  at  the 
Hotel  Metropole,  Folkestone,  from  June  7  to 
11,  under  the  presidency  of  Paul  M.  Booth, 
chairman  of  the  Federation. 

The  Merchandise  Marks  Act  (1926)  recently 
placed  on  the  Statute  Book  provides  that  it 
shall  not  be  lawful  to  sell  or  advertise  imported 
goods  in  the  United  Kingdom  unless  the  name 
or  trade-mark  is  accompanied  by  an  indication 
of  origin.  This  is  of  importance  to  exporters 
located  abroad. 

The  convention  and  annual  meeting  of  the 
Scottish  Music  Merchants'  Association  is  to 
be  held  in  the  Peebles  Hydropathic  on  June 
1  to  3. 

At  last  month's  meeting  of  the  Federation 
of  British  Music  Industries  finance  and  execu- 
tive committees,  Alfred  Clark,  managing  direc- 
tor of  the  Gramophone  Co.,  took  his  seat  as 
a  member  thereof. 


Postpone  Crosley  Convention 

Cincinnati,  O.,  May  5. — The  Crosley  Radio 
Corp.'s  distributor  convention,  originally  sched- 
uled for  May  18,  will  be  held  on  June  8  and  9, 
to  suit  the  convenience  of  the  wholesale  repre- 
sentatives it  was  announced  last  week. 


Will  Manage  Station  WOR 

E.  Paul  Hamilton,  one  of  the  best  known  fig- 
ures in  Eastern  music  trade  circles  and  an  ex- 
ecutive of  the  L.  Bamberger  &  Co.  department 
store,  has  been  appointed  managing  director  of 
station  WOR. 


George  G.  Beckwith  Go. 

Host  to  Federal  Dealers 

Federal  Dealers  in  Milwaukee  Territory  At- 
tended Annual  Meeting  at  Which  Merchan- 
dising Plans  and  Policy  Were  Discussed. 


Milwaukee,  Wis.,  May  6. — The  local  branch 
office  of  the  George  C.  Beckwith  Co.,  distribu- 
tor of  Federal  Ortho-sonic  radio  receivers,  was 
host  to  a  gathering  of  Federal  dealers  on  the 
evening  of  April  26,  at  the  Elks  Club,  Mil- 
waukee, Wis.  A  total  of  fifty-five  guests  were 
present,  including  forty-five  dealers,  and  the 
meeting  opened  with  a  dinner,  followed  by  al- 
dresses  from  various  of  the  Beckwith  and  Fed- 
eral executives. 

G.  K.  Purdy,  manager  of  the  Milwaukee  Beck- 
with branch  office,  acted  as  chairman  of  the 
gathering,  and  after  welcoming  the  dealers  in 
the  name  of  his  firm,  introduced  R.  C.  Colman, 
manager  of  the  radio  division  of  the  George  C. 
Beckwith  Co.,  who  maintains  his  headquarters 
at  the  general  offices  of  the  firm  in  Minneapolis 
Mr.  Colman  outlined  to  the  dealers  the  policy 
which  has  made  the  Beckwith  organization  one 
of  the  outstanding  Victor  distributors  in  the 
country  for  the  past  fourteen  years,  stressing 
the  fact  that  the  protective  franchise  arrange- 
ment which  has  been  practiced  so  success  full  y 
in  the  talking  machine  field  has  been  applied 


with  equally  as  good  results  by  the  Beckwith 
radio  division. 

Lester  E.  Noble,  president  of  the  Federal  Ra- 
dio Corp.,  Buffalo,  N.  Y.,  who  was  unable  to 
attend  the  meeting  through  press  of  business 
duties  at  the  Buffalo  office,  wired  his  regrets, 
which  were  read  by  Mr.  Purdy.  In  his  telegraph 
message  to  the  dealers  Mr.  Noble  pointed  to 
the  launching  of  the  radio  season  at  an  earlier 
date -this  year,  because  of  the  trade  show  to  be 
held  in  Chicago  in  June,  as  bringing  resultant 
profits  to  the  dealer  with  the  interest  which 
will  be  awakened.  A  letter  from  Mr.  Noble  was 
also  read  in  which  he  stated  that  no  drastic 
changes  in  the  models  would  be  introduced  in 
June,  and  no  radical  changes  in  cabinet  design 
would  be  made.  However,  on  or  before  June 
13,  one  or  more  light  socket  receivers,  supply- 
ing A,  B  and  C  power  from  one  source,  would 
be  added  to  the  line. 

A.  C.  Stearns,  advertising  manager  of  the 
Federal  Radio  Corp.,  told  his  listeners  that  the 
firm  was  endeavoring  to  spend  its  advertising 
appropriation  judiciously,  and  during  the  course 
of  his  talk  opened  an  interesting  discussion  witli 
the  dealers  as  to  the  value  of  billboard  advertis- 
ing. He  stressed  the  worth  of  the  phrase  "Fed- 
eral designated  dealer,"  and  outlined  the  func- 
tion-; hi  the  Federal  sales  and  service  depart- 
ment, which  is  constantly  helping  the  dealers  to 
solve  troublesome  service  and  merchandising 
problems. 


Mr.  Stea-ns  was  followed  by  Neil  Sammons, 
of  Henri,  Hurst  &  McDonald,  advertising  coun- 
sel to  the  Federal  Radio  Corp.,  who  gave  the 
dealers   suggestions   in   the  choosing  of  radio 


lines,  and  outlined  the  folly  of  stocking  so  many 
different  products  that  the  prospective  customer 
is  confused  by  their  number.  Ken  L.  Hender- 
son, engineer  of  the  Federal  organization,  ex- 
plained to  his  listeners  many  of  the  technical 
phases  of  radio  receivers,  and  offered  sugges- 
tions which  the  retailer  might  use  in  his  serv- 
ice department. 

At  the  close  of  the  meeting  an  open  discus- 
sion was  started  which  lasted  until  midnight, 
and  in  which  the  visiting  dealers  evinced  a  keen 
interest.  As  a  whole  the  meeting  was  both  in- 
teresting and  instructive  and  those  present 
heard  much  that  should  be  of  profit. 
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TO  RADIO  ' 
DEALERS  ' 
JOBBERS' 
DISTRIBUTORS 


The  Radio  Manufacturers' 

Association 


Chairman  Show)  Committee 
Radio  Manufacturers'  Assouan. 


PROGRAM 

R.  M.  A.  Annual  Convention  and  Trade  Show,  Jane  13  to  17  Incl. 


MONDAY— JUNE  13 
10:00  a.  m. — Registration  of  Delegates,  Al- 
ternates, Visiting  Dealers  Mid  Jobbers. 
2:00  p.  m. — Opening  ot   the  Trade  Show, 
First  Showing  of  new  1928  lines. 

TUESDAY — JUNE  14 
Flag  Day— 150th  Anniversary  of 
Stars  and  Stripes 
10:00  a.  m. — R.  M.  A.  General  Open  Meet- 
ing.     President's   address — Arthur  T. 
Haugh.  Addresses  by  Mr.  Fred  Woods, 
Hon.  Frank  B.  Scott  and  Maj.  H.  H 
Frost 

(Dealers  and  Jobbers  invited.) 

2:00  p.  m.  to  6:00  p.  m.— Trade  Show  open. 

8:00  p.  m. — Meeting  of  all  Jobber  and 
Dealer  Associations.  Mr.  Harold  J. 
Wrape,  Pres.  of  the  Federated  Radio 
Trades  Association,  presiding.  Address 
by  Maj.  H.  H.  Frost  on  Merchandising, 
Hon.  Richard  Lawrence  and  Hon.  Frank 
B.  Scott. 

(Dealers  and  Jobbers  invited.) 
WEDNESDAY— JUNE  15 
10:00  a.  m.— Closed  R.  M.  A.  meeting;  elec- 


tion of  officers  and  transaction  of  gen- 
eral business.  Open  meeting,  Federated 
Radio  Trades  Association. 

(Dealers  and  Jobbers  invited.) 

12 :30    p.    m. — Luncheon    and    meeting  of 
radio  industry's  Banquet  Committee. 

2:00  p.  m.  to  10:00  p.  m.— Trade  Show  open 
— Cnicago  Trade  Day. 

THURSDAY— JUNE  16 
10:00  a.  m. — Open  Technical  meeting,  en- 
gineering divisions — Mr.   H.   B.  Rich- 
mond directing. 

(Dealers  and  Jobbers  invited.) 
10:00  a.  m- to  6:00  p.  m.— Trade    Show  open. 
7:30  p.  m.— Annual  R.  M.  A.  Banquet— In- 
troduction of  new  officers — Address  by 
Hon.   Herbert   Hoover,   M.   H.  Ayels- 
worth — Paul  B.  Klugh.  toastmaster. 

FRIDAY— JUNE  17 
10:00  a.  m.— R.  M.  A.  Closed  Meeting. 
Committee  Reports.  Appointments  of 
new  Committees.  Completion  of  un- 
finished business.  Closed  Meeting  of 
the  Federated  Radio  Trades  Associa- 
tion. 

2:00  p.  m.  to  10:00  p.  m.— Trade  Show  open. 


Radio's  First  Exclusive  Trade  Show 
will  be  held  under  the  auspices  of  the 
Radio  Manufacturers'  Association  and 
under  the  management  of  G.  Clayton 
Irwin,  Jr.,  General  Manager  of  the 
Radio  World's  Fair  and  the  Chicago 
Radio  Show. 

All  available  exhibition  space  has  been 
sold  and  the  radio  industry's  leading 
manufacturers  will  be  represented  with 
all  that  is  new,  reliable  and  practical 
for  the  1927-28  season.  Many  meetings 
of  interest  to  the  trade  have  also  been 
planned. 

Admission  to  dealers,  jobbers  and  distribu- 
tors only  Invitations  will  be  mailed  to  the 
trade  individually  about  May  1st  If  you 
do  not  receive  your  invitation,  admission 
will  be  granted  upon  presentation  of  proper 
credentials. 

Radio  Manufacturers'  Associa- 
tion Trade  Show 

:s  Building,  New  York  City 
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^  Ota*  dealers  ( 
wholesalers* 
c  manufacturers 
ofphonogmply* 
zradiopmducts 


is  now  located  on  the  fourth  floor  of 


The  New  Graybar  Building 

420  Lexington  Avenue,  New  York 

(At  43rd  Street) 
Telephone  — Lexington  17  60 


The 
GRAYBAR 
BUILDING 

adjoins  the 
Grand  Central 
Station 
and  the 
Hotel 
Commodore 


The  Largest 
Office  Building 
in  the  World 


Please  consider 
this  a  personal 

invitation  to 
inspect  our  new 
headquarters 
It  will  be  a 
pleasure  to  drop 

the  toil  of 
ushop"  to  extend 

to  you  a 
cordial  welcome 


EDWARD  LYMAN  BILL,  Inc. 


Publishers  of  business  papers  for  over  forty-eight  years 


The  Edward  Lyman  Bill, 
Inc.,  properties  include:  The 
Talking  Machine  World; 
The  Music  Trade  Review; 
Tires;  The  Tire  Rate  Book; 
Automotive  Electricity; 
Price's  Carpet  and  Rug 
News;  Industrial  Retail 
Stores;  Building  Investment 
and  Maintenance;  Draperies 
and  Decorative  Fabrics; 
India  Rubber  World;  etc. 


NEW  YORK 
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Summer  Season  Brings  Big  Opportunity 

for  Business  in  Stringed  Instruments 

Dealers  Should  Study  Their  Markets  and  Discover  What  Type  Instrument  Is  in  Greatest  Demand 
During  Vacation  Months  and  Then  Concentrate  on  That  Line 


While  it  is  true  that  there  is  no  real  sea- 
sonal business  in  the  musical  merchandise  and 
band  instrument  field,  because  when  one  branch 
of  the  trade  experiences  a  slight  falling-off 
another  will  offset  the  loss  by  increased  vol- 
ume, the  fact  remains  that  during  certain 
months  the  popular  demand  will  favor  certain 
instruments  and  the  trade  should  concentrate 
its  efforts  on  the  type  of  merchandise  which 
has  the  merit  of  appeal  at  the  time.  With  the 
approach  of  the  Summer  season  there  can  be 
no  doubt  but  that  the  greatest  demand  on  the 
part  of  the  buying  public  will  be  for  stringed 
instruments,  such  as  ukuleles,  banjo-ukes,  ban- 
jos, mandolutes,  mandolins  and  similar  instru- 
ments. Harmonicas,  likewise,  are  popular  with 
Summer  trade.  It  is  obvious,  therefore,  that 
the  efforts  of  dealers  should  be  along  the  lines 
which  will  bring  this  type  of  merchandise  con- 
stantly before  the  eyes  of  possible  buyers,  and 
advertisements  and  window  displays  and  direct- 
mail  literature  should  contain  references  to  the 
desirability  of  having  music  during  the  vaca- 
tion months.  Somehow  or  other  the  vacation 
season,  at  the  seashore  or  in  the  mountains, 
is  closely  associated  with  music  and  the  dealer 
should  stress  this  thought  in  every  possible  way. 
The  manufacturers  of  portable  talking  machines 
have  from  the  very  beginning  of  portable  trade 
stressed  this  idea  and  each  year  window  dis- 
plays of  the  desirability  of  the  portable  are 
"sold"  to  the  public,  so  much  so  that  the  Sum- 
mer months  are  regarded  in  the  talking  machine 
trade  as  real  portable  months. 

There  is  no  real  reason  why  this  idea,  which 
has  proved  so  successful  in  this  branch  of  the 
trade,  should  not  be  equally  profitable  with 
small  goods.  Picture,  by  illustrations  and  by 
the  printed  word,  the  desirability  of  having 
music  on  the  beach,  around  the  campfire,  during 
the  hike  through  the  woods.  Show  by  picture 
posters  in  the  windows  a  holiday  group  en- 
joying the  music  of  the  ukulele,  the  banjo,  the 
harmonica — sell  the  idea  through  every  possible 
medium  and  the  profits  will  accumulate. 

Use,  also,  the  other  means  of  stimulating- 
sales  which  might  present  themselves  from 
time  to  time.  On  another  page  of  this  section 
of  this  issue  of  The  Talking  Machine  World 
there  appears  an  article  referring  to  a  series 
of  contests  which  are  being  held  in  Philadel- 
phia and  which  will  undoubtedly  result  in  a 
great  stimulation  of  stringed  instrument  busi- 
ness for  those  dealers  who  are  live  enough  to 
co-operate  with  the  sponsors  of  the  contests. 
Then,  too,  harmonica  sales  can  be  secured  by 
dealers  who  are  fortunate  in  being  located  in 
those  towns  which  will  -  be  visited  by  Borrah 
Minevitch  and  His  Harmonica  Band  and  who 
inaugurate  harmonica  sales  drives  during  the 
time  when  this  band  is  appearing.  Despite  the 
great  amount  of  publicity  which  has  been  put 
behind  the  harmonica,  the  great  majority  of 
people  are  not  yet  aware  of  the  capabilities  of 
this  small  instrument,  arid  they  do  not  realize 
that  it  is  a  true  musical  instrument  until  they 
hear  a  skilled  performer  play. 

All  types  of  musical  merchandise  can  be  sold 
during  the  warm  months.  It  is  doubtful  if  as 
many  bands  and  orchestras  are  heard  at  any 
time  during  the  year  as  will  be  heard  during 
the  next- few  months.  Resorts  and  roadhouses 
are  again  opening  and  in  every  one  of  them 
a  dance  orchestra    is    employed.  Amusement 


parks  will  soon  be  going  in  full  swing  and 
here  again  the  music  of  the  band  and  orchestra 
is  a  necessity.  The  musicians  are  likely  pros- 
pects for  some  dealer — maybe  you.  Go  after 
them. 

There  are  two  prime  requisites  which  the 
dealer  who  is  going  after  Summertime  musical 
merchandise  business  must  observe.  First, 
study  the  market  and  learn  what  type  of  in- 
struments will  prove  to  have  the  greatest 
appeal.  Second,  having  found  this  out,  be  con- 
sistent in  following  up  the  business.  If  the 
dealer  decides  that  small  newspaper  advertise- 
ments will  bring  the  greatest  volume  of  busi- 
ness, plan  this  advertising,  not  for  a  week  or 
two,  but  for  the  entire  Summer.  Window  dis- 
plays are  a  sales  medium.  Change  them 
frequently.  A  window  that  presents  the  same 
appearance  week  after  week  ceases  to  stimulate 
desire.  If  direct  mail  is  to  be  employed,  sit 
down  early  in  the  season  and  plan  a  series  of 
letters  to  be  sent  out  at  regular  intervals. 


playing  the  harmonica,  with  the  message  "Play 
a  Hohner  harmonica,  the  world's  best,"  and 
when  the  light  is  on  an  attractive  home  scene 
is  depicted. 

The  "flasher"  is  substantially  built,  and  is 
convenient  in  size,  and  can  be  operated  from  an 
ordinary  electric  light  socket.  It  is  being  of- 
fered to  dealers  without  cost  and  in  conjunc- 
tion with  an  excellent  group  assortment  of 
thirty-two  harmonicas,  the  proposition  being 
styled  No.  800. 


Weymann  Banjos  Obtainable 
With  or  Without  Flanges 

H.  A.  Weymann  &  Son,  Inc.,  Announce  That 
Fretted  Instruments  Can  Be  Obtained  With 
or  Without  Attractive  Metal  Flanges 


Electric  "Flasher"  Latest 

of  Hohner  Sales  Helps 

Attractive  Proposition  Being  Offered  Dealers 
Giving  "Flasher"  With  Assortment  of  Thirty- 
two  Harmonicas — Is  Conveniently  Sized 


M.  Hohner,  Inc.,  maker  of  Hohner  har- 
monicas, recently  supplied  its  dealers  with  a 
new  "business  builder"  in  the  form  of  a  Hohner 
"flasher,"  a  transparency  in  colors  and  attrac- 
tively framed.  The  electric  light  behind  the 
apparatus  intermittently  flashes  off  and  on. 
When  the  light  is  off  there  appears  a  figure 


Philadelphia,  Pa.,  May  7. — H.  A.  Weymann  & 
Son,  Inc.,  of  this  city,  manufacturers  of  Wey- 
mann orchestra  banjos  and  other  fretted  string 
instruments,  have  announced  that  Weymann 
orchestra  banjos  are  now  obtainable  either  with 
or  without  a  metal  flange.  The  flange  of  the 
Weymann  banjo  is  attractive  in  appearance, 
and  adequate  perforated  open  spaces  are  pro- 
vided for  tone  passage.  The  flange  is  attached 
firmly  to  the  tone  resonator,  a  feature  which 
eliminates  the  fastening  of  the  flange  on  the 
instrument,  as  is  usually  the  custom. 

It  is  announced  that  every  Weymann  orches- 
tra banjo,  unless  otherwise  specified  when 
ordering,  will  be  equipped  with  nickel  or  gold- 
plated  flange,  according  to  the  finish  of  the 
metal  parts  of  the  instruments. 

Weymann  orchestra  banjos  are  made  in  the 
following  types:  tenor,  plectrum,  standard, 
guitar-banjo  and  mandolin-banjo. 


A  recent  statement  of  the  Department  of 
Commerce  states  that  during  the  months  of 
January  and  February,  small  goods  to  the 
amount  of  $2,735,483  were  exported. 
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Victor  record  No.  20377  is  teaching  people  How  to 
Play  the  Hohner  Harmonica.  Are  you  able  to  sup- 
ply the  demand  for  the  Hohner  Harmonica. 

Write  us  for  our  "Big  Business  Builders."      They  will  help  you. 

MiiAiTVrn      T  114-116  East  16th  Street 

.  HOHNER,  Inc.  New  York  city 


HOHNER.  PRODUCTS  AWARDED  FIRST  PRIZE  AT  THE  PANAMA 
PACIFIC  INTERNATIONAL  EXPOSITION  SAN  FRANCISCO  191  ST 


"The  Child  Who  Plays  a  Musical  Instru- 
ment Enjoys  an  Advantage  Over  Others 


5> 


Address  by  Carl  D.  Greenleaf  Before  the  National  Federation  of  Music  Clubs  Convention  Con- 
tains Many  Interesting  Facts  Regarding  Music  in  the  School  Curriculum 


Chicago,  III.,  May  5. — Educational  authorities 
have  sponsored  the  idea  of  organizing  school 
bands  and  orchestras  because  they  have  found 
that  the  child  who  plays  a  musical  instrument 
enjoys  an  advantage  over  the  other  children. 
Music  makes  better  students,  builds  character, 
perseverance,  alertness  and  imagination.  Fur- 
thermore, it  gives  the  young  person  an  oppor- 
tunity to  work  his  way  through  college.  These 
thoughts  were  contained  in  an  address  given 
by  Carl  D.  Greenleaf,  president  of  the  National 
Association  of  Band  Instrument  Manufacturers, 
before  the  National  Federation  of  Music  Clubs 
in  convention  at  the  Congress  Hotel  last  week. 
Mr.  Greenleaf  said,  in  part: 

"It  is  a  serious  problem  with  many  parents 
these  days  to  find  wholesome  recreation  for 
their  children.  The  band  and  orchestra  furnish 
an  ideal  outlet  for  the  energies  of  the  'gang' 
which  might  otherwise  be  expressed  in  ways 
not  nearly  so  healthful.  It  is  pretty  generally 
agreed  that  while  the  child  is  growing  is  the 
best  time  to  imbue  him  with  a  knowledge  of 
and  love  for  music.  The  child  has  the  time 
to  devote  to  it  and  learns  most  readily.  By 
not  giving  him  a  musical  education  in  childhood 
we  are  probably  depriving  him  of  the  joys  of 
music  forever. 

"Two  present-day  movements  for  music  in 
the  schools  deserve  attention.  One  aims  at  in- 
cluding music  as  part  of  the  vocational  training 
offered  by  schools.  The  other  calls  for  music 
training  in  the  grade  schools  as  a  means  of 
raising  the  musical  standard  of  the  high  schools 
and  the  colleges.  It  is  pointed  out  that  our 
schools  have  been  developed  so  that  now  a 
child  can  learn  to  be  a  carpenter,  mechanic  or 
printer  or  any  one  of  a  number  of  professions, 
all  at  public  expense.  This  is  as  it  should  be. 
Music  is  one  of  the  leading  professions  in  point 
of  numbers  of  people  who  engage  in  it,  and  it 
is  being  increasingly  felt  that  school  authorities 
should  extend  the  same  sort  of  educational  op- 
portunities to  children  who  desire  to  take  up 
music  as  a  life  work.  I  am  glad  to  say  that  the 
National  Federation  of  Music  Clubs,  under  the 
able  leadership  of  Mrs.  Edgar  Stillman  Kelley, 
is  one  of  the  progressive  organizations  lending 
its  support  to  this  splendid  movement. 

"Another  enlightening  move  in  the  music 
world  concerns  itself  with  starting  band  and 
orchestra  work  in  the  grade  school,  rather  than 
holding  off  for  the  high  school  to  give  the  stu- 
dent his  initial  musical  training.  This,  we  be- 
lieve, is  a  step  in  the  right  direction.  By  the 
time  a  youngster  reaches  high  school  there  are 
so  many  demands  on  his  time  at  home,  in  his 


social  work  and  by  his  advanced  studies  that  it 
is  difficult  for  him  to  give  the  necessary  time  to 
practicing  that  is  needed  to  master  his  instru- 
ment. Even  though  modern  methods  of  teach- 
ing give  the  child  actual  pieces  to  play  at  a 
very  early  stage,  still  it  is  difficult  to  turn  out 
really  .superior  high  school  bands  and  orches- 
tras unless  much  of  the  preliminary  training 
work  is  started  down  in  the  grade  schools." 


Merchandise  Manufacturers 
Plan  Convention  Banquet 

Will  Entertain  Visiting  Manufacturers,  Jobbers 
and  Dealers  at  Banquet  and  at  Noonday 
Luncheon  on  Tuesday 


Chicago,  III.,  May  6. — In  addition  to  giving  a 
banquet  for  visiting  dealers,  jobbers  and  manu- 
facturers of  musical  merchandise  to  the  national 
conventions  on  Tuesday  evening,  June  7,  at  the 
Hotel  Stevens,  the  Association  of  Musical  Mer- 
chandise Manufacturers  will  also  act  as  hosts 
at  a  get-together  luncheon  for  visiting  manufac- 
turers on  Tuesday  noon  of  the  same  date. 

Plans  for  the  programs  for  these  two  events 
were  discussed  at  a  meeting  of  the  local  Asso- 
ciation of  Musical  Merchandise  Manufacturers, 
held  at  the  Auditorium  Hotel,  Thursday  eve- 
ning, April  7,  with  President  Walter  Gotsch  pre- 
siding. 

Although  it  was  emphasized  that  business 
would  be  a  marked  feature  of  the  convention 
_this  year,  it  was  decided  to  hold  a  luncheon 
on  Tuesday  noon  for  the  visiting  manufacturers. 
The  luncheon  will  start  promptly  at  12:30  p.  m. 
and  continue  until  2  p.  m.,  with  a  short  but  in- 
teresting program.  F.  R.  Johnson,  of  the 
Globe  Music  Co.;  J.  Krause,  of  the  Harmony 
Co.,  and  C.  G.  Bjorkman,  of  Armour  &  Co., 
were  appointed  a  committee  to  take  care  of  the 
arrangements. 

The  local  jobbers  of  musical  merchandise 
have  joined  the  manufacturers  in  arranging  for 
the  banquet  in  the  evening.  Wm.  F.  Ludwig, 
of  Ludwig  &  Ludwig,  as  chairman  of  the  en- 
tertainment committee  for  this  affair,  has 
selected  the  board  of  directors  of  the  local 
association  as  his  committee,  consisting  of  J. 
R.  Stewart,  J.  R.  Stewart  Co.;  H.  H.  Slinger- 
land,  Slingerland  Banjo  Co.;  H.  Kuhrmeyer, 
Stromberg-Voisinet  Co.,  and  Walter  Gotsch, 
Walter  M.  Gotsch  Co.  Mr.  Ludwig  called 
a  meeting  for  April  14,  at  which  details  were 
arranged  which  will  be  in  the  nature  of  a  sur- 
prise to  those  who  attend  the  event. 


The  invitation  committee,  consisting  of  H. 
Kuhrmeyer,  secretary  of  the  Association;  Carl 
Richter,  of  the  Richter  Mfg.  Co.,  and  John 
Luellen,  Continental  Music  Co.,  has  urged  mem- 
bers to  send  in  names  for  the  preparation  of  the 
invitation  list.  It  was  also  suggested  that  tickets 
be  issued  in  coupon  form  with  the  name  of  the 
recipient  printed  on  and  attached  to  the  coat 
lapel  so  that  everybody  would  know  and  get 
acquainted  with  each  other. 

Following  the  plan  of  exchanging  minutes 
of  meetings  with  the  Eastern  manufacturers' 
association,  which  has  been  adopted  by  both 
associations,  the  secretary  read  the  minutes 
of  the  last  meeting  of  the  Eastern  manufac- 
turers dealing  with  the  election  of  officers,  re- 
cently announced  in  these  columns. 


Goldman  Praises  King 

Cleveland,  O.,  May  2.— The  H.  N.  White  Co., 
manufacturer  of  King  band  instruments,  had  a 
very  nice  compliment  paid  to  them  the  past  week 
and  incidentally  got  a  lot  of  fine  free  publicity, 
the  occasion  being  a  visit  of  Mr.  Goldman,  of 
Goldman  band  fame,  who  came  to  Cleveland  to 
visit  the  White  factory  on  business.  The  news- 
papers asked  him  if  he  did  not  come  to  the  city 
for  the  purpose  of  trying  to  get  a  contract  for 
his  band  to  play  here  during  the  Summer 
months,  to  which  he  replied:  "No.  I  came 
here  because  I  wanted  to  go  through  the  White 
factory.  Their  brass  instruments  and  saxo- 
phones are  the  best  in  the  world."  The  Gold- 
man band  concerts  are  relayed  through-  the  Wil- 
lard  Battery  Station  WTAM  every  Thursday 
night,  and  Mr.  Goldman's  visit  was  a  subject 
of  interest  to  a  large  number  of  people.  He  is  to 
brine:  his  band  here  this  Fall  for  a  concert. 


Vega  Go.  Issues  Booklet  on 
"The  Care  of  Your  Banjo" 

Boston,  Mass.,  May  6. — An  interesting  booklet, 
entitled  "The  Care  of  Your  Banjo,"  has  been 
issued  by  the  Vega  Co.  to  banjoists  throughout 
the  country.  It  is  conveniently  sized  so  that  it 
can  be  carried  in  the  vest  pocket.  William  Nel- 
son, sales  and  publicity  director  of  the  Vega  Co., 
is  responsible  for  this  new  booklet  which  is  of 
the  non-commercial  type,  the  name  "Vega"  not 
appearing  at  any  time. 


To  Exhibit  Weyinann  Line 

Philadelphia.  Pa.,  May  7.— H.  A.  Weymann 
&  Son,  Inc.,  manufacturers  of  Weymann  orches- 
tra banjos  and  other  fretted  string  instruments, 
will  exhibit  at  the  music  convention  in  Chicago 
during  the  week  of  June  6.  The  Weymann  line 
will  be  on  display  in  Room  457  at  the  Stevens 
Hotel. 
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Stringed  Instrument  Con- 
test for  Philadelphians 

Dealers  Throughout  the  Philadelphia  Territory 
Will  Have  Great  Opportunity  of  Increasing 
Sales  by  Co-operation 

Philadelphia,  Pa.,  May  7.— Dealers  in  stringed 
instruments  in  this  city  and  for  a  radius  of 
seventy-five  miles  will  have  an  opportunity  of 
stimulating  their  sales  by  co-operating  with  the 
committee  which  is  arranging  a  contest  to  be 
participated  in  by  all  amateur  performers  on 
the  uke,  banjo,  mandolute,  mandolin,  banjo-uke 
or  any  stringed  instrument,  either  in  individual 
or  group  form. 

The  plans  for  the  contest  will  soon  be  per- 
fected. The  Banjo-Ukulele  Tournament  and 
Contest  was  initiated  late  in  April,  when  Her- 
bert W.  Weymann,  representing  the  firm  of  H. 
A.  Weymann  &  Son,  1108  Chestnut  street, 
manufacturers  of  the  Weymann  string  instru- 
ments, with  Bernard  J.  Munchweiler,  buyer  for 
the  piano  and  music  goods  departments  of  the 
Lit  Bros,  department  store,  with  Martin  Kravitz, 
head  of  the  string  goods  department,  and  Uriel 
Davis,  manager  of  Meyer  Davis'  Willow  Grove 
Park,  met  in  a  business  session  at  the  Lit  Bros, 
store  and  there  formulate^  the  groundwork  for 
the  big  contest  that  is  to  attract  youthful  en- 
thusiasts and  performers  in  the  amateur  field  of 
string  instrumentalists,  as  well  as  the  older  gen- 
eration, glee  clubs  and  organizations  where  the. 
string  instrument  is  the  chief  source  of  musical 
entertainment. 

Those  dealers  who  desire  to  join  in  the  con- 
test and  promotion  of  its  work  and  interest  in 
their  respective  towns  and  cities  are  requested 
to  get  in  touch  with  H.  A.  Weymann  &  Son, 
1108  Chestnut  street,  Philadelphia,  or  with  the 
Lit  Bros.  Broadcasting  Station  or  B.  J.  Munch- 
weiler, who  will  be  glad  to  supply  them  with 
entrance  blanks  for  their  patrons.  The  contest 
will  be  extended  to  a  radius  of  seventy-five 
miles  outside  Philadelphia  so  that  dealers  will 
have  splendid  opportunity  of  cashing  in  on  this 
novelty  in  string  goods  sales  promotion  plans. 
The  finals  of  the  contest  will  be  held  at  Wil- 
low Grove  Park  on  July  7,  1927,  so  that  ample 
time  for  the  dealers  to  make  it  a  means  of 
profits  to  their  string  goods  department  is  as- 
sured. The  spacious  stage  at  Willow  Grove 
Park,  where  some  of  the  most  prominent  of 
musical  directors  of  the  nation  have  played, 
will  give  broad  opportunity  for  an  event  of  this 
character  either  in  large  group  performances 
of  amateur  organizations,  school,  fraternal  and 
church  glee  clubs  or  other  musical  organiza- 
tions from  the  State,  territory  or  city,  as  well  as 
the  individual. 

Manufacturers  of  string  and  brass  instru- 
ments have  expressed  a  willingness  to  make  the 
Philadelphia  Banjo-Ukulele  Tournament  and 
Contest  one  of  the  most  interesting  events  of 
the  year  and  are  co-operating  with  the  Phila- 
delphians in  promoting  sales  of  the  instru- 
ments during  the  many  months  that  the  ama- 
teurs will  be  .practicing  for  the  big  finals  at 
Willow  Grove  Park  in  July.  Many  prizes  are 
offered  for  the  various  classes  of  players,  among 
them  being  awards  for  the  best  all-round  uke 
player,  best  all-round  banjo-uke  or  banjo  player, 
prizes  for  groups,  prizes  for  novelty  playing 
honors  for  the  cleverest  trick  instrumentalists 
and  others  of  a  long  list.  The  prizes  will  in- 
clude silver  cups,  gold  medals,  cash  and  awards 
of  string  instruments. 


F.  J.  Baeon  Gives  Concert 


Boston,  Mass.,  May  S. — Frederick  J.  Bacon, 
president  of  the  Bacon  Banjo  Co.,  recently  ap- 
peared at  the  store  of  the  Oliver  Ditson  Co., 
and  gave  a  demonstration  of  his  ability  and  of 
the  merit  of  the  Bacon  banjo.  Mr.  Bacon  co- 
operates whenever  possible  with  the  trade  to 
create  interest  in  banjos. 


Music  Featured  Widely  in 

the  Schools  of  Milwaukee 

Over  800  Violin  Pupils,  800  Cello  Students,  350 
Band  Instrument  Students  as  Well  as  Many 
Others  Now  Listed  in  Those  Schools 


Milwaukee,  Wis.,  May  4. — -Music  in  schools 
in  and  around  Milwaukee  is  becoming  more 
and  more  popular.  Contests,  music  fes- 
tivals, band  tournaments,  and  the  like  are 
being  held  and  music  merchants  here  say  that 
these  events  cannot  help  but  have  a  marked 
effect  upon  business  in  the  music  field. 

Almost  as  soon  as  a  child  enters  school  he 
is  taught  to  sing  and  from  that  time  on  his  in- 
terest in  music  develops  until  he  soon  desires 
to  play  an  instrument  of  some  kind.  Music  con- 
tests which  are  held  from  time  to  time  increase 
his  proficiency  and  this  inevitably  results  in 
business  for  the  music  merchant. 


Brooke  Johns'  Collegians 

Feature  the  Vega  Banjo 

Boston  Dealers  Tie  Up  With  Appearance  of 
Popular  Banjo  Sextet  at  Local  Theatre 


Boston,  Mass.,  May  6. — Vega  banjos,  made  by, 
the  Vega  Co.  of  this  city,  received  much  desir- 
able publicity  during  the  past   week    or  two 
through  the  appearance  in  local  theatres  of  two 
musical    acts    in  which    the    artists    used  the 
products  of  the  Vega  organization.  The  first  op 
these  acts  was  Brooke  Johns  and  His  Collegians, 
a  banjo  sextet,  which  appeared  at  Loew's  State! 
Theatre.    Mr.  Johns  and  his  associate  artists 
are  all  Vega  enthusiasts  and  dealers  effected  a 
tie-up  with  the  artists'  appearance  by  attractive 
window  displays.  The  second  act  featuring  the; 
Vega  banjo  was  Joe  Termini,  banjoist,  styled; 
the  Will  Rogers  of  Music.    Considerable  inter- 
est was  manifested  in  the  event. 

'  \ 

-  -  Ttt 


Doubling  Made  Easy  With  The 
New  VEGA  Tenor  Lute  and  Guitar 


SAME  FINGERING  AS 
ON  THE  TENOR  BANJO 


Tenor  Lute 


Dealers—  Doubling  on  something  different. 
That  is  the  demand  of  orchestra  leaders  and 
audiences  as  well.  The  new  VEGA  Tenor 
Lute  and  Tenor  Guitar  have  a  tone  that  is 
different,  an  appearance  that  is  different,  yet 
the  fingering  remains  the  same  as  on  the 
tenor  banjo.  They  are  new  and  novel.  Their 
tone  quality  presents  beautiful  effects  in  ar- 
rangement and  their  style  is  distinctive. 

The  Tenor  Lute  or  Tenor  Guitar  is  attrac- 
tive, consisting  of  a  lute  or  guitar-shaped  body 
and  a  twenty-three  inch  scale  tuned  as  a  tenor 
banjo.  Its  tone  has  the  depth  and  resonance 
of  a  guitar  and  the  sweetness  of  a  mandolin. 
Made  with  accuracy  to  every  detail  and  of 
choice  materials. 

Every  banjo  player  should  be  equipped 
with  a  VEGA  Tenor  Lute  or  Guitar  and  every 
dealer  should  be  prepared  to  supply  them. 

Tenor  Guitar       -       -    (List  $50)  $40 
Tenor  Lute     -       -         (List  $75)  $60 
Tenor  Lute — 6  String  .... 
with  octave  tuning  on  3rd  and  ith 

(List  $100) 

Tenor  Lute,  Artist's  Special  - 

(List  $112.50) 

Tenor  Lute,  Artist's  Special — 6  String  - 
with  octave  tuning  on  3rd  and  ith 

(List  $137.50)  $110 

Also  made  with  same  fingering  as  a 
Plectrum  Banjo. 


$90 


The 


Jk  Co. 


159-69  Columbus  Ave. 
BOSTON,  MASS, 
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The  Weymann 
Orchestra  Banjo 

Has  won  for  itself 
the  endorsement  of 
banjoists  the  coun- 
try over !  Its  fine 
tone  qualities,  its 
beauty  —  have  cre- 
ated an  unparal- 
leled demand  for 
this  instrument. 

Write  TO-DAY  for 
handsome  catalog  de- 
scribing the  Weymann 
line  of  Banjos,  Man- 
dolutes.  Guitars  and  Ukuleles.  Agencies 
are  still  available  for  a  few  live  dealers. 
Address  Dept.  W 

H  A.  WEYMANN  &  SON,  Inc. 

1108  Chestnut  St.  Phila.,  Pa. 

Visit  us  at  the  Chicago  Convention 
Room  457  Stevens  Hotel 


Fskd  C.  Buck 
Banjoist 
Wtring'i 

Pennsylvanians 


"Voice  of  the  Vega" 


Boston,  Mass.,  May  6. — The  "Voice  of  the 
Vega,"  the  publication  of  the  Vega  Co.,  manufac- 
turer of  Vega  banjos,  155  Columbus  avenue,  has 
suddenly  become  so  popular  that  an  additional 
edition  has  been  necessary.  This  publication  lists 
the  many  first-class  banjoists  who  are  equipped 
with  Vegas  and  music  dealers  have  found  it  an 
excellent  help  in  making  sales.  The  advertising 
department  is  already,  preparing  the  next  issue. 


Enjoying  Good  Sales 


Van  Doren  reeds  for  saxophones  and  clarinets 
are  enjoying  remarkable  sales  among  dealers 
everywhere,  according  to  Henry  Schneider,  of 
the  Henry  Stadlmair  Co.,  Inc.,  119  East  Twenty- 
third  street,  New  York. 


Philadelphia  Harmonica 
Band  Wins  Chicago's  Praise 

Series  of  Concerts  Before  School  Children,  at 
Music  Club  Convention  and  Over  Radio 
Demonstrates  Value  of  the  Harmonica 


Chicago,  III.,  May  7. — During  the  latter  part 
of  last  week  thousands  of  school  children  of  this 
city,  in  addition  ti  the  thousands  of  women 
delegates  to  the  biennial  convention  of  the  Na- 
tional Federation  of  Music  Clubs,  and  a  large 
radio  audience  were  entertained  by  the  Phila- 
delphia Harmonica  Band,  which,  in  their  short 
three  visits  to  this  city,  gave  a  series  of  con- 
certs that  used  up  practically  every  moment 
of  their  stay. 

The  band,  accompanied  by  Albert  N.  Hoxie, 
director;  Fred  Sonnen,  soloist,  and  Lena  Blanche 
Jones,  accompanist,  arrived  here  on  Thursday 
morning  and  were  met  by  Mrs.  Edmund  J. 
Tyler,  president  of  the  Illinois  State  Federation 
of  Music  Clubs,  who  acted  as  manager  of  the 
biennial  convention.  The  first  demonstration  of 
the  musical  powers  of  a  harmonica  band,  which 
in  this  instance  is  composed  of  fifty  boys, 
ranging  in  age  from  twelve  to  seventeen  years, 
was  given  before  a  group  of  officials  of  the 
Board  of  Education,  who  upon  hearing  the 
band  issued  a  special  invitation  for  it  to  play 
before  the  harmonica  classes  in  Chicago's 
schools  in  various  districts. 

At  the  invitation  of  Frederick  Stock,  con- 
ductor of  the  Chicago  Symphony  Orchestra, 
the  band'  gave  a  short  program  at  the  popular 
children's  concert  held  Thursday  afternoon  at 
Orchestra  Hall.  The  program  included  "La 
Paloma"  and  "Volga  Boat  Song."  Later  in 
the  same  afternoon  the  band  presented  a  varied 
program  of  twelve  selections  before  the  Na- 
tional Federation  of  Music  Clubs  as  an 
important  part  in  demonstrating  the  accom- 
plishments in  the  school,  children's  musical 
education. 

On  Friday  the  entire  day  was  given  over 
to  visits  to  five  high  schools  playing  before  the 
harmonica  classes  of  the  schools.  The  har- 
monica classes  of  the  schools  of  each  district 
attended  at  the  school  selected  so  that  they 
could  have  the  opportunity  of  hearing  the  well- 
organized  Philadelphia  aggregation.  On  Fri- 
day  evening  a   program  was   broadcast  from 


"Silver  Bell" 
Banjos 


Send  for  illustrated  book  of  Prominent 
Orchestra  and  Professional  Players 

The  Bacon  Ban  joCo.Jnc. 

GROTON        -        -  CONN. 


station   WJJD.     On   Saturday    concerts  were 
given  at  the  Lyon  &  Healy  concert  hall  and 
at  the  Rudolph  Wurlitzer  6e.  and  also  at  t 
Tivoli  Theatre. 

Milwaukee  Dealers  Report 
Musical  Merchandise  Gall 

Saxophone  Radio  Hour  Brings  Good  and  Direct 
Results  in  Sales,  Says  A.  L.  Buech 


Milwaukee,  Wis.,  May  6. — A  spurt  of  activity 
has  been  reported  by  merchants  for  various 
musical  lines  in  Milwaukee  during  the  past 
weeks.  Band  instrument  business  has  been  ex- 
ceptionally good.  Piano  accordions  and  guitars 
are  the  outstanding  sellers  in  the  band  instru- 
ment department  of  the  Kesselman-O'Driscoll 
Co.,  according  to  Vesey  Walker.  The  Kessel- 
man-O'Driscoll Co.  features  Buescher  instru- 
ments. 

W.  J.  Holzhaeuser,  of  the  Holton  Band  In- 
strument Store,  reports  a  strong  demand  for 
Holton  saxophones  and  trombones  and  says 
that  business  in  all  types  of  instruments  has 
been  extremely  good. 

The  Buech  Saxophone  Shop  has  been  doing 
a  very  good  business  in  saxophones  also,  ac- 
cording to  A.  L.  Buech,  of  that  organization. 
This  company  has  been  broadcasting  from  radio 
stations  WSOE  or  WKAF  for  one  hour  every 
Monday  night,  and,  because  Monday  is  Chi- 
cago's "silent  night,"  an  exceptionally  large 
audience  has  been  reached.  The  hour  is  in 
charge  of  A.  L.  Buech,  who  usually  furnishes 
some  saxophone  solos  during  the  evening.  The 
Buech  Saxophone  Quartet  and  the  nine-piece 
orchestra,  maintained  by  the  store,  also  furnish 
music  during  the  hour.  Mr.  Buech  states  that 
the  cost  for  talent  is  very  little  and  is  well  ex- 
pended because  it  has  brought  excellent  results. 
The  Buech  store  also  sells  the  King  line  of 
instruments. 


Sousa  in  Chicago  Schools 

Chicago,  III.,  May  6. — John  Philip  Sousa.  who 
appeared  last  week  at  the  Auditorium,  was 
the  guest  of  the  Chicago  Daily  News  at 
various  high  schools  of  Chicago.  Arrangements 
were  completed  with  Mai.  Frank  Lee  Beals, 
commandant  of  the  Reserve  Officers'  Training 
Corps  in  Chicago  high  schools,  to  extend  Lieu- 
tenant-Commander Sousa's  advice  to  youngsters 
through  personal  visits  to  high  schools,  where 
lie  instructed  student  military  bands.  In  ad- 
dition, he  is  writing  a  series  of  articles  on 
musical  subjects  for  the  paper. 


You'll  enjoy  looking  it  over — 
THE  NEW  jfe&fty  CATALOG  "O" 


NOW  READY 

84  Pages 
285  Illustrations 

The  most  complete  Drummers' 
Instrument  Catalog  ever  pub- 
lished. 

Twelve  Pages  Natural  Color 
Photographs. 

SEND  FOR  YOURS  TODAY 
"Instruments  That  Sell" 


.  Co. 

Indianapolis,  Indiana 
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World's  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost.  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 

WANTED— Radio  Cabinet  Salesmen.  Lead- 
ing manufacturer  with  very  large  capacity, 
whose  cabinets  have  led  in  design  and  popu- 
larity the  past  two  years,  is  making  changes 
in  his  sales  force  and  has  several  key  territories 
open  for  high  grade  commission  salesmen  con- 
trolling manufacturing  and  jobbing  accounts. 
The  biggest  men  in  the  field  will  find  it  worth 
while  looking  into  this  immediately.  Address 
"Box  1606,"  c/o  The  Talking  Machine  World, 
Graybar  Building,  420  Lexington  Ave.,  New 
York  City. 

WANTED— Phonograph  Salesmen.  Commis- 
sion salesmen  to  sell  a  strong  line  of  med'um- 
priced  phonographs  to  jobbers  and  dealers  for 
a  manufacturer  of  fifteen  years'  standing,  whose 
products  have  been  widely  used  by  the  larger 
furniture  and  department  stores.  Several  good 
territories  available  owing  to  shift  of  salesmen 
to  other  departments.  Address  "Box  1607,"  c/o 
The  Talking  Machine  World,  Graybar  Build- 
ing, 420  Lexington  Ave.,  New  York  City. 

POSITION  WANTED— Victrola  repair  man  with  twenty 
years'  experience  on  all  makes  of  motors.  Can  do  cabinet 
repairing  and  first-class  polishing.  Looking  for  a  good 
position  and  have  the  best  of  references.  Address  "Box  1604," 
c/o  The  Talking  Machine  World,  Graybar  Building,  420 
Lexington  Ave.,  New  York  City. 

POSITION  WANTED— Service  man  in  talking  mach-ne 
line  to  repair  all  makes  of  motors.  Several  years  fore- 
man and  had  charge  of  repairing  departments.  Can  do 
shipping  work,  etc.  Looking  for  distributing  house  or  any 
big  phonograph  house.  Have  high  class  references.  Ad- 
dress "Box  1605,"  c/o  The  Talking  Machine  World,  Gray- 
bar Building,  420  Lexington  Ave.,  New  York  City. 


WANTED 

Job  lots  of  phonograph  records  and  piano 
rolls.  Can  use  any  quantity.  Will  pay  cash. 
Boston  Store,  St.  Louis,  Mo. 


Whispering  Billy  Day  Now 
Exclusive  Columbia  Artist 


Whispering  Billy  Day,  who  won  the  gold 
medal  in  the  radio  popularity  contest  con- 
ducted by  the  Daily  Mirror  of  New  York,  be- 


Whispering  Billy  Day 

sides  being  picked  last  year  as  the  best  "single" 
on  the  All-American  Team  of  singles,  duets, 
trios,  quartets,  and  orchestras,  is  now  an  exclu- 
sive Columbia  recording  artist  and  has  just 
made  two  records  for  that  company. 

Day,  for  many  years,  has  been  a  great 
favorite  with  radio  audiences,  broadcasting  his 
clever  whisperings  from  practically  every  New 
York  station.  He  has  also  been  featured  as  a 
headline  entertainer  at  such  metropolitan  night 
clubs  as  the  Castillian  Gardens,  the  Avalon 
Club,  and  The  Fifth  Avenue  Caravan  Club,  and 
appeared  in  the  first  Fox  Movitone  picture. 


Eckhardt  Corp.  Announces 
the  Eckophonic  Resonator 

New  Type  Loud  Speaker  Is  of  Cane  Construc- 
tion With  Walnut  Frame  Set  Upon  a  Base  of 
Bronze — Presents  Attractive  Appearance 


Philadelphia,  Pa.,  May  6 — The  Eckhardt  Corp., 
of  this  city,  manufacturer  of  the  Eckharmonic 
radio  receiving  set,  has  announced  a  new  loud 
speaker,  the  Eckophonic  Resonator.  It  is  said 
to  be  unlike  any  other  speaker  on  the  market. 
It  is  of  cane  construction  upon  a  walnut 
frame  mounted  on  a  bronze  base  with  a  bronze 
handle.  The  back  of  the  Eckophonic  Resonator 
is  curved  similar  to  the  front,  and  is  the  sound- 
ing-board of  the  Resonator.  The  cane  from 
and  sides,  as  may  be  readily  surmised,  permit 
an  equalized  dissemination  of  sound  and  the 
small  bronze  base  evenly  centered  permits  the 
speaker  to  be  placed  anywhere  desired. 

The  Eckophonic  principle  of  sound  reproduc- 
tion is  not  new.  It  has  been  successfully  em- 
ployed in  the  Eckharmonic  sets  throughout  the 
past  year.  In  fact,  the  praise  bestowed  upon 
the  tone  quality  of  the  Eckharmonic  set  led 
Walter  L.  Eckhardt,  president  of  the  company, 
to  his  decision  to  build  the  Eckophonic  Reso- 
nator in  a  separate  unit,  so  that  it  would  be 
available  to  all.  Advance  models  will.be  ready 
for  presentation  to  the  trade  in  time  for  the 
opening  of  the  radio  season  in  Chicago  during 
Convention  week.  On  page  117  of  this  issue  of 
The  Talking  Machine  World  will  be  found  an 
illustration  of  the  Eckophonic  Resonator,  show- 
ing its  unusual  design. 


J.  A.  Fischer  Co.  Markets 

New  Valphonic  Reproducer 

« 

New  Type  Reproducer  Is  Slightly  Larger  Than 
Other  Sound  Boxes  but  Is  Constructed  to 
Avoid  the  Breakage  That  Is  Complained  of 


Philadelphia,  Pa.,  May  7. — The  J.  A.  Fischer 
Co.,  of  this  city,  manufacturer  of  the  Valley 
Forge  line  of  main  springs  and  talking  machine, 
repair  material  and  of  the  Valphonic  repro- 
ducer, has  announced  that  a  new  and  improved 
Valphonic  reproducer  is  now  ready  for  the 
market. 

In  commenting  on  the  new  reproducer  J.  A. 
Fischer,  president  of  the  company,  stated:  "The 
impelling  reason  for  the  creation  of  the  new 
Valphonic  reproducer  was  to  prevent  excessive 
breakage  on  reproducers  of  this  type.  It  has 
been  claimed  that  the  amount  of  breakage  on 
the  new  type  of  reproducers  is  200  per  cent 
greater  than  on  the  older  types.  Although  we 
have  always  made  our  reproducer  so  that  it 
could  be  repaired  by  anyone  at  any  time,  we  be- 
lieve that  with  the  new  improved  Valphonic 
reproducer  breakage  will  be  even  less  than  on 
the  old  type. 

"The  reproducer  in  itself  is  larger  than  the  old 
type,  but  the  construction  is  such  that  the  needle 
arm  has  been  reduced  in  size  so  as  to  compen- 
sate for  the  increased  size  of  the  casting.  The 
i  onstruction  of  this  new  needle  arm  we  believe 
is  unlike  anything  that  has  ever  been  intro- 
duced. The  new  reproducer  is  finished  in  the 
familiar  gun  metal  oxidized  finish." 


Banner  and  Domino  Records 
of  the  "Rhapsody  in  Blue" 

The  recording  department  and  record  sales 
department  of  the  Plaza  Music  Co.,  manufac- 
turer of  Banner  and  Domino  records,  announces 
the  release  of  an  unusual  recording  of  George 
Gershwin's  "Rhapsody  in  Blue."  This  is  said 
to  be  the  first  popular-price  recording  of  this 
outstanding  composition  by  Gershwin.  The 
original  manuscript  was  slightly  condensed  so 
as  to  enable  the  entire  composition  to  appear 
on  a  double-face  ten-inch  record. 


New  Line  of  Argus  Radio 
Sets  to  Be  Shown  at  Chicago 

Arrangements  Have  Been  Made  to  Display  the 
New  Models  at  Hotel  Stevens  During  R.  M.  A. 
Convention  and  Exposition — Recent  Visitors 


The  Argus  Radio  Corp.,  New  York  City, 
which  has  completed  arrangements  to  display 
the  new  Argus  line  on  the  fifth  floor  of  the 
Hotel  Stevens  during  the  R.M.A.  Convention  in 
Chicago,  is  one  of  the  newest  members  of  the 
Radio  Manufacturers  Association  and  will  be 
represented  at  the  Convention  by  Ira  Greene, 
treasurer  and  sales  manager  of  the  company, 
and  Frank  Holman,  of  the  Argus  sales  staff, 
as  well  as  various  members  of  the  Central 
States  General  Electric  Co.,  Argus  distributor 
in  Chicago.  Advance  information  regarding 
the  new  Argus  line  discloses  that  there  will  be 
a  price-range  of  from  $110  to  $675  and  that  the 
sets  will  be  electrically  operated  as  in  former 
years  with  the  choice  being  given  the  purchaser 
of  either  electrolytic  or  tube  rectification,  and  a 
new  loud  speaker  with  new  features  that  can  be 
used  in  various  ways. 

The  Argus  set  will  include  a  feature  that  will 
allow  talking  machine  owners  to  revolutionize 
the  sound  of  their  instruments,  it  is  said  by  the 
manufacturer. 

Among  recent  visitors  to  Argus  headquarters 
in  New  York  City  were  Howard  D.  Seabury,  of 
the  Lake  States  General  Electric  Co.,  Cleveland, 
Ohio;  Herbert  Prevoat  and  Page  Nelson,  of  the 
Central  States  General  Electric  Supply  Co.,  of 
Chicago;  R.  J.  Mailhouse,  of  the  New  Haven 
Electric  Co.,  New  Haven,  Conn.;  Herbert  W. 
Fink  and  B.  Richmond,  of  the  North  Ward 
Radio  Co.,  Newark,  N.  J.,  and  Frank  Holman, 
known  as  the  flying  ace  of  the  Argus  sales  staff, 
who  was  a  visitor  from  his  headquarters  in  Bos- 
ton. 


STATEMENT  OF  THE  OWNERSHIP,  MANAGEMENT, 
CIRCULATION,  ETC.,  REQUIRED  BY  THE  ACT  Or* 
CONGRESS  OF  AUGUST  24,  1912. 

Of  THE  TALKING  MACHINE  WORLD,  published 
MONTHLY,  at  NEW  YORK,  N.  Y.,  for  April  1,  1927. 
State  of  New  York,  County  of  New  York,  ss. : 
Before  me,  a  Notary  Public,  in  and  for  the  State  and 
county  aforesaid,  personally  appeared  Lee  Robinson,  who, 
having  been  duly  sworn  according  to  law,  deposes  and 
says  that  he  is  the  Business  Manager  of  The  Talking  Ma- 
chine World,  and  that  the  following  is,  to  the  best  of  his 
knowedge  and  belief,  a  true  statement  of  the  ownership, 
management  (and  if  a  daily  paper,  the  circulation),  etc., 
of  the  aforesaid  publication  for  the  date  shown  in  the  above 
caption,  required  by  the  Act  of  August  24,  1912,  embodied 
in  section  411,  Postal  Laws  and  Regulations,  printed  on 
the  reverse  of  this  form,  to  wit: 

1.  That  the  names  and  addresses  of  the  publisher,  editor, 
managing  editor  and  business  manager  are:  Publisher, 
Edward  Lyman  Bill,  Inc.,  383  Madison  Avenue,  New 
York  City;  Editor,  Raymond  Bill  383  Madison  Avenue, 
New  York  City;  Managing  Editor,  Charles  Tighe,  383 
.Madison  Avenue,  New  York  City;  Business  Manager, 
Lee  Robinson,  383  Madison  Avenue,  New  York. 

2.  That  the  owner  is:  (If  owned  by  a  corporation,  its 
name  and  address  must  be  stated  and  also  immediately 
thereunder  the  names  and  addresses  of  stockholders  owning 
or  holding  1  per  cent  or  more  of  total  amount  of  stock. 
If  not  owned  by  a  corporation,  the  names  and  addresses 
of  the  individual  owners  must  be  given.  If  owned  by  a 
firm,  company,  or  other  unincorporated  concern,  its  name 
and  address,  as  well  as  those  of  each  individual  member, 
must  be  given.) :  Edward  Lyman  Bill,  Inc.,  Caroline  L.  Bill, 
Raymond  Bill,  Edward  Lyman  Bill,  Randolph  Brown,  H. 
R.  Brown,  Carleton  Chace,  Lee  Robinson,  B.  B.  Wilson, 
J.  B.  Spillane,  Wm.  A.  Low,  all  located  at  383  Madison 
Avenue,  New  York  City.  Edward  P.  Van  Harlingen,  lo- 
cated at  209  South  State  Street,  Chicago,  Illinois. 

3.  That  the  known  bondholders,  mortgagees  and  other 
security  holders  owning  or  holding  1  per  cent  or  more  of 
total  amount  of  bonds,  mortgages  or  other  securities  are: 
(If  there  are  none,  so  state.)  None. 

4.  That  the  two  paragraphs  next  above,  giving  the  names 
of  the  owners,  stockholders  and  security  holders,  if  any, 
contain  not  only  the  list  of  stockholders  and  security  holders 
as  they  appear  upon  the  books  of  the  company  but  also, 
in  cases  where  the  stockholder  or  security  holder  appears 
upon  the  books  of  the  company  as  trustee  or  in  any  other 
fiduciary  relation,  the  name  of  the  person  or  corporation 
for  whom  such  trustee  is  acting,  is  given;  also  that  the 
said  two  paragraphs  contain  statements  embracing  affiant's 
full  knowledge  and  belief  as  to  the  circumstances  and  con- 
ditions under  which  stockholders  and  security  holders  who 
do  not  appear  upon  the  books  of  the  company  as  trustees, 
hold  stock  and  securities  in  a  capacity  other  than  that  of  a 
bona  fide  owner;  and  this  affiant  has  no  reason  to  believe 
that  any  other  person,  association  or  corporation  has  any 
interest,  direct  or  indirect,  in  the  said  stock,  bonds,  or  other 
securities  than  as  so  stated  by  him. 

5.  That  the  average  number  of  copies  of  each  issue  of 
this  publication  sold  or  distributed,  through  the  mails  or 
otherwise,  to  paid  subscribers  during  the  six  months  pre- 
ceding the  date  shown  above  is  ....  (This  information  is 
required  from  daily  publications  only.)^  ROBINgoN 

Sworn  to  and  subscribed  before  me  this  30th  day  of 
March,  1927. 

Wm.  A.  Low,  Notary  Public,  New  York  County, 
No.  417,  Register  No.  7340.     Certificate  filed  in 
(Seal)    Queens  County  No.   3294.      (My  Commission  ex- 
pires March  30,  1927.) 
[Since  the  above  statement  was  filed  The  Talking 
Machine  World  has  removed  to  its  new  quarters, 
at  420  Lexington  Avenue,  New  York  City.] 
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Annual  Meeting  of  Sheet  Music  Dealers 

in  Chicago  to  Discuss  Many  Questions 

Gathering  at  the  Hotel  Stevens,  June  6,  7  and  8,  to  Have  Extensive  Program  on  Leading  Prob- 
lems Which  Are  Confronting  the  Retail  Music  Dealer 


The  announcement  that  the  National  Asso- 
ciation of  Sheet  Music  Dealers  will  hold  its 
annual  convention  at  the  Hotel  Stevens, 
Chicago,  June  6,  7  and  8,  will,  of  course,  be 
quite  welcome  to  the  many  retailers  in  the 
Far  West,  particularly  those  who  feel  com- 
pelled to  attend  the  convention  of  the  National 
Association  of  Music  Merchants,  held  on  simul- 
taneous dates. 

The  announcement,  however,  will  be  a  dis- 
appointment to  music  publishers  and  dealers 
of  Boston,  who  were  anxious  that  this  year's 
gathering  be  held  in  their  city.  In  fact,  the 
whole  New  England  music  trade  was  anxious 
that  this  year's  event  be  held  there.  Naturally, 
Boston  has  many  attractions  that  make  the 
possibilities  interesting.  Not  only  is  it  one 
of  the  most  important  music  publishing  cen- 
ters, but  the  side  attractions  for  the  visitor  are 
most  numerous,  including  the  many  points  of 
historical  interest. 

After  settling  agreeably  some  of  the  most 
important  problems  of  recent  years  between 
publishers  and  dealers  and  the  question  of  dis- 
counts, particularly  those  to  teachers,  one  would 
think  that  the  coming  gathering  in  Chicago 
would  have  a  simple  program.  Such,  however, 
is  not  the  case.  It  is  true  that  the  retail  busi- 
ness itself  is  now  being  operated  along 
standard  lines  everywhere  and  has  eliminated 
the  territorial  and  locality  difficulties  as  to  dis- 
counts and  net  price  markings,  but  this  by  no 
means  ends  the  problems  of  sheet  music  mer- 
chants. 

Probably  one  of  the  most  difficult  situations 
to  face  and  of  more  recent  import  is  the  chang- 
ing musical  taste  of  the  American  public  and 
its  reflection  on  retail  business.  This  change 
has  many  phases  and  affects  in  some  form  or 
manner  practically  every  branch  of  the  music 
industry.  Whether  or  not  all  of  these  phases 
are  of  a  permanent  character  is  still  open  to 
question,  but  it  is  certain  that  the  present  sit- 
uation calls  for  a  readjustment  of  methods  of 
doing  business  and  arranging  a  plan  to  meet 
the  new  order  of  things. 

In  another  part  of  this  department  appears 
a  resume  of  the  plans  and  activities  of  the  sales 
promotion  campaign  of  the  National  Piano 
Manufacturers'  Association,  which  is  large  and 
intensive  in  scope  and  which  should  be  of 
most  important  interest  to  every  music  retailer. 
It  should  be  the  magnet  which  will  call  forth 


the  co-operation  in  every  way  possible  of  all 
retailers,  particularly  those  interested  in  stand- 
ard music. 

Another  important  situation  that  has  been 
growing  steadily  and  consistently  in  recent 
years  and  which  to-day  has  taken  the  place 
of  former  music  appeals  to  the  young  is  the 
popularity  of  small  musical  instruments.  Most 
of  this  appeal  is  based  upon  popular  music,  in 
contradistinction  to  the  former  appeal  of  the 
piano,  which  was  generally  along  classical  and 
standard  musical  lines. 

The  legitimate  sheet  music  dealer  has  never 
been  a  great  enthusiast  for  popular  music. 
There  are,  of  course,  many  reasons  for  this 
and  all  of  them  had  their  place  in  the  past. 
This  was  particularly  true  with  such  houses 
that  did  the  larger  part  of  their  business  with 
music  conservatories,  teachers,  students  and 
accomplished  musicians.  However,  all  of  these 
houses  generally  carry  small  musical  instru- 
ments, saxophones,  tenor  banjos,  ukuleles,  etc., 
and  this  business  is  steadily  growing.  As  most 
of  it  is  based  upon  popular  musical  appeal,  a 
new  viewpoint  towards  popular  music  should 
be  created.  It  is  the  lure  that  produces  a 
volume  of  sales  in  musical  instruments  that 
means  much  to  the  musical  industry.  Properly 
handled  it  is  a  profitable  business  and  it  does 
bring  the  young  into  the  store,  for  they  are 
the  purchasers  of  these  small  musical  instru- 
ments. 

Of  course,  there  are    other  problems  that 
'will  be   considered  at  the   coming  gathering, 
but  these  two  features  of  present-day  sales  and 
sales  methods  should  prove  of  first  importance. 


Sheet  Music  Departments 

Consolidated  in  Madison 


Ward-Brodt  Music  Co.  Formed  to  Handle  Busi- 
ness of  Forbes-Meagher  and  the  Music  Shop 
Departments  in  That  City 


Madison,  Wis.,  May  5. — A  consolidation  of 
the  sheet  music  departments  of  Forbes-Meagher 
and  the  Music  Shop,  in  this  city,  has  resulted 
in  a  music  store  under  the  name  of  Ward-Brodt 
Music  Co.  The  new  store  will  occupy  the  build- 
ing at  328  State  street,  and  will  be  under  the 
ownership  of  Cecil  Brodt  and  T.  Lane  Ward, 
former   employes    of   the    Hook    Bros.  Music 


Shop.  They  will  feature  a  complete  line  of  sheet 
music  for  orchestras,  bands  and  organs  and 
will  handle  band  instruments. 

Mr.  Brodt  is  a  former  University  of  Wiscon- 
sin man  and  is  a  cornetist  and  director  of  the 
Madison  Temple  band.  T.  Lane  Ward  is  a 
Madison  man.  He  served  with  the  First  Wis- 
consin Infantry  and  as  a  drummer  during  the 
World  War.  Miss  Viola  Anderson,  of  Hook 
Bros,  and  Miss  Loretta  Cotter,  WIBA  artist, 
will  be  employed  in  the  new  store. 

Forbes  Meagher  will  continue  to  handle  Vic- 
tor phonographs  and  pianos,  and  the  Music 
Shop  will  continue  with  their  Brunswick  line 
and  pianos. 


"Rio  Rita"  One  of  the 

Season's  Biggest  Hits 

Ziegfeld  Production,  of  Which  the  Score  Is 
Published  by  Leo  Feist,  Inc.,  Is  Playing  to 
Capacity  Houses — Numbers  Please  Public 


The  new  Florenz  Ziegfeld  production  "Rio 
Rita,"  the  music  of  which  was  furnished  by  Joe 
McCarthy  and  Harry  Tierney,  continues  to  be 
one  of  the  biggest  musical  attractions  in  New 
York.  The  show,  which  opened  on  February  2, 
has  each  week  played  to  capacity  audiences  and 
is  considered  one  of  the  most  profitable  produc- 
tions of  the  season. 

The  music  carries  more  than  its  share  of  the 
burden  of  this  production's  success.  There  are 
at  least  four  big  numbers  in  the  show  and  sev- 
.eral  other  songs  that  have  gained  some  im- 
portance. Among  the  outstanding  numbers  are 
"Rio  Rita,"  "Following  the  Sun  Around,"  "The 
Kinkajou,"  "If  You're  In  Love  You'll  Waltz," 
"I'm  Out  on  the  Loose  Tonight,"  "Are  You 
There?"  and  "The  Rangers  Song."  Leo  Feist, 
Inc.,  are  the  publishers  of  this  score. 


Frank  Pallma  in  New  York 


Frank  Pallma,  head  of  Pallma  Music  Pub- 
lishers, Inc.,  was  a' visitor  in  New  York  during 
the  past  week.  Mr.  Pallma  is  covering  the 
entire  Eastern  territory,  but  was  particularly 
interested  during  his  stay  in  New  York  in  vis- 
iting all  the  mechanical  reproduction  companies. 
The  Pallma  organization  has  three  outstanding 
sellers  in  "When  Twilight  Comes,"  "Dawn" 
and  "Just  For  To-day."  The  Pallma  firm  re- 
cently moved  into  new  and  enlarged  quarters  in 
the  Lyon  &  Healy  Building  in  Chicago.  It 
is  constantly  adding  to  its  catalog  and  considers 
it  has  made  remarkable  progress  since  the 
firm's  birth  two  years  ago,  and  continued  de- 
velopment is  certain. 
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*You  Can't  Go  Wrong 
With  Any  vFEISll  Song' 


DeSylva,  Brown  &  Henderson 
Making  Rapid  Progress 


Firm  Now  Has  Offices  in  New  York,  San 
Francisco,  Boston  and  Minneapolis,  as  Be- 
ginning of  National  Organization 


The  new  publishing  firm  of  DeSylva,  Brown 
&  Henderson,  Inc.,  has  made  unusual  strides  in 
the  first  ten  weeks  since  its  inception.  It  has 
made  active  sellers  of  such  songs  as  "It  All 
Depends  on  You,"  "So  Blue,"  "I  Wonder  How  I 
Look  When  I'm  Asleep,"  "South  Wind,"  "I'm  in 
Love  Again,"  "Positively-Absolutely,"  "One 
o'Clock  Baby"  and  "Ask  Me  Another." 

The  importance  of  this  new  firm's  song  ma- 
terial is  indicated  by  the  important  list  of 
professional  singers,  who  are  doing  one  or  more 
of  these  songs.  This  list  includes  Al  Jolson, 
Harry  Richman,  Sophie  Tucker,  Frances 
Williams,  Belle  Baker,  Cliff  Edwards,  Winnie 
Lightner,  Happiness  Boys  and  Jack  Smith. 

Another  indication  of  the  progress  of  this 
new  publishing  house  is  demonstrated  by  the 
fact  that  practically  all  of  its  numbers .  are 
either  appearing  on  the  leading  rolls  and  rec- 
ords or  are  booked  for  early  release  in  such 
form.  Paul  Whiteman  and  His  Orchestra  has 
recorded  "It  All  Depends  on  You"  and  "So 
Blue"  for  the  Victor  Talking  Machine  Co. 
Other  orchestras  that  have  made  DeSylva, 
Brown  &  Henderson  numbers  for  records  are 
Ben  Bernie,  Vincent  Lopez,  Sam  Lanin,  Joe 
Candullo  and  others. 

Of  further  importance  in  the  development  of 
this  group  of  young  publishers  is  the  recent 
opening  of  their  New  York,  San  Francisco, 
Boston  and  Minneapolis  offices.  This  is  only 
the  nucleus  of  what  is  to  be  a  nation-wide 
organization  with  branch  offices  in  the  key 
centers. 

The  Chicago  office  of  DeSylva,  Brown  & 
Henderson  is  under  the  direction  of  Joey  Stool, 
who  for  a  number  of  years  was  with  the  pro- 
fessional department  of  J.  H.  Remick  and  is 
considered  one  of  the  most  popular  music  men 
in  the  Chicago  territory. 

Irving  Crocker  has  been  placed  in  charge  of 
the  Boston  office,  Jimmie  Mulcrone  manages 
the  Minneapolis  office  and  Ben  Berman  the 
San  Francisco  office  of  this  firm.  Robert 
Crawford,  president  and  general  manager  of 
DeSylva,  Brown  &  Henderson,  has  just  returned 
to  the  New  York  offices  of  the  company  after 
two  weeks  spent  in  Mid-West  territory,  where 
he  made  his  headquarters  in  Chicago. 

Dan  Winkler,  sales  manager  of  the  above 
firm,  is  also  at  present  handling  most  of  the 
mechanical  reproduction.  His  work  in  both 
directions  has  met  with  wide  success. 

The  firm  recently  added  to  its  New  York 
staff  Elmore  White  as  professional  manager. 
Mr.  White  also  was  formerly  with  the  Remick 
organization.  The  record  of  this  firm  is  all 
the  more  remarkable  when  it  is  considered  that 
its  advent  was  made  in  a  season  that  was  con- 
sidered one  of  the  dullest  for  many  months. 


"The  Russian  Lullaby" 

Promises  to  Be  a  Hit 


New  Number  by  Irving  Berlin  Rapidly  Winning 
Success — Other  Numbers  in  Berlin  Catalog 


Irving  Berlin,  who  has  one  of  the  longest 
and  most  consistent  records  of  writing  song 
successes,  starting  from  the  days  of  "Alexan- 
der's Ragtime  Band"  and  "Everybody's  Doing 
It,"  is  at  present  turning  out  more  songs  than 
at  any  time  during  his  career.  Not  only  are 
his  releases  more  frequent,  but  the  type  of  his 
compositions  has  reached  a  new  high  standard 
and  his  melodies  are  immediately  recognized  as 
typically  Berlin. 

•  Among  his  most  recent  successes  is  "The 
Russian  Lullaby."  This  song-  has  been  grad- 
ually winning  'an  increased  clientele  and 
promises,  with  the  program  arranged  by  the 
publishers,  Irving  Berlin,   Inc.,  to  achieve  as 


great  a  success  as  any  of  his  previous  offerings. 
Other  songs  that  are  considered  late  Berlin 
compositions  are  "Blue  Skies"  and  "What  Does 
It  Matter."  Incidentally,  Berlin  has  written  a 
song  entitled  "Jimmy,"  which  is  dedicated  to 
New  York's  present  mayor,  James  Walker. 

In  addition  to  Berlin's  own  compositions, 
Irving  Berlin,  Inc.,  is  having  success  with 
"Rosy  Cheeks,"  "My  Idea  of  Heaven,"  "That's 
My  Hap-Hap-Happiness,"  "My  Sunday  Girl," 
"Yankee  Rose,"  "I've  Never  Seen  a  Straight 
Banana"  and  "Put  Your  Arms  Where  They 
Belong." 


Liggett  Store  in  New 

York  Features  Music 


Forty-second  Street  Branch  Devotes  Large 
Window  to  Display  of  Popular  Sheet  Music 
Upon  the  Inauguration  of  the  Department 


The  Liggett  Store  in  the  Grand  Central  Ter- 
minal Building,  New  York  City,  which  for 
a  number  of  years  has  operated  a  popular- 
priced  talking  machine  record  department,  re- 
cently enlarged  its  music  department  by  add- 
ing a  line  of  sheet  music,  featuring  particularly 
musical  comedy  and  popular  songs.  Adjacent 


Liggett's  Initial  Display 

to  such  a  large  terminal  the  Liggett  Store 
caters  to  thousands  of  consumers  daily  and  this, 
its  latest  department,  is  proving  one  of  the  most 
lively  in  the  store. 

In  conjunction  with  the  opening  of  this  new 
department  one  of  the  large  front  windows  fac- 
ing on  Forty-second  street,  was  given  over  to 
a  special  display  of  musical  comedy  songs. 
Herewith  is  a  reproduction  of  this  window  ar- 
ranged by  Murray  Frommer,  the  manager  of 
the  retail  music  division.  Among  the  numbers 
shown  are  the  songs  in  "Queen  High,"  "Rio 
Rita,"  "Le  Maire's  Affairs,"  "Bye,  Bye  Bonnie," 
"The  Desert  Song,"  "Honeymoon  Lane," 
"Yours  Truly,"  "The  Ramblers,"  "Peggy-Ann," 
"Oh  Kay,"  "Countess  Maritza,"  "Lucky"  and  the 
songs  from  Earl  Carroll's  "Vanities."  Besides 
the  mass  of  title  pages  in  multi-colors  the  win- 
dow was  given  added  attractiveness  by  the  use 
of  cut-outs  and  other  designs  contributed  by 
the  producers  of  the  shows. 


Irving  King  Now  Visiting 
America  With  New  Number 


Young  English  Composer  Is  Spending  Several 
Months  in  the  United  States 


Irving  King,  young  English  composer,  is  now 
spending  several  months  in  this  country.  Mr. 
King,  who  is  in  his  early  twenties,  will  be 
chiefly  remembered  for  the  popular  song,  "Show 
Me  the  Way  to  Go  Home."  His  latest  offer- 
ing which  he  has  brought  over  is  called  "The 
More  We  Are  Together"  and  dedicated  to  "the 
Ancient  Order  of  Froth  Blowers."  The  Ameri- 
can publisher,  Harms,  Inc.,  only  recently  in- 
troduced "The  More  We  Are  Together,"  but 
since  that  time  the  number  has  jumped  into 
wide  popularity. 

Probably  no  song  in  recent  years  reached 
such  wide  success  in  a  short  space  of  time  as 
"Show  Me  the  Way  to  Go  Home."  This  new- 
est offering,  by  the  same  writer  and  of  similar 
character,  promises  to  attain  even  wider  popu- 
larity in  a  shorter  space  of  time. 
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"If  You  See  Sally" 

Scoring  in  St.  Louis 

McCrory  Massed  Display,  in  Conjunction  With 
Broadcasting  of  Feist  Number,  Creates  Wide 
Public  Interest  and  Demand 


Publishers  and  Composers        Attendance  at  Concerts 

Now  in  New  Quarters         Reported  to  be  Decreasing 


Occupy  the  Entire  Twenty-fifth  Floor  of  the 
Paramount  Building,  Forty-third  to  Forty- 
fourth  Streets,  New  York  City 


The  Leo  Feist,  Inc.,  song,  "If  You  See  Sally," 
has  been  an  outstanding  success  in  St.  Louis 
territory,  being  played  by  numerous  orchestras 
and,  of  course,  sung  in  the  vaudeville  houses. 
The  widest  audience,  however,  has  been  due 
to   its   programming  through  station  KMOX 


The  Music  Publishers'  Protective  Association 
and  the  American  Society  of  Composers, 
Authors  and  Publishers  are  now  installed  in 
their  new  home,  occupying  the  entire  twenty- 
fifth  floor  of  the  Paramount  Building,  Forty- 
third  and  Forty-fourth  streets,  on  Broadway. 
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Counter  Display  of 

by  a  popular  artist  known  as  "Irene."  All  of 
this  has  resulted  in  a  heavy  sale  of  "Sally"  at 
the  St.  Louis  music  counters  and  in  the  music 
stores  in  the  surrounding  cities. 

During  the  intensive  programming  of  "Sally" 
the  J.  G.  McCrory  Store  w-as  induced  by  Rudy 


"If  You  See  Sally" 

Besides  being  ideally  located,  the  new  quarters 
of  these  associations  are  a  group  of  among  the 
most  attractive  offices  in  the  city.  On  this 
single  floor  are  housed  the  executive  quarters 
of  both  the  Music  Publishers'  Protective  Asso- 
ciation and  the  American  Society  of  Composers, 
Authors  &  Publishers  and  the  personnel  of 
these  organizations.  Besides  the  executive 
offices  there  is  an  entire  wing  given  over  to 
a  room  for  the  meetings  of  the  board  of  direc- 
tors of  these  organizations. 


Window  Display  of  Same  Number 

Baie,  the  Feist  St.  Louis  representative,  to 
arrange  what  was  probably  the  most  sweeping 
display  on  an  individual  song  designed  in  some 
time.  This  was  a  combination  display,  using 
a  full  window  of  "Sally"  title  pages  with  a 
massed  background  of  title  pages  of  the  same 
song  at  the  lengthy  McCrory  counter. 

This  co-operation  with  the  publisher  on  an 
individual  song  during  the  period  of  a  special 
exploitation  campaign  is  well  worth  noting, 
and  the  massed  effect  of  title  pages  of  "Sally" 
in  the  window  and  at  the  sales  counter  justifies 
reproduction  here.  It  was  an  unusual  hook-up 
and  the  activity  at  the  sheet  music  counter 
indicated  that  the  impressive  showing  of  title 
pages,  with  frequent  piano  demonstrations 
made  a  combination  that  produced  sales. 

These  displays  were  also  a  tribute  to  the 
merit  of  the  song  and  its  ability  to  make  the 
public  respond.  "Sally,"  by  the  way,  is  a  Wal- 
ter Donaldson  number,  and  this  fact,  too,  was 
partly  responsible  for  the  interest  in  this  par- 
ticular selection  by  the  retailer. 


"Stepping  on  the  Ivories" 

Vincent  Lopez,  known  to  millions  as  one  of 
the  most  popular  entertainers  on  the  air,  has 
recently  added  to  his  repertory  a  singularly  live- 
ly and  attractive  novelty,  aptly  called  "Stepping 
On  the  Ivories."  It  is  written  by  John  Mc- 
Laughlin, himself  one  of  the  cleverest  pianists 
of  the  daj',  and  published  in  attractive  form 
for  the  piano  by  M.  Witmark  &  Sons.  Musically 
it  is  a  deft  combination  of  the  schottische  and 
the  fox-trot  and  the  effect  is  exhilarating  and 
intensely  satisfying  to  all  who  love  rhythm, 
motion  and  melody.  There  is  plenty  of  all  these 
qualities  in  "Stepping  On  the  Ivories."  As 
performed  by  Vincent  Lopez  it  has  established 
itself  as  a  great  favorite  practically  overnight. 


Records  Triangle  Numbers 

Art  Gillham,  the  famous  Whispering  Pianist 
and  exclusive  Columbia  record  artist,  has  re- 
turned to  New  York  following  a  five  weeks' 
tour  of  the  most  important  radio  broadcasting 
stations  of  the  country.  While  here  Mr.  Gill- 
ham  will  record  fourteen  numbers  for  the 
Columbia  Co.  Among  these  will  be  "Now  I 
Won't  Be  Blue,"  "I'm  Longing  for  My  Old 
Gal  Sal"  and  "I'm  Only  Another  to  You,'' 
songs  published  by  the  Triangle  Music  Publish- 
ing Co. 


Popular  Artist  to  Record 

The  Starr  Piano  Co.,  maker  of  Gennett  rec- 
ords, has  just  signed  for  exclusive  record  rendi- 
tions a  popular  singing  artist,  Dolores  Valesco. 
Among  her  first  releases  will  be  "I  Don't  Want 
to  Forget,"  "I'm  Only  Another  to  You"  and 
"Now  I  Won't  Be  Blue,"  all  publications  of 
the  Triangle  Music  Publishing  Co. 


New  Bloom  Solos 


Rube  Bloom,  popular  pianist,  has  just  placed 
with  the  Triangle  Music  Publishing  Co.  two 
piano  solos,  entitled  "Sapphire"  and  "Silhou- 
ette," Joe  Davis,  head  of  the  Triangle  Music  Co., 
states  that  these  two  numbers  have  unusual 
possibilities,  and  are  great  follow-ups  for  the 
previous  novelties  by  the  same  writer,  called 
"Spring  Fever"  and  "Soliloquy." 


Musicians'  Club  of  New  York  Discusses  Means 
and  Methods  to  Increase  Numbers  of  Those 
Who  Attend  Such  Events 


That  the  attendance  at  concerts  has  been 
low  has  been  reported  for  some  time. 
The  fact  that  two  important  musical  organiza- 
tions have  taken  up  this  problem  at  recent  meet- 
ings shows  that  this  lack  of  public  support  of 
concerts  is  reaching  a  stage  where  it  is  con- 
sidered acute  by  all  those  interested. 

Delegates  to  the  fifteenth  biennial  convention 
of  the  National  Federation  of  Music  Clubs  were 
told  that  the  automobile,  talking  machine  and 
radio  were  the  factors  causing  this  reduction. 
It  was  stated,  too,  that  the  same  influences  had 
affected  the  music  lessons  of  the  younger  gen- 
eration. 

Another  factor  along  these  same  lines  was 
discussed  at  a  recent  meeting  of  the  Musicians' 
Club  of  New  York,  the  first  of  a  new  series  for 
the  purpose  of  discussing  problems  of  interest 
to  musicians.  Arthur  Bergh,  president  of  the 
club,  stated: 

"Music  as  an  art,  and  musicians  as  exponents 
of  the  art,  are  facing  a  most  serious  problem 
to-day  in  the  dwindling  audience  of  concert- 
goers,  due  to  the  lack  of  those  cultural  influ- 
ences which  created  the  concert  audience  of  a 
decade  or  a  generation  ago.  Radio  has  un- 
doubtedly played  an  important  part  in  estrang- 
ing a  large  part  of  that  audience,  and  there  are, 
of  course,  other  influences  which  have  a  direct 
bearing  upon  the  situation. 

"The  Musicians'  Club  of  New  York  proposes 
to  institute  this  open  forum  of  series  of  in- 
formal discussions  for  the  purpose  of  crystalliz- 
ing or  formulating  a  definite  method  of  pro- 
cedure toward  the  re-establishing  of  a  music- 
making  and  a  music-loving  public." 


New  Feist  Numbers 


Among  the  new  publications  added  to  the 
catalog  of  Leo  Feist,  Inc.  is  a  new  waltz  ballad 
by  Abel  Baer  and  Al  Bryan  called  "Love  Is 
Just  a  Little  Bit  of  Heaven."  There  is  a  new- 
number  called  "Just  Wond'ring,"  which  is  also 
of  the  waltz  variety,  written  by  Gus  Kahn  and 
Grace  LeBoy  Kahn.  Dolly  Morse  and  Mabel 
Wayne  are  responsible  for  "I  Always  Knew  I'd 
Find  You,"  a  number  that  has  been  recently 
featured  by  Paul  Whiteman  and  His  Orchestra. 
There  is  an  unusual  novelty  number  called  "The 
Cat,"  written  by  Isham  Jones  and  Gus  Kahn. 


songs 


THAT  HIT  THE  MARK! 
 —  -j 


I  It  All  Depends  on  You 


I  Wonder  How  I  Look  When  I'm 
Asleep 

So  Blue 

I'm  in  Love  Again 

South  Wind 

Oh,  Baby!  Don't  We  Get  Along 

I  W  ant  to  Be  Miles  Away  From 
Ev'ryone  (And  Just  a  Little  Closer 
to  You) 

Does  She  Love  Me? — 

Positively — Absolutely 

Ask  Me  Another 

One  o'Clock  Bab 
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Victor  Talking  Machine  Go. 


LIST  FOR   MAY  6 
20562  I  Wonder  How  I  Look  Wh<n  I'm  Asleep— Fox- 
trot  Waring's  Pennsylvanians 

I've  Never  Seen  a  Straight  Banana — Fox-trot, 

Waring's  Pennsylvanians 

20560  What  Does  It  Matter  Jesse  Crawford 

Soag  of  the  Wanderer  Jesse  Crawford 

20564  Yankee  Rose   The  Revelers 

So  Blue   The  Revelers 

20561  Forgive  Me   Gene  Austin 

Some  Day,   Sweetheart  Gene  Austin 

LIST  FOR   MAY  13 

20570  The  Song  of  the  Wanderer — Fox-trot, 

Paul  Whiteman  and  His  Orch. 
So    Blue— Waltz. Paul  Whiteman  and  His  Orch. 
20573  I  Can't  Believe  That  You're  in  Love  With  Me — 
Fox-trot   ...Roger  Wolfe  Kahn  and  His  Orch. 
Following  You  Around — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch. 

20568  Ain't  She  Sweet?   Gene  Austin 

What  Do  I  Care  What  Somebody  Said, 

Gene  Austin 

20572  My  Sunday  Girl  Jack  Smith 

I've  Never  Seen  a  Straight  Banana.. Jack  Smith 

20571  If  You  See  Sally.  Peerless  Quartet 

Swanee  River  Trail   Peerless  Quartet 

SPECIAL  RACE  RECORDS 
DANCE  MUSIC 
20485  Kansas  City  Shuffle. .  Moten's  Kansas  City  Orch. 

Yazoo  Blues   Moten's  Kansas  City  Orch. 

20480  Boodle- Am— Shake   Dixieland  Jug  Blowers 

Carpet  Alley — Breakdown, 

Dixieland  Jug  Blowers 
20483  Lazy  Drag — Stomp ...  Morris  and  His  Hot  Babies 
The  Chinch — Stomp. Morris  and  His  Hot  Babies 

20495  Happy  Hour — Blues   Lloyd  Scott's  Orch. 

Symphonic — Scronch   Lloyd  Scott's  Orch. 

20507  What  Makes  My  Baby  Cry  ?— Fox-trot, 

Five  Harmaniacs 
It  Takes  a  Good  Woman — Fox-trot, 

Five  Harmaniacs 
LIST   FOR   MAY  20 

20569  Muddy  Water   Gene  Austin 

My  Idea  of  Heaven  Gene  Austin 

20587  Bells  of  Hawaii   Four  Aristocrats 

Voom,   Voom    (Moaden   on   the  Gayden), 

Four  Aristocrats 

20589  Nesting  Time — Fox-trot, 

Waring's  Pennsylvanians 
My  Sunday  Girl — Fox-trot, 

Edwin  J.  McEnelly's  Orch. 

20588  My  Pretty  Girl— Fox-trot, 

Jean  Goldkette  and  His  Orch. 
Cover  Me  Up  With  Sunshine — Fox-trot. 

Jean  Goldkette  and  His  Orch. 

20596  Honolulu  Moon — Waltz  ...Hilo  Hawaiian  Orch. 
Hawaiian  Dreams — Waltz.. Hilo  Hawaiian  Orch. 

LIST  FOR  MAY  27 
VOCAL  AND  INSTRUMENTAL 

35820  Kamcnnoi-Ostrow   Victor  Symphony  Orch. 

Liebestraum   Victor  Symphony  Orch. 

20556  Aloha  Sunset  Land  Victor  Salon  Orch. 

Chanson  Bohemienne  (Sweet  Dreams  of  Thee), 

Victor  Salon  Orch. 

35821  In  a  Monastery  Garden   Reginald  Foort 

In  a  Persian  Market   Reginald  Foort 

20595  Nesting  Time   Jesse  Crawford 

So  Blue   Jesse  Crawford 

35819  Gems  from  "The  Bohemian  Girl" — Part  1, 

Victor  Light  Opera  Co. 
Gems  from  "The  Bohemian  Girl" — Part  2, 

Victor  Light  Opera  Co. 

20559  On  the  Mall   Arthur  Pryor's  Band 

The  Pioneer — March   Arthur  Pryor's  Band 

20468  Celestial  Voices  (Voix  Celestes), 

Dayton  Westminster  Choir 
Jesus,  Lover  of  My  Soul, 

Dayton  Westminster  Choir 

20590  Charmaine!   Lewis  James 

I  Found  You   Franklyn  Baur 

20588  Mighty  Lak'  a  Rose  (Nevin)  Sam  Herman 

Al  Fresco  (Herbert)  Sam  Herman 

20376  Break  the  News  to  Mother.  . Maurice  J.  Gunsky 
Just  as  the  Sun  Went  Down. Maurice  J.  Gunsky 
DANCE  RECORDS 
20503  The  Doll  Dance— Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 
Flapperette — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch. 

20597  Yesterday — Waltz, 

Nat  Shilkret  and  the  Victor  Orch. 
I'll  Take  Care  of  Your  Cares — Waltz, 

Edwin  J.  McEnelly's  Orch. 

20557  Following  the  Sun  Around — Fox-trot, 

Jacques  Renard  and  His  Orch. 
Tf  You're  in  Love  You'll  Waltz — Waltz, 

Roger  Wolfe  Kahn  and  His  Orch. 

20591  Silver  Song  Bird— Fox-trot, 

B.  F.  Goodrich  Silvertown  Cord  Orch. 
Love  Me  AH  the  Time— Waltz, 

B.  F.  Goodrich  Silvertown  Cord  Orch. 
RED  SEAL 
1237  Boris  Godounow — In  the  Town  of  Kazan, 

Feodor  Chaliapin 
Prince  Igor — Song  of  Prince  Galitzky, 

Feodor  Chaliapin 
6634  Andante  Cantabile  (Tschaikowsky), 

Elman  String  Quartet 
The   Emperor   Quartet — Theme    and  Variations 

(Haydn)   Elman  String  Quartet 

1239  Mefistofele — Dai  campi,  dai  prati, 

Beniamino  Gigli 
Mefistofele — Giunto  sul  passo  estremo, 

Beniamino  Gigli 

6586  Caprice  Viennois, 

A.  Hertz  and  San  Francisco  Symphony  Orch. 
Coppelia  Ballet — Dance  of  the  Automatons  and 
Waltz, 

A.  Hertz  and  San  Francisco  Symphony  Orch. 

1234  My  Little  Nest  of  Heavenly  Blue. Maria  Jeritza 

Twilight   Maria  Jeritza 

1235  Aloha  Oe  (Farewell  to  Thee)..Hulda  Lashanska 
Nightingale  Song  (Rickar-Zeller), 

Hulda  Lashanska 
6618  Faust — Le  parlate  d'amore  (Flower  Song), 

Margarete  Matzenauer 
Don  Carlos — O  don  fatale  (Oh,  Fatal  Gift), 

Margarete  Matzenauer 

4006  The  Winding  Trail   Lambert  Murphy 

Just  An  Ivy  Covered  Shack ....  Lambert  Murphy 


10 

10 
10 
10 
10 
10 
10 
10 


10 
10 

10 

10 
10 

10 
10 
10 
10 
10 


10 
10 
10 

10 
10 
10 
10 
10 

10 

10 

10 
10 
10 

10 

10 

10 

10 

10 
10 
10 


12 
12 
10 

10 
12 
12 
10 
10 

12 

12 
10 
10 

10 

10 
10 
10 

10 
10 
10 
10 


10 
10 


10 
10 


10 
10 


10 
10 


12 


12 
10 
10 
10 

10 

12 

12 
10 
10 


6633  Reflections  on  the  Water. Ignace  Jan  Paderewski  12 
Chant  d'amour  (Song  of  Love), 

Ignace  Jan  Paderewski  12 
1238  Drink  to  Me  Only  With  Thine  Eyes, 

Lawrence  Tibbett  10 
Believe    Me    If    All    Those    Endearing  Young 
Charms   Lawrence  Tibbett  10 


Columbia  Phono.  Co.,  Inc. 


CELEBRITY  SERIES 
7124-M  Clair  de  Lune  (Moonlight)   (Debussy) — Piano 

Soln   Percy  Grainger  12 

Toccata — C    Sharp    Minor    (Debussy) — Piano 

Solo   Percy  Grainger  12 

2048-M    Mireille    "O    legere    hirondelle"    (Gounoud — 

Soprano   Solo   Maria  Kurenko  10 

Serenade    Francaise    "Mon    gentil  Pierrot" 
(Leoncavallo) — Soprano  Solo, 

Maria  Kurenko  10 
2049-M  Where  My  Caravan  Has  Rested  (Lohr-Tesche- 

macher) — Baritone    Solo.  ...  Louis  Graveure  10 
Rose  in  the  Bud   (Forster-Barrow) — Baritone 
Solo  Louis  Graveure  10 

7120-  M  Hungarian  Rhapsody,  No.  2 — Parts  1  and  2 

(Liszt), 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  12 

7121-  M  Hungarian  Rhapsody,  No.   2 — Parts  3  and  4 

(Liszt), 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  12 

DANCE  MUSIC 
922-D  When  My  Baby  Smiles  at  Me— Fox-trot,  with 
Vocal  Chorus  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 
Keep  a  Little  Sunshine  in  Your  Heart — Fox- 
trot, with  Vocal  Chorus  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 

944-  D  Shanghai   Dream   Man — Fox-trot,  with  Voca! 

Chorus  by  Charles  Kaley, 

Paul  Ash  and  His  Orch.  10 
Beedle  Um  Bo — Fox-trot,  with  Vocal  Chorus 
by  Johnny  Marvin  and  Ed  Smalle, 

Paul  Ash  and  His  Orch.  10 
926-D  Silver     Song    Bird  —  Fox-trot,    with  Vocal 
Chorus  by  Charles  Kaley, 

Leo  Reisman  and  His  Orch.  10 
Still   Waters — .Waltz,   with   Vocal   Chorus  by 
Charles  Kaley.. Leo  Reisman  and  His  Orch.  10 

945-  D  The    Far-Away    Bells— Fox-trot,    with  Vocal 

Chorus  by  Lewis  James, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
Wear  Your  Sunday  Smile  (Intro.:  Judy,  Who 
D'Ya   Love?,   from   "Judy") — Medley  Fox- 
trot, with  Vocal  Chorus  by  Lewis  James, 

Fred  Rich  and  His  Hotel  Astor  Orch.  10 
921-D  At    Sundown    (When    Love    Is    Calling  Me 
Home) — Fox-trot,    with    Vocal    Chorus  by 
Tom  Stacks, 

Clicquot  Club  Eskimos  (Dir.  H.  Reser)  10 
My  Sunday  Girl — Fox-trot,  with  Vocal  Chorus 
by  Tom  Stacks, 

Clicquot  Club  Eskimos  (Dir.  H.  Reser)  10 
947-D  Roses  for  Remembrance — Fox-trot,  with  Vocal 
Chorus  by  Franklyn  Baur, 

H.  Leonard  and  His  Waldorf-Astoria  Orch.  10 
Mine — Fox-trot,  with  Vocal  Chorus  by  Lewis 
James, 

H.  Leonard  and  His  Waldorf-Astoria  Orch.  10 
933-D  The  Vagabond  King  Waltz  (From  "The  Vaga- 
bond King") — Waltz   The  Columbians  10 

The    Winding    Trail — Fox-trot,    with  Vocal 
Chorus  b"y  Vincent  Van  Tuyl  and  Ed  Smalle, 

The  Columbians  10 

946-  D  So  Blue — Waltz,  with  Vocal  Chorus  by  Lewis 

James   The  Sterling  Orch.  10 

Yesterday — (Waltz,  with  Vocal  Chorus  by  Lewis 

James  The  Sterling  Orch.  10 

961-D  A     Lane     in     Spain — Fox-trot,     with  Vocal 

Chorus  by  Johnny  Marvin.. The  Columbians  10 
The  More  We  Are  Together — Fox-trot,  with 

Vocal    Chorus    by    Frank    Harris    and  Ed 

Smalle  The  Columbians  10 

954-  D  Dancing  the  Devil  Away  (From  "Lucky") — 

Fox-trot,  with  Vocal  Chorus  by  Charles 
Kaley,  D.  Voorhees  and  Earl  Carroll's  Vani- 
ties Orch   10 

That  Little  Something  (From  "Lucky") — Fox- 
trot, with  Vocal  Chorus  by  Lewis  James, 

The  Columbians  10 

919-  D  The  Love  Waltz— Waltz,  with  Vocal  Chorus 

by  Frank  Harris, 

The  Cavaliers  (Waltz  Artists)  10 
I  Could  Waltz  on  Forever  With  You,  Sweet- 
heart— Waltz,  with  Vocal   Chorus  by  Billy 

Jones   The  Cavaliers  (Waltz  Artists)  10 

953-D  East   St.   Louis  Toodle-O— Fox-trot, 

Duke  Ellington  and  His  Washingtonians  10 
Hop  Head — One-step, 

Duke  Ellington  and  His  Washingtonians  10 

923-  D  Cock-a-Doodle,  I'm  Off  My  Noodle,  My  Baby's 

Back — Fox-trot,     with     Vocal     Chorus  by 

Johnny  Morris   The  Georgians  10 

Frisco  Bay — -Fox  trot,  with  Vocal  Chorus  by 

Johnny  Morris   The  Georgians  10 

943-D  The   Nightmare — Fox-trot.  .New  Orleans  Owls  10 
Eccentric — Fox-trot   New  Orleans  Owls  10 

VOCAL  NUMBERS 

939-  D  Ain't  She  Sweet? — Vocal, 

Lee  Morse  and  Her  Southern  Serenaders  10 
Mollie  Make  Up  Your  Mind — Vocal, 

Lee  Morse  and  Her  Southern  Serenaders  10 

920-  D  Along  Miami  Shore— Vocal  Duet .  .  Ford-Glenn  10 

Log  Cabin  Lullaby — Vocal  Duet.  ..  Ford-Glenn  10 

955-  D  I'm  Drifting  Back  to  Dreamland, 

The  Whispering  Pianist  (Art  Gillham)  10 
I'm  Onlv  Another  to  You, 

The  Whispering  Pianist  (Art  Gillham)  10 

924-  D  Hoosier  Sweetheart  (Say  Who) — Vocal. 

Ruth  Etting  10 

Wistful  and  Blue— Vocal  Ruth  Etting  10 

940-  D  Hello  Cutie— Vocal   Whispering  Billy  Day  10 

My  Regular  Gal — Vocal .  Whispering  Billy  Day  10 
927-D  Where's     That     Rainbow?     (From  "Peggy 
Ann") — Male  Quintet, 

The  Singing  Sophomores  10 
Sing  (From  "Betsy") — Male  Quintet, 

The  Singing  Sophomores  10 

956-  D  Mother,  My  Dear — Tenor  Solo, 

Franklyn  Baur  10 


A  Rose,  a  Kiss  and  You — Tenor  Solo, 

Franklyn  Baur  10 

925-D  Have  "You  Forgotten?, 

The  Girl  Baritone  (Kitty  O'Connor)  10 
Who  Could  Be  More  Wonderful  Than  You?, 

The  Girl  Baritone  (Kitty  O'Connor)  10 

941-  D  Crazy  Words — Crazy  Tune — Vocal  Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys)  10 
I  Gotta  Get  Myself  Somebody  to  Love — Vocal 
Duet, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys)  10 

942-  D  Hot  Feet— Vocal   Wendell  Hall  10 

Down   Kentucky   Way — Vocal. .  .Wendell  Hall  10 

50039-  D  Vocal  Gems  From  "Rio  Rita,", 

Columbia  Light  Opera  Co.  12 
Vocal  Gems  From  "Lucky," 

Columbia  Light  Opera  Co.  12 
957-D  We  Will  Talk  It  O'er  Bye  and  Bye— Tenor 

Solo  William  McEwan  10 

A  Song  in  the  Heart — Tenor  Solo, 

William  McEwan  10 
INSTRUMENTAL  MUSIC 
937-D  What  Does  It  Matter  ?— Organ  Solo, 

Harold  L.  Rieder  10 
Put  Your  Arms  Where  Thev  Belong — Organ 

Solo   ^Harold  L.  Rieder  10 

931-D  Most  of  All  I  Want  Your  Love, 

Sol.  Hoopii's  Novelty  Trio  10 
Breeze  (Blow  My  Baby  Back  to  Me), 

Sol.  Hoopii's  Novelty  Trio  10 
952-D  If  You're  in  Love,  You'll  Waltz  (From  "Rio 
Rita") — 'Waltz;  Piano  Duet, 

Constance  Mering-Muriel  Pollock  10 
Following    the    Sun    Around     (Intro.:  The 
Kinkajou,  from  "Rio  Rita") — Medley  Fox- 
trot; Piano  Duet, 

Constance  Mering-Muriel  Pollock  10 

962-D  Blue  Skies   The  Artist  Ensemble  10 

To-night  You   Belong  to  Me, 

The  Artist  Ensemble  10 

50040-  D  The  Jewels  of  the  Madonna:  Intermezzo,  Act  3, 

The  British  Broadcasting  Co.'s 

Wireless  Symphony  Orch.  12 
The  Jewels  of  the  Madonna:  Intermezzo,  Act  2, 
The  British  Broadcasting  Co.'s 

Wireless  Symphony  Orch.  12 
936-D  Hungarian  Varsovienne, 

Henry  Ford's  Old-Fashioned  Dance  Orch.  10 
I  Want  to  Go  To-morrow — Schottische, 

Henry  Ford's  Old-Fashioned  Dance  Orch.  10 
NOVELTY  NUMBERS 

935-D  Two   Blfck   Crows— Part   1  Moran-Mack  10 

Two   Black  Crows — Part   2  Moran-Mack  10 

960-D  Dr.  McGregor — Scottish  Comedian .  Will  Fyffe  10 
Where  the  Blue  Bells  Grow — Scottish  Comedian, 

Will  Fyffe  10 
PACIFIC   COAST  RECORDINGS 
934-D  Doll  Dance — Fox-trot, 

Earl  Burtnett  and  His  Los  Angeles 

Hotel  Biltmore  Orch.  10 
If    I     Hadn't     You — Fox-trot,     with  Vocal 
Chorus  by  Louis  Kraft, 

Earl  Burtnett  and  His  Los  Angeles 

Hotel  Biltmore  Orch.  10 

948-  D  I'm  Back  in  Love  Again — Baritone  Solo, 

Alan  "Punch"  Green  10 
All  I  Want  Is  You — Baritone  Solo, 

Alan  "Punch"  Green  10 

949-  D  Song  of  the  Islands, 

Sol.  Hoopii's  Novelty  Trio  10 
King's,  Serenade   ..Sol.  Hoopii's  Novelty  Trio  10 

951-D  Sonya — Vocal   Mory  Leaf  10 

De    Sturry,    from   Captain   John    Smeet  with 
Pumpkinhontas — Comedy  Monolog. 

Mory  Leaf  10 
938-D  The  Wallabies  March — Accordion  Solo, 

Johnnie  Sylvester  10 
The  Skaters'  Waltz — Accordion  Solo, 

Tohnnie  Sylvester  10 
904-D  At  Dawning — Violin  Solo ...  George  Lipschultz  10 

Serenade — Violin  Solo   George  Lipschultz  10 

906-D  Gonna  Get  a  Girl— Fox-trot,  with  Vocal  Chorus 
by  Walton  McKinney, 

Jackie  Souders  and  His  Orch.  10 
Maybe  Sometime — Fox-trot,  with  Vocal  Chorus 
by  Walton  McKinney, 

Jackie  Souders  and  His  Orch.  10 
928  D  Mv   Co-Ed    Waltz— Vocal    Chorus   by  Monte 
Austin, 

Cole  McElroy's  Spanish  Ball  Room  Band  10 
Destiny:   "What  Do  We   Know  of  the  Mor- 
row ?" — Waltz, 

Cole  McElroy's  Spanish  Ball  Room  Band  10 

929-  D  Proud — Vocal   Duet   Gypsy-Marta  10 

Who'll  Buy  My  Violets? — Vocal  Duet, 

Gypsy-Marta  10 

930-  D  Who'll  Buy  My  Violets ?^Tango, 

Frank  Ellis  and  His  St.  Francis  Hotel  Orch.  10 
Hop  Skip — Fox-trot, 

Frank  Ellis  and  His  St.  Francis  Hotel  Orch.  10 
FAMILIAR  TUNES— OLD  AND  NEW 
15140-D  A  Fiddlers'  Convention   in  Georgia,   Parts  1 
and   2 — Featuring   Clayton    McMichen,  Gid 
Tanner,   Riley  Puckett,   Bob   Nichols,  Fate 

Norris  and  Bert  Layne   10 

15139-D  Jack  and  Joe— Vocal  Riley  Puckett  10 

Down  in  Arkansas — Vocal  Riley  Puckett  10 

15138-D  Good-Bye  Booze— Vocal, 

Charlie  Poole  with  North  Carolina  Ramblers  10 
Budded  Rose — Vocal, 

Charlie  Poole  with  North  Carolina  Ramblers  10 

15136-  D  Underneath  the  Mellow  Moon — Vocal  Duet, 

Bob  Nichols-Riley  Puckett  10 
Ring  Waltz — Vocal  Duet, 

Bob  Nichols-Riley  Puckett  10 

15137-  D  The  Prodigal's  Return— Vocal, 

J.  Frank  Smith,  of  Smith's  Sacred  Singers  10 
The  Drunkard's  Child — Vocal, 

T.  Frank  Smith,  of  Smith's  Sacred  Singers  10 
15135-D  The  Wreck  of  C.  &  O.  No.  5— Vocal, 

Al  Craver  10 

Billy  the  Kid— Vocal  Al  Craver  10 

IRISH  RECORDS 

33151-  F  Laughing  Molly— Reel   James  daffy  10 

Kerry  Man's  Rambles — Mountain   Dew — Reel, 

James  Claffy  10 

33152-  F  The  Maid  of  Kensale  Shaun  O'Nolan  10 

Dawn  on  the  Irish  Coast — Recitation, 

Shaun  O'No'an  10 

33153-  F  The  Man  That  Struck  O'Hara. Shaun  O'No'an  10 

Phil  the  Fluter's  Ball  Shaun  O'Nolan  10 

33154-  F  Macushla — Song;    Tenor   WiMiam  Ryan  10 

Mother  Machree — Song;  Tenor. William  Ryan  10 
(Continued  on  page  134) 
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33155-  F  The  Hat  My  Father  Wore— Vocal,  with  Violin, 

Frank  Quinn  10 
The  Old  Swallow  Reel — Instrumental, 

Frank  Quinn  10 

33156-  F  A    Quiet    Night    at    Flannigan's — Descriptive, 

with  Music   Flannigan  Brothers  10 

Spring  'O'  Shillelagh — Dance, 

Flannigan  Brothers  10 


Under  the  Double  Eagle  (Wagner), 

Boy  Scout  Band  (Springfield,  Mo.) 
(R.  Ritchie  Robertson,  Conductor) 
3510  A   Lane   in    Spain    (Lewis-Lombardo) — Tenor, 

with  Orch  Frank  Munn 

Just  an  Ivy-Covered  Shack   (Davidson-Rupp) — 
Tenor,  with  Orch  Frank  Munn 


Brunswick  Records 


Vocalion  Records 


34S7 


3160 


3461 


3491 


MAY  5  RELEASES 
348  Blue    Skies    (Berlin) — Played    on    the  Kimball 

Unit  Organ   Lew  White 

Honolulu    Moon    (Lawrence) — Played    on  the 

Kimball  Unit  Organ  Lew  White 

3492  So    Blue    (DeSylva-Brown  Crawford-Henderson) 
— Violin  by  David  Rubinoff. 

Nick  Lucas  (The  Crooning  Troubadour) 
Moonbeam!  Kiss  Her  for  Me  (Dixon-Woods), 

Nick  Lucas  (The  Crooning  Troubadour) 
3477  Buddy's  Habits  (Straight-Nelson), 

Red  Nichols  and  His  Five  Pennies 
Boneyard  Shuffle  (Carchael-Mills). 

Red  Nichols  and  His  Five  Pennies 
3467  Cherie,  I  Love  You  (Goodman) ...  Frederic  Fradkin 

What  Does  It  Matter  (Berlin)  Frederic  Fradkin 

10273  Smilin'  Through   (Penn)  John  Charles  Thomas 

Mother  o'  Mine  (Kipling-Tours), 

John  Charles  Thomas 

3504  Close   to   Your  Heart   (Heagney)— With  Vocal 

Chorus   Ben  Selvin  and  His  Orch. 

Hoosier  Sweetheart  (Goodwin- Ash-Baskette) — 
With  Vocal  Chorus. ..  .Ben  Slavin  and  His  Orch. 

MAY  12  RELEASES 
My  Regular  Gal  (Green-Warren) — Fox-trot,  with 

Vocal  Chorus   Ben  Selvin  and  His  Orch. 

It's  a  Haopy  Old  World  After  All  (Malie- 
Steiger) — Fox-trot,  with  Vocal  Chorus, 

Park  Lane  Orch. 
(a)  Hark  the  Sound  of  Tar-Heel  Voices  (Arr. 
by  Weaver);   (b)  Ma  Little  Banjo  (Arr.  by 
Brewer)  (Rutherford-Dichmont), 

University  of  North  Carolina  Glee  Club 
(Paul  J.  Weaver,  Dir.) 
Toll  the  Bell,  Angel  (Arr.  by  Weaver). 

University  of  North  Carolina  Glee  Club 
(Paul  J.  Weaver,  Dir.) 
3194  Princeton  Steps  Song  (Carter), 

Princeton  University  Glee  Club 
(L.  M.  Strayer,  Jr.,  Leader) 
Princeton  Marching  Song  (Arr.  by  Russell), 

Princeton  University  Glee  Club 
(L.  M.  Strayer,  Jr.,  Leader) 
10236  Shepheid,  Show  Me  How  to  Go  (Eddy-Root), 

Marie  Morrisey 

Saw  Ye  My  Saviour  (Eddy-Root)  ..  .Marie  Morrisey 
3501  It  All   Depends  on  You  (DeSylva-Brown-Hen- 

derson)   Harry  Richman 

What  Does  It  Matter?  (Berlin)  Harry  Richman 

3496  I'm    in    Love    Again    (Porter) — Fox-trot,  with 
Vocal  Chorus, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Following  You  Around  (Dubin-Kahn) — Fox-trot, 
with  Vocal  Direct, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orel]. 

The  Cat  (Kahn-Jones)   Isham  Jones'  Orch. 

I'm  Back  in  Love  Again  (Friend)— With  Vocal 
Chorus   Isham  Jones'  Orch... 

MAY  19  RELEASES 
Lily    (MacDonald-Warren-Broones)  —  Fox-trot, 
for  Dancing;  with  Vocal  Chorus, 

Harry  Archer  and  His  Orch. 
I'll    Always    Remember    You    (Klages  Greer) — 
Fox-trot,  for  Dancing;  with  Vocal  Chorus. 

Harry  Archer  and  His  Orch. 
3506  Lonely      (Cartoux-Costil-Robin-Yvain) — Fox-trot, 
for  Dancing;  with  Vocal  Chorus, 

Colonial  Club  Orch. 
Forgive  Me  (Yellen-Ager) — Fox-trot,  for  Danc- 
ing- with  Vocal  Chorus  Colonial  Club  Orch. 

3466  Underneath  the  Weeping  Willow  (Ford-Breau) 
— Voice  and  Guitar,  with  Piano, 

(Nick  Lucas)  The  Crooning  Troubadour 
I'm  Looking  for  a  Girl  Named  Mary  (Stept)  — 
Voice  and  Guitar,  with  Piano, 

(Nick  Lucas)  The  Crooning  Troubadour 
10271  I  Passed  by  Your  Window  (Taylor-Brahe) — Con- 
tralto, with  Harp,  Celecta  and  Piano, 

Marie  Morrisey 
When    Twilight    Comes    (Tandler-Horne)— Con- 
tralto, with   Piano;   Violin   Obbligato  by  Ed- 
mund Thiele   Mane  Morrisey 

20052  Count  of  Luxembourg  (Intro.:  Say  Not  Love  Is 
a  Dream;  Staircase  Dance;  Love  Breaks 
Every  Bond)   (Lehar) — Waltzes,  for  Dancing, 

Frank  Black  and  His  Orch. 
Merry   Widow   (Intro.:    For  I  Love   You  So; 
Finale,    Act   I;    Finale,    Act    II)    (Lehar)  — 
Waltzes,  for  Dancing. Frank  Black  and  His  Orch. 
50087  Dernier   Sommeil   de   la   Vierge    (The  Virgin's 
Last  Sleep)  (Massenet)— Symphony  Orch.. 
Minneapolis  Symphony  Orch.  (H.  Verbrugehen,  Con.) 
Coppelia  Ballet  (Delibes)— Prelude  and  Mazurka 

— Symphony  Orchestra, 
Minneapolis  Symphony  Orch.  (H.  Verbrugghen,  Con.) 

MAY  26  RELEASES 
3481  At  Sundown  (When  Love  Is  Calling  Me  Home) 
(Donaldson) — Fox-trot,    for    Dancing;  Piano 
Duet,  with  Orch.,  .  ,   _,   .    _  , 

Phil  Ohman-Victor  Arden,  with  Their  Orch. 
South  Wind   (DeSylva-Brown-Henderson) — Fox- 
trot, for  Dancing;  Piano  Duet,  with  Orch., 

Phil  Ohman-Victor  Arden,  with  Their  Orch. 
3483  That  Saxophone  Waltz  (Mingo-Sisk)— Waltz,  for 

Dancing;  with  Vocal  Chorus.  ..  Regent  Club  Orch. 
Consolation  Waltz  (Gunsky-Bories)— Waltz,  for 
Dancing,  with  Vocal  Chorus  Regent  Club  Orch. 

3505  In  a  Little  Spanish  Town   ('Twas  on  a  Night 

Like    This)     (Lewis- Young- Wayne)  —  Violin 

Solo,   with   Orch  Frederic  Fradkin 

Gypsv  Love  Song  (From  "The  Fortune  Teller") 
(Smith-Herbert) — Violin  Solo,  with  Orch., 

Frederic  Fradkin 
3174  Men   of   Dartmouth    (Wcl'man) — Male  Voices; 

Prof.  L.  B.  McWhood.  Dir.;  R.  C.  Mix.  Stu- 
dent Leader  Dartmouth  College  Glee  Club 

Sea  Fever  (Andrews-Masefield)— Male  Voices; 
Prof.  L.  B.  McWhood.  Dir.;  R.  C.  Mix,  Stu- 
dent  Leader   Dartmouth  College  Glee  Club 

3164  Steal  Away   (Arr.  by  Manncy-ITuntley)— Negro 
Spiritual;  Male  Voices, 

Furman  (S.  C.)  University  Glee  Club 
(J.  Oscar  Miller.  Dir.) 
Coin'     to    Shout     (Arr.    by    Manney)— Negro 
Spiritual;  Male  Voices, 

Furman  (S.  C.)  University  Glee  Club 
(J.  Oscar  Miller,  Dir.) 
120.S  High  School  Cadets  (Sousa)— March. 

Roy  Scout  Band  (Springfield.  Mo.) 
(R.  Ritchie  Robertson,  Conductor) 


15538 


15546 


15526 


1085 


5138 


S097 


15547 


15540 


15532 


5137 


5012 


1062 


1087 


8083 


15541 


15544 


15531 


108S 


5128 


8087 


15542 


1  5539 


15537 


10S4 


MAY  5  RELEASES 
So    Blue    (DeSylvia-Brown-Henderson) — Waltz, 
for  Dancing;  with  Vocal  Chorus, 

Night  Club  Orch. 

What  Does  It  Matter?  (Berlin)— Waltz,  for 
Dancing;  with  Vocal  Chorus.  ..  .Night  Club  Orch. 

You  Went  Away  Too  Far  and  Stayed  Away 
Too  Long  (Bryan-Monaco)  —  Fox-trot,  for 
Dancing;  with  Vocal  Chorus. ...  The  Ambassadors 

Who'll  Buy  My  Violets  (La  violetera)  (Gotez- 
Padilla) — Tango,  for  Dancing;  with  Vocal 
Chorus   The  Sevillians 

It  All  Depends  on  You  (DeSylva-Brown-Hender- 
son) — Comedienne,  with  Orch  Peggy  English 

I'm  in  Love  Again  (Porter) — Comedienne,  with 
Piano  by  Rube  Bloom  Peggy  English 

My  Pretty  Girl  (Fulcher) — Fox-trot,  for  Danc- 
ing ....Fess  Williams  and  His  Royal  Flush  Orch. 

White  uhost  Shivers  (Tarto-Swan)  —  Fox-trot, 
for  Dancing. 

Fess  Williams  and  His  Royal  Flush  Orch. 

The  Wreck  of  the  No.  9  (Robison) — Tenor,  with 
Harmonica.  Violin  and  Guitar  Vernon  Dalhart 

The  Wreck  of  the  Royal  Palm  (  Jenkins) — Tenor, 
with  Harmonica.  Violin  and  Guitar, 

Vernon  Dalhart 

Chistes  De  Ricardo  Bell  (The  Wit  of  Richard 
Bell) — Acto  Comico — Descriptive, 

Eduardo  Pastor  v  Roberto  Guzman 

Chistes  De  Ricardo  Bell  (The  Wit  of  Richard 
Bell) — Acto  Musical — Descriptive, 

Eduardo  Pastor  y  Roberto  Guzman 

Chistes  De  Ricardo  Bell  (The  Wit  of  Richard 
Bell) — Acto  del  Caballo  y  Entreacto — Descrip- 
tive  Eduardo  Pastor  y  Roberto  Guzman 

Chistes  De  Ricardo  Bell  (The  Wit  of  Richard 
Bell) — Acto  de  la  Cafeteria — Descriptive, 

Eduardo  Pastor  y  Roberto  Guzman 
MAY  12  RELEASES 

Honolulu  Moon  (Lawrence)  —  Pipe  Organ; 
Played  on  the  Kimball  Organ  Lew  White 

It  All  Depends  on  You  (DeSylva-Brown-Hen- 
derson) — Pipe  Organ;  Played  on  the  Kimball 
Organ   Lew  White 

So  Blue  (DeSylva-Brown-Henderson) — Comedian, 
with  Orch  Harry  Richman 

Moonbeam!  Kiss  Her  for  Me — Comedienne, 
with  Orch  Harry  Richman 

Have  It  Ready  (Henderson) — Fox-trot,  for 
Dancing   Fletcher  Henderson  and  His  Orch. 

Stockholm  Stomp  (Pettis-Goering) — Fox-trot,  for 
Dancing   Fletcher  Henderson  and  His  Orch. 

The  Three  Drowned  Sisters  (Robison) — Tenor, 
with  Harjnonica,  Violin  and  Guitar, 

Vernon  Dalhart 

Billy,  the  Kid  (Jenkins) — Tenor,  with  Harmon- 
ica, Violin  and  Guitar   Vernon  Dalhart 

Diamond  in  the  Rough — Voice  and  Banjo, 

Uncle  Dave  Macon 

Hold  on  to  the  Sleigh — Voice  and  Banjo. 

Uncle  Dave  Macon 

Everybody's  Got  to  Be  Tried — Vocal  Duet, 

Blind  Joe  Taggart-Emma  Taggart 

I  Will  Not  Be  Removed— Vocal  Duet. 

Blind  Joe  Taggart-Emma  Taggart 

Gamblers'  Blues  (Moore-Baxter) — Comedian, 
with  Orch.  Accomp.  by  Fess  Williams'  Royal 
Flush  Orch  Fess  Williams 

I  Wasn't  Scared.  But  I  Just  Thought  That  I 
Had  Better  Go — Comedian,  with  Orch.  Ac- 
comp. by  Fess  Williams'  Royal  Flush  Orch., 

Fess  Williams 

Morir  Sonando  (To  Die  Dreaming) — Vals,  for 
Dancing   Orquesta  Sinaloense  (Dir.  F.  Limon) 

Madre  ...  No  Llores!  (Mother — Don't  Cry) — 
Estrivillo  por  Guzman  y  Ponve — One-step,  for 

Dancing   Orquesta  Sinaloense  (Dir.  F.  Limon) 

MAY  15  RELEASES 

I'm  in  Love  Again  (Porter) — Fox-trot,  for  Danc- 
ing; with  Vocal  Duet  Al  Goering's  Collegians 

Lily  (MacDonald-Warren-Broones)  —  Fox-trot, 
for  Dancing;  with  Vocal  Chorus. Vanderbilt  Orch. 

Hoosier  Sweetheart  (Goodwin-Ash-Baskette) — 
Fox  trot,  for  Dancing;  with  Vocal  Chorus, 

Kensington  Serenaders 

Brown  Sugar  (Barris) — Fox-trot,  for  Dancing, 

Southland  Syncopators 

I'm  Longing  for  My  Old  Gal  Sal  (Davis-Kort- 
lander) — Voice,   with   Piano  by  Rube  Bloom, 

Joe  Davis 

I'm  Only  Another  to  You  (Johnson-White) — 
Voice  and  Piano   Joe  Davis 

P.  D.  Q.  Blues  (Simpson-Henry — Fox-trot, '  for 
Dancing;  with  Vocal  Chorus, 

Clarence  Williams  and  His  Washboard  Band 

Cushion  Foot  Stomp  (Williams) — Fox-trot,  for 
Dancing;  with  Vocal  Chorus, 

Clarence  Williams  and  His  Washboard  Band 

Are  You  Tired  of  Me.  Darling — Vocal  Duet, 
with  Mandolin  and  Guitar, 

Lester  McFarland-Robert  A.  Gardner 

You're  as  Welcome  as  the  Flowers  in  May — 
Voice,  with  Guitar  Lester  McFarland 

Las  Madreselvas  (The  Honeysuckles)  (Cancion 
Yucateca)  (Encinas)  —  Accompanimento  de 
Orquesta;  Duo  con  Orquesta, 

Eba  Urrea  y  Roberto  Guzman 

Era  Puro  Mexicana  (He  Was  Pure  Mexican) 
(Musica  de  "In  a  Little  Spanish  Town") 
(Lewis-Young- Wayne)  —  Version  Espanola  de 
Manuel  Mayo  Berrenechea— Duo  con  Or- 
questa  Adelina  Iris  y  Roberto  Guzman 

MAY  26  RELEASES 

I'll  Always  Remember  You  (KlagcsGreer) — 
Fox  trot,  for  Dancing;  with  Vocal  Chorus. 

Vanderbilt  Orch. 

Following  You  Around  (Dubin-Kahn) — Fox-trot, 
for  Dancing   Al  Goering's  Collegians 

What  Do  I  Care  What  Somebody  Said  (Care- 
Woods) — Fox-trot,  for  Dancing;  with  Vocal 
Chorus   Mackenzie's  Candy  Kids 

Nervous    I'll]. pies    ( MacKcnzie  li'andl     Fox  trot. 

for  Dancing   MacKenrie's  Candy  Kids 

Consolation   (Gunsky-Bories)  — Waltz,   for  Danc- 

•ne:  with  Voc.-.l  Chorus  Night  Club  Orctl. 

Thai  Saxophone  Waltz  (Mingo-Sisk)    Waltz,  for 

Dancing;  with  Vocal  Chorus  Night  Club  Orch. 

One    More   Kiss   ( Precr  Grainger) —Comedienne, 

with  Violin,  'Cello  and  Piano  Accomp.. 

Evelyn  Thompson 
When  To  morrow  Comes  (Thompson-Smith- Hcn- 


drickson) — Comedienne,    with    Violin,  'Cello 

and  Piano  Accomp  Evelyn  Thompson 

5140  The  Wreck  of  the  C.  &  O.   No.   S  (Robison- 
Meeks) — Tenor,  with  Fiddle,  Harmonica  and 

Guitar   Vernon  Dalhart 

Barbara  Allen    (Robison) — Tenor,   with  Fiddle, 

Harmonica  and  Guitar   Vernon  Dalhart 

5019  Kitty   Waltz — Instrumental,   with   Charles  Bow- 
man,  Fiddler   The  Hill  Billies 

Sally  Ann — Instrumental ;  Guitar  and  Ukulele, 
with  Vocal  Refrain  by  Hopkins  Brothers. 

The  Hill  Billies 
10345  Mamele  Sis  Gesehn  a  Dramele  (Mama,  I  Saw  a 
Drama)    (Lebedeff) — Tenor,    with    Orch.;  in 

Yiddish   Aaron  Lebedeff 

Zirele  Mirele   (Gilrod) — Tenor,  with   Orch.;  in 

Yiddish   Aaron  Lebedeff 

8091  Reliquias   de   Amor    (Remembrances   of  Love) 
(Sugranes-Clara) — Soprano,  con  Orquesta;  En 

Espanol   Margarita  Cueto 

Te,  De  Querer  (I'll  Love  Thee)  (Oteo) — Cancion 
Mexican;  Soprano  y  Baritone;  con  Orquesta 
en   Espanol   Cueto  y  Pulido 

Edison  Disc  Releases 


51965 


51968 


51935 


51974 


51973 


519S2 


51969 


5197S 


51976 


519S: 


519S6 


51990 


80879 


51981 


51991 


51989 


5  loss 


51984 


519S3 


51980 


<1  "7'1 


51977 


SPECIALS 

In  a  Little  Spanish  Town  ('Twas  on  a  Night 
Like  This)  (Lewis-Young-Wayne), 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
My  Daddy  (Strong), 

Frederick  Kinsley  on  the  Midmer-Losh  Pipe  Organ 
I    Wonder    How    I    Look    When    I'm  Asleep 

(DeSylva-Brown-Henderson)   Billy  Jones 

All  Men  Are  Devils  (Heath-Marr). 

Al.  Bernard  (The  Boy  From  Dixie) 
Two  Little  Orphans  (Our  Mamma's  in  Heaven) 
— Singing,  Fiddle,    Harmonica  and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 
Once  I  Had  a  Fortune — Singing,  Fiddle,  Banjo 
and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 
Get    Away,    Old    Man,    Get   Away    (Crumit) — 
Singing,  Harmonica,  Fiddle  and  Guitar, 

Vernon  Dalhart 
Pretty  Little  Dear — Singing,  Harmonica,  Violin 

and  Guitar   Vernon  Dalhart 

That's  My  Hap-Hap-Happiness  (Johnson-Tobias- 
Sherman) — Dave  Kaplan  at  the  Piano, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys) 
I've  "Never  Seen  a  Straight  Banana  (White) — 
Dave  Kaplan  at  the  Piano, 

Billy  Jones-Ernest  Hare  (The  Happiness  Boys) 
I'm  Looking  for  a  Girl  Named  Mary  (Stept), 

Tames  Dohertv 
That's  What  I  Call  a  Pal  (Pease-Johnson-Nelson), 

James  Doherty 
Cherie,  I  Love  You  (Cherie  Je  T'aime)  (Good- 
man)— Organ  Accomp.  by  Frederick  Kinsley 
on  the  Midmer-Losh  Pipe  Organ.  .Walter  Scanlan 
The  Song  of  Songs  (Lucas-deMoya) — Organ  Ac- 
comp. by  Frederick  Kinsley  on  the  Midmer- 
Losh  Pipe  Organ   Walter  Scanlan 

I  Cannot  Sing  the  Old  Songs  (Intro.:  "Drink 
to  Me  Only  With  Thine  Eyes";  "Whispering 
Hope";  "Darling  Nellie  Gray";  "Only  to  See 
Her  Face  Again") — Medley  Waltz,  with  Inci- 
dental  Singing   Kaplan's  Melodists 

See-Saw  (Crowe) — Waltz,  with  Incidental  Sing- 
ing  '  Kaplan's  Melodists 

Espanita  (Rosey) — Spanish  Waltz, 

Franchini's  Argentina  Players 
Faust  Waltz  (From  "Faust")  (Gounod), 

Franchini's  Argentina  Players 
Oh.    Promise   Me    (From   "Robin    Hood")  (de 

Koven)   B.  A.  Rolfe  (Trumpet  Virtuoso) 

Don't  Be  Cross  (Zeller), 

B.  A.  Rolfe  (Trumpet  Virtuoso) 
Honolulu  Moon  (Lawrence) — Claude  Garreau  at 

the  Piano. .  Crawford  Adams  (Wizard  of  the  Violin) 
C'est  Vous   (It's  You)  (Green-Silver-Richman) 
— Claude  Garreau  at  the  Piano, 

Crawford  Adams  (Wizard  of  the  Violin) 
Muddy  Water  (Trent-deRose-Richman), 

Frederick  Kinsley  on  the  Wurlitzer  Organ 
The  Winding  Trail  (Hayden-Howard). 

Frederick  Kinsley  on  the  Wurlitzer  Organ 
I  Love  Thee  (Ich  liebe  dich)  (Anderson) ;  Eng- 
lish version  by  Auber  Forestier   (Grieg.  Op. 

5,  No.  3)   Alma  Peterson 

When  i  Was  Seventeen  (Nar  jag  blef  sjutton 
ar)  (Lilljebjorn) — Swedish  Folksong;  English 
translation  by  Marion  Bromley  Newton;  Violin 
Obbligato  by  Herbert  Soman;  Piano  Accom- 
paniment by  J.  F.  Burckhardt  Alma  Peterson 

Concert  Waltz,  in  G  Major.  Op.  6  (Green) — 
Xylophone,  with  Frank  Banta  at  the  Piano, 

George  Hamilton  Green 
Caprice,     Op.     14     (Green) — Xylophone,  with 
Frank  Banta  at  the  Piano, 

George  Hamilton  Green 
The  Chocolate  Soldier  Selections  (Straus). 

B. A. Rolfe  (Trumpet  Virtuoso)  and  Palais  D'or  Orch. 
The  Merry  Widow  Selections  (Lehar). 
B  \. Rolfe  (Trumpet  Virtuoso)  and  Palais  D'or  Orch. 
FLASHES  ' 

Nesting   Time    (Dixon-Monaco) — Fox-trot,  with 

Vocal  Refrain   Clyde  Doerr  and  His  Orch. 

You  Can't  Cry  Over  My  Shoulder  (and  Wink  at 
Somebody  Else)  (Heath-Malioney-Marr)— Fox- 
trot, with  Vocal  Chorus  by  Johnny  Ryan, 

Clvde  Doerr  and  His  Orch. 
Ain't  She  Sweet?  (Yellen-Ager). 

Clyde  Doerr  and  His  Orch. 
Coronado  Nights  (Berger-Nordberg-Stoval)— Fox- 

trot   Oreste  and  His  Queensland  Orch. 

Rainbow  of  Love  (Perry-Squires)— Waltz. 

Jack  Stillman  s  Orch. 
You  Only   Want   Me   When   You're  Lonesome 
(Seiferi-Tillman) — Waltz,   with  Vocal  Chorus 
by  Helen  Clark  and  Johnny  Ryan 

Tack  Stillman  s  Orch. 
I'm  Looking  Over  a  Four-Leaf  Clover  (Dixon- 
Woods)  — Fox-trot,  with  Vocal  Chorus  by  Jack 

Davis   Oreste  anil  His  Queensland  Orch. 

I  Want  to  Be  Miles  Awav  From  Ev'ryonc  (And 
Just  a  Little  Closer  to  You)— Fox-trot,  with 
Vocal   Chorus  by  Jack  Davis. 

Oreste  and  His  Queens'and  Orch. 
Take  Your  Finger  Out  of  Your  Mouth  (I  Want 
a  Kiss  From  You)  (Schuster- Yellman)— Fox- 
trot, with  Vocal  Chorus  by  Toe  Schuster 

Duke  Yellman  and  His  Orch. 
Shanghai    Dream    Man    (Davis  Akst)  —  Fox  trot, 
with  Vocal  Chorus  by  Arthur  Fields, 

Duke  Yellman  ami  His  Orch. 
A  Little  Change  of  Atmosphere  (From  "I  Told 
You  So")  (Urown  Friend)     Fox  trot, 

Duke  Yellman  and  His  Orch. 
Collettee     (Kahn-Hacr)  —  Fox-trot,     with  Vocal 
Chorus  by  Arthur  Fields  . 

Ernie  Golden  and  His  Hotel  McAlpm  Orch. 
My  Daddy  (Strong)— Fox-trot,  with  Vocal  Re- 


May,  1927 


THE    TALKING    MACHINE  WORLD 


135 


LATEST  RECORD  BULLETINS — (Continued  from  page  134) 


frain  by  Charles  Harrison, 

Ernie  Golden  and  His  Hotel  McAlpin  Orch. 
Calling    (Klages-Golden) — -Fox-'trot,    with  Vocal 
Refrain  by  Vaughn  de  Leath, 

Ernie  Golden  and  His  Hotel  McAlpin  Orch. 
51975  Crazy  Words — Crazy  Tune  (Vo-do-de-o)  (Yellen- 
Ager) — Fox-trot,  with  Vocal  Chorus, 

Golden  Gate  Orch. 
A  Lane  in   Spain   (Lewis-Lombardo)— Fox-trot, 

Hotel  Commodore  Dance  Orch.  (Dir.  B.  Levitow) 

51971  Wistful   and   Blue    (Etting-Davidson) — Fox-trot, 

with  Vocal  Chorus  Markels'  Orch. 

Moonbeam!   Kiss  Her  for  Me  (Dixon-Woods) 
— Fox-trot,  with  Vocal  Refrain.  ...  Markels'  Orch. 

51972  There's  a  Little  White  House  (Where  the  Red, 

Red  Roses  Grow)   (Rose-Akst) — Fox-trot, 

Hotel  Commodore  Dance  Orch.  (Dir.  B.  Levitow) 
You're  the  One  for  Me  (Donaldson-Ash) — Fox- 
trot, with  Vocal  Refrain, 

B.A.Rolfe(Trumpet  Virtuoso)and  Palais  D'or  Orch. 
51970  Look  at  the  World  and  Smile  (From  "Yours 
Truly")      (Caldwell-Hubbell)— Fox-trot,  with 
Vocal  Refrain  by  Arthur  Fields, 

Golden  Gate  Orch. 
Take  in  the  Sun,  Hang  Out  the  Moon  (Lewis- 
Young-Woods) — Fox-trot, 

Hotel  Commodore  Dance  Orch  (Dir.  B.  Levitow) 
FORTY-MINUTE  RECORD 
30003  Thais — Meditation  (J.  Massenet) ;  Chant  Sans 
Paroles  (P.  Tschaikowsky,  Op.  2,  No.  3); 
Spring  Song  (Mendelssohn-Spalding) ;  Valse 
Arabesque  (T.  Lack);  Piano  Solo;  Souvenir 
(F.  Drdla);  Drink  to  Me  Only  With  Thine 
Eyes  (Old  English  Air  arranged  by  R.  Quil- 
ter) ;  Recital  by  Albert  Spalding, 

Andre  Benoist  at  the  Piano 
Cavatina  (J.  Raff,  Op.  85,  No.  3);  Valse  Bluette 
(Drigo-Auer) ;  Melody  in  F  (Rubinstein- 
Spalding) ;  Fantaisie  Impromptu  (F.  Chopin, 
Op.  66),  Piano  Solo;  Roses  of  Picardy  (H. 
Wood) ;  Humoreske  (A.  Dvorak) ;  Recital  by 
Albert  Spalding   Andre  Benoist  at  the  Piano 


Edison  Blue  Amberol  Records 


5310 
5314 


5321 

5322 

5323 

5324 
5325 

5328 

5329 

5330 
5331 


5332 
5335 
5340 

5312 


Golden  Showers   Kaiwiki  Hawaiian  Orch. 

The  Bully  of  the  Town — Singing,  Fiddle,  Banjo 
and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 

Get  Away,  Old  Man,  Get  Away — Singing,  Har- 
monica, Fiddle  and  Guitar  Vernon  Dalhart 

Pretty  Little  Dear — Singing,  Harmonica,  Violin 
and  Guitar   Vernon  Dalhart 

In  a  Little  Spanish  Town   ('Twas  on  a  Night 
Like  This)   Arthur  Fields 

Lay  My  Head  Beneath  a  Rose  Charles  Harrison 

Crazy  Words — Crazy  Tune   (Vo-do-de-oo) — Fox- 
trot, with  Vocal  Chorus  Golden  Gate  Orch. 

The  Great  Camp  Meeting, 

Fisk  University  Jubilee  Quartet 

Me,    Too — Fox-trot,    with    Singing    by  Arthur 
Fields   Golden  Gate  Orch. 

Yankee  Rose — Piano  Solo   Duke  Yellman 

Take  in  the  Sun,  Hang  Out  the  Moon  (Rock  Me 
in  a  Cfadle  of  Dreams) — Fox-trot, 

Hotel  Commodore  Dance  Orch.  (Dir.  B.  Levitow) 

Elfentanz  Valse   Sousa's  Band 

The  Scotch  Errand  Boy  Harry  Lauder 

Golden  Slipper  Medley, 

Henry  Ford's  Old-Time  Dance  Orch. 

Blue  Skies   Vaughn  de  Leath  (The  Radio  Girl) 


Okeh  Records 


40787 


40788 


40791 


40792 


40793 


40790 


40789 


8455 


8456 


8457 


40798 


10799 


APRIL  25  RELEASE 
DANCE  RECORDS 
Yesterday     (Harrison-Wilhite)  —  Waltz,  with 

Vocal  Refrain   Okeh  Waltz  Artists 

That    Saxophone    Waltz    (Mingo-Sisk) — Waltz, 

with  Vocal  Refrain  Okeh  Waltz  Artists 

My  Regular  Gal  (Green-'Warren) — Fox-trot,  with 
Vocal  Refrain  by  Les  Reis, 

Ed  Kirkeby  and  His  Orch. 
Nesting   Time    (Dixon-Monaco) — Fox-trot,  with 
Vocal  Refrain  by  Les  Reis, 

Ed  Kirkeby  and  His  Orch. 
Coronado     Nights      (Berger-Nordberg-Stoval) — 
Fox-trot,  with  Vocal  Refrain  by  Russell  Doug- 
las  The  Gotham  Troubadours 

A  Lane  in  Spain  (Lewis-Lombardo) — Fox-trot, 
with  Vocal  Refrain  by  Russell  Douglas, 

The  Gotham  Troubadours 
VOCAL  RECORDS 
There's  Something  Nice  About  Everyone  (But 
There's  Everything  Nice  About  You)  (Terker- 
Bryan-Wendling) — Tenor-Baritone  Duet, 

Macy-Smalle 

My  Idea  of  Heaven  (Is  to  Be  fn  Love  With 
You)  (Johnson- Sherman-Tobias) — Tenor-Bari- 
tone Duet   Macy-Smalle 

Yodelin'  Cowboy  Joe  (Bernard-Stept) — Yodeling, 
with  Piano   The  Record  Boys 

We'll  Go  Up  in  Dose  Mountains  (Bernard- 
Stept) — Yodeling,  with  Piano. The  Record  Boys 
SACRED 

Onward,  Christian  Soldiers  (Sullivan)  —  Sacred, 
with  Organ,  Chimes  and  Celeste, 

Okeh  Sacred  Quartet 
Rejoice,  Ye  Pure  in  Heart  (Messiter) — Sacred, 
with  Organ,  Chimes  and  Celeste, 

Okeh  Sacred  Quartet 
INSTRUMENTAL  RECORD 
Aloha  Oe   (Farwell  to  Thee)    (Queen  Liliuoka- 
lani) — Hawaiian  Guitar  Duet.  .  . Ferera-Paaluhi 
Wailana    Waltz     (Drowsy    Waters) — Hawaiian 

Guitar  Duet   Ferera-Paaluhi 

RACE  RECORDS 
Black   Snake   Moan    (Jefferson) — Singing,  with 

^Guitar   Blind  Lemon  Jefferson 

Match    Box    Blues    (Jefferson) — Singing,  with 

Guitar   Blind  Lemon  Jefferson 

Grievin'  Mama  Blues  (Delaney) — Contralto,  with 

Piano  and  Cornet   Lizzie  Miles 

Slow    Up     Papa     (Razaf-Denniker) — Contralto, 

■with  Piano  and  Cornet  Lizzie  Miles, 

Goin'  to  Shout  All  Over  God's  Heaven — Spiritual, 
The  Thankful  Quartet 
Let  the  Church  Roll  On — Spiritual, 

The  Thankful  Quartet 
MAY  5  RELEASE 
DANCE  RECORDS 
That's  My  Hap-Hap-Happiness  (Johnson-Tobias- 
Sherman) — Fox-trot,    with   Vocal    Refrain  by 

Les  Reis   Irwin  Abrams  and  His  Orch. 

Shanghai  Dream  Man  (Davis-Akst) — Fox-trot, 
with  Vocal  Refrain  by  Les  Reis, 

Irwin  Abrams  and  His  Orch. 
So   Blue  (DeSylva-Brown-Crawford-Henderson) 


10 
10 


10 


10 


10 


10 


10 


10 
10 


10 


10 

10 

10 
10 

10 
10 
10 
10 
10 
10 


10 


10 


40800 


40803 


40801 


40802 


8458 


8459 


40805 


40806 


40809 


40804 


40808 


40807 


45102 


45103 


3196 


3197 


3198 


8460 


8461 


— Waltz,  with  Vocal  Refrain  by  Les  Reis, 

Bar  Harbor  Society  Orch. 
A  Little  Girl,  a  Little  Boy,  a  Little  Moon  (King- 
Warren) — Waltz,  with  Vocal  Refrain, 

Will  Perry  and  His  Orch. 
Underneath  the  Weeping  Willow  (Ford-lireau) 
— Fox-trot,  with  Vocal  Refrain  by  Les  Reis, 
The  Everglades  Orch. 
Mine    (DeSylva-Hanley) — Fox-trot,    with  Vocal 
Refrain  by  Les  Reis....  The  Everglades  Orch. 
Beale  Street  Blues  (Handy) — Fox-trot, 

Jack  Linx  and  Birmingham  Society  Serenaders 
He's  the  Last  Word  (Donaldson) — Fox-trot, 

Jack  Linx  and  Birmingham  Society  Serenaders 
VOCAL  RECORDS 
It  All  Depends  on  You  (DeSylva-Brown-Hender- 
son) — Tenor,  with  Piano;  Guitar  by  Ed  Lang, 

Russell  Douglas 

Wnat  Do  I  Care  What  Somebody  Said  (Clare- 
Wood) — Tenor,  with  Piano;  Guitar  by  Ed  Lang, 

Russell  Douglas 

Wherever  You  Go,  Whatever  You  Do  (I  Want 
You  to  Know  I  Love  You)  (Grossman-Good- 
win-Shay)— Singing,  with  Guitar, 

Johnny  Marvin 

At  Sundown  (When  Love  Is  Calling  Me  Home) 
(Donaldson)  —  Singing,     with     Ukulele  and 

Clarinet   Johnny  Marvin 

RACE  RECORDS 
Noah    and    the    Flood — Sermon,    with  Singing; 
Deacon  Leon  Davis  and   Sisters  Jordan  and 

Norman  Assisting   Rev.  J.  M.  Gates 

Get  Right  With  God — Sermon,  with  Singing; 
Deacon  Leon   Davis  and   Sisters  Jordan  and 

Norman  Assisting   Rev.  J.  M.  Gates 

Alibi-ing  Papa   (Tyus-Tyus) — Vocal   Duet,  with 
Piano  and  Trumpet ...  Charles  Tyus-Effie  Tyus 
Sweet  Mama  Goodie  (Tyus-Tyus) — Vocal  Duet, 
with  Piano  and  Trumpet, 

Charles  Tyus-Effie  Tyus 
MAY  15  RELEASE 
DANCE  MUSIC 
The  Doll  Dance  (Brown) — Fox-trot, 

Mike  Markels'  Orch. 
Red  Lips,  Kiss  My  Blues  Away!  (Bryan-Monaco- 
Wendling) — Fox-trot,   with   Vocal   Refrain  by 

Les  Reis   Mike  Markels'  Orch. 

Russian    Lullaby    (Berlin) — Waltz,    with  Vocal 

Refrain   Will  Perry  and  His  Orch. 

C'est  Vous  (It's  You)  (Green-Silver-Richman) — 
Waltz,  with  Vocal  Refrain, 

Will  Perry  and  His  Orch. 
Muddy  Water   (A  Mississippi  Moan)  (DeRose- 

Richman) — Fox-trot   The  Goofus  Five 

(Oh,  the  Whippoorwill  Sings  in  the  Sycamore) 
Just   the    Same    (Donaldson-Burke) — Fox-trot, 
with  Vocal  Refrain .  Harry  Reser's  Jazz  Pilots 
SONGS 

Yes  She  Do,  No  She  Don't  (I'm  Satisfied  With 
My  Girl)  (Trent-DeRose) — Tenor,  with  Piano, 

Les  Reis 

(Does    She    Love    Me)    Positively — Absolutely 
(Coslow-Herbert) — Tenor,  with  Piano. Les  Reis 
Russian    Lullaby    (Berlin) — Tenor,    with  Piano 

and  Guitar   Noel  Taylor 

So    Blue    (DeSylva-Brown-Henderson) —  Tenor, 
with  Piano,  Guitar  and  Celeste.  .  .Noel  Taylor 
INSTRUMENTAL  MUSIC 
Eddie's  Twister  (Lang) — Guitar  Solo,  with  Piano, 

Ed  Lang 

April  Kisses  (Lang) — Guitar  Solo,  with  Piano, 

Ed  Lang 

OLD-TIME  TUNES 
Billy   the   Kid    (Jenkins) — Tenor,    with  Violin, 
Guitar  and  Harmonica. .......  .Vernon  Dalhart 

Wreck  of  C.  &  O.  No.  5  (Robison-Meeks)— 
Tenor,  with  Violin,  Guitar  and  Harmonica, 

Vernon  Dalhart 

In  the  Shade  of  the  Parasol — Guitars,  Banjo  and 

Mandolin   Scottdale  String  Band 

Chinese  Break  Down — Guitars,  Banjo  and  Man- 
dolin  Scottdale  String  Band 

EUROPEAN  ORCHESTRALS 
Recorded  in  Europe 
(Odeon  Label) 
My  Dream  (Waldteufel) — Waltz, 

Dajos  Bela  and  His  Orch. 
Goldshower  (Waldteufel) — Waltz, 

Dajos  Bela  and  His  Orch. 
Samum  (Robrecht) — Symphony  Fox-trot, 

Dajos  Bela  and  His  Orch. 
Sulamith  (Milde)— Waltz, 

Dajos  Bela  and  His  Orch. 
La  Serenade  (Metra) — Spanish  Waltz, 

Edith  Lorand  and  Her  Orch. 
Venetian  Barcarolle  (Leoncavallo), 

Edith  Lorand  and  Her  Orch. 
RACE  RECORDS 
True  Love  Blues  (Weaver) — Singing,  with  Guitar, 

Sylvester  Weaver 
Poor  Boy  Blues  (Weaver) — Singing  with  Guitar, 

Sylvester  Weaver 
Take   Your   Black   Bottom   Outside  (Williams- 
Green) — Contralto,    with    Clarence  Williams' 

Blue  Five   '.  Sara  Martin 

Cushion  Foot  Stomp  (Williams) — Contralto,  with 
Clarence  Williams'  Blue  Five....  Sara  Martin 


Emerson  Records 
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10 
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3137  Somebody  Said — Novelty  Solo  Polly  Anna 

Positively — Absolutely — Novelty   Solo ....  Polly  Anna 
3129  When  I  First  Met  Mary — Quartet, 

Original  Criterion  Male  Quartet 
I'll  Take  Care  of  Your  Cares — Quartet, 

Original  Criterion  Male  Quartet 
3130  I've    Never    Seen    a    Straight    Banana — Novelty 

Solo   Daffy  Dill 

I  Wonder  How  I  Look  When  I'm  Asleep — Nov- 
elty Solo   Arthur  Fields 


DANCE  RECORDS 

3132  Nesting  Time — Fox-trot,  with  Vocal  Chorus, 

Lanin  Melody  Orch. 
I'm  in  Love  Again — Fox-trot,  with  Vocal  Chorus, 

Johnnie  Johnson  and  His  Club  Mirador  Orch. 

3133  Wistful  and  Blue — Fox-trot,  with  Vocal  Chorus, 

Johnnie  Johnson  and  His  Club  Mirador  Orch. 
Hoosier  Sweetheart — Fox-trot,  with  Vocal  Chorus, 

Johnnie  Johnson  and  His  Club  Mirador  Orch. 

3134  Far  Away  Bells — Fox-trot,  with  Vocal  Chorus, 

Lanin  Melody  Orch. 
Doll  Dance — Fox-trot. Bert  Kaplan  and  His  Collegians 

3135  Mine — Fox-trot,  with  Vocal  Chorus, 
So  Blue — Waltz,  with  Vocal  Chorus, 

Lanin  Melody  Orch. 

3136  Side  by  Side— Fox-trot,  with  Vocal  Chorus, 

Bert  Kaplan  and  His  Collegians 
I'll  Just  Go  Along — Fox-trot,  with  Vocal  Chorus, 

Bert  Kaplan  and  His  Collegians 
3128  If  You  See  Sally— Fox-trot,  with  Vocal  Chorus, 

Frank  Dailey  and  His  Orch. 
Hello  Cutie — Fox-trot,  with  Vocal  Chorus, 

Lanin  Melody  Orch. 
3131  Memphis  Blues — Fox-trot   ....Original  Indiana  Five 

Hot  Stuff — Fox-trot   Original  Indiana  Five 

VOCAL  RECORDS 
3138  If  I   Didn't   Know  Your   Husband    (And  You 
Didn't  Know  My  Wife)— Novelty  Duet, 

The  Topnotchers 

Bridget  O'Flynn — Baritone  Solo  Jack  Kaufman 


Banner  Records 


1959 

1960 

1961 
1962 

1963 

1964 
1965 
1966 

1967 

1970 

1968 
1969 
1971 
1972 
1973 
1974 
1975 

1976 
2151 

2152 
2153 
2149 
2150 

1977 


DANCE  RECORDS 
Red  Lips  Kiss  My  Blues  Away — Fox-trot, 


Pick  a  Rose 


Sam  Lanin's  Dance  Orch. 
n  Picardy — Fox-trot, 

Imperial  Dance  Orch. 
Put  Your  Arms   Where  They  Belong — Waltzj 

Adrian  Schubert's  Salon  Orch. 
I'm  Looking  for  a  Girl  Named  Mary — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Side  By  Side — Fox-trot.  ..  Sam  Lanin's  Dance  Orch 

Hello  Cutie — Fox-trot   Sam  Lanin's  Dance  Orch 

Where  the  Wild,  Wild  Flowers  Grow— Fox-trot, 

Imperial  Dance  Orch. 

Kosy  Cheeks — Fox-trot   The  Six  Hottentots 

Fifty    Million    Frenchmen    Can't    Be  Wrong— 

„  Fox-trot   Jerry  Macey  and  His  Gang 

Oh,   Lizzie — Fox-trot    ...Jerry  Macey  and  His  Gang 

I'm  in  Love  Again — Fox-trot  The  Six  Hottentots 

South  Wind — Fox-trot   Missouri  Jazz  Band 

If  You  See  Sally — Fox-trot .  Fred  Rich's  Dance  Orch. 

While  I  Have  You — Fox-trot  Missouri  Jazz  Band 

Russian  Lullaby — Waltz, 

_  ,     •  Adrian  Schubert's  Salon  Orch. 

lake  Me  Back  to  Slumberland — Waltz, 

Adrian  Schubert's  Salon  Orch. 
You're  the  One  for  Me — Fox-trot, 

Imperial  Dance  Orch. 
I  11  Always  Remember  You — Fox-trot, 
„        .        .  Fred  Rich's  Dance  Orch. 

Sometimes  I'm  Happy  (From  "Hit  the  Deck") 

—Fox-trot   The  Six  Hottentots 

Silver  Moon  (From  "My  Maryland") — Waltz, 

Adrian  Schubert's  Salon  Orch. 
VOCAL  RECORDS 
I'm   Looking  Over  a   Four-Leaf  Clover — Male 

Duet,  with  Piano  Accomp  The  Radio  Imps 

Down   in    the    Old   Neighborhood — Tenor  Solo, 

with   Orch.   Accomp  Irving  Kaufman 

My  Wife's  in  Europe  To-day — Tenor  Solo,  with 

„  Orch    Accomp  Irving  Kaufman 

Baby  Mine — Tenor  Solo,  with  Orch.  Accomp., 

.  Irving  Kaufman 

So  Blue — Baritone  Solo,  with  Orch.  Accomp., 

The  Red  Masked  Baritone 
I   Told   You   I'd   Never   Forget   You — Baritone 

Solo,  with  Orch.  Accomp.,  The  Red  Masked  Baritone 
I   Gotta   Get   Myself   Somebody  to   Love — Con- 
tralto Solo,  with  Piano  Accomp  Evelyn  Preer 

Muddy  Water — Contralto  Solo,  with  Piano  Ac-  ' 

comp  Evelyn  Preer 

The  More  Wc  Are  Together — Male  Duet,  with 

Piano  Accomp  Billy  Jones-Ernest  Hare 

Pretty    Little  Dear — Male    Duet,    with  Piano 

Accomp  Billy  Jones-Ernest  Hare 

Ain't   She   Sweet? — Baritone   Solo,  with  Guitar 

Accomp  Radio  Red 

Down  Kentucky  Way — Baritone  Solo,  with  Guitar 

Accomp  Radio  Red 

There's  Everything  Nice  About  You — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

In  a  Shady  Nook  by  a  Babbling  Brook — Male 

Duet,  with  Piano  Accomp  The  Radio  Imps 

PIPE-ORGAN  RECORD 

So  Blue — Pipe  Organ  Edmund  Cromwell 

Honolulu  Moon — Pipe  Organ  Edmund  Cromwell 

FIDDLER  RECORD 
Turkey  in  the  Straw— Old-Time  Fiddle  Solo, 

Tohn  Baltzell 
The  Girl  I  Left  Behind— Old-Time  Fiddle  Solo, 

John  Baltzell 

HAWAIIAN  RECORD 
Bells  of  Hawaii — Guitar  Duet,  with  Vocal  Re- 
frain  Frank  Ferera's  Hawaiians 

Love's   Paradise — Guitar   Duet,   with   Vocal  Re- 

frain   Frank  Ferera's  Hawaiians 

Rhapsody  in  Blue — Part  1, 

Adrian  Schubert's  Concert  Orch. 
Rhapsody  in  Blue — Part  2, 

Adrian  Schubert's  Concert  Orch. 
That  Wonderful  Mother  of  Mine — Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

Mother  o'  Mine — Tenor  Solo,  with  Orch.  Accomp., 

.        .  Charles  Harrison 

M-o-t-h-e-r — Baritone  Solo,  with  Orch.  Accomp.. 

Arthur  Fields 
What  a  Friend  We  Have  in  Mother — Baritone 

Solo,  with  Orch.  Accomp  Arthur  Fields 

RACE  RECORDS 
Gonna  Put  You  Right  in  Jail — Comedienne,  with 

Novelty  Accomp  Laura  Smith 

Don't  You  Leave  Me  Here — Comedienne,  with 
Novelty  Accomp  Laura  Smith 


Harmony  Records 


DANCE  SELECTIONS 

391-  H  Russian  Lullaby — Waltz,  with  Vocal  Chorus 

by  Irving  Kaufman ...  .WMCA  Broadcasters 
C'est  Vous  (Say  Voo)  (It's  You)— Waltz,  with 
Vocal  Chorus  by  Arthur  Fields, 

WMCA  Broadcasters 

392-  H  Red    Lips,    Kiss   My   Blues   Away — Fox-trot, 

with  Vocal  Chorus  by  Irving  Kaufman, 

Lou  Gold  and  His  Orch. 
(When  the  Pussywillow  Whispers  to  the  Cat- 
nip)   The  '  Whisper    Song — Fox-trot,  with 
Lou  Gold  and  .  His  Orch. 
394-H  Beedle  Urn  Bo — Fox-trot,  with  Vocal  Chorus 
by  Art  Barnett, 

Tommy  Christian  and  His  Orch. 
Heaven  Help  a  Sailor  on  a  Night  Like  This — 
Fox-trot,  with  Vocal  Chorus  by  Art  Barnett, 
Tommy  Christian  and  His  Orch. 

393-  H  (What  Do  I  Care  What)    Somebody  Said— 

Fox-trot,    with    Vocal    Chorus    by  Arthur" 

Fields   The  Harmonians 

(Does  She  Love  Me)  Positively — Absolutely — 
Fox-trot,  with  Vocal  Chorus  by  Jack  Wil- 
son  The  Harmonians 

389-H  My  Idea  of  Heaven  (Is  to  Be  in  Love  With 
You) — Fox-trot,     with     Vocal     Chorus  by 

Arthur  Fields   WMCA  Broadcasters 

(Continued  on  page  136) 
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I'll    Just    Go    Along — Fox-trot,    with  Vocal 
Chorus  by  Arthur  Fields, 

WMCA  Broadcasters 
3°0-H  Side  by  Side — Fox-trot,  with  Vocal  Chorus  by 

Irving  Kaufman   Broadway  Bell  Hops 

Don't    Somebody   Want   Somebody   to  Love? 
— Fox-trot,    with   Vocal    Chorus   by  Irving 

Kaufman   Broadway  Bell  Hops 

385-H  America    First,    Last    and    Always — Fox-trot, 
with  Vocal  Chorus  by  Arthur  Fields. 

Manhattan  Dance  Makers 
Wherever    You  Go — -Whatever    You    Do  (I 
Want  You  to  Know  I  Love  You) — Fox-trot, 
with  Vocal  Chorus  by  Arthur  Fields. 

Manhattan  Dance  Makers 

387-  H  Stockholm  Stomp — Fox-trot, 

Original  Indiana  Five 
The  Chant — Fox-trot. .  ..Original  Indiana  Five 

402-  H  The   Far-Away   Bells— Fox-trot. 

The  Westerners 
I'm  Back  in  Love  Again — Fox-trot, 

F.  Farrell  and  Greenwich  Village  Inn  Orch. 

398-  H  Home,  Sweet,  Home— Waltz. 

Melody  Waltz  Orch. 
La  Golondrijia — Waltz. ...  Melody  Waltz  Orch. 

403-  H  My  Wife's  in  Europe  To-day — Fox-trot,  with 

Vocal  Chorus  by  Jack  Kaufman, 

Ross  Gorman  and  His  Virginians 
Pardon  the  Glove — Fox-trot, 

Ross  Gorman  and  His  Virginians 

399-  H  Rosy    Cheeks — Fox-trot,    with    Vocal  Chorus 

by  Hal  White   University  Six 

So  Long  Pal — Fox-trot,  with  Vocal  Chorus  by 

Arthur  Fields   University  Six 

397-H  Fifty  Million  Frenchman  Can't  Be  Wrong — 

Fox-trot,  with  Vocal  Chorus  by  Pierre  La 

Fond   Joe  Candullo    and  His  Orch. 

Go   Wash   an  Elephant    (If  You   Wanna  Do 

Something     Big)  —  Fox-trot,     with  Vocal 

Chorus  by  Irving  Kaufman, 

Joe  Candullo  and  His  Orch. 

VOCAL  SELECTIONS 

388-  H  So    Blue — Vocal  Irving  Kaufman 

Just  Wond'ring — Vocal   Irving  Kaufman 

395-  H  Ain't  She  Sweet?— Vocal   Jan  Gray 

My  Idea  of  Heaven  (Is  to  Be  in  Love  With 

You) — Vocal   Jane  Gray 

401-H  (When  the  Pussywillow  Whispers  to  the  Cat- 
nip)   The   Whisper  Song — Novelty  Singing 

Quartet   The  Harmonizers 

Side  by  Side — Novelty  Singing  Quartet, 

The  Harmonizers 

396-  H  My  Sunday  Girl — Vocal   Jack  Kaufman 

You'll   Never   Be   Missed   a   Hundred  Years 

From  Now — Vocal   Jack  Kaufman 

386-H  If  Tears  Could  Bring  You  Back  to  Me  (I'd 
Cry  My  Eyes  Out  for  You) — Vocal, 

The  Melody  Man  (Joe  Davis) 
I've  Got  Somebody  Now — Vocal, 

The  Melody  Man  (Joe  Davis) 

400-  H  Take   Your   Finger  Out  of  Your  Mouth  (I 

Want  a  Kiss  From  You) — Vocal  Duet, 

Harmony  Brothers 
Ya   Gonna   Be    Home   To-night?    (Oh,  Yeh? 

Then  I'll  Be  Over)— Vocal  Duet, 

Harmony  Brothers 
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Domino  Records 


DANCE  RECORDS 

3932  Red  Lips  Kiss  My  Blues  Away — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Pick  a  Rose  in  Picardy — Fox-trot, 

Imperial  Dance  Orch. 

3939  Put  Your  Arms  Where  They  Belong — Waltz. 

Adrian  Schubert's  Salon  Orch. 
I'm  Looking  for  a  Girl  Named  Mary — Waltz, 

Adrian  Schubert's  Salon  Orch. 

3936  Side  by  Side — Fox-trot.  ...  Sam  Lanin's  Dance  Orch. 
Hello  Cutie — Fox-trot  ....Sam  Lanin's  Dance  Orch. 

3931  Where  the  Wild,  Wild  Flowers  Grow — Fox-trot. 

Imperial  Dance  Orch. 
Rosy  Cheeks — Fox-trot   The  Six  Hottentots 

3933  Fifty    Million    Frenchmen    Can't    Be  Wrong — 

Fox-trot   Jerry  Macey  and  His  Gang 

Oh,   Lizzie — Fox-trot    ...Jerry  Macey  and  His  Gang 

3935  I'm  in  Love  Again — Fox-trot.  ...  The  Six  Hottentots 
South  Wind — Fox-trot   Missouri  Jazz  Band 

3930  If  You  See  Sally— Fox-trot. Fred  Rich's  Dance  Orch. 
While  I  Have  You — Fox-trot. ..  .Missouri  Jazz  Band 

3934  Russian  Lullaby— Waltz, 

Adrian  Schubert's  Salon  Orch. 
Take  Me  Back  to  Slumberland — Waltz, 

Adrian  Schubert's  Salon  Orch. 

3937  You're  the  One  for  Me — Fox-trot, 

Imperial  Dance  Orch. 
I'll  Always  Remember  You — Fox-trot, 

Fred  Rich's  Dance  Orch. 

3938  Sometimes  I'm  Happy  (From  "Hit  the  Deck") 

— Fox-trot   The  Six  Hottentots 

Silver  Moon  (From  "My  Maryland") — Waltz. 

Adrian  Schubert's  Salon  Orch. 
VOCAL  RECORDS 

3940  I'm    Looking   Over   a    Four-Leaf   Clover — Male 

Duet,  with  Piano  Accomp  The  Radio  Imps 

Down   in    the   Old   Neighborhood — Tenor  Solo, 
with  Orch.   Accomp  Irving  Kaufman 

3943  My  Wife's  in  Europe  To-day — Tenor  Solo,  with 

Orch.   Accomp  Irving  Kaufman 

Baby  Mine — Tenor  Solo,  with  Orch.  Accomp.. 

Irving  Kaufman 

3941  So  Blue — Baritone  Solo,  with  Orch.  Accomp.. 

The  Red  Masked  Baritone 
I   Told   You   I'd   Never   Forget   You — Baritone 
Solo,  with  Orch.  Accomp.,  The  Red  Masked  Baritone 
3946  I   Gotta   Get   Myself   Somebody  to   Love — Con- 
tralto Solo,  with  Piano  Accomp  Evelyn  Freer 

Muddy  Water — Contralto  Solo,  with  Piano  Ac- 
comp Evelyn  Preer 

3942  The  More  We  Arc  Together — Male  Duet,  with 

Piano  Accomp  Billy  Jones  Ernest  Hare 

Pretty    Little    Dear — Male    Duet,    with  Piano 

Accomp  Hilly  Jones-Ernest  Hare 

3945  Ain't  She  Sweet? — Baritone  Solo,  with  Guitar, 

Accomp  ...Radio  Red 

Down  Kentucky  Way — Baritone  Solo,  with  Guitar 
Accomp  Radio  Red 

3944  There's  Everything  Nice  About  You — Male  Duet. 

with  Piano  Accomp  The  Radio  Imps 

In  a  Shady  Nook  by  a  Babbling  Brook  Male 

Duet,  with  Piano  Accomp  The  Radio  Imps 

I  I  PE  ORGAN  RECORD 

39^7  So  Blue— Pipe  Organ  Edmund  Cromwell 

Honolulu  Moon — Pipe  Organ  Edmund  Cromwell 

FIIMH.F.K  RECORD 
0179  Turkey  in  the  Straw    Old  Time  Fiddle  So'o, 

lohn  lU'tzdl 
The  Girl  I  Left  Behind    Old  Time  Fiddl-  Solo. 

John  Baltzell 

HAWAIIAN  KF.CORI) 
01H0  Belli  of  Hawaii— Guitar  Duet,  with  Vocal  Re 

frain   Frank  Ferera's  Hawaiian* 


Love's  Paradise — Guitar  Duet,   with   Vocal  Re- 
frain  Frank  Ferera's  Hawaiians 

0181  Rhapsody  in  Blue — Part  1, 

Adrian  Schubert's  Concert  Orch. 
Rhapsody  in  Blue — Part  2, 

Adrian  Schubert's  Concert  Orch. 

0177  That  Wonderful  Mother  of  Mine— Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

Mother  o'  Mine — Tenor  Solo,  with  Orch.  Accomp., 

Charles  Harrison 

0178  M-o  t-h-e-r — Baritone  Solo,  with  Orch.  Accomp., 

Arthur  Fields 
What  a  Friend  We  Have  in  Mother — Baritone 

Solo,  with  Orch.  Accomp  Arthur  Fields 

RACE  RECORDS 
3948  Gonna  Put  Yqu  Right  in  Jail — Comedienne,  with 

Novelty  Accomp  Laura  Smith 

Don't  You  Leave  Me  Here — Comedienne,  with 
Novelty  Accomp  Laura  Smith 


8284 
8285 

8286 

8287 

8288 

8289 
8290 

8291 

8292 
8293 

8294 


Regal  Records 

DANCE  RECORDS 
Fifty    Million    Frenchmen    Can't    Be    Wrong — 

Fox-trot   Jerry  Macey  and  His  Gang 

Oh,  Lizzie — Fox-trot. ..  .Jerry  Macey  and  His  Gang 
Put  Your  Arms  Where  They  Belong — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Take  Me  Back  to  Slumberland — Waltz, 

Adrian  Schubert's  Salon  Orch. 
If  You  See  Sally — Fox-trot. Fred  Rich's  Dance  Orch. 
Pick  a  Rose  in  Picardy — Fox-trot, 

Imperial  Dance  Orch. 
You're  the  One  for  Me — Fox-trot, 

Hollywood  Dance  Orch. 
Hello  Cutie — Fox-trot  ....Sam  Lanin's  Dance  Orch. 
Red  Lips  Kiss  My  Blues  Away — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
While  I  Have  Y'ou — Fox-trot. . Imperial  Dance  Orch. 
I'm  in  Love  Again — Fox-trot.  ..  .The  Six  Hottentots 

Rosy  Cheeks — Fox-trot   The  Six  Hottentots 

Side  by  Side — Fox-trot.  ..  .Sam  Lanin's  Dance  Orch. 
I'll  Always  Remember  You — Fox-trot, 

Fred  Rich's  Dance  Orch. 
Sometimes  I'm  Happy  (From  "Hit  the  Deck") 

— Fox-trot   The  Six  Hottentots 

Silver  Moon  (From  "My  Maryland") — Waltz, 

Adrian  Schubert's  Salon  Orch. 
Where  the  Wild.  Wild  Flowers  Grow— Fox-trot, 

Imperial  Dance  Orch. 

South  Wind — Fox-trot   Imperial  Dance  Orch. 

Russian  Lullaby — Waltz, 

Adrian  Schubert's  Salon  Orch. 
I'm  Looking  for  a  Girl  Named  Mary — Waltz, 

Adrian  Schubert's  Salon  Orch. 
VOCAL  RECORDS 
I'm  Looking  Over  a  Four-Leaf  Clover — Male 


Duet,  with  Piano  Accomp  The  Radio  Imps 

Down   in   the   Old   Neighborhood — Tenor  Solo, 
with  Orch.   Accomp  Irving  Kaufman 

8295  So  Blue — Baritone  Solo,  with  Orch.  Accomp., 

The  Red  Masked  Baritone 
I  Told  You  I'd  Never  Forget  Y'ou — Bar>one 
Solo,  with  Orch.  Accomp., 

The  Red  Masked  Baritone 

8296  There's  Everything  Nice  About  You — Male  Duet, 

with  Piano  Accomp  The    Radio  Imps 

Pretty    Little    Dear — Male    Duet,    with  Piano 
Accomp  Billy  Jones-Ernest  Hare 

8297  My  Wife's  in  Europe  To-day — Tenor  Solo,  with 

Orch.  Accomp  Irving  Kaufman 

Baby  Mine — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 

8298  Ain't   She   Sweet  ?— Baritone  Solo,  with  Guitar 

Accomp  Radio  Red 

Down     Kentucky    Way — Baritone     Solo,  with 
Guitar  Accomp  Radio  Red 

8299  The  More  We  Are  Together— Male  Duet,  with 

Piano  Accomp  Billy  Jones-Ernest  Hare 

In  a  Shady  Nook  by  a  Babbling  Brook — Male 
Duet,  with  Piano  Accomp  The  Radio  Imps 

8300  I  Gotta   Get  Myself   Somebody  to  Love — Con- 

tralto Solo,  with  Piano  Accomp  Evelyn  Preer 

Muddy  Water — Contralto  Solo,  with  Piano  Ac- 
comp Evelyn  Freer 

PIPE-ORGAN  RECORD 

8301  Honolulu  Moon — Pipe  Organ  ....Edmund  Cromwell 
So  Blue — Pipe  Organ  Edmund  Cromwell 

HAWAIIAN  RECORD 

8302  Love's  Paradise — Guitar  Duet,  with  Vocal  Re- 

frain .....Frank  Ferera's  Hawaiians 

Bells  of  Hawaii — Guitar  Duet,  with  Vocal  Re- 
frain  Frank  Ferera's  Hawaiians 

FIDDLER  RECORD 

8303  The  Girl  I  Left  Behind— Old  Time  Fiddle  Solo, 

John  Baltzell 
Turkey  in  the  Straw — Old-Time  Fiddle  Solo, 

John  Baltzell 

8307  Rhapsody  in  Blue — Part  1, 

Adrian  Schubert's  Concert  Orch. 
Rhapsody  in  Blue — Part  2, 

Adrian  Schubert's  Concert  Orch. 

8305  That  Wonderful  Mother  of  Mine— Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

Mother     o'     Mine — Tenor     Solo,     with     Orch.  _ 
Accomp  Charles  Harrison 

8306  Mother — -Baritone  Solo,  with  Orch.  Accomp., 

Arthur  Fields 
What  a  Friend  We  Have  in  Mother — Baritone 

Solo,  with  Orch.  Accomp  Arthur  Fields 

RACE  RECORD 

8304  Don't  Yrou  Leave  Me  Here — Comedienne,  with 

Novelty  Accomp  Laura  Smith 

Gonna  Put  Y'ou  Right  in  Jail — Comedienne,  with 
Novelty  Accomp  Laura  Smith 


Eastern  Canadian  Federal 

Dealers  Hold  Meeting 

Gathering  Sponsored  by  Tait  Radio  Sales  Dis- 
cusses Plans  for  Coming  Season — Federal 
Radio  Corp.  Officials  Speak 


Toronto,  Canada,  May  6. — Designated  retailers 
of  Federal  Ortho-sonic  radio  gathered  here 
recently  in  a  meeting  which  one  newspaper 
man  termed  "the  most  successful  and  inspiring 
radio  assembly  yet  conducted  in  Eastern  Can- 
ada." Sixty-seven  retailers  attended  as  guests 
of  Tait  Radio  Sales,  wholesaler  in  Ontario  and 
Quebec  for  the  Federal  Radio  Corp.,  Buffalo. 

Dinner  at  the  King  Edward  Hotel  preceded 
the  business  session.  W.  H.  Tait,  general  man- 
ager of  Tait  Radio  Sales,  presided  as  toast- 
master  for  the  banquet  and  during  the  formal 
meeting  as  chairman. 

After  a  brief  speech  of  appreciation  for  the 
enthusiastic  response  of  the  retailers  present, 
Mr.  Tait  introduced  C.  J.  Jones,  assistant  sales 
manager  of  the  Federal  Radio  Corp.,  who  made 
important  announcements  relative  to  Federal's 
sales  and  production  plans  for  1927-8.  Much 
of  Mr.  Jones'  talk  applied  also  to  merchandis- 
ing methods  for  Spring  and  Summer,  and 
plans  for  Summer  campaigning  were  developed. 

A.  C.  Stearns,  advertising  manager,  next  de- 
scribed the  widespread  publicity  accomplish- 
ments of  the  Federal  Co.,  the  successful  use 
of  Ortho-sonic  receivers  aboard  railroad  trains 
and  in  current  moving  pictures  and  the  great 
advantage  of  tying  up  retail  merchandising 
with  these  events.  Mr.  Stearns  was  followed 
by  K.  I..  Henderson,  assistant  to  the  chief 
engineer  of  the  Federal  Radio  Corp.  Mr.  Hen- 
derson led  a  round-table  discussion  of  construc- 
tion and  service  methods  and  stressed  the  vital 
need  of  simplified,  economical  servicing  bv  the 
retailer,  who  must  continually  watch  his  costs. 
A  more  general  engineering  talk  was  then 
given  by  L.  C.  F.  Horle,  chief  engineer  and 
inventor  of  the  Ortho-sonic  circuit. 

Speeches  in  the  interest  of  Tait  Radio  Sales 
were  given  by  W.  H.  Tait  and  George  Wrathall. 
()t Iters  called  upon  by  the  chairman  included 
rC.  M.  Fickett,  senior  announcer  of  station 
WGR,  Buffalo,  and  N.  K.  Badina,  territorial 
representative  for  Federal  in  Canada. 


How  Live  Jobber  Aids 

Dealers  in  Artist  Tie-Ups 

Jerome  Harris,  of  C.  Bruno  &  Son,  Inc.,  New 
Vork  City,  Victor  distributor,  who  is  respon- 
sible for  the  effective  tie-ups  between  Victor 
dealers  and  the  appearances  of  the  various  pic- 
tures of  the  Metro-Goldwyn-Mayer  Corp.,  stated 
that  the  new  Lillian  Gish  picture,  "Annie 
Laurie,"  which  was  presented  at  the  Embassy 
Theatre,  New  York  City,  last  week,  would  pro- 
vide another  opportunity  for  Victor  dealers. 
Mention  will  be  made  in  Metro  literature  of  a 
tie-up  with  Victor  dealers.  Victor  records  of. 
this  famous  ballad  are  sung  by  Melba,  McCor- 
mack  and  Louise  Homer. 


Canadian  General  Elec.  Co. 
Wins  Alexanderson  Suit 


The  Radio  Corp.  of  America  has  been  advised 
that  the  Canadian  General  Electric  Co.  has  won 
its  suit  on  the  Alexanderson  tuned  radio  fre- 
quency patent  in  Canada.  Alexanderson  licenses 
under  the  Canadian  patent  have  been  granted  to 
the  Canadian  Westinghouse  Co.  and  other  Ca- 
nadian concerns,  according  to  RCA  officials  in 
New  York.  The  apparatus  involved  in  the  Ca- 
nadian suit  was  a  neutrodvne  receiver. 


Nelson  Music  House  Opens 

Billings,  Mont.,  May  5. — The  formal  opening 
of  the  Nelson  Music  House  in  its  new  quarters 
was  held  the  latter  part  of  last  month  and  a 
concert  by  the  Automatic  Orthophonic  Yictrola 
was  the  feature  of  the  opening.  The  complete 
Victor  line  is  carried. 


A.  A.  Hellstern  Buys  Store 

Cambridge,  O.,  May  5. — A.  A.  Hellstern  recently 
purchased  the  stock  of  talking  machines  and 
other  musical  instruments  from  the  Davis, 
Burkham  &  Tyler  Music  Co.,  843  Wheeling 
avenue,  here.  He  will  continue  the  store  at  the 
same  location  and  plans  an  aggressive  sales 
promotion  campaign 
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I  CONSTRUCTIVE  ARTICLES  IN  THIS 
ISSUE  OF  THE  WORLD 

Ready  Reference  for  Salesmen,  Dealers  and  Department  Heads 


Panatrope  Supplies  "Side 
Line"  Music  in  Movie  Studio 

Production  Manager  of  Metropolitan  Studios 
Has  Fitzgerald  Music  Co.  Install  Panatrope 
for  Use  During  Filming  of  "The  Heart  Thief" 


A  drastic  change  in  studio  "side  line"  music 
was  introduced  by  George  Bertholon,  general 
production  manager  of  the  Metropolitan  Picture 
Corp.  studios  in  Hollywood.  During  the  filming 
of  "The  Heart  Thief"  Mr.  Bertholon  had  Mr. 
Reed,  manager  of  the  Fitzgerald  Music  Co.,  of 
Los  Angeles,  Brunswick  dealer,  send  a  Pana- 
trope to  the  studio,  where  it  was  "plugged  in" 
on  'the  current  for  an  entire  sequence  which  took 
four  days  to  film.  The  Metropolitan  Studios 
report  that  the  Panatrope  was  a  great  success. 

The  Panatrope  is  ideal  for  the  purpose,  as  it 
permits  a  wide  variety  of  musical  entertainment 
and  requires  only  one  person  to  operate  it.  It 
naturally  necessitates  a  careful  selection  of 
numbers  and  is  flexible  enough  to  permit  its 
use  on  any  scene  at  any  time.  A  big  feature  is 
that  it  can  be  controlled  so  as  to  permit  the 
softest  tones  possible  or  to  thunder  forth,  in 
a  fitting  manner,  during  the  filming  of  a  large 
mob  scene. 

Leo  G.  Friedman  to  Rep- 
resent Bosworth  Mfg.  Co. 

  < 

Leo  G.  Friedman,  who  for  the  past  eighteen 
months  has  acted  as  exclusive  sales  representa- 
tive for  the  Connewey  Electric  Labs.,  Hoboken, 
N.  J.,  manufacturer  of  the  Magnatron  tubes, 
was  recently  appointed  to  also  represent  the 
Bosworth  Electric  Mfg.  Co.,  of  Cincinnati,  O., 
in  New  York  and  Philadelphia  territory.  The 
Bosworth  Co.  manufactures  high-grade  radio 
receiving  equipment.  Mr.  Friedman,  who  had 
demonstrating  rooms  in  the  Pennsylvania 
Building,  New  York  City,  is  negotiating  for 
larger  quarters  in  the  Grand  Central  district. 

Receivers  Named  for  David 
Grimes  Radio  &  Record  Go. 

Receiver  in  equity  has  been  appointed  for 
the  David  Grimes  Radio  and  Cameo  Record 
Corp.,  1571  Broadway,  New  York  City.  James 
N.  Mandeville  and  Robert  P.  Levis  were  ap- 
pointed receivers  by  Judge  Goddard.  This  ac- 
tion was  taken  on  the  complaint  of  the  Whit- 
tier  Corp.,  a  creditor,  and  upon  the  consent  of 
1.he  defendant  corporation.  The  assets  are  stated 
to  exceed  the  liabilities,  which  amount  to  $1,- 
200,000. 

Miss  L.  M.  Guth  on  the 
Credit  Association  Program 

For  the  first  time  in  the  history  of  the  Na- 
tional Credit  Association,  a  woman  has  received 
an  official  place  on  the  program.  The  annual 
convention  is  to  be  held  this  year  early  in  June. 
Miss  L.  M.  Guth,  credit  manager  of  the  Plaza 
Music  Co.,  New  York  City,  will  preside  as 
chairman  of  the  Ladies'  Conference  on  Thursday 
afternoon,  June  9.  There  is  also  to  be  a  special 
breakfast  for  the  ladies  and  the  officials  of  the 
National  Group,  at  which  Miss  Guth  will  also 
fict  as  chairman.  Miss  Guth  is  chairman  of  the 
ladies'  committee — Eastern  Division. 

"Salestructor"  Contains 

Interesting  Information 

The  second  issue  of  the  Salestructor,  issued 
by  Gross-Brennan,  Inc.,  New  York,  factory  rep- 
resentative for  the  radio  division  of  the  Strom- 
berg-Carlson  Tel.  Mfg.  Co.,  contains  a  wealth  of 
interesting,  newsy  and  constructive  information. 
The  leading  editorial,  titled  "Partners"  details 
the  co-operation  which  should  exist  between  the 


Thoughts  of  the  Radio  Industry  Are 
on  Conventions  and  Radio  Trade 
Show  3  and  60-62 

Turnover  at  a  Profit  Is  the  Basis  of 

Retail  Success   4 

Columbia  Organization  Purchases  Con- 
trolling Interest  in  Nipponophone 
Co   6 

A  Practical  System  of  Retail  Record 

Stock  Control   8 

Radio  Service  Pays  at  the  Haynes- 

Griffin  Store   10 

Montana  Drug  Store  Purchased  Carry- 
ola  for  Own  Use  and  Is  Now  a  Live 
Dealer   ,  11 

Is  Your  Window  Display  an  Asset  or 


Liability?    12 

Radio  Corp.  Competition  Designed  to 
Secure  Practical  Merchandising 
Methods   14 

Automatic    Victrola    Kindles  Public 

Enthusiasm   ,   16 

Money  Making  Suggestions  for  Am- 
bitious Merchants   18 

"No   Man's  Land"    Is  a  Rich  Field 

for  Live  Salesmen   22 

Planned  Advertising  Creates  Pros- 
pects and  Sales   26 

Survey  Shows  Dealers'  Profit  on  Serv- 
ice  28 

A  Work  Bench  to  Facilitate  Servicing 
Radio  Receiving  Sets  by  the  Re- 
tailer   34 

Late  News  Section  of  The  Talking  Ma- 
chine World   34a-34d 

An  Event  of  Significance  to  Radio.  .  34b 

Increased  Profit  by  Higher  Unit  Val- 
ues of  Sales   34b 

Intelligent  Publicity  Helps  the  Indus- 
try  34c 

Looking  Ahead  Is  a  Matter  of  Good 

Business   34c 

The  National  Music  Week  Celebration  34c 

Manufacturers'  Refusal  to  "Dump" 
Distressed  Merchandise  Helps  Stab- 
ilize Radio  Market   36 


manufacturer,  the  wholesale  representatives  and 
dealers.  These  three,  the  article  states,  are  part- 
ners in  the  true  sense  of  the  word  and  each 
must  act  as  a  partner  or  else  he  is  falling  down 
on  the  job. 

Other  articles  include  a  short  resume  of  the 
business  life  of  Arthur  Hill  and  Benjamin  Koso- 
witz,  proprietors  of  the  Liberty  Music  Shop, 
New  York,  who  have  won  great  success  in 
handling  Stromberg-Carlson  products;  an  inter- 
esting letter  from  Joe  Mayers,  owner  of  the  In- 
ternational Phonograph  Co.,  who  explains  how 
concentration  on  making  larger  units  of  sales 
will  result  in  added  profit,  and  other  clever 
merchandising  items. 


Lion  Store  Radio  Guarantee  Clarifies 

Stand  on  Service  Liability   37 

"Radio  Advertising  Places  Too  Much 
Emphasis  on  Set,"  Says  S.  M. 
Masse   38 

Program  for  National  Music  Industries 
Convention  at  Chicago  Nearing 
Completion    46 

Profit-winning  Sales  Wrinkles   48 

Eastern  Division  of  Radio  Manufac- 
turers' Association  Holds  Interest- 
ing Meeting   58 

Latest  Figures  on  Exports  and  Im- 
ports of  Talking  Machines  and  Rec- 
ords   83 

New  Stores  and  Changes  Among 
Talking  Machine  Dealers  During 
the  Past  Month   88 

Brunswick  Co.  Display  Room  at  At- 
lantic City  Is  Open   90 

Talking  Machine  and  Radio  Men  Hear 
an  Interesting  Address  on  Retail 
Discounts  96-98 

Suggests  a  Program  of  Radio  Devel- 
opment   98 

Mohawk  Distributors  Stage  Three-day 

Convention  in  Chicago  110-112 

In  the  Musical  Merchandise  Field  .125-128 

Summer  Season  Brings  Big  Oppor- 
tunities for  Business  in  Stringed  In- 
struments   125 

"The  Child  Who  Plays  a  Musical  In- 
strument Enjoys  an  Advantage 
Over  Others"   126 

Stringed  Instrument  Contest  for  Phil- 

adelphians    127 

Gleanings  from  the  World  of  Music.  130 

Annual  Meeting  of  Sheet  Music  Deal- 
ers in  Chicago  to  Discuss  Many 
Questions   130 

Liggett's  Store  in  New  York  Features 
Music   131 

Attendance  at  Concerts  Reported  to 

Be  Decreasing    132 

Latest  Bulletins  of  Talking  Machine 
Records   133-136 


Columbia  Hits 

Hits  from  "The  Circus  Princess,"  Vienna's 
latest  contribution  to  New  York's  musical  pro- 
ductions, are  now  available  on  Columbia  New 
Process  records.  "Dear  Eyes  That  Haunt  Me" 
and  "Like  You,"  the  two  outstanding  numbers 
of  the  show,  are  recorded  as  fox-trots  with 
vocal  choruses. 


Assignment 

William  F.  Orr,  talking  machine  dealer  of 
North  Adams,  Mass.,  has  assigned  his  business 
to  Harry  Kahn,  another  dealer. 


CORRESPONDENCE  FROM  LEADING  CITIES 

Cincinnati,  51 — Toledo,  54 — Kansas  City,  56 — Milwaukee,  66 — St.  Louis,  67 — Balti- 
more, 68 — Boston,  70 — Los  Angeles,  74 — Buffalo,  75 — Indianapolis,  75 — New  York, 
76 — Richmond,  78 — Minneapolis  and  St.  Paul,  78 — Pittsburgh,  82 — Canada,  86 — 
Cleveland,  91 — Philadelphia,  92-98 — Portland,  100 — Chicago,  105-112 — Detroit,  120 
 Salt  Lake  City,   120 — News  from  the  World's  European  Office,  122b. 
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Argus  Radio  Corp   121 
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Bacon  Banjo  Co   128 

Barker  Wholesale  Co   30 
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Birnbach  Radio  Co   32 
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Phonograph 

Style  XXXII 

*Meeb  thereto  'Phonograph  Standard 


None  can  doubt  that  new  life,  new  interests  and  new  vitality  has  enlivened  the  phonograph  trade  as  a  whole  and  has 
already  rebounded  to  the  benefit  of  the  dealer  who  has  awakened  to  the  situation.  Today  among  music  lovers  the 
impetus  is  to  see  what  is  new.  They  judge  altogether  by  new  standards — new  designs,  new  finishes,  new  equipment, 
new  tone  and  new  results.  The  Starr  Isosonic  Acoustical  Phonograph  is  an  embodiment  of  every  new  feature  demanded 
by  the  public  today. 

It  presents  itself  as  offering  the  immediate  appeal  of  the  newest  and,  we  believe,  the  best  in  design,  tone,  and 
genuine  quality  throughout  each  of  which  is  a  qualification  that  has  always  characterized  products  of  Starr  origin.  Coming 
from  an  organization  the  size  and  standing  of  Starr,  the  announcement  of  a  new  phonograph  is  doubly  significant  because 
in  such  an  instrument  is  represented  the  skill,  the  resources,  and  the  experience  of  an  organization  of  over  fifty-five 
years  standing. 

It  is  an  axiom  that  the  old  reliable  concern  is  the  one  which  fulfills  the  demand  for  dependable  merchandise.  If  you 
desire  to  stand  ready  to  meet  this  new  business,  to  develop  a  dealership  that  will  be  successful  and  permanent,  to  offer 
goods  backed  by  an  organization  with  over  a  half  century's  square  business  dealing  behind  it,  investigate  the  new  Starr 
Isosonic  Acoustical  Phonograph  and  its  many  possibilities  with  which  to  adequately  meet  the  healthy  new  trade  situation. 


SPECIAL  FEATURES 

Every  resource  of  material  and  artistic  skill  has  been  utilized 
to  make  in  the  new  Starr  Isosonic  Phonograph  an  instrument  of 
perfect  quality  throughout.  We  believe  that  so  great  is  the  orig- 
inality and  uniqueness  in  tonal  achievement  and  design  and  appoint- 
ments that  the  Starr  is  without  peer  in  this  field. 


SOUND  BOX  of  specially  alloyed 
aluminum.  Diaphragm  of  micro- 
scopic thickness,  finely  rolled,  treated 
and  tempered.  Very  sensitive.  No 
screws  or  loose  parts  to  rattle. 

TONE  ARM— Base  and  bracket  of 
specially  alloyed  cast  brass,  tubing 
of  drawn  brass.  Throw-back  type. 
Revolves  on  ball  bearing  base  and 
pivot  point.  Entire  arm  and  base 
air  tight  to  avoid  any  leakage  of 
vibration. 

MOTOR— Starr  designed,  double 
springs,  powerful,  smooth,  noiseless. 
Runs  with  absolute  precision. 

HORN — New  type  acoustical  horn 


of  aged,  straight-grained  silver 
grain  spruce.  Reproduces  all  tones 
with  exact  fidelity  to  original.  The 
melody  brought  forth  by  the  Starr 
is  a  revelation  in  tonal  achievement. 

FINISH  AND  SIZE— Either  high 
light  blended  mahogany  or  walnut 
of  rich  and  appealing  color  effects. 
Height,  40J4  inches;  width,  22% 
inches;  depth,  22*4  inches. 

OTHER  FEATURES— The  Starr 
is  replete  in  refinements  and  con- 
veniences that  provide  for  the 
owner's  complete  satisfaction  and 
only  add  to  it_as  a  musical  creation 
of  unsurpassed  excellence. 


The  Starr  Piano  Company 

Established  1872     Factories:  Richmond,  Indiana 

BRANCHES  IN: 

New  York,  Boston,  Detroit,  Cleveland,  Dayton,  Cincinnati,  Chicago, 
Indianapolis,  Nashville,  Birmingham,  Kansas  City, 
Los  Angeles,  Portland,  San  Francisco 


W 

Style  XXXII 


erence  is  in 


Can  a  phonograph  of  Edison  quality  be  'J 

made  by  mass  production   ♦ 

Should  a  phonograph  have  a  tone  of  its  ^ 

own'  '  -  ♦ 

What  is  the  truest  test  of  phonograph  ^ 

quality   ♦ 

Why  is  music  at  times  rich  and  beautiful;  y 

again  harsh  and  unpleasant   ♦ 

What  do  overtones  mean  to  music  Re-  ^ 

Creation   ♦ 

Why  do  most  people  like  jazz  better  *J 

than  classical  music   ♦ 


A  NSWERING  questions  is  now  the  national  game.  At 
parties,  at  private  home  gatherings — .everywhere  through- 
out the  country  people  are  poring  over  books  of  questions. 
Small  wonder  the  new  Edison  advertising — your  advertising 
— is  attracting  such  attention,  bringing  such  increased  business 
to  dealers  who  have  the  foresight  to  tie  up  with  the  advertising. 

The  questions  reproduced  above  are  just  a  few  of  those  that 
have  been  answered  by  Mr.  Edison,  himself,  in  recent  adver- 
tisements in  nationally  read  magazines  and  newspapers.  They 
have  set  music  lovers  thinking,  and  when  they  are  in  that  frame 
of  mind  you  can  rest  assured  that  they  are  going  to  seek  fur- 
ther information  from  an  Edison  dealer. 

The  nearest  Edison  jobber  will  be  glad  to  prepare  you  to  take  ad- 
vantage of  this  timely  advertising.     Get  in  touch  with  him  today? 

THOMAS  A.  EDISON,  Inc.,  Orange,  N.  J. 


NEW 


EDISON 


NEW  TORK 

Albany :  American  Phonograph  Co. 

OHIO 

Cleveland:  The  B.  W.  Smith,  Inc. 

PENNSYLVANIA 

Philadelphia :  Girard  Phonograph  Co. 
Pittsburgh:  Edison  Phonograph  Distributing  Co. 
Wllltamsport:  \V.  A.  Myers. 

TEXAS 

Dallas:  Texas-Oklahoma  Phonograph  Co. 

UTAH 

Ogden :  Proudflt  Sporting  Goods  Co. 

VIRGINIA 

Richmond:  The  C.  B.  Hnynes  Co.,  Inc. 


Jobbers  of  the  New  Edison 

CANADA 

St.  John:  W.  H.  Thorne  &  Co..  Ltd. 

St.  Thomas:  Edison  Phonograph  Distributing  Co. 

Vancouver:  Kent  Piano  Co.,  Ltd. 

CALIFORNIA 

San  Francisco:  Edison  Phonograph  Distributing  Co. 

COLORADO 

Denver:  Edison  Phonograph  Distributing  Co. 

GEORGIA 

Atl  itit.i:  Edison  Phonograph  Distributing  Co. 

ILLINOIS 

Chicago:  Edison  Phonograph  Distributing  Co. 


a 


LOUISIANA 

New  Orleans:  Diamond  Music  Co.,  Inc. 

MASSACHUSETTS 

Boston:  Edison  Phonograph  Distributing  Co. 

MINNESOTA 

Minneapolis:  Edison  Phonograph  Distributing  Co. 

MISSOURI 

Kansas  City:  Edison  Phonograph  Distributing  Co. 

St.  Louis:  Sllverstone  Music  Co. 

NEW  JERSEY 

Orange :  Edison  Phonograph  Distributing  Co. 
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VINCENNES 
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During  Convention  Week  at  the  Stevens  Hotel,  hundreds  of  dealers  did  pick  the  Vincennes  with  their 
eyes  shut.  Not  one  hesitated  for  a  second.  There  was  not  the  slightest  doubt  about  the  splendor  of 
the  tone  quality  or  the  magnificence  of  the  cabinet  work. 

And  when  all  the  details  of  the  "Vincennes  Merchandising  Plan"  were  outlined  to  them,  orders 
for  immediate  shipment  were  placed  that  far  exceeded  the  mid-season  requirements  in  many  cities. 

You  will  want  to  hear  the  full  story  of  the  new  Veraphonic  principle  that  will  enable  you  to  offer 
tone  quality  and  value  that  has  no  equal  in  the  entire  phonograph  industry.  Write  today  for  our  ex- 
clusive proposition,  "Vincennes  for  1927  Profits". 

VINCENNES  PHONOGRAPH  COMPANY 

VINCENNES,  IND. 
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Analysis  of  the  Effect  on 
Sales  of  the  New  Talking  Machines 

Marked  Revival  of  Public  Interest  in  Machines  and  Records  Results 
From  Introduction  of  Improved  Models — Milwaukee  Survey  Gives  Con- 
crete Illustration  —  Radio  Sales  Figures  Indicate  a  Steady  Sales  Gain 


WHAT  have  been  the  tangible  results 
brought  about  by  the  introduction  of  the 
new  and  revolutionary  types  of  talking 
machines  and  phonographs  in  the  rejuvenation 
of  public  interest  in  phonographic  music  and  in 
the  market  for  instruments  that  reproduce  such 
music?  It  is  a  matter  deserving  thought,  be- 
cause of  its  bearing  on  future  business. 

It  is  generally  appreciated  that  the  revival 
of  the  interest  in  talking  machine  music  and 
instruments  for  producing  it  has  been  marked. 
Most  retailers  have  been  able  to  gauge  this 
revived  interest  in  terms  of  increased  sales 
volume,  and  even  those  who  have  been  slow 
in  putting  forth  efforts  to  capitalize  an  oppor- 
tunity have  profited  at  least  in  a  measure 
through  general  trade  momentum,  while  re- 
ports from  the  factories  prove  conclusively 
that  there  is  a  most  substantial  market  for  the 
new  products. 

The  point  to  be  considered,  therefore,  is  to 
what  extent  these  new  trade  developments  have 
tended  to  check  a  falling  market  and  to  bring 
it  back  to  normal  proportions,  in  some  measure 
at  least.  It  is  not  a  question  alone  of  how 
many  sales  have  been  made,  but  rather  a  ques- 
tion of  how  many  lost  sales  have  been  retrieved 
and  how  many  families  have  been  converted 
or  reconverted  to  phonographic  music. 

Probably  every  manufacturer  and  wholesaler 
lias  a  pretty  good  idea  to  what  extent  the 
downward  movement  has  been  checked  and  the 
upward  movement  progressed,  so  far  as  the 
national  market  and  in  many  cases  sectional 
markets  are  concerned.  The  average  retailer, 
too,  has  been  able  to  judge  just  how  much 
business  he  has  retrieved  in  his  own  territory, 
although  he  may  have  a  hard  time  separating 
the  actual  new  business  from  that  which  might 
be  held  to  counterbalance  the  falling  off  in  de- 
mand of  a  couple  of  years  ago. 

Perhaps  the  most  accurate  information  re- 
garding the  actual  market  condition  can  be 
gleaned  from  an  extensive  consumer  analysis 
of  the  Milwaukee  market  made  in  January  of 
this  year  by  the  Milwaukee  Journal.  For  pur- 
poses of  comparison,  Milwaukee  may  be  likened 
to  some  score  or  more  of  large  cities  in  the 
United  States,  and  the  figures  compiled  in  the 
survey  may  be  held  reasonably  to  apply  to 
many  other  important  urban  communities. 

In  Milwaukee  it  was  discovered,  for  instance, 
that  on  January  15,  1926,  some  3,000  less  fam- 
ilies owned  a  phonograph  than  on  January  15, 
1925.  This  despite  the  fact  that  during  the 
year  many  phonographs  were  sold.  The  in- 
ference is  that  several  thousand  families  suc- 
cumbed to  the  lure  of  other  entertainment 
media  and  disposed  of  their  talking  machines, 
though  a  certain  proportion  unquestionably 
traded  in  old  machines  for  new  ones  without 
adding  to  the  total  of  owners.  On  January  15, 
1927,  however,  the  survey  showed  that  only 
500  less  families  owned  a  phonograph  than  was 
the  case  at  the  time  of  the  1926  survey.  This 
means  that  the  downward  pull  has  been  offset 
lb  the  extent  of  some  2,500  instruments  and 


that  just  that  many  more  families  have  seen 
fit  to  retain  their  phonqgraphs. 

During  1926,  4,469  phonographs  were  sold  in 
Milwaukee,  and  in  view  of  the  falling  off  of  500 
in  the  list  of  phonograph  owners  it  is  to  be 
assumed  that  close  to  5,000  Milwaukee  families, 
or  4,969  to  be  exact,  who  owned  a  phonograph 
in  January,  1926,  disposed  of  their  instruments 
some  time  during  the  year,  either  in  exchange 
for   new  products    or    by    direct    sales.  The 


Retail  trade  today  is  facing  a 
consistent  betterment  in  con- 
ditions. Figures  compiled  by 
a  progressive  newspaper  in 
Milwaukee  show  how  the  fall- 
ing off  in  talking  machine  sales 
was  sharply  checked  by  the 
announcements  of  machines 
containing  radical  improve- 
ments and  how  sales  have 
grown  steadily,  creating  a  more 
satisfactory  condition  in  the 
retail  talking  machine  trade. 


figures  emphasize  very  strongly  that  in  this 
city  at  least  the  falling  market  has  been  almost 
completely  checked,  a  really  remarkable  record 
for  a  single  year.  It  indicates  that  with  similar 
progress  made  during  1927  the  downward  slide 
will  have  been  completely  overcome  and  a 
substantial  increase  in  owners  reported. 

On  the  face  of  it,  these  figures  may  seem  a 
bit  discouraging,  but  as  a  matter  of  fact  they 
show  that  the  new  phonographs  have  been 
sold  in  substantial  numbers,  sufficient,  in.  fact, 
to  supply  during  the  year  over  3}4  per  cent 
of  all  the  families  of  the  city.  Even  in  the 
palmiest  days  of  the  trade  it  is  doubtful  if 
this  proportion  of  sales  to  population  was  ever 
exceeded,  and  the  unit  value  of  the  new  ma- 
chines is  between  two  and  three  times  as  great 
as  that  of  the  old  models,  a  point  that  must 
be  considered. 

On  January  IS,  1927,  90,127  Milwaukee  fam- 
.ilies,  or  63.47  per  cent  of  the  total,  owned 
phonographs,  as  compared  with  64.30  per  cent 
on  January  15,  1926,  and  68  per  cent,  the  peak, 
in  January,  1925.  Of  the  number  who  owned 
instruments  in  January  of  this  year,  5.18  per 
cent  had  bought  them  during  1926. 

A  further  study  of  the  Milwaukee  Journal 
figures  brings  to  light  the  fact  that  182  differ- 
ent brands  of  phonographs  are  owned  in  Mil- 
waukee, Victor,  Columbia,  Brunswick,  Edison 
and  Sonora  heading  the  list  in  the  order 
named.  A  majority  of  the  others  were  made 
by  companies  that  had  long  ago  ceased  to 
exist,  and  many  others  are  of  distinctly  doubt- 
ful quality,  which  would  indicate  that  the 
opportunity  for  developing  a  replacement  mar- 


ket is  distinctly  bright.  Close  to  4,500  new 
instruments,  919  of  them  electrically  operated, 
were  sold  during  the  year  1926,  and  every  in- 
dication points  to  a  probable  increase  in  the 
number  of  phonograph-owning  families  when 
the  next  census  is  taken,  due  to  the  excellent 
■  effect  of  the  merchandising  of  the  new  type 
instruments. 

In  the  matter  of  radio,  the  Milwaukee  Jour- 
nal survey  had  chiefly  to  do  with  the  extent 
to  which  sales  have  increased  steadily  during 
the  past  several  years.  We  find,  for  instance, 
that  on  January  15,  1927,  62,764  families,  or 
44.20  per  cent,  owned  radio  receivers,  as  com- 
pared to  28.75  per  cent  on  January  15,  1926; 
16.74  per  cent  in  January,  1925,  and  9.38  per 
cent  in  the  first  year  of  the  survey,  1924.  Of 
all  the  sets  owned,  53.87  per  cent  were  of  the 
five-tube  type,  indicating  the  popularity  of  mul- 
tiple tube  sets.  Gains  were  shown  in  the 
ownership  of  six-tube  sets,  with  a  falling  off 
reported  in  the  percentage  of  owners  of  four, 
three,  two  and  one-tube  receivers. 

The  improved  quality  of  the  modern  manu- 
factured radio  receiver  may  be  held  to  be 
responsible  for  the  fact  that  there  has  been 
a  marked  decrease  in  Milwaukee  territory  in 
the  number  of  home-made  sets.  On  January 
15,  1924,  the  proportion  of  home-made  sets  was 
68.84  per  cent,  which  dropped  to  24.03  per  cent 
in  1927.  It  is  to  be  remembered  that  many 
of  the  sets  reported  in  the  last  survey  have 
also  been  in  regular  use  for  several  years  or 
were  reported  in  previous  surveys,  for  the  de- 
crease in  the  demand  for  radio  parts  proved 
that  only  a  comparatively  few  individuals  are 
still  insistent  upon  making  their  own.  The 
marketing  of  substantial  foolproof  receiving 
sets  at  moderate  prices  has  apparently  checked 
the  amateur.  This  year  163  makes  of  receivers 
were  represented  in  the  census. 

The  market  for  radio  accessories,  too,  has 
shown  a  distinct  change.  For  instance,  the 
number  of  those  using  B-battery  eliminators 
increased  from  1,609,  or  3.97  per  cent  of  all 
owners  in  1926,  to  14,800,  or  23.58  per  cent  in 
1927,  and  the  number  of  owner  of  A-battery 
eliminators  increased  from  385,  or  .95  per  cent, 
in  January,  1926,  to  4,732,  or  7.54  per  cent,  in 
January,  1927.  Owners  of  chargers  increased 
from  55.65  per  cent  of  set  owners  in  1926  to 
58.22  per  cent  of  owners  in  1927. 

During  the  year  from  January,  1926,  to  Janu- 
ary, 1927,  remarkable  gains  were  made  by  cone 
speakers,  the  number  of  owners  of  that  type 
of  speaker  increasing  from  851  to  13,224  during 
the  year.  Users  of  phonograph  attachments 
increased  from  1,419  to  4,701;  of  built-in  speak- 
ers from  4,856  to  9,816,  and  of  horn-type 
speakers  from  27,037  to  29,443,  that  type  of 
amplifier  still  holding  the  lead. 

To  sum  up,  the  phonograph  has  regained  lost 
ground  and  is  going  ahead,  and  the  advance 
made  by  radio  during  the  year  1926  does  much 
to  emphasize  the  fact  of  the  continued  growth 
in  the  popularity  of  this  important  entertain- 
ment medium. 


See  second  last  page  for  Index  of  Articles  of  Interest  in  this  issue  of  The  World 
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Summer  Slump  a  Theory 

That  Sales  Efforts  Will  Explode 

There  Is  a  Steady  Market  for  Certain  Merchandise  During  the 
Summer  Months — Direct  Your  Sales  Efforts  on  These  Products 


NOW  that  the  time  of  the  year  is  at  hand 
when  the  retail  sales  curve  is  more  or  less 
depressed,  dealers  must  give  serious  con- 
sideration to  ways  and  means  of  maintaining 
some  measure  of  sales  volume.  There  always 
have  been  and  no  doubt  always  will  be  mer- 
chants who  simply  slide  through  the  late  Spring 
and  Summer  months  as  economically  as  possible 
— that  is  with  the  least  merchandising  effort.  On 
the  other  hand,  there  are  dealers  who  are  con- 
stantly striving  to  maintain  sales  volume  during 
this  period  of  the  year.  Experiences  of  many  of 
the  more  energetic  and  efficient  types  of  mer- 
chandisers in  the  talking  machine  field  indicate 
that  while  the  hope  for  sales  in  the  volume 
that  occurs  in  the  last  few  months  of  the  year 
is  unwarranted,  nevertheless  Summer  business 
can  be  very  satisfactory  indeed. 

The  Right  Product  and  Salesmanship 
How  shall  we  increase  sales  during  the  Sum- 
mer? That  is  the  question  of  paramount  im- 
portance to  the  trade  at  the  moment.  The 
problem  has  been  discussed  from  every  angle  be- 
tween dealers,  at  association  meetings,  etc.,  and 
there  is  one  point  of  common  agreement:  name- 
ly, keep  up  the  sales  promotion  effort  on  the 
regular  lines  and  add  products  that  have  a 
special  appeal  during  this  season.  It  is  a  foolish 
dealer  who  neglects  his  main  lines  at  any  time, 
and  more  particularly  during  what  may  without 
exaggeration  be  termed  an  "off  season."  On 
the  other  hand,  it  is  just  as  important  to  add 
products  that  have  their  greatest  appeal  during 
the  Summer. 

The  various  very  fine  portable  talking  ma- 
chines now  on  the  market  admirably  fill  the  bill 
for  an  all-year-round  seller  which  has  an  es- 
pecial appeal  during  the  Summer  months. 
These  products  have  several  marked  advantages 
for  the  talking  machine  dealer  over  lines  that 
are  not  so  closely  related  to  the  music  business. 
First,  the  prices  are  low  enough  so  that  a  wide 
sales  appeal  is  enjoyed.  In  other  words,  the 
factor  of  cost  does  not  operate  to  limit  the 


number  of  potential  purchasers.  There  is  a 
portable  for  every  purse.  Second,  the  small  in- 
struments have  so  many  practical  appeals  from 
the  standpoint  of  entertainment  and  pleasure 
that  sales  resistance  during  the  Summer  is  re- 
duced to  a  minimum.  The  portable  is  just  as  im- 
portant to  the  entertainment  on  the  palatial  yacht 
of  the  millionaire  as  it  is  in  the  canoe  of  the 
person  in  more  modest  circumstances.  It  is 
eminently  suitable  for  the  hard  knocks  of  the 
camp  and  it  fits  in  with  the  cool,  Summery 
furnishings  of  the  more  pretentious  Summer 
cottage.  With  all  of  these  factors  in  favor  of 
easy  sales  there  is  every  reason  for  dealers  to 
concentrate  on  these  instruments.  Another  im- 
portant point  is  the  fact  that  cash  sales  of  port- 
ables are  or  should  be  in  the  majority,  providing 
the  talking  machine  dealer  with  ready  cash. 
Every  portable  sale  creates  greater  demand  for 
records. 

A  Line  of  Real  Stability 

Because  of  its  low  price  the  portable  instru- 
ments should  be  easy  to  sell  without  forcing 
the  issue  by  making  special  inducements.  Manu- 
facturers of  portables,  wholesalers  and  dealers 
should  make  every  effort  to  maintain  stability 
in  the  portable  branch  of  the  business.  It  is  a 
shortsighted  and  unnecessary  policy  that  results 
in  concessions  of  any  kind  insofar  as  the  port- 
able is  concerned.  It  is  time  the  trade  awak- 
ened to  the  fact  that  business  success  does  not 
lie  in  actions  that  tend  to  demoralize  business. 
Sales  volume  on  the  basis  of  cut  prices  in  mer- 
chandising portables  or  in  selling  other  prod- 
ucts is  an  unhealthy  practice  and  does  not  add 
to  the  prosperity  of  the  trade  as  a  whole  or  to 
the  individual  dealer.  The  point  was  empha- 
sized last  month  on  this  page  that  turnover  at 
a  profit  is  the  proof  of  efficient  merchandising. 
Profits  are  jeopardized  to  a  greater  extent  where 
the  return  of  dollars  and  cents  from  a  unit  of 
sale  is  comparatively  small.  It  is  simply  a  mat- 
ter of  self-protection  to  maintain  prices  at  a 
level  that  is  profitable  for  all  concerned. 


The  field  for  portable  sales  is  a  large  one 
and  whatever  profits  from  this  source  accrue  to 
the  dealer  are  measured  by  the  thoroughness 
with  which  he  makes  a  bid  for  the  business. 
Not  one  dealer  out  of  fifty  has  compiled  a  list 
of  prospects  for  portable  talking  machines  anc 
then  at  the  proper  time  goes  after  the  business. 
Such  a  list  should  comprise  the  names  of  boat 
owners,  campers,  cottagers,  Summer  vacation 
boarding  houses  and  hotels,  etc.,  within  a 
radius  of  at  least  fifty  miles  of  the  store.  A 
dealer  in  the  Middle  West  sold  portables  so 
rapidly  when  he  canvassed  resorts  adjacent  to 
the  city  in  which  his  store  is  located  that  he 
experienced  difficulty  in  securing  a  sufficient 
stock  of  the  instruments  for  which  he  has  the 
representation  to  meet  the  demand.  Profits  in 
the  record  department  increased  enormously 
during  the  period  of  the  campaign,  according  to 
this  retailer. 

A  sales  promotion  drive  on  portable  talking 
machines  started  now  should  knock  the  "Sum- 
mer dullness"  theory  into  a  cocked  hat. 


Stewart- Warner  President 
Makes  Quarterly  Report 

President  C.  B.  Smith,  of  the  Stewart-Warner 
Speedometer  Corp.,  in  his  report  to  stockhold- 
ers just  issued  said  that  the  first  quarter  was 
fairly  representative  of  the  year's  earnings  in  the 
business,  and  that  the  outlook  for  the  second 
quarter  was  very  promising  from  the  standpoint 
of  business  in  earnings. 

"The  financial  position  of  our  company  is 
sound,"  he  said.  "The  working  capital  amounts 
to  $12,304,112,  with  a  surplus  of  $5,945,255."  The 
pamphlet  report  gives  the  same  figures  as  the 
preliminary  report  recently  published,  with  net 
earnings  of  $1.77  a  share  on  the  stock  issued. 

At  the  annual  meeting  all  directors  were  re- 
elected. The  personnel  of  the  directors  and 
officers  is  unchanged. 


"NYACCO"  Manufactured  Products 

NYACCO  Record  Albums 
NYACCO  Radio  Sets 
NYACCO  Portable  Phonographs 
NYACCO  Photograph  Albums 
NYACCO  Autograph  Albums 

Twenty  years'  manufacturing  experience  enables  us  to  offer  the  trade  a  line  that  is  tried  and  proven. 
Jobbers  and  Dealers:    Write  us  for  full  information. 

NEW  YORK  ALBUM  &  CARD  CO.,  Inc. 

Established  1907 

Note  New  Address  -    64  Wooster  Street,  New  York 
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The  Panatrope, 
Model  P-14 


Listing  at 

$525 


A  New  Panatrope  at  a  Lower  Price 
but  with  Real  Performance  Value 

HERE  is  the  instrument  every  Brunswick  Dealer  has 
been  hoping  for  —  the  marvelous  electrical  reproduction 
of  the  Panatrope  brought  down  to  a  price  easily  within  the 
reach  of  the  average  family. 

The  P-14  represents  an  entirely  new  achievement  in  music 
for  the  home.  This  Panatrope  model  is  contained  in  an 
incomparable  cabinet  of  highly  figured  walnut  to  beautify  the 
interior  into  which  it  goes.  A  radio-jack  built  in  the  rear 
enables  this  instrument  to  be  used  as  the  loud  speaker  for  the 
owner's  radio  set. 

Here  at  a  moderate  price  are  thousands  of  hours  of  match- 
less entertainment! 

This  Panatrope,  Model  P-14,  is  on  display  at  all  Bruns- 
wick branches. 
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Delores  Valesco  Becomes 

Exclusive  Gennett  Artist 

Favorite  of  Vaudeville  and  Radio  Audiences 
Makes  Number  of  Recordings  for  Gennett 
Catalog — Company  Prepares  Publicity  Matter 


The  Starr  Piano  Co.  recently  announced  a 
new  exclusive  Gennett  recording  artist  in  the 
person  of  Delores  Valesco,  who  has  long  been 


Delores  Valesco 


a  favorite  with  vaudeville  and  radio  audiences. 
Miss  Valesco  is  a  native  of  Ft.  Wayne,  Ind. 

The  records  made  by  Miss  Valesco  on  a  re- 
cent visit  to  New  York  recording  studios  of  the 
Starr  Piano  Co.  reveal  a  voice  with  a  warm, 
sympathetic  appeal.  The  Starr  organization  has 
prepared  a  beautiful  lobby  display  for  use  in 
the  theatres  at  which  the  artist  is  appearing. 


Fourth  Radio  World's  Fair 

Will  Set  New  Standards 

G.  Clayton  Irwin,  Jr.,  Tells  of  Plans  for  Making 
Coming  Exposition  at  Madison  Square  Garden 
One  of  the  Greatest  Shows  Yet  Held 


The  fourth  Radio  World's  Fair,  scheduled  to 
be  held  in  New  Madison  Square  Garden,  New- 
York,  September  19  to  24,  inclusive,  will  set 
new  standards  of  international  interest,  accord- 
ing to  the  elaborate  program  now  being  ar- 
ranged by  G.  Clayton  Irwin,  Jr.,  general  man- 
ager. Discussing  the  exhaustive  plans  already 
under  way,  Mr.  Irwin  said: 

"It  will  be  the  greatest  industrial  display  ever 
held  under  a  single  roof,  with  leading  manu- 
facturers of  radio  apparatus  exhibiting  their 
latest  products.  The  foremost  scientists,  engi- 
neers and  professors,  many  of  international 
fame,  will  deliver  addresses  on  developments  in 
the  radio  art  and  demonstrations  of  the  new 
wonders  in  this  field  will  be  given  for  the  first 
time  in  public.  Among  the  visitors  will  be  many 
foreign  celebrities,  representatives  of  foreign 
concerns,  and  diplomatic  and  consular  officials 
of  many  countries  who  will  be  special  guests.  In 
addition  to  the  scientific  deliberations  there 
will  be  daily  meetings  of  the  chief  radio  mer- 
chandisers of  the  country  and  many  important 
discussions  are  scheduled." 

The  Queen  of  American  Radio  1927-1928  will 
be  a  guest  of  honor.  She  will  be  chosen  from 
contestants  who  write  the  best  essay  on  the 
topic,  "What  Radio  Is  Doing  for  the  Women 
of  the  World."  All  essays  must  be  submitted  to 
the  directors  of  the  Radio  Queen  Contest,  care 
of  the  Radio  Manufacturers'  Show  Association, 
Times  Building,  New  York,  before  midnight  on 
August  31. 


Paul  Althouse,  tenor,  formerly  of  the  Metro- 
politan Opera  Co.,  will  be  featured  on  the  At- 
water  Kent  radio  hour  on  Sunday,  June  19. 


J.  T.  Curtis  Assistant 

Sales  Manager  of  Acme  Go. 

Will  Have  Charge  of  Sales  Promotion  of  Acme 
Electric  &  Mfg.  Co.— Has  Had  Wide  Experi- 
ence in  Vaiious  Business  Fields 


T.  T.  Curtis,  chief  engineer  and  manager  of 
the  Mazda  Radio  Mfg.  Co.,  for  the  past  four 
years,  has  joined  the  organization  of  the  Acme 
Electric  &  Mfg.  Co.,  1444  Hamilton  avenue, 
Cleveland,  O.,  as  assistant  sales  manager,  in 
charge  of  sales  promotion.  Mr.  Curtis  has  had 
a  broad  experience,  having  been  in  mercantile 


J.  T.  Curtis 

business,  edited  a  newspaper,  traveled  as  sales- 
man, manufactured  auto  accessories  and  entered 
the  radio  field  when  it  became  popular  a  few- 
years  ago.  He  knows  radio  thoroughly  from 
the  practical  side  and  has  originated  several 
improvements  in  receiving  sets  and  loud  speak- 
ers, some  of  which  will  be  announced  later 
for  the  coming  radio  season. 

Mr.  Curtis  is  enthusiastic  over  his  new  con- 
nection with  the  Acme  Co.  and  the  countrywide 
popularity  of  its  products. 

Bank  Economist  Thinks 

Instalment  Buying  Good 

Finds  That  Budgeting  Is  Necessary  to  Meet 
Payments — Is  an  Aid  to  the  Savings  Habit 


Statements  showing  the  immense  volume  of 
instalment  sales  in  the  United  States  have  pro- 
duced rather  pronounced  pessimistic  notions,  ac- 
cording to  Donald  M.  Marvin,  economist  of  the 
Royal  Bank  of  Canada,  but  the  realization  that 
this  outstanding  volume  of  credit  amounts  to 
less  than  $2,500,000,000,  and  that  its  creation  has 
resulted  in  the  sale  of  $5,000,000,000  worth  of 
goods,  only  a  small  part  of  which  would  have 
been  sold  otherwise,  raises  the  question  of 
whether  a  business  of  this  size  does  not  deserve 
careful  consideration. 

"The  larger  automobile  finance  companies 
have  experienced  losses  of  less  than  one-half 
of  one  per  cent,"  according  to  Mr.  Marvin, 
"and  General  Motors  states  that  on  the  few 
hundred  repossessions  necessary  during  1926 
its  dealers'  losses  amounted  to  less  than  $5,000. 

"It  is  a  mistake  to  say  that  this  plan  does 
not  encourage  saving.  Statistics  do  not  show 
that  savings  accounts  have  suffered  as  a  result 
of  the  creation  of  this  type  of  credit.  More- 
over, the  budgeting  necessary  to  meet  payments 
marks  this  type  of  credit  as  a  distinct  step 
forward." 


Congratulations ! 

F.dward  Biel,  treasurer  and  advertising  man- 
ager of  the  Progressive  Musical  Instrument  Co., 
319  Sixth  avenue,  New  York  City,  is  receiving 
the  congratulations  of  his  many  friends  due  to 
the  arrival  of  a  baby  girl.  She  has  been  named 
Peggy  Ann. 


PEERLESS— 

the  Album 

Peerless  Artkraft  Album 

Beautful  Gold-embossed  Cover — Heavy  Brown  Kraft  Pockets 

Peerless  Loose  Leaf  Album 

^^kW  Removable  Pockets  for  Records 

Peerless  Record  Carrying  Case 

This  new  way  of  carrying  records  to 
the  camp,  seashore  and  outing,  appeals 
to  every  portable  owner.  It  is  a  source 
of  added  record  sales,  as  well,  for  the 
retailer. 


Its  low  price  makes  selling  easy.  Now 
is  the  Portable  and  the  Peerless  carry- 
ing case  season. 


PEERLESS  ALBUM  COMPANY 

PHIL  RAVIS,  Pres. 

636-638  Broadway  New  York  City 

Note:  Look  for  the  Complete  Line  oj  Peerless  Portable  Phonographs  on  Page  38 
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BRUNSWICK 

Records  Make  Consistent  Gains! 


Outstanding  Brunswick  "Light*Ray" 
Electrical  Records  of  the  month 

"It  All  Depends  on  You"  .  .  .  "Trail  of  Dreams"— 

played  by  Lew  White  on  the  Kimball  Organ. 
Recorded  at  Roxy  Theatre,  New  York.  3489 

"A  Little  Girl— A  Little  Boy— A  Little  Moon"— 
fox  trot  with  vocal  trio.  .  .  .  "Brown  Sugar" — fox 
trot.  Hal  Kemp  and  His  Orchestra  (formerly  of 
the  University  of  North  Carolina).  3486 

"Doll  Dance"  .  .  .  "Delirium"  —  fox  trots.  Carl 
Fenton's  Orchestra.  3519 

"Why  Should  I  Say  That  I'm  Sorry  (When  No- 
body's Sorry  But  Me)"  .  .  .  "Side  by  Side"— sung 
by  Nick  Lucas,  "The  Crooning  Troubadour."  3512 

"Russian  Lullaby"  .  .  .  "Paradise  Isle"  —  waltzes 
with  vocal  chorus.  Ernie  Golden  and  His  Hotel 
McAlpin  Orchestra.  3530 


ASKING  for  the  latest  music  on 
-  Brunswick  "Light-Ray"  Electrical 
Records  (musical  photography)  seems  to 
have  become  the  national  habit,  such  are 
the  consistent  gains  shown  on  Bruns- 
wick's monthly  sales  sheets.  And  the 
reason  is — never  were  there  finer  records 
than  the  new  recordings  by  Brunswick's 
marvelous"Light-Ray"  electrical  method. 

To  let  your  customers  "hear  it  on 
Brunswick"  is  the  way  to  win  more 
friends  to  the  delights  of  these  new  rec- 
ords. Do  as  many  live  Brunswick  dealers 
are  doing — keep  demonstrations  going 
throughout  business  hours.  That's  the 
way  to  draw  new  customers.  A  Bruns- 
wick "Light-Ray"  Electrical  Record  is 
its  own  salesman. 
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Improve  Demonstration 

Facilities  to  Aid  Record  Sales 


J.  L.  Simpson  Outlines  Methods  of  Dealers  Who  Greatly  Increased 
the  Volume  of  Sales  hy  Providing  Better  Means  of  Demonstration 


THE  most  important  factor  in  record  selling 
is  demonstration.  The  dealer  who  has  fa- 
cilities for  bringing  his  record  merchandise 
to  the  attention  of  the  public — location,  advertis- 
ing, window  displays,  etc. — cannot  cash  in  to  the 
fullest  extent  unless  people  who  desire  to  do  so 
can  make  their  purchases  conveniently  and 
without  loss  of  time.  And  this  makes  imperative 
the  best  possible  facilities  for  the  demonstration 
of  records. 

Sells  1,000  Records  a  Day 

Paul's  Music  Store  on  Walnut  street,  Kansas 
City,  Mo.,  sells  as  many  as  1,000  phonograph 
records  in  a  single  day.  This  enviable  record 
has  been  reached  mainly  through  the  solution 
of  the  problem  of  systematic  demonstration, 
according  to  Mrs.  Paul,  owner  and  manager  of 
the  place.  Formerly  a  single  demonstration 
machine  was  used  with  rather  indifferent  suc- 
cess. When  there  were  half  a  dozen  or  even 
more  patrons  waiting  the  machine  could  play 
but  one  record  at  a  time,  of  course.  And  while, 
perhaps,  one  customer  wanted  to  hear  a  jazz 
record,  another  grand  opera,  and  still  another 
a  simple  love  ballad,  only  one,  perhaps,  could 
be  properly  demonstrated  to  at  a  time,  and 
some  of  the  others  would  leave,  disgusted,  be- 
fore having  the  chance  to  listen  to  the  type  of 
records  they  wanted  to  hear. 
.  That's  the  old,  familiar  problem,  common 
to  any  dealer  who  has  not  solved  it  in  some 
manner,  and  who  is  fortunate  enough  to  have 
a  number  of  customers  waiting  for  demonstra- 
tions at  the  same  time.  It  was  solved  in  this 
store  by  the  installation  of  Audak  demon- 
strating machines  and  tables,  where  customers 
may  sit  and  listen  to  records  through  individual 
listening  tubes. 

Three  Girls  Kept  Busy 

Now  after  this  manner  of  demonstrating  has 
been  adopted  it  takes  three  sales  girls  to  keep 


records  upon  the  revolving  demonstrating 
plates,  to  wrap  up  purchases  and  to  attend  to 
other  necessary  details. 

When  business  is  good  one  may  see  a  score 
of  patrons  listening  to  records  in  Paul's  store 


Paul's  Music  Store  Is  a  Busy 

at  one  time,  and  maybe  others  will  be  seen  wait- 
ing their  turn  to  be  seated  at  the  tables  and 
listen  to  records.  Twenty  customers  may  be 
waited  upon  at  one  time,  and  these  twenty  will 
be  hearing  nine  different  records,  and  yet  there 
is  no  noise  in  the  place.  The  records  are 
audible  only  through  the  listening  tubes. 

Two  smaller  tables,  each  with  three  listening 
tubes,  are  capable  of  demonstrating  to  six  per- 
sons at  one  time,  and  the  seven  revolving  plates 
at  the  long  table  will  do  the  same  for  fourteen 
more  customers,  and  the  whole  affair  is  con- 
ducted as  quietly  and  with  as  little  confusion 
as  the  business  in  a  bank. 


Place 


RADIO  TESTING 


BECOME  authoritative  in  your 
radio  testing,  reduce  your  over- 
head— make  it  profitable.  The  new 
Weston  Model  519  Radio  Tester  will 
short-cut  servicing  time  and  make  test- 
ing simpler.  This  tester  can  be  used 
to  run  down  trouble  on  any  battery 
or  battery  eliminator  operated  set.  No 
auxiliary  batteries  required  other  than 
those  in  the  set.  Tests  all  voltages  at 
tube  sockets  or  at  battery  terminals. 
Tests  tubes  and  circuit  condition  and 
continuity. 

For  full  information  address 

Weston  Electrical  Instrument 
Corporation 

190  Weston  Avenue,  Newark,  N.  J. 


STANbAftb_THE.WARLb.AYER 


Tumeers  since  JS8S 


Posters  and  signs  on  the  walls  give  the  names 
of  many  of  the  late  records  from  Jazz  to  Grand 
Opera,  and  the  sales  girls  behind  the  long  table 
trip  silently  back  to  the  shelves  and  bring  forth 
the  records  asked   for,   placing  them   on  the 

demonstrator  and  re- 
moving the  last  one. 

"Customers  enjoy 
shopping  for  records 
in  this  manner,  seated 
at  ease,  and  benefit- 
ing by  our  service," 
says  Mrs.  Paul.  "The 
customer  remains 
seated  until  he  or 
she  has  listened  to 
and  chosen  all  the 
records  desired,  and 
until  the  purchase  has 
been  wrapped  by  a 
sales  girl  and  paid 
for."  Then  he  or  she 
is  ready  for  depar- 
ture, and  someone 
else  takes  the  vacant 
place  at  the  demon- 
strating table. 
"The  average  customer  does  not  sit  at  our 
'listening  table'  just  for  amusement,  by  any 
means,  as  the  sales  of  records  made  to  each  one 
will  average  three  or  four.  There  was  no  such 
average  under  our  old  system  of  demonstration, 
since  many  customers  didn't  buy  even  one  rec- 
ord. There  are  many  instances  when  a  cus- 
tomer will  buy  as  many  as  $25  worth  of  records 
at  one  sitting,  and  that  is  going  some,  it  seems 
to  me.  The  jazz  type  of  records  sells  the  best, 
but  still  we  have  a  big  sale  of  the  high-class 
records.  Of  course,  the  moderate  priced  rec- 
ords sell  most  readily,  but  we  also  sell  many 
thousands  of  the  high-priced  ones  annually. 
While  we  have  a  small  place,  it  is  sufficiently 
large  for  its  purpose,  and  serves  better,  perhaps, 
than  a  much  larger  place.  Here  we  sell  as 
many  as  one  thousand  records  in  a  single  day. 
We  have  a  space  upstairs  for  phonographs  also, 
but  our  best  bet  is  record  selling,  which  consti- 
tutes, when  once  built  up,  a  dependable  year 
round  business. 

Demonstration  Built  Volume 
"Our  system  of  demonstration  has  built  up 
our  business  from  a  very  small  one  to  what 
you  see  here  now,  and  it  is  growing  from 
month  to  month.  I  am  looking  forward  to  the 
time  when  we  can  say  that  we  have  sold  1,500 
records  in  one  day,  and  I  am  confident  that 
the  day  is  not  far  distant.  We  have  solved  a 
problem,  developed  a  system,  and  the  rest  is 
merely  to  keep  on  going  along  the  road  we 
have  found  leading  us  to  increasing  and  con- 
sistent success." 

Another  Busy  Establishment 
Showing  that  there  is  more  than  one  sure 
road  to  success  in  record  selling  is  proved 
by  the  plan  that  brought  home  the  bacon 
for  the  Standke  Music  Shop,  also  of  Kansas 
City.  While  not  quite  equaling  that  of  the 
first  store  cited,  Standke's  have  a  high  record 
of  700  daily  sales,  which  is  almost  equally  satis- 
factory here,  since  there  are  fewer  sales  persons 
to  pay,  and  another  co-related  source  of  income 
incidental  to  the  record  business. 

The  Standke  business  in  records  was  built  up 
like  the  other  concern's  from  a  very  small  busi- 
(Continucd  on  [>age  11) 
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Announcing  The  New  Stromberg-Carlson! 

Reproduces  both  Broadcast  and  Recorded  Programs 


No.  744  Stromberg-Carlson 

7  tubes,  large  size  Radiotrons 
with  UX-2.10  in  output  stage; 
Double-Shielded,  the  tuning 
coils  being  encased  in  individ- 
ual cylindrical  copper  shields 
and  each  complete  radio  stage  in 
rectangular  shields;  Audio  am- 
plifying system  common  for 
both  recorded  or  broadcast  pro- 
grams; AC.  power  plant  which 
operates  directly  from  lighting 
circuit  without  batteries -with- 
out liquids,  capable  of  deliver- 
ing the  wealth  of  energy  which 
heretofore  was  obtainable  only 
through  the  use  of  an  external 
power  amplifier ;  concealed  loop; 
equipment  complete  ready  to 
operate,  requires  no  extras;  sim- 
ple to  install —  just  plug  into 
the  socket-power  outlet  the 
same  as  the  floor  lamp;  control 
switch  to  change  from  "radio" 
to  "records";  graduated  vol- 
ume control;  American  Walnut 
cabinet. 


With  this  magnificent  instrument  two  fields  of  enter- 
tainment are  available.  Radio  as  you  never  before  have 
heard  it.  Recorded  music  with  a  new  quality  which 
comes  from  the  passing  of  the  record  output  through 
the  superlative  audio  system  of  the  receiver. 

Advance  showing  of  this  latest  achievement  of  the 
Stromberg-Carlson  Laboratories  at  the  Music  Industries 
Convention  at  Hotel  Stevens,  Chicago,  June  6  to  13  and 
at  a  private  showing  at  the  Hotel  Blackstone,  from 
June  13  to  18.  These  exhibits  mark  the  first  time  that 
a  radio  manufacturer  has  shown  a  unified  "radio-record" 
reproducing  instrument.  Deliveries  will  not  be  made 
until  September  1. 

STROMBERG-CARLSON  TELEPHONE  MFG.  CO.,  ROCHESTER,  N.  Y. 


^Makers  of  voice  transmission  and  voice  reception  apparatus  for  more  than  30  years 
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Landay's  Distinctive  Columbia  Record 


Landay 

ia  Col 


(Colurob' 


Spring'  | 

Waltz!  j 
Q*^  Romance! 
Curtain! 


If  you  feel  the  urge 
of  youth— rush  to 
Landays  and  listen 
to  Columbia's  New- 
Process,  Scratchless. 
electrical  recording 

(1  Could  Wale  Forever  with  You 
■  Sweetheart.      The  Love  Wale 
The  Cavaliers  Orchestra 

Then  rush  back 
home  (vours  or 
SOMEONE'S)  and 
watch  for  results. 

There's  magic  too  in 
these  otjber  latest 
Columbia  releases 
which  you  can  hear 
under  ideal  condi- 
tions at  Landays. 

(Vocal  Cem»-Oh  Kay 

<Vocal  Gems-The  Desert  Song 

'       Columbia  Light  Opera  Co. 

iWhere's  That  Raiohow 

L  rr>_  ,  (P«fSVAnn) 
jSing-rBetsv] 

The  Singing  Sophomores 

For  the  classicists, 
the  new  Viva-tonal 
recording  of 

Magic  Flute.  Overture 

Part,  I  and  II.  Sir  Thorn. 
Beeeham.  Bart..  <£  London 
Symphony. 

Yours  for  sentiment 
and  action. 

Landay's  C.  C. 
Conductor 

P.S.-The  full  line  „f 
Columbia  Viva-tonal  in- 
struments on  exhibition. 


Ads  Create  a  Demand 

Experiment  of  a  Leading  Metropolitan 
Dealer  Shows  Sales  Value  of  Originality 


DISTINCTIVE  publicity  of  a  type 
that  marks  a  departure  from  the 
conventional  form  of  advertising 
talking  machine  records  was  inaugurated 
two  months  ago  by  the  Landay  Bros,  or- 
ganization, operating  eleven  music 
stores  in  the  metropolitan  district,  and 
it  has  proved  decidedly  successful.  The 

newspaper    a  d  v  e  r-   

tisements  feature 
Columbia  r  e  c  o  rds 
and  are  designed  not 
only  to  attract  the 
readers'  a  1 1  e  ntion 
but  also  to  hold  it 
and  cause  them  to 
look  forward  to  the 
next  of  the  series. 

The  advert  ise- 
ments  are  a  news- 
paper column  in 
width  and  length 
and  are  styled 
"Landay's  Columbia 
Column."  In  ap- 
pearance they  are 
eye-arresting  and 
the  text  matter 
reads  interestingly, 
giving  info  rmation 
concerni  n  g  the 
selection,  the  com- 
poser or  the  artists  who  recorded.  In 
each  advertisement,  the  records  of  a 
certain  artist  or  of  a  special  type  are 
featured  and  the  illustrations  are  in 
keeping  with  the  text  matter.  The  ac- 
companying reproductions  and  ex- 
amples of  the  advertisements  which 
have  appeared  tell,  without  further 
comment,  of  the  appeal  of  Landay's 
Columbia  Column  and  illustrate  its  orig- 
inality. 

At  the  present  time  this  advertise- 
ment is  inserted  in  metropolitan  news- 
papers eight  times  a  week.  The  papers 
used  are  the  Times,  Sun,  Journal  and 
News.  The  copy  is  changed  twice  a 
week.  Despite  the  fact  that  the  expense 
of  these  advertisements  totals  between 
$4,000  and  $5,000,  Max  Landay,  presi- 
dent of  Landay  Bros,  stated  to  a  rep- 
resentative of  The  Talking  Machine 
World,  that  the  results  have  been  most 
satisfactory  and  record  sales  have  not 
only  equalled  but  have  even  exceeded 
expectations. 

Alfred  R.  Nathan,  advertising  man- 
ager of  Landay  Bros.,  has  solved  to 
a  great  extent  the  difficulty  of  tying 
up  the  store's  name  to  the  advertise- 


Landay's  Column 

Happiness  Boys' 

Oh,  Boys!  Oodles  and  Oodles  of 
Happiness! 

Come  to  Landay's  and  get  your 
share.  Smiles,  giggles  and  hearty 
guffaws  aplenty  in  these  new  Co- 
lumbia Viz-a-tonal  Records;  made 
the  new  way — electrically. 

Crazy  Words — Crazy  Tunc 
I   Gotta   Get  Myself  Somcbodv  to 
Love     -    -    The  Happiness  Boys 

You'll  want  an  encore  and  you'll  get 
it  at  Landay's,  with  as  many  smiles 
as  there  are  in  these  other  Happi- 
ness Boys'  scratchless  recordings  of: 

I've  Never  Seen  a  Straight  Banana 
Take  Your  Finger  Out  of  Your 
Mouth   -    -    The  Happiness  Boys 

And  for  those  who  take  their  music 
more  seriously: 

Second   Hungarian   Rhapsody  (4 
parts — 2  records)  -    -    Sir  Henry 
J.    Wood  and  The  New  Queen's 
Hall  Orchestra. 
Come  to  Landay's — 

Happiness  Headquarters 


ment,  by  having  enlarged  reproduc- 
tions of  the  advertisements  made,  and 
by  inserting  them  in  frames  for  window 
display.  Similar  posters  also  occupy  a 
prominent  space  on  the  record  counter 
so  that  every  possible  medium  for  at- 
tracting the  attention  of  the  prospec- 
tive customer  is  used.  These  three 
steps,  Mr.  Nathan 
feels,  form  the 
nearest  possible  ap- 
proach to  a  com- 
plete tie-up  between 
the  advertising  and 
the  stores. 

In  a  recent  can- 
vass of  the  various 
Landay  stores,  the 
fact  was  brought  out 
that  the  advertised 
records  sold  prac- 
tically automatically 
and  the  only  sales 
efforts  n  e  c  e  ssary 
were  to  sell  records 
which  had  not  been 
mentioned  in  the 
newspaper  ad. 

Another  form  of 
Columbia  advertis- 
ing which  was 
started  the  early 
part  of  last  month  by  Landay  Bros,  is 
the  insertion  of  a  large  three-panel 
poster  in  the  top  section  of  each  of 
the  200  canvas-covered  Fifth  avenue 
busses.  The  poster  is  printed  in  sev- 
eral attractive  colors  and  features  the 
Columbia  line  of  phonographs  and 
records  and  has  sketches  of  several  of 
the  outstanding  recording  artists.  One 
panel  is  devoted  to  the  addresses  of 
the  eleven  Landay  stores.  The  poster 
occupies  the  only  space  available  for 
advertising  on  the  top  deck  of  these 
busses  and  inasmuch  as  it  is  seen  by 
hundreds  of  thousands  of  people  daily 
Landay  officials  feel  that  it  will  prove 
a  big  factor  in  increasing  interest  in 
Columbia  products. 

Although  the  popular  selection  re- 
cordings are  being  featured  in  these  ad- 
vertisements, the  Columbia  library  of 
Masterworks  recordings  are  not  being 
neglected  and  in  practically  every  ad- 
vertisement which  appears  mention  is 
made  of  some  one  of  the  album  sets  of 
Masterworks  recordings,  or  of  the  Co- 
lumbia celebrity  series,  and  sales  of 
recordings  of  these  records  are  assum- 
ing a  big  volume  in  the  Landay  stores. 


Three  Panel  Colored  Poster  U  hich  Ippears  in  200  Fifth  Avenue,  Vk  )  ork. 

Columbia  Viva  ionai  Records 

made  the  new  way  ~  electrically \mithout  scratch 


,  When  My  Baby 
\    Smiles  at  Me 

Keep  a  Little  Sunshine 
in  Your  Heart  for  Me 
Ted  Leais'  Orch 


And  what  else? 

(  My  Sunday  Qirl 

'At  Sundown 

I      Cliquot  Club  Orchestra 

v         with  vocal  chorus 

More  space  at  Landay 
stores  than  in  this 
column  to  continue 
with  the  list.  A  much 
better  chance  for  you 
to  appreciate  the 
records  if  vou  conic 
in  and  listen. 

Landay's  C.  C. 
Conductor 

P.S.-The  full  line  of 
Columbia  l  ira-tonal  in- 
struments on  exhibition. 
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RADIOTRON 

UX-201-A 

Detector 

Amplifier 

RADIOTRON 
UV-199 

Detector 
Amplifier 

RADIOTRON 
UX-199 

Detector 

Amplifier 

RADIOTRON 
WD-11 

Detector 

Amplifier 

RADIOTRON 
WX-12 

Detector 
Amplifier 

RADIOTRON 
UX-200 

Detector 
Only 

RADIOTRON 
UX-200-A 

Detector 
Only 

RADIOTRON 

UX-120 

Powrr 
*mpli(«r 
Laat  Audio 
Stag.  Only 

RADIOTRON 
UX-112 

Power 
Amplifier 

RADIOTRON 
UX-171 

PO*.*r 

AipW.er 
Last  Audio 
Stage  Only 

RADIOTRON 

UX-210 

Power 
Amplifier 
Oscillator 

RADIOTRON 

UX-213 

Full-Wave 
Rectifier 

RADIOTRON 
UX-216-8 

Half-Wave 
Rectifier 

RADIOTRON 
UX-874 

Voltage 
Regulator 
Tube 

RADIOTRON 
UV-876 

Ballast 
Tube 

RADIOTRON 
UV-W6 

Ballast 
Tube 

RADIOTRON 

UV-877 

Protective- 
,|  Tube 
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Among  vacuum  tubes, 
as  in  very  few  selling 
fields,  there  is  one  out- 
standing product  that 
keeps  far  ahead  in 
quality,  and  is  very 
heavily  advertised  the 
year  'round.  No  won- 
der the  customer  looks 
askance  at  any  dealer 
who  doesn't  carry 
RCA  Radiotrons. 


to.,, 


Twelve  months  of  big 
Radiotron  advertising 
every  year  -  -  *  « 
52  weeks  of  steady 
turnover  and  profit  — 
if  you  sell 

R  C  A  Radiotrons. 

RjADIO         CORPORATION  OF  AMERICA 

New    York  Chicago  San  Francisco 
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he  present  RCA  A.C.  drive 
s  the  only  perfected  method 
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Radiola  20 

the  greatest  value  in  radio  today 
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MULTIPLYING  THE  RADIOLA  SALES 
STORY  BY  AN  AMPLIFICATION 
FACTOR  OF  MILLIONS 
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THESE  advertisements  are  only  a  part  of  the  RCA 
National  Advertising  Campaign  for  1927,  which 
involves  magazines,  farm  papers,  and  140  city  news- 
papers, in  principal  centers  of  distribution. 

This  is  the  eighth  (8th)  consecutive  year  of  RCA 
National  Advertising. 

Such  advertising,  continuous,  consistent,  comprehen- 
sive, builds  good-will  for  all  RCA  Authorized  Dealers 
more  and  more  firmly  into  the  public  mind. 
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method  of  light  socket  operation 
on  the  market  today 


PUBLIC  opinion  is  demanding  light  socket 
operation.  You  are  hearing  many  claims 
and  rumors  about  this  or  that  method.  Your 
customers  are  asking  you  many  questions  about 
them.  Now  is  the  time  to  look  before  you  leap. 
The  only  perfected  and  finished  method  of 
A.  C.  Drive  on  the  market  today  for  high  quality 
radio  reproduction  is  that  embodied  in  RCA 
.adiola  28  with  RCA  Loudspeaker  104.  RCA 
engineers,  after  exhaustive  laboratory  research 
and  experiment  have  come  to  the  conclusion 
that  the  principles  employed  in  this  combina- 
tion are  basically  sound  and  cannot  be  im- 
proved upon. 


■*%  /%. 
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RADIOLA  20 
"More  Radio  Entertainment  per  Dollar 
Than  Any  Other  Set  Ever  Made" 

This  is  the  practically  unanimous  opinion  of 
owners,  dealers,  engineers  and  musicians  who 
know  the  Radiola  20 — the  1927  radio  market's 
outstanding  value.  Many  times  as  selective  as  the 
ordinary  antenna  set.  Can  be  adapted  for  com- 
plete lighting  socket  operation.  The  fastest  and 
easiest  selling  set  available  today. 

Radiola  20,  less  equipment   ....  $78  list 


%adiola  28  with  RCA  Loudspeaker  104 
Universally  Acknowledged  as  the  Master 
Stroke  of  Modern  Radio 

This  combination  wrote  a  new  chapter  of  mu- 
sical realism  into  radio  history  when  it  was 
introduced.  The  radio  found  in  the  finest 
homes,  where  nothing  but  the  very  best  could 
find  entrance.  It  is  still  recognized  by  all  as 
the  highest  development  of  broadcast  re- 
ceiving. Its  leadership  in  "Class  A"  is  not  even 
disputed,  much  less  threatened  by  any  com- 
peting set,  combination  or  prospective  de- 
velopment. 


Radiola  28,  with  8  Radiotrons  .  $260  list 

RCALoudspeakerl04,complete,$275  list 

A.C.  Package  for  adapting  Radi- 
ola 28  for  use  with  RCA  Loud- 
speaker 104  on  50-60  cycle, 
1 10  volt  A.  C.  lighting  circuit  .  $35  list 

Antenna  coupler,  for  adapting  Ra- 
diola 28  with  outdoor  antenna,  $4.25  list 


This  sign  marks  the 
leading  dealer  in 
every  community 


RCA  Distributors  will  furnish  an  A.  C. 
Drive  Radiola  28,  ready  for  connection  to 
the  RCA  Loudspeaker  104,  which  reduces 
cost  and  time  in  installation. 
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NOW- 
a  new  and  highly  improved  type 

of  RCA  loudspeaker 

to  strengthen  summer  sales 


Principal 
Characteristics  of  RCA 
Loudspeaker  100-A 

1 — More  low  frequency 
response — better  handling 
of  the  lower  notes  of  the 
musical  scale. 

2  — Surprisingly  smooth 
reproduction  of  words  and 
music. 

3 —  Handles  more  power 
than  any  loudspeaker  of 
its  kind  on  the  market. 

4 —  Extra  rugged  construc- 
tion. Large,  powerful 
magnet  unit.  Large,  heavy 
wire  coils. 

5 —  A  newly  discovered 
principle  applied  in  the 
small  corrugated  paper  cone 
prevents  "rattle." 

6 —  Step-up  lever  increases 
cone  motion  and  gets  more 
bass  response  than  many 
cones  two  and  three  times 
as  big. 

7 —  Special  felt  application 
behind  cone  gives  smoother 
reproduction. 

8 —  Cone  and  unit  com- 
pletely enclosed. 

9 —  Compact,  attractive  ap- 
pearance. 


fx* 


THE  most  popular  and  largest  selling  loud- 
speaker on  the  market  has  been  RCA  Loud- 
speaker 100.  Here  is  an  even  finer  loudspeaker 
— Model  100  A — with  four  major  and  a  number 
of  minor  betterments  in  construction  and  design. 
This  startling  improvement  is  brought  about  by 
adopting  a  radically  new  principle  in  cone  loud- 
speaker construction.  It  is  the  result  of  additional 
research  and  experiment  in  RCA  Laboratories. 
And  embodies  all  the  advanced  features  of  mod- 
ern radio  reproduction.  When  you  hear  RCA 
Loudspeaker  100 A  you  will  agree  that  nothing 
to  compare  with  it  has  ever  been  marketed  at 
anywhere  near  the  price. 
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Increase  of  Over  a  Million 
Shown  in  Victor  Go.  Sales 


Statement  for  First  Quarter  of  1927  Shows 
Increase  of  $1,082,637.70  in  Sales  Over  Period 
of  1926 — Increased  Demand  Shown 


New  York,  June  3. — Increasing  demand  for  the 
new  types  of  talking  machines  and  records  is 
reflected  in  sales  of  the  Victor  Talking  Ma- 
chine Co.  for  the  first  quarter  of  1927,  which 
showed  an  increase  of  $1,082,637.70  over  the 
same  period  of  1926.  The  company's  statement 
for  the  first  quarter  of  1927  shows  sales  of  $10,- 
213,019.71,  as  compared  with  $9,130,382.01  for 
the  first  quarter  of  1926. 

It  was  during  the  first  quarter  of  this  year 
that  the  Victor  Co.  announced  and  placed  in 
production  its  most  recent  development,  the 
Automatic  Orthophonic  Victrola  instrument, 
which  changes  records  automatically  and  gives 
an  hour  of  music  with  one  filling  of  the  record 
magazine. 

Income  for  the  first  quarter  of  1927  before 
depreciation  and  Federal  income  tax  reductions 
amounts  to  $1,442,581.54,  compared  with  $1,415,- 
402.21  for  the  same  period  of  1926.  After  de- 
ductions for  depreciation  and  Federal  income 
taxes,  net  profit  for  the  first  three  months  of 
1927  totals  $1,001,985.87,  while  for  the  same  peri- 
od of  1926  the  net  profit  was  $1,115,110.30.  No 
deduction  for  Federal  income  taxes  was  neces- 
sary in  the  first  quarter  of  1926,  because  of  the 
loss  shown  by  the  company  in  1925,  when  old 
stocks  were  being  disposed  of  and  production 
was  being  reorganized  for  introduction  of  the 
new  types  of  instruments  and  records. ,  The  in- 
come tax  deduction  included  in  the  statement 
for  the  first  quarter  of  1927  totals  $119,550. 


Improved  Demonstration 

Methods  Aid  Retail  Sales 

(Continued  from  page  8) 
ness  to  its  present  importance  through  several 
distinct  policies  or  measures,  the  installation 
of  individual  demonstration  booths,  where 
numerous  customers  could  be  waited  upon  at 
once,  a  repair  system  which  built  contacts,  and 
expanded  the  record  business  by  putting  old 
machines  in  shape  to  play  records  "just  like 
new;"  by  securing  the  agency  for  an  especially 
good  reproducer,  and  of  placing  these  on  ma- 
chines in  connection  with  repair  work. 

Contacts  Through  Repair  Department 

"Many  of  our  best  and  most  lasting  contacts 
have  been  made  through  our  repair  work,"  de- 
clared Mr.  Standke.  "Our  repair  office  occupies 
an  important  place  at  the  rear  of  the  Music 
Shop,  and  frequently  I  work  until  late  in  the 
night  making  repairs  on  customers'  machines, 
and  thereby  making  new  customers. 

"It  is  an  interesting  fact  that  in  almost  every 
case  where  I  repair  a  phonograph  the  patron 
comes  to  our  store  regularly  to  purchase  his 
records.  So  when  I  am  rebuilding  a  phonograph, 


no  matter  how  old  or  dilapidated,  I  do  the  work 
well,  knowing  that  if  it  is  done  well  I  am 
creating  another  new  outlet  for  records,  and, 
of  course,  I  get  paid  for  the  repair  work,  too. 

"I  have  the  agency  in  this  territory  for  a 
really  good  reproducer,  and  a  big  percent  of 
repair  jobs  include  the  placing  of  one  of  these 
upon  the  phonographs,  and  then  I  am  sure  the 
owner  will  think  it  good  enough  to  buy  records 
for.  Our  repair  department  has  brought  us 
hundreds  of  steady  record  customers,  and  has 
been  also  highly  profitable  in  itself." 


Pinedo,  Italian  Aviator, 

Makes  Columbia  Record 


Vita-Phonic  Products 

Corp.  Is  Organized 

Joseph  E.  Rudell  Is  President  of  New  Company 
— Headquarters  in  New  York — Firm's  Line  Is 
Popula'r  With  Trade  Throughout  Country 

Organization  of  the  Vita-Phonic  Products 
Corp.  has  been  announced  by  Joseph  E.  Rudell, 
who  is  a  well-known  figure  in  the  music  trades. 
The  headquarters  of  the  new  company  will  be 
at  83  Greene  street,  New  York.  Mr.  Rudell  is 
president  of  the  new  company,  which  will  con- 
tinue the  manufacture  and  distribution  of  the 
Vita-Phonic  tone  arms  and  reproducers  which 
have  heretofore  been  produced  by  him. 

Mr.  Rudell  sailed  for  Europe  two  weeks  ago 
on  a  combination  business  and  pleasure  trip 
which  will  take  him  to  England,  France  and 
Germany.  He  expects  to  be  back  at  his  desk 
in  July. 

North  Carolina  Music 

Dealers  Form  Association 


More  Than  Fifty  Representative  Dealers  Met 
in  Greensboro  Last  Month  to  Organize — 
Will  Join  National  Association 


Greensboro,  N.  C,  June  4. — A  representative 
gathering  of  music  dealers  of  this  State,  about 
fifty  in  number,  met  at  the  King  Cotton  Hotel 
recently  and  organized  the  North  Carolina  As- 
sociation of  Music  Merchants,  which  will  be 
affiliated  with  the  National  Association  of  Music 
Merchants.  The'  aims  of  the  new  organization 
are  to  foster  a  program  to  cultivate  an  increased 
interest  in  music  and  to  co-operate  in  all  proj- 
ects to  educate  the  public  to  enjoy  better  musi- 
cal programs. 

The  following  officers  were  elected:  C.  S.  An- 
drew, Charlotte,  president;  C.  H.  Stephenson, 
Raleigh,  first  vice-president;  W.  R.  Murray, 
Durham,  second  vice-president;  S.  W.  Gardner, 
Gastonia,  secretary,  and  H.  A.  Dunham,  Ashe- 
ville,  treasurer.  The  Board  of  Directors  in- 
cludes C.  W.  Barker,  Charlotte;  Jess  G.  Bowen, 
Winston-Salem;  J.  S.  McFadyen,  Fayetteville, 
and  J.  R.  Maynard,  Salisbury. 


Elzie  Floyd  and  Leo  Boswell,  singers  of  old 
tunes,  will  record  for  the  Columbia  Co. 


Famous  Italian  Aviator  Who  Crossed  the  At- 
lantic Ocean  Gives  Greetings  of  Mussolini  to 
Italians  in  America  on  Columbia  Recording 


Col.  Francesco  De  Pinedo,  famous  Italian 
aviator  who  crossed  the  Atlantic  Ocean  and 
whose  flight  was  interrupted  by  an  accident  to 


Col.  Francesco  De  Pinedo 

his  aeroplane,  has  recorded  "A  Message  to  the 
Italian  People  of  America,"  for  the  Columbia 
Phonograph  Co.  catalog.  In  it  he  gives  the 
best  wishes  of  Mussolini  and  urges  Italians  in 
America  to  work  in  accord  with  the  people  of 
this  country  and  to  join  with  Mussolini  in  re- 
constructing their  Fatherland. 


Franklin  Elec.  Co.  Is 

Now  Sleeper  Distributor 

The  Franklin  Electric  Co.,  Philadelphia,  is  a 
new  distributor  of  the  Sleeper  Radio  &  Mfg. 
Corp.,  Long  Island  City,  in  eastern  Pennsyl- 
vania and  southern  New  Jersey.  Gordon  C. 
Sleeper,  president,  and  Robert  C.  Cameron,  of 
the  Eastern  sales  division  of  the  Sleeper  com- 
pany, recently  met  with  the  entire  organization 
of  the  Franklin  Electric  Co.,  to  help  launch  a 
big  consumer  sales  campaign  on  Sleeper  all- 
electric  models.  Many  new  dealers  have  been 
established,  according  to  Mr.  Sleeper,  and  the 
new  receiving  sets  have  met  with  an  enthusi- 
astic reception  wherever  introduced. 


The  Auditorium  model  Orthophonic  Victrola 
recently  gave  a  series  of  concerts  at  Colorado 
Springs,  Col.,  under  the  auspices  of  the  local 
newspaper. 


National  Record  Albums 

Made  of  the  best  materials  and  finished  by  experienced 

workmen 

PORTABLE  ALBUMS 
ALBUMS  FOR  CABINETS 

ALBUMS  BOUND  IN  CLOTH  or  ART  MISSION 

Albums  for  Export  Our  Specialty 
Write  Sor  list  of  19X7  styles  and  prices 

National  Publishing  Co.,  239-245  South  American  St.,  Philadelphia,  Pa. 
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Broadcasting  of  Records 


First  of  a  series  of  dealer  campaigns 
to  bring  the  merit  of  latest  and  im- 
proved recordings  to  the  attention 
of  the  public  via  radio  was  a  success 


in  Co-operative  Campaign 
of  Retailers  Boosts  Sales 


THE  first  of  a  series  of  dealer  co-operative 
campaigns  in  which  radio  broadcast  pro- 
grams were  used  to  increase  the  sale  of 
Victor  records  was  brought  to  a  successful  con- 
clusion last  month.  Briefly  summed  up  the  cam- 
paign consisted  of  ten  radio  broadcast  concerts, 
sent  from  broadcasting  station  WGL,  New  York, 
with  Victor  Orthophonic  records,  played  on  the 
Victor  Electrola,  providing  the  music.  The  idea 
of  using  the  air  to  bring  the  music  of  the  Victor 
records  into  many  thousands  of  homes  was 
brought  forward  by  Louis  Jay  Gerson,  radio 
broadcasting  publicist,  and  he  enlisted  the  finan- 
cial support  of  the  following  Victor  dealers  and 
jobbers  who  financed  the  campaign: 
Dealers 

Sol.  Lazarus,  21  East  Fifty-ninth  street,  New  York  City; 
A.  J.  Beers,  Inc.,  81  Chambers  street,  New  York  City; 
Nassau  Post  Card  Co.,  61  Nassau  street,  New  York  City; 
Max  M.  Handel,  110  Delancey  street,  New  York  City; 
Parnes  &  Jacobs,  88  Clinton  street,  New  York  City; 
European  Phonograph  Co.,  Avenue  A  and  Tenth  street, 
New  York  City;  Paul  Heifer,  1539  Third  avenue,  New 
York  City;  Liberty  Music  Shop,  2369  Broadway,  New  York 
City;  Adolph  H.  Mayers,  1989  Broadway,  New  York  City; 
Luscher's  Music  Shop,  Third  avenue  and  144th  street,  New- 
York  City;  Morris  Music,  Inc.,  130  East  Fordham  Rd., 
Bronx,  New  York;  Park  Slope  T.  M.  Shop,  Inc.,  310  Flat- 
bush  avenue,  Brooklyn,  N.  Y. ;  Arthora,  60  Court  street, 
Brooklyn;  Neapolitan  T.  M.  Co.,  311  Court  street,  Brook- 
lyn, N.  Y.;  Broad  &  Market  Music  Co.,  167  Market  street, 
Newark,  N.  J.;  Hunt's  Leading  Music  House,  White 
Plains,  N.  Y. ;  White  Music  Shops,  Inc.,  Danbury,  Conn. 

Jobbers 

American  Talking  Machine  Co.,  Brooklyn,  N.  Y. ;  Black- 
man  Distributing  Co.,  New  York  City;  C.  Bruno  &  Son, 
Inc,  New  York  City;  Chas.  E.  Ditson  &  Co.,  New  York 
City;  New  York  Talking  Machine  Co.,  New  York  City; 
Collings  &  Co.,  New  York  City. 

During  the  intermission  in  the  musical  pro- 
gram which  was  broadcast  for  an  hour  each 
Sunday  during  March,  April  and  part  of  May 
the  name  of  each  of  the  above  dealers  was  given, 
together  with  his  address,  not  merely  mention- 
ing the  street  and  number,  but  describing  the 
neighborhood  which  the  dealer  served.  Each 
radio  listener  was  told  that  a  visit  to  any  of  the 
stores  mentioned  would  be  rewarded  with  the 
gift  of  a  free  souvenir. 

In  an  interview  with  The  Talking  Machine 
World,  Mr.  Gerson,  who  officiated  at  the  micro- 
phone during  the  Orthophonic  broadcasts,  com- 
menting on  his  plan  for  increased  record  sales 
through  radio  broadcasts,  and  the  results  of 
the  work,  said: 

"It  had  been  my  idea  to  give  only  the  very 
best  in  music  to  the  radio  listeners,  as  they  hear 
nothing  but  jazz  for  nine-tenths  of  the  time 
anyway.  However,  from  the  dealer's  point  of 
view,  there  is  a  necessity  of  calling  the  public's 
attention  to  the  Victor  releases  that  go  on  sale 
every  Friday  and,  as  there  are  generally  four  of 


these  records,  a  compromise  was  made,  and  the 
programs  were  made  in  two  parts,  the  first  half 
consisting  of  popular  selections  of  the  new  re- 
leases, and  the  second  half  including  the  classi- 
cal selections.  On  several  occasions  a  complete 
symphony  was  given  and  this  made  it  neces- 
sary to  omit  the  popular  releases. 

"Following  the  broadcasting  of  these  Ortho- 
phonic programs  we  received  a  large  number 
of  responses,  both  by  telephone  and  mail.  Let- 
ters and  postcards  were  sent  in  commenting  on 
the  superiority  of  the  music  broadcast  in  com- 
parison to  the  regular  programs  of  other  peri- 


Louis  Jay  Gerson  at  the  "Mike" 

ods,  but  the  outstanding  remarks  of  the  listen- 
ers expressed  a  delight  that  talking  machine 
records  could  so  faithfully  reproduce  the  music 
of  the  artists.  Hundreds  of  requests  were  re- 
ceived to  play  this  or  that  selection  and  many 
wanted  whole  symphonies.  It  was  surprising 
how  few  requests  there  were  for  jazz  music. 

"A  number  of  letters  expressed  appreciation 
for  the  explanatory  music  introductions  which 
were  used  to  explain  each  selection.  These  in- 
troductions proved  particularly  effective  for 
the  concert  and  operatic  numbers,  for  music 
lovers  have  always  had  their  'program  notes'." 

The  preliminary  announcement  to  each  of  the 
ten  programs  broadcast  read  somewhat  in  this 
fashion : 

"Good  afternoon,  everybody. 

"This  is  the  radio  broadcasting  studio  WGL,  located  at 
the  Hotel  Majestic,  New  York  City,  broadcasting  today 
our  regular  three  o'clock  Sunday  afternoon  Victor  Ortho- 
phonic music  period. 

"These  Sunday  concerts  are  made  possible  through  the 
courtesy  of  prominent  Victor  talking  machine  dealers 
and  under  the  direction  of  Louis  Jay  Gerson.  In  today's 
program  of  music,  we  have  arranged  to  include  several 
of  the  latest  releases  of  Victor  Orthophonic  records. 

"Again  we  will  explain  what  'Orthophonic'  means:  It 
is  a  name  derived  from  two  Greek  words,  which  mean 
'correct  sound.' 

-  "In  radio  broadcasting  these  Orthophonic  records  from 
the  studio  of  station  WGL  we  use  the  new  type  Victor 
Orthophonic  Electrola. 


"With  this  instrument  and  these  records,  our  invisible 
audience  is  enabled  to  hear  with  absolute  accuracy  and 
fidelity  the  recording  of  each  artist  on  to-day's  program, 
as  though  you  were  really  in  the  room  at  the  time  these 
records  were  being  made.  As  a  matter  of  fact,  we  really 
do  not  believe  that  you  will  be  able  to  distinguish  any 
difference  whatsoever  in  these  records  provided  that  your 
radio  receiving  set  is  responding  with  full  efficiency. 

"All  Victor  dealers  place  on  sale  each  Friday  new 
records  just  released,  and  which  contain  the  latest  Broad- 
way 'hits'  from  the  shows.  As  in  our  previous  programs, 
we  divide  our  musicale  in  two  parts,  the  first  half  con- 
taining the  'popular  hits.'  Then,  after  a  five-minute 
intermission,  devoted  to  remarks,  we  give  the  second 
part  of  the  music  program,  which  is  reserved  for  the 
main  or  classic  numbers." 

Then  followed  the  program,  during  which  the 
names  and  addresses  of  each  of  the  dealers 
sponsoring  the  concerts  were  read.  At  the  close 
of  the  hour  the  following  explanatory  state- 
ment was  made: 

"You  have  been  listening  during  the  past  hour  to  a 
program  of  music  which  has  been  broadcast  to  you  direct- 
ly from  a  new  kind  of  talking  machine  disc  records 
which  are  called  'Orthophonic,'  and  these  we  have  played 
on  a  new  kind  of  talking  machine  called  the  Victor 
Orthophonic  Electrola. 

"So  marvelous  are  these  records  that  in  many  cases 
they  broadcast  better  than  do  the  artists  themselves. 
This  is  due  to  the  extraordinary  care  exercised  in  the  re- 
cording process.  As  a  matter  of  fact,  they  are  an  ex- 
act facsimile  of  the  original  sound  waves  coming  from 
the  throats  of  the  singers  or  from  the  instruments  of 
the  players. 

"The  records  which  you  have  heard,  being  'Orthophonic' 
records,  are  very  different  from  the  older  type  of  records 
which  most  of  you  who  are  listening  in  have  in  your 
homes. 

"When  most  people  hear  the  'Orthophonic'  Victrola  for 
the  first  time,  they  marvel  very  greatly  at  a  number  of 
things.  They  notice  how  much  more  easily  they  can 
tell  what  instruments  are  playing;  how  much  more  dis- 
tinctly they  can  hear  the  words  of  songs  and  speeches; 
how  much  closer  to  them  everything  seems;  but  even 
more  than  this,  they  wonder  at  the  real  deep  resonant 
'bass'  parts  of  the  music,  whatever  it  may  be. 

"The  new  'Orthophonic'  records  and  Victrolas  bring 
out  the  fundamentals  and  overtones,  and  on  the  old  rec- 
ords these  were  missing. 

"We  have  a  very  interesting  booklet  bearing  the  title 
'Development  of  the  New  Orthophonic  Victrola.'  The  whys 
and  wherefores  as  well  as  the  history  of  the  old  and 
new  Victrola  are  well  told  in  this  little  work,  and  wc 
advise  every  one  of  our  listeners-in  who  might  be  inter- 
ested in  this  information  to  procure  a  copy. 

"We  shall  be  pleased  to  send  one  to  you,  and  at  the 
same  time  a  copy  of  the  new  Victor  Orthophonic  record 
catalog.  These  will  be  mailed  immediately  upon  receipt 
of  your  name   and  address." 

The  concerts,  which  have  been  discontinued 
for  the  Summer  months,  will  be  resumed  in  the 
Fall  and  it  is  expected  that  other  dealers  will 
participate.  The  dealers  who  sponsored  the 
first  series  report  that  while  it  was  impossible 
to  keep  an  accurate  check  on  the  definite  re- 
sults of  the  programs,  record  business  was  most 
active  and  it  was  obvious  that  a  large  share  of 
the  business  could  be  credited  to  the  broadcast 
concerts. 
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You  can't  get  far  away  from  the  quality  of  the  tube  itself. 
It's  all  well  and  good  to  talk  about  merchandising  helps, 
dealer  cooperation,  national  advertising  and  all  that  sort  of 
thing  —  but  in  the  final  analysis  you  can't  wander  too  far 
from  the  quality  of  the  tube  itself. 

All  the  blarney  that  may  have  been  fed  to  Andy  Consumer 
about  the  merit  of  a  radio  tube  turns  to  sour  applesauce  if 
the  tube  fails  to  make  good — and  many  do  exactly  that  as 
you  very  well  know. 

Perryman  Radio  Tubes  are  uniformly  satisfactory.  You 
can  prove  that  statement  by  testing  them  to  your  heart's 
content.  If  you  are  disposed  to  consider  a  proposition  that 
has  for  its  foundation  a  radio  tube  that  will  convince  even 
you  of  its  quality,  write  us  for  further  information. 

PERRYMAN  ELECTRIC  COMPANY,  Inc. 
33   West  60th    Street,    New   York,    N.  Y. 

LABORATORIES    AND    PLANT:    NORTH   BERGEN,  N.J. 


PERRYMAN  RADIO  TUBES  I 

A  Complete  Line  of  Standard  Equipment  for  every  Radio  Purpose  y 
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Unit/ 


STERLING'S  new  "A"  Power 
Unit  is  the  headliner  of  the 
light-socket  field.  Tested  for 
mechanical  excellence,  proved  out 
for  power  and  tone  quality  in  use, 
it  is  certain  to  be  the  season's 
big  seller. 

Compact  for  the  console,  attrac- 
tive to  the  eye,  this  Sterling  Power 
Unit  combines  everything  that 
you  or  your  customers  look  for 
in  an  "A"  Power  Unit.  Meter 
equipped  to  insure  adjustment  to 
exactly  the  power  needed — eco- 
nomical— permanent. 

Its  Raytheon  "A"  Rectifier,  the 
tubeless  rectifier  that  never  heats 
up  and  cannot  break,  completely 
does  away  with  after-sales  serv- 
icing. In  short,  this  is  the  light 
socket  power  unit  that  all  Radio- 
dom  has  been  waiting  for. 

The  Sterling  Manufacturing  Company 

2831  Prospect  Avenue  Cleveland,  Ohio 


"A"  Power  Unit 


At  the  R.  M.  A.  Show 
we  hope  you  did  not 
miss  this  complete  new 
range  of  Sterling  Light 
Socket  Units 

"B"  Power  Units,  in  4 
models,  prices  from  $27.00 
to  $55.00.  All  in  step  with 
the  power  requirements, 
conveniences  and  price  de- 
mands of  the  1927-28 
season. 

Also  new  "A"  Battery 
Charger  with  Raytheon 
Rectifier  and  complete 
A-B-C  Power  Unit. 

Complete 
Sterling  Poiver 
for  Radiolas 

I  Illustrated  below  I 

Thousands  of  Radiola 
owners  want  this 
simple  Power  Team. 
Fits  right  into  cabinets 
of  Radiolas  25  and  28. 


The  full  r;iiin<'  of  Bterllng  "A"  Powei  l  nits, 

"It"  Klinilniltnrs,  Ituttrry  Chargers  mill  othrr 

Radio  Device*  were  exhibited  at  the  R.M.A. 
show,  Itoutli  08, 


Mohawk  Corp.  Officials 

Anticipate  Record  Year 

Both  Gustave  Frankel,  President,  and  L.  Fran- 
kel,  Treasurer,  See  1927-1928  Season  as  Sec- 
ond to  None — Otto  N.  Frankfort  Optimistic 


Chicago,  111.,  June  9. — The  approaching  season 
will  be  a  lucrative  one  for  radio  dealers,  accord- 
ing to  the  predictions  of  the  executives  of  the 
Mohawk  Corp.  of  Illinois,  pioneers  and  develop- 
ers of  one-dial  rad  o  receivers.  From  officials  of 
the  corporation  it  was  learned  that  production 
schedules  have  been  definitely  established. 

Both  Gustave  Frankel,  president,  and  L.  Fran- 
kel, treasurer,  in  an  interview,  voiced  their  belief 
that  the  1927-28  season  will  be  second  to  none. 
Neither  seemed  disposed  to  divulge  any  figures 
regarding  the  coming  season.  However,  it  is 
reported  from  a  reliable  source  that  the  Mohawk 
factories,  which  will  go  into  production  early 
in  June,  have  set  for  themselves  a  program  far 
more  comprehensive  in  its  scope  than  at  any 
time  heretofore. 

Otto  N.  Frankfort,  vice-president  in  charge  of 
sales,  recently  returned  from  an  eight-weeks' 
trip  which  took  him  into  every  State  west  of 
the -Mississippi,  including  the  West  Coast.  On 
his  tour  Mr.  Frankfort  visited  with  wholesalers 
and  retailers,  and  verified  his  associates'  confi- 
dence in  the  future:  "Dealers  everywhere  antici- 
pate the  coming  season  with  a  realization  that 
it  will  be  bigger  and  better  than  ever.  The 
prosperity  of  the  country  is  responsible,  of 
course,  but  the  fact  that  the  radio  industry  has 
become  stabilized  and  sets  developed  to  a  high 
degree  of  perfection  makes  the  ownership  of 
a  radio  receiver  the  desire  of  every  family.  Time 
has  taught  us  all,  manufacturer,  dealer,  con- 
sumer, that  'Cheapened  goods  are  never  cheap.' 
Good  will  brings  far  more  lasting  and  effective 
results  than  the  pecuniary  profit  attached  to  an 
individual  sale.  Profit  comes  from  value  and 
service.  Consequently,  with  this  in  view,  Mo- 
hawk sets  have  become  better  and  better." 

Vice-President  Douglas  De  Mare,  in  charge 
of  engineering  and  purchases,  has  produced,  it 
is  said,  a  receiver  for  the  coming  year  in  keep- 
ing with  the  foolproof  perfection  demanded 
to-day  and,  which  is  said  to  be  the  utmost  in 
selectivity. 


Granite  Furniture  Co. 

Opens  Music  Department 

Salt  Lake  Citv,  Utah.  June  3.— The  Granite 
Furniture  Co.,  one  of  Utah's  largest  furniture 
concerns,  which  operates  a  big  store  at  Sugar 
House,  suburb  of  Salt  Lake  City,  and  branch 
stores  at  Bingham  and  Murray,  Utah,  announces 
the  opening  of  a  music  department  where  it  will 
feature  the  complete  line  of  Brunswick  Pana- 
tropes,  Prismatones  and  Radiola  combinations, 
together  with  Brunswick  light-ray  records.  Mr. 
Rockwood,  president  of  the  concern,  states 
that  R.  G.  Thomas,  formerly  assistant  manager 
of  Browning  Bros.  Co..  Ogden,  Utah,  and  who 
for  some  time  was  manager  of  the  phonograph 
department,  will  be  manager  of  this  new  de- 
partment. The  Granite  Co.  will  also  handle 
(lie  Brunswick  line  exclusively  at  its  branch 
stores. 


Convention  of  Western 

Music  Trades  in  July 

San  Francisco,  Cai  .,  June  4.— The  fourth  an- 
nual convention  of  the  Western  music  trades 
will  take  place  at  the  St.  Francis  Hotel,  this 
city,  from  July  12  to  15,  and  it  is  expected  to 
be  the  largest  and  most  successful  gathering 
of  music  and  radio  dealers  and  exhibitors  ever 
he'd  <>n  the  Pacific  Coast.  The  following  com- 
mittee is  arranging  exhibition  space  for  the 
manufacturers  and  jobbers:  George  Q.  Chase, 
chairman;  1?.  P.  Sibley,  vice-chairman;  Frank 
Anrys,  Fred  R.  Sherman,  Ben  Piatt,  Ed.  Kelly 
and  C.  R.  Bolton. 
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*l60. 

Complete,  nothing  else  to  buy 

THE  FIRST  COST  IS 
THE  LAST  COST 


wins 


HPHE  much  talked  of  AC  Electric  Radio 
Receiver  is  a  reality — with  full  credit  due 
the  Freshman  Laboratories.  No  batteries 
— no  accessories — no  hum — full  rich  tone — 
extraordinary  selectivity — wonderful  range. 

One-Control — six  tubes;  one  UX  112  RCA 
Power  tube  and  five  of  the 


ZNewl  C  Tubes 


solve  the  problem.  Millions  of  people  have  been 
long  awaiting  this  Electric  Radio  which  is  as 
great  an  advance  in  radio  as  the  electric  light 
over  the  candle. 

The  Freshman  franchise  is  a  valuable  asset  to 
any  merchant  who  possesses  adequate  display 
space  and  who  has  the  facilities  to  handle  vol- 
ume business.  A  few  choice  territories  are  still 
available.  Wire  or  write  for  complete  informa- 
tion about  the  most  profitable  franchise  in  radio. 


Sold  to  Authorized  Freshman  Dealers  only 

Six  tubes  **One  Control 


CHAS.   FRESHMAN    CO.,   INC.,  FRESHMAN    BUILDING,   NEW  YORK 

CHICAGO  LOS  ANGELES 
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How  Boy  Scouts  Aided  Carr  &  Son  Canvass 

Troop  of  Boy  Scouts  Distributed  1000  Circulars  and  Secured  the 
Names  of  Families  Who  Were  Interested  in  Home  Demonstrations 


LOCATED  in  the  best  business  section  out- 
side of  Chicago's  loop,  B.  F.  Carr  &  Son 
have  been  active  in  the  music  business  of 
that  city  for  over  twenty-five  years.  The  com- 
ing of  radio,  therefore,  found  them  well  pre- 
pared to  carry  this  line  of  merchandise  and  sell 
it  from  the  proper  angle,  as  a  musical  instrument 
rather  than  a  scientific  apparatus. 

Also  having  learned  the  lesson  of  carrying 
only  standard,  well-advertised  merchandise 
through  his  years  of  phonograph  retailing,  C. 
H.  Carr,  the  present  manager,  took  on  only 
well-financed,  high-grade  lines  of  radio  sets 
from  the  very  start.  As  a  result  the  business 
has  suffered  very  little  from  the  bugaboos  of 
the  inexperienced  retail-set  dumping  and  price- 
cutting. 

A  Go-Out-After-Business  Policy 

In  the  old  days  the  Carrs  would  load  a  piano 
or  phonograph  on  a  wagon  when  business  was 
dull,  and  go  on  a  house-to-house  canvass  of 
the  neighborhood.  Now,  even  though  the  busi- 
ness has  grown  to  such  an  extent  that  it  neces- 
sitates four  floor  salesmen,  Carr  is  still  a  be- 
liever in  the  go-out-after-business  type  of  mer- 
chandising. The  last  few  Summers  he  has  not 
only  made  use  of  outside  salesmen  working  on 
straight  commission,  but  he  has  also  employed 
a  direct  type  of  circularization  with  great  suc- 
cess in  securing  prospects. 

Publicity  Through  Boy  Scouts 

This  system  consisted  of  the  door-to-door 
distribution,  by  a  local  troop  of  Boy  Scouts,  of 
a  thousand  business-getting  circulars.  These 
circulars  stated,  in  part,  that  B.  F.  Carr  &  Son 
were  anxious  to  have  as  many  responsible  peo- 
ple as  possible  have  an  advance  hearing  of  the 
new  model  radios  in  the  seclusion  and  comfort 
of  their  own  homes.  All  that  was  necessary 
to  get  such  a  demonstration  was  for  the  indi- 
vidual to  sign  his  name,  address  and  phone  num- 
ber in  the  space  provided  at  the  end  of  the  cir- 
cular. If  it  so  happened  that  the  party  was  well 
satisfied  with  his  present  outfit,  a  space  was 
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provided  for  the  signer  to  express  his  interest 
in  either  battery-eliminators,  power-tubes  or 
any  other  new  apparatus  current  on  the  market. 

The  Scouts  took  these  circulars  all  through 
the  neighborhood,  rang  door-bells,  explained 
the  proposition  to  the  person  answering,  and 
waited  until  the  circular  was  completely  read 
and,  preferably,  signed.  The  boys  were  paid  at 
the  rate  of  ten  cents  for  each  signature  which 
could  be  verified  as  authentic  by  phone  call.  A 


C.  H.  Carr  Demonstrating  Set 


total  of  500  of  these  signed  circulars  were 
brought  in,  the  names  of  about  300  could  be 
verified  and  about  200  persons  were  really  in- 
terested in  some  form  of  radio  apparatus.  As 
a  direct  result  of  the  campaign,  about  ten  elimi- 
nators, four  complete  outfits  and  a  large  amount 
of  miscellaneous  apparatus  such  as  tubes  and 
batteries  were  sold. 

Results  of  the  Campaign 
The  greatest  benefit  was  gained,  however, 
according  to  Mr.  Carr,  from  the  advertising  this 
direct  circularization  resulted  in.  Every  one  of 
the  thousand  people  approached  actually  read 
the  circulars  in  full.  Even  if  the  majority  of 
them  had  no  intention  of  buying  radio  at  the 
time,  the  name  of  the  firm,  B.  F.  Carr  &  Son, 
was  impressed  on  their  minds  as  being  actively 
engaged  in  the  radio  business. 


As  an  example  of  the  value  of  this  feature,  a 
man  who  had  signed  a  circular  one  Summer  and 
had  subsequently  bought  a  power  tube  returned 
to  the  store  the  following  Fall  and  bought  an 
entire  new  outfit  amounting  to  over  $200.  This 
was  a  piece  of  business  which  would  never  have 
gone  Carr's  way  if  not  for  the  introduction 
afforded  by  the  circular. 

"The  important  things  to  remember  in  the 
operation  of  a  stunt  of  this  kind,"  said  Mr.  Carr 
in  commenting  on  his  circular  plan,  "is  that  first, 
only  responsible  persons  should  be  given  these 
home  demonstrations  and  second,  emphasis 
should  be  laid  on  quality  of  merchandise  and 
excellence  of  service  when  following  up  the 
prospects  one  gets  from  the  signed  circulars. 
The  resultant  esteem  and  good-will  built  up 
will  mean  far  more  in  the  long  run  than  any 
few  sales  which  might  have  come  through  price- 
appeal  tactics." 

Orthophonic  Victrola  Is 
Equipped  as  Loud  Speaker 

Victrola  Model  8-30  Is  Equipped  With  Speaker 
Unit  and  Other  Fittings  So  That  Reproduc- 
ing System  Can  Be  Used  as  Radio  Speaker 


The  Victor  Talking  Machine  Co.  recently  an- 
nounced to  the  trade  that  the  Victrola  8-30  is 
being  equipped  with  a  speaker  unit,  valve,  input 
jack,  input  transformer  and  other  fittings  so 
that  the  reproducing  system  of  the  instrument 
can  be  used  as  a  radio  loud  speaker.  This  model, 
when  so  equipped,  will  be  known  as  model  8-30 
S  or  Special,  and  will  list  at  $385. 

This  step  has  been  taken  in  response  to  many 
requests,  and  the  Victor  Co.  feels  that  so  many 
inquiries  have  been  received  in  regard  to  the 
matter  that  dealers  will  find  a  ready-made  mar- 
ket for  the  new  model.  Many  people  who  own 
radio  receivers  of  the  better  type  will  be  in- 
terested in  purchasing  not  only  the  Orthophonic 
Victrola  but  superb  radio  reproduction. 

Story  of  Panatrope  in  Film 
Form  Proves  Big  Sales  Help 

Orders  for  Projectors  and  Films  Received  in 
Quantity  by  Brunswick  Co. — Visualization  a 
Great  Aid  in  Demonstrations 


Since  the  "Story  of  the  Panatrope"  in  film 
form  has  been  introduced  to  Brunswick  dealers 
by  the  Brunswick  Co.,  it  has  met  with  great 
success  and  dealer  acceptance  throughout  the 
tntire  country.  Progressive  dealers  were  quick 
to  realize  the  value  of  a  pictured  sales  talk,  and 
orders  for  projectors  and  films  began  to  stream 
into  the  Brunswick  office.  One  great  sales  ap- 
peal is  that  the  film  can  be  shown  on  any  plain 
surface  and  in  any  size,  from  that  of  a  match 
box  to  the  regulation  size  in  a  movie  theatre. 

Since  the  introduction  of  the  visual  salesman, 
the  number  of  demonstrations  of  the  Bruns- 
wick Panatropes  has  increased. 

New  Columbia  Artists 


The  Columbia  Phonograph  Co.  has  just  an- 
nounced important  additions  to  its  list  of  ex- 
clusive Southern  artists.  These  are  Cross  and 
McCartt,  Obed  Pickard,  and  Earl  McDonald's 
Original  Louisville  Jug  Band.  The  last-named 
organization  offers  record  buyers  something 
original  in  the  way  of  jazz  interpretation. 


ALL  BRACH  LIGHTNING  ARRESTERS 

Cany  $100  FREE  INSURANCE 

Against  Damage  to  Your  Radio 
by  Lightning  Induction. 

Newark, n.j.  L,.  S.  BRACH  >IF*0.  CO.  toronto.can. 
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Balkite  has  it 


The  radio  trade  has  always  expected  that 
when  any  very  spectacular  advance  was 
made  in  the  radio  power  field,  Balkite — 
the  leader — would  make  it.  First  noiseless 
battery  charging.  Then  successful  light 
socket  "B"  power.  Then  trickle  charging. 
Balkite  has  always  had  what  the  trade 
needed  at  the  right  time.  And  now  Bal- 
kite has  it  again.  At  the 


R.  M.  A.  TRADE  SHOW 


Balkite  exhibited  the  greatest  develop- 
ment ever  announced  by  a  radio  power 
unit  manufacturer. 


FANSTEEL  PRODUCTS  CO.,  Inc. 


Stevens  Hotel,  Chicago 
June  13th  to  17th 


GHprth  Chicago,  III. 
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Profit  Wmiii^  Sales  \\nnkJes 

A   Record   and    Sheet  Music  Tie-up — How    Machines  on  Floor  Can  Sell  Records — Uses  the 
Automatic  for  Store  Door  Playing — Maintain  Contact  Through  Direct  Mail — Modell's 
Has  Own  Radio  Newspaper — Speedy  Service  in  Small  Shop — Reception  Difficulties 


A  simple  yet  decidedly  effective  manner  of 
increasing  both  record  and  sheet  music  sales 
was  recently  put  into  practice  by  the  Liberty 
Music  Shop,  2369  Broadway,  New  York  City. 
This  establishment  plays  one  of  the  latest  record 
releases  continually  on  an  Orthophonic  Victrola 
inside  the  store  door  and  because  of  the  store's 
location  on  one  of  the  world's  busiest  streets 
large  crowds  collect.  During  the  past  month,  -a 
copy  of  the  sheet  music  of  the  selection  being 
played  has  been  attached  to  the  instrument  and 
it  has  proved  to  be  most  successful  in  bringing 
more  people  into  the  store  to  ask  for  the  record. 
Seemingly,  many  of  the  public  hesitated  to  come 
in  and  ask  for  the  record  without  knowing  its 
name.  The  effect  on  sheet  music  sales  has  like- 
wise been  most  beneficial. 

Silent  Salesmen 

A  recent  visit  to  the  store  of  a  successful 
talking  machine  and  radio  dealer  disclosed  the 
fact  that  a  record  rested  on  the  turntable  of 
every  talking  machine  on  the  floor  and  further 
examination  brought  forth  the  fact  that  in  each 
case  the  same  record  was  used.  Inquiry 
brought  forth  the  information  from  the  propri- 
etor that  customers  who  enter  the  store  to  buy 
articles  other  than  records  often  play  one  of 
the  instruments  while  waiting  for  the  salesmen, 
and  frequently  decide  to  purchase  the  record 
played  and  maybe  others.  For  this  reason,  in- 
stead of  leaving  the  turntables  bare,  a  late  rec- 
ord release  is  put  on  so  that  these  incidental 
sales  might  be  made.  Care  is  also  taken  to 
see  that  the  records  are  changed  frequently  so 
that  the  latest  "hit"  will  be  used. 

Store  Door  Playing 

With  the  introduction  of  the  Automatic 
Orthophonic  Victrola,  dealers  who  have  found 
the  playing  of  an  instrument  at  the  door  to  be 
a  source  of  record  profits  have  the  opportu- 
nity of  choosing  whether  they  will  continue  to 
play  a  single  record  continuously  as  they  have 
in  the  past,  or  else  selecting  twelve  records  and 
giving  a  concert  of  diversified  music  for  an 
hour.  Some  dealers  are  loath  to  try  the  latter 
method,   reasoning  that  the   continual  playing 


of  one  selected  record  will  stop  the  passers- 
by  and  induce  them  to  enter  the  store  where 
the  salesmen  will  have  the  opportunity  of  sug- 
gesting others.  On  the  other  hand,  the  playing 
of  a  selected  list  of  twelve  records  will  lend 
variety,  and  a  record  which  appeals  to  one 
person  might  not  affect  another,  so  that  the 
varied  program  might  result  in  attracting  more 
customers  to  the  store.  It  should  prove  an 
interesting  experiment  for  the  dealer  to  try 
both  methods  and  check  up  and  see  which 
proves  the  more  profitable.  It  might  be  men- 
tioned in  passing  that  the  New  York  Band  In- 
strument Co.,  one  of  the  largest  record  outlets 
in  New  York  City,  is  playing  the  Automatic  at 
its  door  and  the  clerk  in  charge  of  records  re- 
ports that  a  material  increase  of  sales  of  the 
records  played  has  been  the  result. 

Let  Them  Know 

There  are  a  great  number  of  radio  dealers 
throughout  the  country  who,  because  of  the  loca- 
tion of  their  stores,  are  not  able  to  demonstrate 
the  radio  receivers  which  they  have  irj  stock  to 
the  best  of  their  capabilities.  A  number  of  factors 
enter  into  the  reasons  for  the  set  not  showing  up 
to  its  best  advantage.  The  building  may  be  con- 
structed of  steel  and  thus  offer  an  impediment  to 
good  reception,  elevators  in  a  large  building  may 
interfere  seriously  with  programs,  and  other  fac- 
tors add  to  the  woes  of  dealers.  In  many  cases 
the  dealer  depends  on  his  sales  force  to  ex- 
plain these  conditions,  but  it  would  be  wise  to 
have  small  signs  displayed  prominently,  telling 
of  the  conditions  and  explaining  that  the  recep- 
tion in  the  home  would  be  much  better.  The 
department  store  of  Fred.  Loeser,  Brooklyn,  N. 
Y.,  has  a  sign  setting  forth  these  facts  and  ad- 
vising prospective  customers  to  ask  for  head-set 
demonstrations. 

Vary  Mail  Matter 

In  sending  direct  mail  to  customers  and  pos- 
sible prospects,  it  is  well  that  the  dealer  vary 
the  type  of  matter  sent  out  and  not  depend  on 
the  literature  provided  by  the  manufacturers. 
An  occasional  letter  sent  merely  to  bring  the 
store  to  the  customers'  attention  and  not  per- 


taining to  any  particular  instrument  or  bargain 
will  often  serve  to  re-establish  contact  and  es- 
tablish good-will.  An  instance  is  the  following 
letter  sent  out  by  the  Joseph  Home  Co.  some 
time  ago  to  the  masculine  prospects  and  cus- 
tomers.   It  reads: 

To  Our  Men  Friends: 

This  is  an  invitation  to  make  the  early  acquaintance  of 
our  radio  section,  which  is  an  extension  of  our  well- 
established  Victrola  department. 

Let  us  initiate  you  to  the  thrills,  surprises  and  diversi- 
fied entertainment  which  the  possession  of  a  dependable 
radio  set  entails 

Radio  service  awaits  you  here,  with  the  assurance  of 
reliability  and  satisfaction  that  applies  to  every  purchase 
made  in  this  store. 

We  have  more  than  a  commercial  interest  in  selling  you 
a  radio  set.  We  would  like  to  be  the  means  of  making  you 
a  radio  fan.  You'll  get  a  great  deal  of  satisfaction  out  of 
a  radio  set  from  Home's,  and  we'll  get  a  great  deal  of 
satisfaction  out  of  being  a  party  to  your  satisfaction. 

Stop  in  the  Radio-Victrola  section  at  the  first  oppor- 
tunity and  let  us  show  you  the  different  types  of  sets — 
regenerative,  reflex,  neutrodyne  and  super-heterodyne — 
each  with  some  special  point  of  merit  to  recommend  it.  The 
prices  are  reasonable,  and  deferred  payments  may  be 
arranged. 

Profitable  Publicity 

An  interesting  four-page  newspaper  is  issued 
weekly  by  Modell's  Radio  Stores,  New  York 
and  Brooklyn,  devoted  exclusively  to  radio 
news  and  articles  of  interest  to  the  radio  fan. 
The  paper  is  distributed  to  patrons  of  the  store 
and  contains  a  great  number  of  interesting  and 
instructive  articles.  For  instance,  in  a  recent 
issue  one  of  the  featured  stories  gave  detailed 
instructions  for  the  care  of  the  storage  battery 
under  the  title  "Storage  Battery  Care  Pays  Big 
Dividends" — -"Simple  Attention  Results  in 
Longer  Life."  In  simple,  understandable  lan- 
guage the  writer  set  forth  what  every  battery 
owner  should  do  to  get  the  best  results  from 
this  accessory.  Another  article  was  headed: 
"Selectivity  Lacking? — Here  Are  Some  Rem- 
edies," and  set  forth  some  cures  for  the  set 
vvhich  is  not  functioning  up  to  par.  Other  fea- 
tures of  the  newsy  weekly  include  a  question 
and  answer  department,  the  latest  news  of  the 
doings  of  the  Federal  Radio  Commission  and 
other  items  which  might  prove  of  interest  to 
radio  set  owners.  Two  pages  of  the  newspaper 
are  given  over  to  advertisements  of  the  current 
offerings  which  the  Modell  stores  are  making  to 
the  public. 

Speed  in  Service 

A  live  talking  machine  dealer  has  solved  the 
problem  of  serving  the  greatest  number  of 
people  in  the  shortest  space  of  time  in  his 
small  cubby-hole  store  in  the  crowded  business 
district  of  lower  New  York.  The  dealer's  stock 
consists  entirely  of  records,  sheet  music,  a  few 
portable  phonographs  and  music  rolls.  There 
is  no  room  in  the  small  store  for  a  stock  of 
instruments.  A  long  shelf  contains  jazz  rec- 
ords. People  who  enter  the  store  select  the 
records  they  want  from  this  shelf  and  enter  one 
of  the  two  booths  if  they  want  a  demonstration. 
The  better  records  are  in  the  usual  wall  rack. 
Another  wall  rack  contains  the  sheet  music, 
with  placards  announcing  the  prices  of  the 
music  in  various  portions  of  the  rack  so  that 
customers  find  it  unnecessary  to  ask  informa- 
tion on  this  point.  There  is  no  piano  in  the 
little  shop  and  when  a  customer  asks  to  hear 
the  sheet  music  selections  the  proprietor  places 
a  record  of  the  number  on  a  talking  machine 
near  the  sheet  music  counter.  Speed  in  serv- 
ing customers  is  essential  for  this  dealer  for 
several  reasons.  First,  he  has  a  very  small  store 
and  many  customers  crowd  it.  Second,  he  is 
in  the  high  rent  district.  Third,  because  he 
sells  so  few  instruments  of  any  kind  he  must 
make  many  sales  of  the  smaller  units  such  as 
records,  sheet  music,  etc. 


Pueblo  Music  Go.  Remodeled 


Pueblo,  Colo.,  June  4. — The  Pueblo  Music  Co. 
store  has  been  remodeled  and  several  new 
demonstration  and  display  rooms  have  been 
added.  A  section  of  the  store  has  also  been 
equipped  as  a  Victor  repair  department,  with 
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Supet'Ball  Antenna 
Accommodation  Kit 

Contains  all  materials  (nationally 
advertised,  quality  units)  neces- 
sary for  complete  installation  of 
Super- Ball  Antenna ,  with  com- 
plete directions   for  installation. 


The  Super-  Ball  Antenna 
is  the  ideal  aerial  for  apart' 
ment  house  installation, 
a$  tvell  as  for  individual 
homes. 


YAH  R- LANCE 

Milwaukee    INCORPORATED  Wisconsin 


Super-Ball 
Antenna 

^><§x§> 

A  Better  Aerial 
— More  Sales 

THOUSANDS  of  dealers 
are  enjoying  profitable 
Super « Ball  Antenna  sales 
volume,  due  to  the  greater 
satisfaction  this  better  aerial 
gives.  Super- Ball  Antenna 
popularity  —  and  sales  — 
are  based  on  these  outstand- 
ing features: 

Greater  selectivity  Attractive  appearance 
Non-directional       Shed,  ice  and  snow 
Receives  all  wave     Not  affected  by  heat 

lengths  Easy  to  install 
Clarifies  tone  Le„  COstly  to  erect 

Minimizes  static      Improves  Summer 

Reception 

Order  from  your  jobber.  Write 
us  direct  for  descriptive  details. 
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MoKawk  settles  the  question  of 


T  AST  year,  with  the  best  One  Dial  set  in  the 
world,  with  cabinets  and  consoles  of 
splendid  design,  and  with  prices  that  estab- 
lished unbeatable  values,  Mohawk  amazed 
the  radio  world,  wiped  out  traditions,  and 
began  a  spectacular  march  to  the  front  rank 
of  the  industry.  This  year,  with  a  set  that 
has  numerous  refinements  over  last  years 
great  set,  with  cabinets  and  consoles  that 
completely  eclipse  the  beauty  of  last  years 
models,  and  with  prices  that  definitely  stop 
competition,  Mohawk  settles  the  question 
of  radio  leadership  for  1927-28. 


SEMINOLE  SPANISH  VAR- 
GUENO  CONSOLE- A  superbly 
unusual  Mohawk  Creation.  Com- 
plete in  every  detail  ol  design,  origin- 
ality and  construction.  Dimensions: 
45%  x  36  x  20  inches.  List  .  $245 


IROQUOIS  CONSOLE-R.ichwalnut.hand- 
rubbed, piano-finish.  duo-tone,with  apron  maple 
spindle-carved,  lour  turned  legs,  batterycompart- 
nient  with  front  removable  panel,  with  built-in 
patented  pyramid  loudspeaker  with  tastily  de- 
signed Burgundy  red  silk-backed  grill,  with  set 
compartment  accommodating  Mohawk  inter- 
changeable battery  or  electric  Drawer  Unit. 
Dimensions:  47%  x  23J/2  x  15Vfc  inches. 
List  $120 


Building  Them  Better 
Pricing  Them  Lower 
Selling  Them  Faster 


HIAWATHA  CONSOLE— Pier  creation.  Rich  walnut, hand-rubbed, 
piano-finish,  duo-tone,  hand-carved  Chippendale  legs,  tnmraed  in  curly 
maple,  battery  compartment  with  front  removable  panel,  with  built-in 
patented  pyramid  loudspeaker,  with  tastily  designed  Burgundy  red  silk- 
backed  grill,  with  set  compartment  accommodating  Mohawk  inter- 
changeable battery  or  electric  Drawer  Unit.  Dimensions:  60  x  x  14 
inches.  List.    .       .    .    .    •   .    .  $150 


Names  of  Mohawk  Distributors  Appearing  on 
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SETTLE  the  same  question  in  your  locality.  Domi- 
nate your  market  with  the  mighty  Mohawk  line. 
Cash  in  on  the  tremendous  merchandising  value  of  the 
exclusive  Mohawk  interchangeable  drawer  set.  Share 
the  success  that  was  enjoyed  last  year  by  every  Mohawk 
distributor  and  dealer  who  pushed  the  line  and  used 
the  support  we  gave  without  stint.  All  Mohawk  One 
Dial  Radio  Receivers  are  Six  Tube  sets— Shielded 
— A.  C.  Electric  or  battery  operated  interchange- 
able drawer  units.  Also,  all  Mohawk  sets  are  wired 
fob  Power  Tube  use.  Write  today  for  the  story  of 
the  most  definitely  valuable  franchise  in  the  industry. 

MOHAWK  CORPORATION  OF  ILLINOIS 

Established  1920 — Independently  Organized  in  1924 
2213  Diversey  at  Logan  Boulevard,  Chicago 


PAWNEE  CONSOLETTE— Rich  walnut, 
hand  •rubbed,  piano  -  finish,  duo-tone,  with 
apron  maple,  spindle-carved,  lour  turned  legs, 
battery  compartment  with  Iront  removable 
panel  but  without  speaker  compartment  or 

.speaker,  with  set  compartment  accommodating 
Mohawk  interchangeable  battery  or  electric 

-•  Drawer  Unit.  Dimensions:  38%  x  I9V2  x  Hl/4 
inches.  List   ....    -  $85 


CHEROKEE  TABLE  CABINET— Rich  walnut, 
hand  rubbed,  piano- finish,  duo-tone  with  maple 
overlay  on  end  pilasters.  Full  piano  hinged.  Dimen- 
sions: 17V4  x  12  x  10y2  inches.  List    .    .    .  $65 


CORTES  CONSOLE  —  Castilian  strut-legged  creation.  Rich  walnut, 
hand-rubbed,  piano-finish,  duo-tone,  four  turned  strut  legs,  with  hand- 
wrought  iron  polychrome-finished  center  stretcher,  battery  compartment 
with  front  -  removable  panel,  with  built-in  patented  pyramid  loud- 
speaker, sliding,  disappearing  type  arm  rest,  receding.  Castilian -de- 
signed, Burgundy  red  silk -backed  grill.  Console  trimmed  with  curly 
maple,  with  invisible  type  hinges,  with  set  compartment  accommodat- 
ing Mohawk  interchangeable  battery  or  electric  Drawer  Unit.  Dimen- 
sions: 48%  x  24  x  15%  inches.  List   $185 


MOHAWK 
CORPORATION 
OF  ILLINOIS 

established  1920 
Independently  Organized 
in  1924 
CHICAGO 


CHIPPEWA — The  famous  radio-history  making 
Chippewa.  The  standard  One-Dial  Radio  Console. 
The  favorite,  fast-moving  seller  of  the  wide-awake, 
progressive  radio  dealer.  List  $110 

Prices  slightly  higher  u>est  of  the  Rockies  and 
in  Canada 
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yl/  E  have  joined 
hands  with  MO- 
HAWK, because  we 
consider  the  line  a 
winner  not  only  for 
1927-28,  but  for  all 
time  to  come.  Lo- 
cated as  we  are  in 
Chicago,  we  have 
had  ample  oppor- 
tunity t  o  convince 
ourselves  o  f  the 
great  market  that 
HAWK'S  line-up. 

MOHAWK,  the 


Our  New  Building  Located  at   18th  and 
Michigan  Ave.,  Chicago 


awaits  MO- 


original  ONE 
DIAL  Radio,  is  a  real  business  builder 
for  the  music  dealer.  We  know 
Mohawk's  merchandising  policy  is 
sound,  all  models  are  well  designed 
and  executed  and  the  sets  perform. 
Colloquially  speaking,  we  may  say: 


"Never  a  squawk 
with  a  Mohawk!" 

Is  there  any  more 
to  say  except  that 
Mohawk's  record 
during  the  last  sea- 
son shows  positive 
proof  of  leadership 
which  any  music 
dealer  should  inves- 
tigate? We  pledge 
ourselves  to  give 
the  music  dealer  our  full  co-operation 
and  a  complete  RADIO  SERVICE 
that  will  result  in  increased  business 
and  substantial  profits. 

We  extend  to  all  dealers  attending 
the  R.  M.  A.  Show  June  13th  to  17th  a 
cordial  invitation  to  visit  our  new 
show  rooms  located  a  short  distance 
from  the  Stevens  Hotel. 


MAKE  MOHAWK  YOUR  LEADER 

In  1927-1928 


Exclusive  Distributors 
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To  Radio  Dealers 
in  the  Albany,  N.  Y.,  Territory 


Last  year  we  told  you  that  we  found  a  way  to  put  more  dollars  of  profit  into  your  pocket. 

We  told  you  that  selling  radio  sets  is  one  thing,  but  making  real  money  in  selling  radio  is  another. 

We  told  you  we  had  the  answer  to  making  profits. 

And  just  as  we  told  you  we  had  the  answer  to  profit  making  in  radio  last  year,  so  again  we  tell 
you  that  we  have  the  answer  to  profit  making  in  radio  this  year. 

Last  year  we  took  on  the  distribution  of  MOHAWK  ONE  DIAL  RADIO  because  we  believed 
it  to  be  the  outstanding  radio  value  in  the  entire  Industry.  This  belief  brought  you  and  brought 
us  results  on  the  profit  side  of  the  ledger. 

This  year  MOHAWK  settles  the  question  of  radio  leadership.  With  many  refinements  over  last 
year's  set,  with  cabinets  and  consoles  that  completely  outdistance  last  year's  models,  and  with 
prices  that  forevermore  stop  competition,  you  will  forevermore  step  into  radio  dealer  leadership 
if  you  will  merchandise  MOHAWK  ONE  DIAL  RADIO. 

We  are  MOHAWK  Exclusive  Distributors  in  the  Albany,  N.  Y.,  territory,  and  we  will  distribute 
only  one  set  this  year — MOHAWK. 

We  believe  that,  advertising  or  no  advertising,  M  OHAWK  sets  are  going  to  sell  in  tremendous 
quantities,  because  of  the  inherent  goodness  of  the  set  and  because  of  the  irresistible  appeal 
of  the  handsome  cabinets  which  have  been  created  to  house  the  sets. 

Do  not  overlook  MOHAWK.  Do  yourself  a  kindness  and  investigate,  examine  and  test  MO- 
HAWK before  you  decide  on  your  line  for  the  coming  year. 

Music  dealers  and  all  good  dealers  in  radio,  the  kind  of  dealers  that  are  on  their  toes  and  whose 
responsibility  and  reliability  are  unquestioned,  will  write,  wire  or  telephone  at  once  for  open  ter- 
ritory. 


AMERICAN  PHONOGRAPH  CO. 


EDISON  DIAMOND-DISC 

61-63  Hudson  Ave. 


Established  1899 

Radio  Division 


EDISON  AMBEROLA 

Albany,  N.  Y. 


Exclusive  Distributors 
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braska — dealers  with  vision  will  want  to  mer- 


chandise MOHAWK  ONE  DIAL  RADIO.  In 
this  territory  we  announce  ourselves,  with 
much  gratification,  to  be  the  Mohawk  Exclu- 
sive Distributor. 

We  had  faith  and  confidence  in  MOHAWK 
last  year.  With  this  year's  superb  line, 
MOHAWK  will  be  the  outstanding  leader  in 
radio  in  this  territory. 


Mr,  Dealer!   If  you  will  write,  wire 
or  telephone  at  once,  MOHAWK 
may  still  be  available  to  you! 


Exclusive  Distributors 
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Faithfully  Serving  the  Radio  Trade 


^^  mi  am 


WITH  THE  "FAMOUSLY  GOOD" 

MOHAWK  ONE  DIAL  RADIO 

Throughout  One  of  the  Largest  Mohawk  Territories  in  the  Country 


The  Geo.  C.  Beckwith  Co.  Build- 
ing, 16  South  Fifth  Street, 
Minneapolis,  Minn. 


The  Geo.  C.  Beckwith  Co.  Build- 
ing, 341  Broadway,  Milwaukee, 
Wisconsin, 


Dealers  in  the  Twin  City  territory,  during  1926, 
made  a  remarkable  record  in  pushing  Mohawk 
sales.  The  Geo.  C.  Beckwith  Co.  has  absolute 
faith  in  Mohaivk  One  Dial  Radio  and  gladly  wel- 
comed the  opportunity  to  extend  its  service  by 
recently  opening  a  complete  Milwaukee  whole- 
sale distributing  establishment.  Many  more  deal- 


ers can  now  join  in  making  1927  the  biggest  Mo- 
hawk year  in  all  history. 

The  Geo.  C.  Beckwith  Co.  carries,  of  course,  a 
full  stock  of  Mohawk  One  Dial  Radio,  ready  for 
immediate  shipment,  at  both  Minneapolis  and 
Milwaukee. 


A  FEW  CHOICE  DEALER  FRANCHISES  STILL  AVAILABLE 


Exclusive  Distributors 
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kEALERS  whom  we  serve  in  the  States  of  Colorado  and 
Utah  and  in  points  nearby  to  these  two  States  tell  us 
that  we  are  building  an  INSTITUTION  because  of  the 
scrupulous  care  with  which  we  select  merchandise  which  we  are 
asking  our  dealer-customers  to  buy  from  us. 


We  plan  our  work,  and  work  our  plan. 

In  the  planning  of  our  radio  business  we  most  carefully  investi- 
gated the  entire  field  in  the  Industry  and  decided,  last  year,  1926- 
27,  to  become  Mohawk  Exclusive  Distributors,  because  we  be- 
lieved that  for  sturdiness,  for  simplicity  in  construction,  for  re- 
sult-giving qualities  and  in  view  of  the  price  range  no  radio  set 
compared  with  MOHAWK. 

Having  had  a  generous  share  of  the  good  radio  dealers'  patronage 
last  year,  it  was  but  good  business  judgment  to  continue  our  Mo- 
hawk Exclusive  Distributorship  for  this  year,  and  this  year  MO- 
HAWK is  without  a  question  the  outstanding  leader  in  the  Radio 
Industry.  Because  MOHAWK  is  building  them  better  and  pric- 
ing them  lower,  responsible  dealers  of  radio  will  be  selling  them 
faster.  Such  dealers — we  mean  responsible,  well-financed  dealers 
in  radio — are  invited  immediately  to  communicate  with  us  through 
mail,  telephone  or  telegram  and  secure  for  themselves  a  profitable, 
thoroughly  satisfactory,  prestige-building  Mohawk  Dealer  Fran- 
chise, if  that  franchise  be  available  in  their  locality. 


Exclusive  Distributors 
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HOWARD  CRANFILL  CO. 

SOUTH  BEND,  INDIANA 
The  Oldest  Wholesale  Radio  Distributors 


Why  Mohawk  again  for 

1927-28! 

Because  we  only  returned 
two  sets  last  year! 

President 

HOWARD  CRANFILL  CO. 

That  is  why  we  are  Mohawk  again  for  1927-28 
Can  we  say  more  than  this  for  Mohawk? 


Exclusive  Distributors 
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^^ERE  we  are  again, 
telling  you  what 
we  told  you  last  year — 
we  always  believed  in 
One  Dial,  we  pioneered 
One  Dial  in  our  terri- 
tory! And  what  we  said 
last  year  holds  good  this 
year:  What  more  fitting 
tribute  could  we  pay  to 
One  Dial  in  radio  than 
to  be  the  exclusive  dis- 
tributor for  the  Origina- 
tor and  Pioneer  in  the 
One  Dial  industry— MO- 
HAWK? It  is  our  privi- 


lege— and  we  announce 
it  with  pride  and  pleas- 
ure this  year  again — to 
be  exclusively  Mohawk 
and  Mohawk  Exclusive 
Distributors  in  the  Buf- 
falo territory. 

Dealers,  and  especially 
good  Music  Dealers,  who 
want  to  make  profit  and 
build  prestige,  will  do 
well  to  telephone,  wire 
or  write  us  at  once  for 
a  Mohawk  franchise.  It 
will  grow  in  value  year 
by  year.   Do  it  now! 


Exclusive  Distributors 
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y  ^AY  down  East,  in  Auburn,  Maine,  it  has 
(J  J  been  our  pleasure  to  distribute  Mohawk 
^■*^/  One  Dial  Radio  Receivers.  In  the  profit 
that  has  come  to  us  through  the  distribu- 
tion of  this  Pioneer  One  Dial  Radio  Receiver 
our  dealers  have  also  shared. 

It  is  with  no  fear  of  contradiction,  nor  with 
any  possible  chance  of  disappointment,  that 
we  look  forward  to  an  even  greater  and  more 
profitable  year,  the  year  1927-28,  in  the  distri- 
bution and  selling  of  the  sturdy  and  splendid 
Mohawk  set. 

Wide-awake,  energetic,  well  rated  dealers  in 
radio  are  invited  to  write,  wire  or  'phone  us 
for  the  opportunity  to  become  MOHAWK 
RADIO  DEALERS. 


DARLING  AUTOMOBILE  CO.,  Inc. 

RADIO  SETS  AND  SUPPLIES 
29-31  Turner  Street  AUBURN,  MAINE 


Distributor* 
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/         HE  best  publicity  accorded  Mohawk 
t  C\    Radio  is  given  freely  by  Mohawk 
users.  No  longer  is  there  any  doubt 
concerning  their  one  dial  control.  There  are 

dial; 


other  radios  advertised   as  one 
Mohawk,  the  Original,  is  far  ahead. 


but 


Dealers  who  are  fortunate  enough  to  repre- 
sent this  line  are  happy  and  prosperous.  We 
are  proud  to  be  Mohawk's  Exclusive  Distrib- 
utor in  Central  Pennsylvania  and  we  are  ex- 
clusively Mohawk. 


Some  very  desirable  territory 
is  still  open  for  the  right  dealers* 
Write,  wire  or  'phone  I 


Excelsior  Auto  and  Battery  Co* 

H.  L.  MYERS,  Proprietor 
Cameron  and  Mulberry  Streets  HARRISBURG,  PA. 


Exclusive  Distributors 
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EMEMBER,  you  good  dealers  in  radio,  what  we  told 
you  in  our  last  year's  ad  in  this  Publication?  If  you 
don't,  we  will  repeat  it  again  this  year  —  both  for 
those  who  last  year  failed  to  become  MOHAWK  Franchised 
Dealers  and  for  those  who  this  year  better  get  busy  and  renew 
their  MOHAWK  franchises. 

Last  year  we  announced  ourselves  as  Mohawk  Distributors  in 
Northern  New  Jersey. 

Of  course  this  year  again  we  are  Mohawk  Distributors 
in  Northern  New  Jersey.  This  year  we  can  much  more 
strongly  say  what  we  said  last  year:  "For  price,  perform- 
ance and  consumer  preference  we  know  that  a  good  dealer  in 
radio  can  do  no  better  than  get  on  "The  MOHAWK  Wagon." 

Last  year  we  asked  you  to  hitch  YOUR  "Wagon"  to  a  Star 
—MOHAWK  IS  A  STAR!  Last  year  MOHAWK  was  a 
"STAR."  This  year  MOHAWK  is  a  complete  "CONSTELLA- 
TION." 

TO  DEALERS  WHO  ARE  CLEVER:  If  you 
want  the  "Star"  line  par  excellence  in  radio  for 
your   locality,   wire,   phone  or  write  at  once. 

We  broadcast  Mohawk  Programs  every  Saturday 
irom  11  to  12  forenoon,  Station  WODA! 


Federal  Radio  &  Electric  Co* 

50  Hamilton  Avenue,  Paterson,  New  Jersey 
also  Newark,  N.  J. 


Exclusive  Distributors 
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OOD  dealers  in  the  20  counties  in  the 
Southeastern  part  of  Iowa  last  year  en- 
joyed a  very  profitable  radio  year.  It 


was  our  good  fortune  to  supply  these  good 
dealers  with  MOHAWK  ONE  DIAL  RADIO, 
and  it  is  with  no  small  and  pleasurable  amount 
of  satisfaction  that  we  announce  ourselves 
Mohawk  exclusive  distributors  again  this  year. 

We  know  that  we  are  bringing  to  reputable, 
well  rated  dealers  in  radio  the  sturdiest,  best 
built  radio  set,  housed  in  the  most  unusually 
original  and  well  built  furniture  created  this 
year. 


Write  quickly,  or,  better  still,  wire 
or  telephone  for  available  territory 


Friday  Battery  &  Electric  Corporation 


SIGOURNEY,  IOWA 


OTTUMWA,  IOWA 


BURLINGTON,  IOWA 


Exclusive  Distributors 
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Congratulations,  Mohawk/ 

Truthfully  One  Dial! 
1927 '28  will  bring  even  greater  profits  to  Mohawk  Dealers 


In  1926  Mohawk 
dealers  found  Mo- 
hawk Radio  a  profit- 
able line  to  handle. 
In  1927  Mohawk 
Radio  will  be  even 
more  profitable. 


If  a  popular,  fast  mov- 
ing and  unusually  profit- 
able line  appeals  to  you, 
if  you  insist  on  complete 
protection  in  territorial 
and  other  policy  tnatters, 
Mohawk  Radio  is  what 
you  should  have. 

While  a  large  number 
of  dealers  now  handle 
Mohawk,  there  are  still 
profitable  franchises  open. 
Get  all  the  facts.  Write 
or  wire  at  once. 


Exclusive  Distributors 
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N  the  distributing  of  merchandise  to  good 
C-/  dealers  in  the  New  England  territory,  it 
has  always  been  the  aim  of  the  Lewis  Electrical 
Supply  Company  to  sell  the  best  possible  prod- 
uct in  every  branch  of  their  endeavors.  For  this 
reason,  we  have  decided  to  distribute  Mohawk 
One  Dial  Radio  Receivers.  We  invite  legiti- 
mate, well  rated,  reliable  merchants  in  radio 
throughout  the  New  England  territory  to  ex- 
amine and  test  Mohawk  Sets,  with  the  view  of 
becoming  authorized  Mohawk  Dealers. 

Insofar  as  we  know,  the  Mohawk  One  Dial 
Radio  is  the  best  product  of  its  kind  on  the 
market  today. 

Good,  responsible  dealers  will  write,  wire  or 
telephone  us  for  a  demonstration  here  or  in 
their  own  stores. 


Distributors 
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Whoopee-MOHAWK ! ! 

The  BEST  in  Radio/ 


Exclusive  Distributors 
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ST  UST  as  last  year,  so  again  this  year,  we  are  Ex- 
elusive  Distributors  and  distribute  exclusively 
Mohawk  One  Dial  Radio  in  Kentucky  and 
Southern  Indiana. 


Last  year's  Mohawk  line  built  for  us  the  biggest  radio 
business  we  ever  had.  With  this  year's  Mohawk  line, 
we  will  double  our  last  year's  business.  If  you,  Mr.  Radio 
Dealer,  and  particularly  you,  Mr.  Music  Dealer,  are 
wise,  you  will  quickly  write  us  for  the  opportunity  to 
become  a  Mohawk  Dealer. 

In  performance — in  sturdiness  of  construction — with 
the  beautiful  new  furniture — Mohawk  excels  every 
radio  set  on  the  market, 


Because  Mohawk  dealer  territory  is  fast  being  allotted, 
we  would  suggest  to  you  the  old  saying:  "A  word  to 
the  wise  is  sufficient!" 


Exclusive  Distributors 


I 
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C9  HERE'S  only  one  NATIONAL  RADIO  and  AUTO 
SUPPLY,  INC.,  in  the  State  of  Iowa. 

There's  only  one  section  of  the  State  of  Iowa  which  is  called 
the  Central  Section. 

There's  only  one  Originator  and  Pioneer  in  the  One-Dial  Field 
—MOHAWK. 

You  dealers  in  the  Central  Section  of  Iowa  know  MOHAWK 
as  well  as  any  dealer  in  radio  in  the  country.  To  you  dealers 
who  have  merchandised  MOHAWK,  as  well  as  to  all  up-and- 
coming,  dependable  and  recognition-building  dealers  in  radio, 
we  announce  with  no  uncertain  words  of  pride  and  with  much 
satisfaction  that  we  are  the  MOHAWK  Exclusive  Distribu- 
tors in  those  counties  of  Iowa  which  comprise  the  Central  Sec- 
tion of  the  State  of  Iowa.  It  is  our  hope  to  serve  in  every 
community  only  the  best  dealer  in  radio  with  only  the  best 
radio  products  which  the  market  affords.  The  radio  receiver 
we  selected  is  the  one  we  know  to  be  the  best  —  MOHAWK 
ONE  DIAL  RADIO. 

The  heads  of  this  firm  will  serve  dealers  of  radio  in  person. 
Thus  in  all  truth  may  we  say — ours  is  a  personalized  service  to 
Reliable  Dealers  in  Radio. 

Write,  wire  or  telephone  immediately  for  available  territory. 
Only  franchisee!  dealers  will  sell  Mohawk 


National  Radio  and  Auto  Supply,  Inc* 

WHOLESALE  ONLY 
American  Trust  Building        Cedar  Rapids,  Iowa 


Exclusive  Distributors 
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i-TAID  and  conservative  New  England — whose  population  wants  to  be  "shown" 
— will  be  served  through  reliable,  dependable,  wide-awake  and  responsible  deal- 
ers in  radio  with  the  one  radio  set  that  can  "show"  even  the  most  skeptical. 
Only  after  a  most  searching  investigation,  both  from  a  mechanical  and  merchandis- 
ing standpoint,  did  we,  last  year,  become  distributors  of  Mohawk  One  Dial  Radio. 
The  policy,  the  product  and  the  personnel  of  the  Mohawk  organization  is  everything 
that  the  dealer  who  is  building  for  permanency  can  possibly  expect  from  a  set  which 
he  desires  to  and  is  merchandising,  and  so,  last  year,  we,  the  distributor,  and  also  the 
dealers  of  Mohawk,  built  on  a  substantial  foundation  with  Mohawk.  This  building  on 
a  substantial  and  solid  foundation  will  bring  for  us  and  for  all  Mohawk  dealers  this 
year  in  the  New  England  territory,  handsome  profits  and  lasting  prestige. 

The  Mohawk  1927-28  line  is  superb  in  eye  value  and  well  nigh  fool-proof  in  design 
and  construction.  At  the  Mohawk  Distributors'  Convention  convincing  proof  was 
given  that  well  financed  and  reputable  dealers  in  radio,  particularly  music  dealers,  will 
this  year  want  to  become  Mohawk  dealers. 

Not  by  chance  merely  is  it  our  good  fortune  to  be  Mohawk  Distributors  in  the 
New  England  territory.  We  distribute  the  Originator  and  the  Pioneer  in  the  One  Dial 
field — Mohawk — as  the  result  of  well  laid  plans  and  after  most  thorough  deliberation. 
On  this  same  basis  we  will  appoint  Mohawk  dealers  in  the  New  England  States. 

Dealers  who  believe  themselves  qualified  from  the  standpoint  of  being  correctly 
financed  and  well  established,  who  are  permanent  in  merchandising,  and  who  are  fully 
equipped  to  render  the  proper  kind  of  radio  service  to  the  consumer,  will  wire,  tele- 
phone or  write  us  immediately,  with  a  view  of  becoming  authorized  Mohawk  dealers. 


Distributors 
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products  which  are  supreme  in  performance  and  in  sales.  We  strive  to 
impress  our  dealers  with  the  necessity  of  selling  merchandise  which  is  the 


little  brother  of  the  cash  register. 

For  THREE  years  we  watched  radio.  We  investigated.  We  studied.  We 
experimented.  And  when  we  finally  decided  to  enter  radio  by  way  of  its 
distribution  in  the  Syracuse  territory,  through  a  process  of  elimination  and 
working  with  innumerable  well-known  radio  receivers  we  decided  to  bring 
to  qualified,  responsible,  well-financed  dealers  in  radio  what,  so  far  as  we 
could  learn,  was  the  outstanding  radio-receiver- value  in  the  entire  Industry 
— Mohawk  One  Dial  Radio. 

It  is  with  a  sense  of  realizing  our  responsibility  to  good  dealers  in  radio 
that  we  announce  ourselves  for  this  year,  our  SECOND  year,  the  MO- 
HAWK Exclusive  Distributors  in  the  Syracuse  territory.  We  renewed  our 
arrangement  for  the  distribution  of  Mohawk  One  Dial  Radio  for  this,  our 
SECOND,  year,  because  WE  HAVE  YET  TO  FIND  A  DISSATISFIED 
MOHAWK  OWNER.  This  is  saying  all  that  can  possibly  be  said  of  any 
product  which  is  merchandised  through  capable,  efficient,  reliable,  well-fi- 
nanced dealers. 

We  enjoyed  a  very  fine  business  on  Mohawk  One  Dial  Radio  through  1926- 
1927,  and  we  are  out  to  double  our  Mohawk  Sales  in  1927-28. 


You  dealers  in  radio,  and  particularly  music  dealers,  who  believe  yourselves 
to  be  qualified  to  merchandise  a  quality  product  at  a  most  interestingly  low 
price,  will  write,  wire  or  telephone  for  available  territory. 


Exclusive  Distributors 
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Mohawk  Is  a  Money  Maker 

EVERY  Mohawk  dealer  in  our  territory  is  making 
money  on  Mohawk — every  Mohawk  user  is  a  booster. 
There  has  not  been  one  deviation  from  our  policy  of 
clean  merchandising. 

PEIRCE-PHELPS,  INC.,  is  proud  of  these  achieve- 
ments— is  proud  that  it  did  the  second  largest  sales  vol- 
ume for  Mohawk  last  year — is  proud  of  the  high  calibre 
of  the  Mohawk  dealers  it  serves. 

WE  endorse  the  New  Mohawk  Line  as  being  far  ahead 
of  our  greatest  expectations.  We  challenge  any  other 
set  in  its  price  field  to  give  it  serious  competition. 


Mohawk  Exclusive  Distributors  in 

Eastern  Pennsylvania 
Southern  New  Jersey 
Delaware 
Maryland 

District  of  Columbia 


Also  Distributors  for 

Kellogg  and  Crosley  Sets 
Cunningham  Tubes 
Eveready  Batteries 
Majestic  Eliminators  and 
Other  Quality  Merchandise 


The  Talking  Machine  World,  New  York,  June,  1927 


1927 


1928 


WHO 


is  there  among  us  that  does  not  swell 
with  pride  when  his  opinion  has 
been  approved  by  the  multitude? 
What  manner  of  man  is  he  who  can  refrain  from  an  "I- 
told-you-so!" — whether  by  word  or  act — when  he  sees 
the  crowds  beat  the  path  to  the  door  of  "the  mouse-trap 
man,"  who  has  shared  with  us  an  interest  in  his  well- 
thought-out  merchandise. 

A  group  of  ideas,  a  manner  of  assembly,  an  engineering 
principle  that  no  one  else  had  seen  fit  or  been  able  to 
gather  together,  figuratively  grabbed  us  by  the  collar 
and  said — "Here  is  thine  own,  thine  very  own — just  as 
you  in  your  fastidiousness  would  have  it.  Take  it  unto 
thineself  and  make  it  serve  thee!" 

We  did.  To  the  advantage  of  our  dealers  and  ourselves. 

DEALERS — One  dealer  to  a  town.  Your  city  may  be  open. 
If  you  are  in  the  territory  named  below,  please  write  us. 


MISSOURI 


ILLINOIS 


Adair 
Audrain 
Clark 
Knox 
Lewis 
Marion 
Monroe 
Macon 


Pike 
Putnam 
Ralls 
Randolph 
Scotland 
Schuyler 
Shelby 
Sullivan 


Adams 
Brown 
Cass 
Calhoun 
Green 
Hancock 
Henderson 


Macoupin 
Morgan 
McDonough 
Pike 
Scott 
Schuyler 
Warren 


Exclusive  Distributors 
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Mohawk 

Our  hats  are  off  to  you! 

You  have  proven — 


ABILITY  TO  MANUFACTURE  CORRECTLY 

The  Mohawk  product  for  the  past  two  seasons  has  been  sturdy  in  construction, 
reliable  in  operation  and,  by  comparative  test,  the  long-dollar  value  in  Radio 
Of  what  avail  are  orders,  prospects  or  opportunities  for  demonstration  if  the 
product  does  not  meet  the  test  and  vanquish  competition?  Mohawk  does 
all  that  could  possibly  be  asked  of  radio.    It  wins  respect. 

ABILITY  TO  MERCHANDISE  PROPERLY 

The  test  of  good  merchandising  is  to  build  what  the  market  will  absorb,  sell 
it  thru  dealers  who  realize  that  a  list  price  is  placed  on  the  product  as  an  ac- 
ceptable value  and  then  prove  your  case  before  the  public. 

Mohawk  has  met  these  tests.  Dealer  shelves  are  clean  of  merchandise.  The 
public  who  bought  is  satisfied,  for  Mohawk  list  prices  are  still  considered 
true  values. 

ABILITY  TO  VISUALIZE  THE  FUTURE 

We,  who  have  seen  and  tested  the  1927-28  line,  know  well  that  you  have 
visualized  the  future  with  the  keenest  foresight.  Every  prospective  difficulty 
or  annoyance  has  been  anticipated  and  forestalled.  We  compliment  you  on 
your  vision. 


Exclusive  Distributors 
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More  Than  Ever  Before 
We  Believe  in  Mohawk 


O^HIS  is  the  FOURTH  year  in  which  we  attest  our  belief 
(£)   in  MOHAWK.    We  always  knew  that  "One  Dial"  "is 
the  thing"  in  Radio.    That's  why  we  have  been  and  are 
behind  the  Originator  and  Pioneer  of  the  One  Dial  Radio  — 
MOHAWK. 

THREE  years  ago  we  distributed  three  different  radio  sets. 
TWO  years  ago,  two  different  radio  sets.  THIS  year  we  are 
MOHAWK  Exclusive  Distributors  and  we  distribute  MO- 
HAWK One  Dial  Radio  exclusively.  Just  one  Radio — MO- 
HAWK! Proof  enough,  how  strong  we  are  for  MOHAWK.  Proof 
enough  to  show  the  confidence  we  have  in  reputable,  well 
financed,  well  established  dealers  in  radio  that  they  will  back 
up  our  judgment  in  the  counties  in  Missouri,  Nebraska,  Kansas 
and  Iowa  in  which  we  distribute  MOHAWK  on  an  exclusive 
basis. 

Dealers  in  Radio  who  already  have  a  MOHAWK  FRANCHISE 
will  want  to  renew  theirs  immediately  for  the  coming  year,  and 
those  who  are  desirous  of  securing  the  valuable  MOHAWK 
FRANCHISE  will  wire,  phone  or  write  us  at  once. 


Exclusive  Distributors 
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STATE  OF  OHIO 

We  are  Exclusive  Distributors  in  the  following 
counties  in  the  State  of  Ohio: 


Allen 

Delaware 

Jackson 

Morgan 

Scioto 

Anglaize 

Fairfield 

Knox 

Muskingum 

Seneca 

Ashland 

Fayette 

Lawrence 

Noble 

Shelby 

Athens 

Franklin 

Licking 

Paulding 

Tuscarawas 

Carroll 

Gallia 

Logan 

Perry 

Union 

Champaign 

Guernsey 

Madison 

Pickaway 

Van  Wert 

Clark 

Hancock 

Marion 

Pike 

Vinton 

Coshocton 

Crawford 

Hardin 
Harrison 

Marrow 
Mercer 

Putnam 

Washington 

Darke 

Hocking 

Meigs 

Richland 

Wyandot 

Defiance 

Holmes 

Miami 

Ross 

Wayne 

Also  counties  in 

WEST  VIRGINIA 


Also  counties  in 

EASTERN-KENTUCKY 


The  Smith  Bros.  Hardware  Co. 
Columbus,  Ohio 


OUR  FIRST  YEAR  WITH  MOHAWK  RESULTED 
IN  800  PER  CENT.  INCREASE  IN  RADIO  SALES. 
OUR  DEALERS  SHARED  WITH  US 

Some  Dealer  Territory  Still  Open — Address  Dep't.  R 


The  Smith  Bros.  Hardware  Co* 

COLUMBUS,  OHIO 


Exclusive  Distributors 
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^  //  S  the  Original  and  Pioneer  Distributor  of  Mohawk  One 
^r^J     Dial  Radio  in  our  Territory  ever  since  this  famous 
£  my  Radio  Receiver  was  first  introduced,  it  has  been  our 

particular  privilege  to  watch  the  growth  and  develop- 
ment of  One  Dial  Control  in  Radio  from  Universal  Opposition 
to  Universal  Acceptance. 

Manufacturers,  dealers  and  others  who  a  short  four  seasons 
ago  would  not  even  entertain  the  thought  of  One  Dial  Control 
are  now  striving  just  as  earnestly  to  convince  everybody  that 
One  Dial  Radio  is  the  ONLY  Radio  worth  having. 

And  Mohawk  Radio,  having  Pioneered  and  Won,  now  extends 
through  its  Exclusive  Distributors  an  Exclusive  and  Protected 
Dealer  Franchise  which  again  pioneers  the  way. 

We  are  the  MOHAWK  Exclusive  Distributors  in  the  34  coun- 
ties of  Ohio,  Indiana  and  Kentucky,  served  by  Cincinnati. 

A  very  few  Mohawk  Franchises  are  still  available  in  this  Ter- 
ritory to  Reliable  Dealers.  Write  or  Wire  concerning  your 
Locality. 


Four  years  ago,  three  years  ago,  two  years  ago,  last  year,  and 
of  course  this  year — Mohawk!    'Nuff  sedl 


The  Southern  Ohio  Supply  Co. 


Pioneers  of  Better  Radio 

CINCINNATI  OHIO 


Exclusive  Distributors 
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In  Radio 


We  started  out  with  grief — 
Then  finished  with  Mohawk! 

We  say  finished,  because  that's  all  there  is  to  Radio,  so  far's 
we  are  concerned — MOHAWK! 

We  had  reached  the  end — the  customers  were  dissatisfied — our 
dealer  friends  were  complaining — and  we  were  not  overjoyed. 

We  were  invited  to  join  the  growing  and  prosperous  list  of  Mo- 
hawk Distributors. 

We  did — last  year.  Because  their  representative  attracted  us,  their 
factory,  financial  standing  and  permanency  in  the  industry  urged 
us,  but  their  set  convinced  us. 

Our  dealer  customers  have  shown  their  satisfaction;  they  have  co- 
operated; and  our  success  has  been  so  phenomenal,  that  we  have 
been  compelled  to  enlarge  our  quarters  in  order  to  take  care  of 
our  greatly  increased  volume  of  business  in  Radio  and  Mohawk! 


Responsible,  reliable  and  resourceful  Radio  Dealers  are  invited 
to  write,  wire  or  telephone  us  for  the  Mohawk  Franchise  which 
they  may  secure  only  from  us  in  Western  Pennsylvania. 


Superior  Auto  Accessories  Co. 

Wholesale  Exclusively 

5117-5121  Baum  Blvd.  PITTSBURGH,  PA. 


HIS  is  our  FIFTH  year  in  Radio.  For  many  years  we  have 
been  exclusive  Victor  distributors  and  we  believe  we  are 
justified  in  saying  that  we  know  a  good  radio  set. 


A  good  radio  set,  we  believe,  is  fool-proof  in  construction.  It  has 
eye  value.  And  it  is  priced  right.  Also,  the  most  important  thing 
of  all,  a  good  radio  set  requires  minimum  servicing.  These  are  the 
reasons  which  actuated  our  taking  on  MOHAWK  last  year,  and 
as  a  result  of  our  first  year's  experience  with  MOHAWK,  we  are 
again  happy  to  announce  ourselves  as  MOHAWK  Exclusive  Dis- 
tributors in  the  Birmingham  Territory. 

MOHAWK  is  the  easiest  and  fastest  selling  Radio  we  have  ever 
handled.  Results  in  the  home  are  equal  to  any  Radio  Set  made.  This 
statement  will  be  quickly  verified  by  any  one  of  our  dealers  who  last 
year  handled  MOHAWK.  Most  every  demonstration  with  a  MOHAWK 
results  in  a  sale. 

MOHAWK  factory  policy  is  most  satisfactory.  MOHAWK  co-opera- 
tion is  unsurpassed.  Mechanically  and  electrically  MOHAWK  gives 
practically  no  trouble. 

If  you,  wide-awake  dealers  in  radio,  want  the  best  kind  of  Radio  Set  for 
the  coming  Season,  telephone,  wire  or  write  immediately. 


Exclusive  Distributors 
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%J  OR  five  years  we  have 
been  distributors  of  radio 
receivers.  Last  year  was 
our  first  experience  with  the 
Mohawk  line.  We  found 
Mohawk  very  well  received, 
its  performance  satisfac- 
tory, and  the  merchandise 
with  a  very  high  eye  value. 
The  servicing  of  this  set 
was  lower  in  percentage 
than  on  any  set  we  have 
merchandised  in  the  past 
five  years. 


GEORGE  H.WAHH  CO 


T  is  our  privilege  to  rec- 
ommend the  Mohawk  One 
Dial  Radio  Line  to  wide- 
awake, legitimate,  well  fi- 
nanced dealers  in  radio  in 
the  New  England  territory, 
for  we  know  full  well  that 
the  policy  and  the  product 
of  the  Mohawk  factory  will 
build  prestige  and  profit  for 
reputable  radio  dealers. 


Distributors 
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Mr.  Dealer  — This  is  the  distributing  point  from  which 

we  expect  to  deliver  at  least  five  thousand  of  those  most  satis- 
factory  Mohawk  One  Dial  Radio  Sets  during  the  1927  season. 

OUR  TERRITORY  —  Rhode  Island.  Barnstable  —  Bristol 
and  Plymouth  Counties  in  Massachusetts.  Tolland — Windham 
and  New  London  Counties  in  Connecticut. 

Our  Five  Representatives  will  soon  have  their  samples. 
Wire,  write,  or  'phone  for  demonstration. 


Distributors  of 

CUNNINGHAM 
TUBES 

PHILCO  SOCKET 
POWERS 

KODEL 
A  &  B  ELIMINATORS 
Etc.,  Etc. 


Distributors  of 

YALE  "A,"  "B"  and  "C" 
BATTERIES 

THOROLA  and 
STEVENS  SPEAKERS 

Etc.,  Etc. 


Distributors 
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ITH  the  best  16  salesmen  we  know,  with  four  branches,  and  with  many  years  of 
preference  by  the  best  dealers  in  our  territory,  we  sought  and  found  the  best  radio 
set  on  the  market  today — MOHAWK. 


We  are  MOHAWK  Exclusive  Distributors  in  the  Central  Section  of  the  State  of  Illinois. 

We  selected  MOHAWK  because  it  is  the  Originator  and  the  Pioneer  in  the  One  Dial  field; 
because  it  is  the  sturdiest,  most  compact,  most  thoroughly  constructed,  easiest  operated,  and 
housed  in  the  best  and  most  unusua1  furniture  in  the  entire  Radio  Industry. 

To  reputable,  dependable,  wide-awake  Music  Dealers  and  Dealers  in  Radio,  we  offer  in 
MOHAWK  an  unusual  and  profitable  franchise  which  is  valuable  not  only  in  dollars  and 
cents  on  the  profit  side  of  the  ledger,  but  is  also  valuable  because  of  the  prestige  which  the 
line  commands  for  a  dealer  in  radio. 


Dealers  who  qualify  are  offered  the  unusually  profitable 
every  locality  in  the  Central  Section  of  ILLINOIS. 


MOHAWK    FRANCHISE  in 


Wire,  telephone  or  write  at  once  I 
Surely  you  will  want  a  M.ohaivk  Franchise! 


DECATUR 


PEORIA 


SPRINGFIELD 


Washington  Automobile  Supply  Company 

Manufacturers  and  Jobbers  of  MOTOR  CAR  ACCESSORIES 
WASHINGTON,  ILLINOIS 


Exclusive  Distributors 


1? 


9§» 


3<Z>  , 


Mohawk 
One] 


Radio 


Making  Them 
Better 

Pricing  Them 
Lower 

Selling  Them 
Faster 
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Stromberg-Carlson  Tel.  Mfg.  Co.  Is  Licen- 
see of  Radio  Corp.  and  Allied  Companies 

Will  Operate  Under  140  or  More  Radio  Patents  of  Radio  Corp.,  General  Electric  Co.,  West- 
inrrhouse  and  American  Tel.  &  Tel. — Provides  Patent  Protection  for  Users  and  Dealers 


of  both  the  Radio  Corp.  patents  and  the  Ha/el- 
tine-Latour  patents. 

"We  believe  that  the  taking  of  this  Radio 
Corp.  license  is  not  only  another  step  forward  in 
the  stabilization  of  the  radio  industry  but  it 
makes  the  Stromberg-Carlson  Co.'s  place  in 
the  industry  even  more  outstanding." 


As  a  result  of  negotiations  concluded  recently 
between  David  Sarnoff,  vice-president  and  gen- 
eral manager  of  the  Radio  Corp.  of  America, 
and  W.  Roy  McCanne,  president  of  the  Strom- 
berg-Carlson Telephone  Mfg.  Co.,  Rochester, 
N.  Y.,  the  Stromberg-Carlson  Co.,  which  has 
been  making  high  grade  telephone  apparatus 
for  thirty-five  years  and  high-grade  radio  ap- 
paratus for  the  past  twelve  years,  becomes  a 
licensee  under  140  or  more  radio  patents  of  the 
Radio  Corp.  of  America,  the  General  Electric 
Co.,  the  Westinghouse  Elec.  &  Mfg.  Co.  and 
the  American  Tel.  &  Tel.  Co. 

The  following  statement  was  issued  by  Mr. 
McCanne:  "The  Stromberg-Carlson  Co.'s  policy 
has  always  been  one  of  providing  complete 
patent  protection  for  its  users  and  its  dealers. 


In  keeping  with  this  policy  it  has  sought 
licenses  under  all  valid  radio  patents  necessary 
in  the  manufacture  of  its  equipment  and  is  now 
in  the  enviable  position  of  being  the  only  manu- 
facturer having  rights  to  operate  under  the 
patents  of  the  Radio  Corp.  of  America  and  its 
associated  companies  and  also  under  the  patents 
of  the  Hazeltine  Corp.,  the  Latour  Corp.  and 
the  Radio  Frequency  Labs.,  Inc. 

"The  right  to  use  The  inventions  disclosed  in 
these  four  groups  of  patents  affords  the  Strom- 
berg-Carlson Co.  complete  freedom  of  action 
in  design  and  manufacture  and  clears  up  all  like- 
lihood of  its  users  and  its  dealers  being  involved 
in  future  patent  litigation.  We  plan  to  continue 
making  the  same  balanced  selective  high-grade 
receiving  set  as  "heretofore,  embodying  the  use 


United  Music  Go.  to  Open 
Branch  in  Providence,  R.  I. 

Providence,  R.  I.,  June  7. — A  branch  of  the 
United  Music  Co.,  operating  nine  music  stores 
throughout  New  England,  will  open  here  some 
time  next  month.  The  new  store  will  be  un- 
der the  management  of  David  Feldman,  for- 
merly in  charge  of  the  Willimantic,  Conn.,  es- 
tablishment. The  merchandise  to  be  carried 
will  consist  of  nationally  known  radio  receivers, 
phonographs  and  other  musical  instruments. 


The  Louisville  Music  &  Radio  Co.,  Louisville, 
Ky.,  featured  the  Columbia  line  in  its  windows. 


Jiffycase 

THE  SPEEDY  SAFE  ECONOMICAL  PACK  FOR  FURNITURE,  PHONOGRAPHS  AND  RADIO  CABINETS 


A  sturdy 
packing 
case  made 
from  light 
tough 
plywood 


Featherweight  Champion  I 

Because  it  is  light  the  Jiffycase  reduces  freight 
charges  to  the  minimum  and  yet  with  all  its  light- 
ness it  has  a  margin  of  strength  and  rigidity  which 
means  absolute  protection  to  furniture  in  transit. 

Both  the  manufacturer  and  the  dealer  benefit 
through  the  use  of  this  modern  shipping  case. 
For  the  manufacturer  it  is  the  safest,  quickest, 
most  economical  and  most  convenient  pack  ever 


invented.  Little  storage  space  is  needed  for  the 
knocked-down  parts,  and  assembling  these  into 
rigid  boxes  as  needed  is  an  immensely  simplified 
process  which  cuts  shipping  room  costs  to  the  bone. 

For  the  dealer  Jiffycases  bring  furniture  to  his 
door  in  precisely  the  condition  it  left  the  factory 
with  never  any  scratches  or  mars  to  refinish.  He 
can  unpack  it  quickly  and  use  the  box  again. 

Jiffycase  represents  the  last  word  in  efficiency 
with  economy.    Ask  for  details  today. 


THE  NORTHWESTERN  COOPERAGE  &  LUMBER  COMPANY,  GLADSTONE,  MICH 
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Number  Two-thirty.   List  price,  $15 
Finished  in  rich  black  crackle  outside, 
brilliant   mandarin   red   lacquer  inside. 
With  the  No.  4  sound-box  for  rounded, 
lifelike   tones.      Longer-playing  motor 
Takes  six  ten-inch  records  safely  on  turn- 
table.  Easy  to  carry,  and  priced  to  suit 
the  pocketbook  of  any  prospect. 


VICTOR   TALKING    MACHINE  COMPANY 
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Sales 

The  outdoor  days  are  here.  People  are  poring  over 
colorful  travel- booklets  and  planning  trips.  Every- 
body is  eager  to  buy  enjoyment.  Make  them  include 
a  Portable  Victrola  in  their  plans. 

There  are  so  many  times — especially  in  the  summer 
—  when  a  Portable  Victrola  can  bring  music  to 
heighten  the  fun  of  vacation  days.  Here  are  a  few: 


Campfins 
Motor-tours 
At  the  beach 
In  the  mountains 
Porch-parties 


Lawn-fetes 
Canoeing 
On  house-boats 
At  summer  cottages 
Picnics 

Catch  the  crowds  before  they  go  away.  Customers 
are  always  willing  to  talk  about  their  coming  vaca- 
tions. Suggest  that  they  take  along  one  of  these  new 
Portable  Victrolas.  Use  the  special  ready-made  adver- 
tisements to  pull  other  people  into  your  store. 
Read  over  your  copy  of  the  broadside  on  the  two 
new  instruments,  then  use  it  as  a  window-poster. 
Feature  Portables  in  your  windows  with  a  suitable 
outdoor  setting.   Loan  one  or  more  of  them  to  your 
local  sporting-goods  store.    Keep  Portables  on  your 
counters  and  in  your  demonstration-booths.  Let  them 
sell  themselves  on  their  appearance  and  their  unusual 
musical  performance. 

The  Portable  season  is  already  in  full  swing.  Be 
sure  you  get  your  share  of  the  sales. 


CAMDEN,   NEW  JERSEY, 
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The  Finest  in  Music 

on  Records  Is  Profit  Builder 


Exploitation  Campaign  Sponsored  by  the  Columbia  Co.  During 
Beethoven  Week  Showed  Wide  Market  for  Best  Recorded  Music 


DESPITE  a  remarkable  increase  of  interest 
in  the  better  type  of  music  among  the 
people  of  the  United  States,  the  talking 
machine  dealer,  with  a  few  exceptions,  has  neg- 
lected to  keep  pace  with  the  new  tendency.  The 
manufacturers  have  done  their  share  by  produc- 
ing records  of  the  finest  in  music,  recorded  by 
artists  of  international  reputation,  but  for  some 
reason  or  other  the  trade  has  felt  that  the  appeal 
of  this  type  of  merchandise  was  limited  and  con- 
sequently failed  to  make  the  efforts  necessary 
to  secure  this  business.  As  a  consequence,  many 
of  the  music-loving  public  were  utterly  unaware 
that  it  was,  and  is,  possible  to  secure  for  their 
homes  libraries  of  records  of  the  music  of 
the  most  famous  composers. 

Highest  Unit  Priced  Record  Sales 
During  the  past  year  or  two  record  manufac- 
turers have  placed  on  the  market  series  of  sets 
of  records  of  orchestral  works,  contained  in 
attractive  albums  with  accompanying  booklets 
telling  of  the  compositions  and  the  composer, 
yet  a  great  number  of  dealers  hesitated  to  place 
behind  this  merchandise  the  efforts  necessary  to 
bring  it  before  the  public  in  a  manner  that 
would  arouse  their  interest  to  a  point  where 
they  would  start  building  libraries  of  music  as 
they  do  books.  This,  too,  despite  the  fact  that 
the  unit  price  of  each  album  set  is  considerably 
higher  than  the  average  record  sale.  Many 
dealers  might  have  felt  their  action  was  wise 
and  that  dealers  fortunately  located  in  the  heart 
of  a  prosperous  and  music-loving  community 
might  do  well  to  concentrate  on  this  merchan- 
dise, while  the  average  dealer  could  do  but 
little  with  it. 

That  any  such  belief  is  erroneous  is  proved 
by  the  results  of  the  exploitation  work  done 
by  the  Columbia  Phonograph  Co.,  New  York, 
during  Beethoven  Week  in  March,  to  foster  in- 
terest in  the  Columbia  Masterworks  records. 
The  officials  of  the  Columbia  organization  felt 
that  no  more  appropriate  occasion  could  be 
found  to  bring  its  products  before  the  public  in 
a  forceful  manner  than  during  the  world-wide 
observance  to  the  great  composer's  memory 
and  so  sponsored  the  movement  in  this  country 
which  resulted  in  such  a  tremendous  success. 
The  complete  story  of  Beethoven  Week  ap- 
peared in  the  April  issue  of  the  Talking 
Machine  World;  this  article  does  not  concern 


itself  with  that  but  rather  with  the  follow-up 
which  was  of  immediate  benefit  to  the  trade. 
Sold  Masterworks  Series  to  the  Nation 

Frederick  N.  Sard,  sales  promotion  manager 
of  the  Columbia  Phonograph  Co.,  Inc.,  who 
directed  activities  from  the  headquarters  of 
the  Beethoven  Centennial,  in  an  interview  with 
The  Talking  Machine  World,  tells  the  story: 
"In  arranging  for  a  nation-wide  observance  of 
the  Beethoven  Centennial,  we  found  that  fully 
90  per  cent  of  the  cities  and  towns  did  not  have 
the  proper  musical  organizations  to  give 
Beethoven  concerts,  so  it  became  necessary  to 
depend  on  the  phonograph  as  the  medium  to 
bring  the  music  of  Beethoven  to  the  people. 
The  Columbia  organization  released  for  the 
occasion  a  special  Centennial  edition  of  records 
of  Beethoven's  music  and  dealers  were  asked  to 
co-operate  with  any  group  or  organization  de- 
siring a  concert. 

Radio  Helped  Put  Across  Idea 

"Radio  then  suggested  itself  as  the  other 
medium  which  would  bring  the  music  of  Bee- 
thoven to  the  masses,  and  the  Columbia  Co. 
engaged  the  facilities  of  the  network  of  twenty- 
two  stations  of  the  National  Broadcasting  Co. 
for  two  concerts  of  Beethoven  music,  each  of  an 
hour's  duration.  At  each  of  these  concerts 
Walter  Damrosch  and  assisting  artists,  through 
lectures  and  incidental  music,  explained  the 
significance  of  the  Fifth  and  Ninth  Symphonies 
of  Beethoven.  It  was  estimated  that  on  each 
occasion  approximately  5,000,000  listeners-in 
participated.  On  each  occasion  the  announcer 
was  instructed  to  state  to  his  audience  that  a 
booklet  giving  a  brief  resume  of  the  life  and 
works  of  Beethoven  would  be  sent  to  those  re- 
questing it.  Unfortunately  on  the  occasion  of 
the  first  concert,  this  announcement  was  not 
made  because  the  time  limit  had  been  reached. 
"Rural  America"  Responded 

"At  the  second  concert  the  announcement  was 
made  and  during  the  weeks  following  the  Co- 
lumbia Co.  received  8100  letters  from  all  sec- 
tions of  the  country.  An  analysis  of  these 
letters  showed  that  fully  80  per  cent  were  re- 
ceived from  the  outlying  sections — 'Rural 
America' — the  supposition  being  that  in  the 
larger  cities  people  have  more  facilities  for 
attending  the  regular  concerts  and  of  securing 
the  literature  which  was  distributed  bv  all  Co- 


lumbia dealers.  A  letter  was  sent  to  each  in- 
quirer, together  with  the  booklet  congratulating 
the  writer  on  his  interest  in  Beethoven,  and 
many  replies  were  received. 

"It  was  at  this  point  that  the  first  tangible 
results  were  secured  from  the  great  amount 
of  money  spent  by  the  Columbia  Phonograph 
Co.  The  letters  received  were  segregated  and 
the  names  and  addresses  divided  into  territories 
and  sent  to  each  of  the  twenty-two  distributing 
points  of  Columbia  products.  These  branches, 
in  turn,  separated  the  names  into  districts  and 
sent  them  to  their  dealers  with  a  suggested 
letter  inviting  the  person  to  visit  the  store  and 
be  entertained  with  a  fuller  concert  of  Bee- 
thoven music  through  the  medium  of  the  Co- 
lumbia Viva-tonal  phonograph  and  the  Master- 
works  recordings.  In  each  letter  the  fact  that 
no  obligation  to  buy  would  be  incurred  was 
stressed. 

Wonderful  List  of  Record  Prospects 

"These  names  will  be  used  by  the  headquarters 
of  the  Columbia  Co.  when  future  Masterworks 
records  are  released  for  the  sending  of  literature 
pertaining  to  the  new  releases.  Many  definite 
orders  were  received  following  this  campaign 
and  the  sale  of  Beethoven  records  showed  a 
500  per  cent  increase  in  the  six  weeks  period 
following  the  campaign.  The  interest  aroused 
did  not  confine  itself  to  Beethoven  compositions- 
however,  the  other  Masterworks  recordings 
benefiting  to  the  extent  of  60  per  cent  increase." 


Summer  A.  K.  Radio  Con- 
cert Program  Under  Way 

The  new  Summer  program  of  Atwater  Kent 
radio  is  now  in  effect.  The  first  three  concerts 
were  presented  by  the  American  Singers,  a 
quartet  of  exceptional  merit.  Beginning  with 
Sunday,  May  29,  William  Simmons,  baritone, 
was  the  artist.  He  is  scheduled  for  three  suc- 
cessive Sunday  evening  appearances.  These 
Sunday  evening  concerts  of  half-hour  duration 
are  broadcast  from  station  WEAF  and  affiliated 
stations. 


Charles  V.  Miller,  owner  of  the  Miller  Music 
Store,  Huntington,  W.  Va.,  died  recently  after 
a  brief  illness.     He  is  survived  bv  a  widow. 


PARAGON 

Complete  Socket  Power  Radio  Receiver 


o 


Again  Paragon  Pioneers! 


PARAGON! 

Electric  Corporation 

'Upper  Montclair      New  Jersey 


See  the  new  Paragon  at  the  Chicago 
Show,  Booth  41-A. 

Again  Paragon  leads  with: 

1. — Paragon  Double  Impedance  Am- 
plification System — readily  adapted  for 
phonograph  purposes. 


2.  — Paragon  A,  B,  C— Complete  Socket 

Power. 

3.  — Paragon  completely  equipped  de- 
luxe radio  sets  operating  from  socket 

power. 


II  rite  for  Complete  Information 
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Model  H-l  Full  Curved 
Brass  Arm  il/2"  or  10" 
length. 

Prices,  Arm  only 

Nickel  list   $5.00 

Statuary  bronze   $6.00 

Gold  or  Oxidized  list  $7.50 


Model  88  Curved  Brass 
and  Copper  Arm  Adjust- 
able from  7y2"  to  &y2". 
Prices,  Arm  only 

Nickel  list   $3.50 

Statuary  bronze  ...$4.50 
Gold  or  Oxidized  list  $5.50 


Model  D-l  Full  Curved 
All  Brass  Arm  syi"  or 
1054"  length. 
Prices,  Arm  only 

Nickel  list   $7.50 

Statuary  bronze   $8.50 

Gold  or 
Oxidized  list  ....$10.00 

All  reproducers  have  standard  hub  con- 
nections and  will  fit  all  old  style  Victor  and 
practically  all  other  makes  of  phonographs. 
Get  the  replacement  business  in  your  com- 
munity by  selling  the  profitable  Oro-Tone 
line. 


*  for  a  better  tone 


The  One  Profit  Line 
That  Assures 

Big  Profits 
for  You! 


When  you  buy  Oro-Tone  products  you 
pay  only  one  price  to  one  manufacturer — 
Oro-Tone,  the  world's  largest  producer  of 
reproducers,  tone  arms,  and  amplifying 
devices  exclusively!  There  is  no  middle- 
man to  share  the  profit  which  rightfully 
belongs  to  you — no  "price  booster"  to  stand 
between  you  and  profitable  success. 

The  Oro-Tone  plant  is  so  completely 
equipped  that  every  operation,  from  raw 
material  to  finished  product,  is  absolutely 
independent  of  any  outside  supply  source 
whatever! 

We  boast  a  100%  Oro-Tone  product,  and 
invite  manufacturers,  jobbers,  and  dealers 
to  visit  the  "one-profit"  Oro-Tone  plant 
where  the  products  illustrated  here  are 
made.  We  operate  our  own  plating  plant 
and  are  now  producing  beautiful  finishes 
in  nickel,  statuary  bronze,  oxidized  and 
gold  plated  effects. 

Assured  profits  can  be  yours  through  the 
quality-first  Oro-Tone  line — it  establishes 
a  buying  confidence  resulting  from  depend- 
able, superior  performance.  You  can  find 
no  substitute  for  Oro-Tone  quality.  Build 
with  Oro-Tone  and  you  build  well!  You 
cannot  afford  to  neglect  this  big  oppor- 
tunity— the  profits  are  too  great! 

The  new  H-l  full  curved  arm  at  top  left 
is  low-priced,  handsome  in  appeaiance,  and 
has  unusual  tone-carrying  qualities. 

No.  88  curved  brass  and  copper  arm  at 
left  center  is  Oro-Tone's  latest  model. 
Suitable  in  appearance  and  performance 
for  equipment  on  fine  cabinet  phono- 
graphs. Low  cost  permits  application  on 
best  portables. 

No.  D-l  large  size,  full  curved,  all  brass 
arm  at  lower  left  is  positively  unequalled 
for  design,  construction,  appearance,  and 
performance.  Made  of  the  best  for  the 
best. 

No.  24  Chieftain  Reproducer  at  top 
right  is  a  fast-selling,  low-cost  replacement 
unit  that  will  fit  all  phonographs.  Produces 
a  deep,  rich,  vibrationless  tone  unequalled 
at  the  price.    Duro-aluminum  diaphragm. 

No.  94  Imperial  Reproducer  at  right 
center  is  a  sensationally  low-priced  re- 
producer that  will  outperform  anything  in 
its  price  class.    Fits  all  phonographs. 

No.  90  Military  Oro-Phone  Reproducer 
is  the  world's  most  highly  developed  re- 
producer. Its  marvelous  tone  must  be 
heard  to  fully  realize  how  perfect  this  unit 
really  is.    Oro-alloy  floating  diaphragm. 

Write  for  samples  of  this  splendid  line 
of  merchandise — let  these  tone  arms  and 
reproducers  prove  themselves! 


No.  24 
Chieftain  Reproducer 

Nickel  list   $3.50 

Statuary  bronze   $4.00 

Gold  or  Oxidized  list  $5.00 


No.  94 
Imperial  Reproducer 

Nickel  list   $5.00 

Statuary  bronze  $5.50 

Gold  or  Oxidized  list  $6.50 


1000-1010  George  St.,  Chicago,  Ills.,  U.  S.  A. 


No.  90 
Imperial  Reproducer 

Nickel  list   $7.50 

Statuary  bronze   $8.00 

Gold  or  Oxidized  list  $9.00 


The  No.  90  Military  Oro-Phone  can  be 
supplied  with  attachments,  adapters,  etc.,  to 
fit  Edison,  Brunswick,  Columbia,  Cheney, 
Pathe,  etc. 

Manufacturers,  jobbers,  and  dealers  are 
requested  to  send  for  booklet  AR,  also 
small  folders  showing  sales  helps  to  dealers. 
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National  Radio  Auditions 

to  Discover  New  Voices 


Movement  Sponsored  by  the  Atwater  Kent 
Foundation  Will  Offer  Opportunity  to  Every 
Young  Man  and  Woman  in  the  Country 


Philadelphia,  Pa.,  June  6. — Again  A.  Atwater 
Kent,  president  of  the  Atwater  Kent  Mfg.  Co., 
has  demonstrated  to  the  world  his  altruistic 
•pirit  and  interest  in  the  advancement  of  music 
through  his  formation  of  the  Atwater  Kent 
Foundation.  He  has  made  it  possible  for  the 
greatest  stars  of  grand  opera  to  bring  pleasure 


A.  A.  Atwater  Kent 

to  millions  of  radio  listeners-in  by  means  of 
Sunday  evening  broadcast  concerts,  and  now 
through  the  Atwater  Kent  Foundation  men  and 
women  of  talent  will  have  the  opportunity  to 
win  money,  musical  education  and  fame. 

Plans  for  a  "National  Radio  Audition"  for 
young  men  and  women  for  the  purpose  of  find- 
ing by  competition  the  best  undiscovered 
voices  in  the  United  States  were  announced 
recently  by  the  Atwater  Kent  Foundation. 
Every  community  in  the  country  will  be  given 
an  opportunity  to  select  by  popular  vote  the 
best  voices  of  young  men  and  young  women, 
and  then  to  enter  these  singers  in  a  competition 
of  State,  sectional  and  national  auditions. 

Musical,  civic  and  women's  clubs  in  each  com- 
munity will  be  invited  to  hold  local  contests 
to  select  the  best  man  and  woman  singer  of 


their  towns.  Those  winning  will  be  certified 
to  a  State  audition  which  will  be  broadcast. 
The  State  winners  will  then  compete  in  five 
districts,  and  a  man  and  woman  singer  from 
each  district  will  enter  the  final  trials  in  New 
York,  which  will  be  broadcast  over  a  nation- 
wide network  of  stations. 

Contestants  will  be  judged  by  vote  of  radio 
listeners  and  juries  made  up  of  the  musical  au- 
thorities of  each  community,  State  or  district. 
The  vote  of  the  public  will  count  60  per  cent 
and  that  of  the  jury  40  per  cent.  A  jury  of 
leading  figures  in  the  world  of  music  will  make 
the  sole  decision  at  the  national  audition. 

Contestants  must  not  be  more  than  twenty- 
five  years  old,  must  never  have  been  associated 
with  a  professional  theatrical  or  operatic  com- 
pany, must  never  have  been  a  paid  principal  in 
any  concert  held  outside  their  own  State,  must 
declare  an  intention  to  follow  a  musical  career 
and  must  be  free  from  theatrical  or  musical  con- 
tracts. Paid  choir  singers,  however,  are  per- 
mitted to  enter  the  auditions. 

The  two  winners  of  the  first  prize  wifl  re- 
ceive $5,000  in  cash  and  two  years'  tuition  in 
a  leading  conservatory.  Winners  of  the  second 
prize  will  each  receive  $2,000  in  cash  and  one 
year's  tuition.  Winners  of  the  third  prizes  will 
be  given  $1,000  and  a  year's  tuition,  while  those 
who  obtain  the  fourth  and  fifth  prizes  will  be 
granted  $500  and  $250,  respectively. 

It  is  expected  that  the  first  State  auditions 
will  get  under  way  early  in  the  Fall,  followed 
by  the  district  auditions  in  November.  The 
finals  will  be  held  in  New  York  in  December. 

A.  Atwater  Kent,  president  of  the  Foundation, 
in  a  recent  statement  said:  "The  discovery  of 
one  of  these  rare  voices,  of  which  each  genera- 
tion produces  a  very  few,  seems  to  me  an  event 
of  profound  national  importance.  Even  when 
such  a  voice  could  give  pleasure  to  only  a  few 
thousand  people  in  a  year  it  was  a  national 
treasure.  Now  that  millions  may  enjoy  it  on 
the  same  evening  through  the  medium  of  radio, 
such  a  voice  has  become  priceless." 


Crosley  Corp.  Announces 

New  A  G  Power  Unit 


Cincinnati,  O.,  June  6. — As  an  additional  fea- 
ture of  its  light-socket  power  sets,  the  Crosley 
Radio  Corp.,  of  this  city,  has  announced  a 
twenty-five  cycle  A  C  power  unit,  adapting 
these  sets  to  use  in  communities  that  are  not 
supplied  with  sixty-cycle  A  C  lighting  current. 


4? 
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Joseph  E.  Rudell 

Announces  the  organization  of  the  Vita- 
Phonic  Products  Corporation,  Joseph  E. 
Rudell,  President,  with  increased  facil- 
ities to  manufacture  Vita-Phonic  tone- 
arms  and  reproducers,  famous  in  the 
trade  for  high  standards  of  quality  and 
performance. 


PRODUCTS  CORP. 
83  Greene  St.,  New  York. 


Goodson  Radio  Go.  Wins 

Pooley  Display  Award 

Southern  California  Dealers  Compete  in  Fea- 
turing Pooley  Radio  Cabinets  in  Attractive 
Window  Displays 


The  value  of  well-planned  contests  to  stimu- 
late greater  activity  among  dealers,  as  well  as 
place  before  the  general  public  the  beauty  and 
qualities  of  the  products  featured,  has  been 
proved  many  times.  The  wide  interest  shown 
in  a  contest  recently  sponsored  by  Ray  Thomas, 
Inc.,  Southern  California's  distributor  of  Atwater 


The  Prize-Winning  Window  Display 

Kent  radio,  is  a  concrete  example  of  this  point. 
Practically  every  dealer  in  the  territory  was 
represented  in  the  contest,  which  featured 
Pooley  radio  cabinets.  The  first  prize  was 
awarded  to  the  Goodson  Radio  Co.,  of  Fuller- 
ton,  Cal.,  for  its  display  which  is  reproduced 
herewith. 

The  window  was  trimmed  to  represent  an  at- 
tractive living  room.  In  the  center  foreground 
was  a  Pooley  radio  cabinet  and  an  armchair  in 
which  was  seated  an  attractive  young  woman 
resting  her  arm  on  that  of  the  chair,  with  her 
hand  operating  the  dial  of  the  radio.  She  was 
posed  naturally  and  easily,  carrying  out  the 
idea  that  the  Pooley  cabinet  is  always  accessible 
without  changing  position.  Second  in  choice 
was  the  window  of  the  Parmelee-Dorhmann 
Co.  of  San  Diego.  This  window  was  trimmed 
in  a  period  effect  with  special  decorative  fea- 
tures, such  as  rich  velvet  hangings  on  the  walls, 
massed  plants  and  flowers,  with  silver  floor 
lamps  placed  in  different  parts  of  the  room.  The 
cabinet  stood  against  a  background  of  velvet, 
while  in  front  of  the  cabinet  on  an  upholstered 
bench  was  the  figure  of  a  young  woman  in  a 
beautiful  evening  gown. 

Dancing  Pooley  dolls  were  the  feature  of  the 
window  of  the  Hancock  Music  Co.  of  Pasadena. 
Cal.  The  top  of  a  Pooley  cabinet  had  been  trans- 
formed into  a  stage,  and  these  dolls  twirled 
and  swayed  to  the  radio  music. 

Other  windows  that  met  with  special  com- 
mendation were  the  following:  Stone  Electric 
Supply  Co.,  of  Los  Angeles;  Collinge  Hardware 
Co.,  of  Los  Angeles;  Glendale  Music  Co.,  of 
Glendale  and  Southern  California  Music  Co., 
of  Los  Angeles. 


Represents  Walbert  Mfg.  Co. 

According  to  recent  announcement  made  by 
J.  M.  Dorband,  sales  manager  of  Walbert  Mfg. 
Co.,  Chicago,  the  John  P.  Rainbault  Co.,  50 
Church  street,  New  York  City,  has  been  ap- 
pointed Eastern  representative  for  the  Walbert 
Co.  In  addition  to  the  Walbert  line  of  battery- 
less  receivers,  the  Rainbault  organization  also 
represents  the  Fanstecl  Products  Co.,  Inc., 
North  Chicago,  111.,  and  the  Magnavox  Co., 
Oakland,  Cal. 

The  recently  inaugurated  short-wave  broad- 
casts of  the  Crosley  station,  WLW,  Cincinnati, 
O.,  are  being  heard  in  several  foreign  countries, 
reports  show. 
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GRADUALLY,  but  sorely,  the 
seller  of  Radio  begins  to  see 
the  light.  Catch -penny  sales  meth- 
ods have  begun  to  fade  out  of  the 
picture.  The  Ballyhoo  of  the  Bar- 
gain steadily  grows  fainter.  Each 
day  brings  clearer  realization  of  the 
publics  willingness  to  pay  full  price 
for  full  value;  each  day  stresses  the 
absurdity  of  ignoring  this  attitude. 
And  each  season  finds  the  retailer 
narrowing  his  sales  efforts  to  mer- 
chandise that  •  

commands  full 
price  and  as- 
sures full  profit. 
Gradually  .... 
.  .  ♦  .  the  fog 
begins  to  lift! 


THE  FOG 
BEGINS 
TO  LIFT ! 


Steadfastly  this  organization  has 
held  to  the  belief,  since  the  day  it 
first  began  business,  that  its  product 
could  and  would  command  full  price 
at  all  times ...  a  factor  to  be  guarded 
as  jealously  as  the  quality  that  goes 
into  its  making.  It  reinforced  this 
belief  with  a  sales  policy  that  not 
merely  preaches  dealer  protection, 
but  practices  it.  How  well  it  has  suc- 
ceeded is  measured  by  the  fact  that 
the  Farrand  Speaker  commands  the 

same  price  to- 
day that  it  did 
three  years  ago. 
Farrand  Manu- 
facturing Co., 
Inc.,  Long  Is- 
land City,  N.Y. 
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Special  Radio  Studio 

Makes  Demonstration  Effective 


Radio  retailing  has  reached  the  stage  where 
it  is  necessary  for  the  dealer  to  go  out  after 
business,  according  to  Nye  Kern,  manager  of 
the  Electro  Manufacturing  &  Sales  Co.,  one  of 
the  most  successful  merchandisers  of  radio  in 
Portland,  Ore.  Demonstration  is  the  key- 
note of  the  sales  plan  of  this  concern.  The 
store  has  fitted  up  a  special  studio  with  the  idea 
in  view  of  making  demonstrations  as  effective 
as  possible,  and  the  firm  takes  advantage  of 
every  opportunity  to  have  prospects  visit  the 
?tudio  for  that-  purpose. 

A  Profitable  Policy 
This  policy  has  stimulated  sales  to  the  point 
where  the  business  totals  between  three  and  four 
thousand  dollars  a  month.  This  is  an  excellent 
sales  volume  when  it  is  taken  into  considera- 
tion that  the  expenditure  for  maintenance  of  the 
studio,  including  rent,  light,  heat  and  incidental 
expenses,  does  not  exceed  sixty  dollars  a  month. 
The  studio  has  more  than  paid  for  itself  for  one 
thing,  and  the  increased  overhead  brought  about 
by  demonstrations  in  homes  has  been  largely 
eliminated.  The  salesmen  now  bring  their  pros- 
pects direct  to  the  studio,  where  they  close  the 
deals.  It  is  interesting  to  note  that  approxi- 
mately 50  per  cent  of  the  people  brought  into 
the  studio  by  the  salesmen  are  sold  radio  sets. 
Five  canvasser-salesmen  are  employed,  two  of 
them  being  experienced  house-to-house  can- 
vassers. And,  according  to  Mr.  Kern,  an  out- 
side organization  of  this  character  is  essential 
if  the  retail  dealer  is  to  get  the  most  out  of 
his  territory  in  the  way  of  sales. 

Goes  After  Radio  Business 
Mr.  Kern  emphasizes  that  the  dealer  must 
go  out  and  work  up  prospects  in  order  to  secure 
sales  volume.  The  public  will  not  flock  to  the 
store.  He  declares  the  business  is  largely  like 
the  automobile  business,  and  must  be  handled 
in  much  the  same  way.  When  this  enterpris- 
ing firm  decided  to  open  a  studio  for  radio 
demonstration  the  big  problem  was  to  secure 
the  right  kind  of  location.  There  were  sev- 
eral considerations  involved.  First  the  studio 
had  to  be  in  a  residential  district  where  atmos- 
pheric conditions  were  above  average.  It  also 
had  to  be  easily  accessible  to  the  public.  Con- 
sequently one  of  the  fine  residential  districts 
of  Portland  was  the  site  decided  upon.  A  street 
car  line  passes  by  within  two  blocks  of  the 
studio,  and  there  is  plenty  of  parking  room  for 
those  who  come  in  their  own  automobiles. 

As  part  of  the  service  for  the  prospective  pur- 
chasers of  the  radio  the  salesmen  make  it  a 
point  to  call  in  their  own  machines  and  drive 
the  prospects  to  the  studio.    The  studio  is  open 


every  night,  the  salesmen  taking  turn  and 
turn  about  at  these  headquarters.  Each  sales- 
man endeavors  to  have  his  own  prospect  call 
at  the  studio  for  demonstration  on  the  night 
he  is  in  charge,  although  the  public  is  invited  to 
come  in  at  all  times.  As  many  as  twenty-two 
persons  have  visited  the  studio  in  one  night. 
New  Idea  in  Radio  Merchandising 

This  is  an  entirely  new  idea  in  radio  mer- 
chandising, and  one  which  should  be  of  consid- 
erable help  to  those  dealers  who  find  that  the 
expense  of  home  demonstration  is  high  enough 
!o  jeopardize  profit,  and  the  store  location 
makes  demonstration  at  that  point  infeasible. 
One  of  the  surprising  features  of  the  whole 
business  is  the  remarkably  low  overhead,  which 
is  less  than  two  per  cent  on  sales,  according 
to  Mr.  Kern.  The  studio  is  about  eighteen 
by  thirty  feet  in  size,  and  the  rental  is  $35  a 
month.  Other  expenses  include  $10.50  for  tele- 
phone, $5  for  light,  $5  for  fuel,  and  the  bal- 
ance for  incidentals. 

The  studio  is  equipped  with  the  different 
types  of  radio  receivers  handled  by  the  con- 
cern hooked  up  to  aerials  and  batteries.  The 


instruments  are  demonstrated  in  accordance 
with  the  desires  of  the  prospects,  enabling  them 
to  hear  the  various  receivers  work  under  ex- 
actly the  same  conditions. 

"We  have  found  that  this  plan  helps  our 
better  sets,"  said  Mr.  Kern.  "We  have  com- 
fortable seats  in  the  studio  so  that  our  prospects 
will  enjoy  themselves  listening  to  the  programs, 
and  this  is  an  important  factor.  The  studio  is 
tastefully  decorated  and  furnished  so  that  the 
beauties  of  the  various  instruments  are  brought 
out.  This  also  is  an  important  consideration." 
Seven  Turnovers  Annually 

Of  course  there  are  other  reasons  for  the  suc- 
cess of  the  concern,  the  main  thing  being  that 
radio  is  advertised  consistently  throughout  the 
year.  Advertising  is  not  discontinued  through- 
out the  Summer  months;  as  a  result  business 
holds  up  very  well  during  this  season.  The  com- 
pany gets  a  turnover  of  six  or  seven  times  an- 
nually. This  is  unusually  good  in  view  of  the  . 
fact  that  six  makes  of  radio  are  handled,  and  no 
trade-ins  are  accepted  on  standard  sets,  and  no 
Irade-in  is  taken  where  a  profit  is  not  assured 
on  the  resale  of  the  old  set. 


Public's  Appreciation  of 
Better  Music  Is  Increasing 

Interesting  Article  in  The  Voice  of  the  Victor 
Tells  How  Sales  of  Red  Seal  Records  Show 
Development  in  Musical  Taste 


An  interesting  article  on  the  growth  of  in- 
terest in  better  music  among  all  classes  of 
people  of  the  United  States  recently  appeared  in 
The  Voice  of  the  Victor,  the  organ  of  the  Vic- 
tor Talking  Machine  Co.  The  proof  of  the  as- 
sertion was  stated  to  be  the  number  of  Red 
Seal  Victor  records  which  are  being  sold.  An 
extract  from  the  article  reads: 

"There  is  scarcely  a  music  critic  or  writer  in 
the  country  who  has  not  publicly  commented 
on  the  remarkably  increased  interest  in  music 
of  the  better  type,  that  has  swept  like  a  wave 
over  America.  That  this  interest  really  exists 
cannot  be  disputed.  Attendance  at  countless 
concerts,  the  success  of  so  many  musicians, 
the  elevation  of  the  standards  of  musical  pro- 
grams in  motion  picture  houses  and  on  radio 
broadcasts  all  point  to  it.  And  sales  of  Victor 
Red  Seal  records — since  the  development  of 
Orthophonic  recording — act  as  an  infallible 
barometer  of  public  interest  in  good  music. 

"Victor's  long  campaign  of  musical  education 
in  the  schools  has  contributed  to  this  condition. 


So,  too,  has  the  broadcasting  of  great  music  by 
Victor  artists.  So  also  have  other  radio  pro- 
grams embracing  music  of  the  more  important 
kind.  And  you  know  from  your  own  records 
and  experience  that  no  great  inroads  have  been 
made  on  the  Red  Seal  market. 

"As  a  matter  of  fact,  this  market  can  never 
be  exhausted.  On  the  contrary,  the  more  it  is 
worked,  the  more  it  will  grow,  for  as  people 
get  acquainted  with  the  better  kind  of  music 
they  will  want  more  of  it,  and  spread  the  liking 
for  it  among  their  friends.  They  may  not  do 
this  consciously — but  they'll  do  it! 

"After  all,  you  can't  get  away  from  the  fact 
that  good  music  appeals  to  something  funda- 
mental in  all  of  us.  You  haven't  sold  as  many 
Red  Seal  records  as  you  can  and  will — because 
people  have  only  recently  discovered  the  de- 
light of  great  music.  They  are  finding  out  that 
good  music  isn't  dull — it  is  stimulating.  They 
are  finding  out  the  difference  between  the  tem- 
porary pleasure  that  popular  music,  soon  worn 
threadbare,  gives — and  the  lasting  delight  that 
is  given  by  the  music  that  cannot  grow  old. 
Finally  they  are  discovering  that  the  things  that 
appeal  most  in  popular  music  are  present  in  a 
much  higher  degree    in  great  music." 


Chris  Bouchillon,  who  recently  made  his  first 
Columbia  record,  has  proved  very  popular  with 
record  buvers. 


Octacone  Qross  Profit  is  Net  Profit! 


List 


Slightly  higher 
vest  of  the  Rockies 

Licensed  under  Frank  E.  Miller, 
Patent  Numbers  1,190,787,  1.220,669, 
1,294,137.  1,426,211  other  patents 
pending. 


No  servicing  expense  or  loss  to  dealers  in  handling 
this  superior  type  of  loud  speaker.  Protected,  free 
edge,  full  floating  cone  makes  it  practically  inde- 
structible. Two  models.  Table  Model  (illustrated) 
$19.50.  Pedestal  Model,  $29.50.  Both  models 
slightly  higher  west  of  the  Rockies. 


PAUSIN 

PAUSIN  ENGINEERING  CO.,  727  Frelinghuysen  Ave.,  Newark,  N.  J. 
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The 

Improved 


VAL 


N  the  IMPROVED 
VAL  PHONIC, 
there  is  not  a  single 
piece  of  material  that 
will  corrode  or  wear 
out«  It  is  made  to  wear. 

Constant  experiment  to 
improve  its  tone— tire* 
less  pursuit  for  better 
results—! 

Being  always  on  the 
alert,  keeps  the 
IMPROVED  VAL 
PHONIC  in  its  enviable 
position. 

VAL  PHONIC  is  the 
trade  mark  to  re* 
member  when  trust* 
worthy  reproducers 
are  required. 


-r  YZ 


HR  COWAkn'- 


BE6.U.S-PW.  ORT. 


730   MARKET  STREET 
PH  I  L  A  DE  L  PH  I  A  ,  U.S.A. 
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$25  °°— That's  All  I 


The  Victor  Portable  No.  2-30— a  superior, 
standardized  instrument — is  made  pos- 
sible only  by  reason  of  large  factory 
production.  Its  creation  gives  Victor 
dealers  a  value  that  would  not  otherwise 
be  possible. 

There  is  a  pronounced  demand  for  a 
portable  talking  machine  just  like  the 
No.  2-30,  and  for  the  up  and  going  dealer 
there  is  a  most  unusual  opportunity 
presented  to  put  into  effect  a  sure  shot 
summer  selling  campaign  that  will  pro- 
duce large  volume  sales  with  attending 
profits. 

Because  it  is  rigid,  compact,  attractive, 


inexpensive,  light  in  weight  with  a  fine, 
big,  round  tone,  this  Victor  Portable  is 
going  to  be  the  one  big  summer  success. 
It  will  be  the  thing  in  the  eyes  of  the 
buying  public,  and  there  is  your  chance 
to  swell  the  sales  total  to  your  fondest 
wish. 

Quite  unlike  anything  heretofore 
known;  quite  the  best  value  in  town; 
quite  the  thing  to  increase  record  sales; 
and  quite  the  right  thing  for  you  to  push 
and  do  a  job  for  the  greater  supremacy 
of  Victor. 

Yes,  Mr.  Victor  Dealer,  "exclusive"  is 
the  word  and  the  world  is  at  your  door. 


C  BRUNO  &  SON,  Inc. 

Victor  Distributors  to  the  Dealer  Only 
351  FOURTH  AVENUE  NEW  YORK,  N.  Y. 


1834 — Almost  a  Century  of  Dependable  Service  to  the  Music  Trade — 1927 
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Absolutely  New 


No  Other  Radio  Like  It 

Apex  Radio  for  1927  is  the  result  of  a  four- 
year  development.  It  is  entirely  different — 
the  circuit  has  nothing  in  common  with  any 

other  circuit  in  the  present 
day  field  of  radio,  while  the 
cabinet  design  and  work- 
manship  are  unquestion- 
ably the  finest  values  ever 
offered  the  buying  public. 

APEX  means  radio  at  its  very  best 
—  easy  to  sell  and  stays  sold. 


Two  Years 
Ahead 

Practically  every  one  who  has  seen  the 
1927-28  Apex  line  says  it's  fully  that 
far  out  in  front  of  all  competition. 
By  individual  models,  and  as  a  whole, 
this  line  is  so  radically  different,  so 
fundamentally  sound  and  so  far  in 
advance  from  an  engineering  stand- 
point— that  no  man  in  the  Radio 
Trade  can  afford  not  to  investigate  it ! 
Seize  the  first  opportunity  to  study 
these  models  carefully,  study  the 
circuit,  study  the  past  record  of 
Apex,  study  your  market — and  de- 
cide for  yourself. 

Write  today  for  particulars  regarding  the  most 
valuable  franchise  in  the  radio  world 

APEX  ELECTRIC  MFG.  COMPANY 

1422  West  59th  Street  (Radio  Division)  Chicago,  U.  S.  A. 


The  APEX 

Consoles 

are  masterpieces  of  cab' 
inet  craftsmanship.They 
are  products  of  the 
Plymouth  Radio  &.Phc 
nograph  Company,  of 
Plymouth,  Wisconsin. 

Specially  designed  forl927- 
1928  Apex  Radio  Receivers, 


Prices  and  com- 
plete data  on 
Apex  Sets  adapt- 
ed for  socket 
power  operation 
will  be  available 
shortly 
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Interesting  Events  of 
the  T  rade  in  Pictures 


ihc  BKU NSWICK.  PANATROPE 


-FITZGElO\LDS 

HILL  STREET  AT  7^.7 


Hrfno-sonic 

-ff jfBAL  RAW0 


^fcoie:  Harry  Alter  Co.,  Federal  Ortho-sonic  distributor, 
Chicago,  operates  this  radio  showroom  on  wheels.  Note 
the  glass  panels  in  the  side  of  the  machine,  permitting  a 
view  of  the  sets  on  display  inside. 


Above:  Fitzgerald's,  Brunswick  dealers,  of  Los  Angeles.  Cal..  believe  in  advertising  and  the  illustration 
shows  how  they  are  bringing  the  merits  of  the  Brunswick  Panatrope  to  the  attention  of  thousands  of 
people  via  the  billboard  route.  This  is  the  type  of  artistic  and  effective  publicity  that  this  enterprising 
firm  has  found  successful  in  building  up  «  large  and  profitable  sales  volume  in  its  phonograph  depart- 
ment.   Fitzgerald's  is  one  of  the  best  known  firms  in  the  music  field  on  the  Pacific  Coast. 


Left:  Atwaler  Kent  win- 
dow display  of  Baker 
Bros.,  Newark,  N.  ].,  that 
won  award  in  window 
display  contest  sponsored 
by  New  Jersey  Radio.  Inc. 


Above:  How  the  Perfection  Radio 
Stores,  New  York,  display  Majestic 
"B"  Eliminators  in  their  show  window 
and  bv  this  means  create  a  demand. 


Below:  The  Macdonuld-Preston  Co..  San  Bernardino,  Cal.,  recently  made  a 
special  sales  drive  on  portable  phonographs.  A  feature  of  the  campaign  was  the 
window  display  illustrated  herewith.  During  the  period  of  the  campaign  total 
sales  were  more  than  225  instruments.  In  addition  a  large  volume  of  record 
sales  resulted.  The  enterprising  firm  which  staged  this  campaign  on  the  Super- 
phonic  portables  is  owned  in  part  by  Don  Preston,  who  operates  stores  in  Bakers- 
field  and  Taft,  Cal.  The  results  of  the  window  display  illustrate  forcibly  the 
value  of  ibis  type  o]  publicity  as  part  of  the  sules  promotion  campaign. 


Left:  lrvin  H.  Brooks,  resi- 
dent manager  of  the  Bruns- 
wick Atlantic  City  show- 
rooms,  operating  the 
Brunswick  Panatrope  with 
Radiola  in  a  corner  of  the 
artistic  establishment  re- 
cently opened  by  the  Bruns- 
wick Co.  for  the  purpose 
of  interesting  the  millions 
of  visitors  in  its  products. 


Right:  The  early  days  of 
radio  and  wireless  exhib- 
its! The  scene  is  Mexico 
City.  Foreground:  Booth 
of  Federal  Radio  Corp.. 
Buffalo.  \.  )  .  There  is 
a  marked  contrast  be- 
tween  this  exhibition  and 
t  h  e  elaborate  s  h  o  w  s 
Staged  at  the  present  time. 
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strikes  a  new  NOTE  in 
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SPLITDORF 


0 


To  m^/  TODAY'S  merchandising  conditions 


1.  Eleven  models,  many  offering  all  the  following  features,     6.  True  single  dial  tuning  and  modulating  controls. 

7.  Phonograph   record   electrical  amplifying  system  incorpo- 
rated .  in    sets    accommodates    Splitdorf  Bi-Radiophone* 


ranging  in  price  from  $45  to  $1000. 

2.  Table,  floor  and  authentic  period  furniture  models. 

3.  Cone  and  horn  speakers  meeting  today's  requirements. 

4.  Dual  system  of  audio  impedance  amplification,  yielding 
surpassing  quality  of  tone  ranging  from  16  to  10,000  cycles 
— entire  range  of  audibility. 

5.  Hilograd  system  of  radio  frequency  amplification  yield- 
ing equal  power  over  entire  broadcast  waveband. 


pickup    for    reproduction    through    radio    loud  speaker. 

8.  Adequate  national  advertising  and  dealer  sales  helps. 

9.  Splitdorf  radio  receivers  manufactured  under  license 
association  with  Radio  Corporation  of  America,  General 
Electric  Company,  Westinghouse  Electric  &  Manufac- 
turing Company,  and  the  American  Telephone  &  Tele- 
graph Company. 


*  Trade-mark 


Some  valuable  jobber  territory  still  open — correspondence  solicited 

SPLITDORF    RADIO  CORPORATION 

Subsidiary  of  Splitdorf -Bethlehem  Electrical  Co. 

NEWARK    i    NEW  JERSEY 
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SS^IMINS  MACHINE 


|  Editor's  Note — This  is  the  sixty-eighth  of  a  series  of 
articles  by  William  Braid  White  devoted  to  the  various 
interesting  opportunities  which  prevail  in  the  domain  of 
education  for  the  retailer  of  talking  machines.  The  subject 
is  one  of  great  interest  and  we  commend  these  articles  to 
'he  consideration  of  all  who  are  devoting  attention  to  the 
featuring  and  developing  of  the  musical  possibilities  of 
the  talking  machine.] 


Phonograph  Societies 


Merchants  have  recently  been  hearing  with 
some  interest  of  the  formation  of  amateur 
phonograph  societies.  It  is  evident  to  me  that 
the  movement  which  has  begun  to  this  end 
should  have  the  very  close  attention  of  all 
phonograph  merchants,  for  I  believe  it  to  be 
one  which  should  on  no  account  be  allowed 


to  get  away  from  the  trade,  but  should  be  re- 
tained within  the  trade's  orbit,  if  this  be  at  all 
possible. 

In  order  to  make  clear  what  I  mean — and 
what  I  do  not  mean,  too — it  will  be  necessary 
to  examine  this  matter  a  little  carefully. 

Amateur  phonograph  societies,  composed  of 
men  and  women  interested  in  recorded  music 
and  desirous  of  improving  the  quality  of  the 
music  so  available,  began  to  be  formed  some 
five  years  ago  in  Great  Britain.  From  the  start 
they  have  been  very  successful  and  have  been 
the  means  of  bringing  very  many  people  to 
understand  what  treasures  of  musical  joy  the 
possession  of  a  good  phonograph  can  bring. 
On  the  other  hand,  they  have  exerted  upon  the 
manufacturing  companies  an  influence  which 
can  only  be  described  as  extremely  happy.  The 
companies,  in  fact,  have  found  that  the  societies 
provide  a  buying  public  which  will  support 
any  adventure  in  the  way  of  first-class  record- 
ing, and  so  have  been  encouraged  to  put  on 
the  market  a  great  many  works  which  other- 
wise would  never  have  been  recorded.  In  this 
way  the  whole  tone  of  the  phonograph  business 
has  been  improved. 

The  reflex  influence  has  been  equally  great. 
While  the  societies  have  been  making  things 
easier  for  the  trade,  they  have  also  been  teach- 
ing thousands  of  men  and  women  the  joy  and 
the  beauty  of  owning  a  collection  of  fine 
records  with  a  fine  machine.  And  at  the  same 
time  they  have  been  very  free  with  their 
criticism.  The  advantage  of  a  critical  public 
to  manufacturing  concerns  in  the  music  field 
can  hardly  be  overestimated. 

The  Only  Way 

Now,  the  point  I  wish  to  make  here  is  that, 
from  the  very  start,  the  phonograph  manufac- 
Uirers  have  been  on  the  side  of  the  societies, 
have  helped  them  in  every  way  and  have  shown 
themselves  to  be  unfeignedly  anxious  to  see 
them  prosper.  And  the  merchants  have,  as  a 
whole,  been  equally  sympathetic.  Here,  in  fact, 
is  precisely  where  the  societies  begin  to  take 
on  their  importance  with  the  trade.  For  the 
merchant  who  is  looking  for  more  business 
will  certainly  never  get  it  by  going  downwards 
in  the  general  mass  of  public  intelligence.  He 
might  as  well  make  up  his  mind  that  if  he 
wants  to  sell  records  and  machines  prosperously 
from  now  onwards  he  had  better  look  upward 
and  climb  towards  the  higher  ranges  of  public 
intelligence.    Otherwise  he  will  get  left. 

Thus  it  is  highly  important  that  the  mer- 
chants should  get  a  grasp  upon  this  movement. 
Already  phonograph  societies  are  in  process  of 
formation,  or  have  already  been  formed,  in 
Chicago,  New  York,  Washington  and  other 
cities,  East  and  West.  So  far  these  appear 
to  have  sprung  up  spontaneously,  usually 
through  some  individual  reading  news  of 
flourishing  societies  in  Great  Britain.  If  the 
phonograph  merchants  cared  to  do  so,  they 
could  now  take  command  of  this  movement, 
direct  it  along  right  lines  and  insure  its  im- 
mediate success.  This  would  be  much  to  their 
advantage,  for  although  a  merchant  in  such  a 
case  is  obviously  working  for  his  own  interests, 
he  is  at  the  same  time  working  for  the  inter- 
ests of  a  great  many  other  people,  whom  he 
can  serve  while  himself  profiting.  As  a  matter 
of  common  sense  no  merchant  can  afford  to 
allow  the  development  of  phonograph  societies 
in  his  community  in  which  he  himself  has  no 
share  and  whose  activities  are  not  shared  with 
him.  For  it  is  evident  that  all  these  societies 
will  be  composed  of  men  and  women  who  will 
at  all  times  be  looking  out  for,  and  buying, 
good  new  records,  agitating  for  the  publication 
of  this,  that  or  the  other  work,  and  in  general 
keeping  up  interests  and  the  sales.    If  such  a 


society  in  any  community  acts  entirely  alone 
it  will  lose  half  its  value.  For  a  merchant 
member  of  it  will  at  once  be  able  to  do  for 
his  fellow-members  all  sorts  of  favors,  while 
at  the  same  time  increasing  his  own  business. 
This  is  surely  evident  enough. 

Work  for  Merchants 

I  indeed  would  go  farther  and  would  ask 
merchants  to  organize  phonograph  societies 
themselves.  Sometimes  it  is  better  not  to  try 
to  do  the  work  oneself  and  directly,  but  rather 
to  put  the  suggestion  into  the  mind  of  a  mu- 
sically minded  friend.  At  other  "times  it  is  best 
to  take  the  initiative  oneself.  But  the  cir- 
cumstances of  any  particular  case  will,  of 
course,  guide  the  merchant  and  cause  him  to 
take  whatever  course  may  be  the  more  prudent 
The  main  thing  is  to  get  a  phonograph  society 
started  and,  if  possible,  to  be  one  of  the  mem- 
bers of  the  organization. 

The  ways  in  which  a  merchant  can  help  a 
society  are  numerous.  He  can  supply  a  list 
of  prospective  members  from  his  records  of 
sales,  since  evidently  all  who  buy  good  recorded 
music  are  fair  prospects.  He  can  offer  to  assist 
the  secretary  by  doing  stenographic  work.  He 
can  throw  open  his  store  for  meetings  or  see 
that  proper  machines  and  records  are  made 
available  for  meetings  in  private  houses.  He 
can,  in  fact,  take  over  as  much  of  the  business 
end  of  the  thing  as  he  has  the  time  and  the 
patience  to  take,  for  secretarial  work  is  of  all 
society  work  that  which  people  do  most  un- 
willingly. 

Fruitage 

And  what  may  the  merchant  expect  of  such 
unselfishness?  He  may  expect  to  illuminate 
vastly  in  the  minds  of  many  intelligent  men 
and  women  the  musical  possibilities  of  the 
talking  machine.  He  may  expect  to  create  a 
great  deal  of  interest  in  good  records.  He  may 
expect  to  bring  to  his  store  many  buyers  who 
otherwise  would  not  come.  He  may  expect  to 
find  the  musical  atmosphere  of  his  community 
made  healthier  and  more  alive,  with  conse- 
quent advantage  to  himself. 

The  phonograph  trade  needs,  just  at  this 
time  and  above  all  things,  intelligent  steering.  It 
has  to  appeal  henceforth  to  public  intelligence 
and  public  interest  in  music.  It  can  do  this 
and  can  also  awaken  a  great  deal  of  public  in- 
terest where  none  has  before  existed.  There 
is  an  immense  amount  of  potential  public  in- 
terest in  the  phonograph.  I  have  here  de- 
scribed one  of  the  best  possible  ways  of  waking 
this  up. 

$750,000,000  Invested 

in  Radio  at  Present  Time 

Calculations  recently  made  by  the  Department 
of  Commerce  place  the  total  investment  in  radio 
in  the  United  States  at  approximately  $750,000,- 
000  as  of  January  1.  1927.  This  investment  is 
the  estimated  aggregate  of  the  current  value  of 
the  6.500,000  receiving  sets  in  use;  the  invest- 
ments represented  by  the  700  or  more  broad- 
casting stations;  the  2550  manufacturing  plants 
and  the  30,000  dealers. 

Automatic  Orthophonic  in 
"Movie"  Theatre  Program 

The  Automatic  Orthophonic  Victrola  played 
a  leading  part  in  the  program  at  the  Globe  mo- 
tion picture  theatre,  Oxford,  Pa.,  recently.  A 
number  of  popular  selections  and  Beethoven's 
Fifth  Symphony  in  C  minor  were  played.  The 
instrument  was  supplied  by  McCrccry's  Music 
Store. 


Now  1 1 

The  KENT  Attachment 
with  the 

KENTONE 


SENSITIZED  REPRODUCER 


The  KENTONE  Attachment  has  been  a 
successful  and  standard  product  for  over 
twelve  years.  With  the  new  KENTONE 
SENSITIZED  REPRODUCER  these  two 
products  in  combination  now  are  avail- 
able at  reasonable  prices. 

W rile  for  catalog  of  complete  line 
of    tone    arrnt    ana    sound  boxes 

F.  C.  KENT  CO. 

Irvlngton,  N.  J. 
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RADIO  IS  BETTER  WITH  BATTERY  POWER 


Are  you  using  the  wrong  size  batteries  ? 


It  is  well  worth  your  while  to 
answer  this  question — 

Because  many  radio  users 
are  connecting  the  smaller 
Light-Duty  "B"  batteries  to 
loud-speaker  sets,  when  all  such 
sets  require  the  Heavy-Duty 
size  that  lasts  much  longer ; 

Because  batteries  misused  in 
this  way  may  lead  them  to  think 
that  batteries  are  not  the  best 
source  of  "B"  power,  whereas: 

1.  Well-made  dry  cell  "B"  batter- 
ies of  the  right  size  ( Heavy-Duty 
for  loud-speaker  sets)  offer  the  best 
source  of  "B"  power  supply  for  all 


receivers  operated  at  normal  volt- 
ages. Batteries  are  superior  in  re- 
liability, lower  first  cost,  operating 
economy,  quality  of  reproduction, 
and  general  satisfaction.  Radio  is 
better  with  Battery  Power. 

2.  Of  all  Heavy-Duty  batteries, 
the  Eveready  Layerbilt  "B"  Battery 
No.  486  is  the  longest-lasting;  it  is 
the  most  economical  source  of  "B" 
current  on  the  market  today,  and  is 
required  by  the  vast  majority  of 
present  receivers. 

Your  customers  are  not  get- 
ting the  best  in  radio  unless  they 
use  batteries,  and  they  are  not 
getting  the  best  in  batteries  un- 
less you  sell  them  the  Eveready 


Layerbilt.  Sell  this  battery  and 
you  gain  not  only  the  immediate 
cash  profit,  but  you  also  in- 
crease your  good-will  through 
the  satisfaction  the  battery 
gives.  Order  the  Eveready 
Layerbilt  from  your  jobber. 

NATIONAL  CARBON  CO.,  Inc. 

New  York  San  Francisco 

Atlanta  Chicago  Kansas  City 

Unit  of  Union  Carbide  and  Carbon  Corporation 


Tuesday  night  is  Eveready  Hour  Night — 8  P.  M., 
Eastern  Standard  Time 


weaf-A'ctw  York 

wjAR-Providence 

WEEi-Boston 

v/m-Philadelphia 

WGR-Buffalo 

VICAE-Pittsb  urgh 

WSM-Cincinnati 

WTAM-Cleveland 

wwj-Detroit 

WGN-Ckicago 


woe-Davenport 
„,„__/  Minneapolis 
"cco\St.  Paul 
ksd-5(.  Louis 
\yrc-W  ashington 
WGY-Sckenectady 
ViHAS-Leniisville 
wss-Atlanta 
v/SM-Nashville 
WMC-Me-mphis 


The      air      is     full      of      things      you      should  n't  miss 
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Mohawk  Corp.  of  Illinois  Starts  the 

Construction  of  a  Large  New  Factory 

Addition.  Mohawk  Building  No.  2,  Will  Provide  26.300  Square  Feet  for  Expansion  ot  Factory 
Facilities — New  Building  to  Be  Modern  in  Every  Possible  Respect 


Just  east  of  the  present  large  three-story 
structure  housing  the  Mohawk  Corp.  of  Illinois, 
manufacturer  of  the  one-dial  radio  sets,  located 
at  2222  Diversey  boulevard,  Chicago,  ground  has 
been  broken  for  a  26,300  square  feet  addition, 


Construction  Starts  on  Mohawk 

Mohawk  building  No.  2.  The  rapid  strides 
made  by  this  organization  have  taxed  the  pres- 
ent structure  to  its  utmost.  Expansion  of  fac- 
tory facilities  has  become  imperative. 

"The  growth  of  our  business,"  said  Mr.  De 
Mare,  vice-president  in  charge  of  production, 
"has  made  it  almost  impossible  to  keep  pace 
with  production." 

The  new  unit  will  be  thoroughly  modern  in 
every  respect.  It  will  be  fireproof,  built  of  steel 
and  reinforced  concrete,  and  will  be  of  terra- 
cotta face.    Docking  facilities  will  be  situated  on 


the  bank  of  the  north  .branch  of  the  Chicago 
River.  This  fact  has  been  made  the  most  of  by 
way  of  utilizing  the  light  afforded.  The  whole 
east  wall  will  be  glass-enclosed.  A  foundation 
capable  of  supporting  three  additional  floors  is 

to  be  laid,  but  the 
present  plans  call  for 
a  one-story  structure 
having  a  floor  area 
of  26,300  square  feet. 
This  unit  will  house 
both'  the  general  and 
executive  offices,  dis- 
play rooms  and  re- 
ceiving and  shipping 
departments  of  the 
Mohawk  Corp. 

In    anticipation  of 
the  busiest  season  in 
the    history    of  the 
corporation,  it  is 
Plant  Addition  hoped  that  this  new 

unit  will  be  completed  and  ready  for  occupancy 
by  the  end  of  Summer.  With  this  thought  in 
mind  construction  is  being  pushed  as  rapidly 
as  circumstances  will  permit. 

"As  our  facilities  now  exist,"  said  Mr.  De 
Mare,  "we  are  obliged  to  work  double  shifts  in 
order  to  maintain  the  schedule  of  production  set 
for  us  to  take  care  of  the  great  Mohawk  de- 
mand. The  new  .unit  will  make  it  possible 
for  us  to  expand  our  manufacturing  and  assem- 
bling facilities  in  proportion  to  the  increasing 
demand  for  Mohawk  receivers." 


Walter  Damrosch  and  Sir 
Henry  Wood  in  Radio  Posts 

Former  Conductor  of  New  York  Symphony  Or- 
chestra Is  Musical  Counsel  of  National 
Broadcasting  Co. — Wood  in  Similar  Post 


Two  announcements  of  international  impor- 
tance to  radio  listeners  were  made  the  latter 
part  of  last  month,  the  first  being  the  appoint- 
ment of  Walter  Damrosch  as  musical  counsel 
for  the  National  Broadcasting  Co.,  and  the 
second  the  appointment  by  the  British  broad- 
casting authorities  of  Sir  Henry  Wood  to  a 
post  similar  to  that  to  be  occupied  by  Mr. 
Damrosch.  It  was  stated  by  the  British  Broad- 
casting Co.  that  Sir  Henry  will  have  a  free 
hand  in  preparing  first-class  programs. 

In  commenting  on  his  new  connection  Walter 
Damrosch  said:  "I  propose  to  give  twenty-four 
orchestral  concerts  with  explanatory  comments 
on  the  works  presented,  and  on  the  instruments 
of  a  symphonic  orchestra.    These  concerts  shall 


be  broadcast  to  every  school  and  college  in  the 
country  that  chooses  to  accept  them.  There  will 
be  three  series,  eight  concerts  each,  with  care- 
fully graded  programs:  one  for  the  elementary 
schools,  one  for  the  high  schools  and  the  third 
for  colleges. 

"Previous  to  the  concerts  I  will  send  each 
school  that  desires  it  a  questionnaire  on  the 
music  to  be  performed  and  my  explanatory 
comments,  together  with  the  proper  answers. 
These  answers,  of  course,  would  be  intended 
only  for  the  eyes  of  music  teachers.  After 
each  concert  the  pupils  could  be  examined  by 
the  teachers  and  rated  accordingly." 

Mr.  Damrosch  said  that  interested  parents 
might  receive  these  questionnaires  as  well.  They 
will  be  distributed  through  the  school  authorities 
or  the  local  newspapers.  The  papers  might  then 
print  the  correct  answers  a  few  days  later,  per- 
mitting a  check-up. 


Carleton  Kaumeyer  has  purchased  the  Wil- 
mette  Music  Shop,  1179  Wilmette  avenue, 
Evanston,  111. 


Ernest  F.  Zatorsky  Back 
From  South  American  Trip 

Technical  Expert  of  Brunswick  Co.  Spent  Three 
Months  With  Assumpcao  &  Cia.,  Distributors 
of  Panatropes  in  Brazil 


Ernest  F.  Zatorsky,  technical  expert  of  the 
Brunswick-Balke-Collender  Co.,  recently  re- 
turned from  a  three-months'  stay  with  Assump- 
cao &  Cia,  at  Praca  Do  Patriarcha,  No.  10,  Sao 
Paulo,  Brazil,  Brunswick  distributors  in  that 
locality.  The  primary  purpose  of  Mr.  Zatorsky's 
journey  was  to  instruct  the  members  of  the 
Assumpcao  Co.  in  the  proper  handling  and 
operation  of  the  Brunswick  Panatropes  and 
Brunswick  Panatropes  with  Radiola.  Mr.  Za- 
torsky is  a  radio  expert  and  eminently  suited 


Ernest  F.  Zatorsky 

to  prepare  the  South  American  dealers  for  the 
handling  of  any  emergency  that  may  arise  in 
connection  with  the  instruments. 

Mr.  Zatorsky  reported  that  business  condi- 
tions in  South  America,  as  far  as  the  Brunswick 
instruments  are  concerned,  are  excellent.  The 
Panatrope,  he  stated,  has  found  a  very  definite 
clientele  in  that  country,  and  has  been  accepted 
as  an  important  part  of  the  social  life. 

During  the  entire  time  of  his  visit,  Mr.  Za- 
torsky trained  with  several  members  of  the  As- 
sumpcao Co.,  and  expressed  confidence  that 
the  work  he  has  started  is  now  in  good  hands. 
Mr.  Zatorsky  is  now  making  his  headquarters 
at  the  Chicago  office  of- the  Brunswick  Co. 


Accessories  for  Automatic 


The  Victor  Talking  Machine  Co.,  Camden, 
N.  J.,  recently  supplied  its  dealers  with  three 
new  accessories  for  each  of  the  Automatic 
Orthophonic  Victrolas  which  they  have  in  stock. 
The  new  fixtures  consist  of  a  drawer  for  acces- 
sories, shelf  for  record  loader,  and  a  felt 
(silencing)  disc. 


Quality  Packing  Material  Used  by 
Quality  Manufacturers  from  A  to  Z 


A  Free  Test  Offered 

Kimpak  is  a  soft,  white,  cotton- 
like material  of  great  bulk  and 
resiliency.  It  protects  the  finish 
of  the  finest  instruments.  No 
press  marks,  no  mars.  Send 
TODAY  for  test  roll  to  try  in 
your  own  way. 


RFC.  U.S.  PAT.  OFF.      JKU    REG.  IN  CANADA 
CREPE  WADDING 


Such  as: 
All-American 
American  Bosch 
King 

Pfanstiehl 
Sparks- Within  g  ton 
Stromberg 
Zenith 


KIMBERLY-CLARK    CO.    (Established  1872)  NEENAH,  WISCONSIN 


Sales  Offices:  208  S.  LaSalle  St.,  Chicago 


51  Chambers  St.,  New  York 


In  writing  please  mention  Talking  Machine  World 
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A  Manufacturer  writes: 

"The  sample  Low  Loss  Symphonic  Reproducer 
has  been  received  and  we  have  given  it  a  thorough  test. 
We  are  greatly  pleased  with  the  overtone  and  detail 
brought  out  by  this  reproducer  It  has  always  been 
our  contention  that  the  Symphonic  reproducer  was 
the  best  on  the  market." 


AN  APPRECIATION 

E  wish  to  take  this  occasion  to  thank  the  trade  for  the  enthusiastic  reception 
accorded  the  Low  Loss  Symphonic  Reproducer.  Orders  for  this  reproducer  have 
literally  poured  in  as  a  result  of  our  announcement  and  our  production  facilities  are 
being  taxed  to  meet  this  flattering  reception  of  our  latest  and  best.  We  thank  you. 

Symphonic  Sales  Corporation 

c&u*A^M^t^y^^^^  President 


w: 


'HEN  you  sell  a  reproducer  you  make 
one  sale  -  to  a  customer  who  will  be  a 
continuous  record  buyer  if  you  give  him 
value.  Why  take  a  chance  on  losing  his 
confidence  and  his  record  business  by  selling 
him  a  cheap  reproducer  —  and  at  the  same 
time  cut  your  own  profit? 
Sell  him  a  Symphonic— the  reproducer  that 
has  swept  the  globe,  selling  in  22  foreign 
countries  as  well  as  at  home,  the  reproducer 
that  is  used  as  standard  equipment  only  by 
those  manufacturers  who  insist  on  Sym- 
phonic quality  because  they  refuse  to  take 
chances  with  thsir  dealers  and  their  dealers' 
customers. 

Don't  take  chances  with  reproducers! 

LOW  (I  LOSS 

itnqihmiit 

PONOGRAPH  REPRODUCER 

A  Masterpiece  of  reproducing  efficiency 

By  a  special  diaphragm  construction,  sound  waves, 
which  tend  to  dissipate  on  ordinary  diaphragms,  are 
collected  at  the  center  without  impedance,  and  are 
transmitted  unimpaired  through  the  tone-arm. 

Exquisitely  made,  with  bronze-finished  housing  and 
nickel  or  gold-plated  centerpiece,  enclosed  in  a  purple 
silk-lined  box  with  beautifully  embossed  cover,  it  is 
identified  by  a  gold  stamped  purple  ribbon. 


The  price  is 

$10.00 

Gold-plated*  12. 00 


Other  Fail-Selling 
Symphonic  Reproducers 

Symphonic    ...  $8.00 

Gold-plated  $10.00 

This  is  the  $8.00  number thathas 
been  so  popular  with  phono- 
graph dealers  everywhere.  A 
wonderful  reproducer  whose  per- 
formance is  so  unusual  that  it 
sells  immediately  on  demon- 
stration. 


Overture 


.    .    .    .  #5.00 

Gold-plated  $7.00 

A  remarkable  reproducer  at  a  re- 
markable price.  Beautifully  fin 
ished  in  polished  nickel  or  gold 
plate.  A  great  seller. 


Symphonic  Phonograph 
Loudspeaker  Attachment 

The  greatest  phonograph  loud- 
speaker attachment  you  ever 
heard.  Not  a  toy  but  a  genuine 
loudspeaker  unit. 

Price  $5.50 
Gives  a  striking  demonstration 
(All  prices  slightly  higher  west 
of  the  Rockies) 

SYMPHONIC  SALES 
CORPORATION 

Dept.  W. 

370  Seventh  Avenue 
NEW  YORK  U.  S.  A. 
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Magnavox  Co.  Starts  Construction  of 

First  Unit  of  New  Factory  in  Emeryville 

Factory  of  Western  Aluminum  Co.,  Owned  by  Magnavox  Co.,  Will  Be  Remodeled  to  Tie  Up  With 
New  Building — Whole  Structure  Will  Be  Subdivided  to  Facilitate  Manufacturing 


The  Magnavox  Co.  started  recently  on  the 
construction  of  the  first  unit  of  a  new  factory 
on  the  north  end  of  the  four  acres  purchased  by 
it  in  Emeryville  last  Fall.  The  new  build- 
ing, constructed  of  concrete  and  brick  and 
steel,  embodies  the  best  building  features  for  one- 
story  manufacturing  plants  but  is  to  be  arranged 
to  take  advantage  of  the  experience  gained  by 
the  Magnavox  Co.  in  manufacturing  radio  and 
electrical  devices  the  past  eight  years. 

The  buildings  now  on  the  same  property  and 
formerly  used  by  the  Western  Aluminum  Co., 
which  concern  is  now  owned  and  operated  by 
the  Magnavox  Co.,  will  be  remodeled  to  tie  in 
with  the  new  building.  The  whole  structure  will 
be  subdivided  into  many  divisions  to  facilitate 
the  diversified  manufacturing  now  carried  on  by 
the  Magnavox  Co.  in  addition  to  its  radio  manu- 
facturing. 

"The  radio  business,"  it  is  stated  by  the  Mag- 
navox Co.,  "is  increasing  each  year  and  while 
it  can  still  be  called  a  new  art  requiring  frequent 
changes  of  machinery  and  methods,  it  has 
reached  a  stage  where  the  more  important 
changes  can  be  predicted  with  sufficient  assur- 
ance to  enable  provisions  to  be  made  in  new 
building  plans  which  will  at  the  same  time  pro- 
vide manufacturing  arrangements  most  efficient 
to  carry  on  the  foundry,  buffing,  enameling  and 
plating  business  of  the  former  Western 
Aluminum  Co.  as  well  as  the  manufacture  of 
electric  heating  products  of  the  Magnavox  Co. 

"When  completed  the  new  Magnavox  plant 
will  be  one  of  the  best  balanced  manufacturing 
institutions  on  the  Pacific  Coast  with  a  product 
so  diversified  as  to  keep  uniformly  busy  at  all 
seasons  of  the  year,  and  handle  outside  con- 
tracts for  any  manufacturing.    Plans  have  been 


carefully  worked  out  for  moving  the  present 
factory  equipment  from  the  Fruitvale  property 
without  causing  a  shut-down  in  the  production 
of  the  new  radio  devices  which  are  in  process 
now  for  the  coming  season's  business.  Even 
the  complicated  radio  tube  machinery  will  be 
moved  in  such  a  way  as  not  to  interfere  with 
tube  production." 

Sixteen  years  ago  the  Magnavox  Co.  started 
its  first  laboratory  in  Napa,  moving  it  to  the 
Bay  District  shortly  after.  In  1919  the  first  unit 
of  its  present  factory  was  built  on  East  Four- 
teenth street,  Fruitvale,  and  in  1921  and  1922 
additional  units  were  added. 

By  moving  into  the  new  plant  at  Emeryville 
a  great  economy  will  be  effected  in  all  depart- 
ments of  the  company's  operations,  because  the 
new  factory  will  better  lend  itself  to  the 
change  in  manufacturing  conditions  and  require- 
ments of  the  radio  and  electrical  business. 


short  business  trip  to  the  Eastern  trading  area. 
He  has  now  returned  to  his  desk  and  expresses 
a  high  degree  of  optimism  for  the  company's 
Eastern  business  during  the  Summer  season. 

The  Carryola  Co.  is  following  a  consistent  and 
active  program  of  merchandising  and  advertis- 
ing. Fruits  of  this  effort  have  come  in  an  ex- 
ceptionally fine  volume  of  business  during  the 
first  five  months  of  the  year. 


Carryola  Officials  Make 
Important  Business  Trips 

Don  T.  Allen,  vice-president  of  the  Carryola 
Co.  of  America,  Milwaukee,  prominent  manu- 
facturer of  portable  phonographs,  has  just  left 
on  an  extended  trip  to  confer  with  jobbers  and 
dealers  in  the  South.  Immediately  following 
Mr.  Allen's  departure,  George  P.  Hough,  sales 
manager,  left  for  the  Southeast,  in  the  interest 
of  the  Carryola  Co.  B.  B.  Conheim,  special 
representative,  is  now  calling  on  the  trade  in 
the  Middle  West. 

Orton  L.  Prime,  president  and  owner  of  the 
Carryola  Co.  of  America,  Milwaukee,  manufac- 
turer of  portable  phonographs,  recently  made  a 


Leonard  Jaeger  Promoted 

by  Valley  Electric  Go. 

At  the  recent  regular  meeting  of  the  board 
of  directors  of  the  Valley  Electric  Co.,  St.  Louis, 
Leonard  Jaeger  was  elected  to  the  office  of 
treasurer  and  home  office  manager.  The  latter's 
connection  with  the  Valley  organization  dates 
back  to  1923  when  he  joined  the  organization 
as  a  member  of  the  treasurer's  department,  then 
under  the  direction  of  Herbert  Elder,  who  re- 
cently was  elected  to  the  presidency  of  the  firm. 
The  action  of  the  board  of  directors  in  naming 
Mr.  Jaeger  for  this  important  office  has  met  the 
approval  of  all  members  of  the  entire  Valley 
organization,  and  congratulations  have  been 
pouring  in  from  all  district  offices  and  Valley 
distributors  in  the  principal  cities  since  the 
selection  was  announced. 


Midwest  Represents  Acme 

The  Midwest  Radio  Sales  Co.,  of  1127  Pine 
street,  St.  Louis,  Mo.,  has  been  appointed  fac- 
tory representative  of  the  Acme  Elec.  &  Mfg. 
Co.,  of  Cleveland,  O.,  to  sell  the  radio  apparatus 
which  it  manufactures  in  the  States  of  Missouri, 
Kansas  and  Nebraska.  The  Midwest  Co.  has 
been  calling  on  the  trade  selling  radio  merchan- 
dise for  many  years,  and  has  a  large  following. 


The  Leake  County  Revelers  of  Mississippi 
will  record  exclusively  for  the  Columbia  South- 
ern catalog. 


SUMMER  PROFITS  ARE  WAITING  FOR  YOU 


WITH 


  AUTOMATIC  ~ 

1^  MOTION  PICTURE 
CAMERA 

and  PROJECTOR 


$ 
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PATHEX 

AUTOMATIC  CAMERA 

equipped  with  F3.5  lens — takes  just  5 
seconds  to  load — taking  pictures  with 
Pathex  is  as  easy  as  snapshots  and 
better.  Daylight  loading  film  maga- 
zines retail  for  $1.75,  developed  free 
at  Pathe  Laboratories. 


PATHEX 
FILM  LIBRARY 

contains  500  assorted  reels — sold  Out- 
right at  $1.00  and  $1.75  each— not 
rented.  All  up-to-date  entertainment 
for  young  and  old. 


PATHEX 
ELECTRIC  PROJECTOR 

shows  the  amateur's  own  and  Pathex 
library  films  easily  and  conveniently. 
Operates  from  ordinary  lighting  cur- 
rent. All  Pathex  film  is  non-inflam- 
mable. 


THE  BEST  DEALER  PROPOSITION  IN  THE  AMATEUR  MOTION  PICTURE  FIELD 

IN VESTIQ ate;  compare//  act/// 
PATHEX,  Inc.,  35  WEST  45th  STREET,  NEW  YORK  CITY 


June,  1927 


THE    TALKING    MACHINE  WORLD 


33 


Small  Portables  CAN  Be 
Noiseless,  Sturdy,  Safe  — 

If  They're  Equipped  with  Junior  Motors 


FOR  the  first  time  the  well-known  qualities  of  the  famous  Flyer 
Motor  are  made  available  for  smaller,  lighter  portable  phono- 
graphs* The  Junior  Motor  is  a  reproduction  of  the  Flyer  in  smaller  size, 
and  has  the  same  precise  workmanship,  the  same  careful  inspection,  the 
same  sturdy  construction  that  have  made  the  Flyer  the  most  popular  and 
most  widely  used  motor  for  portables. 

The  frame  of  the  Junior  is  of  cast  iron.  Bearings  are  of  everlasting 
bronze.  The  tough  spring  is  made  of  the  finest  steel.  Like  the  Flyer,  the 
Junior  is  inspected  at  every  step  and  cannot  leave  the  factory  unless  it  is 
100%  right  in  every  particular.  The  result  is  perfectly  fitted  parts  which 
work  smoothly  and  silently  for  years,  without  the  vibration  and  wear 
which  tear  down  cheaper^made  motors  in  a  few  months. 

The  Junior  does  not  add  to  the  cost  of  the  portables  you  buy.  It  does 
add  to  their  value  and  to  the  satisfaction  they  give.  And  it  makes  any 
portable  easier  to  sell  and  insures  you  against  returns. 

Insist  on  Junior  or  Flyer  Motors  in  all  portables  you  sell,  and  you'll  be  safe' — 
covered  by  two  guarantees,  the  maker's  and  our  own. 
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When  You  Ship  Radios 

Atlas  Plywood  Packing  Cases  are  your  best  insurance  for  their  safe 
arrival  at  the  other  end.  Dealers  and  jobbers  appreciate  the  ad- 
vantage of  receiving  radios  without  a  mar  or  scratch  on  their  finely 
finished  cabinets  and  with  every  other  part  as  perfect  as  when  packed. 
Sturdy,  rigid  Atlas  Plywood  Packing  Cases  are  sure  shipping  pro- 
tectors of  phonographs  as  well  as  radios. 

May  we  figure  on  your  case  sizes? 


CaRIW  THE  WEIGHT — Sfl VE  FREIGHT 


ATLAS    PLYWOOD  CORPORATION 


PARK  SQUARE  BUILDING,  BOSTON,  MASS. 

New  York  Office  Chicago  Office 

90  West  Broadway  649  McCormick  Building 


849 


Receiver  and  Power  Gone 
Are  Added  to  Kolster  Line 


Six-Tube  Console  Receiver  with  Built-in  Power 
Cone  and  Console  Power  Cone  Are  Important 
Additions — Two  Price  Changes 


Two  outstanding  additions  to  the  Kolster 
radio  line,  designed  by  Dr.  F.  A.  Kolster,  have 
just  been  announced  by  Federal  Brandes,  Inc., 
for  the  1927  season.    They  are  illustrated  here- 


New  Six-Tube  Kolster  Receiver 

with.  One  is  a  six-tube  console  receiver  with 
a  built-in  power  cone  resulting  in  a  realistic 
quality  of  reproduction  only  possible  with  a 
power  speaker,  and  supplying  B  power  to  the 
set.  Either  an  A  battery  or  the  Kolster  A 
power  unit  can  be  used.  The  other  is  a  con- 
sole power  cone  requiring  no  batteries,  designed 
especially  for  use  with  the  Kolster  set  but  also 


Console  Power  Cone  Reproducer 

capable  of  use  with  any  receiver.  The  former 
retails  at  $265  and  the  latter  at  $150. 

Reductions  in  price  have  been  made  in  two 
pi. pular  KoUter  models,  the  six-tube  table  set 


6-D  from  $98.50  to  $80,  and  the  six-tube  console 
b-G,  from  $185  to  $165.  Several  refinements 
have  been  added  by  Kolster  engineers  even 
though  the  prices  were  reduced.  The  three 
eight-tube  models  are  continued  in  the  Kolster 
line  with  prices  unchanged,  and  separate  A  and 
B  power  units  are  being  made. 

This  is  the  first  time  a  completely  self-con- 
tained power  reproducer  and  radio  set  combined 
in  one  console  has  been  placed  on  the  market, 
according  to  Federal-Brandes  officials.  It  is 
said  that  the  combination  is  successful  without 
microphonics  or  interference  of  any  kind,  and 
marks  a  distinct  advance  in  natural  reproduc- 
tion. A  single  tuning  control  marked  in  meters, 
w;th  selectivity  and  sensitivity  adjustable,  and 
a  new  walnut  cabinet  with  a  cathedral  grill  cov- 
ering the  power  cone  are  characteristics  of  the 
new  receiver.  The  circuit  is  tuned  radio  fre- 
quency with  six  tubes  of  the  201A  type.  If 
the  Kolster  A  supply  is  used  with  the  B  elimi- 
nator of  the  power  unit,  the  set  is  operated  en- 
tirely from  the  light  socket.  A  20-foot  cable 
is  supplied  with  the  new  console  power  cone, 
making  it  possible  to  place  the  speaker  wher- 
ever desired. 


Crosley  Radio  Corp.  Be- 
comes an  RCA  Licensee 


Patents  of  Radio  Corp.  and  Allied  Companies 
Available,  Except  Those  Relating  to  Super 
Heterodyne  and  Super-Regeneration 


An  agreement  whereby  the  Crosley  Radio 
Corp.,  of  Cincinnati,  O.,  has  become  a  licensee 
under  many  of  the  radio  patents  held  by  RCA, 
Genera!  Electric,  Westinghouse  Electric  & 
Mfg.  Co.  and  the  American  Tel.  &  Tel.  Co.  has 
been  concluded  between  Powel  Crosley,  Jr., 
president  of  the  Crosley  Radio  Corp.,  and  the 
Radio  Corp.  of  America.  The  agreement  en- 
titles Crosley  to  the  use  of  more  than  100  basic 
patents,  except  those  covering  the  principle  ot 
the  super-heterodyne  and  super-regeneration, 
according  to  "the  announcement.  All  future  lab- 
oratory developments  of  RCA  and  its  asso- 
ciated companies  in  the  field  of  tuned  radio 
frequency  receivers  will  be  available  to  Crosley. 
The  contracts  are  said  to  provide  for  a  7}4  per 
cent  royalty  based  on  sales,  and  more  than  half 
a  million  dollars  already  are  said  to  have  been 
paid'to  RCA  by  the  Crosley  Corp. 

"Just  as  the  Federal  Radio  Commission  is 
clearing  up  broadcasting  so  will  the  clearing 
up  of  the  patent  situation  help  the  engineering 
and  manufacturing  side  of  the  industry,"  said 
Mr.  Crosley.  "I  have  always  recognized  patent 
rights  and  have  always  paid  royalties  on  patents. 
Although  this  alliance  with  RCA  involves  pay- 
ing somewhat  more,  I  feel  that  through  elimina- 
tion of  costly  litigation  the  public  will  benefit." 


Carryola  Master  Portable 

in  Denver -Africa  Trek 


During  the  Denver-Africa  Expedition  trek 
through  the  central  wilderness  of  darkest  Africa 
for  a  period  of  over  twelve  months  the  mem- 
bers of  the  exploring  party  had  with  them  a 
Carryola  Master  portable  phonograph,  which 
was  selected  because  of  its  excellent  volume, 
splendid  tone,  and  durable  construction. 

This  famous  portable  played  a  big  part  in  the 
Expedition.  Many  of  the  savages  who  heard 
the  Carryola  had  never  before  seen  or  heard 
a  phonograph.    The  news  of  this  wonderful  new 


A  Bright  Spot  in  Lives  of  Savages 

musical  instrument  traveled  like  "wild-fire,"  and 
a  great  many  of  the  Africans  came  from  long 
distances  to  hear  the  machine.  The  Master  was 
returned  in  excellent  condition,  having  survived 
thousands  of  miles  of  rough  caravan  travel. 

Accordingly,  Frank  Gray,  owner  of  Gray 
•Bros.  Co.,  Denver  distributors  of  the  Carryola 
products,  obtained  testimonials  which  have 
proved  extremely  useful  to  the  local  trade. 


Musical  Products  Go. 

Now  Grebe  Distributor 


Announcement  has  been  made  of  the  appoint- 
ment of  the  Musical  Products  Dist.  Co.,  Inc., 
New  York,  as  a  distributor  of  the  Grebe  Syn- 
chrophase  receivers  and  accessories  manufac- 
tured by  A.  H.  Grebe  &  Co.  The  territory  al- 
lotted to  the  Musical  Products  organization  in- 
cludes metropolitan  New  York,  Brooklyn,  Long 
Island,  Westchester  County  and  the  lower  Hud- 
son Valley.  In  making  this  announcement  to 
the  trade,  Bernard  D.  Colen,  president  of  the 
Musical  Products  Co.,  states  that  dealer  fran- 
chises are  now  being  allotted  for  the  Grebe 
line  and  all  indications  point  to  a  very  satis- 
factory 1927  business. 


Plan  that  Summer  sales  campaign  now  ami 
make  the  season  a  bu-v  one. 


The  Schakleton  Piano  Corp.,  Frankfort,  Ky., 
has  been  incorporated  with  a  capital  stock  of 
$50,000  to  sell  musical  instruments.  The  con- 
cern will  handle  a  complete  line. 
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Columbia  Viva- tonal  -  Records 

made  the  new  way  ^  electrically --without  scratch 

z\ vcp\ a  landau 


(anday  *Zfells  tbcWorlcL 

the  world  sees  New  York  from  atop  the  Fifth  Avenue 
buses.  Every  year  thousands  of  visitors  from  every  section 
of  the  globe  visit  the  metropolis  of  the  Western  Hemi- 
sphere— and  take  a  bus  ride! 

There's  no  finer  place  to  "tell  the  world"  than  where 
the  world  congregates.  So  think  Landay  Bros.,  the  great 
"department  stores  of  musical  merchandise"  in  New  York 
and  neighboring  cities. 

Landay  Brothers  are  telling  the  world  the  story  of  the 
new  Viva-tonal  Columbia  and  Columbia  New  Process  Rec- 
ords by  means  of  the  big  end  panels  facing  all  the  passen- 
gers in  the  front  of  the  upper  deck  of  all  the  semi-covered 
coaches  traversing  Fifth  Avenue  and  Riverside  Drive.  Each 
month  1,280,000  passengers  on  these  coaches  get  the 
Columbia  message. 

Above  is  an  example  of  this  splendid  advertising.  These 
displays  are  strikingly  executed  in  beautiful  colors. 


- 


Columbia  Phonograph  Company 

1819  Broadway,  New  York  City  Canada:  Columbia  Phonograph  Co.,  Ltd.,  Toronto 
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J^ndm/  ZJells  ^ts  Patrons 


KANDAY  BROS,  tell  the  world  the  story  of  Columbia  products  by 
continuous  and  effective  advertising.  They  repeat  the  message  again 
and  again  to  the  millions  in  New  York  and  neighboring  cities  by  ad- 
vertising in  the  great  metropolitan  dailies  and  local  newspapers.  And 
then  they  tie  up  the  advertising  and  the  products  by  playing  and  dis- 
playing the  new  Viva-tonal  Columbia  and  Columbia  New  Process 
Records  before  the  eyes  and  ears  of  their  patrons  in  every  one  of  their 
eleven  stores. 

The  photograph  reproduced  on  this  page  was  recently  taken  in 
Landay  Hall,  Forty-second  street  and  Sixth  avenue,  New  York  City. 
The  gigantic  display,  an  adaptation  of  the  Columbia  trade-mark,  is 
placed  at  a  strategic  point  over  the  record  booths  and  illustrates  the 
Landay  attention  -  compelling  method  of  reminding  the  store's  patrons 
that  the  Columbia  products,  which  they  have  seen  advertised,  may  be 
obtained  there. 


Columbia  Phonograph  Company 


1819  Broadway,  New  York  City 


Canada:  Columbia  Phonograph  Co.,  Ltd.,  Toronto 
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Last-Minute  News  of  the  Trade 


Harger  &  Blish  Appointed  Exclusive 

Brunswick  Distributor  to  Iowa  Trade 

Well-known  Des  Moines,  la.,  Distributing  House  Will  Cover  Entire  State  With  Exception  of  Nine 
Counties — Long-established  Firm  Has  Built  Up  a  Large  Organization 


Effective  June  1,  Harger  &  Blish,  Des  Moines, 
la.,  well-known  radio  and  phonograph  dis- 
tributors, began  operation  as  exclusive  Bruns- 
wick distributors  in  Iowa,  taking  over  the 
wholesale  business  in  all  of  that  State  but  nine 
counties,  which  was  formerly  handled  by  Bruns- 
wick branches.  This  is  not  to  be  construed  as 
a  new  distribution  policy  on  the  part  of  the 
Brunswick  Co.,  but  merely  to  apply  in  a  few 


Left  to  Right:  H.  Blish,  Jr.,  A.  T.  Kendrick 
and  H.  B.  Sixsmith 


and  limited  sections  of  the  country  where  such 
distribution  plans  may  be  adopted  to  work 
harmoniously  with  Brunswick  branches  in  ad- 
jacent fields. 

Harger  &  Blish  handle  Atwater  Kent  radio 
products,  Pooley  cabinets,  Balkite  power  sup- 
ply units  and  Burgess  batteries.  The  firm  has  a 
well-established  clientele  and  a  progressive  sales 
force  under  the  direction  of  H.  B.  Sixsmith, 
sales  manager. 

Harger  &  Blish,  Inc.,  were  originally  organ- 
ized as  a  partnership  between  Benton  M.  Har- 
ger and  H.  Herbert  Blish  in  1887  in  Dubuque,  la. 
At  first,  only  books  and  stationery  and  kindred 
lines  were  handled,  but  with  the  expansion  of 
the  business,  pianos  and  musical  instruments, 
small  goods,  sheet  music  and  cameras  were 
added.  When  phonographs  were  introduced, 
Harger  &  Blish  were  among  the  first  to  exploit 


The  Columbia  Phonograph  Co.,  Inc.,  at  its 
annual  meeting  of  stockholders  held  recently, 
at  the  executive  offices,  1819  Broadway,  New 
York  City,  elected  the  following  directors  for 
the  ensuing  year:  George  R.  Baker,  Mortimer 
N.  Buckner,  George  L.  Burr,  Henry  C.  Cox, 
William  C.  Dickerman,  William  C.  Fuhri,  Fred 
W.  Shibley,  Louis  Sterling,  H.  Mercer  Walker 
and  Horatio  L.  Whitridge. 

On  June  1  the  Board  of  Directors  met  and 
elected  Louis  Sterling  chairman  of  the  board; 
H.  C.  Cox,  president  and  general  manager;  W. 
C.  Fuhri,  vice-president;  F.  J.  Ames,  secretary 
and  treasurer;  R.  H.  Barker,  assistant  treasurer 
and  assistant  secretary. 

Stockholders  and  officials  alike  expressed 
their  pleasure  at  the  remarkable  progress  made 
by  the  company  during  a  year  which  has  wit- 
nessed the  opening  of  the  new  Columbia  Pacific 


them,  and  in  the  early  days,  when  the  present 
Victor  was  called  "Monarch,"  Harger  &  Blish 
laid  the  foundation  of  a  business  that  reached 
the  sizable  total  of  $2,500,000  in  1920  at  dealers' 
cost  prices.  In  the  meantime  the  development 
of  the  phonograph  business  made  essential  the 
opening  in  1908  of  a  branch  house  in  Des 
Moines.  The  stock  of  the  Vim  Co.  and  the 
Jones  Piano  Co.  was  purchased,  and  followed 
immediately  by  that  of  Hopkins  Bros.  Co.,  the 
Early  Music  House,  of  Ft.  Dodge,  and  the  Early 
Music  House,  of  Sioux  City.  In  1911  another 
branch  of  Harger  &  Blish  was  established  at 
Sioux  City  and  the  Dubuque  stock  was  trans- 
ferred to  Des  Moines. 

From  1913  to  1924,  inclusive,  Harger  & 
Blish,  it  is  stated,  sold  more  Edison  phono- 
graphs and  records  than  any  other  jobber  in 
the  United  States  and  Canada.  Early  in  1925 
radio  became  their  principal  line,  the  December 
radio  sales  in  1925  exceeding  all  previous  De- 
cember sales,  even  the  peak  years  of  1919  and 
1920.  The  present  six-story  H.  &  B.  Building 
was  built  in  1920,  and  is  admirably  equipped 
to  serve  dealers  throughout  Iowa.  H.  Herbert 
Blish,  president,  is  the  ideal  type  of  executive, 
and  his  keen  insight  into  the  possibilities  of  a 
proposition,  his  unerring  judgment  in  forecast- 
ing the  future  and  his  initiative  in  developing 
sales  methods  and  ideas  far  from  the  beaten 
track  of  merchandising  have  combined  to  make 
the  success  of  Harger  &  Blish  a  tribute  to  his 
leadership. 

H.  Harger  Blish,  vice-president  and  secretary, 
after  graduating  from  the  University  of  Penn- 
sylvania in  1910,  began  for  Harger  &  Blish  as 
traveling  representative.  In  1916  he  was  made 
assistant  secretary,  and  in  1918,  secretary.  Mr. 
Blish  has  an  extensive  acquaintance  in  the 
trade,  and  is  active  the  year  around  in  the  de- 
velopment of  many  sales  plans.  H.  B.  Six- 
smith,  sales  manager,  has  been  in  the  music 
trades  practically  during  the  entire  length  of 
his  business  life  and  joined  Harger  &  Blish  at 
the  beginning  of  the  1926  season.  He  is  thor- 
oughly conversant  with  .  the  economic  and 
geographic  conditions  of  the  State  of  Iowa,  and 
has  a  wide  acquaintance  in  the  trade. 


Coast  factory  at  Oakland,  Cal.;  the  purchase 
of  the  Okeh-Odeon  record  division  of  the  Gen- 
eral Phonograph  Corp.;  the  sweeping  success 
of  Beethoven  Centennial  Week,  sponsored  by 
the  company;  the  tremendously  increased  sales 
of  Columbia  New  Process  records,  together 
with  the  dealer  and  consumer  acceptance  of  the 
new  Viva-tonal  Columbia,  and  the  rapidly  grow- 
ing list  of  important  dealers. 

L.  F.  Rodrigues  Elected 
Bruno  Secretary-Treasurer 

Lewis  F.  Rodrigues  has  been  elected  secre- 
tary and  treasurer  of  the  Bruno  Radio  Corp., 
Long  Island  City,  succeeding  Louis  Lager,  re- 
signed. William  A.  Bruno,  president,  retains  his 
controlling  interest  in  the  corporation. 


H.  B.  Haring  Appointed 

Okeh  Sales  Manager 

Otto  Heineman,  President  of  Okeh  Phonograph 
Corp.,  Announces  the  Appointment  of  New 
Sales  Head — Widely  Experienced 


Otto  Heineman,  president  of  the  Okeh 
Phonograph  Corp.,  New  York,  announced  this 
week  the  appointment  of  H.  B.  Haring  as  sales 
manager  of  the  Okeh  record  division,  with  head- 
quarters at  the  executive  offices  in  New  York. 
Air.  Haring,.  who  is  widely  known  throughout 
the  phonograph  industry,  will  visit  Okeh  job- 
bers throughout  the  country,  keeping  in  close 
touch  with  their  activities  and  co-operating  with 
them  in  every  possible  way. 

For  the  past  several  years  Mr.  Haring  was 
associated  with  the  Sonora  Phonograph  Co., 
covering  the  Metropolitan  district.  He  has  been 
identified  with  the  phonograph  industry  since 
1918,  resigning  his  commission  of  captain  in  the 
United  States  regular  army  upon  his  return 
from  France  at  the  close  of  the  World  War, 
when  he  entered  the  service  of  the  Columbia 
Phonograph  Co.  at  its  Baltimore  branch.  He 
was  soon  promoted  to  the  position  of  branch 
manager  at  New  Haven,  Conn.,  and  later  branch 
manager  at  Buffalo,  N.  Y.,  subsequently  serving, 
as  regional  representative,  covering  all  territory 
east  of  Chicago. 

He  is  recognized  as  one  of  the  most  capable 
members  of  the  wholesale  phonograph  industry, 
and  many  jobbers  are  sincerely  gratified  with  his 
appointment  as  sales  manager  of  the  Okeh  rec- 
ord division. 

H.  G.  Schultz  &  Go.  Sonora 
Distributor  in  Middle  West 

H.  C.  Schultz  &  Co.,  Inc.,  headed  by  H.  C. 
Schultz,  well  known  throughout  the  industry, 
has  been  appointed  distributor  for  the  Sonora 
Phonograph  Co.,  Inc.,  covering  Michigan  and 
Ohio.  Executive  offices  of  the  company  have 
been  opened  in  Detroit  and  also  in  Cleveland. 
Mr.  Schultz  will  personally  direct  activities  in 
Detroit,  and  C.  C.  Price,  formerly  connected 
with  the  Pennsylvania  Phonograph  Distribut- 
ing Co.,  will  be  manager  at  Cleveland. 

In  addition  to  distributing  the  Sonora  phono- 
graph and  radio  products  the  H.  C.  Schultz 
Co.,  Inc.,  will  distribute  a  complete  line  of  mu- 
sical merchandise  as  well  as  a  number  of  ac- 
cessories in  the  radio  field,  including  Webster 
eliminators  and  power  units,  Cunningham 
tubes  and  Ray-O-Vac  batteries.  H.  C.  Schultz 
has  been  identified  with  the  phonograph  in- 
dustry for  the  past  ten  years,  holding  impor- 
tant positions  with  the  Columbia  Phonograph 
Co.,  Inc.,  and  well-known  jobbing  organiza- 
tions. He  is  familiar  with  the  problems  of 
dealers  in  the  territory  his  company  serves. 

American  Bosch  Receives 

Radio  Corp.  License 

The  American  Bosch  Magneto  Corp.,  of 
Springfield,  Mass.,  manufacturer  of  radio  re- 
ceiving sets  and  loud  speakers,  has  received 
a  license  under  present  and  future  patents  of 
the  Radio  Corp.  of  America  for  the  manufac- 
ture and  sale  of  tuned  radio  frequency  re- 
ceivers, according  to  an  announcement  made 
yesterday  by  the  Bosch  corporation.  The 
Springfield  corporation,  it  is  said,  also  holds 
similar  licenses  under  all  inventions  of  the 
Radio  Frequency  Laboratories  and  the  Lekto- 
phone  Corp.,  covering,  respectively,  radio  cir- 
cuits and  loud  speakers. 


Columbia  Phonograph  Co.  Reviews 

Prosperous  Year  at  Annual  Meeting 

Annual  Meeting    of    Stockholders    Held — Officers   and   Directors   Elected — Remarkable  Prog- 
ress Made  by  the  Company  During  the  Year — Outlook  for  Future  Is  Bright 
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A  Move  to  Insure  Radio  Trade  Prosperity 

RADIO  trade  history  was  made  in  Chicago  this  month,  and 
with  the  close  of  the  third  annual  convention  of  the  Radio 
Manufacturers'  Association,  the  first  annual  convention  of  the 
Federated  Radio  Trade  Association  and  the  firsi  annual  Trade 
Show,  it  was  generally  conceded  that  the  industry  had  finally 
started  upon  an  era  of  permanent  stability  and  prosperity.  The 
Trade  Show  in  itself  was  a  noteworthy  accomplishment  that  has 
hardly  been  paralleled  in  many  an  industry  far  older  than  radio, 
and  throughout  the  week  there  was  a  spirit  of  earnestness  and 
sincerity  that  was  reflected  in  every  detail  of  the  convention  pro- 
ceedings. 

With  the  inauguration  of  trade  shows,  the  radio  industry  is 
well  on  the  way  towards  an  all-year-round  activity,  rather  than 
a  tremendous  boom  over  a  period  of  a  few  months  followed  by 
many  months  of  stagnation.  It  required  foresight  and  courage 
on  the  part  of  the  Radio  Manufacturers'  Association  and  its  indi- 
vidual members  to  prepare  a  trade  exhibit  of  such  import  and 
scope  as  the  one  presented  in  Chicago  last  week,  and  the  R.  M.  A. 
well  deserved  the  congratulations  received  from  the  members  of 
the  trade  throughout  the  country  upon  the  success  of  the  show. 
This  success  in  itself,  however,  is  merely  an  indication  of  the 
industry's  future  prosperity  and  definite  stabilization. 

It  is  a  fact,  however,  that  all  of  the  work  of  the  R.  M.  A.  and 
its  members  would  have  availed  nothing  if  the  jobbers  and  dealers 
had  not  co-operated  with  the  manufacturers  and  realized  that  the 
trade  show  was  the  foundation  upon  which  to  build  an  all-year- 
round  business.  Jobbers  and  dealers  from  every  section  of  the 
country  were  represented  during  the  course  of  the  week  and  special 
trains  and  cars  from  the  most  important  trade  centers  throughout 
the  country  testified  to  the  interest  manifested  by  the  dealers  and 
jobbers  in  this  trade  exposition.  It  is  reported  that  the  volume 
of  business  booked  by  the  manufacturers  of  the  trade  show  far 
exceeded  all  expectations,  and  indications  are  that  the  1927-28  radio 
season  will  not  only  start  earlier  but  will  be  of  far  longer  duration 
than  any  previous  season  in  radio  history. 


At  the  meetings  during  the  R.  M.  A.  convention  there  were 
general  discussions  of  the  most  important  phases  of  the  industry, 
with  particular  reference  to  manufacturing  problems,  merchandis- 
ing methods  and  broadcasting  activities.  It  was  indeed  gratifying 
for  the  officers  of  the  R.  M.  A.  to  note  that  the  individual  members 
were  not  only  willing  but  anxious  to  give  the  benefit  of  their 
experience  and  knowledge  to  the  Association  as  a  whole.  Manu- 
facturers who  have  specialized  in  various  departments  of  radio 
production  contributed  to  committee  reports  which  were  not  onlv 
practical  in  their  context  but  invaluable  in  the  information  offered 
the  industry.  On  the  subject  of  merchandising  there  were  many 
important  problems  discussed  in  open  meetings  as  well  as  com- 
mittee reports  which  served  to  emphasize  the  care  and  consideration 
given  to  the  subject  of  marketing  by  representative  manufacturers 
and  their  organizations.  The  introduction  of  new  models  at  the 
Trade  Show  was  the  subject  of  considerable  discussion  during  the 
convention  and  it  was  agreed  unanimously  by  all  present  that  the 
showing  of  new  styles  and  models  at  this  particular  time  of  the 
year  could  not  fail  to  be  of  advantage  to  every  factor  in  the 
industry. 

The  National  Association  of  Broadcasters  at  its  annual  con- 
vention during  the  course  of  the  week  discussed  many  important 
topics  relative  to  this  important  division  of  the  radio  industrv. 
It  was  generally  recognized  that  the  new  Federal  Radio  Com- 
mission had  taken  hold  of  the  broadcasting-  situation  in  a  logical 
and  satisfactory  manner  and  the  broadcasters  are  planning  to  co- 
operate with  the  Commission  in  ironing  out  many  details  and 
problems  which  undoubtedly  will  be  solved  as  the  year  goes  on. 

The  Federated  Radio  Trade  Association,  comprising  dealers 
and  jobbers  from  many  of  the  most  important  trade  centers 
throughout  the  country,  held  a  most  enthusiastic  and  profitable 
convention  based  upon  the  problems  confronting  the  radio  dealers 
and  jobbers  at  the  present  time.  This  Association,  under  the  able 
direction  of  its  officers  and  directors,  has  accomplished  wonders 
in  the  short  time  it  has  been  in  existence  and  the  convention  held 
in  Chicago  last  week  not  only  gave  the  dealers  and  jobbers  an 
opportunity  to  talk  about  vital  problems  incidental  to  their  business, 
but  also  promoted  good  fellowship  and  good  will  to  an  invaluable 
degree. 

Taken  as  a  whole,  last  week  marked  an  epoch  in  the  radio 
industry,  and  although  it  is  somewhat  earl}-  to  visualize  the  benefits 
that  these  conventions  and  trade  shows  may  bring  about  in  the 
future,  it  is  safe  to  offer  the  prediction  that  the  1927-28  radio 
season  will  not  only  be  prosperous  and  profitable,  but  serve  as  a 
stepping-stone  to  the  stabilization  of  the  industry  generally. 


Awakened  Interest  in  the  Talking  Machine 

OCPPOSITIOX  is  one  thing,  but  fact  is  quite  another,  and  in 
^  gauging  business  progress  under  present-day  conditions  it  be- 
comes increasingly  necessary  to  depend  upon  matters  of  record 
rather  than  upon  conjectures  by  those  who  will,  no  matter  how 
honest  their  purpose,  endeavor  to  see  things  from  their  own  par- 
ticular viewpoint  and  in  accordance  with  their  own  desires  or 
ambitions. 

We  have  heard  a  great  deal  about  the  wonderful  comeback 
of  the  talking  machine  and  phonograph  in  their  new  forms,  and 
that  comeback  has  been  real  and  impressive,  as  the  sales  records 
of  manufacturers,  wholesalers  and  dealers  prove.  But  to  arrive  at 
a  real  basis  for  calculation  it  is  necessary  to  make  some  com- 
parisons which  on  the  surface  may  not  prove  particularly  pleasant, 
but,  nevertheless,  after  careful  study,  should  prove  most  heartening 
to  those  who  have  the  future  of  the  industrv  in  mind. 

A  nation-wide  survey,  of  course,  is  out  of  the  question,  but 
the  number  of  local  surveys  made  in  different  localities  and  under 
various  conditions  may  be  accepted  without  hesitation  as  repre- 
senting the  general  trend  of  the  market,  particularly  as  it  affects 
localities  of  certain  types.  We  find,  for  instance,  that  high-priced 
instruments  are  being  bought  in  surprisingly  large  numbers  by 
those  in  a  position  to  gratify  their  desires  without  straining  their 
pocketbooks,  and  this  affords  undeniable  proof  of  the  musical 
qualities  of  this  product.  In  certain  farming  districts,  also,  dealers 
who  go  along  the  roads  after  business  are  finding  an  awakened 
interest  in  the  talking  machine  and  its  music.  All  this  is  general, 
but  it  has  a  distinct  bearing  on  merchandising  plans  for  the  months 
and  years  to  come. 
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.  The  most  interesting  survey,  however,  and  the  most  in- 
tensive, comes  from  Milwaukee,  where  the  Milwaukee  Journal  in 
making  a  canvass  of  local  consumer  markets  has  brought  to  light 
figures  of  great  importance  to  trade  analysts  and  which  are  pub- 
lished in  condensed  form  elsewhere  in  The  Talking  Machine  World 
this  month. 

The  particularly  interesting  part  of  the  Milwaukee  figures  is 
that  they  give  honest  consideration  to  the  fact  that  when  the  new 
talking  machine  products  were  introduced  the  trade  was  not  simply 
stagnant  and  at  a  standstill,  but  was  actually  sliding  back  at  a 
substantial  rate.  In  fact,  there  were  3,000  fewer  families  owning 
phonographs  in  Milwaukee  in  January,  1926,  than  there  were  in 
lanuary,  1925,  yet  there  were  only  500  fewer  families  reported 
as  owning  phonographs  in  January  of  this  year  than  in  1926, 
which  shows  the  recovery  of  2,500.  This  comes  close  to  overcom- 
ing in  a  year  a  downward  movement  encompassing  several  years, 
and,  according  to  the  reports,  there  is  every  probability  of  the  owner- 
ship figures  being  on  the  right  side  of  the  column  by  the  first  of 
next  year  if  the  present  rate  of  progress  continues. 

In  the  meantime,  trading  and  merchandising  have  gone  along 
steadily,  with  5,000  new  instruments  sold  in  the  city  during  the 
year  and  at  unit  prices  materially  in  excess  of  those  which  pre- 
vailed a  few  years  ago.  It  meant  that  3.5  per  cent  of  all  families 
in  Milwaukee  were  supplied  with  instruments  during  1926,  and 
that  5  per  cent  of  all  phonograph  owners,  as  of  January  1  of  this 
year,  had  bought  their  instruments  within  the  twelve  months  pre- 
ceding. 

Let  the  dealer  who  is  anxious  to  know  where  he  stands  make 
a  survey  of  his  own  neighborhood;  find  out  how  the  proportion 
of  talking  machine  owners  has  changed  during  the  past  few  years. 
No  doubt  he  will  acquire  interesting  information  regarding  a  num- 
ber of  things,  such  as  changing  interests,  the  bearing  of  replace- 
ments on  a  general  instrument  census  and  other  facts  that  will  keep 
him  informed  not  alone  as  to  his  progress  in  the  matter  of  sales, 
but  also  his  progress  in  keeping  the  market  under  proper  control. 


Fiftieth  Anniversary  of  the  Phonograph 

-4  C\r\^  IS  of  particular  sentimental  importance  to  the  phono- 
l^jZjL  graph  industry  of  the  country,  for  on  August  12  will 
be  formally  celebrated  the  fiftieth  anniversary  of  the  invention  of 
the  first  phonograph  in  this  country  by  Thos.  A.  Edison.  And 
who  in  the  trade  has  not  seen  somewhere  or  other  a  replica  of 
that  famous  first  phonograph  with  its  large  tinfoil  cylinder,  its 
handle  and  its  threaded  shaft? 

It  was  some  ten  years  later,  in  1887,  that  the  first  Edison 
phonographs  were  produced  on  a  commercial  basis  and  offered 
for  sale  to  the  public,  but  in  the  interim  duplicates  of  the  original 
model  were  exhibited  and  demonstrated  throughout  the  country 
and  served  to  whet  the  appetite  of  a  very  much  interested  public  for 
what  was  to  come. 

When  it  is  considered  that  the  industry  as  it  is  at  present 
constituted  is  technically  only  a  half -century  old  and  actually  or 
commercially  only  forty  years  old,  some  idea  can  be  gained  of 
its  tremendous  growth  among  the  industries  of  the  nation  and  its 


wide  acceptance  by  the  public  at  large.  It  is  a  far  cry  from  the 
old  wax  cylinder  and  its  squeaky  announcements  to  the  marvelous 
instruments  of  1927,  but  most  of  the  real  progress  has  been  made 
within  a  quarter  of  a  century,  and  taking  the  good  times  with  the 
bad  that  quarter  of  a  century  has  been  very  generous  to  those 
who  pioneered  in  phonograph  selling  and  who  had  the  courage 
to  find  places  for  themselves  in  the  new  field. 

It  might  be  well  for  the  industry  as  a  whole 'during  the  year 
to  call  public  attention  to  what  has  been  accomplished  in  the  realm 
of  sound  recording  and  reproduction  during  the  short  span  of 
fort}-  or  fifty  years,  as  the  case  might  be,  that  the  industry  has 
been  in  existence.  It  has  a  romantic  side  that  possesses  real  pub- 
licity value  if  properly  brought  to  the  attention  of  the  public. 


Progress  in  Eliminating  Broadcasting  Tangle 

IT  was  long  ago  recognized  that  the  really  successful  future  of 
the  radio  industry  depended  in  no  small  measure  upon  the 
control  of  the  broadcasting  situation  with  a  view  to  preventing  the 
interference  that  for  a  time  became  distinctly  serious  and  pre- 
vented proper  reception  in  homes  or  even  demonstration  rooms. 

Members  of  the  trade,  therefore,  are  exceedingly  gratified  to 
note  the  progress  that  has  been  made  by  the  Federal  Radio  Com- 
mission in  smoothing  out  the  broadcasting  tangle  and  reallocating 
wave  lengths  so  that  they  may  be  properly  separated  and  not  inter- 
fere one  with  another.  It  has  been  a  huge  task  and  is  still  to  be 
completed,  but  the  progress  that  has  been  made  to  date  is  never- 
theless notable. 

The  Commission  has  assigned  new  wave  lengths  to  many 
stations,  has  made  others  divide  time,  and  altogether  has  made 
what  is  apparently  an  honest  attempt  to  keep  in  mind  the  interests 
of  the  public  as  well  as  the  broadcasters.  The  new  wave  length 
schedules  were  to  go  into  effect  on  June  1,  but  in  response  to 
protests  were  deferred  to  June  15,  when  the  various  stations 
must  observe  them  or  suffer  the  prescribed  penalties. 

With  the  broadcasting  situation  thus  well  in  hand,  and  with 
the  launching  last  week  of  the  new  radio  products  of  the  year  in 
Chicago,  there  is  every  reason  to  look  for  clear  sailing  for  the 
radio  industry  for  the  balance  of  the  year.  In  fact,  many  trade 
authorities  regard  the  situation,  as  it  now  exists  and  promises  to 
continue,  as  the  most  favorable  in  the  history  of  the  industry. 


Effective  Summer  Sales  Promotion 

THE  canvassing  route  to  sales  is  just  as  effective  as  it  ever  was, 
if  the  experiences  of  dealers  who  have  made  outside  selling  a 
part  of  their  sales  promotion  campaigns  count  for  anything.  Espe- 
cially now  that  the  Summer  is  at  hand  and  store  sales,  as  usual, 
show  a  tendency^  to  slow  down,  the  merchant  who  utilizes  the  spare 
time  of  his  salesmen  to  follow  up  prospects  will  be  able  to  main- 
tain more  satisfactory  sales  volume.  Idle  salesmen  in  the  store 
are  not  profit-producers ;  those  who  keep  busy  during  slack  periods 
by  making  contacts  on  the  outside  are  spending  their  time  to  the 
best  advantage  in  their  own  interests  and  those  of  the  merchants 
by  whom  they  are  employed. 


COMPARE  ITS  TONE 

CONSIDER  ITS  LOW  PRICE 

BASED  ON  QUANTITY  AND  QUALITY  PRODUCTION- 
ITS  LIGHT  WEIGHT  MAKES  IT  EASILY  ADAPTABLE  FOR  ALL  TYPES  OF  INSTRUMENTS. 

Everything    is    manufactured  in 
our  oivn  plant" 


DISTRIBUTORS  : 
Canadian   Acme    Screw   &   Gear,  Ltd. 
1209  King  St.,  W.,  Toronto,  Can. 


Factory  and  Sales  Rooms 
610  Broadway,  New  York 


MAX  TARG 

Western   Factory  Representative 
229  W.  Randolph  St.,  Chicago 


DISTRIBUTORS  : 

Industries  Unidas,  S.  A.  Balderas  110, 
Mexico   City,  Mex 
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Last-Minute  News  of  the  Trade 

A.  J.  Engel  Is  Made  Cas-         New  Columbia  Reproducer      New  District  Sales  Manager 
well  Field  Sales  Manager      for  Old  Style  Phonographs    for  Filmo  Line  in  Hollywood 


Caswell  Mfg.  Co.,  Maker  of  Caswell  Portable 
Phonographs.  Announces  the  Appointment — 
Has  Had  Wide  Experience  With  Portables 


Milwaukee,  Wis.,  June  8. — The  Caswell  Mfg. 
Co.,  of  this  city,  manufacturer  of  Caswell  port- 
able phonographs,  announced  this  week  the  ap- 
pointment of  A.  J.  Engel  as  field  sales  manager 


A.  J.  Engel 

of  the  company,  with  headquarters  in  this  city. 
Mr.  Engel  has  already  assumed  his  new  posi- 
tion and  attended  the  Music  Convention,  where 
the  Caswell  Mfg.  Co.  maintained  an  exhibit. 

A.  T-  Engel  needs  no  introduction  to  the 
phonograph  industry,  for  he  has  been  identified 
with  several  prominent  manufacturers  over  a 
period  of  many  years.  He  is  familiar  with  all 
details  incidental  to  the  portable  phonograph 
business,  and  in  his  previous  connections  he 
visited  jobbers  and  dealers  throughout  the  coun- 
try in  behalf  of  portable  phonograph  manufac- 
turers: He  is  keenly  enthusiastic  regarding  the 
sales  possibilities  of  the  Caswell  line,  and  will 
work  in  close  co-operation  with  L.  B.  Casa- 
grande  and  John  Casagrande,  vice-presidents  of 
the  Caswell  Mfg.  Co. 

Apco  Mfg.  Go.  Is  Merged 
With  Frank  Mossberg  Corp. 

Providence,  R.  I.,  June  4. — Thomas  F.  Wilson, 
president  and  treasurer  of  the  Apco  Mfg.  Co., 
of  this  city,  has  announced  the  merger  of  that 
company  and  the  Frank  Mossberg  Corp.,  of 
Attleboro,  Mass.  The  Apco-Mossberg  Corp., 
as  it  will  be  known,  will  have  its  headquarters 
in  Attleboro,  Mass.  The  Frank  Mossberg  Corp. 
manufactures  automotive  wrenches  and  pressed 
steel  parts  for  the  textile  industry. 

Diamond  Music  Co.  Is 

Taken  Over  by  Edison 

The  Edison  Phonograph  Distributing  Corp., 
Orange,  N.  J.,  the  jobbing  division  of  Thos.  A. 
Edison,  Inc.,  has  taken  over  the  business  of 
the.  Diamond  Music  Co.,  New  Orleans,  La., 
long-  Edison  jobber  in  that  city,  and  will 
operate  it  as  a  regular  Edison  jobbing  branch. 
The  name  of  the  new  manager  has  not  yet 
been  announced,  but  it  is  stated  that  most  of 
the  personnel  of  the  firm  will  be  retained. 


Columbia  Phonograph  Co.  Marketing  Repro- 
ducer No.  16-A  for  Old-Type  Columbia  In- 
struments and  16-V  for  Other  Standard  Makes 


The  Columbia  Phonograph  Co.  is  marketing 
a  new  reproducer  for  use  on  old-type  phono- 
graphs. This  reproducer  is  known  as  Columbia 
Reproducer  No.  16-A  for  Columbia  instruments 
and  No.  16-V  for  other  standard  makes.  An 
attractive  booklet,  entitled  "A  New  Voice  for 
Your  Phonograph,"  is  being  supplied  the  trade. 

This  new  Columbia  reproducer,  while  retail- 
ing at  the  remarkably-  low  price  of  $5,  is  most 
artistically  designed,  with  its  bright  nickel- 
piating  set  off  with  black  lacquer,  and  is  sturdily 
built  for  a  lifetime  of  service.  Besides  improv- 
ing immeasurably  the  tone  and  volume  of  old- 
style  phonographs,  it  is  so  constructed  as  to 
reduce  to  a  minimum  the  wear  on  records. 

Leon  Golder  Now  With  the 
Rola  Co.  in  Important  Post 

Appointed  District  Sales  Manager  for  the  Mid- 
dle Western  Territory  With  Headquarters 
in  Chicago  for  Loud  Speaker  Manufacturer 


Leon  Golder,  for  the  past  three  years  district 
sales  manager  of  the  Magnavox  Co.,  with  head- 
quarters in  Chicago,  has  been  appointed  district 
sales  manager  in  the  Middle  West  for  the  Rola 
Co.,  Oakland,  Cal.,  manufacturer  of  Rola  loud 
speaker  products.  Mr.  Golder  will  maintain 
offices  in  Chicago  and  will  direct  the  activities 
of  a  sales  staff  covering  Middle  West  territory. 

Leon  Golder  is  well  known  throughout  the 
music  and  radio  industries  for  he  has  been  iden- 


Leon  Golder 


titled  with  these  industries  for  sixteen  years. 
Prior  to  joining  the  Magnavox  Co.,  Mr.  Golder 
was  associated  with  the  Sonora  Phonograph 
Co.,  spending  thirteen  years  with  this  company, 
and  was  in  charge  of  Sonora  interests  in  the 
Chicago  territory  from  1914  to  1924.  He  num- 
bers among  his  friends  jobbers  and  dealers 
throughout  the  Middle  West,  and  he  brings  to 
the  Rola  organization  an  invaluable  merchan- 
dising experience. 


The  Columbia  Phonograph  Co.,  New  York, 
tied  up  with  the  arrival  of  Charles  Lindbergh 
in  New  York  by  advertising  special  Lindbergh 
records  in  the  New  York  Daily  News. 


Leonard  T.  Schaefer  Appointed  to  Important 
Post  in  California  in  Interests  of  Products 
Made  by  the  Bell  &  Howell  Co. 


The  many  friends  of  Leonard  T.  Schaefer  will 
be  glad  to  learn  of  his  recent  appointment  to 
the  position  of  district  sales  manager  of  the 
Bell  &  Howell  Co.,  Filmo  division,  at  Holly- 
wood, Cal.  Mr.  Schaefer  is  well  knowrn  to 
music  and  radio  dealers  east  of  the  Mississippi, 
for  his  former  position  with  the  Bell  &  Howell 
Co.   was   that  of  sale   representative  covering 


Leonard  T.  Schaefer 

the  State  of  Ohio,  where  he  helped  many  dealers 
cash  in  upon  the  ever-increasing  public  interest 
in  personal  moving  picture  equipment.  Mr. 
Schaefer's  excellent  work  with  the  Filmo  line 
in  Ohio  was  recently  recognized  by  the  pub- 
lishers of  the  American  Magazine,  who  based 
a  full-page  newspaper  advertisement  upon  his 
remarkable  successes. 


Mac  Harlan  Appointed 

Kellogg  Ad.  Manager 

The  Kellogg  Switchboard  &  Supply  Co.,  tele- 
phone system  and  radio  apparatus  manufacturer 
of  Chicago,  recently  appointed  Mac  Harlan  to 
the  post  of  advertising  manager  of  the  radio 
division.  Mr.  Harlan  has  been  associated  with 
various  firms  in  executive  and  advertising  ca- 
pacities for  some  time  past.  For  six  years  he 
occupied  the  position  of  advertising  and  sales 
promotion  manager  of  the  Rollins  Hosiery  Mills, 
Des  Moines,  la.,  and  prior  to  that  time  he  was 
connected  with  the  advertising  department  of 
the  Meredith  Publications,  also  of  Des  Moines. 
Before  the  World  War,  during  which  he  served 
eighteen  months  in  the  United  States  army 
and  was  discharged  with  the  rank  of  first  lieu- 
tenant, Mr.  Harlan  was  connected  with  the 
sales  department  of  the  Chamberlain  Medicine 
Co.  He  will  direct  the  advertising  for  the  radio 
division  of  the  Kellogg  organization. 

Louis  Gruen  Joins  Staff 

of  Sparks-Withington  Co. 

According  to  an  announcement  made  a  few 
days  ago  by  Harry  G.  Sparks,  sales  manager 
ol  the  Sparks-Withington  Co.,  maker  of  Sparton 
radio  receivers  of  Jackson,  Mich.,  Louis  Gruen 
has  joined  the  sales  department  of  the  firm  as 
special  radio  representative.  Mr.  Gruen  has  an 
extensive  background  of  experience  in  the 
music-radio  trade. 
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Plans  Aid  for  Dealers  Sound-Proof  Rooms  for  R.  Hooke  Is  Manager  of 

in  Flooded  Territory         the  Congressional  Library        Brunswick  Atlanta  Branch 


O.  D.  Tucker  IV  &  Co.  Seek  Assistance  of 
Radio  Manufacturers  in  Helping  to  Establish 
Dealers  Who  Suffered  Heavy  Flood  Losses 


Van  Veen  &  Co.,  of  New  York,  Secure  Order 
From  the  Aeolian  Co. 


Little  Rock,  Ark.,  June  3.— In  connection  with 
the  great  calamity  brought  about  by  the  floods 
in  Arkansas,  the  O.  D.  Tucker  IV  &  Co.  and 
Tucker-Meyers,  Inc.,  radio  wholesalers,  have 
sent  out  a  very  interesting  letter  to  manufac- 
turers in  connection  with  the  efforts  now  being 
made  by  dealers  toward  getting  business  on  its 
feet  in  view  of  the  receding  of  the  floods  in 
that  territory.  Letters  also  have  been  sent  to 
the  dealers  in  an  effort  to  get  a  correct  survey 
of  the  actual  damages  which  they  have  suffered, 
and  when  this  is  completed  a  plan  will  be  out- 
lined and  sent  to  manufacturers  asking  them 
in  some  way  to  share  part  of  the  loss  sustained. 
The  dealers  are  assured  that  it  is  the  aim  of 
this  concern  to  assist  their  dealers  to  recover 
as  quickly  as  possible  from  this  great  disaster, 
and  they  feel  sure  that  just  as  soon  as  the  sur- 
vey shows  the  actual  amount  of  damage  done, 
and  whose  make  and  type  of  merchandise  is  in- 
volved, each  factory  will  co-operate  in  this  very 
worthy  effort. 

The  Tucker  institution  is  to  be  commended 
highly  for  its  constructive  efforts  to  help  the 
trade  in  its  territory.  It  is  the  kind  of  work 
that  should  meet  with  the  greatest  sympathy 
and  support  from  all  members  of  the  industry. 
As  a  matter  of  fact  already  a  large  number  of 
letters  have  been  received  from  manufacturers 
asking  how  best  they  may  help.  While  the  Red 
Cross  is  looking  after  those  in  actual  need, 
and  the  banks  are  aiding  the  farmers  who  have 
suffered,  no  provision  has  been  made  for  the 
practical  relief  of  the  merchants.  It  is  in  this 
connection  that  the  appeal  for  aiding  the  mer- 
chants is  being  made. 


Primaphonic  Reproducer 

Receives  Merit  Award 


Former  Special  Representative  of  Brunswick 
Co.  Is  Promoted  to  District  Manager — Has 
Had  Long  and  Varied  Career  with  Company 


Van  Veen  &  Co.,  Inc.,  of  New  York  City, 
makers  of  talking  machine  wareroom  equip- 
ment, have  been  commissioned  by  the  "Aeolian 
Co.  to  install  a  sound-proof  room  in  the  Con- 
gressional Library  at  Washington  so  that  piano 
records  may  be  adequately  rendered  on  the 
Duo-Art  for  users  of  the  music  library. 

It  is,  of  course,  important  that  other  users 
of  the  library  be  not  disturbed  by  the  music, 
and  the  builders  have  devised  a  system  of  con- 
struction based  upon  the  most  modern  prin- 
ciples of  acoustical  engineering. 

Rooms  of  this  type  will  now  be  available  to 
librarians  throughout  the  country  so  that  music 
students  may  have  the  records  played  without 
disturbance  to  readers  even  under  conditions 
where,  through  lack  of  space,  the  sound-proof 
room  must  be  placed  close  to  the  reading  rooms. 


The  Primaphonic  reproducer,  manufactured 
by  Herman  Thorens,  Ste.  Croix,  Switzerland, 
received  the  highest  award  of  merit  at  the  re- 
cent International  Exposition  of  Musical  Art 
at  Geneva,  according  to  an  announcement  by 
R.  R.  Kind,  general  manager  of  Thorens,  Inc., 
New  York,  sole  distributor  in  the  U.  S.  A.  for 
the  Thorens  line  of  phonograph  motors  and 
cthei  accessories. 

Gerhard  Scheidt,  a  cousin  of  Frederick  Her- 
mann Thorens,  and  Gerhard  Kind,  a  brother  of 
R.  R.  Kind,  have  been  appointed  general  assist- 
ants and  administrators  at  the  New  York  offices 
of  Thorens,  Inc..  Both  have  had  considerable 
experience  in  the  Thorens'  factories  at  Ste. 
Croix,  and  are  well  equipped  to  handle  their  new 
duties. 


New  Magnavox  Microphone 
for  Transoceanic  Flights 

Announcement  has  been  made  by  the  Mag- 
navox Co.,  of  Oakland,  Cal.,  that  a  new  micro- 
phone has  been  perfected  for  use  in  future 
transoceanic  flights.  It  is  an  improvement  over 
the  microphone  invented  by  engineers  of  the 
same  company  several  years  ago,  which  was 
used  to  broadcast  Liberty  Loan  appeals  during 
the  war. 

The  principle  of  this  airplane  microphone  is 
rather  unique.  There  is  an  open  space  behind 
the  diaphragm  of  the  microphone,  thus  permit- 
ting the  air  pressure  caused  by  the  noises  of 
the  airplane  motor  to  play  equally  on  the 
diaphragm  from  both  sides,  with  a  resulting 
neutralization.  Therefore,  when  the  human 
voice  vibrations  are  impinged  on  the  diaphragm 
they  modulate  the  telephone  current  accurately, 
thus  making  it  possible  to  reproduce  a  conversa- 
tion for  listeners  on  the  ground. 


Atlanta,  Ga.,  June  6. — Friends  of  R.  Hooke, 
special  representative  of  the  Brunswick-Balke- 
Collender  Co.,  Chicago,  111.,  will  be  interested 
to  learn  of  his  promotion  to  district  manager 
of  the  company  in  Atlanta,  Ga.,  with  offices  at 
203  Ivy  street. 

Mr.  Hooke  is  well  known  in  Atlanta,  and, 
indeed,  in  phonograph  circles  throughout  the 
Southeastern  States.  Five  years  ago  he  be- 
came representative  for  the  Brunswick  Co., 
traveling  Georgia  and  Alabama  in  the  interest 
of  the  firm. 

He  was  later  transferred  to  the  Cincinnati 
branch  and  was  then  stationed  as  special  repre- 
sentative of  the  company  in  Chicago.  In  his 
new  position  Mr.  Hooke  will  have  complete 
charge  of  the  phonograph  division  in  Atlanta. 


BUILT  LIKE  A  VIOLIN 


List  Price 
TIP  TABLE  MODEL 


$ 


40 


Only  when  you  hear  the 
amazing  expression  Teletone 
speaker  gives  radio  reception, 
will  you  realize  the  quick 
sales    possibilities   it  offers. 


TELETONE 

announces  a 

TIP  TABLE  CONE  SPEAKER 

This  novel  speaker  not  only  achieves  the  famous  acoustic 
excellence  of  Teletone  Speakers,  but  actually  can  be  used  as 
a  table  as  well! 

Skilled  musical  instrument  makers  have  given  their  long  ex- 
perience to  each  detail  of  its  manufacture.  Only  spruce 
wood  is  used  on  the  interior — wood  comparable  in  quality 
to  that  used  in  the  finest  violins.  A  full  floating  armature 
unit  operates  equally  well  on  voltages  from  90  up. 
The  stand  and  frame  which  acts  as  a  sounding  board  are 
made  of  genuine  mahogany. 

Only  the  increased  manufacturing  facilities  of  our  large  new 
plant  enable  us  to  offer  this  unique  speaker  at  such  an  attrac- 
tive price. 

Teletone  Corporation  of  America 

Third  and  Van  Alst  Aves.  Long  Island  City,  N.  Y. 
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Last-Minute  News  of  the  Trade 


A.  J.  Engel  Is  Made  Gas- 
well  Field  Sales  Manager 

Caswell  Mfg.  Co.,  Maker  of  Caswell  Portable 
Phonographs.  Announces  the  Appointment — 
Has  Had  Wide  Experience  With  Portables 

Milwaukee,  Wis.,  June  8. — The  Caswell  Mfg. 
Co.,  of  this  city,  manufacturer  of  Caswell  port- 
able phonographs,  announced  this  week  the  ap- 
pointment of  A.  J.  Engel  as  field  sales  manager 


A.  J.  Engel 

of  the  company,  with  headquarters  in  this  city. 
^Ir.  Engel  has  already  assumed  his  new  posi- 
tion and  attended  the  Music  Convention,  where 
the  Caswell  Mfg.  Co.  maintained  an  exhibit. 

A.  J.  Engel  needs  no  introduction  to  the 
phonograph  industry,  for  he  has  been  identified 
with  several  prominent  manufacturers  over  a 
period  of  many  years.  He  is  familiar  with  all 
details  incidental  to  the  portable  phonograph 
business,  and  in  his  previous  connections  he 
visited  jobbers  and  dealers  throughout  the  coun- 
try in  behalf  of  portable  phonograph  manufac- 
turers. He  is  keenly  enthusiastic  regarding  the 
sales  possibilities  of  the  Caswell  line,  and  will 
work  in  close  co-operation  with  L.  B.  Casa- 
grande  and  John  Casagrande,  vice-presidents  of 
the  Caswell  Mfg.  Co. 

Apco  Mfg.  Co.  Is  Merged 
With  Frank  Mossberg  Corp. 

Providence,  R.  I.,  June  4. — Thomas  F.  Wilson, 
president  and  treasurer  of  the  Apco  Mfg.  Co., 
of  this  city,  has  announced  the  merger  of  that 
company  and  the  Frank  Mossberg  Corp.,  of 
Attleboro,  Mass.  The  Apco-Mossberg  Corp., 
as  it  will  be  known,  will  have  its  headquarters 
in  Attleboro,  Mass.  The  Frank  Mossberg  Corp. 
manufactures  automotive  wrenches  and  pressed 
steel  parts  for  the  textile  industry. 

Diamond  Music  Co.  Is 

Taken  Over  by  Edison 

The  Edison  Phonograph  Distributing  Corp., 
Orange,  N.  J.,  the  jobbing  division  of  Thos.  A. 
Edison,  Inc.,  has  taken  over  the  business  of 
the.  Diamond  Music  Co.,  New  Orleans,  La., 
long  Edison  jobber  in  that  city,  and  will 
operate  it  as  a  regular  Edison  jobbing  branch. 
The  name  of  the  new  manager  has  not  yet 
been  announced,  but  it  is  stated  that  most  of 
the  personnel  of  the  firm  will  be  retained. 


New  Columbia  Reproducer 
for  Old  Style  Phonographs 

Columbia  Phonograph  Co.  Marketing  Repro- 
ducer No.  16-A  for  Old-Type  Columbia  In- 
struments and  16-V  for  Other  Standard  Makes 


The  Columbia  Phonograph  Co.  is  marketing 
a  new  reproducer  for  use  on  old-type  phono- 
graphs. This  reproducer  is  known  as  Columbia 
Reproducer  Xo.  16-A  for  Columbia  instruments 
and  No.  16-Y  for  other  standard  makes.  An 
attractive  booklet,  entitled  "A  New  Voice  for 
Your  Phonograph,"  is  being  supplied  the  trade. 

This  new  Columbia  reproducer,  while  retail- 
ing at  the  remarkably  low  price  of  $5,  is  most 
artistically  designed,  with  its  bright  nickel- 
piating  set  off  with  black  lacquer,  and  is  sturdily 
built  for  a  lifetime  of  service.  Besides  improv- 
ing immeasurably  the  tone  and  volume  of  old- 
style  phonographs,  it  is  so  constructed  as  to 
reduce  to  a  minimum  the  wear  on  records. 

Leon  Golder  Now  With  the 
Rola  Co.  in  Important  Post 

Appointed  District  Sales  Manager  for  the  Mid- 
dle Western  Territory  With  Headquarters 
in  Chicago  for  Loud  Speaker  Manufacturer 


Leon  Golder,  for  the  past  three  years  district 
sales  manager  of  the  Magnavox  Co.,  with  head- 
quarters in  Chicago,  has  been  appointed  district 
sales  manager  in  the  Middle  West  for  the  Rola 
Co.,  Oakland,  Cal.,  manufacturer  of  Rola  loud 
speaker  products.  Mr.  Golder  will  maintain 
offices  in  Chicago  and  will  direct  the  activities 
of  a  sales  staff  covering  Middle  West  territory. 

Leon  Golder  is  well  known  throughout  the 
music  and  radio  industries  for  he  has  been  iden- 


Leon  Golder 


tificd  with  these  industries  for  sixteen  years. 
Prior  to  joining  the  Magnavox  Co.,  Mr.  Golder 
was  associated  with  the  Sonora  Phonograph 
Co.,  spending  thirteen  years  with  this  company, 
and  was  in  charge  of  Sonora  interests  in  the 
Chicago  territory  from  1914  to  1924.  He  num- 
bers anion;.:  his  friends  jobbers  and  dealers 
throughout  the  Middle  West,  and  he  brings  to 
the  Kola  organization  an  invaluable  merchan- 
dising experience. 


The  Columbia  Phonograph  Co.,  New  York, 
lied  up  with  the  arrival  of  Charles  Lindbergh 
in  New  York  by  advertising  special  Lindbergh 
records  in  the  New  York  Daily  News. 


New  District  Sales  Manager 
for  Filmo  Line  in  Hollywood 

Leonard  T.  Schaefer  Appointed  to  Important 
Post  in  California  in  Interests  of  Products 
Made  by  the  Bell  &  Howell  Co. 

The  many  friends  of  Leonard  T.  Schaefer  will 
be  glad  to  learn  of  his  recent  appointment  to 
the  position  of  district  sales  manager  of  the 
Bell  &  Howell  Co.,  Filmo  division,  at  Holly- 
wood, Cal.  Mr.  Schaefer  is  well  know~n  to 
music  and  radio  dealers  east  of  the  Mississippi, 
for  his  former  position  with  the  Bell  &  Howell 
Co.   was   that   of  sale   representative  covering 


Leonard  T.  Schaefer 

the  State  of  Ohio,  where  he  helped  many  dealers 
cash  in  upon  the  ever-increasing  public  interest 
in  personal  moving  picture  equipment.  Mr. 
Schaefer's  excellent  work  with  the  Filmo  line 
in  Ohio  was  recently  recognized  by  the  pub- 
lishers of  the  American  Magazine,  who  based 
a  full-page  new-spaper  advertisement  upon  his 
remarkable  successes. 


Mac  Harlan  Appointed 

Kellogg  Ad.  Manager 

The  Kellogg  Switchboard  &  Supply  Co.,  tele- 
phone system  and  radio  apparatus  manufacturer 
of  Chicago,  recently  appointed  Mac  Harlan  to 
the  post  of  advertising  manager  of  the  radio 
division.  Mr.  Harlan  has  been  associated  with 
various  firms  in  executive  and  advertising  ca- 
pacities for  some  time  past.  For  six  years  he 
occupied  the  position  of  advertising  and  sales 
promotion  manager  of  the  Rollins  Hosiery  Mills, 
Des  Moines,  la.,  and  prior  to  that  time  he  was 
connected  with  the  advertising  department  of 
the  Meredith  Publications,  also  of  Des  Moines. 
Before  the  World  War,  during  which  he  served 
eighteen  months  in  the  United  States  army 
and  was  discharged  with  the  rank  of  first  lieu- 
tenant, Mr.  Harlan  was  connected  with  the 
sales  department  of  the  Chamberlain  Medicine 
Co.  He  will  direct  the  advertising  for  the  radio 
division  of  the  Kellogg  organization. 

Louis  Gruen  Joins  Staff 

of  Sparks-Withington  Co. 

According  to  an  announcement  made  a  few 
days  ago  by  Harry  G.  Sparks,  sales  manager 
of  the  Sparks-Withington  Co.,  maker  of  Sparton 
radio  receivers  of  Jackson,  Mich.,  Louis  Gruen 
has  joined  the  sales  department  of  the  firm  as 
special  radio  representative.  Mr.  Gruen  has  an 
extensive  background  of  experience  in  the 
music-radio  trade. 
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Plans  Aid  for  Dealers 

in  Flooded  Territory 

O.  D.  Tucker  IV  &  Co.  Seek  Assistance  of 
Radio  Manufacturers  in  Helping  to  Establish 
Dealers  Who  Suffered  Heavy  Flood  Losses 


Little  Rock,  Ark.,  June  3.— In  connection  with 
the  great  calamity  brought  about  by  the  floods 
in  Arkansas,  the  O.  D.  Tucker  IV  &  Co.  and 
Tucker-Meyers,  Inc.,  radio  wholesalers,  have 
sent  out  a  very  interesting  letter  to  manufac- 
turers in  connection  with  the  efforts  now  being 
made  by  dealers  toward  getting  business  on  its 
feet  in  view  of  the  receding  of  the  floods  in 
that  territory.  Letters  also  have  been  sent  to 
the  dealers  in  an  effort  to  get  a  correct  survey 
of  the  actual  damages  which  they  have  suffered, 
and  when  this  is  completed  a  plan  will  be  out- 
lined and  sent  to  manufacturers  asking  them 
in  some  way  to  share  part  of  the  loss  sustained. 
The  dealers  are  assured  that  it  is  the  aim  of 
this  concern  to  assist  their  dealers  to  recover 
as  quickly  as  possible  from  this  great  disaster, 
and  they  feel  sure  that  just  as  soon  as  the  sur- 
vey shows  the  actual  amount  of  damage  done, 
and  whose  make  and  type  of  merchandise  is  in- 
volved, each  factory  will  co-operate  in  this  very 
worthy  effort. 

The  Tucker  institution  is  to  be  commended 
highly  for  its  constructive  efforts  to  help  the 
trade  in  its  territory.  It  is  the  kind  of  work 
that  should  meet  with  the  greatest  sympathy 
and  support  from  all  members  of  the  industry. 
As  a  matter  of  fact  already  a  large  number  of 
letters  have  been  received  from  manufacturers 
asking  how  best  they  may  help.  While  the  Red 
Cross  is  looking  after  those  in  actual  need, 
and  the  banks  are  aiding  the  farmers  who  have 
suffered,  no  provision  has  been  made  for  the 
practical  relief  of  the  merchants.  It  is  in  this 
connection  that  the  appeal  for  aiding  the  mer- 
chants is  being  made. 

Primaphonic  Reproducer 

Receives  Merit  Award 

The  Primaphonic  reproducer,  manufactured 
by  Herman  Thorens,  Ste.  Croix,  Switzerland, 
received  the  highest  award  of  merit  at  the  re- 
cent International  Exposition  of  Musical  Art 
at  Geneva,  according  to  an  announcement  by 
R.  R.  Kind,  general  manager  of  Thorens,  Inc., 
New  York,  sole  distributor  in  the  U.  S.  A.  for 
the  Thorens  line  of  phonograph  motors  and 
cthei  accessories. 

Gerhard  Scheidt,  a  cousin  of  Frederick  Her- 
mann Thorens,  and  Gerhard  Kind,  a  brother  of 
R.  R.  Kind,  have  been  appointed  general  assist- 
ants and  administrators  at  the  New  York  offices 
of  Thorens,  Inc..  Both  have  had  considerable 
experience  in  the  Thorens'  factories  at  Ste. 
Croix,  and  are  well  equipped  to  handle  their  new 
duties. 

New  Magnavox  Microphone 
for  Transoceanic  Flights 

Announcement  has  been  made  by  the  Mag- 
navox Co.,  of  Oakland,  Cal.,  that  a  new  micro- 
phone has  been  perfected  for  use  in  future 
transoceanic  flights.  It  is  an  improvement  over 
the  microphone  invented  by  engineers  of  the 
same  company  several  years  ago,  which  was 
used  to  broadcast  Liberty  Loan  appeals  during 
the  war. 

The  principle  of  this  airplane  microphone  is 
rather  unique.  There  is  an  open  space  behind 
the  diaphragm  of  the  microphone,  thus  permit- 
ting the  air  pressure  caused  by  the  noises  of 
the  airplane  motor  to  play  equally  on  the 
diaphragm  from  both  sides,  with  a  resulting 
neutralization.  Therefore,  when  the  human 
voice  vibrations  are  impinged  on  the  diaphragm 
they  modulate  the  telephone  current  accurately, 
thus  making  it  possible  to  reproduce  a  conversa- 
tion for  listeners  on  the  ground. 


Sound-Proof  Rooms  for 

the  Congressional  Library 

Van  Veen  &  Co.,  of  New  York,  Secure  Order 
From  the  Aeolian  Co. 


Van  Veen  &  Co.,  Inc.,  of  New  York  City, 
makers  of  talking  machine  wareroom  equip- 
ment, have  been  commissioned  by  the  -Aeolian 
Co.  to  install  a  sound-proof  room  in  the  Con- 
gressional Library  at  Washington  so  that  piano 
records  may  be  adequately  rendered  on  the 
Duo-Art  for  users  of  the  music  library. 

It  is,  of  course,  important  that  other  users 
of  the  library  be  not  disturbed  by  the  music, 
and  the  builders  have  devised  a  system  of  con- 
struction based  upon  the  most  modern  prin- 
ciples of  acoustical  engineering. 

Rooms  of  this  type  will  now  be  available  to 
librarians  throughout  the  country  so  that  music 
students  may  have  the  records  played  without 
disturbance  to  readers  even  under  conditions 
where,  through  lack  of  space,  the  sound-proof 
room  must  be  placed  close  to  the  reading  rooms. 
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R.  Hooke  Is  Manager  of 

Brunswick  Atlanta  Branch 

Former  Special  Representative  of  Brunswick 
Co.  Is  Promoted  to  District  Manager — Has 
Had  Long  and  Varied  Career  with  Company 


Atlanta,  Ga.,  June  6. — Friends  of  R.  Hooke, 
special  representative  of  the  Brunswick-Balke- 
Collender  Co.,  Chicago,  111.,  will  be  interested 
to  learn  of  his  promotion  to  district  manager 
of  the  company  in  Atlanta,  Ga.,  with  offices  at 
203  Ivy  street. 

Mr.  Hooke  is  well  known  in  Atlanta,  and, 
indeed,  in  phonograph  circles  throughout  the 
Southeastern  States.  Five  years  ago  he  be- 
came representative  for  the  Brunswick  Co., 
traveling  Georgia  and  Alabama  in  the  interest 
of  the  firm. 

He  was  later  transferred  to  the  Cincinnati 
branch  and  was  then  stationed  as  special  repre- 
sentative of  the  company  in  Chicago.  In  his 
new  position  Mr.  Hooke  will  have  complete 
charge  of  the  phonograph  division  in  Atlanta. 


BUILT  LIKE  A  VIOLIN 


List  Price 
TIP  TABLE  MODEL 


$ 


40 


Only  when  you  hear  the 
amazing  expression  Teletone 
speaker  gives  radio  reception, 
will  you  realize  the  quick 
sales    possibilities    it  offers. 


TELETONE 

announces  a 

TIP  TABLE  CONE  SPEAKER 

This  novel  speaker  not  only  achieves  the  famous  acoustic 
excellence  of  Teletone  Speakers,  but  actually  can  be  used  as 
a  table  as  well! 

Skilled  musical  instrument  makers  have  given  their  long  ex- 
perience to  each  detail  of  its  manufacture.  Only  spruce 
wood  is  used  on  the  interior — wood  comparable  in  quality 
to  that  used  in  the  finest  violins.  A  full  floating  armature 
unit  operates  equally  well  on  voltages  from  90  up. 
The  stand  and  frame  which  acts  as  a  sounding  board  are 
made  of  genuine  mahogany. 

Only  the  increased  manufacturing  facilities  of  our  large  new 
plant  enable  us  to  offer  this  unique  speaker  at  such  an  attrac- 
tive price. 

Teletone  Corporation  of  America 

Third  and  Van  Alst  Aves.  Long  Island  City,  N.  Y. 
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c/Znnouncing  ^"Battery-less"  Bra  in  the 





the  Indu^by  has 
lone?  been  loa 
_  kKfCrGiorthe 

berfectedBattert/'lest 
r  '  [ACJ  Set- 


7  Kellogg  A.  C.  tubes,  completely  shielded,  includ- 
ing the  first  A.  C.  Power  Tube  used  in  a  radio  set. 

4  stages  of  radio  frequency,  Inductively  Tuned. 

Completely  equipped  to  draw  "A,"  "B"  and  "C" 
current  direct  from  the  alternating  current  elec- 
tric light  line,  withou*  the  use  of  any  batteries. 

Licensed  under  application  for  letters  patent 
by  Radio  Frequency  Laboratories,  (R.F.L.) 


Ac- 


Operates 


Standardization  an  Asset 

in  Radio,  Says  J.  B.  Price 

Sales  Manager  of  Stevens  &  Co.  Outlines  Plans 
for  the  New  Line  of  Speakers  and  Stresses 
the  Importance  of  Simplification 


Stressing  the  fact  that  the  jobber  has  played  a 
most  important  part  in  the  pioneer  days  of  radio 
merchandising,  J.  B.  Price,  sales  manager  of 
Stevens  &  Co.,  New  York,  in  a  chat  with  a  rep- 
resentative of  The  Talking  Machine  World,  out- 


J.  B.  Price 

lined  his  sales  plans  for  the  new  line  of  Stevens' 
speakers  and  stated  that  cooperation  with  the 
jobber  was  the  main  idea  behind  standardization 
of  the  Stevens  products. 

"Whatever  simplifies  any  industry  is,  in  the 
last  analysis,  beneficial  to  that  industry  and  the 
public  it  serves,"  said  Mr.  Price.  "It  occurred 
to  me  that  we  could  learn  a  little  lesson  from 
the  motor  industry  and  Standardize  <>ur  line  of 


speakers  in  the  same  way  that  the  reputable 
radio  receiver  manufacturer  has  standardized 
his  line.  This  is  a  big  help  to  the  jobber,  and 
it  is  a  help  all  along  the  line  to  the  consumer. 

"We  had  already  standardized  our  diaphragm. 
We  had  already  arrived  at  exacting  electrical 
standards  and  our  research  showed  nothing  of 
advantage  in  freak  models  or  sizes.  The  1927 
Stevens  line  of  speakers  is  offered  in  a  way 
which  will  really  be  helpful  to  the  jobber  and 
the  dealer,  and  eliminates  all  sales  experiments. 
Five  carefully  graded  models  have  been  de- 
veloped ranging  in  list  price  from  $18.50  to 
$65.  This  will  enable  the  jobber  and  the  dealer 
to  concentrate  their  sales  efforts  and  to  conserve 
capital  by  carrying  a  smaller  and  more  active 
stock. 

"We  have  also  improved  the  speaker  mechani- 
cally, electrically  and  artistically.  We  devel- 
oped our  Stevens  T.T.  Unit  to  meet  the  needs 
of  high  plate  voltages  and  power  tubes,  and 
went  a  step  further  in  building  in  a  high  grade 
output  transformer.  The  one-piece  cast  alumi- 
num base  and  the  complete  shielding  of  the 
unit  are  practical  results  of  our  effort  to  de- 
velop and  standardize  our  line.  Our  contact 
with  musical  technique  and  the  construction  of 
musical  instruments  gave  us  our  'Golden  Chime' 
idea." 

Mr.  Price  stated  that  in  his  opinion  most  re- 
putable  speaker  manufacturers  will  adopt  this 
policy  of  standardization  in  future. 


Columbia  Lindbergh  Records 

As  soon  as  tin-  word  was  received  that 
Charles  Lindbergh  had  successfully  crossed  the 
\llantic  and  had  landed  in  Paris,  the  Columbia 
Phonograph  Co.,  recorded  a  special  coupling, 
"l.ucky  Lindbergh"  and  "Lindbergh,  the  Eagle 
of  the  V.  S.  A."  Both  selections  are  sung  by 
Vernon  Dalhart,  tenor.  A  special  window 
.streamer  was  supplied  to  Columbia  dealers. 


Spartan  Elec.  Corp.  to 

Job  Freed-Eisemann  Line 


The  Freed-Eisemann  Radio  Corp.,  Brooklyn, 
N.  Y.,  has  announced  the  appointment  of  the 
Spartan  Elec.  Corp.,  New  York,  as  a  new  dis- 
tributor of  Freed-Eisemann  radio  products  in 
Manhattan,  the  Bronx  and  Staten  Island.  An- 
other recent  addition  to  the  Freed-Eisemann 
distributing  organization  is  the  G.  J.  Seedman 
Automotive  &  Radio  Supply  Co.,  Brooklyn, 
N.  Y.,  operating  in  Brooklyn  and  Long  Island. 
It  has  also  been  announced  that  the  Wholesale 
Radio  Equipment  Co.,  New  York  and  Newark, 
N.  L,  will  continue  to  serve  as  distributor  in 
the  entire  metropolitan  district. 


Announces  New  Tubes 


Two  new  types  of  tubes,  a  low  voltage  full 
wave  rectifier  and  a  high  voltage  single  wave 
rectifier,  have  been  placed  on  the  market  by 
the  Northern  Mfg.  Co.,  Newark,  N.  J.,  manu- 
facturer of  Marathon  radio  tubes.  They  are 
said  to  be  different  in  many  respects  from  any 
others  now  available.  These  tubes  have  a  two- 
volt  filament  that  is  claimed  to  be  unbreakable, 
coated  with  oxides  of  rare  earths.  The  manu- 
facturers claim  that  samples  of  these  tubes  have 
been  running  under  actual  operating  conditions 
for  more  than  a  thousand  hours  and  show  no 
signs  of  any  decrease  in  efficiency.  They  will 
deliver  up  to  seventy-five  millianiperes  without 
materially  affecting  their  life. 


New  Columbia  Artists 


Important  additions  to  the  list  of  Southern 
artists  recording  exclusively  for  the  Columbia 
Phonograph  Co.  catalog  are  Benny  Borg,  "the 
Singing  Soldier,"  and  the  Deal  Family,  noted 
for  their  rendition  of  sacred  selections. 
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Development  of  Radio  Receivers 


ere  it  is 


Here 


For  two  years  you  have  been  asking  the  question,  "Why  doesn't  Kellogg  bring  out  an  A.  C.  set? 
You  all  knew  that  Kellogg  had  perfected  and  marketed  an  A.  C.  tube.  You  couldn't  understand 
why  we  didn't  use  them  ourselves.  It  was  one  thing  to  create  a  successful  A.  C.  tube.  But  it  was 
quite  another  thing  to  build  an  A.  C.  set  that  would  be  worthy  of  the  Kellogg  name  and  guarantee. 
We  were  pioneering  a  momentous  step  in  radio  development.  Even  with  Kellogg's  vast  engineer- 
ing resources  it  was  a  big  job.  For  two  years  our  engineers  have  worked  behind  locked  doors. 
A  year  ago  we  had  it— but  we  could  not  tell  you  about  it.  We  had  to  be  sure,  very  sure  that 
every  detail  was  perfect.  But  NOW— after  a  whole  year  of  testing  and  proving,  we  are  ready  to 
release  this  wonderful  new  Kellogg  A.  C.  Receiver. 


l  \  I  Exhibited  in  Kellogg  Booth  No.  81  at  the  show.  Here  it  is,  ready  for  the  impatient  public 
IT"  I  W  \  that  has  been  clamoring  for  a  set  free  from  ALL  batteries— a  set  that  may  be  plugged  into 
*  the  light  socket  and  bring  in  perfect  reception  without  a  thought  or  a  care  as  to  battery 
maintenance.  No  "A"  batteries;  no  "B"  batteries;  no  "C"  batteries.  A  set  that  is  built  completely  by  Kellogg;  parts, 
tubes  and  all.  A  set  with  all  its  units  designed  and  built  to  achieve  a  single  ideal ;  backed  by  all  of  Kellogg's  financial 
resources,  and  inspired  by  the  Kellogg  determination  to  create  the  greatest  radio  the  world  has  ever  known. 

Deliveries  will  start  after  July  15th.  Application  for  franchise 
should  be  made  promptly  if  early  allotments  of  stock  are  expected. 

KELLOGG  SWITCHBOARD  AND 
SUPPLY  COMPANY, 
Dept.  A-259,  CHICAGO 


Victor  Makes  First  Record 
in  Atlanta  Recording  Studio 

Emory  University  Glee  Club,  Assisted  by  Louise 
Hunter  of  the  Metropolitan  Opera  Company, 
Makes  First  Record  in  New  Atlanta  Studio 


Atlanta,  Ga.,  June  3.— The  first  record  made 
by  the  Victor  Talking  Machine  Co.  in  its  new 
Atlanta  recording  studios  has  just  been  put  on 
the  market  and  is  having  a  fine  local  sale,  ac- 
cording to  all  reports. 

The  record,  which  is,  of  course,  an  Ortho- 
phonic  reproduction,  consists  of  two  numbers 
by  the  Emory  University  Glee  Club,  of  Atlanta, 
assisted  by  Louise  Hunter,  of  the  Metropolitan 
Grand  Opera  Company,  and  is  said  to  be  one 
of  the  best  glee  club  medleys  recorded  during 
the  past  year. 

Last  year  the  Emory  University  Glee  Club 
toured  Europe  during  the  Summer,  singing  at 
most  of  the  leading  cities,  where  it  made  a  de- 
cided musical  hit.  At  present  it  is  considered 
one  of  the  outstanding  musical  organizations  in 
the  Southern  collegiate  field. 

Several  other  Vfctor  recordings  will  probably 
be  made  by  the  Glee  Club,  following  the  steady 
sale  of  its  first  offering. 


Exaggerated  Rumors  Hurt 
Business  in  New  Orleans 


Pointing  out  that  the  circulation  of  mislead- 
ing and  exaggerated  rumors  in  the  North  is 
doing  more  harm  to  New  Orleans  than  the  flood 
of  the  Mississippi  River  itself  is  inflicting, 
Woodward,  Wight  &  Co.,  Ltd.,  New  Orleans, 
distributor  for  Thermiodyne  and  Algonquin 
radio  products  and  one  of  the  largest  general 
supply  houses  in  the  South,  said  that  the  only 
flood  damage  suffered  recently  in  New  Orleans 
has  been  due  to  unusually  heavy  rainfall  and 


not  to  the  Mississippi  overflow.  It  is  stated  that 
New  Orleans  has  not  at  any  time  had  any  flood 
waters  within  its  limits. 


Gold  Seal  Elec.  Co.,  Inc., 
Now  in  Modern  New  Plant 


Australian  Jobber  Seeks 
American  Radio  Connections 


Well-known  Manufacturer  of  Radio  Tubes  Oc- 
cupies Factory  Specially  Constructed  to 
Facilitate  Production  of  Tubes 


Pointing  out  the  tremendous  demand  for 
radio  receivers  and  accessories  in  Australia  and 
New  Zealand,  Harrington's,  Ltd.,  of  386  George 
street,  Sydney,  has  written^to  The  Talking  Ma- 
chine World  stating  that  they  are  in  the  market 
for  quality  radio  products 
for  distribution  in  that  sec- 
tion. The  firm  of  Harrington's, 
Ltd.,  has  been  established  for 
thirty-eight  years,  and  is  one 
of  the  largest  radio  jobbing 
houses  in  Australia  and  New 
Zealand.  In  addition,  the 
company  operates  large  retail 
stores  at  Sydney,  Melbourne, 
Brisbane,  Adelaide,  Katoomba, 
New  Castle,  Wellington  and 
Auckland.  They  maintain  fac- 
tories and  laboratories  at  An- 
nandale  and  New  Castle. 

Harrington's,  Ltd.,  now  rep- 
resent several  of  the  leading 
American   manufacturers,  and 
the  popularity  of  American   products  in  their 
section   of  the   world   is   such   that   they  are 
seeking  to  take  on  additional  lines  oi  quality 
merchandise. 


The  Gold  Seal  Electrical  Co.,  Inc.,  manufac- 
turer of  Gold  Seal  radio  tubes,  now  occupies  its 
new  factory  in  Newark,  N.  J.,  illustrated  here- 
with. The  new  Gold  Seal  plant  is  equipped 
with  the    most    modern    machinery    and  tube 


Schwan  Bros.  Open  Store 

A  new  store  carrying  a  complete  line  of  talk- 
ing machines,  records  and  radio  receivers  has 
been  opened  in  the  Mader  block,  Dansville,  N. 
Y„  by  Schwan  Bros.,  who  are  planning  a 
vigorous  sales  campaign. 


New  Plant  of  the  Gold  Seal  Electrical  Co.,  Inc. 

manufacturing  apparatus,  and  was  erected  un- 
der the  supervision  of  James  W.  Duff,  president, 
an  authority  on  manufacturing  processes. 

The  floor  plans  provide  for  an  uninterrupted 
flow  of  operations  from  raw  material  to  the 
completed  and  tested  tube  and.  to  the  packing 
and  shipping  departments.  Capacity  with 
present  equipment  is  25,000  tubes  per  day,  and 
there  is  ample  room  for  expansion  to  accom- 
modate the  rapidly  growing  business  of  the  Gold 
Seal  Co.  It  is  stated  that  Gold  Seal's  export 
business  alone  will  take  a  large  part  of  the 
increased  output. 
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The  only 
DIFFERENT  Portable 

in  the 
popular-price  field 


'Peerless 

retail 


Absolutely  unlike  any  other  Portable  in  appearance — big- 
ger in  size — much  deeper  and  richer  in  tone — with  a  real 
built-in  Record  Album,  with  eight  pockets — a  guaranteed 
Heinemann  Motor — smarter  in  design  — and  in  three  at- 
tractive colors,  blue,  maroon  and  black. 

Why  dealers  now  prefer  the  PEERLESS 


1.  — New  Type  Phonic  Reproducer 

with  Metal  Alloy  Diaphragm, 
giving  Wonderful  reproduction. 

2.  — Real   Peerless  Record  Album 

with  eight  individual  Pockets. 

3.  — One-Piece  Brass  Drawn  Tone- 

arm  matching  the,  Reproducer 

JOBBERS : 

The  new  PEERLESS  $15  re- 
tail Portable  will  enable  you 
to  dominate  the  dealer  trade 
in  your  territory.  Write  us  for 
full  details  of  our  profitable 
proposition. 


perfectly. 

-Covered  with  genuine  DuPont 
Fabrikoid. 

-Two-tone  Combination  cover- 
ing in  Blue,  Maroon  and  Black. 

-Guaranteed  Junior  Flyer 
Motor. 


DEALERS : 

Here  is  a  Portable  Phono- 
graph which  offers  your  cus- 
tomers the  most  remarkable 
value  ever  presented.  Order 
a  sample  today  through  ycur 
jobber. 


PEERLESS  ALBUM  CO. 


636-638  Broadway 


PHIL  RAVIS.  President 


New  York 
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Suggestions  on  Handling 

the  Phonograph  Trade-in 

Committee  of  the  Music  Trades  Association  of 
Northern  California  Makes  Recommendations 
for  Allowance  on  Old  Machines 


San  Francisco,  Cal.,  June  2. — At  a  recent  meet- 
ing of  the  Music  Trades  Association  of  North- 
ern California  the  question  of  trade-in  allow- 
ances was  brought  up  by  several  members  and 
after  an  open  discussion,  in  which  the  various 
angles  touching  on  this  important  subject  were 
debated  and  various  views  expressed,  a  commit- 
tee was  appointed  to  make  recommendations. 

The  report  of  this  committee  was  accepted  by 
the  Association  and  copies  of  it  were  sent  music 
dealers  in  the  State  of  California.  Feeling  that 
dealers  in  other  vicinities  might  profit  by  the 
findings,  the  report  is  herewith  reproduced: 

In  the  first  place,  customers  coming  into  a 
music  store  to  inquire  about  the  new  type  of 
musical  reproducing  instruments  would  not  be. 
there  if  they  were  not  really  interested  in  the 
marvelous  new  merchandise.  Therefore,  the 
dealer  should  devote  his  energy  to  demonstrat- 
ing and  selling  the  new  type  instruments  be- 
fore trying  to  solve  for  the  customer  the  prob- 
lem of  getting  rid  of  his  old  phonograph. 

All  music  dealers  know  that  the  old  type  of 
phonographs  and  talking  machines  were  good 
instruments  in  their  day — both  musically  and  in 
cabinet  craftsmanship — that  they  have  probably 
not  been  used  for  many  months  but  have  simply 
stood  in  a  corner  as  a  piece  of  furniture.  Music 
dealers  also  know  that  the  new  musical  repro- 
ducing instruments  are  such  vast  improvements 
over  the  old  type  that  commercially  the  old  type 
has  very  little  value,  if  any.  They  can  be  resold 
only  at  a  very  low  price.  The  best  use  that  the 
owner  of  one  of  the  old  style  instruments  can 
put  it  to  is  to  use  it  in  the  children's  playroom 
or  at  the  vacation  cabin;  or,  if  generously  in- 
clined, give  it  and  the  old  mechanically  recorded 
records  to  a  hospital,  orphan  asylum,  or  some 
other  institution. 

Gathering  together  the  experience  of  many 
dealers,  the  following  values  for  the  old  style 
instruments  are  suggested: 

Upright  Models — From  a  few  dollars  up  to  a 
maximum  of  $10.00,  depending  upon  the  original 
retail  price  and  the  present  condition  of  the  in- 
strument. 

Console  Models — About  10  per  cent  of  the 
original  retail  price  up  to  a  maximum  of  $30.00, 
depending  upon  the  present  condition  of  the 
instrument. 

The  dealer  should  not  forget  that  in  addition 
to  the  allowance  he  makes  on  an  old  instrument 
there  is  still  an  added  cost  for  repairing  and 
putting  that  instrument  into  a  resale  condition. 
Also,  the  dealer  should  not  overlook  the  fact 
that  he  must  add  his  "overhead"  to  the  cost  of 
that  instrument:  such  expenses  as  salesman's 
commission  or  salary,  the  cost  of  bookkeeping, 
of  delivery,  and  its  proportion  of  rent,  taxes,  in- 
surance, etc.  Taking  these  all  into  considera- 
tion, the  resale  will  generally  result  in  an  ac- 
tual loss. 

Sometimes  customers  think  more  of  the  trade- 
in  allowance  on  old  merchandise  than  they  do 
of  the  new  merchandise  which  they  are  purchas- 
ing. Unscrupulous  dealers  will  actually  raise 
the  price  of  the  new  instrument  in  order  to  make 
a  bigger  allowance  on  the  traded-in  instrument, 
and  in  this  way  make  the  customer  pay  the  ri- 
diculously high  allowance  out  of  his  own  pocket. 
If  a  customer  feels  that  the  instrument  to  be 
traded  in  is  worth  a  great  deal  more  than  the 
allowance  which  the  dealer  is  willing  to  make, 
it  would  be  a  fair  question  for  the  dealer  to  ask 
the  customer,  "How  much  would  you  be  willing 
to  pay  for  one  of  these  old  type  instruments?" 
The  customer  certainly  would  not  be  willing  to 
pay  very  much. 

This  open  letter  is  sent  you  as  a  dealer  within 
the  State  of  California,  and  merely  as  a  sugges- 
tion as  to  the  value  of  the  old  type  instruments, 
and  how  to  handle  the  trade-in  problem. 
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The  Greatest  Buy  in  the  Cabinet  Field 


Has  a  very  good 
wood  horn  and 
gives  wonderful 
reproduction 

Specifications — 

Made  of  Birch  and  finished  in 
Birch-Mahogany  or  Birch-Walnut, 
Lacquer  rubbed,  and  has  a  large 
wooden  horn.  Made  with  panels 
for  Atwater  Kent,  Fada,  Freed 
Eisemann  and  others. 

Dimensions :  42  inches  high,  26 
inches  wide,  14%  inches  deep. 


Built  to  fit: 

ATWATER  KENT 
FREED'EISEMANN 
FADA 

and  any  panel 
7x18  inches 


EACH  CABINET  PACKED  IN 
A  VENEER  SHIPPING  CASE 


This  factory  has  exceptional  facilities  to  give 
the  trade  a  quality  cabinet  product  at  a  price 
that  cannot  be  equalled.  Lowest  freight  rates 
because  of  factory  location,  and  a  product  that 
is  guaranteed  by  one  of  the  oldest  woodworking 
plants  in  the  country. 


SAME  AS  ABOVE 
ONLY  MADE  WITH 
DROP  FRONT  DOOR 


We  have  a  splendid  proposition  for  pro' 
gressive  jobber.  Some  desirable  territory 
is  open.    Write  or  wire  for  details. 


SALISBURY  BROS. 

RANDOLPH,  VERMONT 

Address  all  replies  to 

STUDNER-CUMM1NG  Co.,  Inc. 

Radio  Division 

67  West  44th  Street 
New  York  City 


40 


THE    TALKING    MACHINE  WORLD 


June,  1927 


A.  SCO 


Jk 


COMBINATION  "A"  and  "B"  POWER 


K 


ADICTS  de  luxe  power  unit  —  the  sum  total  of  operating  efficiency  and  con' 
venience!  The  product  of  a  concern  that  has  specialized  in  the  manufacture 
of  highest  quality,  precision'made  equipment  for  more  than  fifteen  years. 

The  Basco  Combination  "A"  and  "B"  has  every  advantage  that  any  radio  power 
unit  of  this  type  can  have.  It  supplies  a  constant,  unfailing  flow  of  full' voltage 
power  to  the  tube  filaments  and  plates,  is  entirely  automatic  in  every  phase  of 
its  operation,  assures  the  highest  degree  of  radio  reception  of  which  the  set  itself 
is  capable,  and  requires  so  little  attention  that  it  is  almost  independent  of  human 
contact.  The  radio  set  switch  controls  it  —  the  city  power  house  supplies  its 
source  of  electrical  energy. 

The  "A"  and  "B"  power  units  contained  within  the  neat,  compact,  crystalline' 
lacquer-finished  steel  cabinet,  are  the  same  as  the  independent  Basco  "A"  and  "B" 
Units  described  on  the  opposite  page.  Note  their  features. 

Fully  Quaranteed  —  Nationally  Advertised 

Every  Basco  Radio  Power  Unit  is  fully  guaranteed  both  as  to  performance  and  quality 
construction.  We  have  utilized  the  best  materials  and  component  units  available  (Exide 
glass'cell  "A"  Battery,  Raytheon  rectifier)  to  make  Basco  Power  Units  as  nearly  per' 
feet  as  they  can  be  made.  The  Basco  Guarantee  is  the  final  assurance  of  satisfaction. 

An  extensive  national  advertising  program,  backed  by  complete  dealer  resale 
cooperation,  will  work  for  Basco  dealers.  And  the  Basco  sales  and  distributing 
organization  will  work  with  you. 


f 


Write  for  name  of  nearest  Basco  Distributor, 
prices,  discounts,  and  details  of  our  Fall  program. 


I 
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Radio  Power  Units ) 


"A" 
POWER 

1.  Exide  Battery  in  glass  jar.  Best 
quality  "A"  battery  obtainable. 
Electrolyte  level  always  visible 
through  glass  jar  and  observa- 
tion  windows  in  cabinet. 

2.  No  gassing  or  spraying.  Oil 
film  on  top  of  electrolyte.  Pro- 
tection  for  floors,  furnishings. 

3.  High  -  efficiency,  Basco-made 
charging  unit.  Entirely  auto- 
matic.  Starts  charging  when 
radio  set  is  turned  off — charges 
until  battery  reaches  peak  volt' 
age,  then  automatically  shuts 
off.  No  trickle  charge.  Low 
power  consumption. 

4.  Emergency  Switch  provides 
convenient  means  for  re-vitahV 
ing  battery  after  it  has  stood 
idle  a  long  time.  Reduces 
"servicing". 

5.  No  line  disturbances.  Power  is 
delivered  from  fully  charged 
battery  to  radio  set — line  power 
shut  off  during  radio  operation. 

6.  No  moving  parts  to  adjust  or 

require  attention. 

7.  Liberal  water  capacity.  Only 
necessary  to  fill  cells  at  long  in' 
tervals. 

8.  Colored  Indicator  Balls  show 
battery  condition  at  all  times. 

9.  Colored  Wires  simplify  installa- 
tion — make  it  "fool-proof". 


CHARGER 

1.  Compact.  The  smallest  device  of 
its  kind;  is  no  bigger  than  your 
fist.    Neat  appearing,  sturdy. 

2.  Highest  efficiency  of  any  type  of 
rectifier.  45%  as  compared  to 
18%  or  20%  for  other  chargers. 

3.  Charges  at  2V2  amperes — ideal 
rate  for  keeping  battery  in  best 
condition  and  prolonging  its  life. 

4.  Low  power  consumption.  Uses 
only  40  watts. 

5.  Absolutely  silent.  No  hum  or  vi- 
bration. 

6.  No  moving  parts.  Nothing  to  re- 
place except  fuse  and  rectifying 
cartridge  when  worn  out. 

7.  Two- winding  transformer  elim- 
inates  all  dangers  due  to  grounds 
in  receiving  set. 

8.  Permanent    battery  connection. 

Not  necessary  to  disconnect  from 
battery  between  charges.  Simply 
disconnect  from  light  circuit. 

9.  Safety  Fuse.  Protection  against 
possibility  of  damage  to  radio  re 
ceiver,  battery,  and  charger. 

10.  Ideal  for  charging  automobile 
batteries.  Can  be  conveniently 
carried  in  auto  kit. 


"B" 
POWER 

T.  New  Exclusive  Hook-Up.  Gives 
best  reception  of  which  radio 
set  is  capable.  Storage  capac 
ity  in  filter  circuit  brings  out 
deep,  low  notes  and  highest 
pitched  tones,  with  maximum 
clarity,  in  full  volume. 

2.  Special  Voltage  Adjusting 
Knob  for  instantly  finding  and 
setting  ideal  "B"  plus  voltage 
for  any  power  tube  used  in  sets 
of  from  1  to  10  tubes. 

3.  Variable  Outside  Control  for 

regulating  intermediate  voltage 
to  requirements  of  radio  set. 
Fixed  22  and  45'volt  taps. 

4.  No  moving  parts.  Minimum 
servicing. 

5.  Extra  high  quality  materials 
throughout.  Wire-wound  resist' 
ors  instead  of  ordinary  compo- 
sition resistors;  best  type  of 
condensors  for  filter  bank; 
highest  inductance  choke  coils. 

6.  Power  Cord  Switch  makes  it 
convenient  to  turn  "B"  Power 
on  and  off  without  withdraw- 
ing plug. 

7.  Best    Type    Rectifying  Bulb. 

Fully  guaranteed. 

8.  Colored  Wires  and  Colored 
Terminals  simplify  installation. 

9.  Noiseless.  No  hum  or  line  dis- 
turbances. 


BRIGGS  &  STRATTON  CORPORATION,  Milwaukee,  Wis. 
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Thelma  Huff  Shows  How  Intelligent 

Selling  Increased  Record  Sales  Volume 

Manager  of  Record  Department  of  M.  Rich  Bros.  Knows  the  Record  Preferences  of  Customers, 
Makes  Intelligent  Suggestions  and  Knows  the  Catalog — Sales  Doubled 


The  girl  behind  the  record  counter  wields  a 
more  powerful  influence  in  the  success  of  that 
department  than  many  music  merchants  take 
into  consideration.  It  is  through  her  that  the 
merchant  comes  in  contact  with  the  public,  and 


Miss  Thelma  Huff 

if  the  girl  is  properly  trained  and  properly  in- 
terested in  her  work  the  record  counter  can 
be  developed  into  one  of  the  most  profitable 
units  of  a  music  store,  not  only  in  the  actual 
sale  of  records  but  in  the  numerous  instrument 
prospects  which  can  be  developed  through  in- 
terested record  buyers. 

An  excellent  example  of  the  record  girl  as 
she  should  be  is  Miss  Thelma  Huff,  of  the 
music  department  of  M.  Rich  Bros.,  of  Atlanta, 
Ga.,  Brunswick  dealers  of  that  city.  On  the 
authority  of  J.  A.  McMillian,  manager  of  that 
department,  who  placed  Miss  Huff  in  charge 
of  the  record  department  in  August,  1926,  their 
record  business  has  increased  over  100  per  cent, 
and  this  increase  is  directly  attributed  to  Miss 
Huff's  smile  and  intelligent  control  of  the 
record  counter.  No  record  buyer  comes  to  Miss 
Huff  to  be  handed  a  lot  of  records  and  told  to 
"play  'em  yourself";  that  is  not  her  idea  of 
salesmanship.     She  endeavors  at  all  times  to 


w 


m 


H 


ermann 


Th 


orens 


Ste.  Croix,  Switzerland 


Manufacturer  of  Europe's  Most 
Celebrated  Phonograph  Motors 


Great  selection, 
playing  up  to  ten 
records. 

Superior  quality 
at  moderate  prices 

Sole  Distributors  for  the  U.  S.  A. 

THORENS,  Inc. 

450  Fourth  Ave.,  New  York 
 <■  = 
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know  the  music  preferences  of  all  of  her  regular 
customers,  and  to  help  the  new  customers  with 
suggestions  and  interesting  features  about  the 
records  they  are  hearing.  That  the  department 
under  Miss  Huff's  supervision  shows  so  un- 
usual an  increase  is  sufficient  evidence  of  the 
value  of  her  methods. 

Even  in  the  sale  of  needles,  which  is  a  neg- 
lected feature  in  the  lives  of  most  record  sales 
people,  Miss  Huff  has  starred.  Concentrating 
on  the  new  Brunswick  Panatrope  needle,  she 
has  sold  over  100,000  of  these  needles  in  about 
two  months,  merely  through  suggesting  to  every 
record  buyer  that  they  may  need  needles  and 
that  the  Panatrope  needle  is  a  new  development 
in  that  field. 

And  no  record  buyer  who  is  interested  even 
remotely  in  the  Brunswick  Panatrope  or  the 
Brunswick  Prismatone  can  pass  her  counter 
w  ithout  the  necessary  arrangements  being  made 
for  a  demonstration.  To  this  department  alone 
an  exceptional  number  of  actual  instrument 
sales  has  been  traced.  Miss  Huff's  work  is 
an  outstanding  example  of  just  what  the  music 
merchant  is  missing  in  overlooking  the  rcco.d 
department. 


To  Distribute  Herbert 

Lectro  Radio  Receivers 


Weber-Rance  Corp.  Appointed  to  Cover  the 
Territory  of  Metropolitan  New  York — Single 
Control  Feature  of  Sets 


Harold  Herbert,  Inc.,  Long  Island  City,  has 
announced  the  appointment  of  the  "Weber-Rance 
Corp.,  New  York,  as  a  distributor  of  the  Her- 
bert Lectro  radio  receiver  in  the  metropolitan 
district.  Weber-Rance  will  function  in  addi- 
tion to  Goodman  Bros.,  New  York,  as  distribu- 
tors in  this  section. 

The  Herbert  Lectro  operates  direct  from  the 
light  socket  and  is  proving  popular  wherever 
introduced.  Harold  Herbert,  president  of  the 
organization  which  bears  his  name,  states  that 
on  August  1  a  new  chassis  will  be  put  out 
housed  in  two  different  types  of  cabinets,  one 
a.  table  model  and  the  other  a  console,  the  lat- 
ter having  a  unique  arrangement  for  the  loud- 
speaker. These  new  models  will  be  single 
control  receivers,  with  a  novel  arrangement  of 
dual  control  for  extreme  selectivitv. 


New  Sleeper  Distributor 

To  insure  more  intensive  coverage  of  sales 
and  service  in  Brooklyn  and  Long  Island  mar- 
kets the  Sleeper  Radio  &  Mfg.  Corp.,  Long 
Island  City,  has  granted  a  distributor  franchise 
on  their  new  all-electric  line  to  the  Victory 
Electrical  Supply  Co.,  Brooklyn,  N.  Y.  The  en- 
tire Victory  sales  organization  recently  spent  a 
day  at  the  Sleeper  factory,  going  through  the 
plant  and  studying  the  line  and  methods  of 
manufacturing.  As  a  result,  R.  C.  Boehler,  sales 
executive  of  the  Victory  company,  states  that 
their  sales  staff  is  so  enthusiastic  about  the  new 
Sleeper  line  that  it  will  be  made  their  big  leader 
in  the  Summer  sales  drive. 


I       MICA  I 

I  DIAPHRAGMS  I 

Immediate  delivery — all  sizes  ■ 
Send  for  free  samples  and  prices  S 
All  Mica  Products  jB 

I  INTERNATIONAL  MICAC0.  I 

Barlnt  tit    PHILADELPHIA,  PA.    FilaiM,  Phil*. 

Brunswick  "Prismatone"  Is 
Featured  in  Window  Display 

Attractive  Showing  of  New  Instrument  by  Earl 
Murdock,  Brunswick  Dealer,  Results  in  Big 
Stimulation  of  Sales 


Since  awarding  the  $5,000  prize  for  the  name 
'Prismatone"  for  its  new  musical  instrument, 


An  Eye-Arresting  Display 

the  Brunswick-Balke-Collender  Co.  has  received 
pictures  of  many  window  displays  by  its  dealers, 
featuring  that  instrument.  One  of  the  most  at- 
tractive is  that  prepared  by  Earl  Murdock,  ag- 
gressive Brunswick  dealer  of  Ironton,  O. 
Capitalization  of  the  prize-winning  name  and 
slogan  is  the  motive  of  the  display.  "The 
Brunswick  Prismatone,"  "The  Instrument  of 
Colorful  Music,"  was  picturized  by  a  background 
of  colored  material  arranged  so  as  to  indicate 
rays  of  color  emanating  from  the  Cortez  model 
of  the  Prismatone  which  was  placed  in  the  cen- 
ter of  the  window.  The  only  reading  matter  of 
any  kind  was  a  sign  on  the  inside  of  the  wide- 
open  door  of  the  instrument  worded  as  follows: 
"A  $5,000  name,  the  Prismatone,  the  Instrument 
of  Colorful  Music,"  which  in  combination  with 
the  colored  rays  effectively  told  the  story.  A 
basket  of  flowers  on  each  side  of  the  instru- 
ment and  two  rugs  well  in  the  forefront  com- 
pleted the  display,  with  the  exception  of  a 
small  dancing  doll  on  the  turntable  of  a  phono- 
graph built  in  the  floor,  which  is  kept  constantly 
playing  and  which  is  a  permanent  part  of  the 
window  display. 


Davison's  Louisville 

Loons  Columbia  Artists 


The  Columbia  Phonograph  Co.,  New  York, 
recently  released  the  first  recordings  of  Walter 
Davison's  Louisville  Loons,  a  new  and  exclu- 
sively Columbia  dance  orchestra.  Another  addi- 
tion to  the -list  of  Columbia  exclusive  artists  are 
Arthur  Tanner  and  His  Corn-Shuckers,  South- 
ern music  makers. 


CONSTANTLY  INCREASING  SALES 

are  testifying  to  the  superior  quality  of  our 

COTTON  FLOCKS  FOR  PHONOGRAPH  RECORDS 

STKP  INTO  LINK  WITH  THE  BUYERS  OF  "QUALITY" 

CLAREMONT  WASTE   MFG.  CO.,  Claremont,  m.  H. 
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GflieVAL  family 

greatest  portable  phonograph  line  in  the  industry 

will  be  equipped  with 

ULTRA  phonic  Reproducers 


JN  line  with  our  recognized  policy  of  con- 
tinually improving  our  products  in  every 
possible  way,  we  are  glad  to  announce  that 
we  have  concluded  arrangements  with  the 
Audak  Company,  whereby  their  famous 
Ultra  reproducers  will  now  be  used  on  the 
Standard  PAL,  PAL  DeLuxe,  and  the 
FINE-ARTS  Microphonic  Table  Phono- 
graph. 

The  unusual  efficiency  and  high  quality  of 
our  portables  plus  the  superb  quality  of  this 
famous  reproducer  makes  the  PAL  line 
more  than  ever  outstandingly  supreme  in 
the  portable  phonograph  field. 

The  complete  PAL  line  is  illustrated  and 
described  on  the  next  page.  Full  details 
and  prices  will  be  furnished  by  your  nearest 
distributor. 


Plaza  Music  Co, 


10  West  20th  Street 
New  York 


0 


The  Ultra  (phonic)  is  the 
standard  by  which  all 
other  reproducers  are 
judged  and  valued.  You 
will  find  the  Audak 
Company's  guarantee  tag 
on  each  Ultra  equipped 
PAL. 


PHONOGRAPHS 
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effective  now 


The  greatest  portable  phonograph  line 
II  in  the  industry  adds  the  finest 

reproducer  in  the  field ! 

It  is  an  achievement  of  great  importance  to  be  able  to  add 
the  Ultra  (phonic)  reproducer  to  our  PAL  phonograph. 
It  establishes  a  new  standard  in  the  portable  phonograph 
field,  for  Ultra  (phonics)  have  heretofore  been  available 
only  for  cabinet  style  instruments. 

'  PAL  Portable 

!   ,  
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y^cw/PM  Phonopaei 

12  in.  square,  3Y2  in.  deep,  weighs  7%  lbs.,  carries  6  records 


The  last  word  in  a 
modern  phonograph ! 
It  is  so  small  you  can 
carry  it  under  your 
arm;  it  will  actually 
fit  into  a  small  travel- 
ing bag.  But,  not- 
withstanding this 
compactness,  its  tone 
quality  and  volume  is 
equal,  if  not  greater, 
to  that  of  the  stand- 
ard  size  portable 
phonographs. 

Ultra  smart  in  de- 


new  pt 


sign  and  finish — built 
for  a  lifetime  of  use 
—  and  finished  in  a 
manner  which  makes 
it  plain  that  it  is  a 
quality  instrument. 
Supplied  in  blue,  red, 
gray,  black  and 
brown  Fabrikoid. 

If  you  want  hundreds 
of  interested  customers  to 
come  into  your  store  to 
see  this  remarkable  in- 
strument, order  a  sample 
immediately  and  display 
it  in  your  windows. 


J\etail 


PLAZA  MUSIC  COMPANY,  10  W.  20TH  STREET,  NEW  YORK 
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PAL  De  Luxe-$30  List 

Distinctly  a  different  type  of  portable  phonograph — with  that  new 
tone  and  volume  which  is  found  in  only  the  latest  type  of  console 
phonographs.  Equipped  with  a  forty  inch  amplification  chamber, 
and  a  highly  efficient  tone-arm  and  metal  shielded  reproducer. 
Covered  in  Rich  DuPont  Fabrikoid  with  embossed  border,  finished 
in  antique  gold.  Includes  large  built-in  album  for  records.  Its  two- 
spring  motor  plays  three  records  with  one  winding.  \^  eight  17  lbs. 
Supplied  in  blue,  black,  red,  brown  finishes. 

Standard  PA  L— $25  List 

An  instrument  of  remarkable  tone  quality  and  volume.  Smartly  de- 
signed— and  constructed  for  a  life  time  of  use.  Equipped  with  a 
heavy  duty  double  spring  motor  which  plays  three  records  with  one 
winding.  Carries  latest  type  of  tone-arm  and  metal  shielded  re- 
producer. Equipped  with  large  built-in  record  album.  Covered 
with  genuine  DuPont  Fabrikoid  with  embossed  border.  \^  eight  15 
lbs.    Supplied  in  red,  black,  blue,  brown  finishes. 

PAL  Junior-$15  List 

A  popular  priced  portable  phonograph  with  splendid  tone  qualitv 
and  plenty  of  volume.  ^  ery  sturdily  constructed  and  beautifully 
finished.  Equipped  with  a  new  type  metal  shielded  reproducer  and 
a  large  built-in  record  album.  Plays  two  records  with  one  winding. 
Covered  in  Genuine  DuPont  Fabrikoid.  Weight  11%  lbs.  Supplied 
in  red.  black,  blue,  green,  brown  finishes. 

PAL  Kompact— $10  List 


The  smallest  real  phonograph  made.  Plays  standard 
make  ten  inch  records.  Comes  ready  to  play  with 
nothing  to  remove.  Its  volume  is  equal  to  that  of 
many  of  the  large  size  portable  phono- 
graphs on  the  market.  Weight  41/,  lbs. 
Size  8  inches  long,  5*4  inches  wide  and  6 
inches  high.  Supplied  in  black  Fabrikoid 
only. 

(Far  West  prices  slightly  higher) 


The  greatest 
portable  phonograph 
line  in  the  industry! 

Unmatcbed  in  value — unequalled  in  quality  and  beauty 
— that  is  why  it  constitutes  the  most  important 
portable    phonograph    group    in    the    industry  today. 


Plaza  Music  Company,  10  W*  20th  St.,  New  York 
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Moneys-Making  Suggestions 
for  Ambitious  Merchants 

An  Instance  of  Good  Service— Use  Discretion  and  Avoid  Trouble— A  Suggestion  to  the  Store- 
Door  Player  Adapt  Your  Policies  to  Suit  Circumstances — Radio  Fans  Can 

Be  Made  Record  Buyers— The  Automatic  Makes  'Em  Stop 


What  intangible  "something"  is  it  that  some 
dealers  possess  or  do  that  builds  for  them  good- 
will and  creates  a  following  of  customers  who 
bring  their  patronage  to  the  dealer  for  years, 
even  though,  at  times,  to  do  so  causes  them 
inconvenience.  Various  definitions  might  be 
put  forward  but  it  is  doubtful  if  any  of  them 
would  come  as  near  the  truth  as  "service."  Per- 
haps the  following  incident  which  cropped  up 
in  a  recent  conversation  will  best  explain  how 
a  dealer  renders  service  and  at  the  same  time 
holds  the  customers'  business.  "  Immediately 
following  the  introduction  of  the  Orthophonic 
Victrola  line  in  November,  1925,  there  was  a 
great  shortage  of  certain  models  and  dealers  be- 
moaned the  fact  that  inability  to  secure  these 
models  caused  the  loss  of  a  great  amount  of 
Christmas  business.  The  dealer  in  question, 
however,  always  reported  that  business  was  fine. 
It  was  not  until  the  past  month  that  the  reason 
for  the  difference  of  these  reports  became  ap- 
parent. During  the  month  or  six  weeks  follow- 
ing the  introduction  of  the  new  line  this  dealer 
placed  ISO  instruments  of  the  available  models 
in  the  homes  of  customers,  regardless  of  what- 
ever model  they  desired.  The  dealer  explained 
that  it  was  quite  easy  to  do  this  by  describing 
the  joys  of  having  an  Orthophonic  in  the  home 
for  Christmas.  Although  it  took  several  months 
before  the  customers  finally  received  the  mod- 
els they  wished  to  purchase,  not  a  single  sale 
was  lost.    That's  service — would  you  do  it? 

Use  Discretion 

Despite  repeated  warnings  in  trade  papers  and 
by  associations  regarding  music  and  radio  deal- 
ers making  the  playing  of  instruments  at  the 
store  doors  a  public  nuisance  by  unnecessary  am- 
plification, the  practise  has  continued  and  in  at 
least  one  instance  the  police  authorities  have 
stopped  it,  causing  innocent  dealers  to  suffer 
with  the  guilty.  The  stores  in  question  are  lo- 
cated in  lower  New  York,  and  one  has  been 
located  there  for  a  great  number  of  years  and 
has  built  up  a  considerable  record  trade,  largely 
through  store-door  playing.  The  manager, 
however,  placed  the  instrument  inside  the  door 
and  the  range  of  the  music  was  but  a  few  feet 
outside,  as  he  used  no  special  amplification  de- 
vice. A  few  months  ago  a  new  store  opened  a 
short  distance  away,  and  immediately  began  to 
feature  records,  amplifying  them  electrically  so 
that  the  sound  of  the  music  could  be  heard 
throughout  the  entire  neighborhood.  In  a  very 
short  time  the  business  men  of  the  section  com- 
plained, with  the  result  that  both  dealers  were 
summoned  to  court.  A  $25  fine  was  imposed 
and  they  were  warned  to  discontinue  the  prac- 
tise of  playing  instruments  so  that  they  could 
be  heard  outside  the  store.  Quite  naturally  the 
sale  of  records  at  the  long-established  store  has 
fallen  off  to  a  considerable  degree  through  no 
fault  of  the  store's  and  the  guilty  dealer  is  like- 
wise experiencing  a  decrease  in  volume.  This 
incident  might  prove  interesting  to  those  deal- 
ers who  insist  on  annoying  the  entire  section  in 
which  they  are  located  with  distorted  music  or 
speeches.  "Don't  kill  the  goose  that  laid  the 
golden  egg."    Use  discretion. 

Invite  Them  In 

Standing  before  the  entrance  of  a  live  music 
store  on  Broadway,  New  York,  stood  a  crowd 
of  about  thirty  people,  listening  to  the  strains 
of  a  "peppy"  fox-trot  being  played  on  a  talking 
machine,  standing  just  inside  the  store  door. 
The  crowd  listened  to  the  record  and  at  its  con- 
clusion one  or  two  entered  the  store  presumably 
to  buy  the  records  or  make  some  other  pur- 
chase, and  the  great  majority  drifted  away  to 


be  replaced  by  other  passers-by.  As  the  record 
was  repeated  over  and  over,  the  observer  noted 
that  approximately  the  same  percentage  of 
people  were  induced  to  enter  the  store.  The 
thought  occurred  that  it  might  prove  a  good 
plan  if  at  the  conclusion  of  a  record  a  few 
words  could  be  spoken  inviting  the  listeners 
into  the  store  to  hear  other  records.  Could 
not  the  record  manufacturer  select  out  of  each 
release  list  a  half-dozen  or  more  records,  es- 
pecially suited  for  demonstrations,  and  add  an 
afterpiece,  somewhat  in  this  wise:  "If  you  have 
enjoyed  the  selection  just  played,  why  not  come 
inside  and  listen  to  other  records.  You  are  not 
under  any  obligation  to  purchase  the  records 
which  you  wish  to  hear."  A  few  hundred  of  such 
demonstration  records  could  be  pressed  and  it  is 
certain  that  many  dealers  would  put  them  to  use. 
It  seems  that  the  plan  might  prove  worthy  of 
consideration. 

Adapting  Policies 

Adapting  your  policies  to  meet  existing  con- 
ditions is  a  necessary  rule  in  every  phase  of 
life  and  the  retail  music  trade  is  no  exception. 
No  hard  and  fast  set  of  rules  can  be  given 
thousands  of  dealers  and  be  followed  with  equal 
success.  Even  in  what  seem  to  be  minor  mat- 
ters, a  little  study  will  pay  big  dividends  in  re- 
turns. The  proprietor  of  a  large  music  store  in 
the  Middle  West  has  certain  views  regarding 
newspaper  advertising  which  differ  from  those 
of  the  average  dealer.  In  the  following  state- 
ment he  explains  these  views:  "You  may  have 
noticed  that  we  seldom  use  borders  on  our  ad- 
vertisements. Personally,  I  like  to  see  an  at- 
tractive border,  but  our  local  newspapers  carry 
so  much  advertising  with  borders  that  we  took 
the  opposite  course,  simply  to  be  different  and 
to  make  our  publicity  attract  attention.  Also, 
for  the  same  reason  we  never  advertise  profuse- 
ly. Some  years  ago  a  friend  suggested  that  we 
have  a  special  drawing  made  of  our  signature 
and  use  it  permanently  in  connection  with  all 
advertising.     This    idea    was    adopted    and  1 


recommend  it  unreservedly  to  every  other  ad- 
vertiser in  the  music  business." 

Radio  and  Records 

Just  as  the  average  person  has  a  favorite  ball- 
player, favorite  actor,  favorite  author,  so,*too, 
as  a  radio  fan  does  his  interest  in  the  entertain- 
ers of  the  air  settle- itself  on  a  certain  type  of 
entertainers  with  one  person  or  one  group  as 
the  special  favorite.  It  is  up  to  the  dealer  to 
foster  this  liking  and  turn  it  to  profit.  At  the 
present  time  there  are  fevv  of  the  regular  radio 
entertainers  who  are  not  also  making  records 
for  the  talking  machine,  and  the  music  dealer 
and  his  sales  staff  should  in  every  possible 
instance  attempt  to  learn  if  the  buyer  of  radio 
parts  and  accessories  has' a  special  radio  fav- 
orite. If  the  information  is  forthcoming  and 
it  develops  that  some  singer  or  dance  orchestra 
strikes  the  most  responsive  chord  in  the  cus- 
tomer's appreciation,  play  some  of  the  artist's 
latest  record  releases  and  use  the  radio  broad- 
cast programs  as  a  means  of  record  sales  stimu- 
lation. This  is  a  profit-producer  and  well  worth 
the  dealer's  attention. 

It  Makes  'Em  Stop 

During  visits  to  dozens  of  retail  music  shops 
during  the  past  month,  the  writer  has  yet  to  see 
a  single  Victor  shop  which  featured  the  Auto- 
matic Victrola  in  operation  in  a  window  which 
did  not  have  a  crowd  in  front  of  the  store. 
Despite  this  many  Victor  dealers  are  not  and 
have  not  used  this  eye-arresting  instrument  to 
draw  customers  inside  the  door.  Even  though 
the  people  who  stop  and  gaze  at  the  uncanny 
working  of  the  Automatic  are  not  in  a  posi- 
tion to  purchase  the  instrument,  it  will  interest 
them  in  the  other  models  and  while  looking  at 
the  Automatic  they  will  see  other  articles  of 
merchandise  in  the  window  which  they  can  buy 
and  which  they  might  be  interested  in.  So  by 
all  means,  Victor  dealers,  use  the  Automatic  in 
your  windows,  you  might  not  sell  a  single  one 
hut  the  chances  are  very  much  in  your  favor 
that  it  will  be  the  means  of  bringing  you  other 
sales.  Besides,  the  publicity  thus  secured  is 
worth  considering. 


Petition  in  Bankruptcy 

Michael  F.  Dargon,  music  dealer  of  302  Main 
street,  Derby,  Conn.,  recently  filed  a  petition  in 
bankruptcy,  listing  liabilities  of  $18,120.95  and 
assets  of  $3,000. 


A 

Quality 
Instrument 


Pattern 
No.  135 -C 

Double  Scale 
Radio 
Voltmeter 


Jewell  Radio 
Products 

Jewell  radio  products  comprise  a  complete  line  of  quality  testing  equipment  for  the  radio 
dealer  and  for  the  radio  owner. 

Several  new  items  with  definite  use  and  real  sales  value  are  now  ready  for  distribution,  to- 
gether with  the  regular  line. 

Be  sure  that  you  have  full  information  regarding  Jewell  instruments,  and  that  your  stock 
is  complete. 

Pattern  No.  135-C  double  scale  voltmeter  for  the  set  owner  is  an  example  of  the  many  special 
instruments  developed  by  Jewell  for  radio  use.  This  instrument  is  beautiful,  compact,  and  its 
double  range  of  0-7.S-1S0  volts  is  ideal  for  filament  control  and  for  battery  and  circuit  testing. 

Write  and  inquire  regarding  our  trade  discounts. 

Jewell  Electrical  Instrument  Co. 

1650  Walnut  Street,  Chicago 

"27  Years  Making  Good  Instruments" 
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Ready! 


$265 


oo 


tubes  and 
"A'supply  extra 


The  ultimate  set—  Kolster  Radio 
6H.  This  unusually  attractive 
cabinet  of  high-lighted  stump  wal- 
nut includes  a  Kolster  6  tube 
single  control  radio  and — the  new 
Kolster  Power  Cone  Reproducer 
with  built-in  "B"  supply  for  set 


Height — 53  H  inches 
Width — 27  inches 
Depth— 18}^  inches 


Roister' s  latest  achievement 

— the  model  6H  set 


With  this  one  model  you  oSer  your  customer 
all  that  he  demands  of  radio.  A  single  control 
six  tube  Kolster  Radio  —  built-in  power  cone 
reproducer  with  "B"  supply  unit — ample  cabinet 
space  for  either  Kolster  "A"  supply  unit  or  stor- 
age battery — a  beautiful  high-lighted  stump  wal- 
nut console  cabinet. 


is  the  finest  method  of  truthful  reproduction  yet 
offered  to  the  public. 

At  $265.00  this  set  offers  the  greatest  value  per 
dollar  in  radio  today.  It  is  the  first  completely 
self-contained  radio  and  power  cone  combina- 
tion, and  constitutes  a  distinct  advance. 


The  remarkable  tone  quality  of  the  6H  must  be  Your  customers  will  want  this  set.  Territory  may 
heard  to  be  fully  appreciated.  Those  who  have  be  open  in  your  locality.  Send  the  coupon  for 
heard  this  instrument  acclaim  its  superiority.  It      further  information. 

Kolster 
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1927  Developments 


High -lighted  pencil -striped  wal- 
nut cabinet,  with  cathedral  grill 
Faithful,  realistic  reproduction,  at 
any  degree  of  volume.  Built-in 
"B"  supply  for  the  set.  Equipped 
with  20  foot  cable. 


Height — 42  inches 
Width— 25  lA  inches 
Depth — 19  inches 


Kolster's  second  development— a 
power  cone  reproducer  at  $150.00 

Some  of  your  customers  already  know  the  advantages 
of  a  power  cone  speaker.  Many  more  will  buy  the  Kol- 
ster  at  this  extremely  attractive  price  when  they  hear 
the  flawless  reproduction  this  speaker  makes  possible. 

A  "B"  supply  unit  is  built-in  which  supplies  "B" 
voltage  to  the  radio  set.  The  Kolster  Power  Cone 
and  "A'supply  unit  will  operate  any  commercial  set 
direcdy  from  the  A.  C.  lighting  lines. 

To  stock  and  sell  this  instrument  you  must  be  an  au-  j    FEDERAL  BRANDES,  INC.  40 

thonzed  Kolster  dealer.  While  there  are  thousands  of  i       1AA  A Di  ,A 

r       i  •     i  v  i         i    i  .  200  JVLt.  rleasant  Ave. 

tranchised  Kolster  dealers  now,  your  territory  may  |  Newark  N  T 

be  open.  Mail  the  coupon — we  will  give  your  re-  I 

quest  every  consideration.  I 

I  Please  send  me  information  regarding  the  Kolster 

j^J^^k                                                          ^|  1927-1928  proposition. 

Radio- 

I      City   State  

3 
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A 

Complete  List 
Distribu  tors 


JAMES  K.  POLK,  INC. 
181  Whitehall  St.,  Atlanta,  Ga. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
227  W.  Washington  St.,  Chicago,  111. 

JUNIUS  HART  PIANO  HOUSE,  LTD. 
123  Carondelet  St.,  New  Orleans,  La. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
2957  Gratiot  Ave.,  Detroit,  Mich. 

CONSOLIDATED  TALKING  MA- 
CHINE COMPANY 
1424  Washington  Ave.  So., 
Minneapolis,  Minn. 

THE  ARTOPHONE  CORPORATION 
1624  Pine  St.,  St.  Louis,  Mo. 

IROQUOIS  SALES  CORPORATION 
210  Franklin  St.,  Buffalo,  N.  Y. 

OKEH  PHONOGRAPH  CORP., 
(New  York  Distributing  Division) 
15  W.  18th  St.,  New  York  City 

STERLING  ROLL  AND  RECORD 
COMPANY 
137  W.  4th  St.,  Cincinnati,  Ohio 

OHIO  SALES  &  SUPPLY  CO. 
1231  Superior  Ave.,  Cleveland,  Ohio 

L.  D.  HEATER 
469!/a  Washington  St.,  Portland,  Ore. 

EVERYBODY'S  TALKING  MACHINE 
COMPANY 
810  Arch  St.,  Philadelphia,  Pa. 

JAMES  K.  POLK,  INC. 
1315  Young  St.,  Dallas,  Texas 

JAMES  K.  POLK,  INC. 
811  West  Broad  St.,  Richmond,  Va. 


A-C  Dayton  Electrical 

Manufacturing  Co.  Formed 

Assets  of  A-C  Electrical  Co.,  Including  the 
Assets  of  A-C  Manufacturing  Co.,  Purchased 
— To  Be  Merged  with  Eastern  Concern. 

Dayton.  O.,  June  4. — The  assets  of  the  A.  C. 
Electrical  Co.  were  purchased  from  M.  J.  Burke, 
receiver,  by  Albert  Emanuel,  developer  of  pub- 
lic utility  interests.  The  deal  includes  the  pur- 
chase of  the  assets  of  the  A.  C.  Manufacturing 
Co.,  involving  a  transfer  of  property  valued  at 
$280,899  and  the  proposed  consolidation  of  the 
local  industry  with  an  Eastern  concern  now 
owned  by  C.  R.  Strassner,  which  will  be  moved 
to  Dayton.  The  Eastern  industry  is  valued  at 
more  than  $500,000. 

The  new  concern  is  now  known  as  the  A-C 
Dayton  Electrical  Manufacturing  Co.  and  will 
engage  in  an  extensive  business  of  manufactur- 
ing radio  receivers  and  other  electrical  devices. 
Barry  S.  Murphy  has  been  named  president  of 
the  new  concern  and  Mr.  Strassner  has  assumed 
the  positions  of  treasurer  and  general  manager. 
R.  L.  Sides  will  continue  as  director  of  sales. 
R.  S.  Copp  is  in  charge  of  production  and  W.  S. 
Harmon  is  in  charge  of  the  engineering  branch 
of  the  company. 

The  new  corporation  holds  a  franchise  on  the 
Jones  Successive  Radio  Frequency  patent  circuit 
and  many  other  valuable  concessions  which  are 
to  be  used  in  the  development  of  the  concern. 

The  following  sales  representatives  attended 
a  conference  held  recently  at  the  Miami  Hotel, 
at  which  Mr.  Strassner  outlined  his  plans  for 
the  development  of  the  radio  line:  M.  Fegue- 
rola,  of  the  United  States  Radio  Corp.,  in  charge 
of  export  sales;  Saas  and  Shool,  New  England 
representatives;  Jacobson  and  Cross,  Chicago; 
Robert  W.  Bennett,  St.  Louis;  A.  I.  Folsom, 
Dallas,  Tex.;  Strimple  and  Gillette,  Seattle;  Em- 
erson McCord,  home  office;  J.  P.  McMurty,  Can- 
adian representative,  and  C.  F.  Eminger,  in 
charge  of  Eastern  distribution. 

Radiola  28  and  104  Loud 
Speaker  Continue  as  Leaders 

Radio  Corp.  Makes  Announcement  to  Counter- 
act Confusing  Rumors — New  Model  Contain- 
ing Leading  Set  and  Speaker  to  Be  Marketed 


Radiola  28  and  loud  speaker  104  will  be  con- 
tinued as  leaders  of  the  RCA  line  throughout 
1927,  according  to  an  announcement  of  the 
Radio  Corp.  of  America.  Officials  of  RCA  state 
that  this  announcement  is  made  necessary  by 
many  confusing  and  conflicting  reports  which 
have  been  circulated  during  the  past  few  months 
concerning  new  models  operating  directly  from 
the  lighting  socket  which  would  supersede  pres- 
ent types  of  receivers. 

In  response  to  numerous  requests,  RCA  has 
announced  a  special  combination  of  Radiola  28 
and  loud  speaker  104  in  a  single  cabinet.  This 
unit  will  be  known  as  Radiola  32  and  will  list 
at  approximately  $900.  It  will  be  available  on 
or  about  July  1. 

"It  is  our  confident  belief  that  no  AC  operated 
receiver  will  be  offered  to  the  public  this  year 
which  will  approach  the  brilliant  performance 
and  superior  tone  quality  of  Radiola  28  com- 
bined with  loud  speaker  104."  states  the  an- 
nouncement of  RCA. 


Records  of  Chamber  Music 

The  National  Gramophonic  Society,  58  Frith 
street,  London,  \Y.  I.,  Eng.,  has  just  issued  a 
catalog  of  records  of  chamber  music,  which 
is  of  exceeding  interest  to  lovers  of  distinctly 
high-class  music.  Many  rare  records  by  famous 
composers  and  recorded  by  organizations  wide- 
ly known  in  Kurope  are  presented  in  detail  in 
this  important  catalog,  which  has  a  very  timely 
foreword  by  ComptOtl  Mackenzie. 


Announce  Stromberg-Carlson 
Combination  Instrument 

Model  No.  744,  Most  Elaborate  of  Stromberg- 
Carlson  Line,  Reproduces  Electrically  Phono- 
graphic Records  and  Radio  Programs 

The  Xo.  744  Stromberg-Carlson  radio-phono- 
graph combination  instrument,  which  was  an- 
nounced recently,  is  the  most  elaborate  of  the 
Stromberg-Carlson  line  and  reproduces  electri- 
cally either  phonographic  records  or  radio  pro- 
grams. It  is  more  than  a  combination  of  radio 
receiver  and  phonograph,  inasmuch  as  the 
phonograph  is  dependent  upon  the  radio  re- 
ceiving apparatus  for  its  operation. 

Radio  programs  are  reproduced  with  this  in- 
strument by  means  of  a  new  seven-tube  Strom- 


New  Stromberg-Carlson  Combination 

berg-Carlson  radio  receiver  which  is  loop- 
operated.  It  incorporates  double  shielding  and 
is  tuned  by  a  single  control.  The  phonographic 
arrangement  consists  of  the  usual  turntable, 
but  is  operated  -by  an  induction  type  electric 
motor.  A  specially  constructed  electro-mag- 
netic phonographic  reproducer  picks  up  the 
mechanical  vibrations  from  the  record  and 
transforms  them  into  electrical  impulses.  These 
electrical  impulses  are  passed  on  through  the 
audio  system  of  the  seven-tube  receiver,  and 
amplified  by  the  audio  tubes  and  passed  on  to 
the  loud  speaker  in  exactly  the  same  manner  as 
is  the  output  of  a  radio  receiving  set.  Thus,  the 
audio  system  provides  the  amplification  for  both 
the  phonographic  and  the  radio  parts  of  this  in- 
strument, a  special  switch  allowing  either  the 
radio  or  the  phonographic  arrangement  to  be 
used,  as  desired. 

This  instrument  is  completely  socket-powered, 
receiving  A,  B,  and  C  voltages  from  a  power 
unit  built  by  the  Radio  Corp.  of  America  to 
Stromberg-Carlson  specifications  and  designed 
particularly  for  this  use.  The  No.  744  receiver 
is  the  only  instrument  of  its  kind  utilizing  an 
external  loud  speaker  for  the  reproduction  of 
both  radio  and  record  music.  This  practice 
gives  all  the  advantages  that  the  flexibility  of 
this  arrangement  affords. 

The  instrument  itself  is  made  of  the  finest 
grained  and  carved  walnut.  The  bottom  part 
of  the  instrument  is  reserved  for  power  box, 
built-in  loop,  and  record  album  compartments. 
The  panel  of  the  seven-tube  radio  receiver  is 
placed  a  little  above  the  center  of  the  instrument 
and  extends  entirely  across  the  front,  while  the 
upper  part  of  the  instrument  is  reserved  for 
the  phonographic  apparatus.  Finely  designed 
doors  inclose  all  mechanism  from  view  when 
not  in  use. 

The  instrument  was  first  shown  at  the  Allied 
Music  Industries  Convention  at  the  Hotel 
Stevens,  Chicago,  during  the  week  of  June  6, 
and  at  the  Rlackstone  Hotel,  Chicago,  during 
the  week  of  June  13.  These  instruments  are  not 
in  production  as  yet,  and  consequently  their 
price  is  not  ready  for  publication. 


Demonstration  is  the  key  to  sales  of  talking 
machines  and  radio. 
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/  Thousands  of  prosperous  dealers 
last  season  shared  in  the  unprece- 
dented success  of  Gold  Seal  Radio 
Tubes. 

What  about  this  season?  Will  you 
still  be  on  the  outside  looking  in,  or 
will  you  be  among 
those  who  are  1 
profiting  by  the 
popularity  of  this 
fast  selling  line? 


Gold  Seal 

.  Radiolubes  . 


This  season  Gold  Seal  will  push  the  ^ 

Special  Purpose"  types  for  larger 
unit  sales,  quicker  turnover,  bigger 
profits  for  you. 

Take  advantage  of  this  profit  oppor- 
tunity opening  before  you -write  for 

full  details  of  Gold 
Seal,  "Square 
Deal"  policy, 
dealer  helps  and 
attractive  terms. 


GOLD  SEAL  ELECTRICAL  CO.,  Inc. 

250  PARK  AVENUE  •  NEW  YORK  CITY 
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THIS  IS  THE  LINE  WITH 


<-  ELECTRIC! 

Caswell-Runyan  Console  C-4— Spanish  straight 
line  cabinet.  Unusually  heavy  construction.  Stump 
walnut  finish.  Contains  84-inch  phonic-type  horn 
capable  of  delivering  the  finest  tonal  reproduction 
and  unusual  volume  on  both  high  and  low  notes. 
A  cabinet  of  rare  grace.  List  Price,  cabinet  C-4, 
including  loud  speaker  unit    .    .    .  $100.00 

It  is  pictured  to  the  left  with  Model  Electric  11, 
making  a  complete  electric  console  set. 


\mztm 


MODEL  800-  C  8  -This  novel  8- 
tube  set  can  be  moved  from  room  to 
room.  Has  four  stages  Neutrodyne 
TRF.  Beautiful  Renaissance  cabinet. 
Illuminated  rotating  drum  designates 
station  settings.  Complete  interstage 
shielding  and  individual  tube  shield- 
ing. Embodies  the  latest  advances  in 
radio  engineering.List  Price  $395.00 


Caswell-Runyan  Console 

C-l — A  full-size  graceful 
Tudor  cabinet,  finished  in 
figured  walnut.  Violin-wood 
tone  chamber.  Handsome 
cross-bar  affords  additional 
leg  support.  Metal  drop 
pulls.  ListPrice,cabinetC- 
1,  including  loud  speaker 
horn,  less  unit  .  $40.00 

Set  pictured  in  cabinet  is 
model  NR-9,  a  6-tube  Neu- 
trodyne receiver. 


MODEL  NR-9— Six  tubes,  single  control. 
Three  stages  Neutrodyne  TRF,  one  of  which 
is  inductively  tuned.  Complete  metal  shield- 
ing. Equipped  with  New  Freed-Eisemann 
"Inductor".  List  Price  $100.00 


MODEL  NR-8— Six  tubes,  two  controls,  two  stages 
Neutrodyne  TRF  and  one  stage  inductively  tuned 
Neutrodyne  radio  frequency.  Complete  metal  shield- 
ing. Equipped  with  New  Freed-Eisemann  "Inductor". 
Mahogany  cabinet.  List  Price  $90.00 


New  Construction  Features 


X*  New  telephone  switchboard  type  wiring. 

2*  New  100%  safety  factor  in  design  of  all  mov- 
ing parts. 

3»  New  oversize  accurate  bearings  on  all  controls, 
insuring  rigidity. 

4*  New  drive  system  of  tuning  controls  giving 
velvet-smooth  operation. 


§•  Rigid  inspection  afterevery  step  in  construction. 

6*  New  service-proof  volume  control  with  auto- 
matic switch. 

7»  New  Freed-Eisemann  "Inductor" ,  an  exclusive 
feature  which,  for  the  first  time,  provides 
equal  amplification  on  all  wave  lengths. 

8*  A  new  high  standard  of  selectivity! 
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creates  vast  early  demand 


COMPLETE  PATENT  COVERAGE 


Caswell-Runyan 
Console   C-3 — 

Jacobean  period 
secretary,  figured 
walnut  finish. The 
very  newest  in 
radio  cabinet  de- 
sign. Accommodates  all  necessary  equipment. 
Rigidly  constructed.  Comes  equipped  with 
phonic-type  (coiled)  sound  chamber,  noted 
for  exceptional  tone  quality.  List  Price, 
cabinet  C-3,  including  loud  speaker  horn, 
less  unit  $70.00 

Setpictured  is  modelNR-8,  a  6-tube  Neutrodyne 


ELECTRIC  11 — Genuine  electric  receiver 
using  standard  tubes  and  only  one  additional 
tube.  (No  batteries,  chargers,  chemicals  or  dry 
cell  tubes.)  This  6-tube  receiver  has  3  stages 
of  Neutrodyne  TRF,  one  of  which  is  inductively 
tuned.  New  Freed-Eisemann  "Inductor"  is  in- 
corporated. Audio  frequency  stages  are  supple- 
mented by  output  transformer.  Complete  metal 
shielding.  List  Price  $225.00 


Caswell-Runyan 
Console   C-2 — 

Full-size  luxurious 
Early  American 
period  cabinet. 
Heavily  construc- 
ted. Finished  in 
figured  walnut. 
Violin-wood  tone 
chamber  having  splendid  acoustical  prop- 
erties. Handsome  wooden  cross-bar  affords 
additional  leg  support.  List  Price,  Cabi- 
net C-2,  including  loud  speaker  horn, 
less  unit  $55.00 

Set  pictured  in  cabinet  is  model  NR-9,  a 
6-tube  Neutrodyne. 


MODEL NR- 77— An  advanced  7-tube, 
single  control  Neutrodyne  receiver. 
Four  stages  Neutrodyne  TRF  and  two 
stages  audio  frequency  supplemented 
by  output  transformer.  Equipped  with 
Freed-Eisemann  "Inductor".  Each  radio 
stage  individually  shielded.  Audio  fre- 
quency stages  in  separate  metal  com- 
partment. New  type  loop.  List  Price 
(including  loop)  $175.00 


The  most  liberal 
dealer  discount  of 
any  nationally  ad- 

FREED-EISEMANN  RADIO  CORPORATION  I 
^         Junius  St.  &  Liberty  Ave.,  Brooklyn,  N.  Y.  Jj 


MODEL  NR-66 -Single 
control,  6-tube  Neutrodyne. 
Three  stages  Neutrodyne 
TRF  (the  first  stage  induc- 
tively tuned).  Each  radio — ► 
stage  completely  shielded 
in  separate  metal  compart- 
ment. Equipped  with  New 
Freed-Eisemann"Inductor". 
List  Price  .  .  .  $125.00 
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Three  New  Columbia  Master- 
works  Album  Sets  Released 

New  Releases  Include  the  First  of  a  Series  of 
Wagner  Orchestral  Music — Musical  Art  Quar- 
tet Is  Introduced  to  Record  Buyers 


During  this  month  the  Columbia  Phonograph 
Co.,  New  York,  will  place  on  the  market  three 
new  album  sets  of  Masterworks  recordings, 
which  will  probably  mark  the  last  releases  un- 
til the  Fall  season.  The  most  important  of  the 
new  releases  is  the  first  of  a  series  of  Wagner 
orchestral  collections  on  eight  double-faced 
records  and  includes:  the  Song  of  the  Rhine 
Daughters  from  "Goetterdaemmerung,"  the 
overture  of  "Fliegende  Hollaender,"  the  Venus- 
berg  Music  of  "Tannhaeuser,"  the  Siegfried 
Idyll  and  the  Transformation  Scene  of  "Parsi- 
fal." The  records  are  played  by  Bruno  Walter 
and  the  Royal  Philharmonic  Orchestra. 

The  second  album  set  is  the  "Iberia"  suite  of 
Debussy,  complete  in  three  double-faced  records 


played  by  Paul  Klenau  and  the  Royal  Philhar- 
monic Orchestra.  This  series  of  impressionistic 
tone-pictures  show  Debussy  at  his  best. 

The  third  of  the  new  releases,  Haydn's 
"Quartet  in  C  Major,"  in  five  parts  on  three 
records,  together  with  the  Vivace  of  the  same 
composer's  "Quartet  in  D,"  introduces  to  Co- 
lumbia Masterworks  enthusiasts  the  Musical  Art 
Quartet,  consisting  of  Sascha  Jacobsen,  violin; 
Bernard  Ocko,  violin;  Louis  Kaufman,  viola, 
and  Maria  Raemaet-Rosanoff,  violincello. 

All  of  the  compositions  are  electrically  re- 
corded. 


Store  Changes  Hands 


Ernest  Nelson  has  purchased  the  business  of 
the  Montana  Phonograph  Co.,  Helena,  Mont., 
and  will  continue  along  the  same  lines  as  did 
the  former  owner,  H.  G.  Parchen.  This  store 
features  the  Edison  line  of  phonographs  and 
records  and  is  one  of  the  best  known  in  this 
section  of  the  State. 


M.  Grass  &  Son,  Music 

Dealers,  Issue  Newspaper 

The  Monthly  Musicalist  Contains  Musical 
News  of  Local  and  National  Interest,  and 
Describes  Phonograph  and  Radio  Products 


Philadelphia,  Pa.,  Tune  3. — Realizing  that  the 
usual  form  of  stereotyped  direct  mail  literature 
is  treated  by  many  recipients  with  but  scant 
consideration,  M.  Grass  &  Son,  talking  machine 
and  radio  dealers,  of  27  and  29  South  Sixtieth 
street,  this  city,  a  few  months  ago  started  the 
publication  of  a  small  newspaper  titled  The 
Monthly  Musicalist,  issued  monthly,  which  is 
devoted  to  musical  news  and  to  descriptions  and 
illustrations  of  the  lines  of  musical  instruments 
which  the  store  carries.  In  a  recent  issue  the 
Automatic  Orthophonic  Victrola  was  featured, 
and  on  the  first  page  a  five-column  headline 
read:  "Don't  Get  Up!"  followed  by  a  detailed 
explanation  of  the  operation  of  the  instrument. 

Other  articles  of  interest  in  this  issue  of 
The  Monthly  Musicalist  tell  of  the  advance- 
ment of  Zenith  to  a  leading  position  in  the  radio 
receiver  field;  the  plans  to  make  Summer  radio 
reception  better  than  ever;  the  giving  of  har- 
monica lessons  by  means  of  Victor  records,  and 
many  items  of  local  interest.  Instruments  taken 
in  trade  are  offered  for  sale  in  a  special  classi- 
fied advertisement  section.  The  regular  monthly 
list  of  record  releases  is  also  accorded  a  promi- 
nent position. 

Interesting  Facts  About 

Cone  Type  Loud  Speakers 

C.  L.  Farrand,  President  of  Farrand  Mfg.  Co., 
Describes  Action  on  Cone  of  Vibrations 
Caused  by  Various  Notes 

D.  F.  Goldman,  head  of  the  North  American 
Radio  Corp.,  distributor  for  the  Farrand  Mfg. 
Co.,  pioneer  manufacturer  of  cone-type  loud 
speakers,  recently  stated  that  C.  L.  Farrand, 
president  of  the  Farrand  Co.,  made  some  inter- 
esting and  important  remarks  regarding  the 
functions  of  this  popular  type  speaker. 

Among  other  things  Mr.  Farrand  said:  "A 
cone-type  radio  loud  speaker  does  not  vibrate 
all  over  on  every  note  that  the  speaker  pro- 
duces." In  theory,  according  to  Mr.  Farrand,  it 
might  seem  that  the  entire  area  of  the  cone 
speaker  would  vibrate  with  every  note,  but 
this  is  not  entirely  the  case.  A  cone  of  a  given 
size  will  vibrate  through  its  entirety  only  if 
the  frequency  of  the  note  is  sufficiently  low. 
As  the  frequency  of  the  note  is  increased,  that 
is,  as  it  mounts  the  musical  scale  and  tone,  the 
outer  portion  of  the  tone  will  tend  to  remain 
stationary  and  at  extremely  high  frequencies 
only  the  inner  portion  of  the  cone  will  move. 
Thus,  he  explains,  if  a  cone  is  built  several 
feet  in  diameter  the  central  portion  of  the  cone 
will  act  at  the  higher  frequencies,  and  as  the 
frequency  is  lower  the  active  area  of  the  cone 
will  progressively  increase.  The  lower  the  tone 
the  more  speaker  area  is  required  to  give  its 
lone  out  in  fuller,  rounder  shape. 

The  Farrand  Mfg.  Co.  makes  three  sizes  of 
tone  speakers,  "Junior,"  a  ten-inch  cone;  the 
"Senior"  a  fourteen-inch  cone,  and  the  audi- 
torium size  a  thirty-six-inch  speaker. 

Southwestern  Association 
of  Brunswick  Dealers  Meets 

Dallas,  Tex.,  June  3. — A  meeting  of  the  South- 
western Association  of  Brunswick  dealers  was 
held  at  the  Baker  Hotel  recently  at  which  ap- 
proximately fifty  dealers  were  present.  A  dis- 
cussion of  the  Brunswick  Co.'s  advertising 
policies  and  sales  plans  featured  the  gathering. 
Practically  all  the  dealers  waited  over  and  at- 
tended the  meeting  of  the  Southwestern  Music 
Dealers'  Association,  which  took  place  the 
following  day. 


Ij  vou  don't  hear 
me — it's  your  fault. 


f~t  7£>9&tuA-^ 


«to  the 


whole  world/ 


This  year  SUPERTRON  gains  three  years  ahead  of 
them  all — by  adding  to  its  good  quality  a  New  De- 
parture by  a  chemical  process — it's  a  chemical  applica- 
tion inside  the  tube — it's  an  unseen  virtue.  A  decided 
improvement  for  clarity,  volume,  longer  life — and  good 
readings  too — 

Supertron  can  not  improve  its  construction;  you  will 
concede  that  on  sight — so  it  improved  the  quality— 
you'll  never  know  unless  you  try  them. 

No  matter  whose  tubes  you  are  selling — no  matter  whose 
tubes  you  expect  to  sell — even  Supertron  as  was — no 
matter  what  you  think  of  anybody's  tubes,  good,  bad, 
or  indifferent,  we  say  Try  Supertrons. 

For  the  sake  of  your  family — for  your  own  sake — for 
the  sake  of  your  business,  your  customers  and  your  prof- 
its— by  all  means  Try  the  New  Departure  Supertrons 
fey  a  chemical  process. 

Come  on,  all  good  Jobbers  and  Manufacturers — ask  for 
as  many  samples  as  you  like  with  a  privilege  to  return 
the  goods — Competitive  tube  makers  are  also  welcome — 
yes,  the  whole  icorld.  Dealers  should  insist  on  a  similar 
proof  through  their  jobbers — Do  it  now. 


A  complete  line  all  types,  in- 
cluding the  Supertheon  Rectifier 
— an    85    mil.    gas-filled  tube. 


And  then  we  will  tell 
you  about  the  Cage 
Antenna  — ■  By  Super- 
tron. What  a  surprise 
you're  going  to  get — 
and  a  good  profit,  too. 


SUPERTRON  MFG.  CO.,  Inc. 

Hoboken,  N.  J. 

Export  Dept..  220  Broadway,  N.  Y.  C. 


SUPEHTUON 

The  lofemostlndependentnubeln  (America 
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Again 

Empire  Scores  i 


Empire  Tone  Arm 
No.  50 


In  presenting  this  new  all  brass  S-shaped  Tone 
Arm,  Empire  have  lived  up  to  their  reputation 
of  hitting  the  ball  first. 

And  after  you  have  learned  the  prices  for  this 
new  Tone  Arm,  you  will  say  that  they  have 
scored  a  home  run. 

Thirteen  years  devoted  to  the  designing  and 
manufacture  of  Tone  Arms  give  a 
background  of  knowledge  and  ex- 
perience that  assure  Empire  products 
an  enviable  reputation. 


Empire  Tone  Arm 
No-  25 

Empire's  new  drawn  brass 
Tone  Arm  for  portable  ma- 
chines. Sells  at  a  price  that 
can  not  be  equalled. 

Another  home  run 
for  Empire 


This  new  Tone  Arm  (Empire  No.  50) 
is  for  large  machines  only.  Samples 
will  be  forwarded  on  request  to  all 
interested  concerns. 

Play  Ball!  Let's  Qol 


The  Empire  Phono  Parts  Co. 


WM.  J.  McNAMARA,  President 


10316  MADISON  AVE. 


CLEVELAND,  OHIO 
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Quick  Easy  Sales 


Dealers  tell  us  that  it  is  far  easier 
to  sell  a  Iarrudla  MASTER  than  any 
other  portable  on  the  market. 
The  sales  are  quick.  There's  no 
sales-resistance. 


products 


built  right, 


priced  right,  and  sold  to  Dealers 
everywhere  on  the  same  fair 
basis.  This  insures  full  profits 
for  the  Dealer, and  holds  his  active 
interest  in  making  the  many 
quick  sales  gained  by  merely 
showing  the  products. 


ARRUDLA 


BEYOND  THIS  YOU  BUY  FURNITURE 


WORLD'S  LARGEST  MAKERS  OF 
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Helping^ 


THE  advertisement  shown 
here  is  running  in  current 
issues  of  The  Saturday 
Evening  Post,  Liberty,  Amer- 
ican Weekly,  etc.  Reaching 
ahout30,ooo,ooopeople.  Many 
of  these  prospective  buyers 
are  right  in  your  own  com- 
munity 

This  national  advertising  runs 
regularly  throughout  theyear 
and  is  bringing  in  thousands 
of  inquiries  for  descriptive 
folders  It  has  created,  and  is 
creating,  actual  demand  for 
F»"moia  products,  giving  you 
some  real  selling  help  The 
kind  that  counts,  and  shows 
itself  in  your  cash  register 


A5TE 


THIS  YOU  BUY  FURNITURE 


TDEAL  for  the  home  — 
JL  apartment — hotel — re- 
sort or  camp — built  to  last 
a  lifetime. 

Fits  in  perfectly  wher- 
ever you  go  —  light  in 
weight — easy  to  carry. 

Tone  and  volume  like 
the  new  larger  and  more 
expensive  musical  instru- 
ments— plays  all  records 
perfectly.  Complete  in 
itself,  with  self-contained 
album  holding  15  records. 

Artistically  decorated 
and  finished  in  genuine 
DuPont  waterproof  Fabri- 
koid — your  choice  of  six 
beautiful  colors. 

This  modern  inexpensive 
musical  instrument  is  the 
vogue  of  today — and  to- 
morrow. Hear  it  now! 
Free  demonstrations  at 
leading  music  stores!  Or, 
write  direct  for  attractive 
free  catalog. 


The  Iarrmola  Company  of  America 

647  Clinton  Street    -    Milwaukee,  Wisconsin 

World's  Largest  Makers  of  Portable  Phonographs 


The  ESE  MASTER  is  the 
standard  of  portable  values 

The  FLAPPER  is  a  novelty 
instrument  of  unusual  appeal 

The  CUB  is  the  one  high  qual- 
ity portable  priced  low 


Enjoy  today  your  full  profit  by 
showing  the  entire  ESS  line, 
which  sells  quickly  and  easily. 
Just  telephone  the  ER.2iJ£i£ 
Distributor  near  you,  or  write 
us  for  illustrated  catalog. 


The 


Company  of  America 


647  Clinton  Street,  Milwaukee,  Wisconsin 


PORTABLE  PHONOGRAPHS 
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' ' There  is  no  new  thing  under  the  sun,"  they  said 
many  thousands  of  years  ago;  but  they  were  wrong* 

"There  is  nothing  new  in  phonograph  reproducers," 
some  may  say;  but  they  are  wrong. 

WE  HAVE  SOMETHING  NEW 
AND  HERE  IT  IS— 


The 
Organ-Tone 


King  of 
Reproducers 


Retails  at 


The  only  reproducer 
finished  in  three  colors 


$8 


00 


TONE  QUALITY  (ton-kwal-i-ti),  n.  tone-color,  character,  or  timbre  depends  upon 
the  order,  number,  and  intensity  of  the  upper  partials. 

— "A  Cyclopaedic  Dictionary  of  Music" 
R.  DUNSTAN 

So  the  dictionary  describes  tone-quality,  but  we  know  nothing 
of  "order,  number,  and  intensity  of  the  upper  partials." 

To  us  tone-quality  means  the  ability  of  an  instrument  to  ren- 
der music  which  is  pleasant,  real,  and  natural  to  the  ear. 

Listen  to  our  reproducer,  hear  it  play  the  electrically  recorded 
records,  test  it  against  other  reproducers,  and  then  you  will 
understand  why  tone-quality  cannot  be  described.  YOU 
MUST  LISTEN  TO  IT.  Get  one  of  the  Organ-Tone  repro- 
ducers.   Send  for  samples.    They  are  ready. 

WE  HAVE  BUILT  THE  BETTER  REPRODUCER 

UNIQUE  REPRODUCTION  COMPANY 

Makers  of  ADD-A-TONE 
32  Union  Square  New  York,  N.  Y. 


June,  1927 
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Brunswick  Topics,  Dealers' 
Organ,  Increases  Circulation 

Publication  Prepared  by  Brunswick  Co.  Is  Sold 
to  Dealers  at  Small  Cost  With  their  Imprints 
on  Each  Copy — Has  Proved  Popular 


Chicago,  III.,  June  5. — The  Brunswick-Balke- 
Collender  Co.  issues  each  month  a  publication 
known  as  Brunswick  Topics,  which  is  said  to 
be  one  of  the  most  unique  magazines  in  the 
phonograph  industry.  It  is  known  as  the 
Brunswick  dealers'  own  house  organ,  and  the 
imprint  of  the  retailer's  name  and  address  ap- 
pears on  each  and  every  copy  which  he  orders. 
The  dealer  in  turn  distributes  Brunswick  Topics 
to  his  customers  and  prospects  just  as  though 
he  published  it  himself.  The  Brunswick  Co. 
arranged  to  furnish  dealers  with  copies  of  the 
publication  at  a  very  low  rate,  which  decreases 
in  proportion  to  the  amount  of  the  individual 
order,  and  since  the  first  of  the  current  year  ac- 
tual subscriptions  for  the  popular  house  organ 
have  increased  more  than  200  per  cent. 

Brunswick  Topics  is  compiled  and  edited  by 
Harry  C.  Kruse,  of  the  Brunswick  publicity  de- 
partment, and  he  has  received  many  complimen- 
tary letters  from  Brunswick  dealers  throughout 
the  country.  An  interesting  feature  of  the 
subscription  list  is  found  in  the  fact  that  each 
month  Brunswick  Topics  is  mailed  to  Brazil, 
Jamaica,  Australia,  Uruguay,  China,  Venezuela, 
Mexico,  Japan,  Costa  Rica,  Alaska,  Canada,  and 
the  publication  enjoys  wide  circulation  through- 
out the  United  States. 

The  last  issue  of  Brunswick  Topics,  which 
made  its  appearance  in  May,  features  many  stars 
of  the  musical,  sporting,  stage  and  screen  world, 
including  Babe  Ruth,  who  is  pictured  with- El- 
mer Foster,  a  Brunswick  dealer  of  Minneapolis, 
and  a  former  center  fielder  for  the  New  York 
Giants  in  1889,  and  Ben  Turpin,  the  motion  pic- 
ture comedy  star,  who  is  pictured  dancing  with 
his  leading  lady  to  music  furnished  by  a  Bruns- 
wick portable  phonograph.  The  opening  of  the 
new  Brunswick  display  rooms  on  the  Board- 
walk, Atlantic  City,  N.  J.,  is  also  treated  edi- 
torially in  an  article  carrying  illustrations  of 
the  beautiful  interior  of  the  auditorium  and  dis- 
play rooms.  The  publication  carries  a  list  of 
the  latest  Brunswick  record  releases  in  each 
issue  and  a  special  section  captioned  "On  The 
Air"  reports  the  current  activities  of  Brunswick 
artists  known  to  millions  of  radio  listeners. 


Lata  Balsa  Reproducer 

Wins  Trade's  Approval 

Lightness  of  This  Wood  and  Its  Peculiar 
Structure  Make  It  Particularly  Appropriate 
for  Loud  Speaker  Construction — Is  Patented 


The  Lata  Balsa  reproducer,  recently  an- 
nounced to  the  trade  by  the  Balsa  Wood  Re- 
producer Corp.,  New  York,  is  meeting  with  suc- 
cess, according  to  officials  of  the  company. 

Balsa  wood  is  produced  in  the  jungles  of 
South  and  Central  America  and  is  claimed  to  be 
the  lightest  wood  that  grows.  The  commercial 
product  is  said  to  weigh  approximately  one-half 
of  an  equal  bulk  of  good  cork.  The  structural 
arrangement  of  the  cells  is  such  that  92  per 
cent  of  the  total  volume  of  the  wood  consists 
of  non-circulatory  or  dead  air,  giving  it  its  very 
light  weight.  Ordinary  balsa  wood  will  make 
a  loud  speaker  which  the  manufacturers  claim 
has  several  distinct  advantages  over  other 
woods,  but,  because  of  its  peculiar  cellular  struc- 
ture and  softness,  it  will  very  soon  disintegrate 
into  a  powdery  condition  unless  specially 
treated.  All  genuine  Lata  Balsa  wood  under- 
goes a  special  treatment  before  it  leaves  the  fac- 
tory, and  this  process,  which  has  been  developed 
after  many  years  of  experiment  and  experience, 
kills  the  bacteria  in  the  wood  and  prevents  the 
disintegration  which  is  otherwise  unavoidable. 

The  finished  product  of  the  Lata  Balsa  re- 


producer is  much  the  same  as  an  oblong  picture 
frame.  The  product  is  protected  by  a  patent, 
according  to  the  manufacturers,  which  covers  a 
sound  reproducer  diaphragm  made  of  Balsa 
wood,  however  constructed.  Balsa  wood  is  be- 
lieved by  the  manufacturers  to  be  also  ideally 
adapted  to  phonograph  and  musical  instrument 
construction,  and  plans  are  now  under  way  to 
make  the  product  available  for  these  purposes. 


Josef  Hofmann  Head  of 

Curtis  Institute  of  Music 


Famous  Pianist  and  Brunswick  Artist  Appointed 
to  an  Important  Musical  Post 


Specially  Built  Ortho-sonic 
for  Arctic  Exploring  Yacht 

Buffalo,  N.  Y.,  June  6. — The  yacht  "Northern 
Light,"  which  is  being  used  by  John  Borden  for 
his  voyage  into  the  Arctic  regions,  is  equipped 
with  a  specially  built  seven-tube  Federal  Ortho- 
sonic  receiver  with  an  all-metal  chassis  of  cor- 
rosion-proof metal.  The  entire  audio  frequency 
unit  is  cast  solidly  in  a  composition  developed 
for  resistance  to  moisture,  vibration  and  radical 
changes  in  temperature. 


Josef  Hofmann,  famous  pianist  and  Bruns- 
wick recording  artist,  has  been  appointed  direc- 
tor-in-chief of  the  Curtis  Institute  of  Music  at 
Philadelphia,  whose  endowment  was  increased 
on  May  30  to  $-12,500,000,  through  a  gift  under- 
stood to  be  $7,000,000  or  more  from  Mrs.  Mary 
Louise  Curtis  Bok,  daughter  of  C.  H.  K.  Curtis, 
publisher.  It  was  announced  that  Mr.  Hofmann, 
who  has  headed  the  piano  department  since 
1924,  will  continue  in  charge  of  the  piano  sec- 
tion. His  elevation  as  director-in-chief,  with  a 
faculty  of  widely  known  artists,  has  been  hailed 
with  satisfaction  throughout  the  country.  He 
will  have  associated  with  him  Carl  Flesch, 
Moriz  Rosenthal,  Emilio  de  Gogorza,  Louis 
Bailly,  Felix  Salmond,  and  others. 


Makes  Easy  Sales  for  Radio  Sets 


ACME 

Radio  Products 

Simplify  the  use  of  any  set 

Used  From  Coast  to  Coast  By  Thousands 
of  Enthusiastic  Owners 

THE  ACME  "A  &  B"  SOCKET  POWER  UNIT 

A  turn  of  the  switch  and  your  radio  set  is  always 
ready  with  a  strong-  flow  of  constant,  dependable 
A  &  B  Power. 

It  has  many  exclusive  advantages.  One  switch  con- 
trols everything.  It's  compact.  It's  neat.  It's  quiet. 
It's  always  ready  for  action  ! 

Comes  ready  to  operate  at 

Only  $67.50 

East  of  the  Rockies 

THE  ACME  UNIVERSAL  "B"  SUPPLY  UNITS 

BE-40  BE-60 

Recommended  for  six  Recommended  for  sets 
and  eight  tube  sets  with  with  any  number  of 
power  tubes.  Two  vari-  tubes,  including  power 
able  controls.  Capacity  tubes.  Two  variable  con- 
40  milliamperes  at  150  trols.  Capacity  60  mil- 
volts.  QRS,  85  mill,  tube  liamperes  at  180  volts, 
furnished  as  standard  QRS,  85  mill,  tube 
equipment.  Raytheon  furnished  as  standard 
BH   tube  can  be  used.  equipment.  Raytheon 

List  Price  $30.00        BH    tube  Can  be  UScd- 

t„t,„  enn  List  Price  $34.50 

Tube 5-00  Tube   5.00 

Complete  $35.00  Complete  $39.50 

ACME  TWO-RATE  TRICKLE  CHARGER 

(Type  AT-2) 

Designed  to  serve  any  radio  receiving  set.  Two 
charging  rates  may  be  obtained  by  simply  throw- 
ing the  Toggle  Switch  on  the  outside  of  the  charger, 
giving  T/2  or  \y2  amperes  as  desired. 

List  price  without  bulb  $10.00 

Two  ampere  bulb   4.00 

Complete   14.00 

Write  today  for  literature  of  the  complete  line  of 
Acme  Radio  Products 

Acme  Radio  products  are  nationally  advertised  and  sold  by  lead- 
ing jobbers  in  every  section  of  the  country.  Ask  your  jobber  or 
write  us   at  .once   for  our   special  proposition. 

FACTORY  REPRESENTATIVES  in  Boston,  New  York  Cily, 
Cleveland,  Chicago,  Milwaukee,  St.  Louis,  Des  Moines, 
San    Francisco,    Los   Angeles,    Dallas,    Toronto,  Canada. 


Member  Radio 
Manufacturers' 
Association 


THE  ACME  ELECTRIC  and  MANUFACTURING  COMPANY. 

1418  Hamilton  Avenue  Cleveland,  Ohio 
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Kieselhorst  to  Carry  the  Complete  Line 

of  Atwater  Kent  Products  in  St.  Louis 

Despite  Flood  Conditions,  Business  in  St.  Louis  Territory  Continues  Good — Columbia  Sales  Staff 
Attends  General  Meeting — Robert  Bennett  Co.,  Inc.,  Formed — Other  News 


St.  Louis,  Mo.,  June  9. — Despite  the  flooded 
conditions  of  the  Mississippi  Valley,  the  demand 
for  records  and  talking  machines  in  the  St. 
Louis  trade  territory  continues  unabated,  ac- 
cording to  the  consensus  of  opinion  expressed 
by  local  dealers. 

Illustrative  of  this  is  the  statement  of  officials 
of  the  St.  Louis  and  Kansas  City  branches  of 
the  Columbia  Co.,  who  asserted  that  their 
Spring  business  this  year  has  exceeded  all  ex- 
pectations. 

Kieselhorst  to  Add  Atwater  Kent  Line 

In  the  field  of  radio,  announcement  has  just 
been  made  that  the  Kieselhorst  Piano  Co.  here 
has  entered  into  an  agreement  with  the  Atwater 
Kent  Co.,  whereby  the  former  would  install  a 


Announcement 


The 

fibox 

COMPLETE 

"A"  Battery  Eliminator 

Now 
Available 

NOTHING  ELSE 
TO  BUY 

Licensed  by  the 
Andrews  -  Hammond 
Corp.,  under  An- 
drews' condenser 
and  other  Andrews 
and  Hammond  Pat- 
ents and  Patent 
applications. 

The  Best  and  Cheapest 
"A"  Power 

The  Abox  "A"  Eliminator  is  a  rectifier  and  an  Abox 
Filter  circuit  in  one  compact  unit.  It  changes  the 
alternating  current  from  the  light  socket  to  hum-free 
direct  current  for  operating  eight  or  less  large  tuDes 
at  6  volts.  Simply  connect  to  any  radio  set  without 
changing  the  wiring  and  turn  the  switch  at  the 
light  socket. 

It  contains  no  batteries  in  paste  form  or  otherwise. 
The  same  condensers  that  proved  their  efficacy  in  the 
Abox  Filter  are  used  in  the  Abox  "A"  Eliminator 
and  supply  the  enormous  capacities  needed  for  a  low 
voltage  filter.  These  condensers  cannot  be  punc- 
tured or  broken  down — they  do  not  need  replacing 
and  their  characteristics  do  not  change  with  use  or 
disuse. 

The  Abox  will  give  the  same  long  life  and  the 
same  100%  customer  satisfaction  that  the  many 
thousands  of  Abox  Filters  now  in  use  throughout 
the  country  have  given  in  the  past.  It  is  fully  guar- 
anteed for  one  year  from  the  date  purchased  by  the 
customer. 

Each  part  of  the  Abox  "A"  Eliminator  is  carefully 
designed  and  has  been  tested  over  long  periods.  To- 
gether they  form  a  perfectly  co-ordinated  unit  which 
is  not  only  the  best  but  the  cheapest  source  of  "A" 
Power  for  radio  sets. 

We  will  be  pleased  to  furnish  detailed  informa- 
tion.  Send  for  circulars. 

The  Abox  Company 


215  North  Michigan  Ave. 


Chicago,  HI. 


complete  line  of  Atwater  Kent  products.  The 
line  probably  will  be  added  in  the  Fall. 
Columbia  Business  Shows  Increase 
"Our  Spring  business  gives  every  indication 
of  a  large  increase  over  the  same  period  last 
year,"  declared  A.  G.  Bolts,  assistant  manager 
of  the  Columbia  Co.  in  this  district.  "This  in- 
crease is  in  phonograph  sales  as  well  as  records 
and  is  general  throughout  the  entire  territory 
served  by  the  St.  Louis  and  Kansas  City 
branches.  Inquiries  have  been  coming  in  from 
all  points  in  the  territory  asking  for  Columbia 
sales  rights. 

"A  great  number  of  these  inquiries  are  com- 
ing from  towns  where  we  have  never  before 
been  represented,  the  balance  of  them  coming 
from  towns  where  we  are  or  have  been  repre- 
sented and  from  dealers  who  have  never  before 
handled  Columbia  merchandise." 

Much  of  the  increase,  company  officials  as- 
serted, can  be  ascribed  to  the  liberal  sales  policy 
and  cooperation  given  by  the  Columbia  Phono- 
graph Co.  The  company's  advertising  policies 
also  have  elicited  much  favorable  comment. 
Demand  for  New  Artophone  Models 
Similar  optimistic  statements  were  made  by 
the  Artophone  Corp.  of  St.  Louis,  distributor 
of  Okeh  records.  It  reports  that  the  demand 
for  the  two  new  models,  "Burgundie  Console" 
and  "Chateau  Consollete,"  announced  last 
month,  is  far  greater  than  for  any  models  previ- 
ously created  by  the  company. 

Other  Distributors  Are  Optimistic 
Officials  of  the  Koerber-Brenner  Co.,  distribu- 
tor of  Victor  products;  the  local  branch  of  the 
Brunswick  Co.,  and  the  Silverstone  Music  Co., 
distributor  of  the  Edison  line,  also  reported  a 
satisfactory  volume  of  business,  and  a  bright 
outlook  for  the  future. 

Columbia  Sales  Staff  Meets 
A  general  sales  meeting  of  the  entire  Colum- 
bia sales  force  was  held  in  the  St.  Louis  office 
on  May  21,  presided  over  by  N.  B.  Smith,  sales 
manager  for  the  St.  Louis  and  Kansas  City 
branches.  The  meeting  represented  the  usual 
quarterly  sales  conference.  In  a  brief  address 
to  the  gathering,  Mr.  Smith  pointed  to  com- 
plaints received  from  certain  dealers  that  musi- 
cal merchandise  was  not  moving,  and  gave  a 
graphic  description  of  the  unusual  results  ob- 
tained by  C.  A.  Woodall,  of  Kuttawa,  Ky. 

Kuttawa,  Mr.  Smith  explained,  is  a  small  town 
of  approximately  250  people.  During  the  past 
eight  weeks,  Mr.  Smith  continued,  Mr.  Woodall, 
Columbia  representative  in  that  town,  has  sold 
over  $1,800  worth  of  Columbia  Viva-tonal  phono- 
graphs and  $700  in  Columbia  records.  The 
figure,  he  said,  represents  wholesale  prices. 

The  same  results  could  be  achieved  by  other 
dealers,  Mr.  Smith  declared,  if  they  showed  the 
same  aggressiveness  and  spirit  as  is  exempli- 
fied by  Mr.  Woodall. 

C.  R.  Salmon,  sales  representative  of  the  com- 
pany, in  Indiana,  Illinois  and  Kentucky,  pointed 
out  that  Columbia  products  in  that  territory 
were  experiencing  a  great  demand  and  predicted 
an  exceptional  Summer  business. 

W.  B.  Ockenden,  who  recently  completed  a 
trip  through  the  State  of  Oklahoma,  reported 
business  maintaining  its  own,  despite  the  de- 
pression in  oil  production.  Thomas  Devine, 
Columbia  representative  in  Nebraska  and 
Kansas,  pointed  to  ten  new  accounts  opened 
(luring  the  last  thirty  days  to  support  his  opti- 
mism, while  George  Fuhri,  Missouri  representa- 
tive, reported  that  he  was  elated  over  the  con- 
ditions in  his  territory. 

Demonstrates  the  Automatic 
Officials  of  the  Koerber-Brenner  Co.  are  con- 
centrating their  efforts  on  demonstrating  the 
new    Automatic   Orthophonic   Victrola.  The 
company  recently  had  one  of  the  machines  in 


operation  at  the  Scottish  Rite  Cathedral,  home 
of  the  Masonic  Order,  during  the  initiation  of 
candidates  into  the  organization. 

Artophone  Exhibits  Its  Line 

The  Artophone  Corp.  displayed  its  complete 
line  of  talking  machines,  cabinet  models  and 
portables,  before  the  Tennessee  Furniture  Deal- 
ers' Convention.  The  company  reported  an  en- 
thusiastic reception  on  the  part  of  the  dealers 
for  its  instruments. 

Use  Airplane  to  Deliver  Records 

An  airplane  was  utilized  recently  by  the  Arto- 
phone Corp.  of  St.  Louis,  distributor  of  Okeh 
records,  to  rush  the  first  supply  of  Vernon 
Dalhart's  "Mississippi  Flood  Song"  from  St. 
Louis  to  Memphis.  The  record,  an  Okeh  pro- 
duction, was  inspired  by  the  recent  Mississippi 
Valley  Flood.  It  was  taken  from  St.  Louis  to 
Memphis  by  Lieutenant  Jess  Windham,  pilot 
for  Newbry's.    He  was  accompanied  by  H.  T. 


Use  'Plane  to  Speed  Record  Shipment 

Goldstein,  formerly  connected  with  the  phono- 
graph record  department  of  Bry  Block  Mercan- 
tile Co.  of  Memphis,  and  recently  appointed 
Okeh  representative. 

Robert  Bennett  Co.,  Inc.,  Formed 
A  new  radio  firm,  known  as  the  Robert  Ben- 
nett Co.,  Inc.,  has  also  entered  the  local  field. 
The  firm,  organized  by  Robert  W.  Bennett, 
president  of  the  St.  Louis  Radio  Trades'  Associ- 
ation, will  act  as  manufacturers'  representative 
and  distributor  of  radio  sets  and  accessories  in 
the  St.  Louis  trade  territory.  Mr.  Bennett  is 
president  of  the  new  concern  and  Koehler  V. 
Wrape  is  treasurer.  The  new  firm  takes  over 
and  supersedes  the  business  of  the  Robert  W. 
Bennett  Co.,  formerly  located  on  the  twelfth 
floor  of  the  Syndicate  Trust  Building. 


Empire  Phono  Parts  Go. 
Announces  New  Tone- Arm 


New  Product  for  Use  With  Large  Machines  Is 
an  All-Brass  S-Shaped  Tone  Arm — Anticipate 
a  Large  Demand  for  This  Model 


Cleveland,  O.,  June  7— The  Empire  Phono  Parts 
Co.,  of  this  city,  has  developed  and  is  placing  on 
the  market  a  new,  all-brass  S-shaped  tone  arm, 
which  is  a  result  of  the  thirteen  years  of  experi- 
ence which  this  organization  has  had  in  the 
design  and  manufacture  of  tone  arms. 

Officials  of  the  company  are  highly  enthusi- 
astic and  anticipate  a  large  demand  for  the  new 
product,  which  is  reasonably  priced.  The  new 
tone  arm,  styled  Empire  model  No.  50,  is  for 
use  with  large  machines  only.  Samples  are  now 
being  forwarded  to  interested  concerns. 


E.  R.  Johnson  Attends 

Victor  Old-Timers'  Dinner 


Camden,  N.  J..  June  3.— The  annual  "Old- 
Timers'  Dinner"  of  veteran  employes  of  the 
Victor  Talking  Machine  Co.  took  place  last 
week,  the  honor  guest  of  the  evening  being 
Eldridge  Reeves  Johnson,  founder  of  the  com- 
pany. Mr.  Johnson  arrived  unexpectedly  and 
spient  some  time  with  the  party. 
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Model  WT-27— 19 in. 

Smooth  beaded  frame  in  hand 
rubbed  Jasper  brown  mahog- 
any finish— Stevens  Armature 
Unit  and  special  output  trans- 
former—seamless Burtex  con- 
oidal diaphragm  in  bronze  with 
"Golden  Chime"—  silk  hang- 
ing cord  with  rosette. 
Price  $45.00 


Colonial  model  —  hand 
rubbed  frame  in  Jasper 
brown  mahogany  —  seam- 
less Burtex  conoidal  dia- 
phragm in  bronze  with 
"Golden  Chime. "Stevens 
Armature  unit  and  special 
output  transformer. 
Price  ....  $35.00 


6 


EXCLUSIVE 

Scientific  Superiorities 


1 Burtex — woven  fabric  material — -the  only  ma- 
terial from  which  diaphragms  can  be  formed 
without  breaking  fibres  of  the  material.  Not  affect- 
ed by  water,  humidity,  heat  or  cold.  Strong,  resili- 
ent, does  not  require  careful  handling. 

2 Conoidal  curve — the  scientific  curve  of  sound 
reproduction.  The  entire  fabric  of  diaphragm 
is  under  tension  —  responsive  to  the  full  range  of 
tones  and  over-tones. 

3 Permanence  of  tension  —  the  ideal  tension  of 
the  diaphragm  is  permanent  regardless  of  its  age 
and  conditions  of  atmosphere  and  temperature. 

4 The  Stevens  T.  T.  Unit  with  armature  an- 
-chored  at  both  ends  is  proof  against"freezing" 
at  even  the  highest  voltages,  as  when  power  tubes 
are  used.  This  unit  is  highly  sensitive  and  rugged — 
no  distortion  even  under  extreme  conditions. 

3 Mahogany  sounding  board  giving  the  fullest 
resonance. 

6 Full  line  of  speakers — each  carefully  developed 
— to  meet  the  full  range  of  requirements. 


FACTS 

in  the  product 

SELL 

themselves 

A  salesman  is  twice  as  good  on  his  job  when 
the  product  has  advantages  that  really  stand 
out.  The  product  sells  —  it  stays  sold  —  its 
genuine  merit  has  a  way  of  sowing  the  sales- 
man's road  with  the  seeds  of  many  an  order 
that  crops  up  unexpectedly.  Like  the  boy's  big 
snowball  that  grows  as  it  rolls — sales  grow 
when  the  product  has  the  superiority  that 
business  can  stick  to.  In  every  store — every 
home— where  a  Stevens  Speaker  is  tried  out 
you  have  people  convinced  of  the  advantages 
of  Stevens  Speakers.  What  the  Stevens  does 
—  in  tone  and  ability  to  hold  its  tone  qual- 
ity permanently — is  the  result  of  what  the 
Stevens  has  inside  of  it.  Each  model  is  right 
because  all  its  principles  have  been  carefully 
worked  out  by  the  pioneers  in  Cone  Speakers. 


Model  PT-27  — 19  in. 

Height  5?-2  ft. ,  on  Spanish  Ren- 
aissance metal  standard — gracing 
the  most  elaborate  interior — every 
decorative  and  electrical  feature  of 
the  Stevens  line — 20-ft.  extension 
cord — peerless  in  the  speaker  field. 
Price  .  ...  .   ....  $65.00 


Model  B-27  —  17  in. 

Equipped  with  Stevens  2-point 
suspension  armature  unit — 
seamless  Burtex  conoidal  dia- 
phragm— hand  rubbed  frame — 
Jasper  brown  mahogany  and 
bronze  finish  with  "Golden 
Chime."  Price  .  .  $25.00 


Model  A-27 
14V2  in. 

Seamless  Burtex  conoidal 
diaphragm — substantial 
sounding  board — Jasper 
brown  mahogany  and 
bronze  finish  with 
"Golden  Chime." 
Price  $18.50 


Did  you  see  and  hear  them  at  the 
R*  M.  A*  Trade  Show,  Stevens  Hotel, 
Chicago,  Booth  53 1 

favms  Speakers 

STEVENS  &  COMPANY,  Inc.,  46  East  Houston  Street,  New  York 
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British  Retailers 

Educated  the  Public  and  Profited 


W.  Braid  White  Tells  Why  Gramophone  Industry  Is  Strongly 
Entrenched  and  Why  Better  Class  of  Recordings  Sell  Well 


SOME  months  ago  in  these  columns  I  told 
readers  of  this  paper  something  of  what  is 
being  done  in  Great  Britain  for  the  better 
promotion  of  the  talking  machine  and  its  records. 
Those  who  have  had  the  curiosity  to  examine 
the  balance  sheets  of  the  Gramophone  Co. 
(Victor)  and  of  the  Columbia  International  are 
aware  that  the  year  1926,  one  in  which  the  great 
general  strike  intervened  to  deal  Great  Britain 
a  paralyzing  blow  from  which  its  recovery  has 
been  gradual  if  steady,  saw  at  the  same  time 
an  unprecedented  growth  in  the  manufacture 
and  distribution  of  everything  pertaining  to  the 
talking  machine.  The  astonishing  fact  that  the 
talking  machine  companies  should  have  done 
the  largest  British  business  by  far  of  their 
careers  during  this  very  difficult  year  cannot 
be  explained  by  any  ordinary  methods  or  in 
any  ordinary  terms. 

Special  causes  have  been  at  work.  When  the 
competition  of  broadcast  music  became  some- 
thing serious,  the  phonograph  interests  operat- 
ing in  Great  Britain  found  themselves  already 
in  a  strong  position.  For  years  they  had  slowly 
been  educating  their  customers  to  an  appre- 
ciation of  recordings  of  standard  music  and 
had  placed  the  emphasis  on  the  music  rather 
than  on  the  personalities  of  notorious  or  highly 
advertised  singers  and  players.  In  consequence, 
when  broadcasting  came  into  vogue,  they  had 
a  good-will  built  up  among  scores  of  thousands 
of  intelligent  men  and  women,  who  had  learned 
to  buy,  to  use  and  to  demand  more  and  more 
of  recordings  covering  all  the  standard  clas- 
sical music,  from  symphonies  to  oratorios, 
besides  the  common  mess  of  snippets  from 
operas,  of  ballads  and  of  innocuous  violin  solos. 

This  does  not  mean  that  they  were  much, 
if  any  at  all,  ahead  of  their  American  con- 
freres in  methods  of  recording.  They  did  not 
have  anything  better  than  the  old  acoustic 
methods  and  their  first  ventures  into  the  clas- 
sical field  were  very  tentative.  For  long  they 
hesitated  before  one  of  them  produced  a  work 


running  through  five  or  six  faces  and  even  then 
it  was  liberally  "cut."  But  little  by  little  they 
found  that  the  public  was  not  only  abreast  of 
but  even  ahead  of  them,  and  so  by  degrees  they 
screwed  up  their  courage  until  they  could  ven- 
ture to  produce  a  whole  symphony  without 
cuts!  And  they  found  that  the  records  sold! 
What  Did  It? 

What  made  the  records  sell?  Not  the  ex- 
istence of  a  vast  musically  trained  population, 
for  no  such  population  exists.  As  a  matter 
of  fact,  symphony  orchestras  have  a  far  harder 
time  getting  along  in  Great  Britain  than  they 
do  over  here.  The  native  British  musician  has 
a  harder  time  than  his  parallel  type  in  this 
country,  and  the  masses  are  just  as  crazy  about 
jazz  as  they  are  in  this  country.  Then  what 
sold  classical  records?  What  has  kept  them 
selling  and  has  made  it  a  profitable  venture  for 
the  Columbia  people  to  bring  out  the  whole  of 
Beethoven's  nine  symphonies  at  one  time,  with 
the  electrical  recording  and  no  cuts?  Why  could 
the  English  Victor  people  announce  fifty-two 
new  electrically  recorded  Beethoven  records  at 
one  blast  .  .  .  and  get  away  with  it?  What  is 
the  explanation? 

It  lies  in  this  one  simple  fact  that  the  manu- 
facturers across  the  water  (American  houses, 
too,  mind  you)  made  a  deliberate  attempt  to 
get  every  dealer  campaigning  to  find  the  intel- 
ligent music  lovers  in  every  community,  intro- 
duce them  to  the  music,  and  sell  the  music  to 
them. 

This  was  done,  and  then  the  discovery  was 
made  that  this  public  exists  in  numbers  far 
greater  than  was  ever  supposed.  Not  that  the 
thing  was  done  in  a  moment.  There  was  a 
great  deal  of  education  necessary,  and  the  affair 
became  quite  complex.  Yet  it  was  done. 
How  It  Was  Done 

And  very  largely  it  was  done  by  allowing  the 
musical  public  to  sell  itself.  A  movement  had 
begun  in  a  very  small  way  (it  started  four  years 
ago  in  London)  to  get  together  a  band  of  ama- 


teur lovers  of  the  phonograph,  who  might  raise 
enough  money  by  subscription  to  finance  the 
recording  of  a  number  of  pieces  of  classical 
chamber  music  which  the  regular  manufacturers 
did  not  appear  to  think  commercially  prac- 
ticable. Out  of  this  grew  the  National  Gramo- 
phone Society.'  From-  a  small  beginning  has 
come  a  whole  library  of  extraordinarily  inter- 
esting, beautiful  and  exclusive  recordings, 
brought  out  by  the  Society  for  its  subscribers 
only.  Lately,  the  privilege  of  purchase  has 
been  extended  to  non-subscribers  who  may  now 
buy  one  record  of  the  NGS  publications  at  a 
time,  and  it  is  said  that  soon  these  recordings 
will  be  on  sale  in  this  country. 

Did  the  British  phonograph  houses,  the  British 
branches  of  Victor  and  Columbia,  fight  this  new 
move?  No,  they  did  the  very  opposite.  They 
helped  the  National  Gramophonic  Society  in 
every  way.  They  helped  by  offering  their  facili- 
ties for  recording.  Dealers  allowed  the  branch 
societies  to  meet  in  their  stores,  joined  the 
societies  themselves,  loaned  music,  got  up  pho- 
nograph concerts  and  took  a  lively  interest  in 
the  whole  campaign.  And  one  of  the  imme- 
diate results  was  an  expansion  of  sales  of  all 
classical  recordings,  such  as  could  never  have 
been  even  dreamed  of  under  old  conditions. 

In  other  words,  the  phonograph  industry  over 
there  had  the  wisdom  to  see  that  a  new  lode  of 
ore  had  been  tapped  by  an  independent  pros- 
pector. They  did  not  try  to  run  the  discoverer 
out  of  town.  On  the  contrary,  they  called  him 
in  and  asked  him  what  they  could  do  for  him. 
And  consequently  all  of  them  have  flourished. 
The  Moral 

I  am  not  prepared  to  say  that  anything  just 
like  this  could  or  should  happen  in  this  coun- 
try on  a  large  scale,  although  there  are  already 
flourishing  local  phonographic  societies  in  some 
of  our  largest  cities.  But  the  true  moral  is  in 
the  principles  rather  than  in  the  details.  It  lies 
in  the  fact  that  phonograph  merchandising  to- 
day must  be  scientifically  planned. 


Proved  Merit 

w 


The  Miller  System  of 

Synchronized 
Amplification 

has  been  fully  tested  during  the  past  year.  Its  worth  is 
proved.  It  has  enabled  manufacturers  of  talking  machines 
to  put  out  a  product  embodying  the  latest  advances  in  the 
science  of  acoustics. 

At  a  relatively  low  cost,  it  permits  manufacturers  of 
talking  machine  cabinets  to  bring  models  up  to  date  and 
compete  on  equal  basis  with  largest  manufacturers. 

The  Miller  Research  Laboratory  with  its  highly  trained 
audio  engineers  who  developed  the  successful  Miller  Radio 
Horns,  are  at  your  service.  The  Miller  System  of  Syn- 
chronized Amplification  enables  you  to  put  out  a  machine 
of  exceedingly  great  naturalness  of  tone.  The  deep  notes 
of  the  bass  viol  and  the  higher  notes  of  the  piccolo  are 
reproduced  with  equal  definition — original  color,  timbre 
and  harmony  are  faithfully  reproduced. 


UHQr*  or  A/A   COUfMrt  $e 

miller 


The  Miller  Rubber  Co. 


of  N.  Y. 

Akron,  Ohio,  U.  S.  A. 


Easy 
stall. 

Our  engineers 
are  at  your 
service. 
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Hadio^s  Outstandin; 
Profit  Maker 
.  for  1927^1928 

RADIO  merchants  fortunate  enough  to  secure  a 
-  Fada  Franchise  will  find  the  new  Fada  Special 
a  source  of  profit  and  tremendous  word -of- mouth 
advertising.  No  service  nightmare  follows  the  sale 
of  a  Fada.  The  unprecedented  VALUE  this  new 
Fada  product  offers  will  put  sales  resistance  down 
for  the  count!  Here  is  Harmonated  Reception 
within  reach  of  all — quality  at  a  price. 


F 


a  d  i  o 


F.  A.  D.  ANDKEA,  INC.,  1581  Jerome  Avenue,  New  York  City 

The  FADA  SPECIAL 

Six  tubes— three  stages  of  radio  frequency — detector — two 
stages  of  audio  frequency.  Equalized  amplification.  Solid 
pressed-steel  chassis.  Shielded  two-dial  control. 
Extremely  low  current  drain  on  batteries. 

Prices  slightly  higher  West  of  the  Rockies 


Complete  Fada  line  was  exhibited  at  Radio  Manufacturers  Association  Show — June  13  to  17 
— and  can  always  be  seen  at  our  Display  Rooms,  2619  South  Michigan   Ave.,  Chicago,  IU. 
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Lloyd  Spencer  Outlines 

Plans  for  Amplion  Line 

General  Sales  Manager  of  Amplion  Corp.  Home 
From  Executive  Conference  of  Graham-Am- 
plion  Interests  in  London 


A  more  ambitious  program  of  development 
and  merchandising  of  Amplion  speaker  prod- 
ucts than  ever  before  will  shortly  be  under  way, 
according  to  Lloyd  Spencer,  general  sales  man- 
ager of  the  Amplion   Corp.  of  America,  New 


%  I'f  ft  I  f  ?  I  %  t  %  ' 


Executive  Conference  of  Graham-Amplion 

York,  who  recently  returned  to  his  desk  from 
a  European  trip  of  seven  weeks,  during  which 
he  attended  a  world-wide  executive  conference 
of  Graham-Amplion  interests  in  London.  Defi- 
nite plans  will  soon  be  announced  to  the  trade. 
The  1927  Amplion  line  includes  several  new 
models,  thus  continuing  the  steady  advance  of 
Amplion  engineering  in  the  field  of  radio 
speaker  production. 

A  photograph  of  the  Graham-Amplion  ex- 
ecutives who  attended  the  conference  in  London 
is  reproduced  herewith. 

Mr.  Spencer  spent  an  enjoyable  week  touring 
southern  England  and  then  crossed  over  to  the 
Continent,  where  he  spent  several  weeks  in  Bel- 
gium and  France  with  the  Amplion  representa- 
tives there,  including  the  Compagnie  Continen- 
tale  Amplion  at  Brussels,  where  he  was  the 
guest  of  G.  E.  Turnbull,  managing  director. 
The  Compagnie  Continentale  Amplion  controls 
all  the  subsidiary  Amplion  companies  on  the 
European  continent  except  France.  Mr.  Spen- 
cer also  became  acquainted  with  the  activities 
of  the  Compagnie  Francaise  Amplion,  which 
controls  the  business  in  France. 

S.  B.  Trainer,  president  of  the  Amplion  Corp. 
of  America,  and  A.  M.  Harris,  chief  consulting 
engineer,  also  attended  the  executive  conference 
in  London. 

In  the  accompanying  photograph  are  seen: 
Front  row,  Major  MacCallum,  publicity  man- 
ager; Messrs.  Philo,  secretary;  R.  T.  Jameson, 
Sparks  Withington  Co.;  Lloyd  Spencer,  general 
sales  manager  of  the  Amplion  Corp.  of  America; 
M.  LeLas,  Telephones  LeLas,  Paris,  France; 
Leslie  Laurence,  chairman,  Graham  Amplion 
Ltd.;  W.  H.  Lynas,  managing  director,  Graham 
Amplion,  Ltd.;  E.  E.  Smith,  managing  director, 


SCULLY 


RECORDING 
MACHINES 

SHAVING 
MACHINES 

MASTER 
WAX 

SUPPLIES 
JOHN  J.  SCULLY 

3265  MAIN  STREET 
HR1DGEPORT,  CONN. 

TELEPHONE  BARNUM  4998 


Alfred  Graham  Co.  Ltd.;  W.  J.  Rickets,  direc- 
tor and  chief  engineer;  J.  M.  Richard,  director, 
Graham  Amplion,  Ltd.;  G.  E.  Turnbull,  manag- 
ing director,  Compagnie  Continentale  Amplion, 
Brussels,  Belgium,  and  W.  G.  Davies,  general 
sales  manager. 

Back  row,  left  to  right:  Capt.  Atkinson,  pub- 
lic address  department;  Mr.  Bowler,  representa- 
tive; Major  Langley,  and  Messrs.  Cham- 
bers, assistant  sales  manager;  Wright,  represen- 
tative; Roberts,  manager  Amplion  assembly 
works;  Baker,  representative;  Commander  Man- 
ley,  R.  N-,  representative;  and  Messrs.  Roberts, 

  representative;    B  a  1- 

dry,  technical  depart- 
ment; Healy,  manager 
Kilmorie  works;  Proc- 
tor, manager  Glasgow 
depot;  Morrison,  Man- 
chester depot;  Dun- 
thorn  e,  engineering 
department;  Evans, 
representative;  Holli- 
d  a  y,  representative; 
Cocking,  automobile 
department;  Major 
Drysdale,  service  sec- 
tion; Mons.  Bouwens, 
commercial  manager 
Interests  in  London  Compagnie  Francaise 

"Amplion,"  and  Mr.  Pyke,  assistant,  public  ad- 
dress department. 


Supplement  Added  to  the 

Valley  Forge  Catalog 

Valphonic  Tone  Arm  and  Other  Products  Are 
Included  in  Latest  Supplement  to  Catalog 


Philadelphia,  Pa.,  June  5. — The  J.  A.  Fischer 
Co.,  of  this  city,  manufacturer  of  Valley  Forge 
mainsprings  and  talking  machine  replacement 
material,  has  issued  an  attractive  catalog  sup- 
plement on  Valley  Forge  products.  This  sup- 
plement presents  the  Valphonic  tone  arm  out- 
fit No.  14,  with  the  improved  Valphonic  repro- 
ducer, the  improved  Valphonic  reproducer,  the 
Bridgeport  attachment  for  the  Edison,  Val- 
phonic attachment  for  the  Edison,  Valley  Forge 
tone  arm,  Valley  Forge  mica  diaphragm  repro- 
ducers and  the  following  Valley  Forge  assort- 
ments: spring  barrel  screws,  thumb-screws, 
spring  arbor  and  shafts,  brake  springs,  gover- 
nor springs,  governor  balls,  spring  shaft  screws, 
governor  screws,  washers,  steel  pins,  pivot 
screws,  ball-bearings,  gears,  etc.  There  is  also 
shown  the  Valley  Forge  mica  cabinet  designed 
for  the  efficient  classification  of  the  various 
grades  and  thicknesses  of  mica.  The  supplement 
includes  the  Valley  Forge  mainspring  chart. 


Acme  Elec.  &  Mfg.  Go. 
Markets  Socket  Power  Unit 


Cleveland  Firm  Has  Developed  Socket  A  and 
B  Power  Unit — Features  of  Product 


Cleveland,  O.,  June  9. — The  Acme  Electric  & 
Mfg.  Co.  has  developed  a  socket  A  and  B  power 
unit  for  use  in  sets  up  to  and  including  ten 
tubes.  The  unit  consists  of  a  six-volt  storage 
battery,  capacity  40  ampere  hours,  and  a  two- 
rate  bulb  type  battery  charger.  A  B  power  sup- 
ply unit  is  used  supplied  with  three  variable 
controls,  making  it  possible  to  adjust  the  B  in- 
strument to  the  particular  operating  character- 
istic of  the  set  to  which  it  is  connected.  A 
small  relay  switch  is  so  connected  that  the  A  B 
socket  power  unit  is  automatic  in  operation  and 
is  connected  bv  switch  at  the  set. 


COTTON  FLOCKS 

Air  floated,  ill  injurious  forfis-n  matter  eliminated 
for 

Record  and  Radio  Manifactiring 
THE  PECKHAM  MFG.  CO.  2^N'r 


IT  CI  FY'<5  GRAPHITE  PHONO 
J  *    J  SPRING  LUBRICANT 

Ilsley's  Lubricant  makes  the  Motor  make  good. 
Is  prepared  in  tie  proper  consistency,  will  not  ran 
out,  dry  op  or  become  sticky  or  rancid.  Remains  in 

its  original  form  indefinitely. 
Put  up  in  1,  5,  10,  25  and  50- pound  cans  for  dealer*. 
This  lubricant  is  also  put  up  in  4-ounce  cans  to 
retail  at  25  cents  each  under  the  trade  name  of 

FITRFKA  noiseless  talking 

BalJ^RMn.   MACHINE  LUBRICANT 

Write  for  special  proposition  to  jobbers 
ILSLEY-DOUBLEDAY  &  CO.,  229-231  Front  St.,  NewYork 


Install  Stromberg-Carlson 
Receiver  in  Traveling  Home 

H.  H.  Linn,  Who  Owns  and  Lives  in  Private 
Highway  Pullman,  Expresses  Satisfaction 
With  Stromberg-Carlson  Receiver  Used 


Morris,  N.  Y.,  June  3. — An  interesting  installa- 
tion of  a  Stromberg-Carlson  six-tube  receiver 
was  recently  made  in  the  "private  highway  pull- 
man"  of  H.  H.  Linn,  president  of  the  Linn  Mfg. 
Corp.,  of  this  town.  The  "highway  pullman" 
is  complete  in  every  detail,  and  furnishes  a 
luxurious  home  for  four  people.  It  is  fitted  with 
hot  and  cold  running  water,  beds,  parlor  car 
chairs  and'  a  complete  electrical  system  for 
lighting  and  heating. 

The  Stromberg-Carlson  receiver  is  installed 
in  the  lounging  room  of  the  car,  and  the  trunk 
rail  on  top  serves  as  an  aerial  and  a  long  cop- 
per wire  with  a  handle  on  the  top  and  flexible 


Radio  in  Auto  "Pullman" 

wire  serves  as  a  ground  connection.  W  hen  the 
car  is  in  motion  the  receiver  operates  without 
a  ground.  Mr.  Linn's  duties  necessitate  his 
traveling  about  the  country  approximately 
eleven  months  of  the  year,  so  he  had  the  travel- 
ing home  constructed,  and  he  has  expressed 
great  satisfaction  with  the  Strornberg-Carlson 
set  which  he  had  installed. 


G.  W.  Griffin  Appointed  a 

Director  of  Trade  Assn. 


Los  Angeles,  Cal.,  June  4. — C.  W.  Griffin,  sales 
manager  of  Ray  Thomas,  Atwater  Kent  dis- 
tributor for  Southern  California,  was  recently 
appointed  a  director  of  the  Retail  Radio  Trades 
Association.  Mr.  Griffin  is  well  fitted  for  the 
post  and  has  been  in  touch  with  its  activities 
tor  a  long  time.  He  also  heads  the  Radio 
Show  Association  which  is  planning  to  stage  an 
extensive  radio  exposition  that  will  be  given 
this  vear. 


Jack  Klein  and  R.  S.  Crockett  have  just 
i.pened  a  new  Radiola  Specialty  Store  in  Tucka- 
hoe,  N.  Y.,  at  48  Main  street.  Victor  Ortho- 
phonic  talking  machines  and  radiolas  are  being 
handled. 


MICA  DIAPHRAGMS 

For  Loud  Speakers  and  Talking  Machines 
RADIO  MICA 

American  Mica  Works 

47  West  Street  New  York 
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STEWART-WARNER 

iJvLatched-  U nit  Radio 


Table  Model  525.  Six  tube,  Bi'ngle  dial 
vernier  control.  Cabinet  of  selected 
walnut  veneer,  richly  finished. 


With  these  Big 
Outstanding  Sales 
Features — 


Console  Model 
520.  Six  tube,  sin- 
gle dial  vernier 
control.  Selected 
walnut  veneer  cab- 
inet with  lustrous 
finish.  Ample 
space  for  all  bat- 
teries. 


Stewart- Warner 
Reproducer 
Model  420 


Two  new  models  of  Stewart-Warner 
Reproducers  are  offered  this  year.  In 
both  there  is  incorporated  a  newly 
perfected  unit  that  insures  a  remark- 
ably life-like  tone  throughout  the  en- 
tire musical  range.  Beautiful  bronze 
finish. 


T  N  these  new  models  of  the  famous  Match? 

Unit  Radio,  Stewart-Warner  has  incorpj 
rated  the  latest  developments  known  to  the^ 
radio  industry  today.  There  are  two  chassis 
models — one  fully  shielded — offering  all  these 
big  selling  features: 

1A  perfected,  locomotive  type,  positive  drive  one-dial 
control.  All  three  condensers  in  phase  at  all  times. 

2 "Vernier  dial  control— giving  greater  sensitivity  and 
permitting  effective  use  of  both  short  and  long  aerials. 

3 Oscillation  or  squeal  eliminated  without  loss  of  vol- 
ume. Think  what  this  means.  Distant  stations  can 
be  brought  in  clearly  with  plenty  of  volume. 

4 The  new  Stewart-Warner  "88  note"  audio  frequency 
transformer,  that  brings  in  the  lowest  and  highest 
notes  with  equal  volume. 

5 Translucent  dial— light  within  cabinet  shows  through 
dial  to  permit  ready  reading  of  accurately  calibrated 
wave  length  figures. 

6 Dial  panel  of  same  wood  and  beautiful  finish  as  the 
cabinets. 

These  and  other  features  make  Stewart- War- 
ner Radio  the  very  last  word  in  radio  con- 
struction. And  you  can  obtain  them  in  a  line 
of  attractive  table  cabinet  and  floor  console 
models,  priced  for  all  prospects. 


Now  is  the  Time  to  Apply  for  Your  Franchise 

A  Stewart-Warner  franchise  is  the  one  you  want.  It  gives  you  the  famous  Matahed- 
Unit  Radio  that  means  lasting  satisfaction —a  well-advertised  line  that  is  easy 
to  sell— a  protective  policy  that  means  greater  profits  for  you.  If  you  have  not 
already  done  so  tie-up  with  Stewart-Warner  now  and  be  ready  for  the  big  sales 
\.  season.  Full  details  sent  at  your  request. 

-i  —  t 

STEWART-WARNER  SPEEDOMETER  COR'N  CHICAGO,  U.  S.  A. 


Table  Model  300.  Five  tube,  three- 
dial  control.  An  extremely  efficient 
set  at  an  unusually  low  price.  Selec- 
tivity—Klistance— a  ndgreat  volume. 
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Brunswick  Cincinnati  Branch  Installs 

Handsome  Instrument  Display  Room 

Local  Dealers  Use  New  Room  to  Demonstrate  Instruments  to  Customers — E.  J.  Liebman  Joins 
M.  W.  Fantle  Sales  Staff— Starr  Piano  Co.  Store  Installs  Self-Serve  Record  Counter 


Cincinnati,  0.,  June  8.— Talking  machine  deal- 
ers in  this  city  and  suburbs  report  a  satisfactory 
volume  of  business  in  the  past  month.  Practi- 
cally all  have  shown  an  increase  in  sales  over 
the  previous  month  and  it  is  thought  that  the 
demand  will  continue  to  increase. 

Starr  Installs  "Serve-Self"  Counter 

An  addition  to  the  talking  machine  depart- 
ment of  the  Starr  Piano  Co.  is  a  serve-self 
counter  for  records,  which  is  very  popular  with 
customers  and  saves  a  great  deal  of  time  for 
the  clerks.  There  are  forty-eight  divisions  in 
which  the  records  are  displayed,  thus  enabling 
the  customers  to  look  over  the  stock  and  pick 
out  such  as  may  be  desired.  Another  addition 
to  the  Starr  store,  not  far  from  this  department, 
is  known  as  "The  Gift  Shop,"  in  which  a  fine 
line  of  imported  novelties  are  kept. 

E.  J.  Liebman  With  M.  W.  Fantle  Co. 

The  M.  W.  Fantle  Co.,  dealer  in  talking 
machines  and  repair  parts,  has  added  another 
man  to  its  sales  force,  the  latest  recruit  being 
E.  J.  Liebman,  who  is  covering  the  Ohio  and 
West  Virginia  territory.  Two  lines  just  added 
by  the  company  are  harmonicas  and  strings  for 
ukuleles  and  other  instruments. 

Columbia  Representatives  at  Convention 

Miss  Rose  Helberg,  local  manager  of  the 
Columbia  Phonograph  Co.,  and  C.  E.  Kramer, 
salesman,  have  just  returned  from  Chicago, 
where  they  went  to  attend  the  National  con- 
vention. "Business  is  very  good  for  this  time 
of  the  year,"  stated  Miss  Helberg.  "All  of  our 
line  is  moving  well,  and  we  expect  to  keep  on 
breaking  previous  sales  records.  The  demand 
for  portables  is  growing  larger,  and  it  looks 
as  though  we  will  do  a  large  business  in  these 
during  the  Summer. 

Automatic  Grows  in  Popularity 

"Things  are  very  satisfactory  with  us,"  stated 
C.  H.  North,  vice-president  of  the  Ohio  Talk- 
ing Machine  Co.  "The  Automatic  is  growing 
more  popular  all  the  time,  and  the  demand  for 
the  more  expensive  models  is  increasing.  True, 
business  is  not  what  one  would  call  brisk,  but 
there  is  no  reason,  as  far  as  I  can  see,  for  being 
discouraged." 

Ahaus  Reports  Satisfactory  Sales 

"My  experience  is  that  one  sells  most  of  what 
he  pushes  the  most,"  explained  Louis  H.  Ahaus, 
proprietor  of  the  Brunswick  Shop.  "Keeping 
this  in  mind,  we  have  been  pushing  the  more 
expensive  models,  working  among  the  class  of 
people  who  can  afford  them,  and  the  results 
have  been  satisfactory.  Trade  is  at  a  fair  level 
now,  but  we  are  just  at  the  edge  of  the  dull 
season  and  the  usual  falling  off  is  to  be  ex- 
pected. But  we  will  keep  working  just  the  same, 
getting  what  orders  we  can  and  developing  pros- 
pects." 

Grau  Is  Selling  Expensive  Models 

"A  good  demand  for  the  new  Victor  Auto- 
matic is  springing  up,"  stated  E.  W.  Young, 
manager  of  the  talking  machine  department  of 
the  Otto  Grau  Piano  Co.  "With  us  the  more 
expensive  models  are  the  best  sellers,  and  the 
line  has  been  moving  in  a  satisfactory  way. 


Business  has  been  quite  lively  in  our  record 
department  for  the  past  few  weeks  and  at  this 
time  the  demand  seems  to  be  increasing." 
Brunswick  Adds  Display  Room 

The  Brunswick-Balke-Collender  Co.  recently 
fitted  out  a  large  music  display  room  adjoining 
its  executive  offices  at  Eighth  and  Broadway, 
to  which  it  moved  a  short  time  ago.  This  room 
is  beautifully  furnished,  containing  easy  chairs 
and  a  complete  line  of  Prismatones  and  Pana- 
tropes,  with  a  large  assortment  of  records.  Here 
demonstrations  are  made  to  dealers  wyho  call, 
and  besides  this  any  local  dealer  who  so  desires 
can  bring  his  customers  here  to  hear  demon- 
strations. Local  dealers  who  have  no  demon- 
strating room  and  who  do  not  carry  a  full  line 
find  this  music  room  a  great  convenience. 
Brunswick  Branch  News 

B.  H.  Brunswick,  first  vice-president  of  the 
Brunswick  Co.,  is  on  an  extended  tour  of  Europe, 
and  probably  will  remain  two  or  three  months. 
J.  E.  Henderson,  local  manager,  is  now  spend- 
ing the  greater  part  of  his  time  on  the  road, 
visiting  Brunswick  dealers.  H.  F.  Bushle,  on 
June  1,  was  placed  in  charge  of  the  record  sales 
department,  succeeding  E.  A.  Wegert,  who  has 
gone  into  the  real  estate  business.  A  new 
Brunswick  department  for  handling  dealer 
service  was  opened  up  June  1,  with  Howard 
Sellers,  formerly  of  the  plant  in  Muskegon,  in 
charge.  E.  B.  Daulton,  formerly  with  the  Post- 
Glover  Electric  Co.,  has  been  appointed  credit 
manager  of  the  local  Brunswick  branch.  The 
company  had  a  fine  display  of  Panatropes  and 
Prismatones  at  the  convention  of  motion  picture 
men,  held  in  Columbus,  June  7  to  9. 

Interesting  Dealer  and  Con- 
sumer Radio  Survey  Made 

Barton,  Durstine  and  Osborn,  Advertising 
Agents  for  Atwater  Kent  Mfg.  Co.,  Give 
Findings  of  Extensive  Trade  Survey 

Barton,  Durstine  &  -  Osborn,  advertising 
agents  for  the  Atwater  Kent  Mfg.  Co.,  have  an- 
nounced in  the  latestissue  of  the  Atwater  Kent 
Jobber  Bulletin,  the  results  of  the  1927  survev 
of  dealers  and  the  public  conducted  in  the 
following  States:  Massachusetts,  Rhode  Island, 
Connecticut,  New  York,  New  Jersey,  Penn- 
sylvania, Maryland,  West  Virginia,  North 
Carolina,  South  Carolina,  Georgia,  Ohio,  Indi- 
ana, Illinois,  Michigan,  Iowa,  Missouri,  Nebras- 
ka and  Kansas. 

This  survey  included  4,044  personal  interviews, 
1,089  of  which  were  dealers,  of  whom  444  handle 
Atwater  Kent  radio;  and  2,955  consumers,  of 
whom  seven-tenths  are  set  owners.  Seven  out 
of  ten  dealers  reported  the  demand  for  radio 
increasing,  and  less  than  one  out  of  ten  dealers 
thought  there  was  a  decline.  The  tendency  of 
dealers  to  cut  down  the  number  of  makes  they 
handle  is  even  more  pronounced  than  it  was 
last  year.  The  proportion  of  dealers  handling 
only  tfne,  two  or  three  makes  has  increased 


from  56  to  65  per  cent.  Thirty  per  cent  of  the 
dealers  said  they  had  fewer  makes  last  year 
than  in  1925,  and  28  per  cent  said  they  were 
going  to  handle  fewer  in  1927  than  in  1926. 
Only  8  per  cent  expected  to  increase  the  num- 
ber of  lines. 

Seventy-one  per  cent  of  the  dealers  who  han- 
dle Atwater  Kent  radio  name  it  as  their  leading 
line.  Eight  out  of  ten  dealers  agree  that  the 
demand  for  cabinets  is  increasing.  Seventy- 
five  per  cent  of  the  dealers  report  that  they 
demonstrated  radio  in  the  homes  of  prospects, 
but  only  one-half  of  the  dealers  questioned  re- 
port that  they  solicit  business  outside  of  the 
store.  Trade-ins  are  not  as  yet  reported  to 
have  become  a  very  serious  problem.  Instal- 
ment buying  is  reported  still  on  the  increase, 
and  two-thirds  of  the  dealers  report  that  they 
finance  the  time  payments  themselves.  "What 
radio  set  has  been  vigorously  merchandised"  is 
another  question.  Four  out  of  five  dealers  said 
Atwater  Kent,  and  more  than  one-half  of  them 
were  not  Atwater  Kent  dealers.  Atwater  Kent 
advertising  was  favorably  mentioned  every- 
where. 

Sparton  Chime  Motor  Horn 
Used  by  Station  to  Sign  Off 

Sparks-Withington  Motor  Horn  Is  Put  to  Use 
by  Station  KFXF,  Colorado  Springs,  Colo., 
to  Chime  "Good  Night"  at  End  of  Programs 


Colorado  Springs,  Colo.,  June  4. — Countless  in- 
quiries have  poured  into  Station  KFXF,  asking 
for  an  explanation  of  the  mellow,  two-toned 


Novel  Use  of  Sparton  Chime  Motor  Horn 

instrument  that  sounds  a  brief  "good-night"  at 
the  conclusion  of  each  of  their  programs,  sig- 
naling their  "signing  off." 

The  mystery  is  explained  in  the  accompany- 
ing illustration.  The  instrument  that  sounds 
this  unique  tone,  familiar  to  all  listeners,  is  not 
a  band  or  orchestral  instrument  but  a  Sparton 
"Chime,"  one  of  the  new  type  motor  horns  that 
are  becoming  increasingly  popular  everywhere, 
a  product  of  the  Sparks-Withington  Co.,  Jack- 
son, Mich.,  makers  of  Sparton  radio  receivers 
and  automobile  horns.  The  illustration  shows 
the  announcer,  C.  R.  Hunt,  "signing  off"  in  the 
KFXF  studio,  with  the  "Chime"  at  his  left. 

A.  H.  Raetz,  of  Zinke  Co., 
Prepares  WorkRite  Ad.  Plans 

Cleveland,  O.,  June  3. — A.  H.  Raetz.  manager  of 
the  radio  department  of  the  Zinke  Co.  of  Chi- 
cago, spent  May  21  to  23  at  the  offices  of  the 
WorkRite  Mfg.  Co.,  perfecting  sales  and  adver- 
tising plans  for  the  WorkRite  line  of  super- 
Neutrodyne  radios  for  the  coming  season. 

The  W  orkRite  line  has  been  greatly  improved 
by  the  adoption  of  every  thoroughly  tested  im- 
provement in  radios  that  has  been  brought  out 
during  the  past  few  months.  Each  set  is  housed 
in  a  beautiful  cabinet  of  pleasing  design  and  ex- 
cellent construction. 

By  selecting  the  Zinke  Co.  to  handle  national 
sales,  the  WorkRite  Mfg.  Co.  will  be  in  a  po- 
sition to  handle  distribution  in  territory  which 
it  had  not  previously  covered,  as  well  as 
to  better  serve  the  territory  in  which  WorkRites 
have  been  marketed  during  the  past  five  years. 


PHONOGRAPH 

RADIO  CASES 
Reinforced  3-ply  Veneer 

The  Standard  Case  for  Talking 
Machines  and  Radio  Sets 

Lmt    ut    figurm    on    your  rmquirmmmntt 

MADE  BY 

PLYWOOD  CORPORATION,       Goldsboro,  N.  C 

Mill,  in  V».,  N.  C.  »Dd  S.  C. 
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lear  Analysi 


of  the 


Radio 


MODEL  LB 


RETAIL  PRICE 

Slightly  Higher  in  the  West 


cmic 

Speakers 


319  Sixth  Avenue 


The  outstanding  success  in  the  Radio  Speaker 
field  at  the  Radio  Show  in  Chicago  was  the  per- 
formance of  the  Melofonic  Radio  Speakers  in  con- 
junction with  the  newest  radio  receivers. 

Built  to  withstand  the  high  voltage  demands  of 
the  new  receivers,  the  Melofonic  will  be  the  trade's 
greatest  and  most  modern  speaker.  Hear  it  today 
and  you  will  become  another  big  booster  for  the 
Melofonic  this  year. 


PROGRESSIVE  MUSICAL 
INSTRUMENT  CORP. 


New  York,  N.  Y. 


DISTRIBUTORS 

Some  desirable  territory  still 
open.  Write  today  before  all 
territories  have  been  allotted. 


MODEL  M 

$28-50 

RETAIL  PRICE 
Slightly  Higher  in  the  W'est 
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BRILLIANCY 


New  York  Philharmon 


SO 


No  Imitations 

For  your  own  protection  look  for 
"The  Audak  Company"  (stamped 
on  every  genuine  instrument) 


Y^S,  they  are  both  orches-  mm 
tras,  to  be  sure.  But  the  ^ 
small  one  is  sadly  handicapped 
by  the  limited  range  of  its  few 
instruments.  By  no  means  can  it 
produce  the  well  rounded  out 
rendition  of  the  larger,  more  com- 
plete orchestra. 

The  Same  With  Reproducers  — 

The  new  electrically  cut  records 
are  so  remarkably  true  to  the 


original  performance,  t 
any  reproducer  is  bou 
fair  results,  but, — 


It  requires  an  ULTRA- 2 
an  ULTRA-perfect-J 
words  an  ULTRA  (pho 
ducer  to  bring  out  the  tti 
detail  and  beauty — eve\ 
recorded  on  these  reco 


This  tag  is  always  attached  to  every 
Genuine  ULTRA 


The  AUDAK  COI 

Makers  of  Acoustical  and  Electrical 
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estra 


sfORITY 


POWER 


almost 
o  give 


itive- — 
other 
ilepro- 
:ndous 
ling— 


with  the 

ULTRA 

(Phonic) 

Reproducer 


PANY, 


iratus  for  More  Than  10  Years 


565  FiSth  Ave 
New  York 


The  standard  by 
tvhich  all  others 
are  judged  and 
valued 


Retail  Prices 

Polyphase  Ultra  $12.50 
Singlephase  Ultra  $8.50 
Revelation  Ultra  $5.50 
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m 


Announcing  for  1927 


An  Amazing  Achievement! 

Our  new  Saxophonic  Instruments  in  combination 
with  the  famous  ULTRA  (phonic)  Reproducer, 
made  by  the  Audak  Co.,  are  the  outstanding  develop- 
ment in  recorded  entertainment  permitting  a  refine- 
ment of  sound  reproduction  possible  in  no  other  way. 

TVve  ^°£ptoducet 


The  Standard  by  which  all  repro- 
ducers  are   judged  and  valued! 


Five 
Models 

of 
Twelve 


MODEL  200 

1he  Sonnets 

43'HIGH   3O"WI0E  ai'DEEP 


A  Phonograph  of  Artistic  Beauty.     Jacobean  Period 
with  Burl  Walnut  Front  and  Birdseye  Maple  Panels 
with  Rose  Decorations. 


An   Instrument  of  Distinction,   featuring  full  length 
amplifying   tone   chamber   with   the   improved  Saxo- 
phonic Equipments,  makes  this  the  Phonograph  with 
the  Magic  Voice. 


Model  110 
34  in.  High,  35  in.  Wide, 
22  in.  Deep 


Model  85 
Saxophonic  Consolette 
36  in.  High,  21  in.  Wide, 
21   in.  Deep 


Model  125 
34  in.  High,  35  in.  Wide, 
22  in.  Deep 


Write  at  once  for  Our  Booklet  and  Special  Discount  and 
Act  Quickly.    Be  first  to  offer  these  new  instruments  to 
the  trade  who  are  ready  to  receive  them. 

PLAYER -TONE  TALKING  MACHINE  CO. 

Office  and  Sales  Rooms:  632  Grant  St.,  Pittsburgh,  Pa. 

IPliiiiiiiiii  iiiHiiiiiiiiiiiiiiii  n1  h'liini.ii  ii  ii'ini-iMiiMiNiM  in  ,tM!h.n  'i  iP'iniM  iin  miiiiiiiii  iiim  iiiiiiiiiimiiiiiiiiiiiiiiiiiiiiiiiiiiiii  iiiiiiiMnl 
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New  Freed-Eisemann 

Set  Is  Truly  "Electric" 

Product  Is  a  Six-Tube  Set  With  Three  Stages 
of  Neutrodyne  Radio  Frequency — No  Bat- 
teries, Chargers  or  Similar  Accessories 


Several  years  of  engineering  effort  are  em- 
bodied in  the  all-electric  receiver  which  has  been 
announced  to  the  trade  by  the  Freed-Eisemann 


New  Freed-Eisemann  Model 

Radio  Corp.,  Brooklyn,  N.  Y.,  through  its  presi- 
dent, Joseph  D.  R.  Freed. 

This  new  set,  illustrated  herewith,  is  in  every 
sense  "electric,"  according  to  Mr.  Freed,  who 
points  out  that  there  are  no  batteries,  dry  cell 
tubes,  trickle  chargers  or  any  accessories  of 
that  nature.  The  110-volt  alternating  current  of 
the  lighting  system  simply  passes  into  a  tube 
designed  for  that  purpose  and  comes  out  as 


rectified  direct  current.  This  is  turned  into  true 
direct  current  by  using  a  filter  and  in  that  man- 
ner it  is  balance  to  all  the  A,  B  and  C  needs 
of  the  set.  Special  taps  are  provided  so  that  the 
filter  can  be  varied  to  the  particular  voltages 
characteristic  of  the  various  cities  in  the  United 
States.  The  entire  operation  of  the  set  is  auto- 
matic. Even  though  the  direct  current  is  raised 
to  high  voltage  for  the  B  and  C  uses,  and  is  cut 
down  to  low  for  A,  it  is  said  that  these  changes 
are  part  of  the  system  of  the  set  and  operate 
automatically  without  any  attention  whatever, 
the  owner  simply  tuning  in  the  station  desired. 

Exhaustive  tests  have  been  made  in  connec- 
tion with  the  special  tube  used  for  rectification 
purposes,  according  to  Mr.  Freed.  The  results 
of  the  tests  indicate  a  minimum  life  of  the  tube 
of  1,000  to  1,400  hours.  At  the  end  of  its  long 
life,  the  tube  may  be  replaced  inexpensively  at 
any  dealer's  shop. 

Mr.  Freed  stated  that  prior  to  announcing  the 
new  Freed-Eisemann  electric  set  to  the  radio 
buying  public,  several  hundred  were  sent  to 
various  sections  of  the  country  for  performance 
tests  and  many  enthusiastic  reports  from  laymen 
and  engineers  have  been  received.  It  is  said  to 
be  entirely  free  of  hum  or  noises  and  embodies 
new  features  of  design. 

The  new  product  is  a  six-tube  set  with  three 
stages  of  Neutrodyne-tuned-radio-frequency, 
one  of  which  is  inductively  tuned.  Incorporated 
in  this  receiver  is  the  Freed-Eisemann  "Induc- 
tor," which  guarantees  extraordinary  selectivity 
and  provides  for  equal  amplification  on  all  wave 
lengths,  an  exclusive  Freed-Eisemann  feature. 
The  receiver  is  completely  metal  shielded,  with 
controls  and  jewel  pilot  light  mounted  on  a 
richly  embossed  panel.  The  audio,  stages  are 
supplemented  by  an  output  transformer. 


Harry  A.  Sooy  of  Victor 

Recording  Staff  Is  Dead 

Associated  With  Victor  Talking  Machine  Co.  in 
Recording  Laboratories  for  Twenty-five  Years 
—Two  Brothers  Now  With  Victor  Co. 


Oakland,  Cal.,  June  2. — Harry  A.  Sooy,  who 
has  for  the  past  twenty-five  years  been  one 
of  the  leading  experts  in  the  recording  labora- 
tories of  the  Victor  Talking  Machine  Co.,  died 
here  last  week.  Mr.  Sooy  was  stricken  with 
an  attack  of  pneumonia  last  Winter,  and  since 
that  time  his  health  has  been  poor.  Mr.  Sooy 
entered  the  recording  end  of  the  talking  ma- 
chine business  and  was  said  to  be  one  of  the 
best  versed  men  in  the  history  of  recording 
science.  Two  brothers,  Raymond  and  Charles 
Sooy,  are  members  of  the  Victor  recording 
laboratories. 

Mrs.  Sooy  was  with  her  husband  at  the  time 
of  his  death.  The  deceased  was  fifty-two  years 
of  age.  The  body  was  sent  to  Camden,  N.  J., 
for  burial. 


Watsontown  Products  Shown 


Atlantic  City,  N.  J.,  June  4. — The  Watson- 
town Table  &  Furniture  Co..  of  Watsontown, 
Pa.,  had  a  display  of  its  new  line  of  radio  cabi- 
nets on  the  boardwalk  here.  H.  W.  Brombach, 
president  of  the  company,  was  personally  in 
charge  of  the  display,  which  attracted  consider- 
able attention  from  visitors. 


Arthur  W.  Deas  Jr.  Married 


Norman  Brokenshire,  radio  announcer,  is  an 
enthusiastic  endorser  of  the  Stromberg-Carlson 
Treasure  Chest  receiver,  having  purchased  a  set 
recently  from  Jerome  S.  Hass,  dealer  at  Atlan- 
tic City,  N.  J. 


Minneapolis,  Minn.,  June  3. — Arthur  W.  Deas 
Jr.  representative  of  the  Victor  Talking  Ma- 
chine Co.,  covering  the  Central  Northwest  ter- 
ritory, married  Miss  Beatrice  Boegen,  of  Chi- 
cago, the  latter  part  of  last  month.  The 
happy  couple  will  reside  in  this  city. 


Helycon  Tone  Arm  No.  509 

THE  continuous  taper  of  Helycon  Tone  Arm 
No.  509  is  acoustically  correct.  It  is  particu- 
larly adapted  to  phonographs  equipped  with  new 
type  reproducers  and  new  long  air  column  ampli- 
fiers with  enlarged  bell-opening. 

Made  of  heavy  seamless  drawn  brass,  nickel 
plated;  black  enamelled  bracket,  that  ensures 
free  sensitive  swing  and  prevents  tipping  or 
binding;  all  joints  air-tight,  felt-bushed  to  pre- 
vent metallic  vibration. 

Helycon  Tone  Arm  No.  509  is  the  outcome  of 
unceasing  research,  plus  precision  manufactur- 
ing, a  worthy  representative  of  the  Pollock- 
Welker  line  of  Helycon  precision-built  phono- 
graph equipment. 

Pollock -Welker,  Limited 

Established  1907 — Pioneers  in  the  Phonograph  Industry 

KITCHENER  —  CANADA 

Cable  Address — Polwel,  Kitchener  Code — A. B.C.  5th  Edition,  Bentley's 
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Three  New  Radio  Models 

Feature  1927  Bosch  Line 


Models  57,  66  and  76  Are  Outstanding  Bosch 
Radio  Receivers — Line  Also  Includes  Ambo- 
tone  Reproducer  and  Power  Units 


Three  models  of  radio  receivers,  illustrated 
herewith,  feature  the  1927  line  of  Bosch  radio 
which  has  been  announced  to  the  trade  bv  the 


Bosch  Radio  Model  57 

American  Bosch  Magneto  Corp.,  Springfield, 
Mass.  They  are  models  57,  66  and  76.  In  addi- 
tion, the  Bosch  line  will  include  the  Ambotone 
reproducer,  Nobattry  A  and  Nobattry  B,  for 
supplying  A  and  B  power  from  the  light  socket 
and  the  Powertrol,  which  prevents  direct  cur- 


KFL  circuit,  with  built-in  loop  and  speaker  and 
one-dial  control.  Its  walnut  cabinet  has  a 
spacious  power  unit  compartment.  It  is 
equipped  with  an  electrically  lighted  dial  with 
Bosch  Line  O'Lite  tuning,  is  armored  and 
shielded,  wired  for  battery  or  socket-power  op- 
eration and  operates  on  loop  or  wire  antenna 
from  two  or  two  hundred  feet.  A  distinctive 
feature  of  this  receiver  is  the  Clarifier,  which 
automatically  compensates  for  the  antenna  and 
for  the  different  characteristics  of  reception  be- 
tween the  two  ends  of  the  broadcast  band.  To 
tune  out  strong  locals,  the  station  selector  and 
clarifier  are  adjusted  to  the  local  station  with 
volume  reduced.  The  selector  is  then  turned 
slightly  with  the  volume  increased  until  the  de- 
sired station  is  received. 

Model  66  is  a  six-tube  table  type  receiver,  de- 
signed to  occupy  small  space  without  sacrificing 
the  efficiency  of  electrical  design.  It  has  a 
Bosch  RFL  circuit,  single  station  selector, 
electrically  lighted  dial,  Bosch  Line  O'Lite 
tuning,  and  is  armored  and  shielded  and  wired 
for  battery  or  socket  power  operation.  It  is 
housed  in  a  walnut  cabinet  with  clarifier  for  fine 
tuning. 

Model  76  is  also  a  six-tube  receiver  with  cir- 
cuit and  equipment  similar  to  Model  66,  but  is 
furnished  both  with  and  without  a  built-in  Bosch 
cone  reproducer. 

In  addition  to  the  electrical  excellence  of 
Bosch  radio^  Bosch  engineers  have  endeavored 


to  produce  a  "transportation  proof"  receiver,  in 
strength  of  design,  rigidity  of  assembly  and 
elimination  of  separated  units,  thus  avoiding 
damage  in  transit.  Many  improvements  in 
shielding,  tube  socket  bases,  input  and  output 


Bosch  Radio  Model  76 

terminals,  volume  control,  amplification  and 
tuning  have  resulted  from  extensive  tests  and 
close  study  by  the  Bosch  engineering  depart- 
ment. 


Bosch  Radio  Model  66 

rent  passing  from  the  radio  receiver  into  the 
reproducer  with  possibility  of  damage. 
Model  57  employs  seven  tubes  in  a  Bosch 


Latest  Patents  Granted  in 

Talking  Machine  Field 

Automatic  Stop  For  Phonographs.  Hugo  F.  Spengler, 
Chicago,  111.     Patent  No.  1,613,914. 

Phonograph.  Nelson  C.  Durand,  Newark,  N.  J.,  as- 
signor to  Thomas  A.  Edison,  Inc.,  West  Orange,  N.  J. 
Patent  No.  1,615,114. 

Combined  Phonograph  and  Radio  and  Coordinating 
Unit  Therefor.  Alfred  H.  Haag,  Baltimore,  Md.,  as- 
signor of  one-half  to  Hayward  Fairbanks,  Merchantville, 
N.  J.    Patent  No.  1,615,123. 

Stop  Mechanism  for  Talking  Machines.  Lloyd  Y. 
Squibb,  Camden,  N.  J.,  assignor  to  the  Victor  Talking 
Machine  Co.,  same  place.    Patent  No.  1,615,243. 

Combination  Radio  and  Phonograph  Cabinet.  Joseph 
Di  Stanislao,  Camden,  N.  J.    Patent  No.  1,616,217. 

Method  and  Apparatus  for  Coordinating  Radio  and 
Phonograph  Reproduction.  Reginald  A.  Fessenden, 
Chestnut  Hill,  Mass.    Patent  No.  1,616,416. 

Portable  Talking  Machine.  Joseph  Wolff,  Brooklyn, 
N.  Y.,  assignor  to  the  Sonora  Phonograph  Co..  same 
place.    Patent  No.  1,616,738. 

Needle  Retainer  for  Phonograph.  Joseph  Wolff, 
Brooklyn,  N.  Y.,  assignor  to  the  Sonora  Phonograph 
Co.,  same  place.     Patent  No.  1,616,732. 

Tone  Regulator  for  Phonographs.  Henry  K.  Hess, 
Syracuse,  N.  Y.    Patent  No.  1,617,158. 

Tone  Arm  for  Phonographs.  Morris  M.  Gruber,  East 
Orange,  N.  J.,  assignor  to  the  Sonora  Phonograph  Co., 
Brooklyn,  N.  Y.     Patent  No.  1,619,467. 


Graphophone  Needle.  Ernest  Ft.  Hasse,  New  London, 
Conn.     Patent  No.  1,619,863. 

Electric  Phonograph  Record  and  Method  of  Making 
the  Same.  Arthur  Mutscheller,  New  York,  N.  Y.  Patent 
No.  1,620,122. 

Phonograph.  Frank  J.  Seabolt,  Schenectady,  N.  Y. 
Patent  No.  1,622,005,  assignor  to  the  Phonograph  Co., 
Delaware. 

Phonograph  Reproducing  Apparatus.  Adolph  A. 
Thomas,  New  York.     Patent  No.  1,622,011. 

Phonograph  Mechanism.  Fred  H.  Doerr  and  Gordon 
E.  Roedding,  Grand  Rapids,  Mich.    Patent  No.  1,622,423. 

Multiple-Record  Phonograph.  Daniel  D.  Beenken, 
Santa  Barbara,  Cal.     Patent  No.  1.622,756. 

Phonograph.  Frank  J.  Seabolt,  Schenectady,  N.  Y., 
assignor  to  The  Phonograph  Co.,  Delaware,  Md.  Patent 
No.  1,622,814. 

Phonograph.  Ignatius  J.  Vetter,  New  York,  N.  Y. 
Patent  No.  1,623,451. 

Phonograph.  Frank  J.  Seabolt,  Schenectady,  N.  Y. 
Patent  No.  1,623,559,  assignor  to  the  PhonogTaph  Co. 
Delaware. 

Sound  Record.  Frank  C.  Hinkley,  Stratford,  Conn, 
assignor  to  the  Columbia  Phonograph  Co.,  Inc.,  Bridge 
port,  Conn.    Patent  No.  1,625,705. 

Phonograph.  Henry  C.  Stoll  and  Hugo  L.  Schroder 
New  York,  assignors  to  Harry  B.  Kanter,  Philip  S.  Mc 
Lean  and  said  Schroder,  all  of  New  York.  Patent  No 
1,628,285. 

Phonograph.  John  Wahlberg,  New  York,  N.  Y.  Pat 
ent  No.  1,628,289. 

Talking  Machine  Record.  Frank  L.  Dyer,  Mont 
clair,  N.  J.    Patent  No.  1,628,058. 


STYLE  21 
Genuine  Mahog- 
any    or  Walnut 
only. 

STYLE  21-B 
Same    with  both 
top  panels  hinged 
to  accommodate 
Radio  Panel. 


Phonographs  and 
Radio  Cabinets 


These  illustrations  show  several 
of  the  many  late  models  of 
our  line,  which  have  been  re- 
designed, right  up  to  the  min- 
ute, with  especial  reference  to 
the  Radio-Phonograph  Combina- 
tion, destined  to  be  the  standard 
household  unit. 


STYLE  17 
Genuine  Mahog- 
any   or  Walnut 
Phonograph  only 


STYLE  85— RADIO 
Accepts  Panels  Up  to 


CONSOLE 
8x26  Inches. 


These  instruments  are  produced 
in  all  the  popular  finishes  and 
styles,  including  Uprights,  Con- 
soles and  Wall  Cabinets,  and 
our  facilities  enable  us  to  make 
prompt  deliveries  and  most  at- 
tractive trade  prices.  Catalog 
and  price  list  mailed  on  request. 


STYLE  1 
Gum  Mahogany, 
Golden  or  Fumed 
Oak. 


Excel  Phonograph  Manufacturing  Company 

402-414  West  Erie  St.,  Chicago,  Illinois 


STYLE  2 
Gum  Mahogany. 
Golden  or  Fumed 
Oak. 
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Build  to  excel,  not  undersell 


Sockets   Power    /  Units 

The  heart^of  the^radio  set 


Here  are  three  new  Socket  Power  Units 
made  the  Universal  way  with  quality, 
satisfaction  and  long  life  built  into  every 
detail. 

The  "A"  unit  is  a  dependable  source 
of  "A"  power  equipped  with  Westing- 
house  Rectox  Dry  Plate  Rectifier  con- 
trolled by  set  switch.    Has  "B"  Plug-in. 

The  "B-C"  unit  delivers  40  mils  at 
180  volts.  Ideal  for  171  power  tube  op- 
eration. Guaranteed  delivery  of  proper 
voltages  to  each  tube,  as  specified  by  set 
manufacturer.  Seven  taps — two  for  "C" 
voltages  and  all  variable,  due  to  the  use 


of  wire  wound  resistances  throughout. 
Improved  filter  circuit.  Designed  for 
use  with  Raytheon  BH-85  mil  long-life 
rectifying  tube.  Raytheon  approved. 
Operates  perfectly  on  every  set  manu- 
factured. Will  sell  readily  and  stay  sold! 

"A-B-C"  Socket  Power  Unit.  This 
unit  is  a  combination  of  the  "A"  and 
"B-C"  units,  all  contained  in  one  case. 
Set  switch  controls  it. 

The  cases  of  all  units  are  unusually 
attractive  and  are  finished  in  brown 
crackled  lacquer. 

Send  the  coupon  for  full  information. 


UNIVERSAL  BATTERY  COMPANY 

3455  South  La  Salle  Street,  Chicago,  111. 

Batteries  for  Every  Purse  and  Purpose 

RADIO      AUTOMOBILE      FARM  LIGHT 

Parts  for  All  Makes  of  Batteries    -    Shop  Equipment 

IT     "T  "^^^  T  T  ^II    "J"  I  ^  T"^     £^      \  UNIVERSAL  BATTERY  CO. 

1  \       I      \/  /  ^  I     3455  South  La  Salle  Street 

VJ    JL^     JL     V  U/    IV  VI   /     V  I    ^        I     Chicago,  Illinois 

*^  w  '  1  Please  send  full  particulars  of  your  Radio  Socket  Power  Units. 

T>  A  nrnrT7T>  TT?C  I  l::.:::..:::::z::z:::::: :::::::: ' 
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Wisconsin  Radio  Trades  Association  to 

Hold  Annual  Show,  October  4  to  9 

Music  Dealers  Asked  to  Unite  in  Presenting  Show — Body  Seeks  to  Have  Federal  Radio  Trade 
Association  Meet  in  Milwaukee — Sales  Campaign  Proves  Successful 


Milwaukee,  Wis.,  June  9. — The  Wisconsin 
Radio  Trades  Association,  one  of  the  foremost 
organizations  of  its  kind,  is  formulating  plans 
for  its  annual  Radio  Week  in  Milwaukee,  and 
for  the  convention  of  the  Association,  which 
will  be  held  at  the  same  time. 

Plan  Combined  Radio-Music  Show 

Dates  for  the  Radio  Show  have  been  set  for 
October  4  to  9,  inclusive,  and  it  will  be  held  in 
the  Milwaukee  Auditorium  as  heretofore.  The 
radio  men  are  asking  the  Wisconsin  Associa- 
tion of  Music  Merchants  to  unite  with  them  in 
putting  on  this  year's  showr,  and  it  is  expected 
that  in  addition  to  the  main  hall,  which  the 
Association   has   required   in   the   past,   it  will 


be  necessary  to  use  some  of  the  smaller  halls 
of  the  auditorium. 

Seek  Federated  Radio  Trade  Assn.  Meeting 

At  a  recent  meeting  the  Association  discussed 
plans  to  bring  the  next  meeting  of  the  Federated 
Radio  Trades  Association  to  Milwaukee.  The 
meeting  was  held  at  the  Elks'  Club,  and  Ray 
Pfau  and  Earl  Ferguson,  of  the  convention  com- 
mittee of  the  Milwaukee  Association  of  Com- 
merce, and  Walter  Kluge,  chairman  of  the  con- 
vention committee  of  the  radio  group,  addressed 
the  meeting. 

"Ask  'Em  to  Listen"  Drive  Successful 

Prizes  to  the  winners  in  the  "Ask  'Em  to 
Listen"  radio  sales  campaign,  sponsored  by  the 


AWARDED  FIRST  PRIZE 
AT  INTERNATIONAL  EXPOSITION 
OF  MUSIC, 
GENEVA,  SWITZERLAND,  1927 


The  Pocket  Phonograph 
That  Startled  All  Europe 


Playing 


Plays  10* 1  Records 
Perfectly 


Nothing  sells  so  fast  as  the  unusual — provided 
it  is  useful  and  practical. 

Think  of  it !  Here  at  last  is  a  pocket-size 
phonograph  (only  4%"  in  diameter  by  1^4"  high, 
weighs  only  2}i  lbs.)  that  plays  10"  records 
with  the  same  clearness  and  quality  of  tone  as 
the  best  large-sized  machine. 

The  hundreds  and  thou- 
sands of  vacationists  who 
want  a  portable  phonograph 
during  the  coming  season 
have  only  to  see  and  hear  the 
Mikiphone — and  they  are  sold, 
for  there  is  nothing  to  ap- 
proach it. 

The  Mikiphone  is  a  product 
of  Swiss  Craftsmanship,  the 
standard  of  the  world  for  ap- 
pearance, precision  and  dura- 
bility. 


Music-mad  America  is  losing  no  time 
in  outdoing  Mikiphone's  European 
success. 

Equipped  with  a  marvelous  motor, 
heavily  nickel-plated,  durable  in  con- 
struction, handsome  in  appearance. 

Your  profits  commence  the  minute 
you  display  it,  for  the  ingenious 
Mikiphone  draws  crowds  instantly. 

Retails  for  $15 — liberal  jobber  and 
dealer  discounts.  Sample  $9 — write 
today. 

Be  among  the  successful  dealers 
who  will  cash  in  on  the  summertime 
demand  for  Mikiphone,  the  smallest 
phonograph  in  the  world. 


A  Jazz  Band  in  Your  Pocket 


Closed 


MIKIPHONE,  S.  A.  Inc. 

44  WHITEHALL  STREET  NEW  YORK,  N.  Y. 


Wisconsin  Radio  Trades  Association,  were 
awarded  at  a  meeting  of  the  Association  on 
June  1  at  Milwaukee.  Edgar  Muehr,  of  Fos- 
ter's, Inc.,  Racine,  Wis.,  won  the  grand  prize, 
awarded  to  the  salesman  who  sold  the  great- 
est number  of  receiving  sets  of  any  make,  and 
he  also  won  in  his  own  division.  J.  N.  Kleiner, 
of  the  Kleiner  Music  Co.,  won  a  prize  in  one 
of  the  divisions,  and  other  winners  of  awards 
were  William  Schaefer,  Schaefer  and  Hastrich, 
R.  H.  Hastings,  Central  Sporting  Goods  Co.,  all 
of  Milwaukee;  A.  A.  Koler,  of  McCoy  Rober- 
ton,  and  Frank  Hoehl,  of  Gimbel  Bros.,  Mil- 
waukee, were  winners  of  the  special  awards. 

The  success  of  the  contest  may  be  seen  in 
the  fact  that  April,  usually  a  poor  month  for 

radio  sales,  was  one  of  the  best  months  of  the 
year,  and  was  brought  to  a  higher  peak  than  the 

business  enjoyed  in  March. 

Badger  Reports  Good  Sales 

According  to  reports  from  the  Badger  Talking 
Machine  Co.,  Victrola  business  throughout  the 
State  is  coming  up  to  expectations,  and  a  re- 
cent trip  through  the  territory,  made  by  G.  J. 
Daley,  Victor  representative,  revealed  that  mer- 
chants have  been  making  very  satisfactory 
showings  of  the  new  line  and  that  they  are  get- 
ting results. 

Panatropes  Enjoy  Good  Demand 

Carl  Lovejoy,  Milwaukee  representative  of  the 
(Brunswick  Co.,  states  that  high-priced  merchan- 
dise is  going  especially  well,  and  that  capacity 
business  is  being  done  on  Models  138  and 
148.  Deals  are  more  attractive  than  hereto- 
fore, Mr.  Lovejoy  points  out,  because  of  the 
higher  figure  involved,  and  as  the  people  buying 
high-priced  units  are  generally  in  a  position  to 
pay  cash,  this  business  is  extremely  desirable. 
The  Panatrope  continues  to  be  in  great  demand, 
and  Mr.  Lovejoy  said  that  April  proved  to  be 
a  record  month,  with  May  equally  satisfactory. 
Big  Field  for  New  Instruments 

There  is  a  big  field  for  development  in  famil- 
iarizing hotels  and  restaurants  with  the  value  of 
the  new  phonographs  for  the  entertainment  of 
diners,  according  to  Henry  M.  Steussy,  vice- 
president  and  general  manager  of  the  Kessel- 
man-O'Driscoll  Co.  Mr.  Steussy  announced 
that  he  has  recently  equipped  the  beautiful  new 
Randolph  Hotel,  in  Milwaukee,  with  Brunswick 
Panatropes  for  use  in  the  main  dining  rooms, 
the  mezzanine,  and  private  dining  rooms,  and 
that  the  new  million  dollar  Eagles  club  room 
at  Milwaukee  has  been  equipped  with  several 
Orthophonic  Credenzas  and  a  new  1860  Ortho- 
phonic  combination  which  supplies  all  the  music 
in  the  main  dining  room. 

"We  have  also  equipped  several  of  the  finest 
Summer  homes  around  Milwaukee  with  these 
new  instruments,  and  this  would  indicate  an  al- 
lied field  which  I  think  will  afford  profitable 
cultivation,"  declared  Mr.  Steussy.  "I  believe 
that  any  salesman  representing  a  reliable  line 
such  as  the  Victrola  or  the  Brunswick  can  have 
no  excuse  for  falling  down  in  sales  with  such 
opportunities  at  hand,  for  we  find  that  this  field 
has  hardly  been  scratched. 

"There  will  never  be  a  time  when  sales  of  this 
kind  are  as  easy  as  they  are  now.  and  the  better 
class  of  trade  which  we  wish  to  sell  has  the 
money  to  buy,  so  it  is  up  to  the  salesman  to 
bid  for  a  share  of  the  consumer  dollars." 
Record  Business  Continues  Good 

Record  business  maintains  a  good  volume,  ac- 
cording to  the  reports  of  dealers,  and  according 
to  William  F.  Armstrong,  manager  of  the 
phonograph  and  record  department  at  the  Bos- 
ton store,  there  is  a  particularly  strong  demand 
for  the  more  expensive  records. 

Amend  Incorporation  Articles 

Announcement  has  been  made  of  the  amend- 
ment of  the  articles  of  incorporation  of  the  Car- 
berry-Parker  Co.,  Badger  Music  Shop,  when  the 
name  of  the  corporation  was  changed  to  the 
"Badger  Music  Shop." 

Blandin  Co.  in  Bankruptcy  Proceedings 

Three  creditors  of  the  Blandin  Phonograph 
Co.,  Racine,  started  involuntary  bankruptcy  pro- 
ceedings against  that  company  in  the  Federal 
District  Court  at  Milwaukee. 
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~he  Speaker 


AKER 


So  far  it  has  done  its  own  talking— 

Here's  one  typical  example 


When  the  Wirt  entered  the  market  last  fall 
it  stepped  in  among  speakers  of  every  type, 
quality  and  price  —  some  well  established, 
widely  advertised  and  having  a  definite  de- 
mand. 

What  chance  was  there  for  a  newcomer? 

Our  first  call  was  on  one  of  the  biggest 
and  best  jobbers  in  Philadelphia.  "I'm  not 
interested  in  taking  on  a  new  speaker,"  he 
said,  "I'm  entirely  satisfied  with  the  line  I 
now  carry." 

Then  we  let  the  Wirt  do  the  talking.  After 
comparing  it  with  the  line  he  carried  (which 
sells  for  much  more  than  the  Wirt)  he  said, 
"That's  fine.  I'll  take  a  thousand  right  now 
if  you'll  give  me  exclusive  in  the  Philadelphia 
territory."  We  explained  that  of  course  we 
couldn't  do  that,  but  he  ordered  anyway  — 
$20,000  worth  at  list  prices,  sold  them  all, 
and  came  back  for  more!    Incidentally,  this 


represented  a  profit  of  $8,000  to  the  dealers 
who  bought  from  him. 

From  then  on  we  let  the  Wirt  do  its  own 
"talking."  And  it  "spoke"  so  eloquently  that 
our  complete  production  was  quickly  ab- 
sorbed, and  almost  wholly  in  this  one  market. 

As  soon  as  we  caught  up  we  let  the  Wirt 
sell  itself  in  other  markets,  which  it  did  so 
successfully  that  within  these  few  months 
national  coverage  has  already  been  secured 
— the  most  remarkable  reception  ever  given 
a  radio  speaker. 

"The  Speaker  of  the  Day"  stands  before 
you  ready  to  demonstrate  to  you  that  it  is 
comparable  with  the  best  from  the  standpoint 
of  clarity,  volume  and  tonal  qualities.  And 
the  Wirt  retails  at  only  $20. 

Wire  your  jobber  to  send  you  one.  Let  it  prove 
its  own  merits.  When  it  does — and  it  will — place 
your  order  well  in  advance  of  the  season,  for  the 
Wirt  is  going  to  make  radio  history  this  fall. 


5245  Greene  Street, 
Philadelphia,  Pa. 
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Present  Otto  N.  Frankfort 

With  Silver  Loving  Gup 

Vice-President  in  Charge  of  Sales  of  Mohawk 
Radio  Corp.  is  Honored  by  Sales  Organiza- 
tion— Indian  Chief  Visits  Headquarters 


Chicago,  III.,  June  3. — The  Mohawk  radio  dis- 
tributors' convention  held  in  the  Congress 
Hotel,  this  city,  May  2  to  4,  which  brought 
sixty-six  distributors  from  every  State  in  the 


Otto  N.  Frankfort  and  Chief  Clearwater 

Union  and  Canada,  was  an  outstanding  success. 
During  the  convention  the  sales  organization  of 
the  Mohawk  Corp.  of  Illinois  presented  to  Otto 
N.  Frankfort,  vice-president  in  charge  of  sales, 
ii  most  gorgeous  silver  loving  cup,  a  reproduc- 
tion of  which  is  shown  herewith. 

On  Wednesday,  May  3,  Chief  Clearwater,  a 
Cherokee  Indian,  who  was  a  visitor  at  the  Mo- 
hawk plant  w  Chicago,  was  photographed  with 
Mr.  Frankfort  and  the  loving  cup  in  the  latter's 
office  at  Diversey  boulevard. 

The  Mohawk  one-dial  radio  sets  are  all  named 
after  Indians.  The  Cherokee  model  was  one 
of  the  two  most  popular  models  which  the  com- 
pany built  in  1926-1927,  and  in  this  way  Chief 
Clearwater,  of  the  Cherokee  Tribe,  himself  an 
owner  of  one  of  the  Cherokee  models,  became 
acquainted  with  the  Mohawk  Corp.  of  Illinois, 
and  on  his  trip  to  Chicago  paid  a  visit  to  head- 
quarters. 


Freshman  Power  Speaker 

Introduced  to  the  Trade 


A  new  combination  amplifier  and  loud  speaker, 
housed  in  an  attractive  mahogany  table,  has 
been  announced  to  the  trade  by  the  Chas. 
Freshman  Co.  Inc.,  New  York.  The  combina- 
tion is  called  the  Freshman  Power  Speaker,  and 
is  designed  for  use  in  any  type  of  radio  set 
having  one  stage  of  audio  frequency  amplifica- 
tion or  the  equivalent.     The  amplifier  in  the 


Power  Speaker  is  said  to  take  the  place  of  the 
second  stage  of  audio  frequency  in  the  radio  set, 
thus  eliminating  the  possibility  of  distortion. 
The  amplifier  requires  no  batteries,  as  it  ob- 
tains its  power  directly  from  the  110-volt  60- 
cycle  house  lighting  system.  As  an  amplifier 
tube  the  UX-210  type  is  used,  and  as  a  rectifier 
the  UX-216  type. 

The  cone  speaker  supplied  with  the  Power 
Speaker  is  the  diaphragm  type,  and  is  said  to 
be  capable  of  handling  great  volume  with  fine 
quality  of  reception. 


New  Model  Fada  Receiver 
Is  Announced  to  the  Trade 


Fada  Special  Is  a  Six-tube  Receiver  With 
Shielded  Chassis  and  Has  Two-Dial  Control — 
Encased  in  Attractive  Mahogany  Cabinet 


The  Fada  Special,  a  new  :six-tube  model,  has 
been  announced  to  the  trade  by  Frank  A.  D. 
Andrea,  president  of  Fada  radio.  -First  ship- 
ments to  distributors  left  the  Fada  plant  in 
*May,  which  evidence  of  early  production  marks 
a  new  era  in  radio  merchandising,  according  to 
Mr.  Andrea. 

"When  we  consider  the  fact  that  the  Fada 
Special  is  an  entirely  different  receiver  from 
any  of  our  other  models,  it  is  significant  foi 
actual  merchandise  to  be  in  the  hands  of  the 
trade  at  this  time  of  the  year,"  said  Mr.  An- 
drea. "We  were  working  overtime  as  late  as 
March  in  some  departments  and  conducting  re- 
search and  development  in  engineering  right 
along.  It  is  a  matter  of  great  pride  to  me 
that  we  are  able  to  offer  such  a  high  quality 
set  at  a  popular  price." 

The  Fada  Special  is  a  six-tube  shielded 
model  with  three  stages  of  radio  frequency,  two 
of  audio  and  detector.  One  of  the  radio  fre- 
quency stages  is  also  an  amplification  equalizer 
designed  to  make  the  receiver  equally  sensitive 
at  all  wave  lengths.  Economy  of  operation  is 
stressed  as  a  feature,  with  low  current  drain, 
due  to  improved  circuit  design.  There  are  two 
dials,  and  no  other  adjustments  are  necessary. 
The  chassis  is  of  solid  pressed-steel  with  three- 
point  suspension  to  give  rigidity.  It  is  housed 
in  a  mahogany  cabinet,  and  the  coils  are  heav- 
ily shielded  in  brass.    It  is  antenna  operated. 


H.  J.  Power  at  Atlantic  City 

Atlantic  City,  N.  J.,  June  3. — Harold  J. 
Power,  formerly  president  of  the  Amrad  Corp., 
Medford  Hillside,  Boston,  Mass.,  was  a  recent 
vacationist  at  the  World's  Playground,  staying 
at  the  Ambassador  Hotel.  Mr.  Power  was  en- 
joying this  respite  from  business  prior  to  the 
arrangement  of  his  new  business,  which  it  is 
rumored  will  have  to  do  with  power  units. 


The  Summit  County,  O.,  Radio  Dealers'  Asso- 
ciation held  its  annual  banquet  last  month. 


Wyman  Piano  Go.  Displays 
Stromberg- Carlson  Products 

Chicago  Dealer  Attracts  Attention  to  Merchan- 
dise Through  Simple  but  Attractive  and 
Effective  Window  Dressing 


Chicago,  III.,  June  4. — A  simple  yet  distinctly 
colorful  and  effective  display  recently  graced 
the  window  of  the  Wyman  Piano  Co.,  local 
Stromberg-Carlson  dealer.    A  Stromberg-Carl- 


Wyman  Pi^no  Co 


Wyman  Co.'s  Strornberg-Carlson  Display 

son  six-tube  receiver  encased  in  a  handsome 
cabinet  open  for  operation  was  shown  on  one 
side  and  directly  opposite  was  the  chassis  of 
the  receiver  showing  the  totally  shielded  in- 
terior of  the  set.  Beneath  the  chassis  was  a 
window  poster  setting  forth  the  "superior  points 
of  the  Universal  six-tube  receiver."  In  between 
the  two  receivers  the  Strornberg-Carlson  cone 
speaker  was  shown. 

The  accompanying  photograph  does  not  do 
justice  to  the  display  as  seen  by  passers-by,  as 
the  background  was  composed  of  vari-colored 
strips  of  crepe  paper  which  added  a  Summerlike 
and  eye-arresting  touch. 


Charles  K.  Haddon  Returns 
From  Round-the- World  Trip 

Charles  K.  Haddon,  former  vice-president  of 
the  Victor  Talking  Machine  Co.,  and  Mrs.  Had- 
don returned  recently  from  a  cruise  of  the  world 
on  which  they  embarked  in  January.  Since  his 
retirement  some  years  ago  Mr.  Haddon  has  de- 
voted much  time  to  foreign  travel. 

The  travelers  were  met  upon  their  arrival 
by  their  son,  William  T.  Haddon,  president  of 
the  Ohio  Talking  Machine  Co.,  Victor  talking 
machine  and  Erla  radio  distributor. 


F.  R.  Erisman  Visits  N.  Y. 


F.  R.  Erisman,  manager  of  the  Dallas  branch 
of  the  Columbia  Phonograph  Co.,  recently  re- 
turned to  Texas  after  a  week's  visit  to  the 
executive  offices  of  the  company  in  New  York. 


Seeing  Is  Believing 


There  is  a  classic  beauty  in  Shamrock 
cabinets  to  which  no  photograph  can  do 
justice  .  .  . 

There  is  a  mechanical  perfection  inher- 


ent in  every  Shamrock  set  which  no 
picture  can  express  .  .  . 
We  invite  you  to  check  these  statements 
yourself.  Shamrock  invites  comparison. 


Models  from  $55  to  $250 

SHAMROCK 

Shamrock  Manufacturing  Co.,  195  Waverly  Ave.,  Newark,  N.  J. 
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The  Quality  Qroup  of  Power  Units 

First 

of  the  New  Vesta  Full  Line  of 

B  Power  Units 

was  made  at  Radio  Manufacturers  Ass'n 
Radio  Show-Hotel  Stevens,  Chicago 
June  13th  to  17th  Inclusive 


VESTA  Type  A- 100 
Radio  A  Socket  Power  Unit 

Now  has  both  HIGH  and  LOW  charging  rates  mak- 
ing it  adaptable  for  sets  of  any  number  of  tubes.  THE 
CLEAR  GLASS  CASE,  with  everything  in  plain 
view,  is  a  very  valuable  feature  to  both  dealer  and 
user.  Has  built-in  hydrometer  and  trickle  charger. 
{Licensed  Balkite  Rectifier  Patent  No.  RE  16438) 


VESTA  Type  A- 101 
Radio  A  Socket  Power  Unit  with  relay 

This  unit  differs  from  the  Type  100  in  that  it  has,  in 
addition  to  the  HIGH  or  LOW  charging  rate,  a  relay 
which  automatically  disconnects  charger  when  re- 
ceiving set  is  in  use.  This  eliminates  all  possibility  of 
hum.  Built-in  trickle  charger  and  hydrometer. 
{Licensed  Balkite  Rectifier  Patent  No.  RE  1 6438) 


VESTA 

B  Socket  Power  Unit 

The  latest  perfected  Vesta  product,  complete  with 
relay  which  automatically  disconnects  when  set 
is  turned  ofi.  Likewise  serves  the  same  purpose 
for  the  "A"  Unit  when  connected  with  same. 
No  tubes  to  burn  out.  No  water  to  be  added. 


VESTA  Improved 
Trickle  Charger 

Now  has  the  HIGH  and  LOW 
charging  rate  and  improved  type 
electrodes  that  will  give  uninter- 
rupted service  for  several  years. 
{Licensed  Balkite  Rectifier 
Patent  No.  RE  16438/ 


THE  very  latest  engineering  accomplishments  in  Radio — 
the  VESTA  Power  Units— both  A  and  B— and  a  com- 
plete line  of  Radio  Tubes— was  the  predominating  center  of 
interest  at  the  greatest  Radio  Show  ever  held  by  manufac- 
turers— for  the  trade  exclusively. 

It  is  quite  logical  that  Vesta  should  lead  in  the  advance  of 
radio  power  units.  Vesta  has  30  years  of  quality  battery 
building  to  teach  it  just  what  is  best. 

If  you  were  unable  to  attend  the  big  show  get  the  full  de- 
tails of  these  new  profit  makers— write  for  bulletins  on  these 
latest  products— or  ask  the  Vesta  Central  near  you.  Get 
your  order  in  early  for  the  demand  will  be  great. 

VESTA 

VESTA    BATTERY  CORPORATION 

2100  Indiana  Avenue,  Chicago,  111. 

Makers  of  Vesta  Quality  Batteries— Automobile  and  Radio — /or  30  years 


NOW— Complete  Line  of 
Vesta  Quality  Tubes 

The  Vesta  Line  of  Quality  tubes  now 
includes  tubes  for  every  radio  require- 
ment. POWER  and  DETECTOR 
tubes  have  been  added.  Tubes  with 
adapter  bases.  Now  you  can  special- 
ize on  this  one  line  of  Quality  tubes—- 
with  the  non -microphonic  feat**1*' 
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Erwin  Kant,  of  Schuster  &  Co.,  Points 

Out  Functions  of  Credit  Department 

Credit  Manager  Denned  Purposes  of  Credit  Department  as  Threefold:    Protection  of  Store's 
Accounts,  Friendly  Service  to  Customers  and  the  Increase  of  Sales 


Milwaukee,  Wis.,  June  6. — Speaking  before  a 
recent  meeting  of  the  Wisconsin  Radio  Trade 
Association,  Erwin  Kant,  manager  of  the  credit 
department  of  the  three  stores  operated  by  Ed. 
Schuster  &  Co.,  Inc.,  impressed  members  with 
the  need  of  making  the  credit  department  one 
of  especially  pleasant  service  while  making  it 
serve  the  needs  of  the  store. 

Mr.  Kant  pointed  out  that  in  a  business  where 
much  instalment  selling  is  done  or  where  the 
credit  volume  is  big,  there  is  great  need  of  mak- 
ing friends  for  the  store,  and  he  defined  the  pur- 
poses of  a  credit  department  as  threefold,  first 
being  the  protection  of  the  interest  of  the  store 
in  guarding  its  accounts;  second,  friendly  serv- 
ice to  customers,  and  third,  the  increase  of  sales. 

The  credit  division  of  the  store  has  the  im- 
portant function  of  protecting  the  organization 
against  undesirable  charge  customers,  Mr. 
Kant  stated,  but  he  expressed  the  belief  that 
the  other  two  functions  of  friendly  service  and 
increasing  sales  are  just  as  important  if  the  store 
is  to  grow.  "By  service  I  mean  courtesy  in 
attending  to  accounts,  and  a  sincere  effort  in 
making  every  customer  -with  a  charge  account 
have  a  friendly  attitude  toward  the  department," 
he  said,  "and  by  sales  I  mean  that  the  credit 
department  also  has  the  function  of  following 
up  inactive  accounts;  of  helping  out  in  adjust- 
ment matters  in  cases  which  require  it,  and  also 
by  real  selling  of  merchandise." 

Mr.  Kant  remarked  that  the  dealer  who 
wished  to  take  on  desirable  accounts  would  do 
well  to  encourage  them  by  seeing  that  mem- 
bers of  the  credit  organization  offer  courtesy 
and  friendly  service,  as  the  impression  given 
may  be  extremely  potent  in  developing  a  loyal 


customer.  The  average  instalment  sale  is  prac- 
tically made  in  the  store,  Mr.  Kant  said,  be- 
cause here  the  customer  must  again  be  sold  on 
the  merchandise  together  vvith  the  terms  and 
the  store  policy.  Following  up  the  inactive 
accounts  is  another  important  sales  duty.  In 
this  connection  Mr.  Kant  advises  follow-up  let- 
ters, as  more  than  one  usually  is  needed  to 
convince  the  customer  that  the  store  would 
really  like  to  get  at  the  bottom  of  the  trouble. 

It  is  also  extremely  advisable  for  the  credit 
department  to  work  closely  with  the  adjust- 
ment department,  he  asserted,  as  in  many  cases 


•..he  credit  organization  is  able  to  throw  con- 
siderable enlightenment  on  how  the  case  should 
be  handled.  If  people  with  inactive  accounts 
have  some  grievance  which  the  adjustment  de- 
partment should  handle,  the  credit  department 
may  well  help  out  in  the  matter  and  by  using 
personal  phone  calls,  etc.,  find  out  if  the  cus- 
tomer is  satisfied  and  thus  regain  his  loyalty  to 
the  store. 

In  taking  on  new  accounts  the  persons  should 
be  informed  definitely  of  the  terms,  and  to  be 
certain  there  is  no  chance  of  mistake,  Mr.  Kant 
advised  dealers  to  have  cards  printed  giving  the 
terms,  and  sending  these  to  charge  customers, 
together  with  an  announcement  of  the  opening 
of  their  account.  This  need  not  detract  from 
the  friendly  spirit  of  the  transaction,  Mr.  Kant 
pointed  out,  but  on  the  other  hand  is  a  matter 
of  good  business,  and  customers  appreciate  it, 
as  it  defines  their  position  clearly. 


Mu-Rad  Corp.  Announces 

New  Electric  Radio  Set 


Made  Series  of  Tests  in  Various  Parts  of  Coun- 
try Over  a  Long  Period  of  Time  Before  In- 
troducing Latest  Set  to  Trade 


"B"  or  "C"  batteries,  no  electrolyte,  operates 
efficiently  on  talking  tape,  only  one  tuning  con- 
trol, and  a  volume  control  with  no  other  con- 
trols. It  is  selective,  gets  distance  and  has  un- 
usual quality. 

The  complete  new  Mu-Rad  line  will  include 
some  battery  operated  types,  as,  well  as  electric 


The  Mu-Rad  Radio  Corp.,  Asbury  Park,  N.  J., 
now  in  its  sixth  year  as  a  manufacturer  of  radio 
receivers,  has  just  announced  a  new  electric  set. 
The  Mu-Rad  Co.  built  an  electric  receiver  as 
early  as  1921  and  marketed  such  receivers  (Mu- 
Rad  type  Ma-20)  over  three  years  ago.  Through 
this  practical  experience  its  engineering  force 
has  been  enabled  to  produce  an  electric  receiver 
of  modern  character.  The  present  Mu-Rad  set 
was  completed  as  early  as  November  last,  but 
was  withheld  until  a  long  series  of  tests  were 
made  in  various  parts  of  the  country.  Two  of 
these  sets  have  been  in  operation  over  800 
consecutive  hours. 

The  models  now  presented  contain  no  "A," 


New  Mu-Rad  Electric  Set 

models.  These  will  be  produced  from  the 
smallest  cabinet  model  to  elaborate  console 
electric  types.  The  company  will  also  manu- 
facture separately  eliminators  in  "A"  and  "B" 
form,  listed  at  popular  prices,  which  are  ex- 
pected to  meet  with  public  favor. 


The  Last  Word  in  Sound  Reproduction! 

MUSIC  Jobbers  are  at  this  time 
preparing  their  catalogs  for  the 
coming  season.  No  line  of  speakers 
can  be  included  in  their  books  which 
will  produce  such  a  volume  and  profit 
as  the  Borkman  Velvet  speakers,  and 
there  will  be  no  service  comebacks. 


The  Jewel  Case 
No.  21 
List  Price.  $40.00 


Dealers  everywhere  know  the  Bork- 
man Velvet  speaker.  The  jobbers' 
salesmen  handling  them  will  find  a 
large  field  awaiting  them. 

Radio  department  managers 
should  write  the  Zinke 
Company  at  once  for  terri- 
torial arrangements.  Write 
today — the  time  is  getting 
short. 


Sales  Representative  to  the  Jobbing 
Trade 

The  ZINKE  CO. 

1323  S.  Michigan  Ave. 
CHICAGO 


Borkman 


Manufactured  by 

The  BORKMAN  RADIO 
CORPORATION 

Salt  Lake  City,  Utah 
GENERAL  SALES  OFFICE 
230  E.  Ohio  Street 
Chicago 
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HEINEMAN  MOTOR  No.  77 


THE 


Standard  c^otor 


Standard  means  first  choice;  the  best 
Standards  are  earned  not  claimed. 
Millions  of  Heineman  Motors  distrib- 
uted during  the  past  ten  years  have 
served    the    Phonograph  Manufac- 


turer, the  Dealer  and  the  Phono- 
graph Owner  with  such  complete 
satisfaction  that  Heineman  Motors 
have  earned  first  place  in  the  phono- 
graph industry.  They  are  standard; 
best. 


Phonographs  tvith  Heineman  Motors  are  quality  phonographs 

Okeh  Phonograph  Corporation 

Otto  Heineman,  President  and  General  Manager 
Exclusive  Sales  Agents  for 


HEINEMAN  MOTORS— OK EH-TRUETONE  NEEDLES 
25  West  45th  Street 
New  York,  N.  Y. 
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C^RANKIE  TRUMBAUER 

(EXCLUSIVE  OKEH  ARTIST) 

AND  HIS  ORCHESTRA 

To  you — experienced  critic — I 

Just  as  the  collector  thrills  to  a  rare  treasure  .  .  . 
Okeh  Record  Dealers  are  to-day  elated  when  the 
latest  record  by  Frankie  Trumbauer  and  His  Or- 
chestra is  released  to  their  public. 

Just  as  the  City  Editor  is  proud  of  a  "scoop" 
that  has  come  to  his  desk  .  .  .  Okeh  Dealers  are 
proud  of  the  fact  that  they  control  the  dis- 
tribution of  records  by  Frankie  Trumbauer  and 
His  Orchestra.  For  them — Frankie  Trumbauer 
is  a  sales  "scoop"  in  ultra-modern  jazz. 


RIVERBOAT  SHUFFLE 


For  Youth — 

The  gay  young  dancers  couldn't  be  offered 
more  refreshing  fox-trot  music  than  "Riverboat 
Shuffle." 

Because  they  crave  spontaneous,  inspired  dance 
music  that  does  not  sound  "shop  worn"  and  is 
not  reminiscent  of  antique  tunes  .  .  .  dancers  are 
singling  out  every  Okeh  Record  by  Frankie 
Trumbauer  ...  it  is  alive  with  the  spirit  of 
rhythmic  happiness. 

Ostrich  Walk 

This  is  the  coupling  to  "Riverboat  Shuffle" 
.  .  .  never  has  saxophone,  cornet  and  guitar 
sounded  in  such  penetrating  rhythm  .  .  . 
and  why  not?  .  .  .  masters  of  the  instru- 
ments are  ringing  out  the  rhythm.  .  .  .  This 
is  feature  music  for  all  Okeh  Record 
Dealers. 

No.  40822—10  in.,  75c 


latest  QKtlv  Dcconl 

JL  >  ELEcTmc  Jl^ 


Okeh  Phonograph  Corporation 

OTTO  HEINEMAN,  President  and  Qeneral  Manager 


25  West  45th  Street 


New  York,  N.  Y. 
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Okeh  Records 


If  an  Okeh  release  is  not  a  Cos- 
mopolitan release  there  is  no  such 
thing  as  grouping  records  to  appeal  to 
everybody.  Okeh  records  are  essen- 
tially an  example  of  the  tradition  of 
music:  divided  into  classifications, 
each  classification  accurately  inter- 
prets the  desired  character  of  music 
demanded  by  record  buyers.  This  is 
why  our  national  distribution  of 
Okeh  Records  is  so  well  balanced  that 
a  dealer,  no  matter  wbat  his  geo- 
graphical location  is,  has  for  selection 
records  that  have  a  definite  appeal  to 
the  record  buyers  in  his  vicinity. 
Our  recording  experts  concentrate  on 
FEATURES  ....  you  will  always 
hear  of  an  Okeh  Record  that  has  an 
individual  accent  ....  these  records 
are  the  reason  why  an  Okeh  Dealer 
has  the  unusual,  the  exceptional  in 
music  to  offer  for  sale. 


mm 


Jot- 


A  word  about  Okeh  Records 


^/"hen  good  dancers  respond  to  Okeh  music  it  is 
as  though  new  imps  of  rhythm  were  stirring  their 
steps — our  dance  music  is  tuned  for  the  allurement 
of  youth — there  is  freedom  in  the  rhythm  and  a 
newness  in  the  playing. 


Okeh  Phonograph  Corporation 


OTTO  HEINEMAN,  President  and  Qeneral  Manager 
25  West  45th  Street  New  York,  N.  Y. 
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The  names  "Okeh"  and  "Truetone"  are  found 
wherever  a  music  lover  wants  to  keep  faith  with 
the  makers  of  phonograph  music.  Into  the  mak- 
ing of  these  needles  we  put  the  finest  grade  of 
carbon  steel  and  use  the  most  experienced  and 
careful  craftsmen.  It  is  natural  that  our  finished 
needles  have  endurance  .  .  .  are  meticulous  in 
picking  up  the  most  delicate  sound  as  well  as  giv- 
ing full  tone  to  those  of  enriched  volume. 


Without  a  needle — Without  music! 

You  are  a  dealer  in  phonograph  records  .  .  .  but 
did  you  ever  think  that  the  sale  of  your  records 
depends  upon  a  pointed  piece  of  steel,  ...  a 
sharp  point  that  will  not  become  ragged  before 
your  demonstrating  record  has  entered  into  its 
grand  finale  of  volume  .  .  .  that  last  splendid 
splurge  that  clinches  your  buyer's  choice?  A 
record  dealer  can't  be  too  fastidious  in  his  choice 
of  record  needles.  .  .  .  He  can't  urge  upon  his 
customer  too  often  that  either  Okeh  or  Truetone 
Needles  are  the  best  needles  for  his  records. 


Exclusive  Sales  Agents 
for 


OKEH-TRUETONE  NEEDLES — HE1NEMAN  MOTORS 

Okeh  Phonograph  Corporation 

OTTO  HHINLMAX,  President  and  Qeneral  Manager 


25  West  45th  Street 


New  York,  N.  Y. 
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Case  Radio  Receiver  Line 

Introduced  to  the  Trade 


Varied  Line  of  Radio  Receivers  Manufactured 
by  the  Indiana  Manufacturing  &  Electric  Co. 
Has  Wide  Price  Range 


Marion,  Ind.,  June  8. — The  new  1927-28  line  of 
Case  radio  receivers,  manufactured  by  the  In- 
diana Manufacturing  &  Electric  Co.,  is  now  be- 
ing introduced  to  the  trade. 

The  featured  product  of  the  Case  line  is  Model 


Case  Model  90C 

90C,  shown  herewith,  a  nine-tube  receiver  oper- 
ated with  a  loop  aerial  and  employing  one  tun- 
ing control.  The  dial  readings  are  illuminated 
and  the  set  may  be  operated  by  either  batteries 
or  power  apparatus.  Model  90C  contains  a 
built-in  loop  aerial  and  speaker  and  retails 
for  $350,  less  accessories,  and  complete  with 
AC  tubes,  as  Model  92C,  for  $475.  Model  90A, 
the  same  receiver  as  Model  90C,  except  that  it 
is  installed  in  a  table  cabinet,  retails  for  $225, 
and  when  known  as  Model  92A  with  AC  tubes, 
at  $350. 

Another  Case  receiver,  known  as  Model  62B, 
a  six-tube  set,  uses  an  outside  aerial  and  has  two 
tuning  controls.  It  is  equipped  with  AC  tubes 
and  retails  for  $185.  This  receiver,  without  the 
AC  equipment,  in  a  battery-operated  receiver, 
retails  for  $65. 

Other  receivers  in  the  Case  line  are  Model 
61A,  a  six-tube  battery  operated  set,  which  re- 
tails for  $85,  Model  61 C,  a  console  receiver, 
which  retails  at  $135,  and  Model  62C,  complete 
with  AC  tubes,  retailing  at  $235.  The  Case  line 
has  been  enjoying  a  steady  growth,  both  with 
the  retail  trade  and  the  public. 


New  Radiotron  Tube  Will 
Eliminate  "A"  Batteries 


Announcement  by  E.  E.  Bucher,  General  Sales 
Manager  of  Radio  Corp.,  Describes  Features 
of  Four  Tubes  to  Be  Marketed  Soon 


New  Radiotron  tubes,  which,  with  the  use  of 
a  small  step-down  transformer,  will  eliminate 
"A"  batteries  from  receiving  sets  especially  de- 
signed to  accommodate  them,  and  improved 
rectifier  tubes  for  use  in  eliminating  "B"  bat- 
teries, or  in  special  circuits  to  do  away  with  "A" 
batteries,  will  soon  be  placed  on  the  market, 
according  to  an  announcement  by  E.  E.  Bucher, 
general  sales  manager  of  the  Radio  Corp  of 
America.  These  new  tubes,  numbering  four 
in  all,  are  the  result  of  ceaseless  research  and 
experiment  extending  over  a  number  of  years 
on  the  part  of  the  Radio  Corp.  and  its  manu- 
facturing associates,  the  General  Electric  Co. 
and  the  Westinghouse  Electric  &  Mfg.  Co. 

"On  or  about  July  1,"  said  Mr.  Bucher,  "there 
will  be  introduced  two  'AC  types  of  Radio- 
trons  having  operating  characteristics  similar  in 
performance  to  the  201A  or  199  types,  but 
in  which  unrectified  current  obtained  from  a 


step-down  transformer  eliminates  the  usual  'A' 
battery.  These  tubes  are  to  be  known  as  UX- 
226  and  UX-227.  They  will  tollow  the  intro- 
duction of  types  UX-280  and  UX-281  improved 
rectifiers  of  the  filament  type  for  use  in  'B' 
battery  eliminators,  or  in  special  circuits  for 
'A'  battery  elimination  employing  series  fila- 
ment drive,  which  we  plan  to  place  on  the  mar- 
ket during  the  month  of  June." 

The  new  AC  Radiotrons  will  not  be  immedi- 
ately applicable  to  the  present  types  of  receivers, 
according  to  Mr.  Bucher,  and  they  are  not  to 
be  considered  as  taking  the  place  of  any  of  the 
present  standard  vacuum  tubes  produced  and 
marketed  by  RCA.  To  accommodate  the  new 
AC  tubes  in  the  prevalent  models  of  broadcast 
receivers,  it  was  explained  that  it  would  be 
necessary  to  make  radical  changes  in  design, 
and  in  many  cases  it  would  be  entirely  imprac- 
ticable. The  new  Radiotron  rectifiers,  on  the 
other  hand,  are  applicable  to  many  existing 
radio  rectifying  devices  without  further  adapta- 
tion, and  will  perform  efficiently  in  battery 
eliminators  especially  designed  for  their  charac- 
teristics. 


Federal-Brandes  Executives 
at  Cleveland  Convention 


D.  S.  Spector,  Merchandising  Manager,  and  H. 
H.  Southgate,  Sales  Manager  of  Federal- 
Brandes,  Inc.,  Speak  at  Kolster  Meeting 


D.  S.  Spector,  general  manager  of  the  mer- 
chandising division  of  Federal-Brandes,  Inc., 
was  the  principal  speaker  at  the  recent  Kolster 
radio  convention  in  Cleveland,  O.,  held  under 
the  auspices  of  the  Haas  Electric  Sales  Co., 
Kolster  distributor  in  that  section.  Mr.  Spector 
told  of  the  la-test  developments  in  the  industry 
and  described  the  line  of  Kolster  receiving  sets 
for  the  new  year.  H.  H.  Southgate,  sales  man- 
ager of  Federal-Brandes,  accompanied  Mr. 
Spector  and  also  addressed  the  convention. 

More  than  300  dealers  and  prominent  figures 
in  the  radio  industry  in  the  Cleveland  territory 
attended  the  sessions.  Max  L.  Haas,  vice- 
president  and  sales  manager  of  the  Haas  Elec- 
tric Sales  Co.,  presided.  Enthusiasm  led  to  pre- 
dictions that  1927  will  be  a  banner  year. 


NEw2-Use«;G)ne 


at  Only  $  "|  ?  50 

New  Beauty — 


List 
Price 


Beautifully  finished  in  blue  and  gold  with  neat 
walnut  frame.  The  "Fiat"  Cone  harmonizes  with 
the  finest  furniture. 


New  Tone  Quality  — 

The  tone  quality  of  the  "Fiat"  is  equal  to  that 
of  the  highest  priced  speakers.  This  cone  is 
built  on  the  principle  of  the  famous  "Majestic" 
Horn  Reproducer. 

New  Volume — 

The  deep  resonance  of  its    tones   also  matches 
the  higher  priced  speakers. 

Sell  Its  Distinctive  Double  Use 
—Console,  Cone  or  Wall  Model 

Here  is  the  speaker  that  radio  users  have  been  waiting  for — a  cone  speaker 
that  combines  distinctive  beauty — wonderful  tone  quality — and  low  price.  Its 
double  decorative  value  appeals  strongly.  By  simply  detaching  the  base,  the 
new  "Fiat"  is  easily  converted  from  a  console  type  to  a  wall  model.  Set  it 
on  the  table — hang  it  on  the  wall,  as  desired.  Its  powerful  volume  is  adjust- 
able and  free  from  buzzing.  The  tone  quality  is  excellent — as  finely  tempered 
as  that  of  the  highest  priced  speakers.    Fully  guaranteed. 

The  low  price  for  the  high  quality  offered  in  the  new  "Fiat"  Cone  Speaker 
makes  it  a  remarkably  fast  seller.  Explain  to  your  customers  that  this  speaker 
is  built  on  the  same  principle  as  the  famous  "Majestic"  Horn  Reproducer.  This 
new  "Fiat"  Cone  will  show  you  more  sales  than  you  ever  have  had  before  on 
a  speaker. 

The  Popular  "Fiat"  Console  hoop 
Is  Another  Fast  Seller 


By  simply  detaching 
base,    this    cone  is 
changed  from  Console 
to   Wall  type 


LOOP 


This  new  1927  model  Bank  Wound  Loop  is  made  of  solid  walnut  with  natural 
lacquer  finish,  hand-rubbed.  Its  beauty  of  design  is  an  adornment  to  any 
radio  set.  This  loop  turns  on  a  7-inch  radius.  The  patented  Bank  Winding- 
makes  the  small  size  possible — and  secures  a  high  ratio  of  inductance  to  dis- 
tributed capacity,  insuring  unusual  sensitivity.  Every  "Fiat"  Loop  is  guaran- 
teed against  any  mechanical  or  electrical  defects. 


We  have  just  acquired  the  sole  right  for  the 
manufacture  and  sale  of  this  loop. 


List  Price 
ONLY 


DEALERS— You  are  assured  of  a  good  profit  margin 
on  every  "Fiat"  sale.  Fast  turnover — wide  profits! 
Send  for  sample  order  today. 


Type  "C" 
"Fiat" 


Console 
Loop 


METAL  DEVICES  CORPORATION 

Manufacturers  of  the  famous  "Majestic"  Horn  Reproducer 
2642  N.  Maplewood  Ave.,  Chicago,  111. 
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Attractive  Bell  &  Howell 
Display  in  Pittsburgh  Store 

Arrangement  of  Motion  Picture  Camera  De- 
partment Is  Big  Aid  in  Increasing  Sales — 
Report  Big  Sales  Following  Opening 


TEST  IT. 

OUR  VICTOR 


Record  Service 

has  a  reputation  for  efficiency. 
Suppose  you  try  it. 

E.  F.  DROOP  &  SONS  CO. 

1300  C.  STREET.  WASHINGTON.  D.  C. 
204-6-8-10  CLAY  STREET.  BALTIMORE.  MD. 


Magnavox  Go.  to  Specialize 
in  Tubes  and  Loud  Speakers 

Pioneer  Speaker  Manufacturer  Will  Concen- 
trate Its  Production  on  Tubes  and  Speakers 
—President  F.  M.  Steers  Tells  Why 


Louis  Schroder  in  New  Post 


San  Francisco,  Cal.,  June  4.— Louis  Schroder 
who,  until  recently,  was  manager  of  the  phono- 
graph and  radio  departments  of  the  Schwab- 
acher-Frey  Stationery  Co.,  has  assumed  a  simi- 
lar position  with  the  Wiley  B.  Allen  Co.'s. 
branch  in  Sacramento. 


Wirt  Gone  Speaker  Finds 
Favor  With  Music  Trade 

Manufacturer  of  the  Dim-a-lite  for  Regulating 
the  Electric  Light,  Uses  Established  Chan- 
nels to  Secure  Market  for  New  Product 


Philadelphia,  Pa.,  June  7. — Two  executives 
who  have  rapidly  become  prominent  in  radio 
circles  are  P.  H.  Stuckey,  president  of  the  Wirt 


P.  H.  Stuckey 


Co.,  of  this  city,  and  J.  C.  Kaelber,  director  of 
sales.  The  popularity  of  the  Dim-a-lite,  a  de- 
vice for  the  regulation  of  electric  light  in  the 
home,  js  in  a  large  part  due  to  the  efforts  of 
these  two  men.  The  Dim-a-lite  has  been  on 
the  market  for  twenty  years.  The  successful 
features  used  in  the  advertising  and  merchandis- 
ing of  Dim-a-lite  have  been  adapted  to  the  mer- 
chandising of  the  Wirt  cone  speaker.    After  a 


J.  C.  Kaelber 

long  period  of  time  in  the  laboratories  of  the 
Wirt  Co.,  devoted  to  the  development  and  re- 
finement of  this  new  speaker,  it  was  placed  on 
the  market.  Through  its  established  channels 
of  distribution  an  immediate  market  was  se- 
cured. A  subsequent  campaign  to  the  music- 
:adio  dealer  has  resulted  in  its  immediate  adop- 
tion by  the  trade.  The  Wirt  Co.  has  adopted 
a  new  slogan  for  its  speaker,  "The  Speaker  of 
ihe  Day." 


Howard  R.  Young,  music  dealer  of  Columbus, 
O.,  recently  celebrated  the  fifth  anniversary  of 
his  start  in  the  music  business.  The  main  store 
at  980  West  Broad  street,  has  been  enlarged. 


MANUFACTURERS  OF  RADIO  and  PHONOGRAPH  HARDWARE 
Write— Star  Machine  &  Novelty  Co.,  9-1 1  Watsessing  Ave.,  Bloomfield,  N.  J. 


Music-radio  dealers  will  be  interested  in  the 
appreciation  of  the  ever-increasing  market  for 
amateur  motion  picture  equipment  evidenced 
by  many  of  the  country's  largest  and  best  known 
stores.    An  instance  is  the  motion  picture  de- 


How  Kaufmann's  Featured  Filmo  Line 

partment  recently  installed  by  Kaufmann's,  a 
leading  store  in  Pittsburgh.  The  accompanying 
illustrations  show  the  display  of  this  live  con- 
cern with  its  attractively  planned  array  of  Bell 
&  Howell  Filmo  cameras,  projectors  and  acces- 
sories, a  crowd-stopping  and  effective  window 
display. 

The  opening  three  weeks  ago  of  Kaufmann's 
motion  picture  department  was  well  timed, 
overlapping  as  it  did  the  store's  annual  Travel 
Show.  This  show  attracts  thousands  of  people 
interested  in  travel  and  outdoor  life.  As  the 
Filmo  department  is  prominently  located  near  a 
main  entrance  the  show  visitors  passed  through 
it.  Being  in  a  receptive  mood,  many  stopped 
and  had  the  equipment  demonstrated  to  them, 
and  as  the  result  a  gratifying  number  of  sales 
were  made. 

The  Spring  season,  too,  was  favorable  to  the 
success  of  Kaufmann's  movie  department  open- 
ing. Many  sales  were  made  to  people  who 
were  planning  their  Summer  vacations  and 
equipping  themselves  for  the  joyous  outdoor 
fun  the  coming  months  hold  in  store  for  them. 


Prices  on  All  Freshman 

Receivers  to  Be  Increased 


List  prices  on  all  Freshman  Masterpiece  re- 
ceivers will  be  increased  10  per  cent  on  July 
1,  1927.  Notice  to  this  effect  was  recently  sent 
to  all  authorized  Freshman  dealers  in  a  tele- 
gram from  the  Chas.  Freshman  Co.,  Inc.,  New 
York.  The  trade  was  also  notified  that  all 
orders  received  for  immediate  delivery  prior  to 
July  1  will  be  shipped  at  the  present  list  prices. 
It  was  explained  that  this  increase  of  10  per 
cent  applies  only  to  receiving  sets  and  not 
to  the  Freshman  line  of  power  accessories. 


Announcement  has  just  been  made  by  the 
Magnavox  Co.  of  its  new  merchandising  plans 
for  1927-28.  In  a  letter  sent  out  by  the  com- 
pany it  is  stated  that  the  sale  of  Magnavox 
radio  sets  will  be  discontinued  in  Eastern  mar- 
kets and  that  the  com- 
pany will  concentrate 
i  t  s  production  o  n 
tubes  and  speakers. 

The  reasons  for  this 
move,  according  to  F. 
M.    Steers,  president 
of  the  Magnavox  Co., 
are  primarily  to  allow 
the  unhampered  pro- 
duction   of  speakers 
and  tubes.    "We  have 
f  o  u  n  d,"    said  Mr. 
Steers,  "that  there  is 
a    very    rapidly  in- 
creasing  demand  for 
our    speakers  and 
tubes.  The  Magnavox 
was    the    first  radio 
loud    speaker  ever 
made,  and  the  com- 
pany built  up  its  great  world-wide  business  on 
that  product.    Speakers  have  always  been  the 
real  feature  of  our  line.    We  entered  into  set 
manufacture  largely  as  a  protective  measure. 
Sets  refused  to  stay  a  side  line,  however.  They 
began   to   impose   upon   the    engineering  and 
production    of    our    major    product,  speakers. 
Further,  our  market  for  speakers  was  cramped 
because  set  makers  hesitated  to  buy  speaker 
units  from  a  set  competitor. 

"In  the  meantime  our  tube  department  forged 
ahead  rapidly.  This  further  complicated  the 
situation.  There  was  just  one  thing  to  do  to 
hold  our  lead  in  speakers  and  to  maintain  our 
headway  in  tubes.  That  was  to  shut  down  on 
sets,  and  we  did  it.  It  is  one  of  the  most 
courageous  and  constructive  moves  we  have 
ever  made.  While  it  may  mean  temporary 
losses,  I  look  to  see  our  speaker  and  tube  busi- 
ness each  eclipse,  in  a  few  years,  our  total 
volume  of  last  year. 

"Our  whole  engineering  and  research  staff  has 
been  thrown  into  speakers  and  tubes.  Our 
'Loboy'  electro  dynamic  power  cabinet  speaker 
is  the  finest  thing  we  have  ever  achieved.  Our 
'Warwick'  speaker  permanent  magnet  type  also 
goes  far  beyond  anything  we  have  ever  done  in 
this  type  of  speaker. 

"We  have  adopted  a  sure-to-win  policy  in 
tubes.  We  have  no  illusions  about  becoming 
the  'world's  greatest  tube  makers.'  Instead  we 
are  purposely  limiting  production  and  concen- 
trating on  quality.  Every  tube  will  be  hand- 
made by  a  skilled  craftsman — no  cost  or  effort 
will  be  spared  to  make  tubes  finer  and  finer. 
Our  aim  is  to  make  the  'Rolls-Royce'  of  tubes. 
We  shall  operate  through  distributors  and 
agents  and  make  it  possible  for  retailers  to  make 
more  money  than  ever  before  on  Magnavox 
products." 
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Atwater  Bent 

radio 

—than  any  other 

More  people  want  Atwater  Kent  Radio 

than  any  other. 

More  people  buy  Atwater  Kent  Radio 

than  any  other. 

More  people  are  satisfied  with 
Atwater  Kent  Radio  than  any  other. 

More  dealers  make  money  out  of 
Atwater  Kent  Radio  than  any  other. 

WHY? 


EVERY  SUNDAY  EVENING:  — The  Atwater  Kent  Radio  Artists  bring  you  their 
summer  program  at  9:15  Eastern  Daylight  Time,  8:15  Central  Daylight  Time,  through: 

WEAF  .    .    .     New  York  WGN  ....    Chicago  KSD      ....     St. Louis 

WEEI  ....      Boston  WCAE  .    .    .    Pittsburgh  WWJ    ....  Detroit 

WRG  ...    Washington  WGK  .     .    .     .    Buffalo  WCCO  .     .  M pis. -St.  Paul 

WSAI  .    .    .     Cincinnati  WOC  .    .    .    Davenport  WGY    .    .    .  Schenectady 

Write  for  illustrated  booklet  of  Atwater  Kent  Radio 

ATWATER  KENT  MANUFACTURING  COMPANY 

4725  Wissahickon  Avenue  A.  Atwater  Kent,  President  Philadelphia,  Pa. 
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"You  Cant  Go  Wrong, 
With  Any  "FEIST  Song' 


Salute  The  New  Hit) 


SALUTA 


Gus  Kahns  Clever  Lyric 
and  Walter  Donaldson's 
unique  Italian  6/s  Fox  Trot 
Melody  made  this  a 
speedy  and  spontaneous 


Wide-Awake 

.FOX  TROT  SONG 


SING  ME  A 
BABY  SONG 


hj  GUS  KAHNcand 
L  WALTER^ 
%k.  DONALDSON- 


fir* 

rAllurm8 
Waltz, 
Melody 


HONOLULU 
MOON 


Ay 

FR.ED  LAWRENCE 


,  An  Idle,  Indolent, 
Indigo  Fox  Trot  Song 

LAZY  , 
WEATHER 


loy  JO'  Trent  and 

yPeter  De  Rose 


Fifty  Years  Ago  Thomas  A.  Edison 

Produced  America's  First  Phonograph 

Golden  Jubilee  of  the  Birth  of  the  Phonograph  in  This  Country  Is  to  Be  Fittingly  Celebrated — 
First  Instruments  Were  Exhibited  Throughout  the  Country  and  Evoked  Amazement 


This  is  another  golden  jubilee  year  for  Thos. 
A.  Edison,  he  having  produced  and  successfully 
demonstrated  America's  first  phonograph  on 
August  12,  1877.  Although  the  Edison  phono- 
graph was  not  developed  and  put  on  the  market 
as  a  commercial  proposition  until  some  ten 
years  later,  owing  to  other  activities  in  which 
the  inventor  was  engaged,  a  number  of  dupli- 
cates of  the  original  machine,  with  its  large 
tinfoil-covered  cylinder,  its  tin  horn  and  its 
worm-gear  and  handle  to  give  it  movement, 
were  made  and  exhibited  about  the  country  to 
the  very  great  amazement  of  the  public  wher- 
ever it  was  exhibited. 

Plans  are  already  under  way  to  mark  in  a 
fitting  manner  this  fiftieth  anniversary  of  the 
birth  of  the  phonograph,  and  from  the  interest 
that  has  been  aroused  there  is  every  indication 
that  it  will  be  made  more  or  less  of  a  national 
affair,  for  there  are  those  in  high  places  who 
seek  to  do  honor  to  the  inventor  on  this  im- 
portant anniversary. 

So  far  as  Thos.  A.  Edison,  Inc.,  is  concerned, 
the  observance  of  the  golden  anniversary  will 
probably  include  the  introduction  to  the  trade 
of  some  new  models  of  Edison  phonographs 
that  will  represent  the  latest  development  along 
that  particular  line,  and  which  will  be  quite  in 
contrast  with  that  first  model  which  has  be- 
come so  familiar  to  the  American  public. 

Newspapers  of  the  country  have  already 
taken  cognizance  of  the  approach  of  the  anni- 
versary day,  and  it  is  expected  that  many 
columns  of  space  will  be  given  to  advising  the 
public  of  the  event  and  its  importance  in  the 
life  of  the  inventor,  whose  work  has  always 
had  such  a  popular  appeal. 


While  his  associates  are  naturally  much  im- 
pressed with  the  importance  of  the  anniversary 
as  marking  the  launching  of  a  new  and  highly 
important    industry    that   has    seen    some  re- 


Thos.  A.  Edison 

markable  development  within  the  short  span  of 
a  few  decades,  Mr.  Edison  is  accepting  the 
situation  with  his  usual  equanimity  and  is  at 
the  present  time  busily  engaged  in  experiments 
that  may  be  expected  to  result  in  some  highly 
interesting  and  important  developments  in  the 
phonograph  field. 

Before  the  actual  date  of  the  anniversary 
the  program  of  its  observance  will  be  made 
public. 


Superior  Cabinet  Go.  Adds 
to  Its  Radio  Cabinet  Line 


Firm  Formerly  Making  Cabinets  for  Manufac- 
turers Only  Adopts  Policy  of  Selling  Through 
Distributors — Studner-Cumming  Co.  Agent 


Muskecon,  Mich.,  June  8. — The  Superior  Cabi- 
net Co.,  the  firm  which  has  in  the  past  manu- 
factured a  high-grade  line  of  dining  room  furni- 
ture and  phonographs,  and  during  the  past  few 
seasons  has  made  radio  cabinets  on  contract 
for  receiving  set  manufacturers,  has  adopted  the 
policy  of  adding  a  line  of  attractive  radio  cabi- 
nets for  distribution  through  the  radio  jobbing 
trade.  The  line  will  be  confined  to  a  few  pat- 
terns, according  to  an  announcement  from  the 
firm's  headquarters,  and  these  will  be  distinctive 
in  design  and  unusual  in  construction  and  finish. 
The  firm  plans  to  limit  production  to  a  few  de- 
signs, thus  obtaining  quantity  production  and 


panel  plant  is  considered  particularly  essential 
in  that  it  enables  the  firm  to  control  the  match- 
ing of  decorative  woods  used  for  the  fronts  of 
cabinets,  thus  obtaining  uniformity  of  quality. 
The  Superior  Cabinet  Co.  products  are  dis- 
tributed by  the  Studner-Cumming  Co.,  Inc.,  67 
West  Forty-fourth  street,  New  York  City,  a 
firm  which  is  building  up  a  country-wide  sales 
force  to  properly  serve  the  trade.  An  attractive 
catalog  illustrating  and  describing  the  complete 
line  of  Superior  cabinets  was  recently  mailed  to 
the  trade. 


Brilliantone  Sales  Aid 


The  Brilliantone  Steel  Needle  Co.,  New  York 
City,  has  evolved  a  new  record  display.  The 
new  display  packs  flat  and  is  easily  shipped.  It 
is  being  sent  to  Brilliantone  dealers,  and  while 
it  provides  the  dealer  with  an  attractive  easel 
stand  for  record  display,  at  the  same  time  it 


Modern  Plant  of  the  Superior  Cabinet  Co.,  Muskegon.  Mich. 


making  possible  prices  which  will  permit  a  satis- 
factory profit  to  the  distributor  and  dealer. 

The  Superior  Cabinet  Co.  factory  is  equipped 
with  all  modern  facilities,  including  lumber  dry 
kilns  of  the  latest  type  and  a  complete  plant  for 
the  manufacture  of  plywood  panels  for  use  in 
the  cabinets.  According  to  W.  E.  Johnson, 
vice-president   and   manager  of  the   firm,  the 


calls  attention  to  the  merits  of  Brilliantone 
needles.    It  is  attractively  printed  in  four  colors. 

A  new  model  box  container  for  200  needles 
lias  also  been  produced  by  the  Brilliantone  Steel 
Needle  Co.  It  is  attractively  labeled  in  orange 
and  blue  and  contains  a  lock  feature.  These 
sales  helps  are  in  line  with  the  company's  policy 
of  dealer  co-operation. 


LEO.  FEIST,  Inc., 

FEIST   6  LOG 

231-235  W.  40^  ST., 
new  yoril.n.y: 
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has  something  to  say! 

A  three-year  old  query  common  in  the  radio  trade  is  now  answered 
by  Magnavox  introduction  of  a  remarkable  power  cone  speaker 
(electro-dynamic  type  on  which  Magnavox  alone  retains  funda- 
mental patents).  No  permanent  magnet  type  speaker  can  compare 
with  these  power  speakers  having  no  inherent  cut-off,  with  their  im- 
pedance constant  over  the  entire  audio  range  and  giving  full 
volume  50  to  12,000  cycles.  (They  are  equipped  with  a  filter  cut-off 
at  5,000  cycles  to  minimize  tube  distortion.)  Types  R-4  for  6  volt 
DC  operation  and  type  R-50  for  110  volt  AC,  the  latter  regularly 
equipped  with  a  built-in  power  unit  using  one  216B  rectifier  tube 
and  one  210  power  audio  amplifier  tube. 

The  new  Magnavox  power  cone  speakers  will  be  available  in  attrac- 
tive cabinets  and  as  units  only,  for  easy  installation  in  any  cabinets. 
An  attractive  merchandising  plan  is  offered  to  reliable,  established 
radio  merchants  to  cash  in  on  these  speakers  which  will  be  the  out- 
standing fast-selling  radio  accessory  this  season. 


Rectifier  Tubes 

Magnavox  now  introduces 
to  eastern  territory  their  rec- 
tifier tubes  in  60  mil.,  85 
mil.  and  150  mil.  sizes;  after 
long  experiment  and  a  year's 
use  of  these  tubes  by  the  Pa- 
cific Coast  radio  trade  has 
proven  them  very  long  lived, 
noiseless  and  possessing  a 
great  reserve  of  power. 


A  new  type  permanent  magnet  cone  speak- 
er in  several  types, of  housings  at  popular 
price  ranges  will  make  the  Magnavox 
speaker  line  the  most  complete. 

Eastern  dealers  and  jobbers  can  now  handle 
Magnavox  speakers  without  conflict  with 
other  makes  of  sets  for  which  they  have 
established  connections. 


Special  Notice 

The  research,  engineer- 
ing and  manufacturing 
facilities  of  Magnavox 
will  be  concentrated  on 
speakers  and  tubes  for 
national  distribution.  Re- 
ceiving sets  will  be  made 
for  Pacific  Coast  distribu- 
tion. 


Write  the  sales  representative  in  your  territory  for  the  new  plan 


New  England  States,  New  York  and 

Northern  New  Jersey 

The  John  P.  Rainbault  Co., 

50  Church  Street,  New  York  City 

Penn.,  Southern  N.  J.,  Del.,  Md.,  and  Nor. 
West.  Va. 

R.  R.  Hawley, 

1015  Chestnut  St..  Philadelphia,  Pa. 

Nor.  Ohio  (except  N.  W.  Corner)  and 
N.  W.  Penn. 

Brewster  P.  Kinney. 

1375  Euclid  Ave.,  Cleveland,  Ohio 


So.  Ohio,  Southern  W.  Va.,  Eastern  Ky.  and 
So.  Indiana 
S.  C.  Holston, 

608  First  National  Bank  Bldg., 
Cincinnati,  O. 

So.  Michigan,  N.  W.  Indiana  and  N.  W.  Ohio 
The  Magnavox  Company, 
1315  South  Michigan  Ave.,  Chicago,  111. 

No.  Wisconsin,  Minnesota  and  Dakotas 

J.  E.  Date,  Excelsior,  Minn. 
So.  Illinois,  Missouri,  Arkansas  and  Kansas 

Robert  W.  Bennett, 

Syndicate  Trust  Bldg.,  St.  Louis,  Mo. 


N.  W.  Ind.,  No.  111.,  So.  Wis.,  Iowa.  Nebr. 
and  all  southern  states  east  of  Texas 

The  Magnavox  Company, 

1315  South  Michigan  Ave.,  Chicago,  111. 

Texas,  all  Rocky  Mountain  and  Pacific 
Coast  States  and  British  Columbia 

The  Magnavox  Company, 

2725  East  14th  St.,  Oakland,  Calif. 

Canada  excepting  British  Columbia 
R.  S.  Williams  &  Sons  Co.,  Ltd., 
468  King  St.,  West,  Toronto,  Can. 


THE  MAGNAVOX  CO, 

General  Offices  and  Factory,  OAKLAND,  CALIF. 
CHICAGO  SALES  OFFICE,  1315  South  Michigan  Avenue 
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POOLEY^ 

radio  cabinets 

AtwaterKent 
I     radio  r 


of  quality- 


Finished  in  Amertcan  Walnut.  Takes 
At  water  Kent  Receiving  Set  Model  30 
or  33,  and  Model  E  Radio  Speaker. 
Height  39%".  width  24%",  depth 
l43/4n.  Price  is  without  set  and  speaker, 


Finished  in  American  Walnut.  Takes 
Atwater  Kent  Receiving  Set  Model  30 
or  3V  and  Model  E  Radio  Speaker. 
Height  39%".  width  24%",  depth 
14%".  Price  is  without  set  and  speaker. 


ERE  are  two  Pooley  Radio 
Cabinets  of  a  new  type — made  especially  to  accommodate  the 
Model  30  and  33  Panel  Type  Atwater  Kent  Receiving  Sets  and 
the  Atwater  Kent  Model  E  Radio  Speaker.  Installation  of  both 
set  and  speaker  is  a  very  simple  matter,  requiring  only  the  re- 
moval and  replacement  of  five  thumb  nuts. 

THE  POOLEY  COMPANY 

1600  Indiana  Avenue  Philadelphia,  U.  S.  A. 
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inet 

by  POOLEY 


POOLEY  , 

radio  cabinets^ 
Atwater'Kent  * 

RADIO 


MODEL  2700-R-l 

Finished  in  American  Walnut,  with 
Pooley  built-in  patented  floating  horn. 
Takes  Atwater  Kent  Receiving  Set 
Model  30  or  33.  Height  395/8\  width 
24Vi",  depth  1 4%".  Price  is  without  set. 


MODEL  2400-R-l 

Finished  in  American  Walnut,  with 
Pooley  built-in  patented  floating  horn. 
Takes  Atwater  Kent  Receiving  Set 
Model  30  or  33.  Height  39%",  width 
.24  Vi".  depth  14%".Price  is  without  set. 


.HE  Pooley  name  has  an 
immense  market  value — ask  any  Pooley  dealer.  He  can  tell 
you  that  Pooley  radio  cabinets  lead  the  field,  with  three  suc- 
cessful seasons  behind  them.  The  new  models  shown  offer  every 
Pooley  representative  still  wider  opportunity  for  sales.  He  has 
Pooley  quality,  Pooley  reputation,  at  a  low  price. 

THE  POOLEY  COMPANY 

1600  Indiana  Avenue  Philadelphia,  U.  S.  A> 


Prices  slightly  higher  west  of  the  Rockies,  in  Inter-Mountain  States  and 
Canada.  Canadian  Pooley  Radio  Cabinets  are  manufactured 
by  Malcolm  &  Hill,  Ltd.,  Kitchener,  Canada. 
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Radio  That  Appeals 
to  the  Masses  of  the  Public 

Simplicity,  Reliability,  Reproducing  Qual- 
ities, Selectivity  and  Appearance  Wanted 

By  E.  E.  Bucher 


(Mr.  Bucher  is  general  sales  manager  of  the  Radio  Corp. 
of  America  and  he  writes  with  the  authority  of  long  as- 
sociation with  the  industry. — Editor.) 

THE  present-day  broadcast  receiver  is  a 
highly  technical  piece  of  apparatus  which, 
through  engineering  progress,  has  been 
reduced  to  a  simple  home  utility,  useful  to  and 
easily  operated  by  all  members  of  the  family. 
Simplicity,  reliability,  faithful  tone  reproduction, 
selectivity,  sensitivity  and  pleasing  appearance 
constitute,  in  a  nutshell,  the  requirements  of 
the  broadcast  listener  of  to-day.  Tastes  differ 
from  buyer  to  buyer  in  radio,  as  with  all  other 
things;  but  the  essentials  just  enumerated  are 
fundamental  and  must  be  provided  by  the 
manufacturers.  The  typical  buyer  of  to-day 
cares  little  whether  the  manipulation  of  a 
tuning  control  tunes  the  radio  frequency  cir- 
cuits or  some  other  part  of  the  circuit.  Those 
are  details  for  the  radio  engineer  and  the  radio 
production  man  to  work  out.  However,  the 
buyer  is  decidedly  interested  in  having  a  sim- 
plified tuning  system  that  can  be  set  to  a  given 
point  and  render  a  given  program  at  the  de- 
sired volume.  It  is  entertainment  and  general 
enlightenment,  first  and  last,  that  is  being 
sought  in  the  purchase  of  the  receiver. 

Selectivity,  Sensitivity  and  Tone  Quality 
Simplicity,  taken  alone,  would  not  be  a  diffi- 
cult requisite  to  meet.  Often  it  is  merely  the 
result  of  reducing  a  given  assembly  to  absolute 
essentials,  even  at  the  sacrifice  of  results.  How- 
ever, the  public,  while  demanding  simplicity, 
will  brook  no  sacrifice  in  selectivity,  sensitivity 
or  tone  quality.  There  must  be  ample  selec- 
tivity with  which  to  have  a  choice  of  programs, 
free  and  clear  from  the  interference  of  un- 
desired  programs.  There  must  be  tone  quality 
so  that  the  programs  may  be  reproduced  in 
all  their  original  detail.  There  must  be  ample 
volume  so  that  fidelity  of  tone  may  be  rein- 
forced bv  that  degree  of  realism  which  comes 


only  with  reproduction  at  its  original,  normal 
volume.  There  must  be  economical  operation, 
whether  on  batteries  or  socket  power.  There 
must  be  marked  sensitivity,  for  although  there 
are  numerous  broadcasting  stations  providing 
satisfactory  programs  in  almost  every  locality, 
the  buyer  seeks  a  still  wider  choice  of  pro- 
grams at  times;  and  there  still  remains  some- 
thing of  the  thrill  that  goes  with  distant 
reception.  Finally,  the  receiver  must  be  attrac- 
tive in  appearance  in  order  that  it  may  fit  in 
with  the  living  room  of  the  home. 

In  reconciling  simplicity  of  operation  with 
selectivity,  sensitivity  and  tone  quality,  radio 
engineers  have  been  confronted  with  problems 
enough.  It  is  far  simpler  to  produce  a  receiver 
with  an  impressive  array  of  controls,  switches, 
meters,  rheostats  and  other  signs  of  working 
parts,  than  it  is  to  produce  a  receiver  with 
few  controls.  In  other  words,  the  simpler  the 
operation  the  more  intricate  the  radio  engineer- 
ing and  the  production  problems  involved. 
Stable  and  Reliable  Operation 

Nevertheless,  the  public  demand  has  been 
met  and  even  exceeded  by  the  leading  radio 
offerings  of  the  present.  Suitable  circuits  have 
been  introduced,  giving  stable  and  reliable 
operation  in  place  of  the  former  intricate  and 
uncertain  circuits  that  made  of  radio  a  tinker's 
paradise.  In  the  forms  of  the  tuned  radio- 
frequency  circuit  and  the  perfected  Super- 
Heterodyne  circuit,  radio  engineers  found  the 
desired  combinations  which  could  be  adjusted 
over  and  over  again  to  the  same  wave  length 
by  means  of  the  same  tuning  adjustments,  in 
place  of  the  "needle-in-the-haystack"  technic 
of  former  days.  These  circuits  are  ideally 
suited  to  selectivity,  achieved  through  the  use 
of  a  plurality  of  tuning  circuits;  yet  with  suf- 
ficient broadness  so  as  not  to  filter  out  the 
side  bands  of  radio   signals,  so  essential  for 


The  DAVIS  "B"  Power  Unit 


A  carefully  tested  and  fully  guaranteed 
"B"  Power  Unit  that  is  offered  to  the 
trade  with  the  endorsement  of  one  of 
the  largest  manufacturing  organizations 
in  the  music-radio  industry. 

List  Price  $40» 

We  have  some  valuable  territory  open 
for  responsible  jobbers  on  an  exclusive 
territorial  basis.  Our  jobber  and  dealer 
discounts  are  liberal,  and  our  product  is 
guaranteed  to  give  satisfactory  service. 


W  rite  lodnv  for  details 


General  Office* 
314-324  W.  13rd  SI. 
Chicago 


DAVIS  INDUSTRIES,  Inc. 

Capital  Surplus  and  Reserves  over  $2,000,000.00 


Plants : 
Chicago,  in. 
Kokomo,  Ind. 


E.  E.  Bucher 

realistic  reproduction.  Sensitivity  has  been 
attained  in  both  these  leading  circuits  by  cor- 
rect design  and  the  use  of  suitable  low-loss 
material  and  construction. 

Returning  to  simplicity  of  operation,  we  must 
give  radio  engineers  credit  for  devising  me- 
chanically coupled  tuning  devices  for  group 
operation.  In  this  manner  a  number  of  tuning 
operations  are  performed  by  a  single  control. 
Instead  of  adjusting  one  circuit  after  another 
for  each  wave  length,  the  single-control  method 
of  tuning  provides  a  procession  of  wave  lengths 
as  the  tuning  dial  is  manipulated,  while  the 
maximum  selectivity  and  sensitivity  is  obtained 
by  supplementary  controls. 

Problems  of  Construction 

In  attaining  uni-control,  the  main  problem 
has  been  one  of  production.  It  was  one  thing 
to  develop  the  idea  in  the  research  laboratories 
and  quite  another  to  make  the  idea  a  tangible 
reality,  reproduced  by  tens  of  thousands  of 
receivers  in  the  hands  of  the  public.  Matched 
units  had  to  be  produced  in  mass  production. 
Condensers,  with  their  closely  meshed  station- 
ary and  moving  plates,  had  to  be  produced  with 
such  accuracy  that  when  assembled  for  tandem 
operation  they  would  maintain  like  capacities 
through  their  range,  or,  in  other  words,  keep 
in  electrical  step.  A  technic  closely  resembling 
that  of  watchmaking  had  to  be  introduced  in 
radio  production.  Coils  had  to  be  wound  with 
the  same  care;  yet  the  seemingly  impossible 
was  accomplished,  and  the  present-day  uni- 
control  receiver,  so  utterly  simple  in  outward 
appearance  and  operation,  actually  out-performs 
the  multi-control  receiver  of  a  few  years  back. 

In  considering  radio  as  a  musical  instrument, 
the  buying  public  expects  and  is  entitled  to 
realistic  tone  quality,  as  well  as  ample  volume 
for  natural  rendition.  Amplifying  systems 
capable  of  handling  the  necessary  wide  range 
of  frequencies  from  the  bass  notes  of  the  organ 
to  the  highest  notes  of  the  violin,  together 
with  the  subtle  harmonics  and  overtones  with- 
out which  there  is  no  differentiating  between 
the  notes  of  various  musical  instruments  and 
individual  voices,  and  the  power  tubes,  capable 
of  providing  volume  without  overloading,  have 
been  in  the  largest  measure  responsible  for  the 
vast  strides  in  this  direction.  Loud  speakers, 
capable  of  giving  correct  response  throughout 
the  musical  scale,  have  completed  the  process. 

In  the  congested  city,  where  many  receivers 
may  be  operated  in  the  same  apartment  house, 
the  loop-operated  set  is  proving  the  most  popu- 
lar choice.  In  rural  sections,  however,  where 
an  antenna  can  be  readily  erected,  the  choice 
is  often  for  the  antenna-operated  receiver. 
Public  Preference  of  Appearance 

In  the  matter  of  cabinet,  the  public  has  not 
as  yet  made  its  preference  clear,  although  it 
is  generally  agreed  that  the  radio  receiver  is 
essentially  an  attractive  piece  of  furniture  rather 
than  a  laboratory  layout.  There  are  buyers  who 
prefer  radio  receivers  in  small  cabinets,  to  be 
placed  on  tables  or  other  pieces  of  furniture 
already  in  the  home.  Some  prefer  large  cab- 
inets of  the  sell-supporting  kind,  complete  in 
every  detail,  including  space  for  batteries  or 
(Continued  on  [>agc  75) 


Backed  by 
Sales-Building  National  Advertising 


The  Stewart  line  shown  on  the  following 
pages  .  .  .  backed  by  Stewart  advertising 
.  .  .  offers  you  a  remarkable  opportunity. 
The  outstanding  "A"  eliminator  ...  a 
wonderful  "B"  and  an  "AB"  which  we  be- 
lieve is  the  highest  development  in  radio 
socket  power  units  .  .  .  head  a  line  which 
seems  destined  to  lead  during  the  1927-28 
season. 

Powerful  .  .  .  full  page  advertising  ...  in 
carefully  selected  magazines  .  .  .  Saturday 
Evening  Post  .  .  .  American  .  .  .  Liberty  .  .  . 
Popular  Science  Monthly  .  .  .  Radio  News 
.  ,  .  Citizen's  Radio  Call  Book.  Telling  the 
world  .  .  .  building  public  confidence  .  .  . 
selling  Stewart  products  .  .  .  for  you! 


Dealers:  Get  in  touch  with  us  direct  for 
complete  details  of  the  Stewart  line  and  plan. 

Jobbers:  Distribution  in  each  territory  will 
be  limited.  Jobbers  securing  the  Stewart 
franchise  will  have  the  benefits  of  a  thor- 
ougnly  co-operative  and  highly  protective 
sales  policy. 

The  complete  plan  ...  is  yours  .  .  .  for  the 
asking.  Write  .  .  .  wire  .  .  .  now  .  .  .  before 
Stewart  representation  is  placed  elsewhere, 
thereby  giving  your  competitor  a  great  ad- 
vantage.   Get  the  facts  immediately. 

STEWART  BATTERY  CO. 

119-127  N.  Peoria  St.,  Chicago,  111. 
R.  M.  A.  Show,  space  56. 


Stewart 


Constant  "A"  power  for  any  radio  set  regardless  of 
size.  Attach  a  Stewart  Electric  "A"  to  any  set  .  .  . 
plug  into  a  light  socket  .  .  .  forget  it.  The  power  is 
always  there  .  .  .  full  .  .  .  reliable  ...  no  matter  how 
long  the  set  is  used. 

"Best  in  all  Creation  for  'A'  Elimination" 

Both  "A"  and  "B"  power  are  controlled  automati- 
cally from  the  radio  set  switch  when  the  Stewart 
Electric  "A"  is  used. 

The  Stewart  Electric  "A"  requires  no  attention  .  .  . 
no  care  ...  no  service  from  you.  Small  and  compact 
.  .  .  fits  all  console  set  compartments. 

Sales  this  summer  will  set  new  records  for  power 
units.  Profits  will  grow  constantly  .  .  .  for  alert  dealers 
who  push  this  quick-selling  unit. 


A  and  'B' 


Yet  Devel 


The  Stewart 
Electric  "A-B" 

A  combination  of  the  Stewart  Elec- 
tric "A"  with  the  Stewart  "B"  into 
one  compact  unit  ...  all  controlled 
automatically  from  the  radio  set 
switch.  A  complete  power  plant 
.  .  .  the  ideal  unit  for  those  who 
want  to  forget  power  supply  .  .  . 
plug  into  any  light  socket  ...  a 
constant  and  permanent  "A"  and 
"B"  power  supply  .  .  .  without  care 
or  attention.  No  battery,  acids, 
liquids,  moving  parts  or  noise. 
"Best  designed  of  the  socket  kind." 
Models  to  meet  every  requirement. 
6  volt  50-60  cycle  model,  List 
Price  $63.00  (without  tube  for  B.) 


The  Stewart  "B' 


A  new,  compact,  attractive  "B"  socket  power 
designed  to  overcome  the  usual  disadvantages 
ascribed  to  "B"  power  units. 

Possesses  outstanding  new  features : 

Primary  voltage  control,  preventing  condenser 
breakdowns  and  insuring  perfect  voltage  regu- 
lation at  all  taps  ...  no  paralyzing  of  tubes  ... 
three  amplifier  taps,  67  1  _> ,  90  and  power  volt-  ^^fc 
age.  All  binding  posts  and  controls  enclosed  : 
...  a  big  factor  in  eliminating  unnecessary 
service  calls  .  .  .  Oversize  parts  .  .  .  Perfect 
regulation  to  number  of  tubes  in  radio  set  .  .  . 
once  regulated,  forget  it.  No  acids,  liquids  or 
moving  parts  .  .  .  noiseless  in  operation. 
"Buy  it  for  Quiet." 

The  Stewart  "B"  uses  either  type  B  or  BH 
tube.  Models  for  any  and- all  types  of  radio 
sets.  50-60  cycle  model,  ,  List  price  $29.00 
(without  tube). 


STEWART  BATTERY  CO.,  119-127  North  Peoria  Street,  Chicago,  Hi. 

Manufacturers* of  Radio  "A"  and  "B"  Power  Units  and  Radio  and  Automobile  Batteries 

"Stewart  Always  Leads  in  Radio  Power  Needs 


— 


These  Make  the  Stewart 
of  Radio  Power  Units  Most  Comolet 


The  Stewart  Super  "A" 


Something  different  in  light  socket  "A"  power  .  .  .  new  in  principle  .  .  .  will  operate 
any  radio  set.  Automatically  controlled  from  the  radio  set  switch.  No  tubes,  no 
moving  parts,  no  noise  .  .  .  not  a  trickle  charger  combination.  It  is  a  2^- 
ampere  fully  automatic  charger  of  the  dry  solid  rectifier  type  combined  with  a  heavy 
duty  Stewart  battery.  It  automatically  restores  exact  amount  of  current  used  .  .  . 
no  more,  no  less  .  .  .  charging  starting  the  moment  the  rad.o  set  switch  is  turned  off. 
Stops  automatically  when  battery  is  fully  charged.  Simple  in  design  .  .  .  perform- 
ance guaranteed.  Four  models.   6  volt  50-60  cycle  model,  List  Price  $34.50. 


Stewart  Duo-Rate  "A"  Unit 

A  heavy  duty  Stewart  "A"  Battery  and  a  Stewart  Tu-Rate  Charger 
.  .  .  combined  into  one  "A"  socket  power  unit.  Operates  at  34-ampere 
trickle  charge  rate  .  .  .  has  2V2-ampere  rate  for  occasional  boosting 
when  set  is  used  excessively.  Equipped  with  automatic  relay  and 
"B"  receptacle  so  as  to  control  both  "A"  and  "B"  power  from  radio 
set  switch.  Four  models.  6  volt  50-60  cycle  model,  List  price  $27.50. 


Stewart  Hi-Rate  Automatic  "A" 
Charger 

A  2V2-ampere  .  .  .  fully  automatic  .  .  .  dry  solid 
rectifier.  No  tubes,  acids,  liquids,  moving 
parts  or  noise.  Needs  no  care  or  maintenance. 
Connected  to  a  good  "A"  battery  .  .  .  this  charger 
becomes  an  automatic  "A"  socket  power  unit. 
Equipped  with  "B"  receptacle  so  as  to  control 
both  "A"  and  "B"  power  from  radio  set  switch. 
Charging  starts  when  set  is  turned  off  .  .  .  stops 
when  battery  is  fully  charged.  Two  models. 
50-60  cycle  model,  List  Price  $19.00. 


Stewart  Tu-Rate  "A" 
Charger 

A  convertible  charger  .  .  .  %- 
ampere  rate  .  .  .  transformed  .  .  . 
in  a  second  ...  to  a  2V2  amPere 
charger.  Dry  solid  type  ...  no 
tubes,  acids,  liquids,  moving 
parts  or  noise.  Requires  no 
maintenance  or  care.  Small  .  .  . 
compact.  Two  models.  List 
Price  50-60  cycle  model,  $12.00. 


Stewart  "A"  Storage 
Batteries 

Heavy  duty  type  ...  a  real  leader  .  .  .  improved 
radio  terminals  .  .  .  heavy  connectors  .  .  .  extra 
strong  composition  case,  equipped  with  bail 
handle.  Plates  uniform,  machine  pasted  .  .  . 
formed  hard  for  long  life  .  .  .  porous  for  maximum 
capacity  and  constant  flow  of  current.  All  sizes 
...  40  amperes  to  160  amperes  .  .  .  correctly  rated 
on  the  straight  one-ampere  continuous  discharge 
rate.  Guaranteed  fully  .  .  .  highest  quality  .  .  . 
moderate  prices. 


Stewart  Power  Controller 

Transforms  any  "A"  battery  and  high 
rate  charger  combination  .  .  .  with  "B" 
power  unit  .  .  .  into  an  automatic  light 
socket  power  unit,  controlled  from 
radio  set  switch.  Charging  starts  the 
moment  radio  set  switch  is  turned  off 
.  .  .  stops  automatically  when  battery 
is  fully  charged.  Six  and  four-volt 
models.  List  Price  $7.50. 


Stewart  Full  Automatic 
Radio  Power  Switch 

Operates  any  trickle  charger- 
battery  combination  and  "B  ' 
power  unit  .  .  .  automatically 
from  the  radio  set  switch.  Six 
and  four-volt  models.  List 
Price  $3.50. 


Stewart  Battery  Co.,  119-127  North  Peoria  Street,  Chicago,  111. 

Prices  slightly  higher  West  of  Rockies 
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F.  Clifford  Estey  Discusses 

Radio  Situation  for  1927 

Radio  Sales  Manager  of  Stewart  Battery  Co., 
Chicago,  Finds  Public  Keenly  Interested  in 
Problems  Incidental  to  New  Electric  Sets 

Among  the  important  happenings  in  the  radio 
field  during  the  past  month  was  the  news  of 
the  appointment  of  F.  Clifford  Estey  as  radio 
sales   manager   of   the   Stewart    Battery  Co., 


F.  Clifford  Estey 


Chicago,  manufacturer  of  radio  power  units, 
whose  experience  dates  back  to  1906,  when  he 
first  established  an  amateur  radio  station  in 
the  city  of  Salem,  Mass.  Mr.  Estey  is  one 
of  the  most  prominent  sales  executives  in  the 
radio  field,  having  traveled  the  entire  country 
for  the  past  eight  years  as  sales  manager  for 
various  radio  manufacturers.  He  numbers 
among  his  friends  countless  individuals  through- 
out the  entire  industry,  and  especially  in 
Chicago. 

In  discussing  the  radio  possibilities  for  the 
coming  year,  Mr.  Estey  stated  that  he  thought 
1927  to  be  the  best  in  the  history  of  the  in- 
dustry, especially  for  those  manufacturers  who 
are  able  to  supply  either  electric  sets  or  electric 
equipment,  and  that  for  the  past  three  years 
the  radio  public  has  been  demanding  some  sort 
of  an  electrical  set. 

"Manufacturers  of  sets  are  finding  the  public 
keenly  interested  in  the  many  problems  inci- 
dental to  the  new  type  of  electric  sets  or  electric 
equipment,"  said  Mr.  Estey,  "and  to  me  the 
best  solution  of  the  problem  seems  to  be  for 
a  radio  set  manufacturer  to  supply  his  set 
with  a  cabinet  having  sufficient  space  for  the 
power  supply,  which  the  eliminator  manufac- 
turer, who,  as  a  specialist  in  that  line,  can 
supply.  A  good  "A"  and  "B"  eliminator  will 
weigh  from  fifty  to  sixty  pounds,  and  certainly 
the  average  radio  cabinet  will  not  stand  a 
weight  of  this  sort,  combined  with  the  radio 
set  and  loud  speaker  within  its  cabinet,  without 
serious  damage   resulting  in  transit. 

"This  makes  it  necessary  for  the  radio  set 
manufacturer  to  ship  his  power  supply  separate 
from  the  cabinet,  and  in  many  cases  ship  the 
chassis  in  the  same  way.  The  average  radio 
set  manufacturer  has  had  trouble  enough  in 
servicing  his  own  set,  without  assuming  the 
dual  responsibility  of  servicing  both  the  set 
and  power  supply.  I  am  of  the  opinion  that 
most  radio  set  manufacturers  will  be  satisfied 
to  let  the  eliminator  manufacturer  take  care  of 
the  responsibilities  of  servicing  the  electrical 
end,  not  to  speak  of  the  transportation  diffi- 
culties which  arise  in  having  an  object  of  this 
weight  incorporated  in  the  radio  cabinet. 

"A  great  majority  of  the  radio  set  makers 
are  aware  of  the  difficulties  mentioned,  as  in- 
dicated by  the  tremendous  number  of  inquiries 
we  have  had  from  radio  manufacturers  who 
desire  to  incorporate  our  electrical  equipment 


with  their  radio  set.  Many  of  them  desire  to 
have  us  establish  their  distributors  and  dealers 
as  distributors  of  our  power  supply,  in  order 
that  they  may  be  assured  that  some  satisfactory 
source  of  power  will  be  available  for  their  set. 

"Many  manufacturers  have  felt  that  a  good 
product  is  all  that  is  necessary;  others  feel 
that  a  product  extensively  advertised  will  sell 
regardless  of  its  merit.  In  my  opinion  the 
radio  manufacturer  who  cannot  back  up  all  he 
claims  in  his  advertising  and  literature,  this 
year,  will  not  get  very  far.  I  am  very  happy 
to  say  that  in  joining  the  Stewart  Battery  Co. 
I  found  an  organization  wide  awake  to  this 
fact,  with  a  very  good  policy  already  established 
and  in  force  for  the  past  three  years,  giving 
the  trade  the  type  of  protection  it  requires  and 
giving  the  public  what  it  demands  in  products. 
Such  a  combination  cannot  help  but  result  in 
success." 

Among  the  items  offered  by  the  Stewart  Bat- 
tery Co.  this  year  are  the  electric  "A,"  Stewart 
"B"  and  the  electric  "A-B."  An  extensive  ad- 
vertising campaign  has  been  planned  by  the 
Stewart  Battery  Co.  in  the  trade  journals  and 
a  direct-by-mail  campaign  reaching  some  31,000 
dealers  is  also  in  force  and  will  be  continued 
for  the  balance  of  this  year.  The  demand  from 
the  better  distributors  throughout  the  country 
has  exceeded  furthest  expectations,  it  is  said, 
and  already  plans  are  under  way  for  equipping 
a  new  factory  to  take  care  of  the  demand  for 
the  Stewart  electric  units. 


Receiving  Set  Incorporated  Within  a  Pair  of 
Headphones  Said  to  Be  Highly  Selective  and 
Sensitive — Needs  No  Accessories 


The  Air-Phone,  a  radio  receiving  set  incor- 
porated within  a  pair  of  headphones,  will  short- 
ly be  announced  to  the  trade  by  the  Petite  Radio 
Corp.,  New  York.  This  new  device  is  said  to 
be  highly  selective  and  sensitive  and  requires 
no  batteries,  tubes  or  accessories  other  than 
a  short  aerial.  The  necessary  ground  may  be 
obtained  by  connection  to  a  radiator. 

At  a  recent  test  of  the  Air-Phone  in  New 
York  it  is  stated  that  most  of  the  metropolitan 
broadcasting  stations  were  clearly  tuned  in  by 
merely  turning  a  knob  on  one  of  the  ear  pieces, 
with  volume  equal  to  that  of  a  single  stage 
tube  detector  set.  Although  a  maximum  re- 
ceiving range  of  seventy-five  miles  is  claimed 
for  it,  it  is  stated  that  gratifying  distance  rec- 
ords have  already  been  made  with  the  Air- 
Phone  on  tests  in  various  parts  of  the  country, 
programs  from  Chicago  having  been  received 
in  St.  Louis. 

The  simplicity  and  efficiency  of  the  Air-Phone 
are  said  to  make  it  available  for  satisfactory 
use  by  hospital  patients  and  invalids,  motorists, 
campers,  tourists,  yachtsmen,  boy  scouts,  etc. 


(Continued  from  page  74) 
socket-power  devices.  There  are  others  who 
prefer  a  very  large  cabinet,  containing  every- 
thing even  to  the  loud  speaker.  Perhaps  there 
will  never  be  a  clearly  defined  preference  in 
the  matter  of  radio  cabinets,  since  there  is 
room  here  for  as  many  different  tastes  as  there 
are  individual  buyers.  However,  furniture  radio 
is  certainly  in  the  ascendency  to-day,  irrespec- 
tive of  specific  design. 

From  all  of  which  we  fathom  that  the  buying 
public  seeks  a  finished  product  of  the  research 
laboratories  and  the  engineering  staffs,  reduced 
to  the  simplest  operating  terms,  capable  of  the 
best  results  known  to  the  radio  art,  and  housed 
in  a  cabinet  that  camouflages  the  intricate 
means  to  the  end.  No  longer  is  the  public 
interested  in  buying  an  experiment.  It  is  after 
performance — tried,  tested  and  perfected. 


Distributors 

of 


Phonographs  .  .  .  Model  D 
Radio  Receiving  Sets  .  .  . 
Highboys  . . .  and  Speakers 


Barker  Wholesale  Company, 
Barker  Building, 
Los  Angeles,  Calif. 

J.  H.  Burke  Company, 

221  Columbus  Avenue, 
Boston.  Mass. 

Doerr,  Andrews  St  Doerr, 

Minneapolis,  Minn. 

Gibson-Snow  Co.,  Inc., 
Syracuse.  N.  T. 

Greater   City  Phono.   Co.,  Inc., 
76  Fifth  Avenue, 
New  York,  N.  Y. 

Mnssler  Texas  Co., 

2216  Commerce  Street, 
Dallas,  Texas. 

Kohler  Distributing  Co., 
63  Minna  Street, 
San  Francisco,  Cal. 

Moore-Bird  St  Company, 

1720  Wazee  Street, 
Denver,  Colo. 

Musical   Products  Distributing  Co, 

22  West  19th  Street,  New  York,  N.  Y. 
Brooklyn  &  Long  Island  Distributors. 

Pennsylvania  Phono.  Plst.  Co., 
1015  Chestnut  Street, 
Philadelphia,  Pa. 
917  Wabash  Building, 
Pittsburgh,  Pa. 
1747  Chester  Avenue. 
Cleveland,  Ohio. 

James  K.  Polk,  Inc., 

181  Whitehall  Street. 
Atlanta,  Ga. 
811  W.  Broad  Street, 
Richmond,  Va. 

Reliance  Battery  Products  Co., 
2211  So.  Eighth  Street. 
Council  Bluffs.  Iowa. 

C.  A.  Richards,  Inc., 

100  E.  45th  Street,  New  York,  N.  Y. 
Canadian  &  Export  Distributors. 

C.  I).  Smith  Drue  Co., 
St.  Joseph,  Mo. 

Sterling  Roll  and  Record  Co., 

137  W.  Fourth  Street,  Cincinnati,  O. 

Strevell-Paterson  Hardware  Co., 
Salt  Lake  City,  Utah. 

The  Tay  Sales  Company, 

231  N.  Wells  Street. 
Chicago,  111. 

Vahr-Lange,  Inc., 

Milwaukee,  Wis. 

442  E.  Lafayette  Avenue. 

Detroit.  Mich. 


Radio  That  Appeals  to 

the  Masses  of  the  Public 


Petite  Radio  Corp.  to 

Market  Air-Phone  Radio 
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1101- w.  P. 


1001-D.H. 


1001-W.P. 


901-D.H. 


PRESENTING 


901-W.H. 


901- TV.  P. 


OOHE  new  "SUPERIOR"  line  of  quality  radio  cabinets.  Embodying 
|  £"\  some  of  the  most  unique  methods  of  construction — exemplifying  the 
V—/  finest  in  Radio  Cabinet  Design. 

SUPERIOR  CABINETS  are  built  for  all  popular  makes  of  radio  sets  and 
are  equipped  with  the  new  "SUPERIOR  TONE  AMPLIFYING  CHAMBER 
and  BALDWIN  UNIT." 

Jobbers  and  Dealers  write  for  our  catalogue  and  price  list. 


SUPERIOR  CABINET 

CORPORATION 

206  Broadway 
New  York  City 


list* 


T 


901-C.P. 


701- W. 


401-W.  . 


Milwaukee  Saleswomen  Form  Record 

Club  and  Meet  to  Discuss  Sales  Plans 

Managers  and  Saleswomen  of  Victor  Record  Departments  of  Milwaukee  Stores  Meet  Each  Month, 
Hear  New  Records  and  Discuss  Best  Methods  of  Stimulating  Business 


New  Merchandising  Plan  for 
Spartan-Murdock  Products 

Radio  Products  of  the  Spartan  Electric  Corp. 
and  William  J.  Murdock  Will  Be  Merchan- 
dised by  M.  S.  Despres  and  J.  M.  Jacobs 


Women  managers  of  record  departments  in 
Milwaukee  music  and  department  stores  to- 
gether with  their  co-workers  in  these  depart- 
ments have  formed  the  Victor  Record  Girls' 
Club,  which  meets  once  each  month  for  a  buffet 
luncheon.  Sales  methods  regarding  the  new 
records  being  introduced  are  discussed. 

The  meetings  are  held  in  the  display  room  of 
the  Badger  Talking  Machine  Co.,  distributor  of 
the  Victor  line  in  Wisconsin,  when  the  mem- 
bers gather  for  a  6:30  supper,  after  which  they 
spend  a  few  hours  in  listening  to  the  new  rec- 
ords to  be  introduced  for  the  following  month, 
and  discuss  selling  points,  sales  methods  and 
relative  topics. 

In  organizing  the  club  the  members  felt  that 
hearing  records  during  their  leisure  hours  would 
be  more  beneficial  to  themselves  as  well  as  en- 
joyable, and  they  would  be  free  from  the  inter- 
ruptions necessary  if  this  is  done  in  a  shop. 
After  the  new  records  are  played  each  member 
gives  her  reaction  to  it,  and  points  out  what 
she  would  believe  to  be  a  good  selling  point, 
and  as  some  twenty-five  or  more  of  these  are 
given  the  benefit  resulting  from  this  procedure 
is  clear.  The  girls  then  select  the  three  records 
which  they  believe  will  be  outstanding  for  the 
month,  and  agree  to  push  these  in  their  sales. 
They  select  all  the  sales  possibilities  of  the  rec- 
ords and  discuss  them  thoroughly  from  every 
point  of  view. 

Sales  tests  are  an  important  part  of  the  meet- 
ings. While  the  class  acts  as  a  customer,  and 
presents  that  point  of  view  a  member  gives  a 
selling  talk  for  the  observation  of  the  other 
girls.  After  she  has  finished,  other  members 
arc  privileged  to  suggest  additions  or  improve- 


ments in  the  talk,  or  bring  out  points  which 
they  believe  would  be  more  forceful  if  substi- 
tuted in  it. 

An  interesting  feature  of  the  meeting  is  the 
period  devoted  to  learning  the  correct  pronunci- 
ation of  the  names  of  artists  and  of  great  selec- 
tions, as  the  members  point  out  that  an  intelli- 
gent music  lover  is  disgusted  if  she  asks  for 
certain  music  and  the  sales  girl  does  not  recog- 
nize the  correct  pronunciation  of  the  name.  It 
also  enables  them  to  present  the  records  cor- 
rectly and  with  a  certainty  which  adds  to  their 
background. 

The  exchange  of  ideas  at  the  meetings  proves 
most  valuable,  it  is  stated,  as  the  girls  benefit 
by  the  varied  selling  experiences  of  each  other 
and  they  are  able  to  add  to  their  own  stock  of 
information.  For  instance,  some  of  the  mem- 
bers have  fine  systems  of  telephoning,  others 
use  personal  approach,  and  they  are  happy  to 
discuss  their  methods.  This  arouses  interest  in 
all  the  others  and  opens  up  new  avenues  of 
business  to  them. 


The  radio  products  of  the  Spartan  Electric 
Corp.,  New  York,  and  William  J.  Murdock, 
Chelsea,  Mass.,  will  be  nationally  merchandised 
henceforth  by  Maurice  S.  Despres  and  Julian 
M.  Jacobs,  according  to  a  recent  announcement. 
Mr.  Despres  and  Mr.  Jacobs  have  been  sales 
executives  of  the  Spartan  and  Murdock  or- 
ganizations, respectively,  and  are  well  known 
in  the  radio  industry  throughout  the  country. 

The  Spartan  speaker  lines  include  a  new  cone 
unit  which  will  be  used  exclusively  in  conjunc- 
tion with  a  unique  patented  cone  diaphragm, 
in  three  models.  A  seven-tube,  single  control, 
completely  shielded  chassis  has  been  developed 
by  the  Murdock  organization,  and  under  an 
arrangement  with  the  Adler  Mfg.  Co.,  of  Louis- 
ville, Ky.,  Adler  Royal  cabinets  will  be  sold 
by  Murdock  to  their  distributors.  Four  con- 
sole models  will  be  offered  with  the  same 
chassis.  A  table  model  will  round  out  the  Mur- 
dock line. 


Plans  Big  Ad  Drive 


Mikiphone  Phonograph  Is 

Awarded  First  Prize 


Philadelphia,  Pa.,  June  6. — J.  M.  Skinner,  vice- 
president  of  the  Philadelphia  Storage  Battery 
Co.,  of  this  city,  at  the  close  of  the  recent  an- 
nual sales  conference,  announced  that  the  con- 
sumer advertising  for  the  coming  year  will 
greatly  exceed  that  of  last  year.  It  is  an- 
nounced that  the  greater  part  of  an  appropria- 
tion of  $1,000,(X10  will  be  spent  on  newspaper 
advertising.  Six  hundred  thirty-three  cities 
throughout  the  country  will  be  covered. 


The  Mikiphone  pocket  phonograph,  said  to 
be  the  smallest  portable  in  the  world,  was 
awarded  first  prize  at  the  International  Ex- 
position of  Music,  held  recently  at  Geneva, 
Switzerland,  according  to  an  announcement 
from  the  New  York  headquarters  of  Mikiphone, 
S.  A.,  Inc.  This  attractive  little  instrument 
has  met  with  a  splendid  reception  since  its  in- 
troduction to  the  United  States,  and  its  popu- 
larity is  steadily  growing,  both  with  the  retail 
trade  and  the  public. 


June,  1927 


THE    TALKING    MACHINE  WORLD 


it  K^/ir  r  • 


YrarWay  to 

Extra 

HOHNER 
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IIQHT  /—COLOR  I 
^  MOVEMENT/- 

these  are  the  eye-catchers  and  sales-makers 
of  modern  retailing.  Start  this  handsome 
electric  flasher  sign  working  for  you  right 
away  to  increase  the  general  attractiveness 
of  your  store  and  swell  your  sales  of  Har- 
monicas. 

25,000,000  Hohner  Harmonicas  were  sold 
last  year.  Let  people  know  you  carry  them 
— and  get  your  share  of  that  easy,  profitable, 
rapidly  growing  business. 

This  Hohner  flasher  will  do  it 

Set  it  up  in  your  window,  plug  in  on  a  light 
socket,  and  let  it  go!  Day  and  night  it  will 
flash  its  selling  message  to  new  customers. 
Beautifully  colored,  electrically  illuminated, 
substantially  built,  convenient  in  size  (14x17 
inches,)  it  is  REAL  sales  stimulator. 

This  flasher  costs  you  NOTHING!  You  get 
it  FREE,  with  the  No.  800  special  assort- 
ment of  Hohner  Harmonicas — "The  World's 
Best"  both  as  musical  instruments  and  as 
profit-making  merchandise. 

Order  now  from  your  jobber  or  from 
us — we  ivill  supply  you  through  him. 


Light 

ON! 


How  to  Qet  This 

Flasher- 

-FREE 

order  No.  800  Special  Assortment  of 
HOHNER  Harmonicas: 

You  Assortment 
Receive          of  Styles 

7  pes.        No.  34B  "Old  Standby" 

8  "            "    1896  "Marine  Band" 
2   "            "     60S  "Echo" 
2   "           "     254  "Sportsman" 
2   "            "  3CND  "World  Renown" 
2  "            "     152  "Marine  Band 

Tremolo" 

12"            "     105  "Auto  Valve" 
2  "            "    3101  "Harmonette" 
1   "            "     453  "Goliath" 
1   "            "     146  "Marine  Band 

Tremolo" 
1  "            "     608  "Echo" 
1   "            "    46!^  "Up-to-Date" 

i       1   "            "     260  "Chromonica" 

To  Retail 

 at  

.50  3.50 
.50  4.00 
.60  1.20 
.75  1.50 
.75  1.50 

1.00  2.00 
1.00  2.00 
1.00  2.00 
1.50  1.50 

1.50  1.50 
2.00  2.00 
2.00  2.00 
2.75  2.75 

32  pes. 

$27.45 

YOU  INVEST 
for  these  Harmonicas  AND 
the  flasher 

$19.50 

YOU  GAIN 

Over  40%  Cash  Profit  .  .  . 
PLUS  a  valuable  attention- 
getter  for  your  window  .  .  . 

$7.95 

M.  HOHNER,  Inc. 


Dept.  72 


114  East  16th  St.  New  York 

Canadian  Address:  Hough  &  Kohler,  468  King  Street,  W.,  Toronto 
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Convention  of  Atwater  Kent  Distributors 

First  Showing  of  New  Products  Made  by  Company  Featured  Fourth 
Annual  Gathering  Held  at  the  Hotel  Ambassador  in  Atlantic  City 


Atlantic  City,  N.  J.,  May  23. — New  Atwater 
Kent  products,  which  consisted  of  two  new  sets, 
a  new  type  of  radio  speaker,  a  "B"  power  unit 
and  a  rectifier  tube,  aroused  great  enthusiasm 
at  the  opening  business  session  of  the  fourth 
annual  Atwater  Kent  radio  distributors'  con- 
vention, at  the  Ambassador  Hotel,  in  this  city. 

The  gathering  of  the  distributors  took  place 
on  Tuesday,  May  17,  and  each  arriving  train 
added  additional  numbers.  The  hours  from  4 
to  6  P.  M.  on  Tuesday  were  devoted  to  the  reg- 
istration of  the  guests,  greetings  and  hand- 
shakes, and  at  7  o'clock  a  get-together  dinner 
took  place  in  the  Renaissance  Room  of  the 
hotel.  The  entrance  of  A.  Atwater  Kent,  presi- 
dent of  the  company,  the  generous  host  of  the 
week,  was  accompanied  by  a  spontaneous  roar 
of  greeting.  Major  Frederick  Hickman, 
president  of  the  Atlantic  City  Chamber  of  Com- 
merce, welcomed  Mr.  Kent,  his  organization  and 
the  visiting  conventionites  to  the  world's  play- 
ground and  presented  President  Kent  with  a 
huge  key  to  the  city. 

On  Wednesday  morning  after  the  taking  of 
the  group  picture  on  the  beach,  the  convention 
was  called  to  order  by  Vernon  W.  Collamore, 
sales  manager  of  the  Atwater  Kent  Mfg.  Co. 
This  convention  took  on  particular  significance, 
due  to  the  fact  that  it  marked  almost  to  the  day 
the  twenty-fifth  anniversary  of  the  founding  of 
the  business. 

Mr.  Kent  presented  to  his  distributors  the 
Atwater  Kent  line  for  the  1927-28  season.  The 
model  20  compact,  the  only  three-dial  set  in  the 
line  of  the  previous  season,  is  discontinued. 
Model  30,  six  tubes,  one  dial,  was  retained  at 
the  revised  price  of  $80,  with  panel  only  $70. 
Model  32,  seven  tubes,  one  dial,  was  also  re- 
tained from  last  year,  at  a  new  price  of  $110, 
and  model  35,  the  familiar  metal  cabineted 
model,  was  included  in  this  year's  line  at  $65. 
The  popularity  of  the  models  retained  is  evi- 


denced by  the  sales  figures,  not  from  the  fac- 
tory, but  actually  to  the  consumer,  for  the  past 
season.  Of  the  model  35  there  were  sold 
222,435;  No.  30—122,000;  No.  32—40,000. 

The  two  new  models  presented  were  desig- 
nated as  Nos.  33  and  50.  The  No.  33  is  some- 
what similar  in  appearance  to  the  32,  with  the 
difference  that  it  has  six  tubes  instead  of  seven, 


Ernest  Ingold  Presenting  Silver  Service 
to  Atwater  Kent,  Left 

and  has  a  vernier  adjustment  to  operate  a  con- 
denser, compensating  for  the  antenna  tube,  as  is 
found  in  the  models  30  and  32.  The  list  price 
of  the  33  is  to  be  $90,  with  panel  only  $80.  In 
the  model  No.  50  is  found  a  set  markedly  differ- 
ent in  both  appearance  and  wiring  from  any 
other  heretofore  appearing  in  the  line.  While 
the  height  and  width  of  the  front  panel  retains 
the  Atwater  Kent  characteristics,  the  depth  of 
the  set  is  about  twice  that  of  the  others.  No. 
50  is  a  shielded  set,  three  condensers,  seven 
tubes  and  single  dial,  and  has  both  long  and 


short  antenna  posts,  the  same  as  Xu.  33.  A 
distinguishing  feature  of  this  set  is  its  super 
selectiveness.  It  has  been  designed  particularly 
to  meet  the  demand  of  radio  owners  so  situ- 
ated that  they  find  difficulty  in  tuning  out  near- 
by stations.  It  has  been  found  in  many  in- 
stances that  the  turn  of  only  J4  notch  on  the 
dial  is  enough  to  completely  eliminate  the  inter- 
fering stations.  The  Model  No.  50  has.  been 
listed  at  $150. 

It  was  announced  that  the  horn  type  radio 
speakers,  "L,"  "H"  and  "G"  were  retained,  with 
the  same  design  and  prices  as  last  year.  Model 
"E,"  a  new  speaker,  was  then  presented.  This 
is  an  elaboration  of  the  cone  idea  but  will  not 
be  called  a  "cone."  It  is  encased  in  metal  with 
an  ornamental  grille  and  pedestal  and  is  very  at- 
tractive in  appearance.  Mr.  Kent  pointed  out 
that  the  speaker  unit  was  different  from  those 
used  in  other  speakers  now  on  the  market. 
The  price  of  the  model  "E"  speaker  is  $30.  The 
new  product  was  received  with  enthusiasm. 

The  "B"  power  unit  was  next  introduced. 
Air.  Kent  explained  that  experimentation  and 
production  of  the  "B"  power  unit  had  been  go- 
ing on  for  many  years  in  the  laboratories  of 
the  company  and  that  it  had  now  reached  the 
point  of  perfection  where  it  was  ready  to  be 
marketed.  The  Atwater  Kent  Mfg.  Co.  makes 
its  own  rectifier  tube  for  use  in  the  unit,  and 
also  for  separate  sale.  No  rheostats  appear  on 
the  panel,  but  there  are  individual  binding-posts 
for  each  purpose.  Another  feature  of  the  "B" 
power  unit  is  the  incorporation  of  a  relay  which 
may  be  tapped  for  the  operation  of  a  trickle 
charger  and  "A"  battery,  thus  making  it  neces- 
sary for  only  one  wire  to  be  plugged  into  the 
house  wiring  circuit.  The  new  "B"  power  unit 
has  been  priced  at  $50,  including  rectifier  tube, 
and  the  cost  of  extra  tubes  is  placed  at  $6 
each.  It  was  also  announced  that  in  the  future 
(Continued  on  page  80) 
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Makers,  Dealers,  Buyers 
All  agree  cm  the  Flyer ~ 


Of  all  portable  phonographs  sold,  the  country  over, 
the  vast  majority  are  equipped  with  Flyer  motors. 

C  /^THAT'S  because  the  Flyer  is  made  with  the  precision  of  a  fine 
\^  watch,  carefully  inspected  at  every  stage  of  manufacture,  and 
passed  only  when  it  is  100%  perfect. 

The  Flyer  is  made  with  a  cast  iron  frame,  a  remarkably  tough 
athletic  spring,  precision-cut  governors  and  gears,  everlasting 
bronze  bearings— made  in  every  part  to  stand  years  of  hard 
steady  use. 

Manufacturers  of  portables  know  the  Flyer,  and  use  it  because 
it  helps  the  sale  of  their  machines.  Dealers  know  the  Flyer,  and 
demand  it  because  it  means  easier  sales,  more  sales  and  no  returns. 
Buyers  know  the  Flyer  from  reputation  and  past  experience,  and 
never  question  the  portable  that's  Flyer-equipped. 

The  Flyer  leads  in  sales  because  it  leads  in  quality  and  depend- 
ability. Insist  on  Flyer-equipped  portables,  and  play  safe. 


ENEIAL  INOUSMES  CO, 


ELYRIA,  OHIO 

Formerly  named  The  Qeneral  Phonograph  Mfg.  Co. 


Makers  of  Precision  Products  for  a  Quarter  of  a  Century 
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there  would  be  packed  with  each  set  a  cap  to 
be  placed  over  detector  tubes  where  necessary 
to  prevent  oscillation  being  reproduced  in  the 
nearby  loud  speaker. 

Discussion  on  Radio  Cabinets 

In  the  afternoon  the  meeting  was  opened  by 
Lee  White,  of  the  Bankers  Commercial  Security 
Co.,  Inc.,  who  spoke  on  "Financing."  Follow- 
ing this  talk  Mr.  Kent  again  took  the  floor  and 
after  a  general  discussion  about  the  new  prod- 
ucts spoke  upon  the  subject  of  radio  furniture. 
He  clearly  set  forth  that  the  Atwater  Kent  Mfg. 
Co.  specialized  entirely  in  the  manufacture  of 
radio,  and  stated  that  it  was  his  opinion  that 
furniture  was  a  decidedly  separate  proposition. 
He  told  of  his  ideas  regarding  furniture  and 
how  several  manufacturers,  well  equipped  for 
the  work,  had  adopted  these  ideas  and  incor- 
porated them  in  a  set  which  he  displayed  on  the 
platform.  The  cabinet  displayed  contained  no 
unit,  either  radio  or  speaker.  An  important 
change  of  policy  was  announced,  in  that  here- 
after distributors  would  get  their  cabinets  di- 
rect from  the  furniture  factory,  and  their  radio 
chassis,  and  speakers  from  the  Atwater  Kent 
Co.,  thus  eliminating  much  lost  motion.  The 
cabinet  displayed  served  as  an  illustration  of 
how  within  five  minutes  the  distributor  could 
slip  the  radio  chassis  into  place  at  the  top  and 
the  model  "E"  speaker  in  the  front  panel.  The 
model  "E"  speaker  in  this  case  is  produced 
without  a  metal  pedestal  and  has  four  ears 
welded  on  with  accompanying  bolts  and  nuts  for 
quick  assemblage. 

Publicity  Plans  Outlined 

The  Thursday  morning  session  was  opened 
by  D.  M.  Bauer,  advertising  manager  of  the  At- 
water Kent  Mfg.  Co.,  who  described  and  dis- 
played a  new  series  of  cut-outs  and  window 
trim  displays  which  the  company  has  prepared 
for  the  use  of  its  dealers.  The  subject  of  ad- 
vertising was  still  further  expounded  by  Roy 
Durstine,  of  Barton,  Durstine  &  Osborne,  Inc., 
New  York  City,  advertising  agents  and  coun- 
selors, and  Thomas  R.  Shipp,  of  Thomas  R. 
Shipp,  Inc.,  Washington,  D.  C,  publicity  agents 
for  the  Atwater  Kent  Mfg.  Co.  Perhaps  the 
greatest  event  of  the  morning  was  the  an- 
nouncement by  Roy  Durstine  regarding  the  At- 
water Kent  Foundation,  a  corporation  estab- 
lished for  religious,  charitable,  scientific  and 
educational  purposes,  and  which  is  described  in 
detail  elsewhere  in  this  issue  of  The  World. 

The  Thursday  afternoon  session  opened  with 
a  presentation  and  discussion  of  furniture  for 
Atwater  Kent  sets.  Three  manufacturers,  who 
have  specialized  in  producing  furniture  for  sets 
and  chassis,  made  by  the  company,  presented 
their  respective  lines.  B.  R.  Stauffer,  treasurer 
and  general  manager  of  the  Pooley  Co.,  Phila- 
delphia, Pa.,  assisted  by  J.  S.  Dagney,  exhibited 
and  described  the  Pooley  line  and  its  new  mod- 
els for  the  coming  season.  J.  B.  Sechrist  and 
J.  S.  Coleman  presented  the  Red  Lion  Cabinet 
Co.  models  for  1927-28.  President  Conner,  of 
the  Conner  Furniture  Co.,  New  Albany,  Ind., 
described  his  line.  The  subject  of  credits  was 
ably  handled  by  Eli  Dyson,  of  the  Atwater 
Kent  organization. 

Address  On  Merchandising 

Sales  Manager  V.  W.  Collamore  then  pro- 
ceeded to  deliver  what  might  be  described  as 
the  keynote  speech  of  the  convention.  It  was 
an  inspirational  message  on  merchandising 
touching  upon  quotas  for  the  coming  year  and 
the  future  of  radio,  comparing  it  with  the  ac- 
complishments of  other  trades. 

Dr.  Willis  A.  Sutton,  superintendent  of  pub- 
lic schools,  Atlanta,  Ga.,  who  was  instrumental 
in  having  Atwater  Kent  radio  placed  in  every 
class  room  in  the  public  schools  of  Atlanta,  Ga., 
spoke  on  "Radio  as  a  Means  of  Education."  He 
told  of  its  value  and  effect  ivemss  in  education 


and  dwelt  upon  its  even  wider  influence  in  draw- 
ing nations  together. 

On  Friday  morning  the  speaker  was  Dale 
Brown,  director  of  the  Cleveland  Better  Busi- 
ness Bureau,  after  which  the  convention  busi- 
ness was  concluded  and  individual  round  table 
conferences  were  held. 

A.  Atwater  Kent  Honored 

The  Atwater  Kent  Mfg.  Co.  was  host  to  the 
distributors  at  special  luncheons  and  dinners 
served  each  day.  At  dinner  on  Thursday  eve- 
ning, May  19,  an  event  of  unusual  interest  took 
place.  As  has  been  stated  before,  this  conven- 
tion also  marked  the  twenty-fifth  anniversary  of 
the  founding  of  the  business,  and  this  particu- 
lar phase  was  featured  at  the  Thursday  evening 
dinner,  the  details  of  which  were  a  complete 
surprise  to  Mr.  Kent.  As  the  meal  was  nearing 
completion,  there  was  brought  into  the  dining 
room  a  huge  birthday  cake,  after  which  followed 
a  mysterious  package.  This  contained  a  beauti- 
ful silver  service  over  one  hundred  years  old, 
which  was  presented  to  Mr.  Kent  by  the  At- 
water Kent  jobbers.  The  presentation  was 
made  by  Ernest  Ingold,  of  Ernest  Ingold,  Inc., 
San  Francisco,  Cal.,  assisted  by  J.  Ernest  Mil- 
len,  of  John  Millen  &  Co.,  of  Canada.  Mr. 
Kent,  expressing  his  pleasure  at  the  gift,  replied 
to  Mr.  Ingold's  address,  and  traced  the  history 
of  the  organization  from  its  inception,  onl) 
twenty-five  years  ago  in  a  small  upstairs  room 
down  on  Seventh  street,  Philadelphia,  to  its 
present  factories  which  cover  over  15^2  acres 
of  ground. 

The  entertainment  features  provided  were 
numerous.  On  Wednesday  evening  all  at- 
tended a  theatre  party  at  the  Apollo  Theatre  to 
witness  "The  Vagabond  King."  The  procession 
down  the  boardwalk  in  some  two  hundred  wheel 
chairs  was  an  impressive  sight  in  itself.  Upon 
returning  to  the  hotel  "A  Night  in  Hawaii,"  in 
the  Renaissance  Room,  was  given.  Elaborate 
tropical  decorations  and  the  costuming  of  the 
guests  and  a  Hawaiian  troupe  provided  a  color- 
ful aspect. 

On  Thursday  evening,  May  19,  a  special  ex- 
hibition of  aquatic  sports  was  given  in  the  Am- 
bassador pool,  which  was  followed  by  a  private 
Atwater  Kent  cabaret  held  at  the  Palais  Royal. 

On  Friday  evening  a  Bal  Masque  was  held 
and  the  activities  for  Saturday  included  the  sec- 
ond annual  Atwater  Kent  golf  tournament,  fish- 
ing and  sailing  away  on  the  yacht  Princeton, 
baseball  game — distributors  vs.  sales  department 
— and  grand  finale  in  the  Renaissance  room. 

In  addition  to  the  general  program,  special 
entertainment  was  provided  for  the  ladies  of  the 
party  while  Convention  sessions  were  on,  which 
included  fortune  telling,  bridge  and  tea. 

During  the  entire  convention  period  the  At- 
water Kent,  Pooley,  Red  Lion  and  Conner  lines 
were  displayed  in  the  sun  parlor  adjoining  the 
convention  room.  The  Atwater  Kent  Mfg.  Co. 
presented  each  lady  with  an  attractive  colored 
glass  bureau  set  and  each  distributor  and  guest 
with  a  Parker  Duofold  desk  set. 

Delegates  to  Convention 

Among  those  present  were:  E.  A.  Jackson 
and  J.  H.  Spears  of  the  Asheville  Battery 
Co.,  Asheville,  N.  C;  Matt  Jones,  of  the  Auto 
Electric  &  Radio  Co.,  Ft.  Wayne,  Ind.;  H.  A. 
Barter,  Barter-Oppcnheim,  Inc.,  Newark,  N.  J.; 
J.  A.  Bennet  and  Leighton  Elliott,  Bennet  & 
Elliott,  Toronto,  Ont.,  Can.;  J.  O'Donnell, 
Bertram  Motor  Supply  Co.,  Boise,  Idaho;  W. 
M.  Ewing,  Jr.,  and  Edward  Henley,  Birming- 
ham Electric  Battery  Co.,  Birmingham,  Ala.; 
P.  B.  Bowman  and  R.  Bowman,  Bowman  Bros., 
Ltd.,  Sask.,  Can.;  W.  W.  Gambill,  Braid  Elec. 
Co.,  Nashville,  Tenn.;  E.  Hagenlocher,  F.  Ha- 
fcenlocher  and  H.  Illes,  Briggs.Hagenlocher  Co., 
Erie,  Pa.;  N.  S.  Brown  and  Fred  Wiebe,  Brown 
it  Hall  Supply  t  o  ,  St.  Louis,  Mo.;  Louis  Buehn 


and  Charles  W.  Miller,  0  S.  Sheppard,  Louis 
Buehn  Co.,  Philadelphia,  Pa.;  J.  H.  Burke  and 
T.  Burke,  J.  H.  Burke  &  Co.,  Boston,  Mass.; 

H.  B.  Burr  and  R.  B.  True,  Burr-True  Corp., 
Syracuse,  N.  Y.;  F.  M.  Bultman,  Cain  Radio 
Co.,  Jacksonville,  Fla.;  H.  L.  Mathews,  Cana- 
dian Fairbanks-Morse  Co.,  Winnipeg,  Man., 
Can.;  R.  Bechtol,  Charles  Smith,  A.  L.  Madon, 
R.  Q.  Semrad  and  Thos.  Chadwick,  Cleveland 
Ignition  Co.,  Cleveland,  O.;  H.  J.  Shartle, 
Cleveland  Talk.  Mach.  Co.,  Cleveland,  O.;  W. 
W.  Bennett,  Robert  Gargett,  Columbus  Ignition 
Co.,  Columbus,  O.;  O.  Crowell,  Crowell  Bros., 
Ltd.,  Halifax,  N.  S.;  D.  C.  Birdsell,  Dec.  Lamp 
&  Shade  Co.,  Philadelphia,  Pa.;  C.  A.  D'Elia, 
D'Elia  Elec.  Co.,  Inc.,  Bridgeport,  Conn.;  C.  W. 
F.dmond,  E.  J.  Edmond  Co.,  New  York  City;  E.  R. 
Hardy,  Electric  Equipment  Co.,  Phoenix,  Ariz.; 
F.  C.  Elliott,  Elliott  Eng.  Co.,  Binghamton,  N. 
Y.;  M.  T.  Elliott  and  B.  E.  Pollard,  Elliott 
Radio  Co.,  Suffolk,  Va.;  A.  A.  Buehn  and  Harry 
Swartz,  Esenbe  Co.,  Pittsburgh,  Pa.;  R.  E.  Stue- 
ber,  H.  Gunn,  555,  Inc.,  Little  Rock,  Ark.;  O. 

E.  Royal,  Flat  Top  Auto  Supply  Co.,  Bluefield, 
W.  Va.;  T.  B.  Wildermuth,  the  Fromar  Co., 
Harrisburg,  Pa.;  Louis  T.  Ganster,  L.  T.  Ganster 
Co.,  Reading,  Pa.;  C.  S  Glover,  Chas.  J.  Schae- 
fer,  Garrett,  Miller  &  Co.,  Wilmington,  Del.; 
John  Embleton,  A.  D.  Wall,  Gas  Engine  & 
Elec.  Co.,  Charleston,  S.  C;  H.  Gee,  Gee  Elec. 
Co.,  Wheeling,  W.  Va.;  Earl  B.  Goodin,  C.  U. 
Price,  Goodin  Motor  Service,  Wichita,  Kan.; 
Harger,  Bliss  and  H.  B.  Sixsmith,  Harger  & 
Blish,  Des  Moines,  la.;  Harrison  Smith  and  Ray 
Vaughn,  Harrison  Smith  Co.,  Oklahoma  City, 
Okla. ;  Thomas  Wrenn,  C.  E.  Smith,  Harrison 
Smith  Co.,  Dallas,  Texas;  J.  H.  Hearnen,  Tren- 
ton, N.  J.;  E.  H.  Edwards,  W.  D.  V.  Hopkins, 
Hopkins  Equip.  Co.,  Atlanta,  Ga.;  L.  R.  Howe, 

F.  M.  Sperry,  Howe  &  Co.,  Boston,  Mass.;  F. 
R.  Law,  A.  H.  Wagner,  H.  T.  Electric  Co., 
Indianapolis,  Ind.;  Ernest  Ingold,  Ernest  In- 
gold, Inc.,  San  Francisco,  Cal.;  S.  R.  Elliott,  W. 
J.  Stroud,  Interstate  Elec.  Co.,  Shreveport,  La.; 
George  L.  Brown,  Harry  Hosmer,  P.  M.  Price, 
Johnstown  Auto  Co.,  Johnstown,  Pa.;  C.  C. 
Keyes,  Keyes  Supply  Co.,  Ottawa,  Ont.,  Can.;  D. 
T.  Lansing,  D.  T.  Lansing  Co.,  Scranton,  Pa. 

Walter  Cohen,  L.  E.  Latham,  E.  B.  Latham 
&  Co.,  New  York  City;  J.  H.  Bonham,  Lee  M. 
Ross,  C.  M.  McClung  &  Co.,  Knoxville,  Tenn.; 

I.  R.  Browd,  E.  A.  Hoffman,  P.  C.  Ford,  H.  A. 
McRae  &  Co.,  Troy,  N.  Y.;  J.  G.  Timmerman, 
Mid-West   Timmerman   Co.,   Dubuque,  la.;  J. 

E.  Millen,  Leslie  Millen,  John  Millen  &  Son, 
Inc.,  Montreal,  Can.;  W.  S.  Stiles,  W.  E.  Bo- 
dart,  Morley-Murphy  Co.,  Green  Bay,  Wis.;  F. 
Edwards,  Motor  Car  Equipment  Co.,  Salt  Lake 
City,  Utah;  L.  A.  Cavanaugh,  Motor  Car  Sup- 
ply Co.,  Calgary,  Alt.,  Can.;  J.  C.  Marden,  R. 
S.  Davis,  E.  P.  H.  Allen,  A.  Wilkening  and 

,  Carl  Wilkening,  Motor  Parts  Co.,  Philadelphia, 
Pa.;  H.  A.  Lines,  Lee  Williams,  New  Haven 
Electric  Co.,  New  Haven,  Conn.;  Nat  Elin,  B. 
J.  Oppenheim,  New  Jersey  Radio  Co.,  Newark, 
N.  J. 

J.  B.  Harrison,  H.  C.  Noll,  Noll  Electric  Co., 
Omaha,  Neb.;  C.  A.  Campbell,  Northwestern 
Auto  Supply  Co.,  Billings,  Mont.;  Robert  B. 
Green,  George  Hull,  Gordon  T.  Parks,  Parks 
&  Hull,  Inc.,  Baltimore,  Md. ;  Wade  Owens, 
Parks  &  Hull,  Inc.;  Richmond,  Va.;  Jas.  H. 
Bradford,  S.  N.  Roche,  H.  M.  Price  Hardware 
Co.,  Mobile,  Ala.;  F.  W.  Boynton,  C.  N.  To- 
bias, Radio  Distributing  Co.,  Syracuse,  N.  Y.; 
D.  W.  Burke,  Radio  Dist.  Co.,  Detroit,  Mich.; 
Louis  Marks,  G.  A.  Zanone,  Radio  Sales  Co., 
Memphis,  Tenn.;  J.  A.  Nelson,  Thomas  Savage, 
Radio  Sales  Co.,  Denver,  Col.;  J.  Cristadoro,  W. 
R.  Roth,  Percival  Stern,  Radio  Specialty  Co., 
New  Orleans,  La.;  A.  Van  Antwerpen,  Radio 
Specialty  Co.,  Milwaukee,  Wis.;  Mark  Smith, 
R.  Thomas,  Ray  Thomas,  Inc.,  Los  Angeles,  Cal. 

A.  C.  Reinhard,  H.  H.  Reinhard,  C.  T. 
Stevens,  Reinhard  Bros.  Co.,  Minneapolis,  Minn.; 

F.  E.  Roth,  G.  Zillig,  Roth  &  Zillig,  Inc.,  Buf- 
falo, N.  Y.;  B.  D.  Greenhouse,  Peter  Sampson, 
Sampson  Elec.  Co.,  Denver,  Col.;  P.  H.  Oelman, 
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June,  1927 


THE    TALKING    MACHINE  WORLD 


81 


Licensed  under 
Lektophone  Patents 


Stamp  o/Approval 


WHEN  Sandar,  the  new  cone  speaker,  was 
introduced  some  months  ago  both  deal- 
ers and  fans  all  over  the  country  hailed  it  as  a 
notable  contribution  to  refinement  in  radio 
reception  and  immediately  labeled  it  with  the 
stamp  of  enthusiastic  approval. 

Sandar  richly  deserves  their  favorable  verdict, 
for  its  perfect  perform- 
ance, distinctive  design, 
and  remarkably  low 


price,  $27.50  —  lower  than  that  of  any  other 
speaker  of  its  size  — have  made  it  outstanding 
in  its  field  and  brought  it  substantial  success. 

Dealers  everywhere  have  experienced  a 
steadily  growing  demand  for  Sandar  and 
have  re-ordered  from  us  frequently.  You  too 
have  the  opportunity  to  cash  in  on  Sandar 

success,  so  write  to- 
day for  terms  and  full 
information. 


S  PEAKER 

SANDAR  CORPORATION  '  Crescent  Plaza  Building  '  Long  Island  City,  New  York 
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Fourth  Annual  Convention  of  Atwater 

Kent  Distributors  in  Atlantic  City 


B.  W.  Smith  Corp.,  Cincinnati,  O.;  F.  C.  Fer- 
ber,  W.  E.  O'Connor,  Southern  Wholesalers, 
Inc.,  Washington,  D.  C. ;  Carl  Hartman,  Charles 
Hohman,  Starter  &  Ignition  Service  Co.,  Ro- 
chester, N.  Y.;  C.  W.  Clare,  A.  G.  Stiefvater, 
E.  G.  Stiefvater,  Stiefvater  Electric  Co.,  Utica, 
N.  Y.;  R.  Duquesne,  E.  Murphy,  J.  Murphy,  M. 
Steinert  &  Sons,  Boston,  Mass.;  Gordon  Pren- 
tice, G.  L.  Sammis,  Sunset  Electric  Co.,  Port- 
land, Ore.;  D.  B.  King,  A.  K.  Sutton,  A.  K. 
Sutton,  Inc.,  Charlotte,  X.  C. 

Sam  Crawford,  Toledo  Ignition  Co.,  Toledo, 
Ohio;  G.  W.  Ben  ware,  C.  G.  Taylor,  True  & 
Blanchard  Co.,  Newport,  Vt.;  C.  L.  Van  Zandt, 
Van  Zandt,  Leftwich  Auto  Co.,  Huntington,  W. 
Va.;  W.  H.  Ramsey,  Vermont  Hardware  Co., 
Burlington,  Vt.;  H.  H.  Hays,  Western  Battery 
&  Mag.  Co.,  El  Paso,  Texas;  L.  B.  McCreary, 
Oscar  Mehorney,  Western  Radio  Co.,  Kansas 
City,  Mo.;  E.  A.  Wildermuth,  Ray  Hoefler,  E. 
A.  Wildermuth,  Inc.,  Brooklyn,  N.  Y.;  W.  W. 
Huffman,  Williams  Hardware  Co.,  Clarksburg, 
W.  Va. 

Guests  at  Convention 

Among  the  guests  were  A.  H.  Kelleher,  of 
Kelleher  &  Co.,  and  E.  G.  Ten  Eyck,  Ten  Eyck 
&  Tatham,  both  of  New  York  City,  connected 
with  the  export  of  Atwater  Kent  merchandise; 
Charles  A.  Jayne,  advertising  consultant;  Henry 
Canda,  Nat  Hufnagle,  Roy  Durstine,  Ben  Duffie, 
James  Adams  and  T.  Cronyn,  of  Barton,  Dur- 
stine &  Osborn,  Inc.,  New  York  City;  Prof. 
Willis  A.  Sutton,  superintendent,  Atlanta  Public 
schools,  Atlanta,  Ga. ;  Clayton  Irwin,  promotion 
manager  of  Radio  Shows,  New  York  City;  Shel- 
don Fairbanks,  Boston  Chamber  of  Commerce, 
Boston,  Mass.;  A.  A.  Grinnell,  director  Cleve- 
land Talking  Machine  Co.,  Detroit,  Mich.;  J. 
A.   Kennedy,   Edwin  A.   Hill,   George  Harper, 


(Continued  from  page  80) 

Malcolm-Hill,  Ltd.,  Kitchener,  Ont.,  Can.;  J.  B. 
Sechrist,  C.  S.  Coleman,  Miss  M.  Finkbinder, 
Red  Lion  Cabinet  Co.,  Red  Lion,  Pa.;  Thomas 
R.  Shipp,  Oliver  P.  Newman,  Harry  B.  Hunt 
and  M.  J.  Murphy,  -Thos.  Shipp,  Inc.,  Washing- 
ton, D.  C;  R.  W.  Larence,  M.  Lee  White,  G. 
Ray  Hock  and  A.  R.  Freligh,  Bankers'  Com- 
mercial Security  Co.,  New  York  City;  E.  F. 
Pooley,  R.  W.  Pooley,  B.  R.  Stauffer,  J  .S.  Dag- 
ney,  R.  E.  Hunting,  A.  A.  Fair,  H.  P.  Hum- 
phries, A.  M.  Doty,  G.  D.  Phillips  and  T.  T. 
Warren,  the  Pooley  Co.,  Philadelphia,  Pa.;  Dale 
Brown,  Cleveland  Better  Business  Bureau, 
Cleveland,  O.;  Mr  .and  Mrs.  D.  S.  Brigham, 
New  Haven,  Conn.;  Mr.  and  Mrs.  H.  L.  Bis- 
nett,  Watertown,  N.  Y.;  Mr.  and  Mrs.  M.  O. 
Crowell,  Halifax,  N.  S.;  Mr.  and  Mrs.  J.  W. 
Williams,  Clarksburg,  W.  Va.; 

The  following  lartre  staff  of  the  Atwater  Kent 


Mfg.  Co.  were  also  present:  President  A.  At- 
water Kent,  V.  W.  Collamore,  D.  M.  Bauer,  R. 
E.  Smiley,  L.  A.  Pratt,  Holger  S.  Stockholm, 
James  C.  Pancoast,  A.  R.  Casslein,  W.  J.  Avery, 
P.  A.  Ware,  H.  R.  Carlisle,  E.  H.  Kester,  L.  A. 
Charbonnier,  Charles  Craig,  Frank  Miller,  H. 
A.  Arany,  W.  E.  Richards,  W.  L.  Calt,  John  E. 
Delp,  William  Geiser,  Edward  F.  Meany,  C.  S. 
Hebden,  J.  A.  Prestele,  John  McGuigan,  George 
H.  Jaud,  Frank  J.  Foley,  Eli  Dyson,  J.  W.  Lau- 
fer,  Jos.  Graham,  Donald  McKay,  G.  P.  Blake, 
Leroy  Hauser,  J.  H.  McKee,  John  F.  McCoy, 
E.  L.  Hollingsworth,  Fred  C.  Hall,  George  E. 
Hallowell,  R.  B.  Gamble,  E.  H.  Hatton,  Warren 
Milne,  R.  W.  Pigeon,  H.  Blumer,  J.  G.  Keech, 
L.  M.  Willis,  J.  N.  Coady,  A.  M.  Dilkes,  A.  G. 
Coogan,  Bert  Henry,  Franklin  Atlee,  Martin 
Vogt,  Ray  Speicher,  J.  G.  Hultz,  Miss  A.  K. 
French,  Miss  Caroline  Kurz,  L.  Depkins,  G.  A. 
Moffitt,  James  M.  Kelley,  J.  A.  O'Brien,  W. 
Hayes  Clarke,  F.  C.  Auten,  W.  F.  Bell,  L.  F. 
Hock,  C.  Weisser,  J.  H.  Rector,  Frank  Aiken, 
G.  I.  MacLaren,  Frank  Mayhew,  R.  F.  Perrott, 
Robert  DaCosta,  James  L.  Schwank  and  W.  E. 
Batchellor. 


Harry  G.  Russell  Appointed 
Bosch  Divisional  Manager 

Harry  G.  Russell,  widely  known  executive  in 
the  music  industry,  has  been  appointed  radio 
divisional  manager  in  the  Eastern  territory  for 
the  American  Bosch  Magneto  Corp.,  with  head- 
quarters in  New  York.  Mr.  Russell  was  asso- 
ciated for  many  years  with  the  Victor  Talking 
Machine  Co.  and  Victor  distributors,  and  latter- 
ly has  been  merchandising  executive  of  the 
phonograph  and  radio  sections  of  various  de- 
partment stores  in  the  East  and  Middle  West. 

Mr.  Russell's  activities  with  the  American 
Bosch  Magneto  Corp.  will  involve  the  super- 
vision of  Bosch  distributive  operations  from 
Maine  to  Florida  and  westward  to  the  Ohio 
River. 


Warford  Electric,  Inc., 

Appoints  Distributors 

Distributors  and  jobbers  throughout  the 
country  are  now  being  appointed  by  Warford 
Electric,  Inc.,  New  York,  to  handle  the  War- 
ford radio  power  unit  and  the  Warford  phono- 
graph reproducer.  The  power  unit  when 
connected  between  a  receiving  set  and  a  loud 
speaker  is  said  to  increase  the  volume  as  well 
as  improve  the  tone.  It  also  serves  as  an 
adequate  supply  of  B  current.  The  reproducer 
is  an  electrical  pick-up  and  is  used  in  phono- 
graphs in  connection  with  a  radio  set  and  a 
loud  speaker.  It  is  said  to  replace  the  ordinary 
mechanical  reproducer  and  is  adaptable  for  use 
on  the  leading  makes  of  talking  machines  and 
phonographs. 


THE  TONE  ARM  WITH 
THE  INSTRUMENTAL  TAPER 


THE  JEWEL  BRASS  TONE  ARM  differs  from  the  other  brass  tone  arms  on  the 
market  because  it  is  made  with  a  continuous  taper  from  the  reproducer  to  the  base,  and 
is  the  same  that  manufacturers  have  used  for  some  two  hundred  years  in  making 
brass  band  instruments.  The  most  perfect  taper  for  amplifying  sound  waves. 
This,  with  the  unsurpassed  workmanship  and  graceful  design,  makes  it  the  ideal 
tone  arm  for  the  phonograph.    Made  in  8y2,  9z/2  and  10  inch  lengths. 

We  also  manufacture  attachments  for  the  Edison,  Victor  and  other  old  style  phonographs 

JEWEL  PHONOPARTS  CO. 


510  NO.  DEARBORN  ST. 


CHICAGO 


The  Tonalic 

SONORA 


THERE  IS  NOW  A  PHONOGRAPH  THAT  GIVES  FULL  MAJESTY  AND 
GRANDEUR  OF  ORCHESTRATION  BUT  WITH  A  LIVING  ROOM  TONE 


SBC/fN 


PORTRAYED 

HERE  IS  THE 
.PHILHARMONIC. 

DESIGNED  BY; 
JHE  GREAT 

RICHARD, 

SON 


PRICE 
3  15 

i  DOLLARS  i 
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\V  THEN  the  acoustic  engineers  developed  the 
new  type  of  reproduction  there  came  a  new 
life  in  the  phonograph  industry.  These  instru- 
ments for  the  first  time  in  history  of  the  phono- 
graph reproduced  the  entire  musical  register.  But 
today  the  acoustic  engineers  have  made  another 
great  stride  forward  and  brought  to  the  world 
a  new  achievement  that  is  comparable  to  the 
new  reproducing  phonograph  itself — it  is  the  TONALIC 
SONORA  —  a  phonograph  that  not  only  encompasses  the 
entire  musical  register,  but  reproduces  all  color  tones  —  and 
with  a  living  room  tone. 

In  the  new  TONALIC  SONORA  even  the  most  delicate 
overtones  are  clearly  defined.  The  public  has  shown  great 
enthusiasm  over  the  deep  bass  notes  which  have  come  with- 
in the  last  year  to  the  phonograph  and  to  radio,  and  rightly, 
too,  for  formerly  these  notes  were  absent — but  there  awaited 
the  improvements  of  all  the  notes  by  the  proper  balance  of 
overtones — color  tones — to  make  the  rendition  truly  musical 
and  to  make  unmistakable  the  identification  of  various  mus- 
ical instruments. 

In  a  symphony  orchestra,  for  instance,  are  many  instru- 
ments which  may  be  made  to  play  the  same  note,  but  with 
marked  difference  in  tone,  and  this  difference  is  largely  due 
to  the  differing  proportions  of  overtone.  Therefore,  Sonora's 
achievement  in  capturing  the  elusive  overtones  is  quite  com- 
parable in  value  to  the  re-creation  of  the  lost  and  vanished 
bass — which  so  recently  has  been  achieved. 


The  Tonalic  SONORA 
designed  by  RICHARDSON 
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An  opportunity  for  Sonora  dealers  to  gain  the  greatest  volume 
of  profitable  business  ever  realized  on  a  quality  product 


SONORA  DEALERS  throughout  the  country 
will  soon  be  called  upon  by  thousands  of 
those  who  have  heard  and  read  of  this  superb 
achievement  to  make  the  most  amazing  demon- 
stration even  known  in  the  musical  world. 

Every  music  lover  will  want  to  hear  the  new 
instrument  that  not  only  reproduces  colortones — 
gives  full  majesty  and  grandeur  of  orchestration— 
but  has  a  living  room  tone. 

It  is  by  the  faithful  reproduction  of  overtones 
at  their  true  value,  that  one  can  with  certainty 
distinguish  one  instrument  from  another.  When 
the  Symphonic  march  is  played  on  the  TONALIC 
SONORA,  the  musician  can  immediately  tell 
when  the  bassoon  or  the  French  horn,  or  the 
clarinet  or  the  viola  is  brought  into  play.  He  can 
almost  see  the  conductor  s  baton  calling  now  the 
wood  wind,  now  the  strings,  now  the  brass  to 
play  their  respective  parts. 

The  Philharmonic,  the  supreme  achievement  in 


the  acoustic  world,  has  also  the  distinction  of  be- 
ing the  most  artistic  cabinet  ever  designed. 

Many  months  ago,  Richardson,  the  great  de- 
signer, was  commissioned  to  design  the  most  un- 
usual and  artistic  phonograph  cabinet  ever 
created ;  this  magnificent  example  of  furniture  art 
and  craftsmanship  is  indeed  a  fitting  shrine  for  the 
magnificent  tonal  output  of  the  new  TONALIC. 
The  name  Sonora,  always  connected  with  fine 
musical  merchandise,  will  now  have  an  even 
greater  significance  to  the  music  dealer,  for  the 
TONALIC  is  destined  to  be  supreme  in  the 
quality  field  which  inherently  belongs  to  Sonora. 
Dealers  featuring  this  new  Philharmonic  will  not 
only  get  a  great  volume  of  profitable  business  on 
a  high  unit  sale,  but  will  also  find  a  greatly  in- 
creased demand  for  the  lesser  priced  TONALIC 
SONORAS  at  $95,  $125,  $165  and  $250.  The 
Philharmonic  retails  at  $315 — with  electric  motor 
$350. 


The  advertising  campaign  behind  the 
TONALIC  SONORA  will  be  in  keeping  with 
the  instrument  itself— the  Highest  Quality 
Phonograph  in  the  World.  Soon  the  news 
of  this  great  instrument  will  be  read  by 
discerning  music  lovers  everywhere. 
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Pittsburgh  Music  Dealers  Plan  to 

Keep  Sales  Volume  Up  During  Summer 

Columbia  Sales  Satisfactory  During  May — Stieff  Victor  Department  Opened — Joseph  C.  Roush 
on  European  Tour— Kaufmann's  Celebrates  Fifty-sixth  Anniversary — Other  News 


Pittsburgh,  Pa.,  June  10. — Talking  machine  and 
radio  dealers  in  the  Steel  City  are  planning  a 
campaign  to  keep  their  sales  up  to  normal  and 
above  it,  if  at  all  possible,  this  Summer.  Theo- 
dore Hoffmann,  treasurer  of  the  J.  M.  Hoffmann 
Co.,  Brunswick  dealer,  in  speaking  of  this  mat- 
ter, said:  "In  my  judgment  the  time  to  go  after 
business  is  when  it  is  dull  and  listless.  I  be- 
lieve that  the  music  dealers  have  gotten  into  the 
unfortunate  habit  of  permitting  themselves  to 
be  lulled  into  the  fallacy  that  because  July  and 
August  are  rather  warm  months  there  is  no 
business  to  be  secured.  I  am  more  than  con- 
vinced that  a  systematic  campaign  to  stimulate 
(he  talking  machine  and  record  trade  during  the 
two  months  in  question  will  result  in  some  good 
business  being  handled." 

May  was  a  good  Columbia  month  in  the 
Pittsburgh  district,  according  to  reports  from 
the  local  distributing  offices.  Model  810  Colum- 
bia Viva-tonal  is  said  to  be  in  fine  demand, 
while  the  Columbia  portables  also  find  a  brisk 
market  at  this  time. 

The  latest  Victor  Shop  to  be  opened  in  Pitts- 
burgh is  that  of  Chas.  M.  Stieff,  Inc.,  at  819  Lib- 
erty avenue.  The  Stieff  store  is  a  branch  of 
the  well-known  firm  of  Stieff  piano  manufac- 
turers, of  Baltimore,  the  local  representative  be- 
ing T.  B.  Newberne.  K.  M.  Nevins  is  manager, 
and  he  is  ably  assisted  by  Miss  Hilda  M. 
Wehrle.  Joseph  C.  Roush,  president  of  the 
Standard  Talking  Machine  Co.,  Victor  distribu- 
tor, will  sail  on  June  22,  on  the  "steamer  "Aqui- 
tania"  of  the  Cunard  Line  for  a  tour  of  Europe. 
He  will  be  gone  several  months  and  plans  to 
visit  some  of  the  salesrooms  in  the  Old  World. 

"Our  business  is  moving  along  at  a  satisfac- 
tory rate  and  the  indications  are  that  sales  rec- 


ords in  our  establishment  will  be  broken  this 
month,"  said  I.  Goldsmith,  president  of  the 
Player-Tone  Talking  Machine  Co.  "The  Saxo- 
phonic  instruments  have  made  their  impress 
felt  on  the  music-loving  constituency  of  the 
communities  in  which  they  are  sold." 

Brunswick  dealers  in  Pittsburgh  are  using 
considerable  advertising  space  to  call  the  at- 
tention of  the  public  to  the  Brunswick  Prisma- 
tone,  Cortez  and  Madrid  models,  and  the  Bruns- 
wick Prismatone  and  Radiola,  Cordova  model. 
Much  interest  was  aroused  in  this  city  by  the 
nation-wide  $5,000  prize  contest,  especially  when 
the  announcement  was  made  of  the  winning 
name. 

Kaufmann's  (The  Big  Store),  which  handles 
the  Victor  line,  the  week  of  May  30  celebrated 
the  fifty-sixth  anniversary  of  the  founding  of 
the  business.  . 

Boggs  &  Buhl,  Northside  Victor  and  Bruns- 
wick dealers,  on  June  6  started  the  observance 
of  the  fifty-eighth  anniversary  of  the  founding 
of  the  business. 

W.  Barry  Hamilton,  general  manager  of  the 
C.  C.  Mellor  Co.,  Victor  and  Brunswick  dealer, 
spent  several  days  in  New  York  on  business 
the  latter  part  of  May. 

George  H.  Rewbridge,  manager  of  the  Victor 
distributing  department  of  the  W.  F.  Frederick 
Piano  Co.,  after  a  survey  of  the  field,  stated 
that  he  was  looking  for  a  marked  improvement 
in  the  Victor  business  here. 

Arthur  E.  Winter,  who  for  many  years  was 
part  owner  of  the  Winter  Music  House  at  Al- 
toona,  Pa.,  has  purchased  all  the  interests  of 
the  firm,  according  to  a  deal  whereby  his  broth- 
ers and  sisters  have  relinquished  all  hold  in 
the  concern. 


Radio  Trade  Association  erf  Northern 

Ohio  Formed  and  Officers  Elected 


H.  Baier  Elected  President  of  Organization — Euclid  Music  Co.,  Cleveland,  to  Move  to  New 
Quarters — A.  L.  Maresh  Retires — H.  C.  Schultz  Co.  Opens  Branch — New  Bosch  Jobber 


Cleveland,  O.,  June  7. — The  Radio  Trade 
Association  of  Northern  Ohio  held  several  meet- 
ings during  last  month  and  formally  adopted  its 
official  name  as  just  stated.  At  the  last  meet- 
ing, which  was  held  at  the  Chamber  of  Com- 
merce building,  the  following  officers  and  direc- 
tors were  elected:  President,  A.  H.  Baier,  of  the 
Cedar  Lee  Radio  Co.;  vice-president,  H.  W.  Sea- 
bury,  Republic  division  of  Lake  States  General 
Electric  Co.;  secretary,  G.  B.  Bodenhoff;  treas- 
urer, Louis  N.  Talkes,  Cleveland  Storage  Bat- 
tery Co..  Directors,  A.  O'Connor,  of  A.  O'Con- 
nor Co.;  R.  M.  Poole,  Kinney  &  Levan;  Wil- 
liam Bowie,  Dreher  Piano  Co.;  H.  Lesser,  H. 
Lesser  Co.;  Warren  Ccoc,  Radio  Apparatus  Co.; 
Ray  Johnson,  Erner  Electric  Co.;  R.  H.  Bech- 
tol,  Cleveland  Ignition  Co.;  R.  G.  Sidnell,  M  & 
M  Co.;  R.  A.  Lais,  Acme  Elec.  &  Mfg.  Co.;  N. 
C.  Henger,  Henger- Fairfield  Co.;  R.  H.  Landry, 
Radio  Installation  Co. 

For  the  present  meetings  are  being  held  every 
two  weeks  and  it  is  expected  that  the  Associa- 
tion will  make  application  to  become  affiliated 
with  the  national  body,  The  Federated  Radio 
Trades  Association. 

Euclid  Music  Co.  to  Move 

The  Euclid  Music  Co.  closed  its  downtown 
store,  situated  at  East  Ninth  street,  near  Euclid 
avenue,  on  June  IS.  They  expect  to  open  in 
a  new  location  on  Euclid  avenue  in  about  sixty 
days.  In  the  meantime  they  will  enlarge  their 
wholesale  department  and  go  into  the  small 
goods  business  on  a  more  extensive  scale.  They 
are  to  open  separate  offices  for  this  department, 
which  will  be  on  Chester  avenue  in  all  proba- 


bility. The  company  will  still  retain  neighbor- 
hood stores  in  various  parts  of  the  city. 

A.  L.  Maresh  Retires 

A.  L.  Maresh,  president  of  the  Maresh  Piano 
Co.,  has  resigned  from  active  participation  in 
the  company,  and  retired.  He  has  been  active 
in  the  music  business  for  the  past  thirty  years, 
and  from  now  on  will  devote  his  time  to  the 
management  of  a  number  of  farms  that  he  owns, 
but  will  still  retain  his  office  at  the  store.  A 
manager  is  to  be  appointed  to  take  charge  of 
the  business,  which  will  be  operated  along  the 
same  lines  as  heretofore. 

Opens  Local  Branch 

The  H.  C.  Schultz  Co.,  Inc.,  distributor  for 
the  Sonora  line  of  radios  and  phonographs,  has 
opened  a  Cleveland  branch  at  1743  Chester 
avenue.  H.  H.  Price  is  general  manager.  He 
was  formerly  connected  with  the  Pennsylvania 
Phonograph  Distributing  Co.,  and  has  had  a 
number  of  years'  experience  in  the  field. 
Halle  Bros.  Co.  to  Expand 

The  Halle  Bros.  Co.  will  enlarge  its  phono- 
graph and  radio  department  this  Summer  when 
the  store  is  remodeled.  The  company  opened 
a  new  six-story  addition  on  Huron  Road  on 
May  31,  and  a  number  of  departments  were 
moved  into  it,  thus  leaving  room  for  expansion 
of  those  in  the  main  building. 

D.  N.  Wyre  in  New  Home 

D.  N.  Wyre  has  been  appointed  manager  of 
the  radio  department  of  William  Taylor.  Sons 
Co.  He  was  formerly  connected  with  the  Lion 
store  at  Toledo  and  has  a  number  of  years' 
experience  in  this  field.    His  predecessor  was 


Harry  Russell,  who  is  now  connected  with  the 
radio  division  of  the  Bosch  Co.  The  depart- 
ment handles  a  complete  line  of  nationally 
known  receivers,  including  Atwater  Kent  and 
other  makes. 

Appointed  Bosch  Distributor 
The  new  Bosch  distributor  for  Cleveland  is 
the  Lake  States  General  Electric  Supply  Co., 
located  at  Chester  avenue  and  East  Eighteenth 
street.  The  manager  of  the  radio  division  of 
the  company  is  W.  H.  Seabury,  who  is  well 
known  in  the  trade,  and  who  was  elected  this 
month  vice-president  of  the  new  radio  organiza- 
tion, the  Radio  Trade  Association  of  Northern 
Ohio.  The  company  will  distribute  the  Bosch 
line  not  only  in  Cleveland  but  throughout  north- 
ern Ohio  as  well,  where  there  is  quite  an  ex- 
tensive dealer  organization. 


The  Victory  Electrical  Supply  Co.  has  taken 
on  the  Sleeper  line  of  electrically  operated  radio 
receivers  for  distribution  in  Brooklyn,  Long 
Island  and  Staten  Island,  New  York. 


Rockford  Hardware  is 
made  to  stand  up  under 
wear  and  tear.  In  beauty, 
workmanship  and  finish 
it  is  designed  to  give  the 
utmost  in  service  and  sat- 
isfaction. 

Actual  samples  of  any 
items  you  use  gladly  sent 
on  request.  Write  for  the 
Catalog,  No.  18,  and  keep 
it  handy. 

Rational  kock  Co., 
Rockford,  III. 

U.  S.  A. 

Cable  Address:  NATLOCK 

Branch  Sales  Offices: 
Chicago,  111.  St.  Louis,  Mo. 


Cincinnati,  O. 
Detroit,  Mich. 
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Sheboygan,  Wis. 
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Jamestown.  N.  Y. 
Los  Angeles,  Cal. 
Milwaukee,  Wis. 
Seattle,  Wash. 
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Additions  to  Pooley  Cabinet  Line  Mark 
Company's  Entrance  to  Lower  Price  Market 

Four  New  Models  in  1927-28  Line  Are  Popularly  Priced — First  Showing  of  New  Products  at  At- 
lantic City  Atwater  Kent  Convention — Several  Popular  Models  Are  Retained 


Atlantic  City,  N.  J.,  May  28. — The  new  Pooley 
line  of  radio  cabinets  for  Atwater  Kent  radio  made 
by  the  Pooley  Co.,  Philadelphia,  had  its  premi- 
ere in  this  city,  at  the  recent  convention  of  At- 
water Kent  distributors,  held  at  the  Ambassador 
Hotel  during  the  week  of  May  16.  While  sev- 
eral of  the  big  selling  numbers  from  last  year 
are  retained,  the  Pooley  line  for  1927-28  includes 
a  number  of  new  and  attractive  models. 

Not  only  has  the  new  Pooley  line  a  variety 
of  designs,  but  the  price  range  is  equally  wide, 
ranging  from  $35  to  $250.  Four  models  in  the 
new  line  have  been  priced  at  very  popular  fig- 
ures, $35,  $47.50,  $50  and  $57.50.  This  entrance 
of  Pooley  into  the  lower  price  market  was  en- 
thusiastically received  and  it  is  pointed  out  by 
B.  R.  Stauffer,  treasurer  and  general  manager 
of  the  company,  that  despite  the  prices  these 
cabinets  contain  all  the  quality  characteristics 
of  Pooley  construction. 

What  will  probably  be  one  of  the  most  popu- 
lar numbers  during  the  coming  season  is  the 
model  2700  R-2,  which  is  a  new  type  of  Pooley 
radio  cabinet,  made  especially  to  accommodate 
the  model  30  panel  type  Atwater  Kent  receiving 
set,  and  the  model  "E"  Atwater  Kent  radio 
speaker.  This  model  is  made  to  exact  measure- 
ments to  take  the  receiving  set  chassis  and 
speaker,  as  it  will  be  received  by  the  distributor 
from  the  factory  and  the  installation  of  both 
set  and  speaker  is  a  simple  matter,  requiring 
less  than  five  minutes'  time. 

A  companion  model  is  to  be  found  in  the 
model  2700  R-l,  which  provides  for  the  model 
30  set,  but  has  a  built-in  horn  of  its  own. 

Another  model  of  this  type  is  No.  2400  R-l, 
which  has  a  drop  lid  covering  the  front  of  the 
receiving  set. 

A  new  feature  presented  in  Pooley  cabinet 
construction  is  the  double  tone  chamber  which 
is  built  in  accordance  with  the  modern  method 
of  sound  reproduction  familiar  in  the  new  type 
of  phonographs.  The  length  of  the  wooden 
horn  provides  greatly  increased  amplification 
and  the  fact  that  one  horn  is  larger  than  the 
other  provides  for  the  natural  amplification  of 
both  the  high  and  low  notes  of  the  scale.  The 
new  large  Pooley  double  tone  chamber  is  fea- 
tured in  three  models.  In  the  model  2800  R-2 
is  found  an  attractive  cabinet  with  doors  cover- 
ing the  tone  chamber  and  equipped  with  an  At- 
water Kent  receiving  set  and  speaker  unit.  In 
the  model  2500  R-2  the  wooden  doors  are  sup- 
planted by  an  attractive  grill.  In  the  model 
2300  is  found  a  cabinet  speaker  with  grill  and 
space  for  batteries,  upon  the  top  of  which  may 
be  placed  any  model  of  receiving  set  desired. 
The  Pooley  Armchair  model  2030  R-2  is  re- 
tained from  last  year  with  the  improvement  of 
i  grill  over  the  tone  chamber,  which  was  form- 


found  in  lacquer  decoration  as  model  2030  R-2D. 
This  type  of  furniture  decoration  is  also  to  be 
found  in  the  Pooley  model  1700  R-2D  which 
has  been  retained  from  last  year  only  in  lacquer 
finish.  Model  1600  R-2  is  carried  into  the  1927- 
28  season  for  its  third  year.  This  popular  model 
continues  to  be  a  heavy  seller.  Another  model 
from  last  year  is  the  1900  R-2. 

The  three  popular  Pooley  speakers  from  last 
year  were  also  retained,  model  2100,  2600  and 
2200,  the  latter  two  having  battery  com- 
partments, in  addition  to  Pooley  built-in  horn. 

B.  R.  Stauffer  in  presenting  the  Pooley  line 
described  all  details  and  stated  in  part:  "The 
Poole}'  Co.  has  now  made  radio  cabinets  for 
three  years.  Letters  that  we  have  received, 
reorders,  and  the  steady  increase  of  Pooley 
business  show  that  dealers  throughout  the  en- 

Basco  Light  Socket  Power 

Units  Placed  on  Market 

Briggs  &  Stratton  Corp.  Announces  Its  Line  of 
Power  Units  Including  a  Combination  "A" 
and  "B";  "A"  Unit,  "B"  Unit  and  Charger 


Milwaukee,  Wis.,  June  8. — The  Briggs  &  Strat- 
ton Corp.,  prominent  radio  equipment  and  auto- 
motive manufacturer,  is  announcing  to  the  mu- 


Basco  A  and  B  Combination  Unit 

sic-radio  trade  this  month  the  complete  line  of 
"Basco"  light  socket  radio  power  units.  The 
Basco  line  includes  a  combination  "A"  and  "B" 
power  unit,  and  "A"  unit,  "B"  unit  and  a  2Yi 
ampere  charger. 

The  featured  product,  the  combination  "A" 
and  "B"  power  unit,  is  adapted  for  operation 
with  any  six-volt  radio  set  of  from  one  to  10 
tubes.  This  unit  as  well  as  the  "A"  power  in- 
dependent unit  employs  a  glass  jar  Exide  "A" 
battery  which  is  charged  during  idle  radio  peri- 
ods by  an  automatically  controlled  integral 
charging  unit.  Power  is  delivered  to  the  radio 
set  from  the  battery  only,  the  power  line  being 
automatically  shut  off  from  the  filament  circuit 
during  operation  of  the  radio  receiver,  thus 
eliminating  the  possibility  of  line  noises  or  recti- 
fying  hums.  Neither  the  combination  "A"  and 
"B"  power  nor  the  independent  "A"  unit  em- 
ploys a  trickle  charger,  and  the  charging  unit  is 
automatically  turned  on  when  the  radio  switch 
is  turned  off.  Charging  continues  until  the  used 
voltage  has  been  fully  replenished  and  the 
charging  unit  then  automatically  shuts  off.  The 
glass-jar  "A"  battery  enables  the  user  to  note 
the  condition  of  the  battery  at  all  times.  Two 
colored  balls,  floating  in  the  electrolyte  solution, 
further  simplify  the  checking  of  the  battery's 
i  ondition. 

A  new  feature  of  the  Basco  combination  "A" 
and  "B,"  and  "A"  unit  is  a  special  emergency 
switch  used  only  for  reconditioning  the  battery 
after  it  has  stood  idle  for  a  considerable  period 
of  time.  This  emergency  switch  is  said  to  elimi- 
nate the  need  for  the  usual  servicing  when  a 
unit  has  been  permitted  to  stand  idle. 

An  oil  film  is  placed  on  top  of  the  electrolyte 
solution  in  tin-  cells  to  eliminate  gassing  and 


tire  country  are  well  pleased  with  Pooley  cabi- 
nets. They  are  standing  up  in  wonderful 
shape.  The  trade  has  confidence  in  Pooley's 
ability  to  build  cabinets.  With  this  confidence 
established,  we  are  able  to  also  produce  a 
popular-priced  line  this  year  and  the  assurance 
of  Pooley  quality  in  these  popular-priced  num- 
bers means  a  lot."  Mr.  Stauffer  stressed  the 
new  Pooley  double  horn  which  tapers  out 
of  a  bell,  9x16  inches  in  one  model,  and  13x16 
in  another  model,  and  explained  how  the  wide 
horn  adequately  amplified  the  low  notes  while 
the  narrow  horn  took  care  of  the  high  notes. 
In  conclusion,  he  said:  "Last  year  witnessed  a 
big  increase  in  the  demand  for  cabinet  type 
radio.  The  outlook  for  this  year  is  even  better 
and  I  believe  that  the  Pooley  Co.  will  have  one 
of  the  biggest  years  in  its  history." 

President  E.  F.  Pooley,  B.  R.  Stauffer,  J.  S. 
Dagney,  Frank  Pooley  and  others  from  the 
Pooley  organization  were  present,  as  well  as  L. 
W.  Batten,  of  the  F.  J.  Ross  Co.,  New  York 
City,  advertising  agents  for  the  Pooley  Co. 
During  the  course  of  the  Convention,  the  Pooley 
Co.  presented  each  guest  with  an  attractive 
pocket  cigar  lighter. 

=praying  of  the  solution  and  providing  at  the 
same  time  a  protection  for  house  furnishings, 
lloors  and  rugs. 

The  Basco  "B"  unit  has  among  its  distinctive 
features  a  new  exclusive  hook-up  that  prevents 
"motor  boating"  and  furnishes  storage  capacity 
in  the  filter  circuit  that  is  said  to  bring  out  the 
maximum  performance  of  which  the  receiver  it- 
self is  capable.  Wire-wound  resistors  and  choke 
coils  of  exceptionally  high  inductance  are  used 
in  this  product.  There  are  no  moving  parts  in 
the  Basco  "B"  unit  and  a  standard  type  rectify- 
ing bulb  is  used.  A  switch  in  the  power  cord 
permits  the  user  to  turn  off  the  power  without 
disconnecting  from  the  light  socket.  The  same 
"B"  unit  is  employed  in  the  combination  "A" 
and  "B"  power  supply  with  the  exception  that 
when  so  employed  its  operation  is  controlled 
by  the  double-acting  automatic  relay,  an  integral 
part  of  the  combination  outfit. 

The  Basco  charger  is  said  to  be  one  of  the 
most  unique  devices,  and  one  of  the  smallest, 
of  its  kind.  It  uses  40  watts,  is  silent  and  has 
no  moving  parts.  The  rectifier  is  of  the  car- 
tridge type,  held  in  a  clip,  a  Raytheon  product. 
Because   of  its   high   charging   efficiency  and 


Basco  B  Power  Unit 

small  size  the  Basco  charger  is  also  recom- 
mended for  individual  use  as  an  automobile  bat- 
tery charger. 

Buys  Viva-tonal  Columbia 

A  few  days  ago  Baron  Henri  De  Rothschild, 
of  Paris,  stopped  in  at  the  executive  offices  of 
the  Columbia  Phonograph  Co.,  1819  Broadway, 
and  asked  to  see  the  various  models  of  the  new 
Viva-tonal  Columbia.  After  listening  to  the 
Viva-tonal  Columbias,  Baron  De  Rothschild  de- 
cided upon  the  "800,"  one  of  the  two  big  models. 
The  Baron  also  made  up  a  list  of  records,  promi- 
nent among  them  a  Columbia  Masterworks 
recording. 

Summertime  is  portable  time.  Push  portables 
at  this  time  of  the  year. 


crly  open.      This  popular  model  is  also  to  be 

SALESMEN  — 
Double  Your  Income ! 

No  conflict  with  your  regular  lines.  Piano, 
musical  Instrument,  talking  machine  and  radio 
salesmen  will  And  our  lines  of 

Piano  Benches — Music  Roll  Cabinets 
— Radio  Cabinets  and  Furniture 
Novelties  the  quickest  sellers! 

We  will  consider  your  representing  us  exclusively 
or  In  addition  to  lines  you  now  sell  in  certain 
territories  now  open. 

Excellent  opportunity  for  real  hustlers  lu  make 
permanent  connection  with  large  organization. 
Reply  Immediately  by  mail  only  to 

DAVID  K.  K  A II N 
Director  of  Sales 

Rockkord  Sales  Corporation 

Division  of 
Irving    &    Federal    Furniture  Factories 

206  Lexington  Avenue,  New  York 
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nnouncina 


A  Great  Array  of  Products  for  Year-Round  Profits 

An  achievement  is  attained  by  the  formation  of  Standard  Home  Utilities, 
Inc.,  to  distribute  a  group  of  products  for  the  retail  trade.  These  prod- 
ucts have  been  gathered  after  long  and  careful  study  of  various  markets, 
and  embrace: - 

RADIOS  AND  PORTABLE  PHONOGRAPHS 

ELECTRIC  SEWING  MACHINES 

MOTION  PICTURE  CAMERAS  AND  PROJECTORS 

Slack  seasons  have  meant  reduced  profits  for  the  retailer.  Standard 
Home  Utilities,  Inc.,  means  a  permanent  year-round  sales-volume  for  the 
retailer. 


NOTE: 

A  cordial  invita- 
tion is  extended 
to  the  trade  to  at- 
tend the  initial 
exhibition  of 
these  products  at 
the  new  show- 
rooms on  Mon- 
day, Tuesday, 
Wednesday,  June 
27-28-29. 


THE  MANUFACTURERS  OF  THESE  PRODUCTS 
ARE  LEADERS  IN  THEIR  RESPECTIVE  FIELDS 


STANDARD  HOME  UTILITIES,  Inc. 

A.  D.  GEISSLER,  President 
One  Park  Avenue  NEW  YORK  CITY 
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Improvements  in  Flood  Conditions  in 

Missouri  Reflected  in  Dealers'  Sales 

Rapid  Comeback  Reported  From  Sections  Visited  by  Flood — T.  H.  Condon  Reports  Good  De- 
mand for  Panatrope  Models — H.  L.  Todd  in  Important  New  Post 


Kansas  City,  Mo.,  June  8. — Kansas  City  and 
the  surrounding  trade  territory  are  in  fairly 
good  condition  at  this  time,  and  talking  machine 
dealers  report  that  May  has  shown  an  improve- 
ment over  April,  with  every  indication  that  con- 
ditions through  the  Summer  and  into  the  Fall 
will  be  satisfactory.  With  flood  conditions 
passed  in  Kansas  and  Oklahoma,  there  has  been 
a  rapid  comeback  in  those  areas,  and  some  por- 
tions of  Kansas,  especially  northern  Kansas, 
are  expecting  a  good  crop  for  the  first  time  in 
>everal  years. 

Retail  activity  in  Kansas  City  has  been  spot- 
ted. Although  dealers  will  not  say  that  busi- 
ness has  been  good,  they  report  that  they  are 
selling  machines  and  that  the  volume  is  not 
far  below  normal.  Business  has  come  in  spells, 
without  any  apparent  cause  for  the  slumps  in 
between.  Stores  selling  machines  on  an  instal- 
ment basis  find  that  their  business  is  very  good 
at  this  time.  Activity  in' portables  is  brisk 
here,  and  record  business  is  also  good. 

T.  H.  Condon,  manager  of  the  phonograph 
department  of  the  Brunswick-Balke-Collender 
branch,  reports  a  good  activity  in  all  lines 
during  April  and  May,  showing  that,  in  spite 
of  flood  conditions  in  spots  through  the  terri- 
tory, business  is  holding  its  own.  The  big 
numbers  in  the  Panatrope  line  are  P  13,  priced 
at  $575,  and  PR  148  C,  priced  at  $1200,  accord- 
ing to  Mr.  Condon,  while  the  new  Panatrope 
models,  P  14,  priced  at  $525  and  PR  138  C, 
priced  at  $1100,  are  rapidly  gaining  popular 
favor.  All  the  models  in  the  mechanical  line 
are  moving  in  good  volume.  Mr.  Condon  re- 
ports unusual  success  with  the  new  portable 
model  104,  $25,  which,  he  says,  bids  fair  to  be 
the  most  popular  portable  instrument  Bruns- 
wick has  ever  had. 

H.  V.  Zimmerman,  who  has  been  with  the 
wholesale  branch  of  the  Brunswick  Co.  here, 
covering  the  Joplin  territory,  has  severed  his 
connection  with  the  wholesale  department  to 
go  with  the  Brunswick  Shop. 

W.  B.  Ockenden,  manager  of  the  Columbia 
wholesale  office  in  this  city,  is  very  optimistic 
about  conditions.  Mr.  Ockenden  reports  that 
they  are  receiving  good  orders  from  dealers. 
His  observation  is  that  the  dealers  who  are  go- 
ing out  aggressively  after  the  business  are  get- 
ting it. 

North  Mehornay  has  enlarged  its  phonograph 
department  considerably.  H.  L.  Todd  is  the 
new  manager  of  the  department,  which  is  lo- 
cated in  the  basement,  and  is  reached  by  an 
ornamental  stairway  from  the  front  of  the  first 
floor.  Five  large  display  and  demonstration 
rooms  enclosed  in  glass  and  ivory  woodwork 
make  up  the  main  part  of  the  department.  At- 
water  Kent  radios  have  been  added. 

Mr.  Todd  reports  business  very  good  at  this 
time.  May  was  an  unusually  good  month  with 
the  department.  Mr.  Todd  finds  that  the  mod- 
erately  priced  machines  are  moving  in  greatest 

Talking  Machine 
Springs  and  Repair 
Parts 

NONE  BETTER  IN  QUALITY 
NONE  LOWER  IN  PRICE 

The  Rene  Manufacturing  Co. 

Montvale,  New  Jersey 


volume.  The  department  carries  Brunswick 
and  Columbia  machines. 

Oscar  F.  Mehornay,  president  of  the  North 
Mehornay  Furniture  Co.,  died  here  on  May  29, 
as  a  result  of  a  cerebral  hemorrhage.  He  was 
49  years  old.  In  addition  to  his  connection 
with  the  North  Mehornay  company,  Mr.  Mehor- 
nay was  president  of  the  Western  Radio  Com- 
pany, distributor  of  Atwater  Kent  and  RCA 
lines. 

Miss  J.  M.  Poynter,  of  the  phonograph  depart- 
ment of  the  Jones  Store,  says  that  business  has 
been  good.  All  the  models  of  the  Edison  have 
moved  well  with  this  company,  and  Miss  Poyn- 
ter says  that  Edison  records  are  going  fine. 
Jones'  have  been  selling  a  large  volume  of 
portables,  with  a  special  portable  campaign  in 
progress.  The  new  Sonora  models  are  moving 
well,  according  to  Miss  Poynter. 

Standke's  find  that  business  has  made  a  com- 
plete recovery  from  the  slump  during  the  bad 
weather  here.  Records  and  portables  are  very 
active  with  this  store,  and  they  find  the  demand 
for  larger  machines  normal. 

According  to  J.  D.  Mahaffey,  of  the  W.  W. 
Kimball  Co.,  here,  the  Kimball  Reproducing 
phonograph  is  moving  in  good  volume. 

A  large  crowd  attended  the  demonstration  of 
the  operation  of  the  Victor  Automatic  Ortho- 
phonic,  by  remote  radio  control,  in  the  J.  W. 
Jenkins  Sons  new  store  at  1217  Walnut  street. 

Fred  D.  Williams,  Dubilier 
Head,  Sees  Bright  Prospects 

Executive  Predicts  Busy  Fall  and  Winter  Sea- 
son With  Battery  Eliminators,  Socket  Power 
and  Electrified  Sets  in  Favor 


Bright  prospects  for  the  Fall  and  Winter  radio 
trade  ahead  are  predicted  by  Fred  D.  Williams, 
president  of  the  Dubilier  Condenser  Corp.,  if 
orders  for  manufacturers'  parts  may  be  taken  as 
a  barometer  of  the  radio  atmosphere.  Mr.  Will- 
iams states:  "From  orders  already  on  hand  for 
condensers  going  to  radio  manufacturers,  it 
looks  as  though  1927  will  be  a  phenomenal  year 
for  the  radio  industry.  Of  course,  condenser 
business  is  on  the  ascendency  since  radio  power 
units  are  coming  more  and  more  into  favor.  It 
should  be  a  big  year  for  battery  eliminators 
and  for  socket  power  and  electrified  receivers 
in  general.  New  loud  speakers  are  certain  to 
make  their  appearance,  not  only  for  the  purpose 
of  producing  still  better  tone  quality  in  con- 
junction with  the  excellent  power  amplifiers  now 
available,  but  rather  to  handle  the  vastly  in- 
creased power  of  radio  receivers  without  audible 
overloading.  Above  all,"  concludes  Mr.  Will- 
iams, "I  cannot  emphasize  too  strongly  the 
growing  appreciation  for  radio  engineering  and 
better  radio  components.  We  sense  a  growing 
demand  for  better  condensers  by  most  manufac- 
turers. 

"The  Dubilier  Condenser  Corp.,"  states  Presi- 
dent Williams,  "will  sell  its  industrial  products 
direct  to  large  manufacturers,  industrial  plants 
and  electric  utility  companies,  since  this  business 
is  highly  specialized  and  largely  in  the  nature 
of  engineering  service  and  specification  work, 
with  virtually  no  two  jobs  exactly  alike.  Radio 
condensers  and  other  allied  Dubilier  products, 
on  the  other  hand,  will  be  sold  direct  to  radio 
set  and  radio  power  unit  manufacturers,  while 
the  demands  of  the  retail  trade  will  be  met 
through  jobbers  who  specialize  in  radio  parts. 

"We  have  appointed  George  Palmer  as  sales 
manager  of  the  radio  division,  in  charge  of  all 
sales  to  manufacturers  and  jobbers  alike. 
Joseph  Freed,  who  has  had  some  six  years  of 
experience  with  Dubilier  industrial  condensers 


s.nd  their  application,  has  been  appointed  sales 
manager  of  the  industrial  division,  which  is 
rapidly  increasing  in  importance  and  volume  as 
the  various  industrial  uses  for  reliable  con- 
densers are  becoming  known." 

Swanson  Dan-Dee  Portable 
Finished  in  Four  Colors 

Latest  Addition  to  Swanson  Line  of  Portable 
Phonographs,  Finished  in  Leatherette,  and 
Weighs  But  Eleven  and  a  Half  Pounds 


The  latest  addition  to  the  line  of  Swanson 
portable  phonographs,  manufactured  by  the  Con- 
solidated Talking  Machine  Co.,  Chicago,  is  the 


Swanson  Dan-Dee  Portable 


Dan-Dee,  a  product  which  made  its  appearance 
a  few  weeks  ago.  The  Dan-Dee  is  finished  in 
leatherette  in  four  different  colors,  black,  blue, 
brown  and  maroon.  It  is  equipped  with  a  mo- 
tor which  plays  two  selections,  and  since  it 
weighs  only  11^  pounds,  it  is  said  to  form  an 
ideal  addition  to  outing  and  vacation  equip- 
ment. The  Dan-Dee,  which  retails  for  $15,  has 
for  its  companion  models  in  the  Swanson  line 
the  Nifty,  the  King  and  the  De  Luxe  portable 
phonographs. 

Four  Models  of  Sonochorde 
Gone  Speakers  in  New  Line 

Chelsea,  Mass.,  June  6. — The  Boudette  Mfg. 
Co.  has  announced  its  new  line  of  Sonochorde 
speakers  for  1927-28,  which  includes  four  models, 


Sonochorde  Cone  Speaker 

two  in  table  design,  a  wall  type  and  a  floor 
standard  type,  with  a  range  in  price  from  $15 
to  $35.  All  of  the  speakers  are  of  the  cone 
type. 

The  newest  addition  to  the  line  is  the  Sono- 
chorde Junior,  Model  J-28.  Although  popular- 
ly priced,  it  is  said  that  this  model  possesses  all 
the  characteristic  Sonochorde  features. 


Automatic  in  Display 

M.  Steinert  &  Sons,  Boylston  street,  Boston, 
Mass.,  recently  featured  the  Victor  Automatic 
and  the  line  of  Stromberg-Carlson  radio  re- 
ceivers in  a  very  attractive  window  display,  and 
good  results  were  reported  as  a  result  of  the 
interest  aroused. 
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SETS  THE  PACE 


Utah  "No.  100"  Cabinet  Speaker  $70.00 


Dimensions — 36  in.  high,  2754  in.  wide,  17  in.  deep.  Finished  in  walnut. 
Equipped  with  9  ft.  air  column  and  Utah  DeLuxe  Unit.  Weight  100 
lbs.    Packed  1  to  a  crate. 


$75.00 


Watch  for  next  month's  announcement  of 
the  complete  new  sensational  Utah  Line— 
the  fastest  selling  and  most  complete  line  of 
radio  loud  speakers  and  units  in  the  world* 

UTAH  RADIO  PRODUCTS  GO. 

1615  S.  Michigan  Avenue,  Chicago 


CONE  SPEAKER 

$10.00 


New  1927  Model.  Equipped 
with  Utah  DeLuxe  Unit. 
.Walnut  Finish. 


Makes  a  radio  reproducer 
out  of  any  piano. 
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JOHN  H.WILSON, Manager 


324 WASHINGTON  ST.,BOSTUN.MASS. 


BOSTON 


ENGLAND 


Boston  Store  of  Chas.  M.  Stieff,  Inc., 

to  Add  the  Complete  Brunswick  Line 

Appearances  of  Several  Brunswick  Recording  Aggregations  Aid  Record  Sales — Phonograph  So- 
ciety Formed  at  Lawrence — Columbia  May  Sales  Volume  Shows  Increase — Other  News 


Boston,  Mass.,  June  9. — One  of  the  best  pieces 
of  work  for  many  a  moon  was  closed  this  week 
when  it  was  decided  that  the  wareroom  of  Chas. 
M.  Stieff,  Inc.,  114  Boylston  street,  would  in- 
stall the  complete  Brunswick  line  in  the  near 
future.  It  has  been  the  policy  in  the  past  for 
the  Stieff  stores  to  handle  pianos  only,  but  this 
idea  has  been  abandoned  in  many  of  the  Stieff 
branches  throughout  the  East.  Mr.  Spencer 
closed  the  deal,  and,  in  connection  with  Manager 
M.  N.  Levy,  will  have  one  of  the  finest  Bruns- 
wick displays  in  the  city.  Mr.  Levy  will  have 
excellent  audition  booths  made,  and  will  make 
way  for  window  displays  of  the  beautiful  Bruns- 
wick products.  The  Stieff  wareroom  is  one  of 
the  best  known  in  the  city. 

Tie  Up  With  Artists'  Appearance 

Hal  Kemp  and  his  North  Carolina  University 
Orchestra  played  at  Loew's  State  Theatre  re- 
cently and  made  a  big  hit  while  in  the  city. 
They  are  a  Brunswick  outfit,  and  while  here  ap- 
peared at  the  talking  machine  department  of 
Jordan  Marsh  Co.  A  fine  window  display  was 
arranged  as  a  tie-up  with-  their  appearance  at 
this  large  department  store.  Another  Bruns- 
wick artist  who  visited  Loew's  State  Theatre  in 
the  past  month  was  Wendell  Hall,  banjo-ukulele 
exponent  and  composer.  He  visited  many  of 
the  Brunswick  dealers  about  this  city. 

Carl  Fenton's  Brunswick  recording  orchestra 
appeared  at  Nuttings-on-the-Charles,  one  of 
Greater  Boston's  most  patronized  dance  empori- 
ums.   They  played  there  Memorial  Day. 

Chester  Gaylord,  radio  announcer  connected 
with  Station  WBAT,  at  Worcester,  Mass.,  re- 
cently made  a  record  for  Brunswick,  which,  ac- 
cording to  Harry  Spencer,  is  in  demand. 
Demonstration  of  Panatrope-Radiola 

A  demonstration  of  the  Panatrope-Radiola  is 
being  held  this  week  at  the  Biltmore.  Hotel, 
Providence,  R.  I.  This  demonstration  is  under 
the  direction  of  Piatt  R.  Spencer.  At  the  Hotel 
Bancroft,  Worcester,  another  demonstration  is 
under  way  with  A.  J.  Shepard  in  charge.  Dem- 
onstrations will  be  held  later  in  the  Hotel  Kim- 
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ball,  Springfield,  and  -the  Congress  Square 
Hotel,  Portland,  Me. 

During  the  entire  present  week,  while  the  Big 
Convention  is  in  session  at  Chicago,  the  local 
Brunswick  headquarters  will  have  a  display  that 
will  be  the  same  as  the  one  to  be  had  at  Chi- 
cago.   The  same  lines  will  be  shown. 

George  E.  Donahue,  of  the  Radiola  service 
department,  has  returned  from  his  vacation, 
which  was  spent  in  a  visit  to  the  Pittsburgh, 
Pa.,  branch. 

Manager  Spencer  reports  a  wholesome  record 
condition,  and  also  states  that  the  new  Parisian 
model  portable  machine  is  one  of  the  most 
successful  of  the  portable  line. 

Columbia  Trade  Activities 
"Bill"  Parks,  Columbia  manager  here,  thought 
that  business  was  not  up  to  snuff  until  he  looked 
up  the  figures  for  the  month  of  May  last  year. 
The  search  revealed  the  pleasing  fact  May,  1927, 
was  ahead  of  last  year  by  a  goodly  margin  of 
percentage.  W.  C.  Fuhri,  vice-president  and 
general  sales  manager  of  the  Columbia  Co., 
spent  a  few  days  with  Manager  Parks  last  week. 
Mr.  Fuhri  is  scheduled  for  a  trip  to  the  Pacific 
Coast  after  leaving  New  England. 

Frederick  M.  Sard,  manager  of  the  trade  pro- 
motion department,  dropped  in  at  the  local 
Columbia  office  for  a  few  hours  last  week.  He 
will  sail  for  Europe  in  the  immediate  future. 

John  Moore,  representative  for  Columbia  in 
southeastern  Massachusetts  and  Rhode  Island, 
has  resigned  .his  position  to  take  another  with 
the  Stromberg-Carlson  interests.  G.  L.  Don- 
nelly, who  has  been  covering  Maine  and  New 
Hampshire  for  the  company,  has  been  shifted 
to  take  charge  of  the  territory  left  vacant  by 
Mr.  Moore's  resignation. 

G.  P.  Donnelly,  who  does  special  work  on  the 
city  sales  end  of  the  business,  is  spending  a 
few  days  in  New  York  on  business. 

To  Feature  Sonora  and  Atwater  Kent 
The  beautifully  appointed  warerooms  of  the 
J.  H.  Burke  Co.,  221  Columbus  avenue,  will  soon 
be  complete,  as  the  new  models  from  the  At- 

1! 


water  Kent  factory  will  have  arrived.  These,  to- 
gether with  the  Sonora  line,  which  this  company 
handles  exclusively  in  New  England,  will  rrfake 
the  rooms  of  the  company  a  dwelling  place  of 
things  beautiful. 

Joseph  Burke,  president  and  treasurer  of  the 
company,  and  Thomas  Burke,  general  manager, 
are  in  Chicago  at  the  convention.  They  will 
then  be  in  Chicago  for  the  Sonora  jobbers'  con- 
vention, which  takes  place  June  10-11.  After 
this  they  will  remain  on  for  the  Radio  Show 
in  Chicago,  which  is  scheduled  to  open  June  13. 

A  valuable  addition  to  the  office  staff  of  the 
company  has  been  made  in  the  person  of  J.  F. 
Pringle,  formerly  of  the  Sonora  Co.,  and  later 
with  the  Magnavox  people  on  the  Pacific  Coast. 
He  will  be  office  manager  of  the  J.  H.  Burke 
Co.,  leaving  Joseph  Burke  free  to  handle  other 
important  things  that  come  up. 

News  Brieflets 

The  formation  of  a  Phonograph  Society  was 
launched  a  short  time  ago  at  Lawrence,  Mass. 
The  first  meeting  was  held  in  the  wareroom  of 
Kneupfer  &  Dimmock. 

William  E.  Titus,  manager  of  the  talking 
machine  department  of  the  Jordan-Marsh  Co., 
has  severed  his  connection  with  that  company. 

Red  Lion  Desk  Cabinet  Is 
Shown  at  A-K  Convention 


Atlantic  City,  N.  J.,  May  27.— The  familiar 
desk  cabinet,  equipped  with  Atwater  Kent 
radio,  made  by  the  Red  Lion  Cabinet  Co.  of 
Red  Lion,  Pa.,  was  carried  forward  into  the 
1927-28  line  of  this  company.  The  Red  Lion 
Cabinet  Co.  displayed  its  line-for  the  new  season 
at  the  Ambassador  Hotel,  this  city,  during  the 
Atwater  Kent  Convention,  which  was  held  here 
during  the  week  of  May  16.  This  desk  model, 
which  is  known  as  No.  35,  was  also  shown  as 
model  E-30,  the  lower  panel  of  the  desk  ac- 
commodating the  model  E  speaker  of  the  At- 
water Kent  Mfg.  Co.  The  Red  Lion  Cabinet 
Co.  is  producing  this  year  a  console  model 
known  as  the  console  E-30,  providing  space  for 
the  Atwater  Kent  30-panel  and  model  E  radio 
speaker. 

J.  B.  Sechrist  and  J.  S.  Coleman,  of  the  Red 
Lion  organization,  were  present,  and  during  the 
course  of  the  convention  presented  cigarette 
cases  to  visitors  as  a  memento  of  the  occasion. 


Every  Move  Is  Forward 


With  the  Automatic  Orthophonic  Victrola,  the  new 
portable  model  and  adjustments  in  the  Victor  line,  gen- 
erally, there  is  offered  to  Victor  dealers  right  now  an  un- 
precedented opportunity  for  making  1927  another  record 
year.   The  product  is  assured— how  are  your  efforts. 

For  Co-Operation  Come  to  Ditson 
Victor  Exclusively 


Oliver  Ditson  Co. 

BOSTON 

M'lllllllllWIIIIM 


Chas.  H.  Ditson  &  Co. 


NEW  YORK 
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In  popular 
colors 


to  match  the 
Bathing  Suit 


The  sensation  of  1927! 
A  "Nifty"  portable  to 
match  the  beach  cos- 
tume! 

The  "Nifty"  is  equal 
to    the    standard  $25 
portable  in  everything 
but  price.  Full  sized  case,  in  all  popular 
colors,  is  specially  braced  for  hard 
outdoor  use.    The  special  motor  will 
never  wear  out.    The  reproducer  and 
tone-arm  produce  full,  rich  tone  and 
plenty  of  volume.  Equipped  with  tilt- 
ing, expanding  record  pocket — an  ex- 
clusive feature. 


"Nifty"  portable 
phonograph 


List 


The  most  popular  portable  on  the  market. 
No  beach  or  auto  party  this  Summer 
will  be  complete  without  a  "Nifty  " 


Name  your 
color  I 

The  "Nifty"  has  it 

—  blue,  green, 
red,  tan,  maroon, 

—  or  whatever 
you  wish. 


CONSOLIDATED 

TALKING  MACHINE  CO. 

Consolidated  Bldg. 

227-229  W.  Washington  St.  CHICAGO 

Minneapolis:  1424  Washington  Ave.,  South 
Detroit:  2949  Gratiot  Ave. 
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"Every  Month  for  Over  Two  Years  Has 

Shown  an  Increase"  Says  Baltimore  Jobber 

W.  H.  Swartz,  Vice-President  of  Columbia  Whalesalers,  Inc..  Makes  Interesting  Statement  Re- 
garding Columbia  Phonograph  Sales — New  Music  Store  Opens — Other  News 


Baltimore,  Md.,  June  10. — "Business  for  the 
month  of  May  was  very  good  and  shows  the 
same  splendid  increase  that  Columbia  has  en- 
joyed in  this  section  for  the  past  twenty-seven 
months,"  declared  W.  H.  Swartz,  vice-president 
of  Columbia  Wholesalers,  Inc.  "It  is  interest- 
ing to  note  that  in  this  period  of  well  over  two 
years  there  has  been  no  month  which  has  not 
shown  at  least  some  increase  in  Columbia  busi- 
ness over  the  same  month  of  the  year  before. 

"A  new  plan  has  just  been  announced  where- 
by dealers  can  get  rid  of  unsalable  stock  and 
use  up  their  credit  very  quickly  in  the  purchase 
of  some  of  the  most  saleable  records  on  the 
whole  Columbia  list.  This  has  greatly  stimu- 
lated trade  and  is  but  one  of  many  reasons  why 
Columbia  sales  have  been  growing  so  splen- 
didly. 

"Columbia  dealers  are  moving  large  quantities 
of  the  larger  models  No.  80810  and  are  going 
particularly  after  trade-in  business.  The  fact 
that  Columbia  dealers  can  offer  substantial  al- 
lowances on  customers'  old  models  has  brought 
hundreds  of  sales. 

"Officials  of  the  Columbia  Company  were 
shocked  to  hear  of  the  sudden  death  of  H.  J. 
Addington,  of  the  Addington  Jewelry  Co.,  of 
Coeburn,  Va.  Mr.  Addington  had  established  a 
wonderful  reputation  for  unusual  business  abil- 
ity and  energy,  and  although  located  in  a  town 
of  only  a  few  hundred  people,  had  been  able  to 
do  a  tremendous  business  on  Columbia  prod- 
ucts such  as  is  seldom  equaled  by  larger  city 
dealers. 

"Dealers  are  still  feeling  the  benefit  of  the 
Beethoven  Centennial.  Several  school  con- 
ferences, recently  held,  arranged  special  Bee- 
thoven programs,  using,  of  course,  the  material 
supplied  by  the  Columbia  Co. 

Record  sales  continue  to  show  an  increase 
each  month  over  the  previous  month,  and  the 
hardest  job  of  the  retailer  is  keeping  stocks  on 
hand  of  the  more  popular  records.  Radio  busi- 
ness, while  generally  reported  fair,  is  also  slight- 
ly behind  April,  also  total  sales  during  May 
showed  increases  of  from  10  to  as  high  as  50 
per  cent  over  May,  1926. 


Stewart  &  Co.,  Howard  and  Lexington  streets, 
have  just  finished  remodeling  their  talking 
machine  department  on  the  fifth  floor,  and  to- 
day have  one  of  the  most  up-to-date  and  com- 
plete departments  in  the  city,  under  the  direc- 
tion of  John  Berry,  manager.  Handsome 
demonstration  booths  have  been  installed.  A 
complete  line  of  the  high-grade  Victrolas  and 
combination  instruments  are  carried. 

Louis  T.  Haebler,  B.  Lee  Anderson,  and  An- 
thony J.  Haebler,  Jr.,  well-known  in  the  music 
trade  here,  have  opened  a  music  shop  at  752 
North  Gay  street,  under  the  firm  name  of  Haeb- 
ler-Anderson-Haebler,  Inc.  The  company  is 
capitalized  at  $15,000  and  Louis  T.  Haebler  is 
president  of  the  corporation. 

Trade  in  Salt  Lake  City 

Territory  Continues  Good 

Granite  Furniture  Co.  Opens  Phonograph  De- 
partment Carrying  Brunswick  Line — Two 
Idaho  Stores  Expand  Businesses — Other  News 


Salt  Lake  City,  Utah,  June  6. — The  talking 
machine  business  continues  good.  Retailers  are 
looking  for  a  good  portable  business,  as  soon  as 
the  weather  improves,  as  may  be  gathered  from 
the  reports  from  the  wholesalers  regarding  ac- 
tivity in  this  department. 

The  Granite  Furniture  Co.,  of  the  Sugar 
House  district  of  Salt  Lake  City,  and  one  of 
the  largest  furniture  concerns  in  the  state,  has 
opened  a  phonograph  department  which  will 
handle  the  Brunswick  Co.'s  products.  R.  G. 
Thomas,  formerly  assistant  manager  of  the 
Browning  Bros.  Co.,  of  Ogden,  and  for  four 
yrars  in  charge  of  the  Brunswick  department 
of  that  company,  will  be  in  charge  of  the  new 
department. 

Marcellus  Smith,  sales  manager  of  the  Glen 
Bros. -Robert  Piano  Co.'s  Ogden  store,  is  no 
longer  with  that  company  and  is  now  in  the 
real  estate  business.  His  successor  is  R.  D. 
Harriger,  member  of  the  sales  staff  of  the  com- 
pany, who  is  an  able  merchandiser. 


Two  Idaho  stores  are  developing  their  music 
business.  The  Chesbro  Music  Co.,  of  Idaho 
Falls,  is  building  an  addition  to  provide  for  a 
showroom  for  his  phonographs  and  pianos.  The 
Falk  Mercantile  Co.,  of  Boise,  is  building  a 
three-story  addition  on  the  second  floor,  on 
which  will  be  located  a  department  for  carrying 
phonographs,  pianos  and  radios. 

The  J.  H.  Umbaugh  Jewelry  Co.,  of  Twin 
Falls.  Idaho,  has  been  appointed  a  Brunswick 
dealer. 

Mis-  Joyce  Townsend,  sister  of  Jack  Town- 
send,  associated  with  the  Eastern  office  of  the 
Biunswick  Co.,  gave  a  highly  successful  Pana- 
trcpe  demonstration  before  a  large  audience  in 
Park  City  recently. 

The  Victor  Talking  Machine  Co.  is  taking 
more  records  of  the  Mormon  Tabernacle  Choir 
at  an  early  date.  The  big  Choir  has  been  put- 
ting in  special  rehearsals  for  these  records 
during  the  past  few  weeks,  and  interest  in  the 
proposed  recordings  is  intense. 

Gennett  to  Feature  Stars 

of  Broadway  Musical  Hits 

G.  H.  Keats,  in  charge  of  recording  at  the 
New  York  headquarters  of  the  Starr  Piano  Co., 
states  that  the  new  electrically  recorded  Gen- 
nett records  are  selling  in  a  most  satisfactory 
fashion.  One  of  the  best  sellers  is  the  coupling 
of  "Play  Gyp  sies-Dance  Gypsies"  and  "Blue 
Skies,"  sung  by  Walter  Woolf,  assisted  by  the 
Hungarian  Gypsy  Orchestra.  Both  Mr.  Woolf 
and  the  orchestra  are  featured  in  "Countess 
Maritza,"  from  which  the  first  selection  is  taken. 
The  Starr  organization  is  making  special  efforts 
to  record  show  numbers  with  the  artists  who  ap- 
pear in  the  original  casts.  Another  production 
number  which  is  in  high  favor  with  the  public 
is  the  coupling  of  "Hallelujah"  and  "Sometimes 
I'm  Happy,"  sung  by  the  Locus  Sisters,  who 
appear  in  "Hit  the  Deck,"  the  musical  show  en- 
trenched so  strongly  on  Broadway. 

Mr.  Keats  also  reports  that  the  new  Isosonic 
models  XXX  and  XXXII  are  selling  well,  as  are 
the  new  portable  models,  using  the  new  Iso- 
sonic principle. 


Columbia  Artists  Aid  Sales 


Columbia  dealers  throughout  the  metropolitan 
territory  report  a  decided  increase  in  record 
sales  during  the  past  month,  particularly  those 
recorded  by  Ted  Lewis  and  His  Band,  and  Al 
Lentz  and  His  Band.  Both  of  these  orchestras 
appeared  in  local  theatres,  Ted  Lewis  at  the 
Brooklyn  Mark  Strand,  during  the  week  of  June 
4.  Al  Lentz  is  making  a  tour  of  the  Loew  chain 
of  theatres  throughout  the  subway  circuit.  The 
introduction  of  his  act  is  a  decided  boost  for 
C  olumbia.  On  a  drop  the  motion  picture  camera 
projects  a  greatly  enlarged  reproduction  of  a 
Columbia  record,  the  tone  arm  descends  and 
as  the  needle  fits  into  the  groove  the  orchestra 
and  the  drop  ascends.  Dealers  profited  by  in- 
creased sales  through  tie-ups. 

Mackenzie  Radio  Corp.  to 

Distribute  Radiotrons 

The  Mackenzie  Radio  Co.,  distributor,  of  1225 
Broadway,  has  completed  the  lines  which  it  will 
distribute  for  the  coming  season.  The  Zenith 
line  of  radio  receivers  continues  as  the  leader 
and  the  Mackenzie  Co.  has  the  exclusive  dis- 
tributing rights  for  this  product  in  New  Jersey, 
Bronx,  New  York  State,  up  to  and  including 
Kingston,  and  Connecticut.  New  lines  added 
include  the  RCA  line  of  Radiotrons,  Peerless 
cone  speakers,  made  by  the  United  Radio  Corp., 
;>nd  Sentinel  power  units. 


The  Canarsie  Musical  Instrument  Corp., 
Brooklyn,  N.  Y.,  was  recently  incorporated  with 
a  capital  stock  of  $5,000  to  deal  in  musical  in- 
struments. 


The  Double 
Sales  Punch 


EVERY  model  of  the 
Viva-tonal  Columbia 
presents  the  dealer  with  a 
double  sales  punch.  Not 
only  is  it  a  perfect  instru- 
ment for  playing  records, 
producing  results  that  are 
almost  unbelievable,  truly 
"like  life  itself,"  but  each 


model  is  an  outstanding 
example  of  the  cabinet- 
maker's art.  It  is  a  piece 
of  fine  furniture. 

Let  your  eyes  and  ears 
and  sense  of  value  be  the 
judge.  You  owe  it  to  your 
customers  and  to  yourself. 


ColumbiaWliole 

L.L.Andrews      —      Wm.H.Swartz  \ 

Exclusively  Wholes  ale  ^ 

205  W  Camden  St.,    Baltimore,  Md. 
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Third  Annual  R.M.A.  Convention 
Most  Successful  in  History  of  Radio 

Tremendous  Interest  in  Event  at  Hotel  Stevens,  Chicago,  Indi- 
cated by  Unprecedented  Attendance — C.  C.  Colby  Elected  Presi- 
dent— D.  MacGregor,  Treasurer — Addresses  by  Trade  Leaders 


Chicago,  III.,  June  17.— The  third  annual  con- 
vention of  the  Radio  Manufacturers  Association, 
known  throughout  the  industry  as  the  R.  M.  A., 
was  held  in  Chicago  the  week  of  June  13  with 
headquarters  at  the  Stevens  Hotel,  taking  place 
in  conjunction  with  the  First  Annual  R.  M.  A. 
Trade  Show  and  also  the  annual  convention 
of   the   Federated   Radio   Trades  Association. 


C.  C.  Colby,  New  R.  M.  A.  President 

The  third  R.  M.  A.  convention  was  not  only 
the  most  successful  in  the  history  of  the  radio 
industry,  but  from  the  viewpoint  of  trade  in- 
terest it  represented  what  was  probably  one  of 
the  most  noteworthy  gatherings  that  have  been 
held  in  any  industry  in  the  past  decade.  It  had 
been  expected  that  this  convention  would  at- 
tract a  considerable  number  of  jobbers  and 
dealers  in  addition,  of  course,  to  the  R.  M.  A. 
membership  itself,  but  even  the  most  optimistic 
members  of  the  industry  had  not  taken  into 
consideration  the  tremendous  interest  sponsored 
in  R.  M.  A.  affairs  by  the  untiring  efforts  of  its 
officers,  directors  and   individual  members. 

Starting  on  Friday,  June  10,  the  jobbers  and 
dealers  from  all  parts  of  the  country  started  to 
register  at  the  Hotel  Stevens,  and  by  Tuesday, 
June  14,  over  11,000  jobbers,  dealers  and  their 
organizations  had  been  regis- 
tered, in  addition  to  3,000  manu- 
facturers and  their  employes 
and  over  200  members  of  the 
press.  Nearly  300  manufacturers 
exhibited  their  lines  at  the  trade 
show  in  conjunction  with  the 
convention,  and  special  trains 
reaching  from  New  York  in  the 
East  to  Los  Angeles  on  the 
Coast  arrived  at  the  convention 
with  enthusiastic  jobbers  and 
dealers. 

Too  much  praise  cannot  be 
given  to  the  officers  of  the  R. 
M.  A.  and  the  directors  for  the 
accomplishments  of  the  Associ- 
ation during  the  year,  for 
it  is  generally  recognized 
throughout  the  industry  to-day 
that  the  Radio  Manufacturers' 
Association  has  been  the  most 
important  single  factor  in  the 


steady,  consistent  growth  of  the  industry  and 
the  marked  progress  toward  stabilization  which 
has  been  consummated  in  the  past  two  years. 
The  R.  M.  A.,  through  its  unceasing  efforts  in 
behalf  of  every  phase  of  the  industry,  has  built 
up  a  confidence  and  good  will  in  the  business  it- 
self which  will  undoubtedly  broaden  and  develop 
as  years  go  on.  Manufacturing,  marketing  and 
engineering  have  all  been  given  proper  and  de- 
served recognition  by  the  Association,  and  under 
the  leadership  of  men  who  have  studied  carefully 
the  individual  phases  of  the  trade's  history,  prob- 
lems of  considerable  benefit  and  advantage  to 
all  concerned  have  been  solved.  Confidence  in 
the  industry  and  faith  in  one  another  have  been 
developed  through  R.  M.  A.  activities  the  past 
three  years,  and  any  petty  jealousies  or  discords 
which  may  have  existed  a  few  years  ago  have 
disappeared  completely  as  the  manufacturers 
learned  to  regard  each  other  as  members  of  an 
industry  qualified  to  serve  the  public  to  the 
highest  possible  degree  in  the  realm  of  enter- 
tainment and  education.  The  R.  M.  A.  has  ac- 
complished wonders  during  its  three  years  of 
existence  and,  with  a  membership  to-day  of  over 
300  manufacturers,  is  being  accorded  general 
recognition  as  one  of  the  finest  and  best-con- 
ducted trade  associations  in  the  country. 

At  the  opening  meeting  on  Tuesday  morning 
the  grand  ballroom  of  the  Hotel  Stevens  was 
filled  to  capacity  when  the  Honorable  William 
Hale  Thompson,  mayor  of  Chicago  and  him- 
self a  keen  radio  enthusiast,  extended  a  wel- 
come to  the  R.  M.  A.  members  and  the  jobbers 
and  dealers  present.  Mr.  Thompson  paid 
tribute  to  the  tremendous  strides  attained  by 


radio  in  the  past  four  years,  commenting  upon 
the  fact  that  he  was  quite  familiar  with  the  ac- 
tivities of  the  R.  M.  A.,  as  he  numbered  several 
of  its  members  among  his  personal  friends.  Fol- 


D.  MacGregor,  New  R.  M.  A.  Treasurer 

lowing  Mayor  Thompson's  address  of  welcome, 
Arthur  T.  Haugh,  president  of  the  Association, 
reviewed  his  year's  tenure  of  office. 


Arthur  T.  Haugh,  Retiring  President, 

Reviewed  Activities  of  Association 


Arthur  T.  Haugh,  president  of  the  R.  M.  A. 
during  the  past  twelve  months,  reviewed  on 
Tuesday  morning,  at  the  opening  meeting  of 
the  convention,  the  Association's  activities  for 
the  past  year.  Mr.  Haugh  pointed  out  briefly 
the  legislative  activities  in  which  the  R.  M.  A. 
had  participated  and  which  had  led  to  the 
creation  of  the  Federal  Radio  Commission.  He 
stated  that  the  results  of  the  Commission's  ac- 


Hotel  Stevens,  Where  Conventions  and  Show  Were  Held 


tions  to  date  had  been  very  satisfactory  and 
that  the  clearing  of  the  air  this  week  was  an- 
ticipated when  the  new  allocation  of  wave 
lengths  would  be  in  force.  Mr.  Haugh  also  dis- 
cussed the  progress  in  engineering,  power  de- 
vices, tubes  and  chain  hook-ups,  which  had 
necessitated  the  creation  of  an  engineering 
division  of  the  R.  M.  A.  and  which  had  already 
proved  one  of  the  outstanding  phases  of  the 
Association's  work  during  the 
past  year. 

During  the  twelve  months 
just  closed  the  R.  M.  A.  had 
affiliated  with  the  National  Asso- 
ciation of  Broadcasters  and  the 
Federated  Radio  Trades  Asso- 
ciation, together  with  some 
twenty  other  local  Associations. 
This  affiliation  had  broadened 
materially  the  scope  of  the  R. 
M.  A.  and  had  enabled  the 
members  of  the  Association  to 
be  in  close  contact  with  every 
factor  in  the  radio  industry. 
Accomplishments  of  Committees 
Mr.  Haugh  reviewed  briefly 
the  accomplishments  and  activ- 
ities under  the  direction  of  ca- 
pable committees  headed  by 
some  of  the  leaders  in  the  in- 
dustry, comprising  the  following 
(Continued  on  next  page) 
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Good  Products,  Sane  Merchandising, 

Keys  to  Success,  Says  A.  T.  Haugh 

{Continued  from  preceding  page) 
committees:     Credits,     Fair    Trade     Practice,        "The  past  yes 
Finance,  Foreign  Trades,  Freight  and  Traffic,     It  has  been  a 
Installation   and   House   Wiring,   Interference,     definitely  cease> 
Legislative,   Merchandising,   Membership,   Pat-     tofore  it  has  be 


Arthur  T.  Haugh,  Retiring  President,  Elected 
Director,  R.  M.  A. 


ents,  Standards  and  Statistics.  On  the  subject 
of  membership  Mr.  Haugh  pointed  out  that  the 
R.  M.  A.  now  includes  in  its  membership  over 
300  manufacturers,  showing  a  growth  far  be- 
yond all  expectations  and  paralleled  by  very  few 
associations  over  a  period  of  only  a  few  years. 
Continuing,  Mr.  Haugh  said: 

"Perhaps  somewhat  topical  as  this  review  may 
seem  to  those  most  intimate  with  the  efforts  of 
the  R.  M.  A.,  stepping  back  and  viewing  the 
picture,  I  am  reminded  of  the  last  words  of 
Cecil  Rhodes,  that  great  Empire  builder  of  the 
Nineteenth  Century.  I  think  he  must  have 
sighed  heavily  when  he  exclaimed  'So  much — 
so  little  done.' 

"It  is  idle  to  review  this  history,  intrigu- 
ing as  it  is,  unless  we  make  use  of  it, 
and  if  I  may,  before  I  step  down  to  give  way  to 
other  and  more  interesting  speakers,  I  should 
like  to  attempt  to  point  out  a  few  of  the 
avenues  along  which  it  seems  to  me  our  future 
work  lies  and  where  we  may  utilize  this  his- 
tory just  recounted. 

Power  of  Co-operation 

"Perhaps  the  outstanding  thing  of  the  past 
year  is  that  the  radio  industry  got  together 
through  the  medium  of  the  National  Radio  Co- 
ordinating Committee.  The  power  of  such  union 
as  was  accomplished  in  this  body  is  verified  by 
the  fact  that  the  Radio  Act  of  1927  which  now 
stands  upon  the  statute  books  was  passed  in 
record  time  and  proves  to  contain  90  per  cent 
of  the  suggestions  brought  forth  by  the  radio 
industry. 

"This  lends  itself  readily  to  the  wisdom  of 
maintaining  in  the  future  some  organization 
or  machinery  whereby  the  three  great  groups 
which  comprise  the  framework  of  our  endeavors, 
viz.:  The  National  Association  of  Broadcasters, 
Radio  Manufacturers  Association  and  the  Fed- 
erated Radio  Trades  Association,  may  always 
be  found  in  perfect  unison  in  all  matters  re- 
lating to  the  entire  industry. 

Importance  of  Broadcasting 

"We  should  take  a  leaf  from  the  advertisers' 
book  and  support  the  hand  that  feeds  us.  Broad- 
casters are  the  basis  of  our  triangle,  for,  in- 
deed, broadcasting  is  the  life-blood  of  the  radio 
industry.  We,  ourselves  (the  R.  M.  A.),  com- 
prise one  side  of  the  triangle,  while  the  whole  is 
built  by  the  dealers  and  jobbers  who  make  the 
tangible  contact  with  the  public,  whose  favorable 
opinion  is  the  bed-rock  of  the  entire  structure. 


ir  marks  a  turning  point  in  radio, 
year  in  which  the  radio  market 
d  to  be  a  seller's  market.  Here- 
en  a  question  of  production.  By 
this  I  do  not  mean  in  any  manner  that  the 
saturation  point  has  even  been  approached,  and  if 
there  is  doubt  of  this  statement,  we  may  well 
turn  to  the  history  of  the  automotive  business. 

"We  are  all  crying  for  stabilization.  What  is 
it?  I  dare  say  no  two  of  you  gentlemen  will 
even  approximately  agree  with  your  definition. 
Therefore,  let  us  think  in  terms  of  progress,  and 
forget  stabilization. 

"For  a  parallel  let  us  again  turn  to  the  auto- 
motive business:  (a) — You  say  the  design  and 
apparatus  is  continually  changing — so  it  is  with 
automobiles.  (b) — Broadcasting  is  unsatisfac- 
tory— they  are  still  building  good  roads,  (c) — 
Distribution  structures  are  indefinite.  It  is  the 
same  in  the  automotive  business,  after  twenty- 
five  years,  and  they  are  selling  more  cars  to- 
day than  at  any  time  heretofore. 

Good  Products — Sane  Merchandising 
"Let  us  stop  getting  excited  about  what  the 
ultimate  set,  the  ultimate  distribution,  the  ulti- 
mate broadcasting  condition  may  be.  Let  us 
make  good  products,  merchandise  them  sanely 
and  aggressively,  and  we  may  be  sure  in  the 
knowledge  that  such  progress  will  practically 
guarantee  all  of  us  success. 

"While  it  is  true  that  a  major  share  of  the 
radio  business  has  been  given  to  a  few  large 
institutions,  some  because  of  technical  achieve- 
ment, and  the  others  because  of  merchandis- 
ing, nevertheless,  in  these  instances,  progress 
has  been  the  cause. 

"Not  every  manufacturer  can  spend  millions 
of  dollars  for  research  laboratories,  nor  can 
every  manufacturer  spend  equal  amounts  in  ad- 
vertising and  merchandising.  The  salvation  of 
the  smaller  and  newer  concerns  lies  squarely 
in    justifying    their    activities     by  technical 


Following  Mr.  Haugh's  address,  the  conven- 
tion was  privileged  to  hear  the  reading  of  a 
splendid  address  made  by  O.  H.  Caldwell,  mem- 
ber of  the  Federal  Radio  Commission,  at  the 


V.    W.   Collamore,   Elected    Regional  Second 
Vice-President,  R.  M.  A. 

banquet  of  E.  T.  Cunningham,  Inc.,  on  Satur- 
day, June  11.  Using  as  his  subject  "The  Big  Job 
That  Remains  to  Be  Done  in  Radio,"  Mr.  Cald- 
well traced  briefly  the  history  of  radio  broad- 
casting since  1921  when  the  first  station,  KDKA 
started  operating.     He  called  attention  to  the 


achievements.  There  is  not  and  there  never  has 
been  any  monopoly  of  brains. 

Back  to  First  Principles 
"Added  to  this  must  be  a  return  to  normal, 
sane  merchandising  methods.  We  must  redis- 
cover the  first  principles  of  practical  merchan- 
dising and  their  application.  So  fine  has  been 
the  progress  of  the  R.  M.  A.  in  its  colorful 
history  that  I  urge  upon  you  the  thought  that 
we  must  be  even  more  vigilant  and  jealous  of 
our  success  by  looking  to  the  enlargement  of 
our  structure  and  the  building  of  new  arches  in 
it  within  the  coming  months  and  years.    Let  us 


H.  T.  Melhuish,  Elected  Director,  R.  M.  A. 

live  up  to  the  calls  which  will  be  made  upon 
us !" 


Mr.  Haugh's  address,  which  presented  to  the 
delegates  to  the  convention  so  clearly  the  im- 
portant work  that  had  been  accomplished  and 
the  progress  planned  for  the  future,  was  re- 
ceived with  enthusiasm.  Mr.  Haugh  himself 
has  been  one  of  the  most  indefatigable  workers 
in  the  interest  of  the  R.M.A.  and  has  done  much 
to  make  this  a  successful  organization. 


chaos  which  started  in  July,  1926,  when  the  At- 
torney General  rendered  his  opinion  that  the 
Secretary  of  Commerce,  under  the  radio  law  of 
1912,  was  without  power  to  control  the  broad- 
casting situation  or  to  assign  wave  lengths. 

This  chaos  existed  until  February  23  of  this 
year,  when  Congress  passed  the  new  radio  law 
of  1927  and  the  Federal  Radio  Commission 
came  into  being.  Mr.  Caldwell  stated  that  bet- 
ter radio  reception  was  assured  for  this  Fall  be- 
cause of  the  activities  of  the  Commission  in  its 
efforts  to  determine  the  most  desirable  method 
of  giving  efficient  service  to  radio  set  owners. 
Mr.  Caldwell  pointed  out  that  radio  was  yet  to 
be  sold  to  sixteen  million  homes  and  that  there- 
fore the  saturation  point  in  radio  was  far  from 
an  actuality,  in  fact  it  was  only  a  fantasy. 

He  also  requested  that  every  branch  of  the 
industry  and  trade,  manufacturers,  jobbers  and 
dealers,  lend  every  possible  effort,  and  provide 
whatever  co-operation  is  in  their  power  to  the 
Federal  Trade  Commissioners  in  their  stu- 
pendous task  of  "cleaning-up"  the  air,  so  that 
every  branch  of  the  radio  industry  and  trade  will 
benefit. 

Concluding,  he  said,  "On  the  radio  industry 
and  trade,  on  you  manufacturers,  jobbers  and 
dealers,  rests  the  responsibility  for  the  job  oi 
the  next  few  years.  The  job  of  selling  radio  to 
sixteen  million  homes  yet  unequipped,  the  job  of 
putting  radio  into  every  American  home." 

Mr.  Caldwell's  address  emphasized  the  broad 
opportunities  in  the  radio  industry  both  from 
the  viewpoint  of  the  manufacturer  and  that  of 
the  distributor  and  dealer,  and  he  stressed  the 
point  that  only  by  co-ordination  of  the  entire 
industry  may  maximum  benefit  result. 


O.  H.  Caldwell's  Address  on  the  "Big  Job 

to  Be  Done  in  Radio"  Read  to  Convention 
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Interesting  and  Instructive  Talk  on 

"Merchandising"  by  Herbert  H.  Frost 


On  the  subject  of  "Merchandising,"  Herbert 
H.  Frost,  vice-president  of  E.  T.  Cunningham, 
Inc.,  and  former  president  of  the  R.  M.  A., 
presented  a  number  of  important  and  informa- 
tive ideas  which  were  received  enthusiastically 
by  the  manufacturers,  jobbers  and  dealers. 
Opening  his  address,  Mr.  Frost,  as  chairman 
of  the  Show  Committee  of  the  R.  M.  A.,  ex- 
pressed his  keen  gratification  at  the  large  at- 
tendance, stating  that  this  attendance  and  the 
interest  manifested  by  all  factors  of  the  industry 
was  conclusive  proof  of  the  faith  of  the  trade 
in  the  radio  business.  Discussing  briefly  the 
vicissitudes  through  which  radio  had  passed  in 
recent  years,  Mr.  Frost  expressed  the  belief  that 
radio  was  now  ready  and  on  the  way  to  per- 
manent progress,  taking  advantage  of  the  ex- 
perience gained  in  the  past. 

Discusses  Reception 

Natural  reproduction  as  a  sales  quality  for 
radio  receivers  and  not  the  possibilities  of  long 
distance  reception  was  advanced  by  Mr.  Frost 
as  the  most  powerful  consideration  in  the  sale 
of  receivers;  the  various  chains  of  high-class 
stations  having  made  this  condition  possible. 
Mr.  Frost  emphasized  the  value  and  necessity  of 
service  on  sets  in  the  home  in  order  to  keep  the 
set  owners  happy,  and  quoted  the  recent  state- 
ment of  a  finance  house  which  suggested  that 
the  automobile  and  radio  as  well  should  be  re- 
moved from  the  so-called  luxury  class  and  placed 
in  the  "necessity"  class. 

Knowledge  Is  Necessary 

The  dealer's  radio  knowledge,  according  to 
Mr.  Frost,  is  a  very  vital  factor  in  instilling 
confidence  in  the  minds  of  the  purchasers.  In 
discussing  the  points  which  dealers  must  re- 
gard with  care  and  consideration,  Mr.  Frost 
mentioned  window  displays,  turnover  and  a 
proper  knowledge  of  the  merchandising  of  radio 
receivers  whereby  the  dealer  could  explain  the 
limitations  of  the  particular  set  which  interested 
the  prospect,  the  proper  type  of  installation,  the 
adoption  and  utilization  of  time  payments  to 
the  sale  of  higher-priced  machines  to  customers 
of  substantial  incomes  and  a  suggestion  that 


An  instructive  and  interesting  talk  on  the  le- 
gal phases  of  trade  associations  by  John  W.  Van 
Allen  concluded  the  Monday  session  of  the  R. 
M,  A.  convention.    Mr.  Van  Allen  touched  on 


H.  H.  Eby,  Elected  Director,  R.M.A. 

the  doctrine  of  free  competition,  but  said  that 
history  has  demonstrated  that  without  •  some 
regulatory  laws  the  greatest  development  of 
the  greatest  number  cannot  take  place.  He 
cited  several  laws,  the  functions  of  which  are  to 


the  dealer  eliminate  the  waste  of  advertising 
materials  by  using  the  material  efficiently  and 
advantageously. 

In  his  message  to  the  jobbers  Mr.  Frost  sug- 
gested that  they  serve  and  work  their  territories 
intensively,  building  good  will  with  the  dealers 
and  giving  them  a  service  which  they  could  use 


H.  H.  Frost,  Elected  Director,  R.M.A. 


in  the  building  of  a  permanent  and  profitable 
business. 

Warns  Against  Overproduction 

To  the  manufacturers  Mr.  Frost  warned 
against  overproduction,  emphasizing  the  neces- 
sity of  getting  a  fair  return  on  the  capital  in- 
vested. He  stated  that  manufacturers  should 
advance  soundly  and  slowly  and  be  absolutely 
certain  of  their  cost  of  doing  business.  Small 
manufacturers  should  concentrate  their  activi- 
ties on  a  comparatively  small  amount,  for  the 
door  is  open  to  all  manufacturers,  as  illustrated 
by  the  rise  of  the  Chrysler  automobile  to  fourth 
place  in  the  motor  world  in  three  years. 


prevent  restraint  of  trade  and  maintain  free 
competition  and  his  address  developed  many 
important  points  in  law  by  which  the  industry 
should  profit. 

Mr.  Van  Allen  continued,  saying  in  part:  "So 
long  as  any  person  engaged  in  business  acta 
alone  in  the  sale  of  his  products  to  his  cus-i 
tomers  without  a  suggestion,  agreement  or 
understanding  with  others,  his  freedom  remains 
unimpaired,  and  he  may  sell  or  refuse  to  sell,  or 
sell  at  such  prices  as  he  may  determine."  He 
also  said  that  these  persons  may  join  with  others 
in  the  same  industry  or  trade  for  the  purpose 
of  acquiring  wider  knowledge  or  disseminating 
information  and  other  matters,"  so  long  as  there 
is  total  absence  of  agreement  or  concerted  ac- 
tion actually  reached,  or  attempt  to  lessen  pro- 
duction or  arbitrarily  raise  prices  beyond  the 
level  of  production  or  prices  which  would  pre- 
vail if  no  such  agreement  or  concerted  action 
ensued." 

In  conclusion,  Mr.  Van  Allen  said: 
"There  are  many  things  which  this  Association 
can  and  will  do  that  will  redound  greatly  to  your 
credit  and  help  you  in  the  rapid  development 
which  is  bound  to  come  to  your  industry. 

"You  may  meet  and  discuss  conditions;  you. 
may  devise  means  of  increasing  the  use  of  your 
productions;  you  may  exchange  knowledge  of 
the  kind  of  products  which  your  consumers  de- 
sire; you  may  examine  and  determine  the  utility 
of  new  features  and  inventions  which  may  be 
exhibited  or  brought  to  your  attention;  you  may 


arrange  an  exchange  of  patents  or  cross  li- 
censes; you  may  determine  proper  methods  of 
accounting  or  the  best  methods  of  disposing  of 
your  product,  and  in  all  of  these  and  other  ways 
you  may  carry  on  an  association  highly  bene-! 
ficial  to  your  trade,  without  in  any  manner 
acting  contrary  to  the  principles  of  your  gov- 
ernment and  to  the  rules  of  fair  play  that  your 
fellow  citizens  have  established  through  the 
medium  of  legislative  bodies." 

Hon.  Fred  L.  Maytag  De- 
livered Talk  Before  R.  M.  A. 

At  a  closed  meeting  of  the  R.  M.  A.  on 
Wednesday  morning  a  feature  was  an  informa- 
tive address  by  the  Hon.  Fred  L.  Maytag,  pres- 
ident of  the  Maytag  Washing  Machine  Co.,  who 
is  one  of  the  outstanding  figures  in  the  business 
world.  Senator  Maytag  discussed  the  methods 
and  policies  utilized  by  his  company  in  bring- 
ing it  in  the  short  space  of  a  few  years  to  the 
present  position  of  leadership  in  the  washing 
machine  field.    In  his  address  Mr.  Maytag  said: 

It  has  taken  the  radio  industry  four  exceed- 
ingly busy  years  to  catch  up  with  the  demands 
of  the  public  insofar  as  the  production  of  radio 
equipment  is  concerned.  The  consensus  of 
opinion  at  this  national  meeting  of  all  the  radio 
interests  seems  to  be  that  in  the  future  the  radio 
market  is  a  buyer's  market. 

No  small  amount  of  consideration  was  given 
to  this  feature  to-day.  Both  the  proposed  code 
of  ethics  presented  to  the  Convention  and  the 
feature  address  of  the  day  delivered  by  the  Hon. 
Fred  L.  Maytag  touched  at  some  length  upon 
the  need  to  take  radio  to  the  public  in  the  future. 
With  very  few  exceptions  radio  sets  have  to 
date  been  sold  in  radio  stores.  In  the  future 
the  majority  of  radio  sets  are  very  likely  to 
be  sold  in  homes.  Every  housewife  is  familiar 
with  methods  employed  in  the  sale  of  household 
electrical  appliances  during  the  past  two  or  three 
years  and  most  of  them  will  be  found  ready  to 
agree  that  it  is  difficult  to  properly  appreciate 
the  advantages  of  devices  in  this  classification 
when  on  display  or  demonstration  at  a  point 
remote  from  that  wherein  use  is  to  be  made  of 
the  device. 

As  one  of  the  leaders  in  the  washing  machine 
industry,  the  frank  discussion  of  Senator  May- 
tag was  listened  to  by  the  R.  M.  A.  members 
with  interest.  His  experiences  have  been  varied 
with  respect  to  marketing  household  electrical 
devices  and  some  of  his  methods  will  without 
question  be  generally  adopted  in  the  near  future. 
Code  of  Ethics 

A  feature  of  to-day's  discussion  which  should 
result  in  decided  and  direct  benefit  to  the  pub- 
lic  was  the  proposed  "Code  of  Ethics"  of  the 


Alex  Eisemann,  Elected  Director,  R.M.A. 

Radio  Manufacturers'  Association.  This  code 
covers  the  matter  of  statistics,  standards,  mu- 
tual relations  in  the  trade,  the  duty  of  the  in- 
dustry to  the  public,  piracy  of  design  and  ap- 
(Continned  on  next  page) 


Legal  Phases  of  Trade  Associations, 

Subject  Discussed  by  J.  W.  Van  Allen 
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pearance,  and  other  details  designed  to  get  the 
industry  to  a  bed-rock  basis  at  once.  It  is  not 
at  all  unlikely  that  the  seal  of  the  Association 
may  be  depended  upon  as  a  trade-mark  guaran- 
teeing standard  merchandise  of  approved  pat- 
tern. A  great  portion  of  the  public  feels  deeply 
the  need  for  something  of  this  character.  Elec- 
tion of  officers,  the  results  of  which  appear  in 
the  middle  column,  followed  this  address. 
Committee  Meetings 
Wednesday  afternoon  was  given  over  to 
meetings  of  the  various  committees  as  follows: 
Advertising  and  Publications,  John  C.  Tully, 
chairman;  Cabinet,  F.  B.  Ward,  chairman;  Con- 
tact, George  C.  Furness,  chairman;  Credit,  D. 
MacGregor,  chairman;  Engineering  Division,  H. 
B.  Richmond,  chairman;  Fair  Trade  Practice, 


Paul  B.  Klugh 

C.  C.  Colby-,  chairman;  Finance,  P.  C.  Lenz, 
Jr.,  chairman;  Foreign  Trades,  Harry  Freed, 
chairman;  Freight  and  Transportation,  G.  W. 
Knight,  chairman;  Installation  and  House  Wir- 
ing, H.  H.  Frost,  chairman;  Interference,  T. 
K.  Webster,  Jr.,  chairman;  Legislative,  Godfrey 
Gort,  chairman;  Merchandising,  S.  B.  Trainer, 
chairman;  Patents  Information,  C.  C.  Colby, 
chairman;  Show,  H.  H.  Frost,  chairman;  Stand- 
ards, A.  J.  Carter,  chairman,  and  Statistics,  J. 
B.  Hawley,  chairman.  A  luncheon  meeting  of 
the  Fourth  Annual  Radio  Industry  Banquet 
committee  was  held,  with  Paul  B.  Klugh  as 
chairman,  to  discuss  matters  regarding  the  New 
York  Trade  banquet  to  be  held  next  September. 

Dr.  Alfred  N.  Goldsmith 

Makes  Interesting  Address 

The  technical  education  of  the  man  in  the 
street  has  progressed  to  a  surprising  degree  in 
things  electrical  since  the  advent  of  radio.  Not- 
withstanding this  fact,  there  is  still  much  of 
confusion  in  his  mind  concerning  that  which  he- 
reads  in  the  daily  press  about  radio.  To  date 
there  has  been  no  general  acceptance  of  certain 
desirable  key  terms.  For  example,  most  folks 
talk  about  radio  in  terms  of  wave  lengths 
while  most  engineers  and  technical  men  talk 
about  the  wave  bands  in  terms  of  kilo-cycles. 
Within  the  past  few  days  considerable  publicity 
has  been  given  to  this  particular  point  by  the 
Federal  Radio  Commission,  it  having  been  re- 
quested that  newspapers  in  the  future,  or  as 
rapidly  as  may  be  practicable,  use  kilo-cycle  in- 
stead of  wave  length  to  lessen  the  confusion  in 
the  public  mind. 

The  hot  spot  in  Thursday's  sessions  of  the 
Radio  Manufacturers'  Association  Convention 
here  came  when  500  engineers  and  1,000  distribu- 
tors, jobbers  and  dealers  from  all  sections  of  the 
United  States  and  Canada  got  their  coats  off 
in  an  effort  to  agree  upon  standarization  of  de- 
sign practice  and  terminology.  That  much  heated 
discussion  ensued  was  no  surprise  to  anyone 
and  the  general  feeling  is  that  a  very  great  deal 
of  good  has  been  done  for  everyone.  Indica- 


tions are  strong  that  certain  questionable  tech- 
nical practices  will  now  suddenly  lose  favor, 
even  in  those  quarters  where  they  seem  to  have 
been  favored  in  the  past. 

Dr.   Alfred   X.   Goldsmith,   secretary   of  the 


Officers  and  Directors  of 
the  R.  M.  A.  for  1927-28 


Election  of  officers  was  held  at  the 
closed  meeting  of  the  R.M.A.  Wednesday 
morning  and  resulted  as  follows:  Presi- 
dent, C.  C.  Colby,  president  of  the  Sam- 
son Electric  Co.,  Canton,  Mass.; 
Treasurer,  D.  MacGregor,  vice-president  of 
the  All-American  Radio  Corp.,  Chicago, 
111.;  Regional  1st  vice-president,  T.  K. 
Webster,  Jr.,  president  of  the  Ekko  Co., 
Chicago,  111.;  Regional  2nd  vice-president, 
Vernon  W.  Collamore,  general  manager 
of  the  Atwater  Kent  Mfg.  Co.,  Philadel- 
phia, Pa.;  3rd  Regional  vice-president,  J. 
B.  Hawley,  secretary-treasurer  of  New- 
combe-Hawley,  Inc.,  St.  Charles,  111.  Each 
of  these  officers  automatically  becomes  a 
director  for  a  period  of  three  years. 

The  following  members  were  elected  to 
serve  as  directors  at  large  for  a  period  of 
three  years:  Arthur  T.  Haugh,  general 
manager  of  the  United  Radio  Corp., 
Rochester,  N.  Y.;  Herbert  H.  Frost,  gen- 
eral sales  manager  of  E.  T.  Cunningham, 
Inc.,  New  York;  A.  J.  Carter,  president 
of  the  Carter  Radio  Co.,  Chicago,  111. 

The  following  members  were  elected  to 
serve  as  directors  for  a  two-year  period: 
H.  T.  Melhuish,  manager  of  sales  adminis- 
tration of  the  Radio  Corp.  of  America, 
New  York  City;  H.  B.  Richmond,  treas- 
urer of  the  General  Radio  Co.,  Cam- 
bridge, Mass.;  Alexander  Eisemann,  treas- 
urer of  the  Freed-Eisemann  Radio  Corp., 
Brooklyn,  N.  Y.;  Hugh  H.  Eby,  president 
of  the  H.  H.  Eby  Mfg.  Co.,  Philadelphia, 
Pa.;  L.  E.  Parker,  of  the  Stewart-Warner 
Speedometer  Corp.,  Chicago,  111.;  L.  G. 
Baldwin,  manager  of  the  Willard  Storage 
Battery  Co.,  Cleveland,  O.;  Henry  C. 
Forster,  president  of  the  Utah  Radio 
Products  Co.,  Chicago,  111.,  and  W.  L. 
Jacoby,  president  of  the  Kellogg  Switch- 
board &  Supply  Co.,  Chicago. 

The  following  directors  were  elected  to 
serve  for  a  one-year  term:  Philip  C.  Lenz, 
Jr.,  of  the  Runzel-Lenz  Electric  Mfg.  Co., 
Chicago,  111.;  Carl  D.  Boyd,  vice-president 
of  the  Apex  Electric  Mfg.  Co.,  Chicago, 
111.;  Lester  E.  Noble,  president  of  the 
Federal  Radio  Co.,  Buffalo,  N.  Y.;  L.  K. 
Marshall,  president  of  the  Raytheon  Mfg. 
Co.,  Cambridge,  Mass.;  Morris  Metcalf, 
vice-president  of  the  American  Bosch  Mag- 
neto Corp.,  Springfield,  Mass.;  Ronald 
Webster,  secretary  of  the  Fansteel  Prod- 
ucts Co.,  Inc.,  North  Chicago,  111.;  F.  B. 
Ward,  president  of  the  Radio  Master  Corp. 
of  America,  Bay  City,  Mich.,  and  William 
Sparks,  president  of  the  Sparks-Withing- 
ton  Co.,  Jackson,  Mich. 

At  a  meeting  of  the  newly  elected  direc- 
tors of  the  R.M.A.,  L.  S.  Baker  was  re- 
elected executive  vice-president  and  M.  F. 
Flanagan  was  again  selected  to  occupy 
the  post  of  ex?cu;ive  secretary. 


Institute  of  Radio  Engineers,  came  on  from  New 
Vork  City  to  deliver  a  very  interesting  address 
on  the  evolution  of  power  supply  for  radio  re- 
ceivers. As  is  well  known,  this  matter  of  power 
supply  for  the  radio  receiver  is  still  in  its  evo- 
lutionary period,  although  the  end  of  this  period 
is  in  sight.  The  work  of  the  convention  on  this 
matter  of  standards  will  contribute  in  no  small 
way  toward  this  goal. 

Dr.  Goldsmith  pointed  out  in  highly  com- 
mendable manner  that  the  lighting  supply  com- 
pany, as  well  as  the  designer  of  the  radio  re- 


ceiver, has  certain  very  definite  obligations  to 
the  public.  But,  that  which  is  of  the  greatest 
immediate  interest  seems  to  be  the  fact  that  the 
more  progressive  public  service  lighting  com- 
panies had  some  time  since  come  to  a  realization 
of  these  obligations,  with  the  result  that  in  many 
quarters  of  the  country  there  has  already  been 
established  new  divisions  designed  to  bring 
about  a  freedom  from  electrical  noises  caused 
by  power  lines,  as  well  as  the  uniform  mainte- 
nance of  pressure  in  these  power  supply  lines, 
to  the  end  that  radio  owners  may  receive  the 
sort  of  service  which  their  requirements  de- 
mand.   His  address,  in  part,  follows: 

"As  is  well  known,  the  amount  of  power  re- 
ceived by'  the  average  radio  set,  even  for  a  fairly 
acceptable  signal,  is  very  small  in  terms  ot 
every-day  power  levels  in  the  electrical  indus- 


Dr.  Alfred  N.  Goldsmith 

try.  In  fact,  it  can  be  measured  in  hundred- 
millionths  of  a  watt  and  is  capable,  in  itself, 
of  producing  only  very  trifling  acoustic  effects. 
Nevertheless,  one  of  the  present  requirements 
for  most  radio  receivers  is  not  merely  weak 
loud  speaker  operation,  but  such  loud  speaker 
operation  as  will  produce  sounds  of  very  con- 
siderable intensity,  quite  capable  of  giving  a  fair 
illusion  of  the  presence  of  the  original  musi- 
cian or  speaker.  Using  loud  speakers  of  the  ef- 
ficiency available  to-day,  this  requires  a  practi- 
cally undistorted  electrical  input  to  the  loud 
speaker  of  the  order  of  tenths  of  a  watt  of 
power  or  even  more. 

"So  that,  among  the  various  other  functions 
(such  as  selecting  the  desired  signal  to  the  ex- 
clusion of  all  others),  the  receiving  set  must 
be  capable  in  the  instance  mentioned  of  produc- 
ing a  power  amplification  running  into  the  mil- 
lions or  even  the  billions.  The  only  physical 
agency  commercially  available  at  the  present 
time  for  this  purpose  of  so  greatly  amplifying 
minute  quantities  of  power  is  the  vacuum  tube. 
And  the  requirements  of  its  operation  are  there- 
fore of  the  utmost  importance  to  the  radio  de- 
signer and  must,  in  considerable  measure,  con- 
trol the  development  of  the  radio  industry. 
Previous  examination  of  vacuum  tube  circuits 
discloses  the  necessity  for  two  sources  of 
power,  together  with  a  third  source  of  voltage 
(rather  than  power  under  normal  operation). 
These  have  been  called  respectively  the  filament, 
plate  and  grid  supply.  The  function  of  the  fila- 
ment or  'A'  supply  is  to  heat  the  negative  ele- 
ment or  'cathode'  of  the  tube  (generally  called 
the  filament),  causing  it  to  emit  a  cloud  of  tiny 
electrical  charges,  or  electrons  as  they  are  called. 
The  purpose  of  the  plate  or  'B'  supply  is  to 
propel  a  stream  of  electrons  across  the  space 
between  the  filament  and  the  plate  within  the 
tube  (by  means  of  electrical  phenomena  which 
we  need  not  consider  in  detail  in  this  discus- 
sion) and  to  continue  this  electrical  current  flow 
through  the  outside  plate  circuit,  from  some 
portion  of  which  the  useful  output  of  the  vac- 
uum tube  may  be  withdrawn.  The  object  of  the 
grid  or  'C  voltage  is  to  maintain  the  grid 
member  between  the  filament  and  plate  in  such 
condition  that  a  certain  average  electric  current 
in  the  plate  circuit  will  exist,  the  variations  of 
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which  will  occur  in  a  convenient  manner  suit- 
able for  the  proper  operation  of  the  vacuum 
tube  system  considered  as  a  whole. 

"It  will  be  noted  that  the  'A'  supply  actually 
has  nothing  to  do  directly  with  the  input  or 
output  of  the  tube,  but  is  really  an  indispensable 
auxiliary  permitting  the  operation  of  the  tube. 
It  is  the  foundation  of  the  structure  of  vacuum 
tube  amplification,  but  not  the  structure  itself. 
The  'B'  supply,  on  the  other  hand,  is  very 
definitely  a  part  of  the  output  circuit  of  the  tube 
and  its  elimination  is  not  conceivable  in  such 
devices,  with  due  regard  for  the  law  of  the 


Leonard  Parker 
Elected  Director,  R.  M.  A. 

conservation  of  energy.  The  'C  supply  fur- 
nishes little  or  no  power  to  the  vacuum  tube 
circuit  but  is  a  control  means,  whereby  satisfac- 
tory operation  of  the  vacuum  tube  system  is 
secured. 

"It  is  customary  in  certain  forms  of  publicity 
to  refer  to  a  receiver  as  'electrified.'  The  term 
'electrified  receiver'  is  not  a  particularly  attrac- 
tive one  in  some  respects,  since  every  receiver 
is,  after  all,  operated  by  electricity  and  there- 
fore 'electrified.' 

"Leaving  the  subject  of  classification  of  power 
supply  devices  for  vacuum  tubes,  we  may  next 
consider  a  few  questions  connected  with  the 
design  and  performance  of  socket  power  de- 
vices operating  from  alternating  current  light- 
ing circuits. 

"The  first  question  is  encountered  whenever 
we  touch  a  lighting  circuit,  and  involves  the  re- 
quirements of  the  Underwriters.  As  is  well 
known,  the  Underwriters'  rules  prescribe  a  num- 
ber of  definite  practices  on  110-volt  circuits. 
Similarly  precise  rules  have  not  yet  been  devel- 


H.  B.  Richmond 
Chairman,  R.  M.  A.  Engineering  Division 

oped  to  cover  socket  power  devices  in  all  the 
types  previously  mentioned.  Boiled  down,  how- 
ever, the  requirements  of  the  Underwriters 
simply  spell  safety  to  the  user  and  the  elimina- 
tion of  any  undue  hazard.  It  is  not  believecf 
that  these  requirements  are  or  will  be  any 
source  of  trouble  to  qualified  electrical  manufac- 
turers who  are  willing  to  study  the  situation 
carefully. 


"A  second  and  more  basic  matter  which  is 
encountered  in  the  development  of  A.  C.  socket 
power-operated  receivers  is  'hum  elimination.' 
Alternating  current  may  be  classified  as  nothing 
but  hum  and,  when  used  in  connection  with 
highly  amplifying  and  sensitive  devices,  such  as 
high-grade  radio  receivers,  it  is  but  natural  that 
the  'fangs  of  the  serpent'  should  occasionally 
be  visible  (or  perhaps  we  should  say  audible). 

"A  third  matter  which  arises  whenever  radio 
receivers  are  operated  with  vacuum  tube  power 
supply  obtained  directly  or  indirectly  from 
lighting  lines  is  'silence  of  the  line.'  A  lighting 
or  power  circuit  may  not  be  altogether  'electri- 


Carl  D.  Boyd 
Elected  Director,  R.  M.  A. 

cally  silent,'  but  is  sometimes  subject  to  tran- 
sient disturbances  arising  from  the  operation  of 
electrical  devices  connected  to  these  lines. 

"A  fourth  matter  which  arises  in  connection 
with  the  use  of  lighting  circuits  as  a  source  of 
power  for  vacuum  tubes  is  'voltage  regulation.' 
If  a  user  of  electricity  is  located  near  the  end 
of  a  fairly  long  supply  line,  it  is  likely  that  the 
voltage  supply  at  times  of  heaviest  load,  for  ex- 
ample mid-evening,  will  be  lower  than  the  volt- 
age supply  at  times  of  light  load,  for  example, 
in  the  late  morning. 

"Certain  requirements  are  therefore  presented 
alike  to  the  lighting  supply  company  and  the 
designer  of  the  radio  receiver.  The  lighting 
company  (which  is  benefiting  from  the  use  of 
power  by  the  radio  listener)  is  called  upon  to 
maintain  as  reasonably  constant  a  voltage  at 
the  consumer's  residence  as  feasible  and,  con- 
versely, the  radio  designer  should  devise  his 
circuits  so  that  tube  life  and  receiver  perform- 
ance will  not  be  unduly  affected  by  normal  vari- 
ations in  the  supply  voltage  of  the  lighting 
circuit." 

R.  M.  A.  Banquet  Voted 
Success  by  Great  Gathering 

The  third  annual  R.M.A.  banquet  was  held 
at  the  Hotel  Stevens  on  Thursday  evening  and 
attracted  the  largest  attendance  of  personages 
ever  gathered  at  a  radio  industry  dinner.  More 
than  2,000  were  present,  crowding  the  huge 
ballroom  of  the  hotel,  with  an  overflow  crowd 
unable  to  gain  admittance.  The  program  was 
under  the  direction  of  Major  J.  Andrew  White, 
who  acted  as  master  of  ceremonies,  and  who 
in  turn  introduced  Paul  B.  Klugh,  toastmaster. 
Mr.  Klugh  then  introduced  the  newly-elected 
officers  of  the  Radio  Manufacturing  Association. 

The  Hon.  Frank  D.  Scott,  legal  representative 
in  Washington  of  the  R.M.A.,  was  the  guest  of 
honor  and  he  delivered  an  entertaining  address 
in  a  semi-humorous  vein  which  was  enthusias- 
tically received  by  the  diners.  Ex-Congressman 
Scott  briefly  reviewed  the  tremendous  progress 
made  by  the  R.M.A.  on  behalf  of  the  industry 
during  the  past  year  and  also  outlined  the  legis- 
lative activities  in  which  the  Association  had 
taken  a  prominent  and  constructive  part. 


Merlin  H.  Aylesworth,  president  of  the  Na- 
tional Broadcasting  Co.,  and  an  outstanding 
figure  in  the  radio  industry,  was  the  next  speak- 
er and  he  gave  a  splendid  address  on  "Fine 
Broadcasting  the  Life  Blood  of  Radio." 

W.  H.  Lynas,  managing  director  of  Graham- 
Amplion,  Ltd.,  London,  Eng.,  controlling  the 
various  Amplion  interests  throughout  the  world, 
spoke  next,  bringing  a  message  to  the  radio 
industry  in  the  United  States  from  the  British 
Broadcasting  Co.,  and  the  radio  manufacturers 
of  Great  Britain.  Mr.  Lynas,  who  made  the 
trip  to  America  in  order  to  be  present  at  the 


William  Sparks 
Elected  Director,  R.  M.  A. 

convention,  congratulated  the  R.M.A.  on  its 
initiative  and  the  progress  it  has  made. 

Following  the  addresses  an  interesting  and 
diversified  entertainment  program  was  provided 
by  a  galaxy  of  well-known  artists,  including: 
Carroll  and  Gorman,  who  appeared  through  the 
courtesy  of  the  Philadelphia  Storage  Battery 
Co.;  Allen  McQuhae,  famous  concert  broadcast- 
ing and  recording  tenor,  who  appeared 
through  the  courtesy  of  A.  Atwater  Kent; 
Marjorie  Garrigus  Smith,  pianist,  who  ap- 
peared through  the  courtesy  of  the  Crosley 
Radio  Corp.,  and  Irene  Pavloska. 

Directors  Meet 

A  meeting  of  the  directors  of  the  National 
Association  of  Broadcasters  was  held  at  the 
Hotel  Stevens  Thursday,  and  after  an  inter- 
esting discussion  it  was  decided  that  a  code 
of  ethics  for  the  constructive  development  of 
the  broadcasting  industry  be  prepared.  The 


L.  S.  Baker 


Re-elected  Executive  Vice-President,  R.  M.  A. 

status  of  legislative  activities  was  also  discussed 
and  keen  interest  was  manifested  in  the  plans 
of  broadcasters  for  the  coming  year. 

Conclave  Closes 
The  convention  came  to  a  close  Friday  morn- 
ing when  a  closed  meeting  of  the  R.  M.  A.  was 
held,  at  which  reports  of  the  various  committees 
for  the  past  year  were  read  and  discussed  and 
a  schedule  of  new  committees  for  the  coming 
year  was  prepared.  The  personnel  of  the  new 
committees  will  be  announced  in  the  near  future. 
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Radio  Trade  Show  Dominates 
the  Convention  Activities  in  Chicago 

More  Than  300  Manufacturers  Exhibit  Latest  Products  at  R.  M.  A. 
Trade  Show  at  Hotel  Stevens  —  Thousands  of  Jobbers  and  Dealers 
Present  —  New  Trends  in  Radio  Designs  Arouse  Greatest  Enthusiasm 


Chicago,  III.,  June  17 — With  an  attendance  of 
over  5,000  dealers  and  jobbers  from  all  parts  of 
the  country,  and  with  exhibits  from  more  than 
300  manufacturers,  the  first  annual  trade  show  of 
the  radio  industry,  sponsored  by  the  Radio 
Manufacturers'  Association,  was  opened  on  June 
13  at  the  Hotel  Stevens,  Chicago,  and  continued 
throughout  the  week.  To  say  that  the  show 
was  a  tremendous  success  is  hardly  doing  it 
justice,  for  the  success  of  any  exhibition  of 
this  kind  is  usually  gauged  by  the  attendance, 
the  number  of  exhibitors  and  the  volume  of 
business  placed  during  the  show.  In  the  radio 
trade  show,  however,  there  was  something  far 
more  important  than  all  of  these  requisites,  for 
there  was  an  optimism,  a  confidence  and  an  in- 
terest in  the  industry  itself  which  symbolized 
the  creation  of  a  permanent  foundation  for  the 
industry. 

Exhibits  Drew  Vast  Throng 

Each  and  every  exhibitor  at  the  First  Radio 
Trade  Show  was  more  than  enthusiastic  at  the 
end  of  the  week  as  to  the  reaction  of  the  jobbers 
and  dealers  who  visited  the  exhibition.  The 
trade  show  itself  on  the  exhibition  floor  at  the 
Stevens  drew  capacity  audiences  during  the 
hours  it  was  open  daily  and  the  room  exhibits 
throughout  the  hotel  were  crowded  day  and 
night  by  jobbers  and  dealers  who  evinced  the 
keenest  interest  in  the  products  displayed  and 
who  placed  orders  commensurate  with  this  in- 
terest and  confidence.  The  trade  show  served 
to  emphasize  the  fact  that  the  radio  industry  has 
finally  reached  a  period  of  permanent  stability 
and  the  jobbers  and  dealers  who  attended  the 
show  were  unanimous  in  their  comments  as  to 


Abox  Co.,  Chicago,  111.,  displayed  the  Abox  "A"  battery 
eliminator  and  the  Abox  filter,  also  component  parts 
available  to  other  manufacturers.  The  display  featured 
the  "A"  eliminator,  containing  a  new  rectifier  and  Abox 
filter  in  one  complete  unit.  In  attendance  were  C.  E. 
Penny,  F.  H.  Redmond,  E.  F.  Andrews,  Laurens  Ham- 
mond, C  F.  Thompson  and  A.  L.  Mitchell 
Acme  Apparatus  Co.,  Cambridge,  39,  Mass.,  displayed  "B" 
power  supply  units,  chargers,  parts,  speakers,  power 
amplifiers,  power  transformers  and  choke  coils.  In  at- 
tendance were  C.  F.  Cairns,  P.  \V.  Mack,  H.  F.  Tide- 
man  and  Messrs.  Bockius  and  Whetter 
Acme  Electric  &  Mfg.  Co.,  Cleveland,  O.,  displayed  the 
Acme  trickle  charger,  trickle  charger  and  control  switch, 
Universal  charger,  automatic  control  switch,  Acme  Uni- 
versal "B"  supply  units,  "A"  power  unit  and  socket 
power  units.  In  attendance  were  R.  A.  Lais,  J.  T. 
Curtis  and  C.  H.  Bunch 
Acme  Wire  Co.,  New  Haven,  Conn.,  displayed  a  complete 
line  of  coils,  condensers,  loop-antenna  wire,  battery 
cables  and  other  products.  In  attendance  were  O. 
Dale  and  E.  C.  Winkenweder. 
A-C  Dayton  Co.,  Dayton,  O.,  displayed  the  complete  line 
of  A-C  Dayton  receivers,  comprising  seven  models, 
three  five-tube,  two  six-tube  and  two  seven-tube  sets, 
including  five-tube  receivers,  XL-25  Standard  table 
model,  Console  model  and  Console  Grand;  six-tube  re- 
ceivers XL-60  Standard  and  Console  Grand;  seven- 
tube  sets  XL-70  Standard  and  Console  Grand.  The  "A- 
B-C"  Power  Pack  was  also  exhibited.  In  attendance 
were  C.  K.  Strassner,  R.  I-  Sides,  R.  S.  Copp  and 
members  of  the  sales  staff. 
Adler  Mfg.  Co.,  Louisville,  Ky.,  displayed  a  complete  line 
of  radio  cabinets,  with  special  cabinets  made  for  na- 
tionally prominent  set  manufacturers;  also  new  lac- 
quered-colored cabinets.  In  attendance  were  N.  P. 
Bloom,  Allan  Strauss  and  R.  J.  McCloy. 
Aero  Products,  Inc.,  Chicago,  111.,  displayed  the  new 
Aero  coils  adaptable  to  all  circuits  and  to  all  com- 
mercial tubes;  several  kits  of  coils  featured  the  new 
A«ro-Seven,  seven-tube  one-dial  set,  the  new  Aero-Dyne, 


the  future  prosperity  of  the  business  and  the 
strength  of  every  factor  of  the  trade.  Special 
trains  from  many  of  the  important  trade  cen- 
ters brought  jobbers  and  dealers  to  the  show 
and  from  morning  till  night  the  manufacturers 
and  their  representatives  were  busy  demonstrat- 
ing their  products  and  outlining  their  sales  plans 
for  the  coming  season. 

Displays  Attractive  and  Complete 
The  exhibits  themselves  were  noteworthy  for 
their  attractiveness  and  completeness.  The 
manufacturers  had  worked  untiringly  to  bring  to 
the  trade  show  their  complete  lines  for  the 
1927-1928  season  and  their  efforts  were  rewarded 
far  beyond  their  highest  expectations.  The 
products  displayed  were  indicative  of  the  pres- 
ent trend  of  radio,  a  trend  toward  simplicity  and 
convenience  of  operation  and  attractiveness  of 
design. 

Interest  in  New  Products 

Probably  the  most  outstanding  feature  of  the 
trade  show  was  the  keen  interest  evinced  in  A-C 
operated  receivers;  the  new  types  of  speakers, 
new  types  of  power  equipment  and  the  new 
types  of  tubes.  On  all  sides  it  was  predicted 
that  the  introduction  of  these  new  products 
would  bring  to  the  radio  industry  this  season  a 
far  more  substantial  prosperity  than  at  any  time 
in  the  history  of  the  trade.  It  was  the  consensus 
of  opinion  that  not  only  would  the  industry  out- 
distance all  previous  years  in  volume  of  sales, 
but  that  each  and  every  sale  of  a  radio  product 
this  season  would  build  for  satisfaction  and 
confidence  with  the  consumer.  The  products 
displayed  at  the  first  annual  trade  show  were 
far  beyond  comparison  with  the  radio  products 


six-tube  two-dial  set,  the  Aero  short-wave  receiver  and 
short-wave  transmitter.  In  attendance  were  Thomas  H 
Brennan,  Edward  J.  O'Hara,  David  J.  Lipsey  and  Ernest 
McMann. 

Aerovox  Wireless  Corp.,  New  York  City,  displayed  a 
complete  line  of  filter  blocks,  paper  and  fixed  con- 
densers; also  resistances.  In  attendance  were  S.  I. 
Cole,  Walter  Bowes  and  the  staff  of  Hawthorne  & 
Stemm. 

Algonquin  Electric  Co.,  New  York  City,  displayed  the 
new  Thermiodyne  receiver  and  the  Algonquin  speaker 
cone.  The  display  featured  the  new  Thermiodyne  remote 
control.  In  attendance  were  Leo  Potter  and  H.  R. 
Fletcher. 

All-American  Radio  Corp.,  Chicago,  111.,  displayed  a  new 
style  six-tube  battery  operated  receiver  in  both  table 
and  console  model,  with  enclosed  speaker;  also,  six-tube 
AC  operated  receiver  and  table  in  console  model;  new 
model  "B"  battery  eliminator  new  trickle  charger 
and  new  loud  speaker  model,  combining  both  horn  and 
cone  acoustic  properties.  In  attendance  were  E.  K. 
Marshall,  W.  V.  Gathany,  O.  N.  Wilton,  Earl  Freese, 
C.  M.  Rhodes  and  J.  E.  Loeber. 

Allen-Bradley  Co.,  Milwaukee,  Wis.,  featured  a  new  prod- 
uct, a  radio  receiver;  also  on  display  were  the  liradley- 
ohm,  Bradley  leak,  Radiostat,  Bradley  resistance  unit 
and  the  Bradleyunit  A  fixed  resister.  In  attendance 
were  Harry  Bradley,  D.  S.  W.  Kelley  and  M.  Russell. 

Aluminum  Co.  of  America,  Pittsburgh,  Pa.,  displayed 
various  samples  of  aluminum  used  in  radio  receivers, 
parts  and  accessories  such  as  shields,  condensers,  etc. 
In  attendance  were  L.  S.  Green,  W.  Brown,  W.  E. 
Reynolds,  H.  E.   Richards  and   R.  A.  Anderson. 

American  Bosch  Magneto  Corp.,  Springfield,  Mass.,  dis- 
played its  model  57,  seven-tube  receiver  cabinet  type; 
model  76,  six-tube  receiver  cabinet  type;  model  66,  six- 
tube  receiver  table  type;  Ambotone  reprodut.tr,  cone 
type,  table  reproducer;  Nobattry-A  power;  Nobattry-H 
power;  Powcrtol,  preventing  direct-current  passing  from 
radio  receiver  into  reoroducer  and  preventing  distortion 


which  were  on  the  market  only  four  years  ago, 
and  the  tremendous  strides  made  throughout 
the  radio  industry  during  the  past  few  years 
were  reflected  in  the  exhibits  presented  by  the 
manufacturers  in  their  booths  and  in  their  dem- 
onstration salons. 

Praise  Due  R.  M.  A. 
Too  much  praise  cannot  be  given  to  the  Radio 
Manufacturers'  Association  for  its  vision  and 
foresight  in  introducing  and  sponsoring  the  first 
annual  trade  show.  The  officers  and  directors 
of  this  association  have  pioneered  in  the  intro- 
duction of  a  trade  exhibit  which  cannot  fail  to 
bring  stability  to  the  industry,  for,  with  the 
presentation  of  a  trade  show  in  early  Summer, 
radio  is  on  its  way  to  an  all-year-round  business 
instead  of  a  seasonal  one.  Only  last  year  manu- 
facturers, jobbers  and  dealers  had  no  thoughts 
on  the  manufacturing  or  marketing  of  products 
in  June,  but  were  in  the  throes  of  Summer  stag- 
nation. With  the  trade  show,  however,  this 
stagnation  is  removed  completely  and  every 
factor  of  the  industry  is  participating  in  a  busi- 
ness stimulation  that  cannot  be  valued  in  terms 
of  dollars  and  cents.  The  R.  M.  A.  is  respon- 
sible for  this  far-reaching  and  invaluable  de- 
velopment in  the  merchandising  of  radio  prod- 
ucts. 

The  true  value  of  the  trade  show  cannot  be 
estimated  until  the  season  is  over,  but  with  the 
week  of  June  13  as  a  background  it  is  a  certainty 
that  the  R.  M.  A.  trade  show  is  here  to  stay  and 
that  it  is  not  only  one  of  the  most  vital  contri- 
butions toward  the  stability  of  the  radio  indus- 
try, but  an  outstanding  development  in  the 
modern  merchandising  world. 

and  destruction  to  speaker;  Recreator,  a  three-unit  de- 
vice for  providing  electric  production  of  phonograph 
records,  utilizing  any  style  phonograph  and  reproducing 
through  a  radio  receiver  and  loud  speaker.  The  display 
featured  two  unusual  Chassis  designs.  In  attendance 
were  A.  T.  Murray,  Morris  Metcalf,  G.  J.  Lang,  A.  H. 
Bartsch,  Roy  Davey,  Carl  Braesser,  H.  E.  Russell  and 
H.  Shumaker. 

American  Electric  Co.,  Inc.,  Chicago,  111.,  displayed  elimi- 
nators, loud  speakers,  loud  speaker  units,  fixed  con- 
densers and  power  amplifiers.  The  display  featured  the 
Burns  "B"  eliminator  and  the  new  Burns  loud  speakers. 
In  attendance '  were  H.  B.  Malloy,  L.  E.  Marholz,  N. 
K.  Wellington  and  V.  O.  Tresidder. 

American  Mechanical  Labs.,  Inc.,  Brooklyn,  N.  Y.,  dis- 
played five  types  of  variable  resistances,  the  Midget, 
Standard,  Heavy  Duty,  Power  Clarostat  and  Super- 
Power  Clarostat.  In  attendance  were  C.  Golenpaul, 
John  J.   Mucher  and   L.   S.  Cushing. 

Amplex  Instrument  Laboratories,  New  York  City,  displayed 
the  Model  A  Amplex  Lectro  Sonic  six-tube,  one-dial, 
A-C-operated  receiver  in  two  models,  a  table  set  and  a 
console  with  built-in  speaker.  In  attendance  were  A. 
G.  Landres  and  members  of  the  engineering  staff. 

Amplion  Corp.  of  America,  New  York  City,  displayed 
Amplion  loud  speaker  products,  featuring  the  new  Am- 
plion cone  with  new  Amplion  unit;  the  Amplion  Grand 
A-C  15  model),  a  combination  instrument  with  air 
column,  cone  and  piano  sounding  board;  the  Amplion 
Patrician  (A-18)  cabinet  speaker  and  the  A-C-12  Am- 
plion cabinet  cone.  In  attendance  were  S.  B.  Trainer, 
Lloyd  L.  Spencer,  A.  W.  Harris  and  F.  W.  Piper. 

Amrad  Corp.,  Medford  Hillside.  Mass.,  displayed  four- 
battery-operated  receivers,  the  Berwick,  a  six-tube  con- 
sole; the  Warwick,  a  six  tube  table  model;  the  Wind- 
sor, a  seven-tube  table-type  receiver,  and  the  Hastings, 
a  seven-tube  console.  Four  A-C-operated  receivers  were 
also  displayed  in  the  same  cabinet  styles.  In  attendance 
were  Major  J.  E.  llahn.  Albert  D.  Avers,  P.  E.  Carter 
and  W.  L.  King. 

Amsco  Products,  Inc.,  New  Vork  City,  displayed  rheostats, 
invariable  condensers,  orthophone  duostat,  monostat, 
sockets,  resistors  and  other  parts.  In  attendance  were 
Benjamin  H.  Price.  William  Burgoyne  and  Charles 
Harvey. 
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F.  A.  D.  Andrea,  Inc.,  New  York  City,  displayed  the 
Fada  Special  6-tube,  two-dial,  antenna-operated  receiver; 
Model  475-A',  seven-tube, two-dial,  loop-operated  receiver ; 
Model  45/75  console,  7-tube,  two-disk,  loop-operated;  480- 
B,  8-tube,  two-dial,  loop-operated  receiver;  50/80B,  8-tube, 
two-dial,  loop-operated  reeeivei ,  also  Fada  17-inch  cone 
and  22-inch  cone.  In  attendance  were  L.  J.  Chatten, 
R.  P.  Van  Zile  and  J.  B.  Church. 

Apco  Mfg.  Co.,  Providence,  R.  1.,  displayed  a  new  type 
of  automatic  trickle  charger.  In  attendance  were  C. 
D.  Pettingill  and  E.  W.  Scott. 

Apex  Electric  Mfg.  Co.,  Chicago,  111.,  displayed  the  com- 
plete line  of  Apex  receivers,  including  one  six-tube, 
one-dial  control,  table  model  receiver;  one  seven-tube, 
one-dial  control,  table  model;  one  seven-tube,  one-dial 
control,  "Lowboy'*  console  and  one  nine-tube,  one-dial 
control,  "Highboy"  console.  In  attendance  were  Carl 
D.  Boyd,  Michael  W.  Mitchell,  H.  E.  Bristol,  Jack  B. 
Hess,  Chas.  W.  Hofman,  William  J.  Browne,  W.  Royce 
Beamish  and  P.  E.  Nichols 

Arcturus  Radio  Co.,  Newark,  N.  J.,  displayed  the  com- 
plete line  of  Arctitrus  A-C  radio  tubes  manufactured 
for  eveiy  stage  of  the  circuit — detector,  amplifier  and 
power  amplifier.  In  attendance  were  C.  H.  Braselton 
and  L.  P.  Naylor. 

Aristocrat  Corp.  of  America,  New  York  City,  displayed 
the  Aristocrat  Lamp  Speaker  in  four  finishes,  glazed, 
and  matt  onyx,  and  glazed  and  matt  jade  with  crackled 
parchment  shade.  John  Panton,  Jr.,  was  in  charge  of  the 
exhibit. 

Argus  Radio  Corp.,  New  York  City,  displayed  its  complete 
line  of  1927-28  Argus  electric  receivers,  including  new 
models  B-25,  C-125  and  B-395.  In  attendance  were  Ira 
Greene  and  Frank  A.  Holman. 

Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa.,  displayed  the 
complete  line  of  Atwater  Kent  products,  Models  33  and 
50  receivers,  the  new  E  speaker  and  "B"  power  unit, 
and  also  on  display  were  models  30,  32  and  35  Atwater 
Kent  receivers,  and  Models  L,  H  and  G  horn  speakers. 
In  attendance  were  V.  \\  .  Collamore,  R.  E.  Smiley, 
T.  Wayne  MacDowell,  P.  A.  Ware,  George  Jaud,  M.  L. 
Willis,  Joseph  Graham,  J.  H.  Hickey.  L.  A.  Pratt,  H.  S. 
Stockholm,  J.  J.  McGingan,  Edward  Meany,  James  Kelly, 
John  Delp,  Frank  Miller  and  J.  H.  McKee. 

Audiola  Radio  Co.,  Chicago,  111.,  displayed  its  shielded 
circuit,  six-tube  table  model,  console  model  and  baby 
grand  receivers;  shielded  circuit,  eight-tube  table  model, 
console  model  and  baby  grand  receivers.  In  attendance 
were  M.  Frankel,  F.  J.  Marco,  II.  E.  Anderson,  J.  H. 

Ambrose  and  A  L  Neurauter 

Balsa  Wood  Reproducer  Corp.,  New  York  City,  displayed 
Balsa  loud  speakers  and  units,  and  Balsa  Wood  knocked- 
down  kits.  A  feature  of  the  display  was  an  aeroplane 
loud  speaker,  which  was  a  reproduction  of  Lindbergh's 
plane.  In  attendance  were  E.  Howard  Figg,  Harry 
Postal  and  Louis  Rifkin. 

Baritone  Mfg.  Co.,  Chicago,  111.,  displayed  loud  speaker 
units,  horn  and  cone  types;  cone  speakers  and  cabinet 
speakers;  featuring  its  double  twenty-inch  cone  speaker. 
In  attendance  were  Maurice   Lynch,  J.   L.   Lynch,  W. 

F.  Kelley,  A.  J.  Macy  and  L.  H.  Greenwood. 

Belden  Mfg.  Co.,  Chicago,  111.,  displayed  a  complete  line 
of  accessories  and  parts,  featuring  aerial  kits,  lightning 
arresters,  loud  speaker  extension  cords,  battery  cables, 
etc.  In  attendance  were  H.  W.  Clough,  G.  B.  Finch, 
H.  Howe,  G.  Aikin,  E.  C.  Allmquist,  Whipple  Jacobs 
and  F.  J.  Sapper. 

Benjamin  Electric  Manufacturing  Co.,  Chicago,  111.,  dis- 
played the  complete  line  of  Benjamin  parts,  including 
radio  sockets,  battery  switches,  transformers,  straight- 
line  frequency  condensers  and  variable  condensers.  In 
attendance  were  E.  R.  Peel  and  R.  V.  Stephenson. 

Borkman  Radio  Corp.,  Chicago,  111.,  displayed  its  com- 
plete line  of  products  of  the  outside  speaker  line, 
including  number  three  and  six  units,  number  nine 
lantern,  number  twelve  and  fifteen  horns,  number 
eighteen  coniform  and  number  twenty  jewel  cases,  all 
marketed  through  the  Zinke  Co.,  the  sales  department 
for  the  company  to  the  jobbing  trade.  Also  on  display 
were  inside  air  columns  and  speaker  units,  sold  to 
manufacturers  of  speakers,  consoles,  etc.,  by  the  Bork- 
man Radio  Corp.  direct.  In  attendance  were  the  Bork- 
man and  Zinke  organizations,  including  Messrs.  Zinke, 
Hopkins,  Raetz,  Jacobs  and  others. 

Bosworth  Electric  Mfg.  Co.,  Cincinnati,  O.,  displayed  the 
Bosworth  model  B-5,  A-C  electric  receiver;  model  B-6 
battery  receiver  and  Bosworth  console  table  with  built- 
in  loud  speaker.    In  attendance  were  E.  P.  Bosworth, 

G.  T.   Desjardins,  Norden  Daubenbis. 

L.  S.  Brach  Mfg.  Co.,  Newark,  N.  J.,  displayed  the  com- 
plete line  of  accessories,  featuring  the  Brach  Controlit, 
new  antenna  outfits,  radio  arresters,  aerial  outfits,  fila- 
ment control,  etc.  In  attendance  were  Godfrey  Gort, 
G.  S.  Pritchard,  Frank  T.  Faeth,  Frank  Le  Preua,  Frank 
Le  Piver  and  Walter  H.  Dyer. 

Brant  Radio  Power  Co.,  Terre  Haute,  Ind.,  displayed  the 
complete  line  of  Hoosier  power  units  with  Hoosier  re- 
mote control.  In  attendance  were  A.  L.  New  and  G. 
A.  Schnull. 

Bremer-Tully  Mfg.  Co.,  Chicago,  111.,  displayed  its  Coun- 
terphase  eight  and  six-table  and  console  receivers; 
Bremer-Tully  "B"  power  unit  and  speaker.  In  at- 
tendance were  Gilman  Anderson,  Cliff  Sleininger  and 
Fred  A.  Hill. 

Briggs  &  Stratton  Corp.,  Milwaukee,  Wis.,  displayed 
Basco  "A"  and  "B"  unit  combination;  "A"  power; 
"B"  power  and  two  and  one-half  amp.  charger,  fea- 
turing the  new  Basco  power  unit.  In  attendance  were 
W.  W.  Carroll,  W.  V.  Hallar,  C.  F.  Crane,  William 
Quick,   L.   W.    Maynard  and   J.    W.  Fitzgerald. 

Brooklyn  Metal   Stamping  Corp.,  Brooklyn,   N.   Y.,  dis- 


played crystal  sets,  magnetic  pick-ups,  phonograph  repro- 
ducers and  a  line  of  parts,  including  dials,  jacks,  plugs, 
etc.  The  display  featured  the  crystal  sets,  and  in  at- 
tendance were  J.  C.  Fishel,  D.  H.  Engelson  and  M. 
Hirsch 

Brown  &  Caine,  Inc.,  Chicago,  111.,  displayed  a  complete 
line  of  fixed  condensers,  including  By-Pass  filter  and 
compact  types.  In  attendance  were  C.  H.  Caine,  A. 
Houser,  S.  H.  Feigley  and  Z.  S.  Myers. 

Buckingham  Radio  Corp.,  Chicago,  111.,  displayed  the 
complete  Buckingham  line  of  radio  receivers,  compris- 
ing four  console  models  and  one  table  model,  all  con- 
taining a  one-dial  control,  six-tube  chassis,  and  featured 
the  Orthophonic  tone  chamber.     In  attendance  were  I. 

B.  Freed,  R.  T.  Anderson,  II.  O.  Berger  and  W.  H. 
Sorg. 

Burgess  Battery  Co.,  Chicago,  111.,  displayed  the  new 
Super-"B"  battery,  No.  21308,  two  forty-five-volt  "B" 
batteries,  four  twenty-two  and  one-half  "B"  batteries 
and  two  "C"  batteries.    In  attendance  were  R.  J.  Koehr, 

C.  A.  Lindevall,  J.  A.  Day  and  members  of  the  sales 
staff. 

Bush  &  Lane  Piano  Co.,  Holland,  Mich.,  displayed  the 
Bush  &  Lane  single-dial  A-C  receivers,  including  the 
Model  6,  Model  6  "C"  Console  Grand  and  Model  7 
table-type  receiver,  and  a  line  of  battery-operated  re- 
ceivers, including  Model  4  table-type  receiver,  Model 
4  "C"  Console  Grand,  Model  1  table  set,  Model  1  "C" 
Consolette  and  Model  3  "C,"  a  console  with  two  speak- 
ers. In  attendance  were  W.  Winstrom  and  W.  A. 
Norton. 

Buckwalter  Radio  Corp.,  Chicago,  111.,  displayed  its  com- 
plete line  of  receivers,  including  a  six-tube,  single  dial 
control  model;  eight-tube,  two-dial,  control  battery 
operated  model,  eight-tube,  two-dial  control  A-C  oper- 
ated model,  and  ten-tube  two-dial  control  A-C  operated 
model.  Exhibited  in  cabinets  of  table  and  console 
designs.  In  attendance  were  C.  J.  Buckwalter,  M.  M. 
Eells,  Robert  Winston,  M.  A.  Selsor  and  L.  McDermaid. 

Camfield  Manufacturing  Co.,  Chicago,  111.,  displayed  con- 
densers, coils  and  the  Camfield  super-selective  nine-tube 
circuit.  In  attendance  were  R.  W.  Camfield  and  J.  B. 
Turner. 

Cannon  &  Miller  Co.,  Inc.,  Springwater,  N.  Y.,  displayed 
its  number  two  Cannonball  cone  speaker;  number  four 
table  and  wall-cone  speaker;  pedestal  type-cone  speaker 
and  head  sets.  In  attendance  were  Elmer  E.  Mills  and 
J.  A.  Hunt. 

Carter  Radio  Co.,  Chicago,  III.,  displayed  its  complete  line 
of  parts,  featuring  wall  jacks,  and  including  rheostats, 
resistance  units,  etc.  In  attendance  were  A.  J.  Carter, 
Theodore  Sheldon,  H.  D.  Evert,  A.  C.  Lopez  and  the 
entire  sales  organization. 

C.  E.  Mfg.  Co.,  Providence,  R.  I.,  displayed  Ceco  radio 
tubes  and  featured  motion  pictures  of  the  Ceco  plant. 
In  attendance  were  H.  H.  Steinle,  George  Coby,  Eli 
Egnatoff,   Edward  R.  Fiske  and  Ernest  Kaner. 

Celeron  Co.,  Chicago,  111.,  featured  radio  panels,  machine 
specialties,  sub-panels  and  parts  for  radio  sets.  In  at- 
tendance were  J.  B.  Rittenhouse,  W.  S.  MiUener,  B. 
li.  Steele  and  E.  C.  Musgrave. 

Central  Radio  Labs.,  Milwaukee,  Wis.,  featured  its  line 
of  parts,  including  variable  resistances  and  its  line  of 
accessories,  comprising  a  station  selector,  Modu  plug 
and  tone  amplifier.  In  attendance  were  Dr.  E.  R. 
Stokle  and  H.  E.  Osmun. 

Cheltenham  Cabinet  Makers,  New  York  City,  displayed 
consoles  and  wall-hutch  cabinets  of  various  designs.  In 
attendance  were  J.  N.  Andrew  White  and  Victor  A. 
Edwards. 

Chicago  Nipple  Mfg.  Co.,  Chicago,  III.,  displayed  a  desk 
model  loop-operated,  table  model  with  folding  loop  and 
high-boy  model  with  fixed  loop,  all  three  receivers  hav- 
ing single-dial  control,  and  equipped  for  A-C  or  D-C 
operation.  In  attendance  were  R.  Rochester,  Jr.,  and 
E.  Hogan. 

Claravox,  Inc.,  Canton,  O.,  displayed  the  Claravox 
modified  cone-type  speaker  and  unit  for  use  with  elec- 
tric phonograph  pick-up.  In  attendance  were  J.  H. 
Kenney,  C.  H.  Knight,  C.  E.  Semple,  Jr.,  Philip  Valk 
and  O.  P.  Smith. 

Cleartone  Radio  Co.,  Division  of  the  Cincinnati  Time  Re- 
corder Co.,  Cincinnati,  O.,  displayed  the  Cleartone  five- 
tube,  one-dial  receivers,  embodying  the  Model  110  electric 
chassis,  which  supplies  current  to  Kellogg-McCullough 
A-C  tubes,  including  the  Congressional  and  Senator, 
both  console  models,  Mayflower  Compact,  110  Compact 
and  110  Standard  table  models,  Cleartone  110-C  Stand- 
ard and  110-T  standard  consoles.  Also  displayed  battery- 
operated  sets  in  same  models,  and  a  table  speaker.  In 
attendance  were  A.  B.  Idesen,  J.  F.  Keel  and  sales  staff. 

Continental  Fibre  Co.,  Chicago,  III.,  displayed  sheets  of 
Dilecto  and  fibre;  sub-panels,  coil  tubes  and  insulation 
parts.  In  attendance  were  Arthur  J.  Schmitt,  A.  G. 
Rosnes,  Andrew  Fisher,  E.  W.  Scheuer,  E.  N.  Newell, 
L.  M.  Rogers  and  H.  P.  Weldon. 

Cornell  Electric  Mfg.  Co.,  Newark,  N.  J.,  displayed  a  com- 
plete line  of  "B"  and  "A-B"  current  supply  devices, 
also  eliminators  manufactured  under  private  brand 
names.  In  attendance  were  O.  Blake,  E.  G.  Egloff, 
J.  F.  McCabe  and  Mr.  Dale. 

Cornish  Wire  Co.,  Inc.,  New  York  City,  featured  its  com- 
plete line  of  wire  products  and  the  Corco  antenna  kits. 
In  attendance  were  W.  F.  Osier,  Jr.,  W.  M.  Spear  and 
S.  B.  Darmstader 

Crosley  Radio  Corp.,  Cincinnati,  O.,  displayed  the  com- 
plete new  line  of  Crosley  radio  products  for  the  1927- 
1928  season,  featuring  the  Band  Box  601  and  the  Band 
Box  602  receivers;  the  601  being  a  six-tube  battery- 
operated  set  and  the  602  a  six-tube  set  equipped  with 


an  A-B-C  power  unit,  using  the  new  A-C  tube.  There 
were  also  on  display  three  art  models,  available  with 
either  the  601  or  602  chassis.  Three  types  of  the 
Musicone  speaker  completed  the  display,  the  Ultra, 
Super  and  the  Pedestal  models.  In  attendance  were 
Powel  Crosley,  Jr.,  A.  C.  Sherwin,  L.  A.  Kellogg,  Jack 
Dalton,  J.  W.  Chadwick,  Byron  Besse,  O.  T.  Thorson, 
R.  P.  Crawley,  H.  F.  Jaax,  R.  H.  Langley,  J.  J.  Limes, 
J.  J.  Hoak,  Jr.,  H.  F.  Brown,  Ross  Amos  and  C.  H. 
Corey. 

Crowe  Name  Plate  &  Engraving  Co.,  Chicago,  111.,  dis- 
played a  complete  line  of  metal  panels,  escutcheons 
and  name  plates.  In  attendance  were  Winslow  Good- 
win, A.  F.  Nosek  and  C.  F,  McLaughlin. 

E.  T.  Cunningham,  Inc.,  New  York  City,  featured  the 
complete  line  of  Cunningham  tubes,  including  the  new 
type  of  tubes  recently  introduced.  In  attendance  were 
Herbert  H.  Frost,  M.  F.  Burns,  C.  R.  King,  F.  H. 
Larrabee,  F.  E.  Harding,  R.  M.  Wise  and  H.  C.  Briggs. 

Daven  Radio  Corp.,  Newark,  N.  J.,  displayed  Daven 
Hi-Mu  tubes,  Daven  coils  resistors  and  other  products, 
featuring  Daven  amplification.    In  attendance  were  C. 

B.  L.  Townley,  Fred  Garner  and  E.  H.  Wilkinson. 
Richard  T.  Davis,  Inc.,  Chicago,  111.,  displayed  the  Model 

10  speaker,  Model  12  cone  speaker,  Model  13  pedestal 
speaker,  Model  14  cone  speaker,  and  Model  18  cabinet 
speaker.     In    attendance    were    Richard   T.    Davis  and 

C.  B.  Cleveland. 

De  Forest  Radio  Co.,  Jersey  City,  N.  J.,  displayed  a  com- 
plete line  of  audion  tubes  for  all  purposes,  and  in  at- 
tendance were  H.  L.  Lloyd,  A.  D.  Lord,  L.  M.  Puring- 
ton  and  R.   C.  Reinhardt. 

DeJur  Products  Co.,  New  York  City,  displayed  a  com- 
plete line  of  rheostats,  condensers  and  other  parts  and 
in  attendance  were  D.  R.  Bittern,  Harry  DeJur. 

Tobe  Deutschmann  Co.,  Cambridge,  Mass.,  displayed  Tobe 
condensers,  interference  filter  and  other  products.  In 
attendance  were  Tobe  Deutschmann,  William  J.  Hal- 
ligan  and   Ralph  S.  Druinmond. 

Diamond  Electric  Specialties  Corp,  Newark,  N.  J.,  dis- 
played "B'  and  "C"  dry-cell  batteries.  In  attendance 
were  F.  M.  Rosenfeld,  A.  E.  Simon,  G.  Azeling  and 
J.  Schneider. 

Diamond  Vacuum  Products  Co.,  Chicago,  111.,  displayed  a 
complete  line  of  Diatron  radio  tubes,  featuring  the  new 
A-C  tube.  In  attendance  were  Franklin  Mayo,  J.  M. 
Sharpe  and  G.  D.  McCabe. 

Diamond  T.  Radio  Mfrs.,  South  Bend,  Ind.,  displayed  its 
line  of  receiving  sets,  comprising  five  models  and  a 
Duo-tone  cabinet  speaker,  featuring  a  super-special 
model  receiver  and  its  new  type  of  speaker.  In  at- 
tendance were  C.  L.  Smith,  B.  J.  Schmidt,  A.  J.  Till- 
man and  R.  P.  Neville. 

Dongan  Electric  Mfg.  Co.,  Detroit,  Mich.,  featured  trans- 
formers and  chokes  for  "A"  and  "B"  eliminator  require- 
ments; also  Audio  transformers.  In  attendance  were  C. 
Sam  Swanson,  Leroy  Eshner  and  Robert  Osborne. 

Dubilier  Condenser  Corp.,  New  York  City,  displayed  Mi- 
cadons;  Dubilier  light  socket  aerial;  Carrier  current 
condensers  and  by  pass  condensers.  In  attendance  were 
Fred  D.  Williams,  Fred  Damarin,  W.  A.  Vockius,  George 
Palmer  and  H.   F.  Tideman. 

Eagle  Charger  Corp.,  Philadelphia,  Pa.,  displayed  "B" 
battery  eliminators,  "A"  and  "B"  battery  eliminators; 
radio  battery  chargers  and  service  station  chargers. 
In  attendance  were  I.  A.  Margolies,  Maurice  F.  Mc- 
Carthy and   Henry   C.  Forster. 

H.  H.  Eby  Mfg.  Co.,  Inc.,  Philadelphia,  Pa.,  displayed 
binding  posts  and  sockets.  In  attendance  were  H.  H. 
Eby,  F.  C.  Trimble  and  representatives  of  the  Ekko  Co. 

Ekko  Co.,  Chicago,  111.,  displayed  the  Ekko  ground  clamp 
and  Ekko  phonograph  connectors.  In  attendance  were 
H.  O.  Larson,  L.  F.   Randolph  and  Frank  Watt. 

Electrad,  Inc.,  New  York  City,  displayed  a  new  line  of 
fixed  and  wired  variable  resistances  for  power  work; 
also  variable  wire  voltage  control  (not  tapped),  also  the 
Phasatrol,  Toneatrol  and  other  parts.  In  attendance 
were  Arthur  Ross  and  Wra,  Boyd. 

The  Electrical  Research  Laboratories,  Inc.,  Chicago,  III., 
displayed  a  complete  line  of  Erla  receivers  comprising 
nine  models,  table  sets  and  consoles,  five  tube  two 
dial,  six  tube  two  dial,  six  tube  one  dial  and  seven 
tube  one  dial  models.  Also  on  display  were  the  Erla 
A  converter,  B-C  eliminator  and  A-B-C  converter.  Also 
the  concert  grand  cone  speaker,  output  filter  and  speaker 
unit.  In  attendance  were  J.  F.  Quinn  and  P.  W.  Her- 
man. 

Elkon  Works,  Weehawken,  N.  J.,  displayed  its  new 
one-ampere  trickle  charger;  three-ampere  charger  and  a 
new  all-dry  "A"  eliminator.  In  attendance  were  Al. 
Gressner,  J.  R.  Casper,  Robert  Williams,  A.  O.  Braun, 
M.  K.  Franklin,  C.  I.  Fetzner  and  F.  J.  Kysela. 

Excello  Products  Corp.,  Cicero,  111.,  displayed  its  com- 
plete line  of  radio,  consoles  and  cabinets  with  A.  R. 
Johnson   in  attendance. 

Fansteel  Products  Co.,  Inc.,  North  Chicago,  111.,  displayed 
a  complete  line  of  Balkite  power  units  and  trickle 
chargers,  featuring  the  new  B-135  "B"  power  unit;  B-1S0 
"B"  power  unit;  A-B-6-180  "A-  &  B"  power  unit; 
model  N  trickle  charger;  A-6  "A"  eliminator;  also  the 
B-W  power  "B"  unit,  the  A-B-6-135  six-volt  "A  &  B" 
power  unit,  the  A-B-4-180  and  the  A-B-4-135  four-volt 
power  units;  model  K  trickle  charger  and  the  model 
J  charger.  In  attendance  were  T.  K.  Webster,  Ro- 
nald Webster,  E.  H.  Wilder,  J.  C.  Baker,  C.  E.  Stryker 
and  J.  Coltrip. 

Farrand  Mfg.  Co.,  Long  Island  City,  N.  Y.,  displayed 
the  complete  line  of  new  1927-1928  Farrand  cone  speak- 
ers, oval  shaped,  the  Senior  and  Junior  models;  also  on 
display  was  the  Farrand  "B"  eliminator.    In  attendance 
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were  C.  L.  Farrand,  Geo.  H.  Kiley,  \V.  E.  Dermody, 
S.  H.  Kehoe  and  C.  H.  Griffith. 

John  E.  Fast  &  Co.,  Chicago,  111.,  displayed  fixed  con- 
densers and  condenser  blocks  for  Raytheon  current 
supply  sets,  with  John  E.  Fast  in  attendance. 

Federal-Brandes,  Inc.,  New  York  City,  featured  the  com- 
plete line  of  Kolster  receiving  sets  and  speakers,  "A" 
power  supply  and  "B"  power  supply.  Nine  receivers 
were  shown,  featuring  the  new  Kolster  six  H,  a  six- 
tube  receiver,  with  built-in  power  cone,  electrically  or 
storage  battery  operated,  and  the  console  power  cone 
providing  B  supply  to  the  set,  with  twenty-foot  cable 
to  allow  moving  of  speaker.  In  attendance  were  D. 
S.  Spector,  H.  II.  Southgate,  M.  C.  Rypinski,  Carroll 
Van  Ark,  F  J.  Kahn,  A.  C.  Forbes,  J.  J.  Reilly,  J.  J. 
Stanley  and  W.  J.  Thinn 

Federal  Radio  Corp.,  Buffalo,  X.  Y.,  displayed  twenty 
Federal  Ortho-Sonic  receivers  in  two  general  types; 
six  regular  models  and  four  Deluxe  models,  similar 
to  "last  year's  designs,  and  six  regular  A-C  operated 
sets  and  four  Deluxe  A-C  operated  sets.  There  were 
also  on  display  the  new  Ortho-Sonic  speaker  cupler 
and  the  new  cabinet  speakers.  In  attendance  were 
Lester  E.  Noble,  K.  E.  Reed,  C.  J.  Jones,  L.  W. 
James,   A.   C.   Stearns,   Jr.,   and  L.    C.   F.  Horle. 

J.  B.  Ferguson,  Inc.,  New  York  City,  displayed  five  re- 
ceivers, including  models  10,  10-A,  12  and  14  cabinet 
designs  and  model  12  consolette;  all  featuring  the 
Technidyne  circuit.  In  attendance  were  T.  H.  Wick- 
wire.  Jr.,  J.  \Y.  Weber,  Jr.,  and  H.  O.  Becker. 

Ferranti,  Inc.,  New  York  City,  displayed  three  types  of 
Audio  frequency  transformers,  and  in  attendance  were 
G.  F.  Chellis,  J.  M.  Thompson  and  F.  S.  Martin. 

Formica  Insulation  Co.,  Cincinnati,  O.,  displayed  a  com- 
plete line  of  insulation  panels,  sub-panels  and  tubing. 
In  attendance  were  W.  G.  Steiner,  F.  J.  LaClaire,  H. 
W.  Hainsfurtha  and  A.  J.  Wikser. 

Freed-Eisemann  Radio  Corp.,  Brooklyn,  N.  Y.,  displayed 
its  complete  line  of  radio  receivers,  including  the  new 
types  of  electric  receivers,  as  well  as  Caswell  Runyan 
cabinets  and  several  accessories.  In  attendance  were 
Alex  Eisemann,  Arthur  Freed,  A.  A.  Trostler  and  R. 
I.  McClellan. 

French  Battery  Co.,  Madison,  Wis.,  displayed  a  complete 
line  of  Ray-O-Vac  dry  "A"  and  'B"  batteries,  and  in 
attendance  were  W.  A.  Brennan,  Geo.  A.  Shipley. 
Frank  Foster  and  a  complete  sales  force. 

Charles  Freshman  Co.,  Inc.,  New  York  City,  displayed 
the  1927-1928  line  of  Equaphase  receivers,  including  A-C- 
operated  and  battery-operated  models.  Also  Freshman 
combination  phonograph  and  radio  instruments,  one 
model  with  electrical  pick-up  and  one  with  power  ampli- 
fier. The  "A-B-C"  power  supply  unit  was  on  display 
and  several  models  of  the  Masterpiece  line  of  receivers. 
In  attendance  were  H.  A.  Beach,  S.  Freshman,  Martin 
Zatulove  and  William  H.  Allen. 

Herbert  H.  Frost,  Inc.,  Chicago,  111.,  displayed  its  com- 
plete line  of  parts,  including  jacks,  plugs,  switches, 
lightning  protectors,  sockets,  etc.  In  attendance  were 
D.  S.  Hill,  E.  J.  Lovett,  Pat  Kiley,  F.  C.  Best,  N. 
C.   Schellenger  and  W.   D.  Scott. 

General  Instrument  Corporation,  New  York,  N.  Y.,  dis- 
played "A"  eliminators  and  line  of  parts.  In  attendance 
were  Carl  Hawthorne,  Roy  Stemm,  Samuel  Cohen  and 
Mr.  McConnell. 

General  Radio  Co.,  Cambridge,  Mass.,  displayed  "B" 
eliminators,  power  amplifiers  and  a  complete  line  of 
parts.  In  attendance  were  Melville  Eastman,  H.  B. 
Richmond,  F.  G.  Smith  and  C.  T.  Burke. 

Gold  Seal  Electrical  Co.,  New  York,  N.  Y.,  displayed  a 
complete  line  of  radio  tubes  for  general  purposes,  includ- 
ing detector,  power  and  rectifier  tubes.  In  attendance 
were  Edward  E.  Eagle,  William  E.  Duff,  William  J. 
Bowles  and  W.   R.  Davis. 

Gould  Storage  Battery  Co.,  Inc.,  New  York,  N.  Y.,  dis- 
played the  new  Gould  Unipower  type  A-C  Six  U;  A-C 
6  UM;  type  A-C-4  and  Gould  radio  "A"  battery,  featur- 
ing the  new  Gould  Kathanode  assembly  for  power  unit 
construction.  In  attendance  were  C.  J.  McKenna,  Koy 
B.  Graham,  R.  A.  Clock,  F.  E.  Booss;  Sidney  Gane,  L. 
It.  Hobbs  and  H.  R  Strang. 

Gray  &  Danielson  Mfg.  Co.,  San  Francisco,  Cal.,  displayed 
a  complete  line  of  Remler  parts,  including  dials,  con- 
densers, sockets,  etc.  E.  G.  Danielson  was  in  attendance. 
A.  H.  Grebe  &  Co.,  Inc.,  Richmond  Hill,  N.  Y.,  displayed 
the  complete  line  of  Grebe  Synchrophase  receivers,  in- 
cluding Synchropliase  Five,  a  five-tube  table-type  re- 
ceiver, the  new  Synchrophase  Seven,  a  seven-tube  table 
model,  the  Grebe  socket-power-type  671,  supplying  "B" 
and  "C"  voltage,  the  Grebe  "A**  socket  power  and  the 
Grebe  cone  speaker,  type  20-20.  In  attendance  were 
Douglas  Rigney,  It.  II.  Baker,  George  Rhodes,  L.  C. 
Gray,  II.  C.  Jackman  and  George  Eckweiler. 

Greene-Brown  Mfg.,  Co.,  Chicago,  111.,  displayed  the  Brown 
"B"  super  power,  Greene  "B"  5-6-7  power  units  and 
the  Greene  Hi  power  "H"  unit.  The  display  featured 
the  new  "A"  and  combination  "A"  and  "B"  power  units 
recently  introduced.  In  attendance  were  Burton  Greene, 
Edwin  Mraz  and  Ted  Uavies. 
Grlgsby-Grunow-Hinds  Co.,  Chicago,  III.,  displayed  the 
complete  line  of  Majestic  eliminators,  featuring  the 
new  Majestic  Super-B,  Master  II  and  Special  Master  B 
models,  also  the  laboratory  model  of  the  new  "A" 
eliminator  to  be  announced  shortly,  also  the  Majestic 
Ace  models  "K"  an. I  "S"  fur  use  with  the  new  A-C 
tubes.  In  attendance  were  W.  C.  Grunow,  Duane 
WsLnamaker,  A.  C.  Winnan,  Herbert  Young,  S.  L. 
ArncHi.ii.  II.  E,  Kranz,  V  1).  Patti,  E.  W.  Macke. 
A.  IV  Hard,  A.  E.  Hi.lkc.  J.  T.  Jackman.  J.  I*.  Miller 
an. I   J.  Rutherford. 


Hammarlund  Manufacturing  Co.,  Inc.,  New  York,  N.  Y., 
displayed  the  complete  line  of  Hammarlund  condensers 
and  coils,  including  the  coupler  coil,  Neutrodyne  coil, 
antenna  coupler  and  auto-couple  assembly.  In  at- 
tendance were  Lloyd  Hammarlund  and  L.  G.  Cushing. 

Howard  Radio  Co.,  Chicago,  111.,  displayed  Howard  receiv- 
ing sets  in  console  and  table  models;  Howard  "B" 
eliminator  and  Howard  amplifier.  In  attendance  were 
R.  R.  Howard,  Lee  Hansen  and  J.  M.  Bregstone. 

Hoyt  Electrical  Instrument  Co.,  Boston,  Mass.,  displayed 
a  complete  line  of  meters  for  radio,  featuring  a  new 
test  kit;  "A"  and  "B"  eliminators  volt  meter;  tube 
testers  and  A-B-C  battery  tester  and  other  products. 
In  attendance  were  C.  W.  Burton,  L.  E.  Moore,  W.  J. 
Bartlett.   W.    C.   McCabe   and   B.   S.  Church. 

Imperial  Molded  Products  Co.,  Chicago,  111.,  displayed  a 
complete  line  of  Bakelite  parts,  and  in  attendance  were 
C.  W.  Peterson,  Jas.  T.  Greenleaf,  W.  H.  Hollister 
and  Fred  Werno. 

Indiana  Mfg.  &  Electric  Co.,  Marion,  Ind.,  displayed  the 
Case  radio  receivers,  comprising  the  Case  60  line  (6  tube) 
of  five  models  in  table,  console  and  high-boy  designs; 
Case  90  line  (9  tube  loop)  comprising  two  models  operated 
by  DC  and  two  models  operated  by  AC;  also  model 
20-A  Case  automatic  high-rate  charger  and  "B"  control. 
In  attendance  were  Arthur  E.  Case,  O.  R.  Westfall, 
Dudley  A.  Forster,  George  L.  Holmes,  J.  C.  Roper,  L. 
C.  Herrmann,  Charles  Bird,  J.  S.  Cummings,  F.  J.  Kel- 
ler and  L.   E.  Spencer. 

International  Resistance  Co.,  Philadelphia,  Pa.,  displayed 
Durhan  metallized  resistors,  and  in  attendance  were 
S.  B.  Darmstader,  Charles  M.  Weyl  and  Francis  R.  Ehle. 

Irvington  Varnish  &  Insulator  Co.,  Irvington,  N.  J.,  dis- 
played double  Impedance  units  and  amplifiers:  coils, 
varnished  tubing  and  other  products.  In  attendance 
were  E.  E.  Hiler,  Charles  E.  Garneau  and  L.  M.  Carter. 

Jefferson  Electric  Mfg.  Co.,  Chicago,  111.,  displayed  the 
new  models  of  Jefferson  Concertone,  audio  transformer 
and  star  audio  transformer;  Jefferson  tube  rejuvenator, 
tube  charger  and  tester.  In  attendance  were  J.  A.  Ben- 
nan;  J.  C.  Daley,  A.  R.  Johnson,  C.  R.  Hansen,  W.  S. 
Samuel,  E.  Goddard,  R.  Benson,  C.  P.  Kob,  A.  A.  Fleck, 
Jr.,  L.  H.  Byrne,  E.  J.  Danigan,  V.  E.  Leed  and  F. 
Merryman. 

Jewell  Electrical  Instrument  Co.,  Chicago,  111.,  displayed 
a  complete  line  of  Jew-ell  milliamperes ;  volt  meters; 
ammeters;  tube  testers  and  service  test  sets,  including 
several  new  portable  models  of  these  products.  In  at- 
tendance were  Geo.  Koch  and  E.  Stolp. 

Johnson  Motor  Products  Co.,  Inc.,  Chicago,  111.  displayed 
the  standard  Johnson  trickle  charger;  new  automatic 
trickle  charger  and  Port-O-Vac.  Tn  attendance  were 
H.  M.  Johnson,  L.  Dorflinger  and  W.  E.  Laidley. 

Howard  B.  Jones,  Chicago,  111.  displayed  the  complete 
line  of  Jones  Multi-plugs,  including  2,  3,  5,  7,  10  con- 
tact plugs  for  all  purposes;  special  contact  plugs  for 
"B"  eliminators  and  other  socket  power  devices.  Howard 
B.  Jones  was  in  attendance. 

Karas  Electric  Co.,  Chicago,  III.,  displayed  a  complete 
line  of  parts,  including  transformers,  variable  con- 
densers, output  filters,  vernier  dials,  etc.,  and  in  at- 
tendance were  L.  L.  Karas  and  R.  L.  Eggleston. 

Kellogg  Switchboard  &  Supply  Co.,  Chicago,  111.,  displayed 
the  new  No.  510  A-C  receiver  with  built-in  speaker, 
two  battery-operated  six-tube  consoles,  Nos.  507  and  508. 
three  five-tube  receivers,  Nos.  502-505  Wavemaster  con- 
sole. No.  506  Wavemaster  consolette  and  No.  504  Wave- 
master  table  model.  The  new  Kellogg  "B"  battery 
eliminator  was  shown  for  the  first  time,  as  well  as  the 
Ketlogg-Stevens  cone  speakers.  In  addition  No.  550- A 
horn  speaker  and  No.  560  cabinet  speaker  were  displayed. 
Tn  attendance  were  H.  C.  Abbott,  C.  G.  Cooke,  A.  D. 
Boal.  Mac  Harlan,  F.  A.  Bremer,  Jr. 

Keystone  Radio  Labs.,  Inc.,  Chicago,  111.,  displayed  five 
and  six  tube  receivers  and  Chassis;  single  two  and 
three  dial  control.  In  attendance  were  I.  J.  Mendels, 
O.  P.  Smith,  L.  C.  McCarthy  and  G.  S.  Brack. 

King  Electric  Mfg.  Co.,  Inc.,  Buffalo,  N.  Y.,  displayed 
Electron  Hi-low  re-charger;  Junior  re-charger;  "B"  cur- 
rent supply;  "A"  current  supply  (battery  type);  "A" 
current  supply  (no  battery);  "BC"  unit  and  "ABC" 
unit.  In  attendance  were  A.  E.  Ellinger,  J.  E.  Deasy 
and  A.  Lotz. 

King  Mfg.  Co.,  Buffalo,  N.  Y.,  displayed  the  complete  line 
of  King  receiving  sets,  comprising  models  80,  80-11,  81, 
81-H,  71  and  an  electric  set.  In  attendance  were  B. 
G.  Close,  J.  W.  Million,  Jr.,  N.  L.  Morley,  M.  E.  Lon- 
mon,  J.  G.  Crowe,  J.  H.  Mehle,  R.  R.  Talbott,  L.  W. 
Smith  and  H.  C.  Goodrich 

Kodel  Radio  Corp.,  Cincinnati,  O.,  displayed  a  complete 
line  of  socket  power  devices,  featuring  "Kuprox,"  the 
new  metallic  disc  rectifier.  In  attendance  were  J.  B. 
Hess  and  Wm.  II.  Westphal. 

Kokomo  Electric  Co.,  Kokomo,  Ind.,  displayed  the  Kings- 
ton "B"  eliminator  with  and  without  an  automatic 
switch,  Kingston  2-A  "B"  eliminator  and  Kingston  2-C 
"B"  eliminator;  the  Kingston  dry  charger,  and  a  fea- 
tured product  just  introduced,  the  Kingston  combination 
"A  &  B"  power  supply.  In  attendance  were  J.  J.  Mc- 
Dowell, V.  C.  Johnson  and  W.  E.  Kemp. 

Lignole  Corp.,  Chicago,  111.,  displayed  Lignolc  radio 
panels,  and  in  attendance  were  A.  M.  Gibson,  C.  C. 
Hartzell  and  A.  Pownall. 

Arthur  H.  Lynch,  Inc.,  New  York,  N.  Y.,  displayed  Lynch 
resistance  products,  and  in  attendance  wert  Arthur  H. 
Lynch,  James  H.  Kennedy  and  F.  E.  Wartman. 

Magnavox  Co.,  Oakland,  Calif.,  displayed  the  "I...  Boy" 
cabinet   dynamic  cone  power  speaker;   Warwick  table 


magnetic  cone  speaker  and  60,  85,  150  milliampere  full 
wave  rectifier  tubes.  The  display  featured  the  new 
Electro-dynamic  type  speakers.  In  attendance  were 
Heckert  Parker  and  members  of  the  sales  force. 

Maring  Wire  Co.,  Muskegon,  Mich.,  displayed  magnet 
wire,  and  in  attendance  were  F.  L.  Meeske  and  H.  W. 
Simpson. 

Marti  Electric  Radio  Co.,  Inc.,  West  Orange,  N.  J.,  dis- 
played Marti  receiving  sets,  includii  g  table,  desk  con- 
sole and  large  console,  with  several  Chassis  suitable 
for  installation  in  various  makes  of  standard  console 
cabinets.  In  attendance  were  F.  C.  Manning,  Charles  I. 
Marti,  H.  A.  Yolk  and  Alex  Weiss. 

Martin-Copeland  Co.,  Providence,  R.  I.,  displayed  its 
"A"  power  supply  device;  "B"  power  supply  device; 
vernier  dials  and  controls  and  other  parts.  In  attendance 
were  John  Lossau,  G.  W.  Bleeker,  W.  S.  Block  and  V. 
A.  Hendrickson. 

Mayolian  Corp.,  New  York,  N.  Y.,  displayed  the  May- 
olian  A-B  eliminator,  B  eliminator,  and  A-B  eliminator 
for  the  one  and  one-half- volt  Armor  tube,  transformers, 
filters  and  chargers.  In  attendance  were  R.  Mayo,  M. 
C.  Snyder,  F.  E.  Wartman,  Arthur  H.  Lynch  and  James 
A.  Kennedy. 

McMillan  Radio  Corp.,  Chicago,  111.,  displayed  the  com- 
plete line  of  McMillan  Electric  six-tube  one-dial  re- 
ceivers, including  the  Orleans,  Seville,  Yerdi  and  Ivan- 
hoe  consoles,  all  equipped  with  built-in  speaker,  and 
the  McMillan  line  of  battery  receivers,  including  three 
consoles  and  one  table  model.  Walter  Magill  was  in 
charge  of  the  display. 

Minerva  Radio  Co..  Chicago,  111.,  displayed  seven  new 
console  models  all  six-tube  single-dial  control,  strictly 
electrically-operated  receivers,  the  instrument  being  in- 
terchangeable, and  the  difference  in  the  models  being 
the  cabinet  features.  The  receivers  are  electrically  oper- 
ated on  either  A-C  or  D-C  current.  In  attendance  were 
P.  S.  Billings,  Chas.  Cavanaugb,  H.  C.  Mattis  and 
E.   R.  Schultz. 

Mohawk  Corp.  of  Illinois,  Chicago,  111.,  displayed  its 
complete  1927-28  line  of  radio  receivers,  comprising  one 
table  model  and  five  consoles,  four  with  built-in  loud 
speaker  and  one  without;  also  displayed  A^C  electric 
equipment  for  installation  in  receivers.  In  attendance 
were  Gustav  Frankel,  Louis  Frankel,  Otto  N.  Frank- 
fort,  Douglas   Demare  and  sales  organization. 

Moulded  Wood  Products,  Inc.,  Chicago,  111.,  displayed  a 
complete  line  of  horns  for  built-in  purposes,  including 
an  8-ft.  horn,  also  two  console  cabinet  speakers  in 
which  this  horn  is  mounted  with  a  unit.  In  attend- 
ance were  W.  H.  Sickinger  and  G.  R.  Haase. 

Mu-Rad  Radio  Corp.,  Asbury  Park,  N.  J.,  displayed  Mu- 
Rad  receivers,  including  table  model,  semi-console, 
battery  operated  and  same  cabinet  with  Mu-Rad  elec- 
tric units,  operated  by  the  light  socket;  also  "B"  elec- 
tric unit.  In  attendance  were  A.  S.  Blatterman,  A.  M. 
Werner,  H.  L.  Ley,  L.  M.  Wood,  G.  E.  Anderson,  A. 
C.  Lopez,  E.  H.  Lewis  and  R.  J.  Noel. 

Wm.  J.  Murdock  Co.,  Boston,  Mass.,  displayed  Murdock 
radio  sets,  head  phones,  loud  speakers  and  plugs;  featur- 
ing its  new  7-tube  shielded  set.  In  attendance  were 
Daniel  R.  W.  Murdock  and  Maurice  Despres. 

Leslie  F.  Muter  Co.,  Chicago,  111.,  displayed  its  "B"  power 
unit  and  its  complete  line  of  parts,  including  impedance 
units,  transformers,  unit  resistances,  etc.  In  attendance 
were  A.  A.  Dai  ley  and  L.  F.  Muter. 

National  Carbon  Co.,  Inc.,  New  York,  N.  Y.,  displayed 
the  complete  line  of  Eveready  radio  batteries,  including 
the  Layerbuilt  "B"  battery,  No.  7111-"A,"  dry  cell  bat- 
tery; No.  770,  heavy  duty  "B"  battery;  No.  771-"C" 
battery,  and  a  complete  line  of  dry  "A,"  "B"  and 
"C"  batteries.  In  attendance  were  J.  M.  Spangler,  D. 
R.  Parker,  E.  E.  Horine  and  G.  C.  Furness. 

National  Co.,  Inc.,  Cambridge,  Mass.,  displayed  a  com- 
plete line  of  condensers,  vernier  dials,  Impedaformers, 
tuning  units  and  the  National  Browning-Drake  trans- 
former. A  feature  of  the  exhibit  was  the  National  Duo 
range  charger.  In  attendance  were  W.  A.  Ready,  Geo. 
Q.  Hill,  James  Miller  and  Don  C.  Wallace. 

National  Lead  Battery  Co.,  St.  Paul,  Minn.,  displayed  a 
complete  line  of  radio  "A"  storage  batteries  in  compo- 
sition and  glass  cases,  also  automatic  "A"  and  "B" 
power  sets,  featuring  in  its  display,  automatic  power 
supplies.  In  attendance  were  A.  P.  Wood,  F.  M.  Brown 
and  Niet  Burchard. 

Neutrowound  Radio  Mfg.  Co.,  Ilomewood,  111.,  displayed 
the  complete  line  of  Neutrowound  receivers  and  speak- 
ers, including  the  Junior,  a  four-tube  table-type  re- 
ceiver, Tone  King,  five-tube,  and  Super-Power,  six-tube 
table  receiver;  the  Allectric  four-tube  table  receiver, 
Super-AUcctric  five-tube  table  receiver  and  Master 
Allectric  six-tube  console,  Standard  speaker  and  super- 
speaker.  In  attendance  were  \Y.  \Y.  Murray,  J.  G. 
Sperling,  W.  H.  Paynter,  J.  P.  Mathews  and  W.  G.  Hall. 

Newcombe-Hawley,  Inc.,  St.  Charles,  111.,  displayed  the 
full  line  of  Newcombe-Hawley  reproducers,  including 
cabinet  models  Nos.  55,  56,  57,  the  new  Drum  speaker, 
all  equipped  with  Nathaniel  Baldwin  units.  Baldwin 
headsets,  units  and  phono  speakers  were  also  shown. 
In  attendance  were  C.  Duntley,  F.  W.  Will,  W.  Prcs- 
singer  and  Harvey  McClumpha. 

Northern  Manufacturing  Co.,  Newark  N.  Y..  displayed  the 
new  No.  608-A-C  tube,  which  transforms  battery  sets 
to  electrically  operated  receivers,  when  used  with  a 
step-down  transformer  and  all  types  of  D-C  tubes.  In 
attendance  were  R.  H.  Amberg,  E.  A.  Tracey,  J.  Beers 
and  George  Gordon. 
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O'Neill  Mfg.  Co.,  West  New  York,  N.  J.,  displayed  the 
O'Neill  cone  speaker  with  the  O'Neill  unit  and  showed 
also  the  component  parts  of  the  unit.  In  attendance 
were  R.  L.  O'Neill,  A.  O.  Biaun,  A.  F.  Nelson,  H.  W. 
Gebbard,  R.  J.  Noel,  Robert  Williams,  J.  B.  Hess  and 
C.  B.  Myers. 

Operadio  Corp.,  Chicago,  111.,  displayed  the  Operadio 
portable  radio  receiver  No.  7,  power  amplifier,  six-tube 
shielded  chassis  to  be  operated  with  outside  aerial  and 
the  complete  line  of  Operadio  speakers.  The  national 
distribution  of  these  products  is  handled  by  the  Zinke 
Co.,  Chicago.  In  attendance  were  J.  M.  Stone  and 
L.  A.  King. 

The  Oxidite  Battery  Co.,  St.  Paul,  Minn.,  displayed  the 
Oxidite  A-B  Compact,  a  complete  line  of  wet  A  &  B  Bat- 
teries and  a  power  speaker  equipped  with  two  tone  cham- 
bers.   In  attendance  were  H.  L.  Mills  and  A.  L.  Burgan. 

Pacent  Electric  Co.,  New  York  City,  displayed  the  Pa- 
cent  cone  speaker,  Pacent  Powerformer  and  A-B  ampli- 
fier, the  Phonovox,  an  electric  phonograph  pick-up,  and 
a  Loftin-White  kit  receiver  constructed  of  Pacent  parts. 
In  attendance  were  R.  L.  Lewis  and  E.  K.  James. 

Paragon  Electric  Corp.,  Upper  Montclair,  N.  J.,  displayed 
"Paragon"  radio  receivers  and  various  parts;  "Amco" 
radio  receivers;  battery  eliminators  and  a  complete  line 
of  parts,  featuring  the  1928  "Paragon"  receiver  with 
the  Paragon  "A  B  C"  socket  supply  unit.  In  attend- 
ance were  R.  T.  Hungerford,  P.  A.  Petroff  and  N.  Bar- 
berie. 

Pausin  Engineering  Co.,  Newark,  N.  J.,  displayed  the 
complete  line  of  Pausin  "Octacone"  speakers,  compris- 
ing table  and  pedestal  models,  featuring  the  demonstra- 
tion of  Octacone  speakers  on  an  instantaneous  switch 
from  a  high  power  electric  receiver  and  large  phonograph. 
In  attendance  were  H.  R.  Pausin,  B.  W.  Stone,  and 
James  Mackie. 

Pequot  Mfg.  Corp.,  Glendale,  N.  Y.,  displayed  air 
cushion  shipping  cases,  with  F.  S.  Oppenheimer  in 
charge. 

Perryman  Electric  Co.,  Inc.,  New  York  City,  displayed 
the  new  Perryman  series  of  A-C  filament-type  tubes,  and 
the  regular  line  of  Perryman  tubes,  including  P.  A.  226 
amplifier  tube,  P.  A.  229  and  P.  R.  G.  85  rectifier  tubes. 
In  attendance  were  H.  B.  Foster  and  R.  B.  Lacey. 

Pfanstiehl  Radio  Co.,  Waukegan,  111.,  displayed  its  com- 
plete line  of  radio  receiving  sets  comprising  six-tube 
models;  table  model  and  a  console  model  with  built-in 
loud  speaker;  also  seven-tube  models;  table  model  and 
console  model  in  cabinet  with  built-in  loud  speaker 
and  special  output  filter.  The  display  featured  a  rigidly 
constructed  shielded  chassis.  In  attendance  were  N.  G. 
Moriarty,  Carl  Pfanstiehl,  Burton  E.  Ebert,  J.  V.  Kel- 
leher,  W.  O.  Bell,  L.  A.  Dodd,  II.  C.  Leach  and  K.  E. 
Rolleffeson. 

Philadelphia  Storage  Battery  Co.,  Philadelphia,  Pa.,  dis- 
played a  complete  line  of  Philco  "A"  and  "B"  socket 
powers,  available  with  dry  chargers  or  Philcotron 
chargers.  In  attendance  were  J.  M.  Skinner,  Sayre 
Ramsdell,  Harry  Brown,  W.  E.  Holland  and  Peter 
Kane. 

Philmore  Manufacturing  Co.,  New  York,  N.  Y.,  displayed 
the  Ajax  Supertone  "6"  receiver  in  three  types,  chassis, 
table  model  and  console,  crystal  sets,  rheostats,  plugs 
and  spring  aerial.  In  attendance  were  P.  Schwartz 
and  M.  L.  Granat. 

Platter  Cabinet  Co.,  North  Vernon,  Ind.,  displayed  radio 
and  power  speakers  and  radio  consoles.  In  attendance 
were  S.  B.  Brandt,  W.  P.  Lockwood,  O.  R.  Platter  and 
James  Martin. 

Polymet  Mfg.  Corp.,  New  York  City,  displayed  a  com- 
plete line  of  parts  including  filter  condensers,  condenser 
blocks,  phone  plugs,  extension  connectors,  etc.  In  at- 
tendance were  Nat  C.  Greene,  Otto  Paschkes,  R.  H. 
Meade,  John  J.  Foy  and  Mr.  Graubard. 

The  Pooley  Co.,  Philadelphia,  Pa.,  displayed  a  complete 
line  of  Pooley  radio  cabinets,  featuring  the  new  2,700 
models,  and  the  new  double  tone  chamber;  also  on 
display  were  the  complete  line  of  Pooley  cabinets  for 
Atwater  Kent  radio  sets,  Models  2700  R-E,  2700  R-L 
2400  R-l,  2500  R-2-D,  1600  R-2,  2800  R-2,  1700  R-2, 
1900  R-2,  2000  R,  2300  R-2,  2700-2-D,  2600,  2100  and  2200. 
In  attendance  were  Russell  E.  Hunting  and  George 
Phillips. 

Potter  Mfg.  Co.,  North  Chicago,  111.,  displayed  the  Potter 
By-Pass  and  filter  condensers,  and  in  attendance  were 
E.  F.  Potter,  G.  P.  Lee  and  A.  G.  Burt. 

Precision  Products  Co.,  Ann  Arbor,  Mich.,  displayed  the 
complete  Arborphone  line  of  receivers,  including  three 
five-tube  models,  a  table  set  and  two  consoles;  four 
six-tube  models,  one  table  set  and  two  consoles,  and 
a  combination  radio  and  phonograph;  two  models  of 
tlie  Arbor  cone  speaker  and  the  Arborphone  "B"  elimi- 
nator. In  attendance  were  C.  A.  Vershoor,  W.  Keene 
Jackson  and  H.  H.  Faulkner. 

Premier  Radio  Corp.,  Defiance,  O.,  displayed  Premier 
radio  receivers,  featuring  a  console  seven-tube  set, 
A-C-operated,  with  built-in  loud  speaker,  and  the  same 
model  either  battery-operated  or  with  the  "B"  elimi- 
nator furnished  by  the  factory;  also  a  seven-tube  table 
set  in  two  models.  In  attendance  were  G.  R.  De- 
Veaux,  E.  J.  Allen  and  K.  A.  Burk. 

Prest-O-Lite  Storage  Battery  Sales  Corp.,  Indianapolis, 
Ind.,  displayed  its  "A"  power  unit  and  "B"  socket- 
power  unit.  In  attendance  were  V.  Yearang,  R.  J.  Kry- 
ter  and  E.  C.  O'Connor. 

Q  R  S  Music  Co.,  Chicago,  111.,  displayed  the  full  line 
of  Q  R  S  amplifying,  rectifying  and  detector  tubes, 
including  the  glow-type  and  high-voltage  tubes,  recti- 
fying tubes  for  "B"  eliminators  and  A-B-C  power  units. 


In  attendance  were  Earl  Holland,  C.  M.  Pletcher  and 
Philip  Lasher. 

Radiall  Co.,  New  York  City,  displayed  the  Amperite  self- 
adjusting  rheostat  and  in  attendance  were  W.  L. 
Liebovitz  and  S.  B.  Darmstadter. 

Radio  Cabinet  Co.,  Indianapolis,  Ind.,  displayed  as  the 
featured  product  the  Orchestrion  power  loud  speaker  unit 
with  built-in  filter  coil,  Orchestrion  cabinet  speakers 
with  battery  compartment  and  Orchestrion  horn  speak- 
ers, all  equipped  with  the  new  Orchestrion  unit.  In 
attendance  were  F.  W.  Wood,  James  J.  Ryan  and  A. 
M.  Keeley. 

Radio  Corp.  of  America,  New  York  City,  displayed  the 
complete  line  of  R.  C.  A.  receivers,  including  Radiola 
30- A  for  A-C  or  D-C  operation,  Radiola  32  for  either 
A-C  or  D-C  operation,  Radiola  20  table-type  receiver, 
Radiola  26  portable  receiver,  Radiola  17,  and  A-C  re- 
ceiver, Radiola  28  and  Radiola  16.  R.  C.  A.  Loud 
speaker  104  and  100-A  were  also  exhibited.  In  addition 
the  complete  line  of  Radiotrons  was  shown,  including 
two  new  tubes,  Radiotron  UX-280  full  wave  rectifier  and 
l'X-281  half-wave  rectifier.  Two  new  A-C  Radiotrons, 
UX-226  and  UY-227,  were  also  exhibited  for  the  first 
time.  The  display  was  under  the  supervision  of  George 
11.  Clark,  assisted  by  members  of  the  New  York  and 
Chicago  office  sales  staff. 

Radio  Master  Corp.,  Bay  City,  Mich.,  displayed  a  com- 
plete   line   of   radio   cabinets   and    in    attendance  were 

F.  B.  Ward,  H.  S.  Hyde,  H.  Granse,  H.  P.  Emerson, 
N.  E.  Hill  and  F.  S.  Griffiss. 

Radio  Receptor  Co.,  New  York,  N.  V.,  displayed  the 
Powerizer,  an  A-B-C  power  supply,  equipped  with  the 
new  RCA  A-C  tubes,  a  two-stage  power  amplifier,  using 
UX-226  and  UX-210  tubes,  and  a  one-stage  power  ampli- 
fier, using  UX-171  and  UX-213  tubes.  Ludwig  Arnson 
was  in  charge  of  the  exhibit. 

Raytheon  Mfg.  Co.,  Cambridge,  Mass.,  displayed  a  com- 
plete line  of  Raytheon  rectifier  tubes,  including  the 
B-60  M-A;  BH-85  M-A  and  the  BA-350  M-A,  and  also 
displayed  the  Raytheon  A  cartridge.  In  attendance 
were  L.  K.  Marshall,  M.  P.  Pennypacker,  E.  S.  Riedel. 
J.  J.  Downey,  D.  E.  Replogel,  R.  Scott  and  G.  H. 
Kratsch. 

Red  Lion  Cabinet  Co.,  Red  Lion,  Pa.,  displayed  the  line 
of  Red  Lion  cabinets  built  exclusively  for  Atwater  Kent 
receivers,  including  Model  E-30  desk,  Model  35  desk, 
Model  33  desk  and  Model  E-30  console.  In  attendance 
were  C.  S.  Coleman  and  J.  B.  Sechrist. 

Reichmann  Co.,  Chicago,  111.,  displayed  Thorola  loud 
speakers,  cone  and  horn  types;  four  Thorola  receivers, 
comprising  three  seven-tube  and  one  five-tube  sets  and 
a  loud  speaker  unit  for  consoles  (manufacturers'  model). 
In  attendance  were  H.  L.  Lanphear,  L.  L.  Kelsey,  M.  P. 
Fox,  C.  H.   Hanson,  James   A.   Ago,   C.   J.   Smith  and 

G.  P.  Cranberry. 

Robertson-Davis  Co.,  Chicago,  111.,  displayed  electrical 
coils,  radio  frequency  and  audio  frequency  transformers, 
Melo-Heald  fourteen  single  point  and  Melo-Heald 
eleven-tube  circuits  and  wire-wound  Melo-Vac  resisters. 
In  attendance  were  Geo.  W.  Robertson,  Leonard  P. 
Finley,  Dean  W.  Davis  and  Merwyn  Heald. 

Runzel-Lenz  Electric  Mfg.  Co.,  Chicago,  111.,  displayed 
cords  for  loud  speaker  units,  battery  cables  and  radio 
set  wire.  In  attendance  were  P.  C.  Lenz,  J.  M.  Lenz 
and  H.  F.  Racine. 

Samson  Electric  Co.,  Canton,  Mass.,  displayed  a  complete 
line  of  parts  including  "B"  eliminator  parts,  variable 
condensers,  etc.,  power  amplifiers  and  featured  a  public 
address  system  which  furnished  the  amplification  for 
the  programs  at  the  Show.  In  attendance  were  C.  C. 
Colby,  R.  W.  Cotton,  and  E.  L.  Bowles. 

Sandar  Corporation,  New  York  City,  featured  the  com- 
plete line  of  Sandar  cone  speakers  in  Junior  and  Senior 
models.  In  attendance  were  George  H.  Kiley,  Frank 
Evans  and  S.  H.  Kehoe. 

Sangamo  Electric  Co.,  Springfield,  111.,  displayed  the 
complete  line  of  Sangamo  mica  condensers,  and  in  at- 
tendance were  M.  W.  Kenney,  E.  E.  Williams  and  C.  L. 
Rossiter. 

Schickerling  Products  Co.,  Newark,  N.  J.,  displayed  five 
100-watt  tubes,  five  100-milliampere  rectifying  tubes  and 
featured  the  A-B-C  power  pack.  In  attendance  were 
G.  H.  Vathuer  and  E.  R.  Byck. 

Scovill  Mfg.  Co.,  Waterbury,  Conn.,  displayed  a  complete 
line  of  radio  metal  parts  for  set  manufacturers,  includ- 
ing condensers,  switches,  decorated  metal  panels,  etc. 
In  attendance  were  Maurice  Bennett,  A.  P.  Cowperth- 
waite,  Philip  Davidson,  G.  G.  Grant  and  C.  J.  Kalb- 
fell. 

Sentinel  Manufacturing  Co.,  Chicago,  III.,  displayed  the 
complete  line  of  Sentinel  automatic  power  units,  in- 
cluding the  featured  Beverly  model  A-B-C  unit,  the 
Sentinel  A-B-C  unit,  Automatic  Control,  Automatic  "A" 
unit,  B-C  power  unit,  Automatic  control  and  Charger, 
and  the  Beverly  model  B-C  power  unit.  In  attendance 
were  E.  J.  Dykstra,  J.  T.  Beatty,  J.  F.  Morrison,  V. 
F.  Fraenckel  and  J.  Kahn. 

Shamrock  Manufacturing  Co.,  Newark,  N.  J.,  displayed 
the  complete  line  of  Shamrock  six-tube  one-dial  re- 
ceivers, comprising  two  electrically  operated  receivers 
and  three  battery  sets,  Model  A,  a  table  model,  Model 
C  console  and  Model  B  console  for  battery  or  "A"  and 
"B"  eliminator  operation,  Model  "BL"  and  Model 
"CL"  electric,  both  consoles.  In  attendance  were  Nate 
Hast  and  Herman  Rose. 

Showers  Bros.  Co.,  Chicago,  111.,  displayed  radio  receiving 
sets,  "A-C"  operated;  an  electrical  reproducing  phono- 
graph; radio  cabinets;  cabinet  and  cone  type  speakers; 
"A"  and  "B"  eliminator.     In   attendance  were  H.  T. 


Roberts,  Allen  Caubler,  W.  E.  Showers,  M.  E.  Samuels, 
F".  R.  Doherty  and  Harry  Schoenwald. 

Signal  Electric  Mfg.  Co.,  Menominee,  Mich.,  displayed 
Signola  radio  receivers  and  Signal  radio  cabinets.  In 
attendance  were  W.  E.  Hopper  and  W.  J.  Tideman. 

Silver-Marshall,  Inc.,  Chicago,  111.,  displayed  two  "uni- 
pacs"  adaptable  for  use  with  radio  receivers  or  phono- 
graphs, jewelers'  time  signal,  Push-Pull  transformer 
and  step-down  transformer.  In  attendance  were  Mc- 
Murdo  Silver,  Harold  C.  Bodman,  James  E.  Rend,  Jr., 
and  members  of  the  sales  staff. 

Slagle  Radio  Co.,  Ft.  Wayne,  Ind.,  displayed  the  com- 
plete line  of  Slagle  A-C  and  battery-operated  radio 
receivers,  including  the  following  six-tube  one-dial 
sets:  Model  A,  table-type  receiver;  Model  B,  console 
with  built-in  speaker;  Model  C,  console  with  built-in 
speaker  complete  with  A-B-C  power  supply,  and  Model 
I),  a  console  with  built-in  speaker.  In  attendance  were 
P.  K.  Romey,  H.  Schryver,  L.  S.  Slagle  and  W.  L. 
Swindler. 

Sonatron  Tube  Co.,  Chicago,  111.,  displayed  the  complete 
line  of  Sonatron  radio  tubes  and  amplifiers,  featuring 
A-C  tubes  and  gas-filled  tubes  for  "B"  eliminators.  In  at- 
tendance were  Harry  Chirelstein,  D.  J.  Quinn,  A.  E. 
Rodriguez,  L.  P.  Mack,  E.  C.  Austin  and  T.  Goldstein. 

Sonora  Phonograph  Co.,  Inc.,  New  York  City,  displayed 
Sonora  radio  receivers  comprising  three  six-tube  models 
and  one  seven-tube  De  Luxe  console  model  with 
speaker  and  loop;  also  power  unit  for  seven-tube  set 
and  the  complete  line  of  Sonora  phonographs.  In  at- 
tendance were  S.  O.  Martin,  Joseph  Wolff,  Frank  B. 
Goodman,  Warren  Keyes,  Lloyd  Coulter,  Charles  Henry, 
W.  Thomas,  F.  W.  Schnirring,  Ray  Reilly  and  A.  B. 
Creal. 

Specialty  Appliance  Co.,  Cleveland,  O.,  displayed  Rec- 
tubes,  one,  two  and  six-ampere  rectifying  tubes.  In 
attendance  were  B.  M.  Lewis  and  E.  C.  Sterling. 

Sprague  Specialties  Co.,  Quincy,  Mass.,  displayed  Sprague 
Midget  condensers  and  Sprague  Tone  Control.  Julian 
A.  Sprague  was  in  charge  of  the  exhibit. 

Splitdorf  Radio  Corp.,  Newark,  N.  J.,  displayed  twelve 
models  of  the  Splitdorf  six-tube  receiver,  including  the 
Lorenzo,  Warwick,  Buckingham,  Winthrop  and  Maestro 
period  models,  the  RV-560,  RV-580,  RV-695  table-type 
receivers,  the  Abbey,  a  featured  table-type  model  fin- 
ished in  two-tone  walnut,  the  Intermezzo,  Concerto  and 
Virtuoso,  console  models  with  built-in  speaker,  the 
Cone  Tone  speaker  and  the  Splitdorf  Bell  Tone  horn 
speaker.  In  attendance  were  Walter  Rautenstrauch,  R. 
W.  Porter,  N.  S.  Dunbar,  O.  W.  Smith. 

Sparks-Withington  Co.,  Jackson,  Mich.,  displayed  the 
complete  line  of  new  Sparton  A-C  one-dial  control  re- 
ceivers, including  Console  A-C-7,  a  seven-tube  receiver, 
with  built-in  speaker,  Cabinet  A-C-6,  six-tube  table- 
type  receiver,  Model  6-26,  a  six-tube  table  model,  Model 
615,  a  six-tube  table-type  receiver  and  the  Sparton  Con- 
solette,  a  speaker-table,  furnished  with  or  without 
built-in  cone  speaker,  adaptable  for  use  with  Cabinet 
A-C-6,  Model  6-26  or  Model  6-15.  In  attendance  were 
Harry  G.  Sparks,  Earl  Brower,  Louis  Gruen,  Profes- 
sor Glasgow  and  Professor  Seeley. 

Standard  Piano  Bench  Mfg.  Co.,  Chicago,  III.,  displayed 
radio  reproducers,  cabinets  and  tables.  In  attendance 
were  Gordon  L.  Aston,  Addison  H.  Brown,  N.  A.  Cor- 
bridge,  G.  A.  Storm,  H.  V.  Johnson,  A.  E.  Oswald  and 
T.  O.  Longager. 

Standard  Radio  Corp.,  Worcester,  Mass.,  displayed  one- 
dial,  six-tube  chassis  in  various  models  of  consoles.  A 
feature  of  the  exhibit  was  the  six-tube  power  set  using 
regular  201-A  tube  working  directly  off  current.  In  at- 
tendance were  B.  W.  Fink,  J.  Woods,  Larry  Fink,  M. 
Miller  and  M.   Scott  Gardner. 

Steinite  Laboratories,  Chicago,  111.,  displayed  Steinite 
electric,  battery  and  crystal  sets;  interference,  aerial 
and  noise  eliminators.  In  attendance  were  Oscar  Getz, 
Fred  W.  Stein,  Guy  D.  Elwell,  Lester  S.  Abelson,  Harry 
Alexander,  Jacob  Abelson  and  F.  W.  Joggberg. 

Sterling  Mfg.  Co.,  Cleveland,  O.,  displayed  "A"  power 
supply  units  for  six  and  four  volt  sets;  "B"  and  "B-C" 
power  supply  units  for  all  types  of  sets;  "A-B-C"  combi- 
nation units;  battery  chargers,  tube  testers  and  reacti- 
vators; panel  and  pocket  meters.  In  attendance  were 
\V.  W.  Dowdell  and  L.  E.  Honeywell. 

Stevens  &  Co.,  New  York  City,  displayed  five  models  of 
Stevens  speakers.  In  attendance  were  Clifford  E. 
Stevens,  J.  B.  Price  and  Harry  S.  Elkan. 

Stewart  Battery  Co.,  Chicago,  111.,  displayed  Stewart  elec- 
tric "A,"  "B"  electric  "A-B"  and  super  "A"  socket 
power;  Stewart  Duo-Rate  "A"  socket  power;  Ili-Ratc 
automatic  "A"  charger.  Tu-rate  "A"  charger,  power 
controller,  automatic  relay  switch  and  radio  "A"  stor- 
age batfeYy.  The  display  featured  the  Stewart  elec- 
tric "A,"  electric  "A-B"  and  "B"  power  units.  In 
attendance  were  E.  J.  Stewart,  E.  S.  Fisher,  P.  V.  Gal- 
vin,  F.  C.  Estey,  H.  R.  Fuller,  W.  J.  Bauman,  Wm.  T. 
Vollborth  and  C.   L.   S.  Holmes. 

Stewart-Warner  Speedometer  Corp.,  Chicago,  111.,  featured 
four  complete  new  receivers  (chassis  only)  and  two 
new  reproducers;  the  sets  comprising  two  console  mod- 
els and  two  table  models  and  the  reproducers  being  of 
the  cone  type,  one  large  and  one  junior.  The  display 
featured  a  moving  picture  film  showing  dealer  policy, 
etc.    In  attendance  were  factory  sales  executives. 

Superior  Cabinet  Corp.,  New  York,  N.  Y.,  displayed  sev- 
eral models  of  the  Superior  radio  cabinet  line,  all 
equipped  with  Baldwin  unit  and  tone  chamber,  includ- 
ing style  No.  901  W.  H.,  701  W.  P.,  1001  W.  P.,  401  W. 
and  901  D.  H.  In  attendance  were  George  Seiffert 
and  B.  Greenbaum. 
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Sunlight  Lamp  Co.,  Newton  Falls.  O.,  featured  a  complete 
line  of  Crusader  reinforced  radio  tubes  and  in  attend- 
ance were  James  W.  Reagan,  W.  R.  Pike,  Leon  C.  Herr- 
mann and  C.  R.  Gilpin. 

Supsrior  Cabinet  Co.,  Muskegon.  Mich.,  displayed  a  com- 
plete line  of  radio  cabinets  featuring  a  line  of  special 
art  type  cabinets.  In  attendance  were  the  members 
of  the  Studner-Cumming  Co.,  sales  agent;  Myron  M. 
Studner,  Jack  M.  Studner,  Fred  Stiefler,  Wm.  Holland, 
Wm.  Depray  and  W.  E.  Johnson. 

Super-Ball  Antenna  Co.,  Green  Bay,  Wis.,  and  Yahr- 
Lange,  Inc.,  Milwaukee,  Wis.,  displayed  the  Vahr  True- 
Tone  pedestal  speaker,  Super-Ball  antenna  and  Super- 
Ground  clamp.  In  attendance  were  Fred  A.  Yahr, 
J.  W.  White,  C.  F.  Smith  and  B.  Colburn. 

Sylvania  Products  Co.,  Emporium,  Pa.,  displayed  a  com- 
plete line  of  radio  tubes,  featured  in  a  scene  resembling 
a  hunting  camp  in  the  western  Pennsylvania  woods  near 
the  Sylvania  factory.  In  attendance  were  B.  G.  Ers- 
kine,  Geo.  L.  Rishell,  W.  H.  Hetznecker  and  Fred  H. 
Strayer. 

Symphonic  Sales  Corp.,  New  York  City,  displayed  the 
Symphonic  Globe  speaker,  radio  unit,  phonograph  repro- 
ducers and  tone  arms.  In  attendance  were  Lambert 
Friedl  and  E.   H.  McCarthy. 

Symphonic  Sales  Corp.  and  Presto  Machine  Works.  New- 
York  City,  played  the  Symphonic  Globe  Speaker,  a  felt- 
rimmed  cone  in  a  spherical  tone  chamber  with  the  outer 
surface  of  the  globe  bearing  a  post-war  map.  In  at- 
tendance were  Lambert  Friedl  and  E.  H.  McCarthy. 

Swan  Haverstick,  Inc.,  Trenton,  N.  J.,  displayed  a  new- 
automatic  "A"  power  unit,  and  aerial  kits,  lightning  ar- 
resters, insulators,  lead-in  strips,  ground  clamps  and 
battery  switches.  In  attendance  were  C.  E.  Swan,  D. 
F.  Haverstick,  Jno.  I".  Meyn,  E.  C.  Hearl  and  H.  L. 
Sage. 

Teletone  Corp.  of  America,  Long  Island  City,  N.  Y.,  dis- 
played cone  speakers,  cone  cabinet  speakers,  cone  units, 
cabinet  speakers,  loud  speaker  units  and  Baffle  Board 
cone  speakers,  featuring  the  Tip  Top  end  table  speaker. 
In  attendance  were  E.  J.  Madden  and  G.  L.  Bailey. 

Temple.  Inc.,  Chicago,  111.,  displayed  its  cabinet-type 
speaker  with  75-inch  air  column,  drum-type  speaker  writh 
54-inch  air  column  and  manufacturers-type  speaker.  A 
feature  of  the  exhibit  was  the  unique  one-piece  Temple 
horn  ten  feet  long.  In  attendance  were  A.  Marchev 
and  P.  G.  Andres. 

Timmons  Radio  Products  Corp.,  Philadelphia,  Pa.,  displayed 
its  new-  Elliptical  off-center  cone  speaker;  B-Liminator 
power  supply  units.  In  attendance  were  J.  S.  Timmons, 
C.  A.  Malliet,  R.  S.  Fisher  and  E.  B.  Loveman. 

Tower  Mfg.  Corp.,  Boston,  Mass.,  displayed  the  complete 
line  of  Tower  Speakers,  including  Model  28,  Castle, 
Adventurer,  Pirate  Ship  and  Meistersinger;  Tower  head- 
sets. Tower  "B"  Socket  Power,  "A"  Socket  Power  and 
"A-B"  Socket  Power.  In  attendance  were  G.  C.  Ben- 
nett, E.  X.  Pease,  S.  C.  Bennett  and  Robert  Cullen. 

Trav-Ler  Mfg.  Corp.,  Chicago,  111.,  displayed  the  Trav-Ler 
five-tube,  one-dial  control  portable  receiver.  In  at- 
tendance were  F.  A.  McGee  and  Richard  Pickering. 

Trimm  Radio  Mfg.  Co.,  Chicago,  111.,  displayed  its  com- 
plete line  of  headsets,  horn  speakers  and  cone  speakers, 
featuring  two  new  cones  with  balanced  armature  units. 
In  attendance  were  P.  S.  Pfeifer,  S.  J.  Helsper,  G.  H. 
Cohn.  B.  Murphy  and  K.  Murphy,  and  Arthur  Rocke. 

Triple-A-Specialty  Co.,  Chicago.  111.,  displayed  Silver 
Beauty  "A"  power  for  four  and  six  volts,  combination 
charger,  live  and  two  ampere  chargers  for  "A"  batteries 
and  for  "A  and  B"  batteries.  In  attendance  were  A.  A. 
Abrams.  A.  M.  Callman,  S.  H.  Clark  and  L.  G.  Clark. 

Tyrman  Electric  Corp.,  Chicago,  111.,  displayed  radio  and 
audio  frequency  transformers;  vernier  dials  and  tube 
sockets.  In  attendance  were  E.  Tyrman,  R.  G.  Fishel, 
and  A.  Hintze,  Jr. 

Udell  Works,  Inc.,  Indianapolis,  Ind.,  displayed  a  com- 
plete line  of  radio  cabinets  and  tables;  the  cabinets  ac- 
commodating all  the  leading  radio  receiving  sets.  In 
attendance  were  H.  T.  Griffith  and  Ralph  D.  Morris. 

United  Radio  Corp.,  Rochester,  N.  Y.,  displayed  the  Peer- 
less reproducer  in  table  and  console  models  and  the 
Peerless  power  supply.  In  attendance  were  A.  T. 
IlaiiRh,  M.  1".  Bickford.  John  P.  Minton,  S.  E.  May, 
Geo.  W.  Dodson  and   I.  G.  Maloff. 

Universal  Battery  Co.,  Chicago,  III.,  displayed  a  complete 
line  of  storage  batteries  and  "A,"  "B"  and  "A-B-C" 
socket  power  units.  In  attendance  were  R.  O.  Wat- 
kins,  E.  A.  Senhert,  William  Thomas,  H.  E.  Cleveland, 
Robt.  D.  Mowry  and  Charles  A.  S!lberman. 

U  S  L  Radio,  Inc.,  Niagara  Falls,  N.  Y.,  displayed  USL 
radio  receiving  sets;  "A"  and  "B"  power  devices;  "A" 
and  "B..  storage  batteries,  USL  Niagara,  "A',"  "B"  and 
"C"  dry  batteries  and  USL  "A"  and  "B"  battery  charg- 
ers. In  attendance  were  H.  A.  Harvey,  J.  A.  White, 
E.  I).  Koepping,  A.  T.  Hinckley,  E.  I).  Giauque  and  A. 
W.  Donop. 

Utah  Radio  Products  Co.,  Chicago.  111.,  displayed  the 
complete  line  of  Utah  loud  speakers,  including  two 
feature  models  which  were  introduced  at  the  show, 
the  Utah  Screen  containing  a  ten-foot  air  column  and 
a  new  speaker  made  of  Baffle  board.  Other  Utah 
speakers  shown  were  the  cone.  Junior,  Superflex.  Stand- 
ard, drum.  No.  ICO  cabinet  speaker,  No.  101  Philco 
cabinet  speaker  and  the  Utah  piano  speaker.  In  at- 
tendance were  Henry  Forster,  W.  I).  Pack  and  mem- 
bers of  the  sales  force. 

Valley  Electric  Co.,  Si  I  ouil,  Mo.,  displayed  two  models 
of   the   Valleytone   radio   receiver.   Valley   "A"  socket 


power  battery  eliminator,  "B"  power  unit  in  two  mod- 
els; automatic  charger  and  "A-B-C"  charger;  the  dis- 
play featuring  the  "A"  and  "B"  power  units  and  the 
new  Valleytone  seven-tube  set.  In  attendance  were 
Herbert  Elder,  James  B.  Hardie,  Walter  Ehmon,  P.  D. 
McCullough,  A.  A.  Kastner,  L.  T.  Niblo,  E.  Elliott 
Levy,  R.  C.  Merchant,  Chas.  W.  Finch,  David  Halliday, 
C.  L.  Krentz,  F.  H.  Moody  and  W.  Viet. 
Van  Home  Co.,  Franklin,  O-,  displayed  the  complete 
line  of  Van  Horn  tubes,  including  types  3-VB,  5-VAX, 
5-VCX  6-P  amplifier,  5-R  rectifier  and  A-C  detector 
amplifier.  In  attendance  were  J.  S.  Van  Home  and 
R.  E.  Swope. 

Vesta  Battery  Corp.,  Chicago,  III.,  displayed  the  Vesta 
"A"  socket  power  unit;  "B"  socket  power  unit,  trickle 
charger,  "A"  and  "B"  batteries  and  tubes,  featuring 
the  new  construction  of  these  products.  In  attendance 
were  W.  S.  Perry,  A.  H.  Townsend,  J.  J.  Walsh  and 
J.  H.  Roberts. 

Victoreen  Radio  Co.,  Cleveland,  O.,  displayed  Vic- 
toreen  parts,  including  audio  transformer  units,  trans- 
formers, control  units,  rheostats,  etc.,  featuring  the  new 
Victoreen  hook-up.  In  attendance  were  E.  V.,  J.  A. 
and  C.  J.  Victoreen  and  E.  A.  Benson. 

Walbert  Mfg.  Co.,  Chicago,  111.,  displayed  the  Walbert 
batteryless  light  socket  receivers,  operating  on  the  Iso- 
farad  circuit,  six-tube,  two  controls,  incorporating  power 
amplification,  and  a  specially  designed  A-C  tube.  In 
attendance  were  E.  N.  Hurley,  Jr.,  W.  H.  Huth,  B.  B. 
Minnium  and  J.  M.  Dorband. 

Webster  Co,,  Chicago,  111.,  displayed  the  Webster  Bone- 
Dri  "A"  socket  power  units  and  chargers  including  "A" 
and  "A-B"  units,  the  Webster  Super-B  and  Economy-B 
eliminators;  also  the  Webster  Popular-B  transformer. 

Webster  Electric  Co.,  Racine,  Wis.,  displayed  transform- 
ers, chokes,  power  packs,  etc.  In  attendance  were  R. 
Ferda  and  W.  H.  Hutter. 

Wells-Gardner  &  Co.,  Chicago,  III.,  displayed  Arcadia  re- 
ceivers, comprising  one-dial  six-tube  sets  and  three-dial 
five  tube  sets.  In  attendance  were  G.  M.  Gardner,  A. 
S.  Wells,  H.  A.  Johanscn  and  Frank  Dillbahner. 

Western  Coil  &  Electric  Co.,  Racine,  Wis.,  displayed  four 
models  of  the  Radiodyne  receivers,  and  in  attendance 
were  W.  H.  Murphy,  R.  E.  Barclay  and  W.  Turner 
Lew- is. 

Westinghouse  Union  Battery  Co.,  Pittsburgh,  Pa.,  dis- 
played Westinghouse  radio  "A"  batteries,  "A*'  auto- 
power  and  "A"  socket  power,  featuring  the  DeLuxe 
"A"  autopower.  In  attendance  were  C.  H.  Smith, 
J.  L.  Rupp,  G.  B.  dishing,  R.  J.  Cook,  Roger  Chauveau, 
and  O.  S.  Jacobsen. 

Weston  Electrical  Instrument  Corp.,  Newark,  X.  T..  fea- 
tured a  complete  line  of  electrical  measuring  instru- 
ments, including  a  new  line  of  two-inch  and  three-inch 
"A-C"  panel  instruments,  together  with  other  show- 
ings of  new  developments  in  the  portable  instrument 
line.  In  attendance  were  C.  B.  Denton,  L.  C.  Xichols, 
W.  X.  Goodwin,  Jr.,  H.  L.  Gerstenberger,  and  P.  A. 
Westburg. 

Julian  M.   White   Mfg.   Co.,   Sioux  City,  la.,  displayed 

Installed  Mohawk  Receivers 
on  the  Twentieth  Century 

Eastern  Visitors  to  the  R.  M.  A.  Convention 
Entertained  by  Mohawk  One-Dial  Sets  In- 
stalled by  Mohawk  Corp.  of  Illinois 


Several  sections  of  the  New  York  Central's 
crack  train,  the  Twentieth  Century,  which  was 


Paul  Chamberlain  and  His  Assistant 


used  by  a  great  many  of  the  radio  jobbers  and 
dealers  in  Eastern  cities  to  the  R.  M.  A.  Conven- 
tion and  Trade  Show  in  Chicago,  were  equipped 
with  Mohawk  one-dial  radio  receivers,  made  by 
the  Mohawk  Corp.  of  Illinois.  This  company 
has  secured  very  gratifying  results  from  the 


the  White  "A"  Power  unit,  the  White  "A-B"  power  unit 
and  the  White  "B"  power  unit,  the  latter  equipped  with 
the  Raytheon  B-H  tube.  In  attendance  were  Julian  M. 
White,  Emil  Rosenstock,  X.  D.  Patti,  Lee  Conover  and 
Harry  Kamen. 

Wilcox  Laboratories,  Inc.,  Charlotte,  Mich.,  displayed  the 
Cathedral  six-tube  one-dial  receivers  in  three  cabinet 
models,  the  Armchair,  Standard  console  and  De  Luxe 
console,  the  last  tw-o  named  equipped  with  built-in 
speaker.  In  attendance  were  C.  M.  Wilcox  and  G.  R. 
West. 

Willard  Storage  Battery  Co..  Cleveland,  O.,  displayed 
Willard  "A"  and  *'B"  batteries,  "A"  and  "B"  power 
units  and  a  combination  "A  and  B"  power  unit.  In 
attendance  were  L.  G.  Baldwin,  Robert  Van  Cleeve  and 
others. 

Wise  McClung  Co.,  Ltd.,  Xew  Philadelphia,  Pa.,  displayed 
Compo  socket  power  units,  comprising  "A,"  "B-C"  and 
"A-B-C"  models.  In  attendance  were  H.  G.  Seaber, 
H.  Z.  Benton  and  W.  J.  Wise. 

W-K  Electric  Co.,  Kenosha,  Wis.,  displayed  Oriole  radio 
receivers  and  in  attendance  were  C.  C.  Smeltzer,  W.  J. 
Bracken,  and  Mark  Kindt. 

Wolf  Mfg.  Industries,  Kokomo,  Ind.,  displayed  the  com- 
plete line  of  Wolf  radio  cabinets,  finished  in  walnut, 
and  equipped  with  built-in  speakers  and  battery  com- 
partments, including  Model  35,  Model  109-A,  Model  9S-A, 
Model  HB-10,  HB-11  and  94-C.  In  attendance  were 
Fred  A.  Wolf,  Paul  Wolf  and  H.  L.  Coombs. 

Workrite  Mfg.  Co.,  Cleveland,  O.,  displayed  Workrite  re- 
ceivers, comprising  two  six-tubes  sets  (table  and  floor 
console)  and  one  eight-tube  set;  also  consolette  table 
to  match  eight-tube  set.  In  attendance  wer  V.  H. 
Myer,  A.  J.  Raetz  and  L.  P.  Zinke. 

Yale  Electric  Co.,  Brooklyn,  X.  Y.,  displayed  Yale  "B" 
batteries,  storage  "A"  batteries,  "A"  power  units, 
"B"  power  units,  flashlights  and  flashlight  batteries.  In 
attendance  were  C.  G.  McQuaide,  L.  T.  Breck.  Ben  A. 
Lyon,  S.  M.  Campbell,  Charles  Knox,  Earl  Bonsall,  Jo- 
seph Parnham  and  M.  L.  Samis. 

Yaxley  Mfg.  Co.,  Chicago,  III.,  displayed  a  complete  line 
of  Yaxley  parts,  including  rheostats,  switches,  auto- 
matic power  controls,  etc.  In  attendance  were  R.  F. 
Sparrow-  and  Fred  R.  Ellinger. 

Zenith  Radio  Corp.,  Chicago,  111.,  displayed  its  complete 
new  line  of  1927-1928  table  and  console  models,  including 
DeLuxe  ten-tube  electrically  operated  receiver,  eight- 
tube  electrically  operated  loop  set,  seven-tube  elec- 
trically operated  set,  six-tube  battery-operated  and  eight- 
tube  battery-operated  receivers.  In  attendance  were 
E.  F.  McDonald,  Jr.,  Paul  B.  Klugh,  Wm.  J.  Gainor, 
Hugh  Robertson,  X.  A.  Fegen,  J.  J.  Callahan,  S.  P. 
Gunter  and  Oscar  H.  Hulberg. 

Zetka  Laboratories,  Inc.,  Xewark,  X.  J.,  displayed  the 
complete  line  of  Zetka  clear  glass  tubes,  featuring 
ZP-201-A  Power  Tube.  Z-112  power  audio  amplifier  and 
Z-200-A  power  detector  were  also  shown.  A  one-tenth 
ampere  all-socket  power  tube  for  A-C  receivers  was 
shown  for  the  first  time.  In  attendance  were  F.  W. 
Bartlett   and   Addison  Brown. 


installation  of  radio  receivers  on  trains  for  some 
time  past. 

More  than  a  year  ago  the  Pan-American, 
running  between  Cincinnati  and  New  Orleans, 
was  equipped  with  Mohawk  receivers,  and  they 
were  so  well  received  that  they  are  now  a  per- 
manent addition  to  the  train's  equipment.  A 
short  time  ago  the  Northwestern  Flyer  oper- 
ating between  Chicago  and  Omaha  was  equipped 
with  Mohawk  sets.  In  both  cases  the  installa- 
tion was  under  the  personal  supervision  of  Paul 
Chamberlain,  chief  engineer  of  the  Mohawk 
organization. 

The  one-dial  feature  has  been  the  outstanding 
reason  for  the  success  of  the  Mohawk  set  on 
board  trains.  The  simplicity  of  operation  and 
the  compactness  of  the  set  are  decided  advan- 
tages. Officials  of  the  Mohawk  Corp.  and  of 
the  railroad  companies  have  expressed  surprise 
that  stations  hundreds  of  miles  away  were  re- 
ceived with  fine  volume.  The  lack  of  interfer- 
ence is  another  factor  that  causes  gratification. 

The  Mohawk  Corp.  of  Illinois  gave  a  break- 
fast on  board  the  Century  to  radio  men  who 
were  convention  bound. 


Ben  S.  Witlin  in  New  Post 


Ben  S.  Witlin,  for  some  years  connected  with 
the  Gennett  record  division  of  the  Starr  Piano 
Co.,  Richmond,  Ind.,  as  Eastern  representative, 
was  recently  appointed  sales  director  of  the 
Gennett  record  division  with  headquarters  in 
Xew  York. 


The  North  American  Auto  Supply  Co.,  Cleve- 
land, O.,  has  been  appointed  a  Freed-Eiscmann 
distributor  for  Cleveland  and  vicinity,  according 
to  announcement  made  by  Arthur  R.  Freed. 
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Federated  Radio  Trades  Ass'n 
Holds  First  Convention  in  Chicago 

Jobbers  and  Dealers  of  Fourteen  Associations  Gather  at  Hotel 
Stevens,  Chicago,  in  Conjunction  With  R.  M.  A.  Convention  and 
Trade  Show — Important  Trade  Problems  Discussed  in  Sessions 


Chicago,  III.,  June  17.— The  first  annual  con- 
vention of  the  Federated  Radio  Trades  Asso- 
ciation, comprising  jobbers  and  dealers  in  four- 
teen local  trade  associations,  was  held  at  the 
Hotel  Stevens,  Chicago,  June  14  to  June  17, 
in  conjunction  with  the  third  annual  R.  M.  A. 
Convention  and  the  first  annual  R.  M.  A.  Trade 
Show.  Although  it  has  only  been  in  existence 
since  February,  1926,  the  Federated  Radio 
Trades  Association  has  attained  something  defi- 
nite and  tangible  in  its  effort  to  bring  together 
representative  jobbers  and  dealers  from  various 
trade  centers.  This  has  been  accomplished, 
through  local  trade  associations  which,  as  mem-, 
bers  of  the  National  Association,  contribute  an 
invaluable  knowledge  of  local  conditions  to  the 
solution  of  problems  affecting  the  jobber  and 
dealer. 

At  a  meeting  of  delegates  held  in  February 
of  this  year,  twelve  associations  were  members 
of  the  Federated  Radio  Trades  Association,  but 
when  the  meeting  opened  Tuesday  evening  of 
this  week,  the  member  associations  numbered 
fourteen;  New  York  and  Chicago  having  joined 
the  ranks  of  members  Tuesday  morning.  Front 
four  to  eight  additional  memberships  from  vari- 
ous cities  are  now  pending  before  the  member- 
ship  committee  and  in  all  probability  will  be 
acted  upon  before  the  convention  closes  Friday 
night. 

A  community  of  interest  between  radio  deal- 
ers and  jobbers  has  been  sponsored  and  en- 
dorsed by  this  National  Association,  and'  at  the 
convention  this  week  it  was  readily  apparent 
that,  the  problems  of  the  industry  as  affecting  re- 
tailer and  distributor  would  receive  deserved 
recognition  by  the  associations  and  their  indi- 
vidual members. 

The  program  prepared  for  the  annual  conven- 
tion was  exceptionally  worth  while,  presenting 
prominent  speakers  and  vital  topics,  and  capac- 


"Every  man  in  the  radio  industry  should  be 
seeking  the  truth  about  his  business  and  its  po- 
sition relative  to  the  industry  of  which  it  is  a 
part.  To  have  his  judgment  influenced  by 
groundless  rumors,  incorrect  information,  or  to 
be  without. information  altogether,  is  to  build  the 
foundation  of  his  business  on  shifting  sands. 
Men  may  know  the  facts  about  their  own  busi- 
ness, hut  it  is  extremely  difficulty  for  them  to 
secure  trustworthy  information  of  the  industry 
as  a  whole  without  the  help  of  a  radio  trade  as- 
sociation. 

"It  is  impossible  for  men  to  guide  their  future 
course  of  action  in  safe  and  wise  direction  unless 
they  have  reliable  information  regarding  the 
changing  conditions  of  production  and  consump- 
tion, not  only  within  their  own  individual  local- 
ity, but  nationally,  as  such  facts  indicate  the 
economic  trend  of  the  industry. 

Knowledge  Is  Necessary 

"The  knowledge  of  market  conditions  in  the 
radio  industry  over  a  period  of  several  years 
will  do  much,  to  overcome  the  market  fluctua-, 
tions  in  value.  When  the  manufacturers  have 
clearly  before  them  a  knowledge  of  the  condi- 
tion of  the  stocks  in  the  market  and  know  the 
relation  of  the  supply  to  the  demand,  the  supply 
should  adjust  itself  accordingly.   A  reduction  in 


ity  audiences  demonstrated  the  interest  in  which 
this  dealer  and  jobber  organization  is  regarded 
by  its  members  as  well  as  by  manufacturers. 

The  Federated  Radio  Trades  Association  not 
only  provided  a  very  wonderful  attendance  for 
its  own  convention,  but,  of  course,  was  a  most 
important  factor  in  bringing  to  the  general  Rt 
M.  A.  convention  representative  dealers  and 
jobbers  from  key  cities. 

The  meeting  opened  on  Tuesday  evening  with 
a  splendid  address  by  Harold  J.  Wrape,  presi- 
dent of  the  Association  since  its  formation,  and 


Harold  J.  Wrape 

one  of  the  most  untiring,  workers  in  behalf  of 
the  organization's  principles  and  ideals,  and  an 
experienced  radio  executive  and  a  successful 
merchandiser  as  well.  Mr.  Wrape,  in  the  course 
of  his  very  interesting  address,  said,  in  part: 


the  fluctuation  of  the  values  in  the  radio  indus- 
try, would  help  the  general  credit  standing  of 
the  industry  and  benefit  the  public  through  the; 
stabilization  of  values. 

"It  was  the  opinion  of  the  founders  of  the 
Federated  Radio  Trade  Association  that  there 
was  real  need  for  a  national  organization  com-, 
posed  of  dealers,  jobbers,  and  others  identified 
with  the  trade,  but  not  otherwise  represented,  tq 
aid  in  the  protection,  promotion  and  advance- 
ment of  their  industry.  That  this  opinion  was; 
justified  is  evidenced  by  our  growth  and  this 
meeting  here,  to-night,  which  has  striking  signifi- 
cance. From  a  small  sectional  group,  we  have 
added  appreciably  to  our  membership,  greatly 
broadened  the  field  of  activities,  and  secured 
creditable  representation  throughout  the  coun- 
try. 

Recent  Changes  in  Membership 

"To  provide  for  the  conditions  existing,  wo 
have  recently  decided  to  add  the  associate  form, 
of  membership  to  our  Association.  This  new 
class  of  membership  is  open  to  reputable  mem-j 
bers  of  the  trade  in  good  standing  in  districts) 
where  no  local  or  district  Trade  Association  now 
exists.  The  purpose  of  establishing  this  new 
form  of  membership  is  intended  to  broaden  our 
influence  and  better  acquaint  the  trade  with  our 


Association  work  with  the  definite  aim  in  view- 
that  by  seeing  what  our  members  are  doing  ini 
other  localities  they  will  be  encouraged  and 
able,  with  our  assistance,  to  organize  local  As-, 
sociations  for  their  territory  that  will  carry  out, 
our  work  in  the  same  spirit  our  other  local 
Associations  are  now  doing,  and  join  this  As- 
sociation to  help  in  its  work,  which  can  obvious-/ 
ly  only  be  accomplished  through  the  organized, 
efforts  of  all  those  interested  in  this  field. 

Important  Work  Started 

"The  study  of  radio  legislation  as  it  affects 
our  industry.  To  act  as  a  clearing  house  to  dis-, 
seminate  ideas  and  information  for  the  benefit 
of  the  industry.  To  study  and  recommend  stand-, 
ard  trade  practices  and  policies  in  selling  and 
merchandising,  and  generally  for  the  benefit  of 
the  industry.  To  oppose  misrepresentation  and 
exaggeration  in  advertising  and  use  our  influ- 
ence to  discourage  publicity  unfavorable  to  our 
industry.  To  encourage  an  improvement  and 
urge  the  exploitation  of  radio  programs  and  to, 
educate  the  public  to  a  greater  use  and  enjoy- 
ment of  radio.  To  study  ways  and  means  for 
lengthening  the  radio  season  and  to  endeavor  to 
minimize  the  fluctuation  of  values.  To  study  the 
problem  of  radio  interference  and  aid  in  its  so- 
lution. To  aid  in  promotion  of  local  public  ra- 
dio shows.  To  encourage  and  assist  the  training 
of  radio  service  men.  To  educate  the  trade  to 
appreciate  the  value  of  co-operation  and  to 
maintain  close  contact  and  extend  full  co-opera- 
tion to  other  Associations  in  our  industry.  To 
standardize  our  membership  and  adopt  uniform 
dues.  To  arrange  for  financing  and  extension 
of  our  Association  work. 

Future  Work  Recommended 

"To  provide  a  Board  of  Arbitration,  to  which 
may  be  referred  for  amicable  adjustment  ques- 
tions arising  within  the  industry,  methods  of 
competitors,  and  other  problems  arising  in  the 
industry,  and  any  disputes  arising  between  its 
members  or  in  the  industry. 

"To  study,  formulate  and  recommend  a  prac- 
tical cost  system,  to  learn  a  wider  knowledge 
of  costs  and  the  proper  remuneration  for  serv- 
ices. 

"To  study  traffic  and  transportation  problems, 
particularly  classification  of  rates,  to  prevent  dis- 
crimination in  our  industry.  To  study  the  ques- 
tion of  insurance  in  an  effort  to  reduce  risks 
and  hazards,  and  to  lower  our  rates,  and  oppose 
any  discrimination  among  members.  To  study 
and  encourage  among  members  the  right  atti- 
tude toward  labor  and  employes,  and  establish 
broad  principles  for  industrial  relations.  To 
study  the  cost  and  advisability  of  the  use  of 
joint  or  pooled  advertising  and  its  benefits.  To 
establish  a  credit  committee  to  study  the  credit 
situation  for  the  benefit  and  promotion  of  the 
industry.  To  encourage  and  pxomote  the  dis- 
cussion and  study  of  the  economic  principles 
and  to  study  other  features  affecting  the  in- 
dustry. To  Study  and  recommend  ways  and 
means  of  increasing  the  demand  for  and  use  of 
our  products.  To  have  field  representatives  to 
work  with  the  local  Association  to  co-ordinate 
our  efforts." 

Continuing,  Mr.  Wrape  called  attention  to  the 
meetings  scheduled  and  urged  co-operation  in 
Association  activities. 

"In  closing,  I  wish  to  say  it  is  a  pleasure  and 
honor  to  appear  before  you  for  the  second  time 
as  president  of  your  Association,"  he  continued. 
{Continued  on  next  page) 


H.  J.  Wrape,  President,  in  Opening 

Address,  Outlines  Association  Work 
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"I  want  to  thank  all  members  for  their  splendid 
support  and  co-operation  during  the  past  year. 
I  sincerely  hope  that  you  will  find  this  meet- 
ing fulfilling  the  expectations  of  the  industry. 


At  the  close  of  his  address  Mr.  Wrape  intro- 
duced Wm.  M.  Webster,  Commissioner  of  the 
Automotive  Equipment  Association  and  a  man 
who  is  generally  considered  the  foremost  author- 
ity on  trade  association  practices.  Mr.  Web- 
ster's experience  covers  more  than  twenty-five 
years  in  association  work,  and  he  was  the  organ- 
izer of  the  Automotive  Equipment  Association, 
being  responsible  primarily  for  this  organiza- 
tion's outstanding  success.  Mr.  Webster,  with 
the  subject  "Benefits  of  Trade  Association  and 
Their  Industries,"  gave  the  members  of  the 
Federated  Radio  Trades  Association  the  benefit 
of  his  exceptional  experience  in  various  indus- 
tries, pointing  out  not  only  the  activities  and 
accomplishments  of  the  Automotive  Equipment 
Association,  but  discussing  as  well  the  history  of 


The  next  speaker  on  the  program  was  Her- 
bert H.  Frost,  former  president  of  the  R.  M. 
A.,  chairman  of  the  R.  M.  A.  Show  Committee, 
and  one  of  the  foremost  members  of  the  radio 
industry  as  a  whole.  In  connection  with  his 
subject,  the  need  for  a  stronger  radio  and  dealer- 
jobber  association,  Mr.  Frost  emphasized  the 
progress  made  by  the  Association,  and  declared 
that  the  difference  between  an  army  and  a  mob 
is  organization,  and  one  is  constructive  for  the 
protection  of  the  people,  and  the  other  is  de- 
structive  in  its  entirety. 

Mr.  Frost  dwelt  at  some  length  on  the  rea- 
sons for  the  need  of  a  strong  national  dealer 
and  jobber  organization  and  what  it  can  accom- 
plish. "The  very  nature  of  radio  is  such  that 
conditions  affecting  our  business  vary  to  some 
extent  in  almost  every  section  and  community," 
he  said.  Amplifying  this  point,  he  declared  that 
the  variations  and  conditions  consisted  of  differ- 
ent reception  conditions  in  various  localities,  the 
attitude  of  newspapers  towards  the  industry  and 
trade,  local  broadcasting  situation,  interference 
problems,  both  radio  and  otherwise,  different 
types  of  house  electric  current,  distributing 
problems  peculiar  to  each  territory  having  a 
marked  effect  on  the  cost  of  doing  business,  net 
profits,  etc.,  type  of  broadcast  programs  most 
desired  in  each  particular  community,  and  many 
other  things  along  the  same  line  which  compli- 
cate the  situation  locally  for  the  trade. 

"All  new  industries  come  before  our  legisla- 
ture, and  we  now  have  Federal  law  as  demon- 
strated by  the  Federal  Radio  Commission,  which 
is  doing  excellent  work  in  clearing  up  the  cha- 
otic conditions  existing  in  broadcasting,"  said 
Mr.  Frost.  He  also  pointed  out  that  while  it 
is  to  be  expected  that  local  legislative  bodies 
and  state  legislative  bodies  will  for  one  reason 
or  another  attempt  to  legislate  radio,  impose 
taxes  and  take  other  action,  such  program,  it' 
not  prevented,  might  do  untold  injury  to  the 
industry.  "From  what  I  have  said,"  he  contin- 
ued, "you  can  see  that  as  individuals  you  are 
more  or  less  powerless  to  do  more  than  make 
a  feeble  protest,  but  as  members  of  the  national 
organization  you  have  the  means  of  studying 
all  of  these  situations  and  compiling  an  intelli- 
gent program.  The  affiliation  of  the  Federated 
Radio  Trades  Association  and  the  R.  M.  A.  gives 
the  Federated  Association  the  opportunity  of 
using  the  R.  M.  A.  as  a  clearing  house.  The  R. 
M.  A.  cannot  hope  to  do  the  thing  that  I  have 
outlined  without  your  co-operation.  It  stands 
ready  and  willing  to  handle  your  problems  inso- 
far as  it  can  and  once  they  are  made  known." 

He  said  that  any  organization,  to  be  national 
in  scope  and  effective  in  what  it  does,  must  have 


and  that  it  will  be  the  most  profitable  and 
pleasant  meeting  from  every  viewpoint  that  we 
and  our  joint  hosts  and  inspiring  leaders,  the 
R.  M.  A.,  have  ever  had." 


the  National  Brass  Manufacturers  Association, 
the  Chicago  Lighting  and  Fixture  Council,  and 
the  Chicago  Association  of  Wood  Industries, 
with  all  of  which  he  had  been  associated  at  one 
lime  or  another. 

Mr.  Webster  drew  a  close  analogy  between  the 
radio  industry  and  these  other  industries,  empha- 
sizing that  the  major  problems  to  be  solved  by 
the  radio  trade  association  are  similar  in  a 
great  measure  to  the  problems  confronting  these 
other  industries  in  the  first  year  of  their  ac- 
tivities. Mr.  Webster  discussed  in  detail  the 
material  and  indirect  benefits  received  by  job- 
bers and  dealers  through  trade  associations  and 
congratulated  the  Federated  Radio  Trades  Asso- 
ciation on  the  progress  and  strides  it  had  made 
in  the  past  year. 


a  membership  which  is  representative  in  num- 
bers in  the  field  it  serves  and  must  treat  large 
and  small  dealer  alike.  He  urged  the  organiza- 
tion and  its  individuals  not  to  become  discour- 
aged because  of  lack  of  support  from  some  job- 
bers and  dealers  who,  although  they  are  willing 
to  benefit  by  the  efforts  of  the  association,  with- 
hold their  support  until  success  is  assured. 
"Neither  should  you  be  discouraged  because  all 
members  do  not  manifest  the  same  interest,  and 
you  will  find  that  in  many  cases,  when  you  need 


Following  Mr.  Frost,  the  Honorable  Frank  D. 
Scott,  former  member  of  Congress,  and  now  le- 
gal representative  for  the  R.  M.  A.,  Washington, 
D.  C,  gave  a  timely  and  vitally  interesting  ad- 
dress under  the  heading  of  "Local  Radio  Legis- 
lation," in  which  he  said  in  part: 

"Pioneer  industries,  from  the  inception  of  civ- 
ilized endeavor,  have  had  a  positive  appreciation 
of  their  rights,  but  a  regrettable  lack  of  vision  as 
to  their  responsibilities.  They  fairly  appraise 
their  public  valuation,  but  fail  to  consider  the 
inevitable  public  depreciation.  The  illustrations 
are  many,  but  their  respective  histories  are  al- 
most identical. 

"Few  industries  have  had  the  contact  with  the 
public  as  that  effected  by  radio  communication 
and  the  deepest  zeal  for  your  welfare  prompts 
me  to  implore  your  continued  appreciation 
of  your  responsibility  to  that  body  which  is 
the  support  and  maintenance  of  your  existence. 
It  is  distinctly  more  difficult  to  avoid  an  injus- 
tice from  this  source  than  to  insure  justice  on 
the  part  of  the  industry.  Let  not  your  feet  falter 
even  though  the  public  may  stagger  and  stumble. 
Unfortunately  our  new  industry  has  arrived  at 
a  time  when  the  public  has  come  to  understand 
the  possibilities  of  resentment  and  their  power 
to  control.  Although  the  new  industry  ought 
not  to  be  charged  with  the  acts  of  its  predeces- 
sors, we  should  profit  by  their  experience  and 
must  accept  the  prevailing  conditions. 

"Let  us  for  a  moment  consider  the  detailed 
afflictions  to  which  this  new  child  is  subject,  and 
attempt  to  diagnose  the  seriousness  of  these 
diversified  epidemics.  The  one  affliction  which  I 
cannot  attempt  to  embrace  is  legislation  adroitly 
conceived  by  the  ambitious  politician  who  seeks 
to  perpetuate  his  memory  by  placing  on  the  stat- 
ute books  some  law  which  will  carry  his  name. 
I  question  if  even  a  prophet  could  outguess 
these  self-appointed  champions.     Therefore,  I 


help  most,  some  names  are  missing  at  roll  call. 
There  is  always  the  fellow  who  leaves  the  grand 
stand  when  the  home  team  is  one  run  behind.  A 
most  important  thing  in  your  scheme  of  organ- 
ization, next  to  your  membership,  is  your  ob- 
jective goal." 

Mr.  Frost  urged  the  laying  aside  of  petty 
jealousies  and  all  sorts  of  personal  gain  or  ad- 
vantage, declaring  that  each  problem  must  be 
looked  at  in  its  broadest  sense.  He  emphasized 
the  need  for  concentrating  on  the  major  issue 
and  pointed  out  that  nothing  worth  while  is  ac- 
complished by  excelling  in  worthless  things. 

"As  chairman  of  the  R.  M.  A.  Show  Commit- 
tee," concluded  Mr.  Frost,  "I  am  gratified  at  the 
way  you  have  responded  to  our  efforts  and  wish 
to  say  that  your  organization  will  at  all  times 
have  a  voice  in  determining  trade  show  policies 
and  other  activities  of  the  R.  M.  A.  In  closing, 
let  me  stress  this  point,  build  your  organizations 
for  one  purpose,  and  that  is,  to  serve  the  pub- 
lic. Select  your  executives  and  adapt  your  pol- 
icies and  programs.  Once  having  done  this, 
grasp  each  problem,  hang  on  to  it,  and  never 
let  go." 

At  the  close  of  his  address  Mr.  Frost  pre- 
sented to  the  Federated  Radio  Trades  Associa- 
tion a  resolution  passed  Monday  at  a  directors' 
meeting  of  the  R.  M.  A.,  whereby  the  Federated 
Radio  Trades  Association  was  given  the  hearty 
endorsement  of  the  R.  M.  A.  This  resolution 
was  as  follows : 

"RESOLVED,  that  the  Radio  Manufacturers 
Association  hereby  endorses  most  heartily  the 
aims  and  work  of  the  Federated  Radio  Trades 
Association,  accords  full  recognition  to  the  Fed- 
erated Radio  Trades  Association  as  the  organi- 
zation representing  the  interests  of  the  jobbers 
and  dealers  of  the  radio  industry  and  assures  the 
officers  and  members  of  the  Federated  Radio 
Trades  Association  of  its  heartiest  good  wishes 
at  all  times  and  of  its  practical  co-operation, 
whenever  the  occasion  offers,  in  the  work  in 
which  the  Association  is  engaged." 


pass  this  field  of  possibilities  and  probabilities, 
which  only  time  can  encompass,  and  devote  at- 
tention to  those  phases  of  local  legislation  which 
are  already  present  or  within  reasonable  expec- 
tation. 

Limitations  to  Legislative  Action 

"Although  the  legislative  authority  of  the  sev- 
eral States  is  absolute,  encompassing  both  the 
persons  and  property  within  such  State,  there 
are  two  legal  limitations  to  general  legislative 
action.  First,  the  Constitution  of  the  United 
States  and,  second,  the  Constitution  of  the  sev- 
eral States.  Therefore,  it  can  be  expected  that 
State  legislation  will  be  largely  founded  on  the 
police  power  because  this  in  some  measure  es- 
capes the  constitutional  limitations.  Up  to  the 
present  there  have  been  a  few  attempts  at  State 
legislation,  but  I  do  not  know  of  an  instance 
where  the  courts  have  passed  final  judgment  on 
such  efforts.  This  is  likewise  true  of  municipal 
ordinances  enacted  for  the  purpose  of  regulation 
or  asserted  protection.  However,  it  would  seem 
prudent  to  utilize  the  experience  of  industries 
similar  in  character  to  radio  rather  than  suffer 
our  own  experience  to  regulate  our  future  con- 
duct. Local  legislation  up  to  the  present  has 
been  directed  at:  Interference,  to  determine  the 
location  of  stations,  to  determine  the  hours  dur- 
ing which  a  station  may  be  operated,  to  regulate 
the  remote  control  station,  to  license  the  opera- 
tion of  the  station,  special  taxes. 

"Interference  might  be  divided  into  font 
classes:  Interference  occasioned  by  a  local  force 
other  than  another  station,  interference  between 
two  or  more  local  stations,  interference  between 
a  local  station  and  a  station  outside  the  local- 
ity, interference  occasioned  by  a  force  outside 
'lie  locality  other  than  another  station. 

A  Difficult  Problem 

"There  seems  little  doubt  that  States  and  muni- 
cipalities possess  authority  to  largely  control 


William  M.  Webster  Gives  Interesting 

Talk  on  Trade  Association  Practices 


Herbert  H.  Frost  Urges  Dealers  to  Build 

Their  Associations  for  Service  to  Public 


Hon.  Frank  D.  Scott  Addresses  Dealers 

on  Subject  of  "Local  Radio  Legislation 


The  Talking  Machine  World,  New  York,  June,  1927 


interference  within  their  respective  boundaries. 
This  is  particularly  true  when  the  interference 
can  be  removed  by  applying  corrective  methods 
to  such  interference  force,  regardless  of  its  char- 
acter. The  problem  is  more  difficult,  but  not 
impossible  of  solution,  when  the  interference  is 
occasioned  by  a  force  in  another  State.  The  Ra- 
dio Act  of  1927  permits  the  abatement  of  such 
interference  between  stations,  but  an  additional 
Federal  or  State  law  seems  necessary  where  the 
interference  is  occasioned  by  a  force  other  than 
a  radio  station.  Several  States  have  already  un- 
dertaken to  regulate  and  control  interference. 
I  direct  attention  to  a  recent  enactment  in  Mich- 
igan. Although  the  Michigan  law  only  relates 
to  interference  between  stations,  it  has  one  out- 
standing merit  which  deserves  both  comment 
and  commendation.  I  refer  to  Section  S,  which 
reads  as  follows:  'It  is  the  intention  of  this  act 
to  make  reasonable  State  regulations  within  the 
power  of  the  State  to  control  interference  caused 
within  the  State  of  Michigan,  and  no  order  shall 
authorize  the  doing  of  anything  in  contravention 
to  the  regulations  of  the  United  States.'  If  the 
Radio  Act  of  1927  is  sustained  there  is  no  neces- 
sity for  State  legislation  to  prevent  interference 
between  stations,  because  this  is  amply  covered 
by  the  Federal  statute,  but  State  laws  can  do 
a  useful  public  service  in  preventing  interference 
by  a  force  within  the  State  other  than  a  station. 
This  is  important  to  both  manufacturers  and  re- 
tailers of  radio  equipment,  because  interference 
can  be  caused  by  receiving  sets.  The  suggestion 
should  need  no  elaboration. 

Removal  of  Stations  From  Cities 
"Without  filing  a  brief  of  the  cases  bearing 
upon  the  right  of  a  municipality  to  determine 
the  location  of  an  industry,  I  venture  the 
thought  that  municipalities  in  most,  if  not  all, 
States  possess  this  power  and  will  be  able  to 
enforce  their  mandates,  provided  such  restric- 
tions have  any  degree  of  reasonableness.  I, 
therefore,  suggest  to  the  industry  the  wisdom 
of  removing  their  stations  from  congested  areas 
of  cities;  in  fact,  I  recommend  to  your  consider- 
ation the  future  location  of  stations  outside  the 


At  Wednesday's  session  of  the  annual  conven- 
tion of  the  Federated  Radio  Trades  Association 
a  group  of  papers  was  presented  to  the  dealers 
and  jobbers  based  on  subjects  of  timely  interest 
to  the  entire  industry.  One  of  the  features  of 
the  meeting  was  an  address  by  Sidney  Neu,  of 
the  Julius  Andrae  Co.,  Milwaukee,  Wis.,  chair- 
man of  the  Association  Trade  Relations  Com- 
mittee, under  the  heading,  "Some  Problems  of 
the  Radio  Jobber."  Mr.  Neu,  who  is  one  of  the 
leading  wholesalers  in  the  Middle  West,  gave  an 
interesting  and  informative  talk,  during  the 
course  of  which  he  said  in  part: 

"The  jobber  stands  at  a  midway  point  between 
the  manufacturer  and  the  dealer.  He  is  the  dis- 
tributor, and  as  such  has  to  take  the  brunt  of 
many  of  the  dealer's  troubles  on  the  one  hand 
and  the  manufacturer's  troubles  on  the  other. 
As  a  first  step  toward  an  understanding,  let  us 
examine  the  functions  that  a  radio  jobber  per- 
forms with  respect  to  the  dealer. 

The  Jobber  and  the  Dealer 

"What  I  consider  the  most  important  service 
performed  by  a  jobber  for  the  dealer  in  any  line 
of  business  is  the  selection  of  merchandise. 
And  by  merchandise  I  mean  more  than  simply 
the  goods  themselves.  Good  merchandise  means 
good  goods  plus  a  reliable  source  of  guarantee, 
plus  a  ready  acceptance  on  the  part  of  the  public 
due  to  consistent  advertising  and  good  repute, 
past  and  present,  plus  a  sales  policy  that  gives 
the  dealer  reasonable  assurance  of  a  realized 
profit — not  an  imaginary  one.  The  jobber,  on 
account  of  his  position  in  the  trade,  is  in  pos- 
session of  facts  bearing  on  these  various  details. 

"The  second  important  function  of  the  jobber 
is  the  securing  and  stocking  of  the  merchandise 
of  many  manufacturers,  so  that   dealers  may 


city  limits  of  the  various  municipalities.  There 
are  instances  where  this  cannot  conveniently  be 
done,  but  it  should  be  kept  in  mind  because  sta- 
tions in  congested  areas,  and  within  the  city 
iimits,  are  sitting  on  a  keg  of  dynamite. 

"The  attempt  to  regulate  the  hours  of  opera- 
tion is  venturing  into  a  field  which  the  courts 
are  bound  to  carefully  limit,  particularly  as  to 
stations  whose  programs  extend  beyond  the 
boundaries  of  the  State.  It  is  my  judgment  this 
will  cover  all  stations. 

"I  have  no  fear  of  the  attempt  to  regulate  re- 
mote control  stations  where  the  station  itself 
is  outside  the  city  limits. 

"Some  few  efforts  have  been  made  to  license 
the  operation  of  stations.  These  failed  before 
birth  and  can  be  catalogued  with  the  attempts 
to  regulate  remote  control. 

Special  Taxes  on  Radio  Apparatus 

"I  seriously  question  the  authority  of  North 
Carolina,  Tennessee,  or  any  other  State,  to  im- 
pose special  taxes  on  radio  apparatus.  Such 
laws  would  seem  to  fall  within  the  recognized 
inhibition  of  class  legislation  or  double  taxation. 
This  character  of  legislation  directly  affects  tht 
radio  trade  and  the  manufacturers  of  radio 
equipment,  but  I  am  certain  the  retailers,  manu- 
facturers and  broadcasters  realize  that  their  in- 
terests are  common.  Legislation  injurious  to 
one  has  a  damaging  effect  on  all. 

"Wise  business  interests  for  years  have 
realized  that  legislation  and  business  have  be- 
come inseparable.  Therefore,  they  have  united 
in  organizations  for  the  purpose  of  utilizing  con- 
certed efforts  against  improper  encroachments. 
I  cannot  urge  too  strongly  the  virtue  and  value 
of  unity  of  action  to  combat  a  common  peril. 
Suggests  Legislative  Committee 

"I  suggest  for  your  consideration  the  creation 
of  a  joint  legislative  committee,  similar  to  the 
co-ordinating  committee,  made  up  of  representa- 
tives of  the  radio  trade,  radio  manufacturers 
and  broadcasters;  such  committee  would  insure 
equal  participation,  equal  knowledge  of  the 
problems  and  a  concerted,  intelligent  plan  of 
action." 


carry  a  diversified  stock  without  making  enor- 
mous purchases.    I  shall  refer  to  this  later  on. 
Extension  of  Credit 

"Next  in  importance  among  the  jobber's  func- 
tions is  the  extension  of  credit.  Owing  to  the 
nature  of  the  business,  a  greater  amount  of 
moral  risk  credit  is  accorded  in  the  radio  busi- 
ness than  in  any  other  line.  The  wise  jobber, 
however  liberal  he  may  be  in  extending  the 
credit  limit  of  a  dealer,  will  insist  on  payment  of 
all  invoices  when  due  and  will  refuse  shipment 
of  further  merchandise  to  overdue  accounts,  re- 
gardless of  whether  or  not  the  credit  limit  has 
been  reached. 

"Closely  connected  with  credit  is  the  account- 
ing system  in  use  by  dealers.  The  jobber  can 
be  of  inestimable  service  in  recommending  a 
sound  system  of  accounting  whereby  the  dealer 
may  know  from  week  to  week  and  month  to 
month  exactly  what  his  profits  are.  The  dealer 
who  knows  the  financial  details  of  his  business 
is  a  far  better  credit  risk  than  the  one  who  goes 
'by  guess  and  by  gosh.'  Jobbers  should  there- 
fore insist  upon  sound  accounting  as  a  basis  for 
credit. 

How  Jobbers  Can  Aid  Dealers 

"The  jobber's  assistance  to  the  dealer  in  mak- 
ing sales  must  not  be  overlooked.  By  this  I 
do  not  mean  the  actual  making  of  sales  for  the 
dealer,  but  the  help  he  can  render  by  suggesting 
means  for  getting  business,  providing  additional 
accessory  apparatus  to  be  sold,  arranging  of 
group  advertising,  devising  special  merchandis- 
ing plans,  and  in  a  hundred  and  one  other  ways. 

"And  finally,  the  radio  jobber  must  be  in  posi- 
tion to  render  technical  service  to  the  radio 
dealer  where  the  dealer  is  unable  to  render  such 
service. 


"Radio  jobbers  who  were  in  the  business  sev- 
eral years  ago  invested  thousands,  perhaps  mil- 
lions, of  dollars  in  free  service  to  dealers,  as  a 
matter  of  necessary  education.  They  paid  out  of 
their  pockets,  not  out  of  -profits,  because  there 
were  none.  Fortunately,  as  a  result  of  this  help 
rendered  by  the  jobbers,  most  dealers  have  been 
enabled  to  equip  themselves  to  render  technical 
service.  The  time  has  approached  when  a  radio 
jobber  will  refuse  to  recognize  as  a  dealer  any 
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concern  that  cannot  qualify  to  render  technical 
service. 


"To  illustrate  the  technical  service  burden  that 
is  still  placed  on  the  radio  jobber  I  have  com- 
piled the  results  of  tests  of  sixty-three  of  a 
certain  type  of  receiver  returned  as  defective 
by  so-called  'authorized'  dealers  who  had  been 
supplied  with  full  technical  information  by  the 
manufacturer. 

33  of  these  63  receivers  or  51.3  per  cent  required 
less  than  ten  minutes  work  to  put  them  in  per- 
fect condition.  Of  these,  19  had  no  discoverable 
defect  whatever,  4  had  weak  tubes,  two  had  defec- 
tive grid  leaks,  one  required  the  tightening  of  a 
dial,    while    seven    needed    minor  adjustments. 

7  of  the  63  receivers  or  11.1  per  cent  had  broken 
connections. 

9  or  14.1  per  cent  had  broken  or  defective  parts, 
very  easily  replaced. 

7  or  11.7  per  cent  required  slight  refinishing. 

3  or  4.8  per  cent  had  to  be  returned  to  the  manu- 
facturer. 

"The  jobber's  margin  on  radio  apparatus  is 
no  greater  than  it  is  on  specialties  requiring  no 
technical  service  to  dealers.  Therefore,  while 
the  jobber  must  stand  ready  to  render  technical 
service  where  required,  he  is  justified  in  making 
a  charge  to  the  dealer  to  reimburse  himself  for 
labor,  handling  and  transportation,  where  the 
service  involved  is  not  made  necessary  by  some 
inherent  defect  covered  by  the  manufacturer's 
guarantee. 

Jobber  and  the  Manufacturer 

"With  respect  to  the  manufacturer,  the  job- 
ber's most  important  function  is  judging  de- 
mand. The  jobber's  second  service  for  the 
manufacturer  is  the  carrying  of  stocks  of  mer- 
chandise. This  would  be  a  simple  matter  if 
radio  sets  were  staple  merchandise.  Or  if  all 
radio  dealers  showed  loyalty  to  the  lines  they 
profess  to  represent.  Under  present  conditions 
the  stock  a  jobber  carries  is  an  asset  for,  at 
most,  three  months  in  the  year,  before  and 
after  which  it  becomes  a  distinct  liability. 
Third,  the  jobber  pays  for  his  merchandise,  in 
doing  which  he  acts  as  collector  and  guarantor 
for  the  manufacturer.  A  number  of  direct-to- 
dealer  manufacturers  are  realizing  the  great  help 
of  the  jobber  in  this  direction.  Fourth,  the  job- 
ber establishes  retail  trade  channels  for  the 
manufacturer,  and  endeavors  to  keep  these  chan- 
nels active.  Fifth,  the  jobber  must  maintain 
the  manufacturer's  guarantee.  The  dealer  is 
justified  in  looking  to  the  jobber,  rather  than 
the  manufacturer,  to  make  good  any  defects  that 
may  be  present  in  any  apparatus  sold  to  him. 

"There  is,  however,  an  element  of  risk  in- 
herent in  the  radio  business  which  every  branch 
of  the  industry  should  recognize  with  a  willing- 
ness to  stand  its  share  of  the  grief  when  it  oc- 
curs. Competition  forces  manufacturers  to 
market  new  models  after  fewer  tests  than 
would  be  permissible  in  any  other  industry.  As 
a  result,  mistakes  happen.  They  should  be  ex- 
pected by  dealers  and  jobbers  alike,  who  should 
(Continued  on  next  page) 
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sland  ready  to  assist  the  manufacturer  as  quickly 
as  possible  to  rectify  them  and  thus  save  for 
themselves  a  market  that  they  have  helped  to 
create. 

"Nevertheless,  the  cost  of  rectifying  such  un- 
avoidable mistakes  should  be  borne  entirely  by 
'he  manufacturer.  He  has  the  opportunity  of 
providing  a  margin  for  such  contingencies  in 
fixing  the  list  price  of  his  products;  whereas  the 
margins  of  the  jobber  and  the  dealer  are  defi- 
nitely fixed  by  established  discount  schedules." 
The  Jobber's  Difficulties 

Mr.  Neu,  in  speaking  of  the  jobber's  difficul- 
ties, touched  on  the  following  topics:  1,  the  mat- 
ter of  judging  demand;  2,  the  failure  of  fran- 
chised  dealers  to  co-operate  with  the  distributor; 


Following  Mr.  Neu,  A.  M.  Edwards,  chairman 
of  the  show  managers'  committee  of  the  Fed- 
erated Radio  Trades  Association  and  secretary 
of  the  Michigan  Radio  Trade  Association,  gave 
a  talk  under  the  heading  of  "The  Conducting 
of  Successful  Radio  Shows."    He  said,  in  part: 

"There  are  no  secrets  and  nothing  mysterious 
about  running  a  successful  radio  show.  The  idea 
that  an  association  cannot  run  a  radio  show  is 
the  bunk  and  if  they  don't  do  it  and  let  private 
enterprises  step  in  and  cash  in  on  their  collec- 
tive value  it  is  because  they  are  too  lazy  or  in- 
different to  look  after  their  own  interests." 

Mr.  Edwards  then  divided  radio  shows  in  two 
classes,  regular  and  "cheesecloth"  shows.  The 
latter  class,  he  said,  "can  be  held  by  any  small 
group  of  merchants  in  towns  of  less  than  100,000 
people,  and  as  they  involve  little  expense,  re- 
turn or  interest,  will  not  be  considered  further." 

The  first  problem,  Mr.  Edwards  continued,  is 
to  select  the  time  for  the  show.  Regarding  this, 
he  said: 

"The  smaller  the  town  the  nearer  the  show 
should  be  to  the  Christmas  buying  season.  The 
best  time  for  the  larger  cities  is  during  October, 
and  for  smaller  towns  November  will  be  bet- 
ter. September  shows  are  not  as  a  rule  good 
from  the  standpoint  of  the  gate  receipts,  but 
some  groups  of  dealers  think  that  an  early  show 
starts  off  the  buying  season  earlier.  A  com- 
promise must  be  made  here  between  the  gate 
receipts  and  the  good  done  the  radio  trade.  The 
show  must  have  the  people  in  for  their  gate 
money,  and  to  work  on  as  prospects  for  sales. 
Perhaps  the  best  way  for  a  start  is  to  guess 
at  the  time  within  the  above  limits  and  try  it 
out.  Local  conditions  and  other  show  endeav- 
ors in  the  same  town  will  govern  the  exact  time 
to  a  great  extent." 

The  next  steps  are  the  selection  of  the  hall 
and  the  decorations.  Mr.  Edwards  dismissed  these 
by  saying  that  the  selection  is  usually  a  simple 
matter  and  that  there  is  usually  little  choice. 
Regarding  decorations,  he  stated  that  the  usual 
procedure  is  that  they  should  cost  about  one- 
half  of  the  rent,  except  in  rare  cases  a  sum  equal 
to  three-quarters  or  even  the  same  amount  of 
the  rent  must  be  expended.    He  then  continued, 


George  Kamcns,  of  Chicago,  furnished  the 
dealers  and  jobbers  with  a  series  of  excellent 
selling  idea  in  an  address  on  "Methods  of  Radio 
Retailing,"  in  which  he  said: 

"Our  mail  and  our  trade  journals  are  filled 
with  countless  suggestions  as  to  how  we  can  im- 
prove and  increase  our  businesses.  We  have 
heard  and  will  continue  to  hear  how  advertising 
or  proper  store  arrangement,  or  sound  financing, 
or  properly  dressed  windows,  or  any  one  of  a 
do/en  other  ideas  is  the  open  sesame  to  success. 

"Each  of  these  various  plans  is  good  and, 
taken  together,  they  form  an  excellent  prescrip- 
tion for  an  ailing  business.    But,  while  many  of 


3,  the  difficulty  of  maintaining  the  manufactur- 
er's guarantee,  made  so  at  times  by  extravagant 
claims  of  the  manufacturer;  4,  the  disposal  of 
re-conditioned  merchandise;  5,  the  endorsing  of 
dealers'  paper  at  the  request  of  finance  com- 
panies, and  6,  the  disposal  of  obsolete  merchan- 
dise. 

In  conclusion  Mr.  Neu  made  a  plea  for  loyal- 
ty from  dealers  to  their  jobbers,  saying  that  un- 
der those  conditions  the  jobber's  service  would 
bring  much  more  profit  to  the  dealer  and  the 
problem  of  technical  service  would  be  consid- 
erably simplified.  He  also  asked  that  dealers 
be  loyal  to  their  manufacturers  and  to  the  in- 
dustry as  a  whole  for  the  benefit  of  all  con- 
cerned. 


stating  that  floor  plans  should  be  worked  out 
with  the  decorator,  adding  that,  in  most  cases, 
the  erection  of  booths  and  the  decorations  are 
given  on  one  contract. 

Regarding  the  floor  plan,  Mr.  Edwards  stated 
that  the  safest  plan  is  to  set  aside  one-half  the 
space  for  exhibitors  and  the  remainder  for  the 
visiting  public.  The  average  unit  booth  space, 
he  said,  is  10  by  10  feet,  but  this  can  be  varied, 
depending  on  the  amount  of  room  available. 

The  speaker  then  touched  on  the  important 
item  of  price  to  be  charged  exhibitors,  saying: 

"The  formula  for  working  this  out  is  to  add 
the  rent,  booths  and  decorations,  entertainment, 
advertising  and  operating  expense  together  and 
divide  this  sum  by  the  number  of  square  feet 
available  for  sale.  The  result  is  the  base  or 
average  selling  price  per  square  foot. 

"To  use  this  figure,  consider  the  size,  location 
and  desirability  of  the  various  spaces  and  add 
or  subtract  from  the  average  until  a  true  value 
is  arrived  at  for  each  booth.  Do  not  have  too 
many  prices,  however.  The  net  result  should 
be  that  the  total  sales  prices  of  your  space 
should  equal  120  per  cent  of  your  total  expenses, 
thus  allowing  you  a  20  per  cent  leeway  for  lack 
of  sales,  etc.,  or  a  20  per  cent  profit  in  case  full 
sales  are  made. 

"Your  'gate'  now  becomes  your  net  profit  and 
here  the  public  pay  you  for  your  collective  value, 
and  if  you  have  done  a  good  job  they  will  pay 
well  and  gladly." 

The  best  way  to  market  the  space,  continued 
Mr.  Edwards,  is  by  direct  word  of  mouth  to 
prospects  by  members  of  the  Association.  The 
material  facts  and  floor  plans  are,  of  course,  sent 
to  prospects  as  soon  as  they  are  ready. 

Other  details  touched  upon  in  the  address  in- 
cluded the  refreshment  concessions,  for  which 
20  per  cent  of  the  gross  sales  are  collected;  the 
warning  to  have  the  exhibitors'  list  clean;  the 
necessity  of  having  newspaper  men  on  the  show 
committee  to  secure  proper  publicity,  and  adver- 
tising by  means  of  the  entertainment  which  will 
be  heard  at  the  show.  The  programs,  Mr.  Ed- 
wards advised,  should  not  be  continuous  or  so 
long  as  to  prevent  exhibitors  from  talking  to 
visitors. 


them  work  out  to  the  greatest  possible  advan- 
tage for  one  dealer,  it  is  an  established  fact 
that  they  work  to  disadvantage  for  another. 

"  There  is  one  only  and  only  one  principle  of 
merchandising  that  is  universally  applicable  to 
ail  stores  large  or  small.  That  one  cardinal 
principle  is  SELLING— SELLING— SELLING. 
The  success  or  failure  of  all  other  methods 
varies  with  the  individual  establishment. 

"Rather  than  to  picture  ideal  and  perfect  sell- 
ing, however,  the  purpose  here  is  to  give  a  short 
resume  of  various  merchandising  methods, 
which  have  worked  out  profitably  and  success- 
fully in  various  types  of  business.    The  one-man 


shop  occupies  a  rather  large  place  in  retail 
'radioing.'  The  sales  volume  of  this  type  of 
store  is  necessarily  limited,  but  the  sales  possi- 
bilities and  the  diversity  of  ideas  is  limitless. 
A  Conservative  Merchant 

"Two  'one-man  shops,'  which  were  entirely 
different  from  one  another,  were  recently  vis- 
ited. One  was  a  masterpiece  of  physical  beauty. 
A  store  front  so  magnificently  designed  that  it 
has  secured  attention  from  architectural  jour- 
nals; concealed  lighting  fixtures;  private  audi- 
tion rooms  of  walnut  and  plate  glass;  hardwood 
floors  polished  to  the  highest  degree;  a  truly 
beautiful  store  and  one  that  could  easily  double 
its  present  volume  by  judicious  use  of  one  or 
more  of  the  many  business  ideas  which  are 
constantly  available. 

"In  this  particular  case  the  proprietor  is  con- 
tent to  be  buyer,  salesman,  deliveryman,  porter, 
service  technician,  bookkeeper,  financier,  or 
what  have  you.  He  is  happy  in  the  fact  that 
he  makes  a  fair  living,  and  that  he  is  able  to 
save  a  few  dollars  at  the  end  of  each  year.  His 
overhead  presents  no  unsolvable  difficulties  for 
other  than  light,  insurance  and  his  own  salary 
(he  owns  the  building  and  charges  himself  no 
rent).  There  actually  is  no  overhead.  A 
wonderful  situation,  an  ideal  Utopia  to  those 
of  us  who  face  an  overhead  that  is  a  constant 
bugbear. 

"This  particular  man  is  an  expert  technician 
and  he  sells  only  standard,  nationally  advertised 
merchandise,  and  only  merchandise  in  which  he 
himself  believes  implicitly.  For  a  long  time  he 
sold  one  line  only.  At  present  he  is  concentrat- 
ing on  two  receivers,  one  of  which  he  sells  and 
one  of  which  fills  up  space. 

"He  is  so  thoroughly  sold  on  his  number 
one  line  that  no  other  has  a  fair  chance  with 
him.  He  is  not  particularly  anxious  to  increase 
his  present  volume;  nor  to  increase  his  profits, 
for  he  would  have  no  way  of  disposing  nor 
spending  this  additional  money. 

Live-Wire  Merchandising 

"The  other  'one-man  shop'  is  approximately 
nine  by  twelve.  There  are  no  booths  and  floor 
space  is  limited  to  that  occupied  by  two  receiv- 
ers. The  store  walls  are  painted  red  and  black, 
the  awning  black  and  red,  the  business  cards 
carry  out  the  same  color  scheme.  This  particu- 
lar chap,  of  course,  is  operating  on  less  than  a 
shoestring,  but  his  ideas  are  so  progressive,  his 
ideals  so  sound,  that  he  is  bound  to  succeed. 
His  dugout  is  located  near  and  around  several 
hotel  apartment  buildings.  Inasmuch  as  he  was 
originally  a  service  man,  he  has  canvassed  these 
buildings  for  repair  work.  Whenever  he  makes 
a  call  he  is  careful  to  leave  his  very  unique 
business  card  in  all  of  the  other  mail  boxes  in 
the  building.  His  total  overhead,  including  his 
own  salary,  is  $9.17  a  day.  You  can  readily  see 
that  not  much  business  is  required  to  operate 
this  store  at  a  profit.  Despite  cut-price  compe- 
tition, he  sells  only  at  list  price.  The  owner 
is  alive,  he  is  ambitious,  he  has  ideals.  His 
striking  personality  combined  with  his  techni- 
cal knowledge  is  his  greatest  asset.  The  pro- 
gressive young  man  is  quite  different  from  our 
conservative  friend.  His  profits,  if  any,  will  be 
put  back  into  his  business  in  an  endeavor  to 
build  something  out  of  nothing.  He  will  never 
be  satisfied,  but  will  constantly  seek  new  fields 
to  conciuer. 

A  House  Built  on  Sand 

"There  exists  a  concern  which  operates  profit- 
ably in  a  manner  different  from  that  pursued  by 
most  of  us.  A  cheap  set  is  marketed  under  its 
own  firm  name.  Through  consistent  use  of 
dominant  newspaper  space  a  demand  for  the 
product  is  created.  Since  they  are  not  selling  a 
standard  receiver,  they  need  not  be  content  with 
the  all  too  meager  standard  profit.  They  depend 
on  super-advertising  and  high-pressure  sales- 
manship to  get  the  business. 

"  They  are  not  particularly  interested  in  per- 
sonal contact  or  repeat  sales.  If  the  receiver 
works — fine — if  it  doesn't — well,  that's  just  too 
bad.  Some  service,  of  course,  is  given.  They 
depend  principally  on  the  fact  that  the  customer 
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can  be  made  to  pay,  rather  than  so  satisfying 
the  customer  that  he  wants  to  pay.  They  make 
money,  and  so  it  can  be  said  of  them  that  they 
are  successful.  I  am  of  the  opinion  that  their 
success  is  a  temporary  one,  and  that  they  cannot 
continue  to  operate  in  this  manner  over  a  long 
period  of  time. 

Some  Cold  Facts 

"The  price-cutter  has  found  this  to  be  true,  he 
has  learned  his  lesson,  he  knows  that  honesty  is 
the  best  policy.  That  in  addition  to  building 
sales  volume,  he  must  first,  last  and  all  time 
build  confidence.  He  knows  that  his  success  will 
be  a  very  temporary  one  unless  he  can  get  re- 
peat business. 

"The  clumping  method  has  a  very  definite 
place  in  the  present  situation.  A  situation 
which  in  the  course  of  time  will  naturally  cor- 
rect itself. 

Success  Through  Follow  Up 

"A  certain  dealer  has  been  most  successful  in 
operating  under  the  so-called  'outside  method.' 
This  particular  man  was  for  years '  an  outside 
manager  for  one  of  the  largest  tea  and  coffee 
houses.  He,  therefore,  knows  this  method  of 
selling  better  than  any  other.  He  does  practi- 
cally no  advertising,  but  his  men  follow  up 
every  inquiry,  secure  prospects  from  every  cus- 
tomer, canvass  every  building  into  which  a  set 
is  delivered,  use  any  and  all  means  of  obtain- 
ing names  of  those  who  might  be  interested  in 
purchasing  a  receiver.  He  has  found  the  tele- 
phone to  be  a  prolific  source  of  prospects.  He 
attempts  to  sell  service  in  this  manner,  but  in 
addition  to  securing  some  service  work  hei  ,o.b- 
tains  numerous  prospects.  That  this  policy  is  a 
wise  one  is  revealed  by  his  growth. 


Richard  W.  Lawrence,  president  of  the  Bank- 
ers-Commercial Security  Co.,  Inc.,  former  presi- 
dent of  the  Music  Industries  Chamber  of  Com- 
merce and  one  of  the  leading  figures  in  the 
music  and  financial  world,  under  the  head  of 
"Time  Payments"  gave  a  talk  which  was  re- 
ceived enthusiastically  by  everyone  present.  In 
his  address  Mr.  Lawrence  said  in  part: 

"Whether  you  like  it  or  not,  the  partial  pay- 
ment system  is  a  fact  and  the  merchant  who 
doesn't  have  to  meet  it  is  the  exception.  Most 
radio  merchants  have  met  it.  A  great  share 
of  radio  sales  are  time  sales. 

"The  trend  is  plainly  indicated  by  a  national 
survey.  In  1925,  75  per  cent  of  the  dealers  in- 
terviewed told  us  they  sold  radio  on  time.  In 
the  1926  survey  the  percentage  had  risen  to  84.6, 
and  it  appeared  that  time  sales  made  up  three- 
quarters  of  the  average  dealer's  business.  .Some 
of  you  like  this  condition,  some  don't.  One 
dealer  tells  us:  'You  bet!  I  sell  on  time  every 
chance  I  get.  There's  more  money  in  it.'  At 
the  other  extreme  is  the  dealer  who  said  with 
a  world  of  feeling,  when  asked  if  he  had  a  de- 
ferred payment  plan:  'Yes,  doggone  it.' 
Common  Sense  Selling 

"From  experiences  of  merchants  come  these 
hints,  which  I  pass  along  for  what  they  may  be 
worth  to  you:  Always  sell  for  cash  when  pos- 
sible. The  salesman  who  springs  'easy  terms' 
on  the  customers  at  the  outset  is  doing  you  no 
service.  Instalment  terms  should  always  be  re- 
served for  those  who  find  immediate  cash  pay- 
ments inconvenient.  Sell  on  time  only  when 
it  will  benefit  the  customer.  Get  as  large  a 
down  payment  as  possible. 

"  'Where  some  dealers  fall  down,'  said  a  radio 
merchant,  'is  in  selling  terms  instead  of  mer- 
chandise.   I  sell  radio,  with  terms  incidental.' 

"Doesn't  that  sound  like  good  sense?  And 
it's  right  in  line  with  the  advice  recently  given 
by  Curtis  C.  Cooper,  president  of  the  General 
Motors  Acceptance  Corporation,  to  his  organi- 
zation. Without  in  any  way  restricting  the 
salesman's  ability  to  close  a  sale,'  said  Mr. 
Cooper,  'an  effort  could  be  made  to  secure  the 
most  conservative  terms  adapted  to  the  pur- 


"One  local  dealer  gives  such  excellent  service 
that  his  customers  are  thoroughly  sold  on  his 
ability  to  deliver  the  goods.  The  result  is  that 
fully  70  per  cent  of  his  business  is  recommended 
and  sent  to  him  by  customers  he  has  already 
sold.  He  secures  the  other  30  per  cent  through 
consistent  direct-by-mail  advertising  and  other 
forms  of  publicity. 

Advertising  Wins 

"One  prominent  successful  dealer  uses  still 
a  different  method  of  securing  business.  He 
consistently  advertises  and  displays  in  his  store 
windows  a  leader  at  a  most  attractive  price. 
He  buys  this  receiver  in  large  enough  quantities 
so  that  his  price  can  be  kept  down.  The  result- 
ing sales  interest  people  in  radio.  He  informed 
me  that  fully  60  per  cent  of  the  sets  sold  were 
returned  within  60  days  in  favor  of  better  and 
higher-priced  merchandise.  The  leader,  how- 
ever, had  accomplished  its  purpose.  It  aroused 
interest  in  a  radio  of  some  kind;  it  had  stimu- 
lated a  demand." 

How  Many  Lines 

Concluding  his  interesting  and  informative  ad- 
dress, Mr.  Kamens  declared  that  no  one  can 
say  definitely  the  number  of  lines  a  dealer  should 
handle.  Local  conditions  and  other  factors  must 
determine  the  variety  of  products.  He  empha- 
sized the  need  for  dealers  figuratively  "rolling 
up  their  sleeves"  and  "selling"  the  customer  on 
the  merchandise  handled,  advised  against  switch- 
ing the  customer  from  the  product  asked  for,  if 
it  is  handled,  and  urged  more  attention  to  win- 
dow displays  and  advertising,  illustrating  his  re- 
marks by  relating  concrete  instances  where  un- 
usual methods  resulted  in  tremendous  increases 
in  sales  volume. 


chaser's  circumstances.  ...  It  would  increase  the 
general  average  of  all  down  payments  .  .  . 
reduce  the  average  term  of  all  outstanding  notes 
and  therefore  require  less  money  to  carry  them. 
The  loss  experienced  would  be  lower.  There 
would  be  fewer  repossessions.  Less  collection 
effort  would  be  required.  There  would  be  more 
satisfied  customers,  and  sales  would  stick.  The 
dealer's  credit  line  would  be  greater  in  propor- 
tion to  his  capital,  increasing  his  turnover  and 
increasing  his  ratio  of  profit.'  " 

Mr.  Lawrence  urged  dealers   to  make  the 
terms  as  short  as  possible,  make  a  complete 
investigation,   state   your   terms   and   stick  to 
them  and  sell  the  radio  that  stays  sold. 
Who  Are  the  Best  Credit  Risks? 

"Dealers  give  various  answers  to  this  ques- 
tion. You  best  know  your  own  communities. 
All  people  whose'  money  comes  in  regularly  are 
regarded  as  better  risks  than  those  with  fluctu- 
ating incomes.  Married  people  are,  generally 
speaking,  regarded  as  safer  than  the  unmarried. 
One  authority  says  they  are  five  times  as  de- 
pendable. Single  men  and  women  are  more 
likely  to  flit  from  place  to  place,  from  job  to 
job.  Home  owners  are  classed  as  better  risks 
than  renters. 

"You  may  be  interested  in  this  rating,  based 
on  the  replies  of  400  dealers  interviewed  by  The 
Music  Trade  Review:  1.  Property  owners.  2. 
Farmers.  3.  Skilled  laborers  and  mechanics.  4. 
Small  merchants.  5..  Clerical  workers.  6.  Women 
workers.  7.  Professional  workers.  8.  Municipal 
employes.  Municipal  employes  were  rated  low- 
est, because,  as  a  rule,  they  get  small  salaries 
.and  are  inveterate  instalment  purchasers.  Pro- 
fessional workers  were  far  down  in  the  list  be- 
cause of  their  alleged  tendency  to  live  up  to 
or  beyond  their  incomes.  Farmers  as  a  class 
are  good  risks,  but  not  the  best  instalment  pros- 
pects. They  like  to  pay  cash  or  when  their  crop 
money  comes  in. 

Where  You  Have  the  Advantage 

"If  you  must  sell  radio  on  instalments  be 
sure  you  sell  a  set  that  stands  up,  upon  which 
the  price  is  certain  not  to  be  slashed.    A  defi- 


nite price  policy  saves  your  customer  as  well 
as  you  from  considerable  worry. 

Your  Financing  Plan 
"Every  merchant  knows  that  the  difference 
between  profit  and  loss  may  depend  upon  his 
ability  to  take  all  cash  discounts.  If  you  find 
it  necessary  to  sell  'on  time,'  and  have  enough 
capital  to  carry  the  paper  yourself,  or  can  get 
enough  from  your  bank  to  take  the  discounts 
and  do  all  the  business  you  want  to  do — fine! 
You  need  no  assistance.  But  a  great  many 
dealers  find  it  necessary  to  go  outside  to  turn 
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their  instalment  paper  into  immediate  working 
capital." 

R.  W.  Bennett's  Talk  Closed  Session 

The  Wednesday  session  came  to  a  close  with 
a  brief  talk  by  R.  W.  Bennett,  president  of  the 
St.  Louis  Radio  Trade  Association,  under  the 
heading,  "The  Field  of  the  Manufacturers' 
Agent,"  wherein  he  told  some  of  the  co-opera- 
tive measures  adopted  by  the  manufacturers' 
agent  to  serve  all  factors  of  the  industry. 

Important  Resolutions 

Adopted  by  Convention 

At  Thursday's  meeting  of  the  Federated  Radio 
Trades  Association  interesting  discussions  were 
held  in  open  meeting  relative  to  various  phases 
of  the  industry  and  during  the  course  of  the 
meeting  five  resolutions  were  presented  wherein 
the  Association  outlined  its  viewpoint  on  mat- 
ters of  pertinent  interest  to  the  entire  industry. 
The  resolutions  were  as  follows: 

WHEREAS  the  R.  M.  A.  is  holding  at  present 
a  pre-season  radio  trade  show  in  Chicago  with 
the  idea  in  view  of  advancing  the  trade  season 
as  well  as  stabilizing  the  industry,  and 

WHEREAS  we,  the  Federated  Radio  Trades 
Association,  look  upon  this  movement  with 
commendation  and  favor  and  with  the  desire 
that  this  early  showing  be  made  a  permanent 
feature  of  our  merchandising  year,  be  it  there- 
fore, 

RESOLVED,  that  the  R.  M.  A.  be  notified  of 
our  approval  and  support  of  their  venture  and 
at  the  same  time  serve  notice  on  them  that  no 
backward  steps  are  expected. 

That  manufacturers  hereafter  must  have  their 
lines,  new  radio  sets  and  merchandise  ready  for 
showing  to  the  distributing  trade  not  later  than 
June  of  each  year.  • 

That  manufacturers,  through  their  distributors, 
must  be  ready  to  show  these  items  to  the  retail 
trade  not  later  than  the  last  of  July  of  each  year, 
thus  giving  time  for  consolidating  the  efforts  of 
manufacturers,  distributors  and  retailers  and 
making  ready  for  the  season's  business  in  proper 
time. 

That  manufacturers,  distributors  and  retailers 
are  expected  to  combine  to  sell  the  public 
through  advertising  and  the  association  radio 
shows  held  throughout  the  country. 

(Continued  on  next  page) 
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That,  in  order  to  insure  stability  and  confi- 
dence in  the  working  out  of  these  plans,  manu- 
facturers must  agree  in  the  case  of  each  order 
taken  from  a  distributor  to  allow  full  credit  on 
return  of  goods  on  hand  in  case  said  manufac- 
turer makes  any  change  in  his  model  subsequent 
to  the  delivery  of  goods  as  shown  in  June  and  to 
provide  that  his  distributors  make  the  same  con- 
!ract  with  the  retail  trade. 

That  copies  of  this  resolution  be  sent  to  the 
R.  M.  A.,  to  the  radio  press,  other  associations 
and  to  our  members. 

WHEREAS,  Congress  at  its  last  session 
passed  a  Radio  Control  Law  which  law  met  with 
the  general  approval  of  the  public  and  the 
trade;  and 

WHEREAS,  acting  under  the  provisions  of 
this  law,  the  President  of  the  United  States  ap- 
pointed a  commission  of  five  members  from 
various  sections  of  the  country;  and 

WHEREAS,  this  commission  has  been  func- 
tioning since  its  appointment;  and 

WHEREAS,  in  our  opinion,  the  commission 
has  been  functioning  wisely,  has  cleared  the  air 
materially,  and  is  working  along  the  right  lines. 

NOW,  BE  IT  RESOLVED,  that  we,  the 
Federated  Radio  Trades  Association,  congratu- 
late the  commission  upon  the  work  which  it  has 
thus  far  done; 

BE  IT  FURTHER  RESOLVED,  that  we 
urge  the  commission  to  continue  the  work  along 
present  lines  to  the  end  that  permanent  wave 
lengths  be  definitely  established  at  the  earliest 
possible  moment;  and 

BE  IT  FURTHER  RESOLVED,  that  we  dep- 
recate the  attempt  of  a  few  radio  stations  who 
because  of  the  fact  that  they  have  been  com- 
pelled to  divide  wave  lengths  or  to  remove  to 
less  desirable  wave  lengths  threatened  to  attack 
the  legality  of  the  law. 

BE  IT  FURTHER  RESOLVED,  that  for  the 
good  of  the  public  and  the  industry  as  a  whole, 
we  strongly  urge  that  no  radio  station  make 
any  attempt  to  have  the  present  Radio  Law  de- 
clared unconstitutional;  and 

BE  IT  FURTHER  RESOLVED,  that  the 
Federated  Radio  Trades  Association  and  all  its 
constituent  groups  urge  upon  the  radio  stations 
in  their  sections  to  accept  the  rulings  of  the 
radio  commission  without  any  court  proceedings. 

BE  IT  FURTHER  RESOLVED,  that  a  copy 
of  these  resolutions  be  sent  to  the  Radio  Com- 
missioners, the  radio  broadcasters  and  the 
press. 

WHEREAS,  syndicated  stories  have  appeared 
in  the  various  newspapers  about  the  country 
from  time  to  time,  announcing  some  new  dis- 
covery or  radio  invention  that,  upon  investiga- 


Cincinnati,  O.,  June  10. — Two  hundred  and 
fifty  distributors  for  the  Crosley  Radio  Corp. 
attended  the  annual  convention  of  the  whole- 
sale representatives  held  at  the  Hotel  Gibson, 
this  city,  on  Tuesday  and  Wednesday,  June  7 
and  8.  The  feature  of  the  convention  was  the 
introduction  of  a  new  line  of  merchandise,  in- 
cluding a  six-tube  set  to  be  furnished  in  two 
types  for  battery  or  lamp  socket  operation  and 
known  as  the  "Bandbox."  Other  new  products 
introduced  included  a  Musiconc  loud  speaker, 
mounted  in  a  frame  resembling  a  tilting  table, 
called  the  "Tilt  Top  Musicone,"  and  three  new 
console  cabinets  made  by  the  Showers  Bros. 
Co.,  to  contain  Crosley  sets.  It  was  also  an- 
nounced that  the  Crosley  Super  Musicone  had 
been  reduced  in  price. 

The  outstanding  feature,  however,  was  the 
showing  of  the  new  receivers,  the  design  of 
which  was  influenced  considerably  by  the  recent 
patent  arrangements  made  by  the  Crosley  Corp. 
with  the  Radio  Corp.  of  America.  The  "Band- 
box" receiver  is  built  into  a  compact  metal  cab- 
inet with  a  crystalline  finish  and  has  a  single 
tuning  control,  together  with  power  switch  vol- 
ume control.  Both  AC  and  DC  sets  arc  mounted 
in  the  same  type  of  cabinet. 


tion,  has  been  found  to  be  fraudulent  or  un- 
practical. 

BE  IT  THEREFORE  RESOLVED  that  both 
the  newspapers  in  various  cities  throughout  the 
(  ountry  as  well  as  the  Associated  Press  offices  in 
the  various  cities,  be  requested  to  thoroughly 
confirm  any  such  new  discoveries  or  inventions 
by  referring  the  stories  to  competent  radio  en- 
gineers or  radio  editors  of  their  own  publica- 
tions before  publication. 

RESOLVED  that  the  Federated  Radio  Trade 
Association  urges  for  the  immediate  con- 
sideration of  the  Radio  Industries  Committee, 
if  and  when  formed,  the  compilation  by  an  inde- 
pendent organization  such  as  the  Harvard 
Bureau  of  Research  of  statistics  covering  all 
phases  of  the  radio  industry;  and  to  that  end 
hereby  offers  the  full  cooperation  of  all  the 
members  of  this  association  in  the  furnishing  of 
such  data  as  may  be  required  by  the  organiza- 
tion selected  to  compile  the  statistics. 

RESOLVED  that  the  Federated  Radio  Trade 
Association  urges  for  the  immediate  considera- 
tion of  the  Radio  Industries  Committee,  if  and 
when  formed,  the  problem  of  eliminating  inter- 
ference; that  the  Radio  Industries  Committee 
undertake  the  further  distribution  of  the  R.M.A. 
committee  interference  report  as  the  most 
complete  treatise  on  the  subject  now  available 
and  that  in  urging  this  action  the  R.  M.  A. 
hereby  assures  the  Radio  Industries  Committee 
of  the  fullest  cooperation  in  all  future  efforts 
which  it  may  undertake  in  dealing  with  the 
problem  of  interference. 

Friday's  Meeting  of  the  Federated  Association 

A  general  discussion  by  members  and  non- 
members  as  to  the  most  important  phases  of  the 
radio  business  was  scheduled  and  subjects 
brought  before  the  meeting  comprised  manufac- 
turing and  marketing  problems  of  keen  interest 
to  everyone  present.  The  convention  came  to 
a  close  at  the  end  of  this  meeting,  much  im- 
portant business  having  been  accomplished. 

Federated  Officers  to  Be 

Elected  on  February  15 

At  a  meeting  of  the  Board  of  Directors  of 
the  Federated  Radio  Trades  Association  in  Chi- 
cago it  was  decided  to  hold  the  annual  election 
of  officers  together  with  the  election  of  direc- 
tors at  Milwaukee,  February  15.  At  this  meet- 
ing, which  marks  the  close  of  the  Association 
fiscal  year,  a  large  attendance  of  jobbers  and 
dealers  is  expected,  for  a  general  invitation 
is  being  issued  to  members  of  the  Association 
to  attend. 


Powel  Crosley,  Jr.,  in  an  interesting  address, 
emphasized  the  fact  that  the  Crosley  Radio 
Corp.  is  driving  ahead  to  new  heights  in  manu- 
facturing achievement.  He  stressed  the  recent 
acquisition  of  the  rights  to  more  than  one  hun- 
dred basic  patents  of  the  Radio  Corp.  and  allied 
companies. 

H.  E.  Sherwin,  general  sales  manager,  outlined 
the  program  of  close  co-operation  which  tne 
Crosley  Corp.  will  follow  with  its  jobbers  and 
dealers  for  the  coming  year. 

The  annual  convention  of  Amrad  distributors 
was  held  to-day  on  the  roof  garden  of  the  Hotel 
Gibson.  Powel  Crosley,  Jr.,  was  the  principa1 
speaker.  Shortly  before  midnight  to-night  the 
Crosley  "Special,"  a  private  train  consisting  of 
eight  Pullmans  and  an  observation  car,  will 
leave  this  city,  bringing  the  Crosley  aggregation 
to  Chicago  for  the  R.  M.  A.  activities. 


Crosley  Meeting  in  Chicago 


Chicago,  III.,  June  15. — A  convention  of  au- 
thorized Crosley  radio  dealers  was  held  in  the 
told  room  of  the  Congress  Hotel  to-day.  The 
Crosley  Radio  Corp.,  taking  advantage  of  the 


large  number  of  dealers  from  all  over  the  coun- 
try who  are  attending  the  radio  trade  show 
and  convention,  took  over  the  second  floor  of 
the  hotel.  The  feature  of  the  meeting  was  an 
address  by  Powel  Crosley,  Jr.,  president  of  the 
Crosley  Radio  Corp.,  who  gave  his  impressions 
on  the  Crosley  line  for  1927-28  and  explained 
the  importance  of  the  recent  acquisition  of 
more  than  one  hundred  basic  patents  resulting 
through  an  agreement  entered  into  with  the 
Radio  Corp.  of  America.  In  addition  to  the  dis- 
play of  Crosley  products  at  the  Exhibition  Hall, 
Hotel  Stevens,  demonstrations  of  electrically 
operated  Crosley  receivers  are  being  given  in 
Suite  712,  North  American  Building. 

Harry  E.  Sherwin,  general  sales  manager  of 
the  Crosley  Radio  Corp.,  directed  the  activities 
here  and  in  Cincinnati.  He  was  assisted  by 
John  L.  Limes,  Leonard  A.  Kellogg,  John  J. 
Hope,  Jr.,  and  Henry  W.  Chadwick. 

Kellogg  Distributors  and 

Dealers  Luncheon  Guests 

Two  hundred  distributors  and  dealers  were 
the  guests  of  the  Kellogg  Switchboard  &  Supply 
Co.  at  a  luncheon  held  June  15  at  the  Blackstone 
Hotel,  during  the  R.  M.  A.  trade  show  and 
convention.  H.  C.  Abbott,  sales  manager  of 
the  radio  division,  acted  as  rfiairman  and  toast- 
master,  introducing  W.  L.  Jacoby,  president  of 
the  Kellogg  organization,  to  the  guests. 

Mr.  Jacoby  in  a  short  address  stated  that  the 
Kellogg  Co.  had  been  in  the  electrical  manu- 
facturing field  for  over  thirty  years,  an  experi- 
ence and  preparation  which  now  stood  the 
organization  in  good  stead  in  radio  manufactur- 
ing. Among  the  other  speakers  were  Fred  C. 
Oliver,  of  Boley  &  Oliver,  Kellogg  sales  rep- 
resentatives of  New  York  City;  John  Zieman, 
Standard  Radio  Co.,  Milwaukee,  Kellogg  dis- 
tributor, and  J.  S.  Shields,  general  manager  of 
Landay  Bros.,  New  York  City. 

Entertainment  after  the  luncheon  was  fur- 
nished by  Dr.  Harlan  Tarbell,  a  magician  and 
sieight-of-hand  performer.  Each  guest  was  pre- 
sented with  a  handsomely  engraved  paper  knife 
as  a  souvenir  of  the  luncheon. 

A  Sure-Fire  Method  of 

Increasing  Record  Sales 

Pushing  the  records  of  an  artist  through  his 
appearance  at  a  store  has  always  been  a  "sure- 
fire method"  of  increasing  record  sales  and 
Max  Tittel,  proprietor  of  the  Morris  Music 
Shop,  New  York,  will  subscribe  to  this  state- 
ment. On  Wednesday,  May  11,  Perry  Brad- 
ford and  His  Band,  Okeh  artists,  made  a  per- 
sonal appearance  at  the  Morris  store,  and  played 
a  number  of  the  selections  which  they  had  re- 
corded for  the  Okeh  catalog,  featuring  their 
latest  release,  "Lucy  Long."  For  some  days 
previous  placards  had  announced  the  event  and 
a  novel  window  display  consisting  of  a  minia- 
ture barrel  out  of  which  dice  came  tumbling 
had  attracted  attention.  Crowds  gathered  and 
naturally  read  the  posters  in  the  window  which 
announced  the  coming  concert.  On  the  night 
of  the  concert  and  for  some  days  following  sales 
of  Bradford  records  continued  strong,  totaling 
more  than  2,000  records. 


Oscar  F.  Mehorney  Is  Dead 

Oscar  F.  Mehorney,  president  of  Western 
Radio,  Inc.,  Kansas  City,  Mo.,  Atwater  Kent 
distributor,  died  recently  from  hemorrhage  of 
the  brain.  Mr.  Mehorney  was  well  known  in 
talking  machine  circles  as  a  member  of  the  firm 
of  Stout,  Mehorney  &  Smith,  and  also  as  the 
manufacturer  of  the  Strand  phonograph. 


The  Cline  Music  Co.,  of  Staunton,  Va„  has 
opened  a  branch  store  at  Lexington,  Va.  A 
complete  line  of  Brunswick  Prismatones  and 
Victor  Orthophonic  models  are  carried.  Charle- 
O.  Taylor  is  manager  of  the  new  branch. 


Crosley  Distributors  and  Dealers  in 

Cincinnati  and  Chicago  Meetings 
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Apex  Elec.  Mfg.  Co.  Convention,  Held 

in  Chicago,  Marked  by  Enthusiasm 


The  sales  convention  of  the  Apex  Electric 
Mfg.  Co.,  held  in  Chicago,  June  9,  10,  and  11 
under  the  direction  of  Carl  D.  Boyd,  vice-presi- 
dent and  general  sales  manager  of  the  company, 
was  an  outstanding  success,  for  the  convention 
program  provided  interesting  and  informative 
data  for  the  Apex  representatives.  The  meet- 
ings were  held  at  the  Shorelands  Hotel,  one 
of  Chicago's  newest  and  finest  hostelries,  and 
the  members  of  the  sales  organization  at  the 
close  of  the  three  days'  meeting  were  keenly 
enthusiastic  and  thoroughly  sold  on  the  out- 
standing merits  of  the  Apex  line. 

The  meeting  opened  on  June  9,  with  M.  W. 
Mitchell,  assistant  sales  manager  of  the  com- 
pany, as  chief  announcer,  who  introduced  O 
G.  Nilson,  president,  and  J.  F.  Prince,  secre- 
tary, of  the  Apex  Electric  Mfg.  Co.,  who  gave 
a  cordial  address  of  welcome  to  the  Apex  sales 
representatives.  The  meeting  was  then  turned 
over  to  Mr.  Boyd,  who  presided  as  chairman 
during  the  three  days,  and  whose  exceptional 
experience  as  an  executive  in  the  radio  and 
electric  industries  served  to  make  the  Apex 
meeting  noteworthy  for  the  practical  character 
of  the  program. 

Mr.  Boyd's  address  on  Thursday  morning  was 
entitled  "The  Year  Ahead,"  wherein  he  briefly 
outlined  the  Apex  plans  for  the  coming  season, 
calling  attention  to  the  distinctive  characteris- 
tics of  the  Apex  sets  for  the  new  year  and 
the  manufacturing  and  merchandising  program 
which  had  been  completed  in  behalf  of  Apex 
products.  S.  Bronski,  auditor  of  the  company, 
gave  an  interesting  talk  on  "Figures,"  and  on 
Thursday  afternoon  the  speakers  were  Ross 
dimming,  representing  the  publication,  "Job- 
bers' Salesmen,"  and  whose  subject  was  "The 
Electric  Jobber  in  the  Radio  Field";  Lee 
Robinson,  business  manager  of  The  Talking 
Machine  World,  with  the  subject,  "The  Part 
the  Music  Trade  Plays  in  the  Radio  Field"; 
Henry  Schaeffer,  of  the  Apex  organization, 
with  the  subject,  "The  Apex  'B'  Eliminator"; 
Arthur  T.  Haugh,  vice-president  of  the  United 
Radio  Corp.,  Rochester,  N.  Y.,  "Why  the  Cone 
Speaker  Is  the  Ideal  Running  Mate  for  Apex 
Receivers";  W.  A.  Brannon,  research  engineer, 
French  Battery  Co.,  on  "B  Batteries."  On 
Friday,  E.  K.  Oxner,  Apex  engineer,  outlined 
some  of  the  constructional  and  mechanical  fea- 
tures of  the  Apex  line,  and  other  speakers  on 
Friday's  program  were  H.  M.  Dine,  president 
of  the  Dine-De  Wee  Co.,  Canton,  O.,  Apex 
jobber;  William  Bender,  Jr.,  of  the  Howard 
Cranfill  Co.,  South  Bend,  Ind.,  Apex  jobber; 
Howard  L.  Bodamer,  of  the  Apex  engineering 
staff;  Roger  Wise,  of  the  engineering  staff  of 
E.  T.  Cunningham,  Inc.;  Lester  Jones,  well- 
known  engineer  of  the  Technidyne  Corp.; 
Harold  J.  Wrape,  president  of  the  Federated 
Radio  Trades  Association,  and  Bob  Walker, 
of  Bailey,  Walker  &  Tuttle,  Inc.,  advertising 
agency,  sponsoring  the  Apex  advertising  cam- 
paign. 

On  Friday  evening  a  banquet  for  the  Apex 
sales  representatives  was  held  at  the  Chicago 
Athletic  Club  and  at  this  gathering  the  mem- 
bers of  the  Apex  sales  staff  were  shown  for 
the  first  time  the  Apex  line  for  the  coming 
year.  The  introduction  of  the  models  was 
received  with  tremendous  enthusiasm  and  the 
attractive  cabinet  design,  as  well  as  the  con- 
structional features  of  the  chassis,  were  given 
a  hearty  endorsement  by  everyone  present. 
The  featured  speaker  at  this  banquet  was  Roy 
R.  Bailey,  president  of  Bailey,  Walker  &  Tuttle, 
Inc.,  and  one  of  the  leaders  in  the  advertising 
world.  Mr.  Bailey  talked  on  "Visibility,"  and 
the  message  he  gave  to  the  Apex  sales  staff  was 
one  of  unusual  interest  and  of  real  help  to  the 
men  on  the  "firing-line."  Arthur  T.  Haugh, 
president  of  the  Radio  Manufacturers  Associa- 
tion, vice-president  of  the  United  Radio  Corp., 
delighted  the  audience  with  some  of  his  inimi- 
table stories  and  then,  in  a  more  serious  vein, 


showed  just  how  radio  manufacturers  such  as 
Apex  were  doing  everything  possible  to  give 
jobbers  and  dealers  a  product  and  a  service  be- 
yond the  slightest  criticism.  Wm.  Thommen, 
president  of  the  Plymouth  Phonograph  &  Radio 
Co.,  Plymouth,  Wis.,  designer  and  producer  of 
the  Apex  cabinets  and  connected  with  the  fur- 
niture industry  for  many  years,  told  the  Apex 
representatives  something  of  the  care  and  con- 
sideration which  had  been  spent  upon  every  de- 
tail of  the  new  Apex  products  for  the  coming 
year. 

H.  E.  Bristol,  advertising  and  sales  promo- 
tion manager  of  the  Apex  Electric  Mfg.  Co., 
gave  the  representatives  a  very  interesting  talk 
on  what  the  jobber  and  dealer  expects  from  the 
manufacturer  and  what,  in  turn,  he  has  prepared 
to  give  the  representatives.  The  meeting  came 
to  a  close  with  a  very  important  and  excellent 
talk  on  the  advertising  program  for  the  coming 
year  by  Bob  Tuttle,  of  Bailey,  Walker  &  Tuttle, 
Inc.,  and  a  recognized  authority  in  the  adver- 
tising world. 


A  complete  line  of  Ortho-sonic  receivers, 
comprising  twenty  models,  of  five,  six  and  seven 
tubes,  operating  from  either  direct  current  or 
the  alternating  current  of  the  light  socket,  was 
greeted  with  enthusiasm  at  the  convention  of 
wholesale  distributors  and  sales  representatives 
of  the  Federal  Radio  Corp,  held  at  the  Hotel 
Statler,  Buffalo,  N.  Y.,  on  Wednesday,  Thurs- 
day and  Friday,  June  8,  9  and  10.  The  Federal 
Ortho-sonic  line  for  1927-1928,  which  comprises 
both  table  and  art  console  models,  is  designed 
to  meet  the  needs  and  requirements  of  every 
type  of  customer,  with  a  price  range  of  $100  to 
$1,100. 

A  new  art  model  console  speaker,  listing  at 
$125,  power  operated,  also  received  favorable 
comment  from  those  present  at  the  convention. 
A  power-tube  coupler  designed  for  use  between 
the  set  and  speaker,  thus  preventing  damage 
to  the  speaker  from  high-current  voltages  as 
well  as  improving  the  tone  quality,  is  another 
addition  to  the  Federal  line  of  radio  products. 

The  convention  was  devoted  to  an  exposition 
of  Ortho-sonic  products  and  detailed  discus- 
sion of  wholesale  and  retail  merchandising 
problems.  Kenneth  E.  Reed,  sales  manager 
of  the  Federal  Radio  Corp.,  presided  at  all 
sessions. 

In  his  address  of  welcome  Lester  E.  Noble, 
president,  predicted  a  satisfactory  increase  in 
radio  business  in  both  the  domestic  and  foreign 
markets  in  1927  and  1928.  He  pointed  out  that 
the  basic  principles  of  radio  embodied  in  Ortho- 
sonic  receivers  have  proven  so  satisfactory  in 
performance  that  Federal  engineers  had  found 
it  necessary  to  make  only  a  few  minor  changes 
in  the  product,  but  that  the  line  had  been 
broadened  to  permit  of  light-socket  operation 
if  desired,  and  all  cabinets  and  consoles  had 
been  improved  from  a  standpoint  of  beauty  and 
attractiveness.  Mr.  Noble  stated  that  all  prob- 
lems of  factory  production  had  been  satisfac- 
torily solved,  and  he  assured  the  assembled 
wholesalers  that  the  Federal  facilities  are  now 
at  a  point  where  it  was  possible  to  promise 
prompt  shipment  of  all  orders  throughout  the 
year,  with  the  closest  possible  co-operation  from 
the  entire  Federal  organization. 

Various  executives  were  introduced,  each  giv- 
ing a  short  talk  on  the  function  and  operation 
of  his  department  and  the  way  in  which  it 
dovetailed  with  other  departments  of  the  com- 
pany. 

Of  particular  interest  was  the  address  of  L. 
C.  F.  Horle,  chief  engineer,  who  explained  in 
detail  the  design  and  operation  of  Ortho-sonic 


The  new  Apex  line  for  the  coming  year  com- 
prises six  handsome  models,  including  a  six-tube 
table  model,  the  "Lyric,"  $75;  seven-tube  table 
model,  the  "Milan,"  $105 ;  seven-tube  console  low- 
boy with  built-in  loud  speaker,  the  "Minstrel," 
$225;  nine-tube  table  model,  the  "Corsair,"  $225; 
nine-tube  high-'boy  console  with  built-in 
loud  speaker,  the  "Troubador,"  $295;  and  nine- 
tube  deluxe  console  with  built-in  loud  speaker, 
the  "Diplomat,"  $400.  All  of  the  nine-tube  sets 
are  loop-operated  and  all  of  the  receivers  but  the 
table  models  have  a  built-in  cone  speaker.  The 
complete  Apex  radio  receiver  line  for  the  com- 
ing year,  with  the  exception  of  the  "Lyric"  uses 
the  Technidyne  circuit,  invented  and  designed  by 
Lester  Jones.  The  Apex  line  for  the  coming 
year  also  includes  the  Apex  "B"  power  unit  list- 
ing at  $37.50. 

The  sales  representative  in  attendance  at  the 
convention  were  the  following:  W.  Royce  Beam- 
ish, Minneapolis,  Minn.;  Graham  O.  Davis,  Buf- 
falo, N.  Y.;  Walter  H.  Dyer,  St.  Louis,  Mo.; 
J.  B.  Hess,  Hinsdale,  111.;  Charles  H.  Hofman, 
Kansas  City,  Mo.;  Harry  Merrithew,  Dallas, 
Tex.;  Robert  G.  McFarland,  Philadelphia,  Pa.; 
R.  R.  Nichols,  Chicago,  III;  Charles  I.  Peter- 
son, Meriden,  Conn.;  S.  N.  Spector,  San  Fran- 
cisco, Cal. 


products,  particularly  the  new  Federal  power- 
pack  unit,  which  operates  direct  from  house  cur- 
rent through  the  light-socket,  with  no  A,  B  or 
C  batteries. 

A.  C.  Stearns,  advertising  manager,  held  the 
interest  of  the  distributors  present  in  his  ad- 
dress, outlining  the  exhaustive  advertising  and 
sales  promotional  plans  of  the  Federal  company 
for  1927  and  1928.  Single  pages  and  double- 
page  spreads  will  be  used  in  a  list  of  national 
magazines  selected  with  a  view  to  reaching  the 
greatest  possible  number  of  consumers.  The 
estimated  circulation  of  these  publications  was 
placed  at  between  four  and  five  million  readers. 
A  unique  feature  of  Federal's  advertising  cam- 
paign will  be  a  co-operative  publicity  tie-up 
with  dealers,  and  under  this  plan  the  dealers 
will  pay  60  per  cent  and  Federal  will  pay  40 
per  cent  of  the  cost  of  a  series  of  newspaper 
advertisements  in  all  the  principal  trading  cen- 
ters throughout  the  country.  In  this  way,  the 
dealer  will  be  able  to  tie-in  locally  with  the 
national  advertising  running  in  magazines.  Mr. 
Stearns  stated  that  the  Federal  Co.  would  in- 
crease its  advertising  appropriation  during  the 
forthcoming  year  by  33  1-3  per  cent  over  the 
previous  appropriation.  A  vast  amount  of 
dealer-help  literature,  window  and  counter  dis- 
plays, motion  picture  slides  and  electric  signs 
were  in  process  of  preparation,  according  to 
Mr.  Stearns,  who  said  this  material  will  be  of 
great  assistance  to  Ortho-sonic  dealers  in  car- 
rying the  Federal  message  to  the  consumer. 

At  the  close  of  the  convention  it  was  an- 
nounced that  arrangements  had  been  made  to 
install  an  art  console  Ortho-sonic  in  the  Sum- 
mer home  of  President  Coolidge  in  South  Da- 
kota. 

A  delightful  program  of  entertainment  was 
arranged  by  Federal  executives  throughout  the 
convention  for  the  visiting  wholesalers  and 
sales  representatives  and  their  ladies.  On 
Wednesday  the  entire  convention  was  taken  to 
Niagara  Falls,  Ontario,  by  automobile,  and  after 
dinner  the  visitors  enjoyed  the  world-famous 
spectacle  of  the  color  illumination  of  the  Falls 
by  powerful  searchlights,  said  to  be  of  one  bil- 
lion candle-power.  On  Thursday  the  ladies  were 
transported  to  the  Roycroft  Inn  and  workshop 
at  East  Aurora,  N.  Y.,  and  in  the  evening  every- 
one was  entertained  at  a  dinner  in  the  Terrace 
Room  of  the  Hotel  Statler,  followed  by  danc- 
ing. On  Friday  the  visitors  were  guests  at  the 
Transit  Valley  Country  Club,  where  a  golf 
tournament  with  prizes  was  the  feature  of  the 
day. 


Complete  Line  of  Ortho-  Sonic  Receivers 
Presented  at  Federal  Radio  Corp.  Conclave 
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Sonora  Jobbers  Gather  in  Chicago  for 

the  Annual  Meeting  of  Distributors 


The  annual  meeting  of  the  distributors  of  the 
Sonora  Phonograph  Co.,  Inc.,  was  held  on  June 
10  at  the  Blackstone  Hotel,  Chicago,  and  was 
attended  by  Sonora  jobbers  throughout  the 
country.  As  usual  a  very  interesting  and  timely 
program  had  been  prepared  for  the  jobbers  and 
the  day's  activities  were  accorded  keen  interest 
by  everyone  present. 

A  feature  of  the  Sonora  distributors'  meeting 
was  the  introduction  of  the  new  Sonora  radio 
receiver  line  for  1927-1928.  This  line  will  com- 
prise three  6-tube  models  and  one  7-tube  model, 
the  6-tube  sets  being  a  table  model  listing  at 
$99.50;  console  with  loud  speaker,  listing  at 
$175;  De  Luxe,  highboy  with  speaker,  listing  at 
$275.  The  7-tube  model  is  a  beautiful  de  luxe 
cabinet  with  speaker  and  loop  listing  at  $395. 
These  model?  were  received  with  great  en- 
thusiasm by  the  Sonora  distributors,  all  of  whom 
were  delighted  with  the  cabinet  designs  as  well 
as  the  constructional  features  of  the  product. 

It  is  expected  that  a  little  later  in  the  season 
details  will  be  available  regarding  electric  equip- 
ment, and  the  console  models  will  all  be  equip- 
ped with  relay  switches  for  handling  different 
kinds  of  radio  equipment  which  may  be  desired 
by  the  purchaser.  The  sets  were  demonstrated 
for  the  distributors  and  splendid  results  were 
obtained  during  the  course  of  the  demonstration. 

There  were  also  exhibited  and  demonstrated  to 
the  Sonora  distributors  the  new  Sonora  cone 
speakers. 

Sonora  radio  receivers  are  now  being  manu- 
factured and  merchandised  under  an  R.  C.  A. 
licensing  agreement. 

The  Sonora  phonograph  line  for  the  coming 


One  hundred  and  forty  guests,  representing 
sixty-five  distributing  organizations,  were  pres- 
ent at  the  annual  Sparton  radio  distributors  con- 
vention, held  at  the  Sparks-Withington  Co.  fac- 
tories, Jackson,  Mich.,  on  June  9  and  10.  The 
most  important  feature  of  the  two-day  gather- 
ing was  the  first  showing  of  the  new  Sparton 
radio  receivers  on  June  9. 

The  convention  centered  about  the  Hotel 
Hayes,  official  headquarters,  and  the  Sparks- 
Withington  Co.  automobile  horn  and  radio 
plant-.  On  Thursday,  June  9,  practically  all  of 
the  guests  arrived,  and  after  a  luncheon  at  the 
hotel  were  guided  through  the  Sparton  horn 
plant.  The  climax  of  the  convention  was 
reached  at  the  dinner  and  entertainment  that 
evening  at  the  Jackson  Country  Club,  which  pre- 
ceded the  presentation  of  the  new  Sparton  re- 
ceivers. Captain  William  Sparks,  acting  as 
chairman  and  toastmaster  at  the  dinner,  intro- 
duced Major  P.  H.  Withington,  who  welcomed 
the  distributors  in  the  name  of  the  company. 
Major  Withington  was  followed  by  W.  S. 
French,  of  Brooke,  Smith  &  French,  Inc.,  De- 
troit, advertising  counsel  to  the  Sparks-With- 
ington Co.,  who  stated  that  the  Sparton  or- 
ganization had  produced  a  radio  product  for  a 
market  which  lends  itself  to  intensive  selling. 
He  congratulated  the  Sparks-Withington  Co. 
on  the  progress  it  had  made  since  its  entrance 
into  the  radio  field  one  year  ago,  pointing  out 
that  the  organization  had  deliberately  planned 
to  be  a  leader  in  the  radio  field.  He  advocated 
the  selling  of  radio  as  a  means  of  entertain- 
ment and  not  as  an  electrical  apparatus.  Other 
speakers  who  addressed  the  gathering  were:  I.. 
C.  Wiswell,  president  of  the  Wiswell  Radio  Co., 
Sparton  distributor  in  Chicago;  Earl  Poling, 
of  Windsor,  Poling,  Inc.,  music-radio  dealer  of 
Akron,  O. ;  Harry  Michels,  of  the  Michels  Radio 
Co.,  Muncie,  Ind. ;  Lee  Whistler,  of  the  Herring- 
Whistler  Co.,  Des  Moines,  la. 

Entertainment  throughout  the  dinner  and  the 
meeting  was  furnished  by  artists  from  broad- 


season  comprises  the  Tonalic  line  of  phono- 
graphs recently  perfected  in  the  Sonora  factor}', 
comprising  the  "Prelude,"  consolette  listing  at 
$95  and  four  consoles,  the  "Concert"  at  $125,  the 
"Minuet,"  $165,  "Intermezzo,"  $250,  and  the 
"Philharmonic,  $215,  and  three  models  of  Sonora 
portables  listing  at  $25,  $35  an  $50. 

The  program  during  the  convention  proceed- 
ings opened  with  a  splendid  and  thoroughly 
comprehensive  address  by  S.  O.  Martin,  presi- 
dent of  the  Sonora  Phonograph  Co.,  Inc.,  and 
widely  known  in  commercial  and  financial  cir- 
cles. Mr.  Martin  welcomed  the  distributors  to 
the  meeting,  outlining  the  plans  for  the  coming 
year  and  giving  full  details  as  to  the  various 
activities  recently  announced  by  the  company. 

The  afternoon  was  given  over  to  the  mer- 
chandising presentation,  with  practical  discus- 
sions by  Joseph  Wolff,  vice-president  in  charge 
of  manufacturing;  Charles  Henry,  radio  sales 
engineer,  and  W.  A.  Thomas,  of  the  radio  sales 
engineering  division.  F.  V.  Goodman,  sales 
manager  of  the  company,  and  one  of  the  most 
popular  executives  in  the  phonograph  industry, 
gave  the  distributors  a  complete  outline  of 
Sonora  merchandising  plans,  and  in  the  course 
of  the  afternoon  F.  W.  Schnirring,  advertising 
manager  of  the  company,  told  the  distributors 
just  what  was  being  planned  for  the  company 
advertising  campaign  for  the  coming  year. 

The  distributors  were  entertained  at  dinner 
Friday  evening  with  a  theatre  party  following. 
In  addition  to  the  distributors,  there  were  also 
represented  at  this  gathering  the  district  sales 
managers  of  the  company,  who  are  in  touch  with 
jobbers  and  dealers  throughout  the  year. 


casting  station,  WCX,  Detroit;  Mrs.  Leslie  C. 
Wiswell,  soloist;  Francis  J.  Cook,  an  impersona- 
tor, who  is  a  regular  feature  at  each  Sparton 
party,  and  Miss  Genevieve  Dunn-Smith,  soloist. 

The  presentation  of  the  new  Sparton  receivers 
was  made  by  Captain  Sparks,  who  described 
each  receiver  as  it  was  separately  shown  to  the 
distributors.  The  showing  of  the  feature  model, 
a  seven-tube  A-C  console,  employing  two-power 
tubes  and  listing  for  $375  complete,  was  the 
signal  for  a  burst  of  applause  as  the  set  was 
tuned  in.  Other  models  in  the  new  Sparton 
line  are  as  follows:  Number  615,  a  six-tube,  one- 
dial,  battery-operated  table-type  receiver,  $68; 
number  626,  a  six-tube,  one-dial,  battery-oper- 
ated consolette,  $88;  number  626,  A-C,  a 
six-tube,  A-C  receiver,  $215;  number  615, 
A-C,  a  six-tube,  one-dial  table-type  A-C 
receiver,  $188;  a  consolette  $35,  and  a  con- 
solette equipped  with  a  built-in  speaker,  $55.  All 
of  the  new  Sparton  receivers  are  operated  by 
single  control  and  are  six-tube  receivers,  with 
the  exception  of  the  large  seven-tube  A-C  con- 
sole mentioned  above.  Immediately  after  the 
presentation  of  the  receivers,  the  distributors  in- 
spected them  and  were  given  information  re- 
garding the  technical  details  of  the  receivers  by 
the  Sparton  engineering  staff. 

The  Friday  program  opened  with  a  break- 
fast at  eight  o'clock  in  a  special  dining  room  of 
the  Hotel  Hayes,  immediately  after  which  the 
distributors  were  conducted  through  the  Spar- 
ton radio  and  cabinet  factories.  At  noon  a  meet- 
ing was  held  in  the  ballroom  of  the  Hotel  at 
which  was  discussed  the  Sparton  radio  advertis- 
ing and  merchandising  plans  for  the  coming 
year.  Among  the  important  sales  promotional 
helps  which  were  presented  to  the  distributors 
was  a  most  effective  window  display  program 
for  the  dealer.  A  sequence  of  window  display 
equipment,  comprising  four  different  sets,  will 
be  furnished  free  to  Sparton  dealers  and  they 
will  be  allowed  to  keep  the  window  displays 
permanently.  A  de  luxe  window  trim,  mechani- 


cally operated,  will  also  be  furnished  to  the 
dealer  at  half  of  its  actual  cost. 

The  Sparks-Withington  Co.  radio  advertising 
campaign  includes  full-page  space  in  the  Sat- 
urday Evening  Post  throughout  the  year,  the 
first  advertisement  having  appeared  on  June  9, 
the  opening  day  of  the  Sparton  distributor  con- 
vention. Other  national  magazines  will  also 
carry  the  Sparton  radio  message  to  millions  of 
consumers.  A  liberal  newspaper  policy  will  be 
placed  in  effect  with  Sparton  advertising  appear- 
ing in  newspapers  in  every  distributing  center. 
The  name  of  every  dealer  in  the  territory  affected 
by  the  circulation  of  the  newspapers  will  have 
his  firm  name  and  address  listed  in  the  adver- 
tisements without  charge.  Another  division  of 
the  dealer-newspaper  campaign  will  be  an  equal 
sharing  of  the  advertising  cost  with  any  and  all 
dealers  by  the  Sparks-Withington  Co.  as  long 
as  the  dealer  wishes  to  continue  such  a  cam- 
paign. The  company  will  furnish  mats,  copy  and 
other  material  for  this  advertising. 

A  complete  Sparton  radio  portfolio  was  also 
presented  to  the  distributors,  the  plan  being  to 
standardize  the  selling  arguments  of  the  manu- 
facturer's sales  force,  distributor's  salesmen  and 
dealer's  salesmen.  The  portfolio  is  so  arranged, 
written  and  illustrated  as  to  allow  its  use  by  all 
three  types  of  salesmen,  and  it  will  be  excep- 
tionally valuable  to  the  dealer  and  those  sales- 
men who  attempt  to  sell  radio  in  the  home 
through  canvassing  and  outside  selling. 

After  a  luncheon  at  the  Hotel  Hayes,  the  dis- 
tributors divided  into  two  groups,  one  being 
composed  of  golfers,  and  the  others  enjoying  a 
ride  through  the  Irish  Hills,  a  scenic  spot  near 
Jackson.  Dinner  was  served  at  the  Jackson 
Country  Club  in  the  evening,  immediately  after 
which  a  special  train  carrying  the  distributors 
left  for  Chicago  and  the  R.  M.  A.  Trade  Show 
and  Convention. 

Cunningham  Distributors 

Stage  Chicago  Meeting 

The  first  annual  distributors'  convention  held 
by  E.  T.  Cunningham,  Inc.,  New  York  City, 
was  held  at  the  Palmer  House,  Chicago,  June  11, 
two  days  before  the  R.M.A.  Trade  Show  and 
Convention.  The  gathering  of  Cunningham  dis- 
tributors from  all  sections  of  the  country  was 
climaxed  by  a  banquet  in  the  evening  in  the 
Red  Lacquer  room  of  the  Palmer  House,  which 
was  attended  by  300  guests. 

Herbert  H.  Frost,  vice-president  and  general 
sales  manager  of  E.  T.  Cunningham,  Inc.,  who 
acted  as  toastmaster,  prefaced  the  evening's  en- 
tertainment with  the  announcement  that  Rus- 
sell King,  formerly  Chicago  district  manager 
of  the  Cunningham  organization,  had  been  pro- 
moted to  the  position  of  general  sales  manager 
with  headquarters  in  New  York  City.  Each 
guest  at  the  speakers'  table  was  then  called  upon 
for  a  short  humorous  talk,  after  which  former 
Congressman  Landis,  a  humorous  after-dinner 
speaker,  addressed  the  guests  on  the  benefits 
of  radio  which,  he  stated,  "makes  the  world  a 
neighborhood." 

The  guest  of  honor  and  speaker,  Hon.  Orestes 
H.  Caldwell,  a  member  of  the  Federal  Radio 
Commission,  told  his  listeners  that  the  chaos 
in  the  air  in  the  past  would  soon  be  remedied 
with  the  Radio  Law  of  1927  and  the  rearrange- 
ment of  station  wave  lengths  which  would  take 
place  on  Tune  15.  He  predicted  that  the  Federal 
Radio  Commission,  after  a  two-month  test  of 
new  wave  length  allocations,  would  probablv 
issue  only  60  and  90  day  licenses  throughout  the 
Winter  in  order  that  the  new  plan  may  be 
thoroughly  tested.  Mr.  Caldwell  stated  that  at 
the  present  rate  of  one  and  three-quarter  mil- 
lion sets  sold  each  year,  it  would  take  fourteen 
years  to  equip  every  American  home  with  radio 
apparatus.  He  urged  the  sale  of  the  better  type 
of  receivers,  advancing  the  argument  that  the 
public  is  now  using  1923  model  receivers  in- 
stead of  modern  sets  to  receive  present-day 
broadcast  programs,  emphasizing  that  there  is  a 
large  field  awaiting  exploitation  by  aggressive 
retail  dealers. 


Sparks-Withington  Plant  in  Jackson, 

Mich.,  Scene  of  Successful  Convention 
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M.  Steinert  &  Sons  Co.  Store  Managers 
and  Salesmen  Attend  Annual  Convention 

Approx'mately  Sixty  Representatives  of  Sixteen   Steinert   Stores   Attend   Meetings  in  Steinert 
Hall  and  Hear  Interesting  Talks  by  Manufacturers'  Representatives 


Boston,  Mass.,  June  6. — Steinert  Hall,  in  the 
building  owned  and  occupied  by  M.  Steinert 
&  Sons  Co.,  was  the  scene  of  that  company's 
convention  of  store  managers  and  the  execu- 
tives and  sales  staff  late  in  May.  Close  to  sixty 
representatives  from  the  sixteen  stores  that  dot 
New  England  were  in  attendance  at  the  con- 
vention that  shed  much  light  on  the  present 
business  situation  in  New  England,  especially 
the  situation  from  the  music  trade  standpoint. 
Announces  Sales  Competition 

Alexander  Steinert,  general  manager  and 
treasurer  of  the  company,  opened  the  conven- 
tion. The  most  important  part  of  Mr. 
Steinert's  speech  was  the  announcement  of  a 
contest  between  the  Steinert  stores  in  New 
England,  said  contest  to  close  on  December 
31  of  the  present  year.  A  silver  loving  cup 
will  be  given  to  the  store  that  shows  the 
greatest  percentage  of  net  profit  in  that  time. 
The  cup  idea  will  be  an  annual  affair,  and 
when  won  by  any  store  for  three  consecutive 
years  it  will  become  the  permanent  possession 
of  that  store.  Even  in  the  case  of  the  cup 
becoming  the  permanent  possession  of  one 
store,  Mr.  Steinert  added  that  another  cup 
would  be  put  up  for  a  new  contest. 

Acting  as  chairman  of  the  meeting  on 
Thursday,  Robert  S.  Steinert  first  introduced 
Frederick  Vietor,  of  Steinway  &  Sons,  New 
York,  who  took  for  his  topic  the  manufacturing 
process  necessary  in  the  production  of  the 
world-famed  Steinway  instrument.  The  next 
speaker  was  Leon  Lang,  manager  of  the  Oak- 
land, Cal.,  branch  of  Sherman,  Clay  &  Co. 


Richmond,  Va.,  June  7. — Levy-Page  Co.,  of 
Norfolk,  Victor  dealer,  who  was  burned  out 
several  months  ago,  held  the  formal  opening 
last  week  of  its  remodeled  store  at  the  same 
site.  Although  it  has  the  same  floor  space,  the 
new  store  is  much  more  commodiously  ar- 
ranged than  the  old  one.  It  was  estimated  that 
upward  of  10,000  people  visited  the  store  during 
the  day.  Many  beautiful  floral  designs  were 
sent  by  Norfolk  merchants  with  good  wishes. 
Max  Levy,  general  manager,  expressed  himself 
as  highly  pleased  at  the  reception  given  the 
firm  in  its  new  quarters.  Miss  Florence  Biscoe, 
of  the  educational  department  of  the  Corley  Co., 
Richmond,  was  present  at  the  opening  as  rep- 
resentative of  that  firm.  Fred  R.  Kessnich, 
wholesale  manager  of  the  Corley  Co.,  was  un- 
able to  be  present,  but  he  found  time  to  call 
a  few  days  later  and  extend  his  best  wishes. 

Mr.  Kessnich  says  that  he  has  no  complaint 
to  make  of  the  business  being  done  by  his  de- 
partment, May  business  exceeding  that  of  the 
same  month  of  last  year  by  a  considerable  mar- 
gin. 

John  W.  Graves,  Jr.,  proprietor  of  the  two 
stores  in  Danville  and  one  in  Martinville,  Va., 
handling  the  Victor  line,  visited  Richmond  this 
week  for  the  purpose  of  placing  additional 
orders  with  the  Corley  Co. 

Clarence  E.  Tincher,  formerly  a  branch  man- 
ager for  the  Rudolph  Wurlitzer  chain  in  Chi- 
cago, is  the  new  manager  of  the  Charles  M. 
Slieff  music  store  here,  which  recently  took  on 
the  Brunswick  line  of  phonographs  and  records. 
Arthur  E.  Dikeman,  formerly  with  the  Wur- 
litzer chain  in  Buffalo,  is  also  a  new  addition 
to  the  Stieff  store,  as  is  Louis  Gruner,  formerly 
manager  of  the  phonograph  department  of  the 
Biggs  Music  Co.,  of  this  city,  which  handles 


At  the  afternoon  session,  following  luncheon 
served  at  the  new  Eks  Hotel,  two  authorities 
on  the  reproduction  side  of  the  piano  industry 
analyzed  and  placed  their  conclusions  and  de- 
ductions before  the  attentive  delegates — C.  B. 
Amorous,  sales  director  of  the  Aeolian  Co.,  and 
his  co-worker,  F.  E.  Edgar.  Dinner  was  en- 
joyed at  the  University  Club,  and  in  the  eve- 
ning the  entire  party  was  present  at  one  of 
the  musical  comedies  here. 

Discuss  Trade  Situation 

Friday  morning  the  talking  machine  and  radio 
situations  came  in  for  much  enlightenment  at 
the  hands  of  Messrs.  Hopkins  and  Hutchins, 
of  the  Victor  Co.  and  Kolster  Corp.,  respec- 
tively. Mr.  Hopkins  was  most  enthusiastic 
about  the  talking  machine  business  outlook  for 
the  rest  of  the  year,  and  Mr.  Hutchins  told  just 
what  could  be  expected  of  radio  for  the  re- 
mainder of  the  season.  Both  talks  were  in- 
structive and  invigorating. 

The  final  meetings  of  the  day  were  more  of 
a  closer  nature,  departmental  problems  being 
the  main  items  of  discussion.  These  depart- 
mental talks  were  sponsored  by  Jerome  F. 
Murphy,  Arthur  C.  O'Leary  and  E.  P.  Jenks. 
The  convention  was  most  successful  from  every 
point.  The  speeches  and  talks  were  ably 
handled  and  the  information  given  was  such 
that  it  can  be  of  use  to  each  store  manager. 
The  social  side  of  the  gathering  showed  that 
there  is  much  spirit  for  good-will  in  the  Steinert 
organization,  the  largest  and  one  of  the  most 
successful  of  its  kind  throughout  the  entire  New 
England  States  territory. 


the  Columbia  line.  Joseph  H.  Steinbrecher,  Jr., 
continues  as  manager  of  the  phonograph  depart- 
ment of  the  Stieff  store.  Miss  Grace  Page,  for- 
merly with  another  firm,  is  in  charge  of  records. 

Hal  Kemp  and  His  Orchestra  from  the  Uni- 
versity of  North  Carolina  gave  a  concert  in  the 


Stieff  store  May  2,  featuring  "Brown  Sugar," 
one  of  their  Brunswick  records. 

Goldberg  Bros.,  distributors  of  Lyric  and  Ar- 
tone  lines,  announce  the  addition  of  W.  G. 
Lowry  to  their  sales  staff.  Mr.  Lowry  will 
travel  Kentucky  and  parts  of  West  Virginia 
and  Tennessee. 

James  Y.  Branch,  Inc.,  operating  a  retail 
hardware  and  sporting  goods  store  in  Peters- 
burg, and  handling  several  lines  of  talking  ma- 
chines, went  into  bankruptcy  recently,  listing 
liabilities  of  $18,989  and  assets  of  $12,890. 

Max  Schutze,  president  of  the  Columbia 
Furniture  Co.,  Victor  dealer  and  also  handling 
Atwater  Kent  radio,  was  elected  president  of 
the  Southern  Furniture  Dealers'  Association  at 
its  recent  annual  convention  held  in  Lynch- 
burg. 

Business  in  the  Fifth  Federal  Reserve  dis- 
trict, including  the  Carolinas,  Virginias  and  the 
State  of  Maryland  and  District  of  Columbia, 
is  picking  up,  according  to  the  monthly  report 
of  the  Federal  Reserve  Bank  of  Richmond. 

Dubilier  Condenser  Corp. 

Was  Host  to  Journalists 

The  Dubilier  Condenser  Corp.,  New  York 
City,  was  host  to  a  gathering  of  trade  journal 
and  newspaper  men  at  its  factory,  4377  Bronx 
Boulevard,  on  Friday  afternoon,  May  27.  The 
occasion  was  announced  as  a  "condenser  vaude- 
ville." 

Fred  D.  Williams,  president  of  the  company, 
welcomed  the  guests  and  interestingly  outlined 
the  progress  of  the  company  from  its  begin- 
ning on  Canal  street  back  in  1915  up  to  its 
own  large  factory  building  at  Woodlawn,  which 
it  now  occupies.  Mr.  Williams  told  of  the 
"humanness"  of  the  organization,  how  it  worked 
with  the  various  manufacturers  whom  it  serves. 
He  also  described  the  quality  of  manufacture 
and  how  the  various  Dubilier  condensers  were 
found  to  have  approximately  five  times  the 
capacity  which  was  claimed.  The  importance 
of  the  latter  property  would  be  appreciated,  he 
stated,  in  the  high-power  sets  expected  this 
season. 

After  Mr.  Williams'  address  all  repaired  to 
the  laboratories,  where  interesting  experiments 
were  conducted,  after  which  an  inspection  of 
the  plant  was  made.  In  addition  to  the  making 
of  condensers  for  all  purposes,  much  interest 
was  manifested  in  the  manufacture  of  the 
Ducon,  a  device  for  the  electric  light  socket, 
which  takes  the  place  of  an  antenna. 


Levy-Page  Co.,  Norfolk  Victor  Dealer, 

Holds  Formal  Opening  of  New  Quarters 

Establishment  Which  Suffered  Fire  Losses  Some  Months  Ago  Opens  Remodeled  Store — Clarence 
E.  Tincher  Is  Manager  of  Charles  M.  Stieff  Music  Store — Other  News 
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Radio  Dealers  and  Distributors  Form 

Philadelphia  Radio  Trade  Association 

Newly  Formed  Organization  Plans  to  Stage  Radio  Show  Early  in  September — Philadelphia  Vic- 
tor Dealers'  Association  Holds  Outing — Other  Trade  News  of  Quaker  City  Territory 


Philadelphia,  Pa.,  June  9. — While  the  Spring 
months  have  been  actively  occupied  with  many 
sales  of  talking  machines,  the  dealers  have  been 
enjoying  the  betterment  that  set  in  with  the 
closing  days  of  the  seasonal  business.  Now 
that  the  Summer  months  are  approaching  the 
trade  is  settling  down  to  the  quieter  demand 
natural  to  the  season. 

Records  have  been  well  bought,  with  the 
dance  numbers  the  most  active  of  the  list. 
Portable  talking  machines  are  the  main  stocks 
of  interest  in  the  preparation  for  the  coming 
Summer  sojourn  sales  campaign.  The  more  ex- 
pensive models  of  machines  are  not  as  active 
as  could  be  desired  but  still  hold  fairly  well  in 
view  of  the  lagging  demand  for  all  commodi- 
ties in  the  other  manufacturing  trades  of  the 
Quaker  City. 

Victor  Dealers  Enjoy  Outing 

While  the  dealers  are  enjoying  the  brighter 
days  of  business  with  the  closing  of  the  Spring, 
a  day  in  the  wide  open  spaces  brought  together 
the  Victor  dealers  of  the  city  who  are  enrolled 
in  the  membership  of  the  Philadelphia  Victor 
Dealers'  Association.  With  a  diversified  pro- 
gram of  sports  and  wide  range  in  choice  of  pas- 
times for  the  outdoor  season  the  dealers  came 
to  the  Delaware  river  resort  of  the  Kugler  Mo- 
hican Club  on  May  25,  and  with  sportsmanship 
and  amity  mingled  in   the   fun-provoking  fea- 


tures on  schedule.  There  was  dinner  of  planked 
shad  and  many  funny  antics  in  the  potato  races 
to  which  the  games  were  confined  because  of 
the  soggy  ground.  Despite  the  rainy"  weather 
the  members  mingled  in  the  races  and  enjoyed 
the  outdoor  games  of  baseball,  with  keen  com- 
petition between  the  retailers  and  wholesalers, 
which  was  called  by  the  umpire,  Walter  Linton, 
when  tied  7  to  7,  on  account  of  the  rain.  Those 
who  scored  in  the  races  were  Barkley  Azpel, 
Jack  Mean,  of  the  Joseph  Heim  Co.,  and  Charles 
Carson,  of  the  Carson  Co.  The  Lucky  Door 
prize  went  to  Charles  Baron,  of  Baron's.  Har- 
monica contests  terminated  in  awards  for  a  solo 
to  M.  A.  Goetz  and  a  duet  prize  to  Herbert 
Weymann  and  his  brother  and  business  associ- 
ate, A.  C.  Weymann.  Those  who  served  on  the 
entertainment  committee  were  Homer  Davis, 
A.  C.  Weymann,  H.  Royer  Smith,  J.  R.  Wilson, 
George  Witney,  M.  Grass,  and  Raymond  Boldt, 
while  the  races  were  conducted  by  J.  Ralph  Wil- 
son. Richard  Ertelt  supplied  the  humorous, 
brief  talk  that  gave  an  added  zest  for  the  appe- 
tizing dinner  at  the  Club  House. 

Form  Radio  Association 
With  a  view  to  uniting  the  radio  industry  in 
the  Quaker  City  in  organized  effort  in  the  vari- 
ous branches  of  the  allied  trades  and  distribution 
end  of  the  business,  several  meetings  of  associ- 
ates interested  were  held  in  the  closing  days 


of  May  and  early  June.  With  more  than  100 
representatives  of  the  Philadelphia  radio  manu- 
facturers, jobbers  and  dealers  present,  plans 
were  perfected  on  Friday,  May  27,  at  a  luncheon 
served  in  the  Crystal  ball  room  of  the  Benjamin 
Franklin  Hotel  for  the  organization  session  of 
the  Radio  Trade  Association  of  the  Philadelphia 
district. 

Laurence  A.  Nixon,  of  New  York,  general 
secretary  of  the  Radio  Industries'  Banquet  Com- 
mittee, opened  the  meeting  and  presented  the 
temporary  chairman,  Hugh  H.  Eby,  Philadelphia 
radio  manufacturer,  who  presided  throughout 
the  program  of  discussions  on  organization. 
Following  an  open  forum  discussion  on  the 
means  and  methods  of  the  organization  of  the 
industry  and  with  the  unanimous  approval  of 
the  members  present,  an  Executive  Committee 
was  appointed  and  immediately  went  into  ses- 
sion for  the  election  of  temporary  officers. 
These  were  elected  under  the  temporary  ruling 
for  the  organization  of  the  trade:  Chairman,  J. 
T.  Pierce;  Vice-Chairman,  Fred  Winthrop; 
Treasurer,  Charles  Gumprecht;  Secretary,  A. 
Irving  Witz,  and  Executive  Secretary,  L.  A. 
Nixon. 

Plan  Radio  Show 

At  this  meeting  announcement  was  made  that 
a  Radio  Show  for  the  Philadelphia  District 
would  be  held  and  on  June  2  a  further  discussion 
of  the  plans  for  the  forthcoming  exhibition  was 
held.  At  the  June  gathering  tentative  plans 
for  the  Radio  Show  were  laid  and  bright  pros- 
pects for  the  displays  in  the  Fall  of  the  year 
were  evident  from  the  general  approval  of  the 
members  assembled. 

At  this  meeting  of  the  newly  formed  Phila- 
(Continued  on  page  94) 


Demonstrations 

are  the  keynote  for  developing  a  satisfactory  Orthophonic  Victrola 
business.  You  have  a  line  of  instruments,  priced  to  fit  every  pocket- 
book,  that  can  be  easily  sold,  but  to  do  so  it  is  necessary  for  your 
prospect  to  hear  them. 

Go  over  your  list  of  customers,  to  whom  you  sold  Victrolas  several 
years  ago,  pick  out  a  list  of  good  prospects  and  demonstrate  the 
Orthophonic  to  them.  With  the  slight  effort  needed  to  do  this 
Sales  will  result  and  you  will  have  an  increasing  business  for  the 
Summer  Months. 


Philadelphia  Victor  Distributors,  Inc. 

835  Arch  Street,  Philadelphia 
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4  DEALER  FRANCHISE 

Backed  by  a 


NEW  RADIO  STANDARD 


the  Amrad  Franchise  repre- 
sents a  highly  profitable 
connection.  There  will  be 
only  a  limited  number,  how- 
ever, because  the  Amrad  policy  is  to  re- 
strict jobbing  territory  to  exclusive  dis- 
tributors— and  appoint  exclusive  dealers 
only. 

This  means  close  cooperation  with  our 
jobbers  and  dealers — and  in  back  of  it  all 
a  radio  set  unique  in  the  industry. 

For  we  have  created,  as  a  result  of  four 
years  of  engineering  progress,  a  heavy- 
duty,  6,  7  and  8  tube  chassis,  pure  single- 
dial,  solid  copper  shielded,  so  selective,  so 
exquisite  in  tone,  so  rugged  in  construc- 
tion that  it  fully  deserves  the  praise  it  has 
met  with  wherever  it  has  been  shown. 

Complete  line  of  Royal  Series  Amrad  Re- 
ceivers were  on  exhibition  at  the  Chicago 
Radio  Trade  Show,  also  full  outline  of 
Amrad  National  Advertising  in  Saturday 
Evening  Post  and  daily  papers. 

For  full  information  regarding  open 
territory,  address 

The  Amrad  Corporation 

Medford  Hillside        -  Mass. 

(Manufacturers  of  Amrad  Sets  under  R.C.A. 
and  Neutrodyne  Licenses,  for  the 
Crosley  Corporation ) 


THE 
BERWICK 
6-Tube  Console 


fi-tube   chassis   and    built-in    Cone  Speaker, 
selected  walnut,  simple  and  graceful  in  design. 
J*ood  or  antenna  operated. 


n  cabinet  of  dark. 
Drop  door  in  front. 


THE  WINDSOR 
7-Tube  Compact 
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delphia  Radio  Trade  Association,  a  number  of 
leading  manufacturers,  jobbers  and  dealers  voted 
favorably  for  the  Radio  Show  to  be  held  in  ad- 
vance of  the  New  York  Radio  Show.  It  was 
decided  that  the  final  plans  for  staging  the 
Show  in  the  Commercial  Museum  during  the 
second  week  in  September  be  formulated  at  the 
next  meeting  in  mid-June.  It  was  stated  that 
besides  having  the  majority  of  large  manufac- 
turers participate  in  this  exhibition  other  at- 
tractions consisting  of  personal  appearances  of 
the  National  Broadcasting  Co.'s  most  popular 
broadcasters  would  be  additional  features.  Op- 
tions on  these  radio  stars  already  have  been 
secured. 

The  temporary  Board  of  Directors  as  an- 
nounced by  Mr.  Eby  to  plan  out  the  develop- 
ment of  organization  of  the  Association  were; 
H.  H.  Eby,  H.  H.  Eby  Mfg.  Co.;  L.  I.  Hepburn, 
Gardiner  &  Hepburn  Co.;  A.  Irving  Witz,  Gray 
Sales  Co.;  Ben  Bernstine,  Standard  Radio  Co.; 
Leon  Levy,  Radio  Station  WCAU;  J.  T.  Pierce, 
Pierce  Phelps  Co.;  D.  H.  Shallcross,  D.  H. 
Shallcross  Sales  Co.;  W.  C.  Hooven,  Electric 
Storage  Battery  Co.;  Charles  Gumprecht, 
Trilling  and  Montague,  and  Lewis  Lyons,  Lyons 
Radio  Sales  Co. 

Everybody's  Quarters  Nearing  Completion 

When  the  newly  renovated  quarters  of  the 
Everybody's  Talking  Machine  Co.,  at  810  Arch 
street,  are  completed  in  the  current  month,  the 
firm  will  be  provided  with  modern  head- 
quarters and  service  facilities  for  its  nationally 
known  accessories,  parts  and  supplies  of  the 
Honest  Quaker  make.  There  will  be  provided 
a  modern  display  and  sales  floor  on  the  ground 
entrance  where  will  be  shown  the  line  of  por- 
tables in  the  Quaker  and  Quakertone  styles,  the 
Okeh  and  Odeon  records  and  the  line  of  Honest 
Quaker  mainsprings  and  supplies. 

Orthophonic  Concert  for  Children 

T.  Connelly,  who  conducts  the  talking 
machine  store  at  2633  Girard  avenue,  gave  the 
public  an  opportunity  of  enjoying  a  concert  on 
the  Orthophonic  Victrola  when  the  Twenty- 
ninth  Ward  Recreation  Center  celebrated  its 
May  Day  Festival.  During  the  outdoor  festivi- 
ties folk  song  and  dance  numbers  and  other 
records  were  featured,  while  the  children  ac- 
companied the  programs  by  singing. 

Alex  Munchweiler  Adds  to  Duties 

Alex  Munchweiler,  who  has  been  for  some 
time  identified  with  the  talking  machine  depart- 


The  Supreme  Achievement 


The  Introduction  of 

The 
AUTOMATIC 
ORTHOPHONIC 
VICTROLA 

will  not  only  sell  the 
automatic  type  but  will 
stimulate  the  sales  of  all 
style  Victrolas. 


Automatic  Orthophonic  Victrola,  Open 


H.A.WEYMANN  &  So.nJnc. 

1108  Chestnut  Street -Philadelphia,  Pa. 
Victor  Wholesalers 


ment  of  Lit  Bros.,  as  its  manager,  has  been 
given  the  supervision  of  the  radio  department 
with  the  duties  of  manager  and  buyer. 

Adds  Victor  Line 

With  the  acquisition  of  the  Victor  agency  for 
the  Allan's  Radio  Sales  &  Service,  located  at 
8515  Germantown  avenue,  the  title  of  the  com- 
pany has  been  changed.  Under  the  new  policy 
!he  store  is  to  be  known  as  Alexander  Allan's 
Sons  and  the  emporium  will  be  devoted  to  the 
sales  of  Victor  machines  and  records,  as  well  as 
radio  and  supplies. 

H.  Royer  Smith  Remodels  Store 

With  the  aid  of  the  painters  and  decorators  at- 
tractively arranged  store  facilities  have  been 
supplied  to  H.  Royer  Smith,  secretary  of  the 
Philadelphia  Victor  Dealers'  Association  and 
head  of  the  firm  conducting  the  talking  machine 
business  at  Tenth  and  Walnut  streets  and  Sev- 


"Trilling  &  Montague,  wholesale  radio  merchan- 
disers, Philadelphia,  are  recognized  as  one  of  the 
few  wholesalers  actually  giving  dealers  service  with 
a  capital  'SV* 

A  TALKING  MACHINE  PUBLICATION 


DISTRIBUTORS  FOR 


KOLSTER 

GR0S  L  E  Y 


Acme  Products 

Amperite 

Arnphon 

Balkite 

Brandes 

Bremer-Tully 

Burgess  Batteries 


Dubilier 
Eagle  Chargers 
Exide  Batteries 
Farrand 

General  Radio  Co. 
Hammarlund 
Hartford  Battery 


Heath 

Jewell  Meters 
Majestic  Eliminators 
Mar-Co 

National  Products 
Pacent 

RCA  Radiotrons 


REL  Products 
Silver-Marshall 
Sterling  Meters 
Tab  Batteries 
Timmons 
Tower's  Products 
Weston 

and    many  others 


Write  for  our  1927  Catalog 


TRILLING  &  MONTAGUE 

WHOLESALE  RADIO  MERCHANDISERS 


49  North  Seventh  Street  » 


GrortW/hW 


Philadelphia,  Pa. 


enteenth  and  Walnut  streets.  Newly  decorated 
walls  and  modern  furnishings  have  brightened 
up  the  Tenth  and  Walnut  street  home. 

H.  A.  Pope  in  New  Post 

H.  A.  Pope,  formerly  with  the  Music  Master 
Corp.,  of  Philadelphia,  is  now  identified  with  the 
St.  Louis  branch  of  the  Columbia  Phonograph 
Co.,  as  assistant  manager.  Before  the  dissolu- 
tion of  the  Music  Master  Corp.,  he  was  manager 
of  one  of  the  divisions  combining  the  radio  and 
record  jobbing  departments. 

Reports  Growing  Demand  for  Portables 

With  the  advent  of  the  warmer  weather  the 
Pennsylvania  Phonograph  Distributing  Corp  , 
with  offices  in  the  Jefferson  Building  here,  is 
disposing  of  a  larger  quantity  of  its  portables 
in  the  $25  and  $35  models.  John  L.  DuBreuil, 
of  the  company,  is  now  in  the  Western  section 
of  the  State  and  will  leave  shortly  for  the  Music 
Industries'  Convention  to  be  held  in  Chicago 
this  month  where  he  will  supervise  the  Sonora 
display  of  1927-1928  talking  machines  and  radios. 
A.  Piatt  Again  in  Field 

Having  recovered  from  his  recent  operation 
for  the  removal  of  tonsils,  A.  Piatt,  Philadelphia 
salesman  for  the  Columbia  Phonograph  Co.,  40 
North  Sixth  street,  is  now  back  in  the  field 
looking  after  the  needs  of  the  Up-State  district. 
Bright  Outlook  in  Mine  District 

Manager  J.  J.  Doherty,  of  the  Columbia 
Phonograph  Co.,  40  North  Sixth  street,  has  re- 
turned from  a  visit  to  the  dealers  in  the  anthra- 
cite region,  where  he  found  business  very  grati- 
fying as  result  of  the  steadier  working  situation 
among  the  miners.  The  dealers  have  been  run- 
ning heavy  on  the  sale  of  the  Columbia  rec- 
ords of  "Lucky  Lindy,"  the  song  sung  in  praise 
of  the  noted  air  hero  and  sung  by  Vernon  Dal- 
hart. 

Val  Phonic  Popular  With  Trade 

With  the  distribution  of  the  newest  improved 
type  of  Val  Phonic  sound  box,  the  J.  A.  Fischer 
Co.  has  been  able  to  keep  all  hands  well  occu- 
pied in  the  customary  dull  seasonal  change 
period.  While  at  this  time  there  is  usually  a 
rather  quiet  drifting  along  in  the  trade  the 
Fischer  Co..,  through  the  excellent  demand  for 
the  improved  Val  Phonic,  has  been  working 
along  in  a  normal  way,  meeting  the  dealers' 
needs  in  shipments.  The  new  catalog  of  the 
Valley  Forge  line,  supplementing  the  listing  of 
the  earlier  year,  giv'es  a  clearly  visible  idea  of 
(Continued  on  page  96) 
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A  few  very  important  sales  points 

cover 

Filmo  Automatic  Camera  and  Projector  for  home  movies 

Then  Filmo  Library  and  the  many  optional  Bell  &  Howell  acces' 
sories  for  camera  and  projector  bring  in  repeat  business  even 
greater  than  that  you  are  accustomed  to  on  phonograph  records* 


BELL  &.  HOWELL 


Automatic 
PROJECTOR 


BELL  &.  HOWELL 


r  *:mrtJ*-Tf.w 


Automatic 
CAMERA 


HERE  are  the  features  which  make  Bell  &  Howell  equipment  the  outstanding  buy  to 
anyone  interested  in  amateur  motion  pictures.  Thousands  have  bought — and  new  mil- 
lions are  being  interested  in  this  fascinating  recreation  through  Bell  &  Howell's  powerful 
National  advertising.  Pick  up  nearly  any  leading  magazine  and  look  for  the  Bell  &  Howell 
ad.  Appearing  in  The  Saturday  Evening  Post  in  full  colors  every  month.  Tie  up  with  this 
advertising  and  make  money.  The  original  sale  nets  you  a  handsome  profit.  And  there's  no 
end  to  the  repeats  on  Filmo  Library  of  100-foot  reels  (sold  outright),  and  the  long  list  of 
Filmo  accessories.  Note  these  selling  points  and  mail  the  coupon  for  today's  biggest  oppor- 
tunity for  Music  Dealers  of  high  standing. 


Filmo  Camera 

A.  The  spy-glass  viewfinder  locates  your  scene  instantly,  excluding  all  the  light  except 
that  coming  from  the  exact  scene  to  be  photographed.  The  iris  diaphragm  dial,  also 
seen  in  the  finder,  permits  lens-stop  setting  and  viewfinding  in  one  movement, 
while  camera  is  in  operation. 

B.  Button  controls  spring  motor.  Can  be  locked  to  keep  camera  in  operation  or  used 
for  single  shots. 

C.  The  regularly  furnished  Anasugmat  Taylor-Hobson  Cooke  25  mm.,  F  3.5  aperture 
lens.  A  lens  of  superior  quality  with  which  twelve  others,  up  to  6-inch  telephoto 
lens,  can  be  quickly  interchanged. 

D.  Variable  Speed  Control,  now  set  at  normal  speed  [16  exposures  per  second].  Turn 
slot  in  line  with  [8]  and  mechanism  slows  to  half  normal  speed  for  taking  pictures 
on  dark  or  rainy  days.  Double  speed  and  super-speed  mechanisms  for  s-l-o-w  movies 
available  with  same  variable  features. 

MAIL  the  COUPON 

For  complete  information  on  this  new 
source  of  profits  to  Music  Dealers, 


BELL  &  HOWELL  CO. 


Filmo  Projector 

The  Projector,  too,  is  evidence  of  the  superior  workmanship  developed  by  Bell  & 
Howell's  20-years'  experience  in  making  most  of  the  professional  cameras  and  equip- 
ment used  in  leading  motion  picture  studios  the  world  over. 

A.  Regular  2 -inch  lens,  with  which  six  others,  regularly  stocked,  can  be  quickly 
interchanged  by  varying  picture  size  to  any  requirement. 

B,  C,  D.  Joints  at  which  Projector  arms  and  base  fold  down  to  pack  into  small  carry- 
ing case.  Very  compact.  Total  weight  of  projector,  case,  reels  and  films,  packed, 
14M  pounds. 

E.  A  nine  to  one  mechanical  movement  with  parts  machined  to  finest  precision. 

F.  Knob  at  rear  for  reversing  switch  and  running  film  backward  for  comedy  effects. 

G.  Clutch  for  starting  and  stopping  projection. 

H.  Brake  Control  for  Speed. 

I.  Shutter  Shaft  for  projecting  single  pictures. 

J.  Variable  Voltage  Resistance  for  greater  illumination  may  be  employed  here.  Avail- 
able as  explained  in  free  literature. 


BELL  &  HOWELL  CO. 

1810  Larchmont  Avenue,  Chicago,  111. 

Please  mail  me  your  dealer  proposition  on  complete  line  of  Filmo 
cameras  and  equipment. 

Name  


1810  Larchmont  Avenue 

New  York,  Hollywood,  London 


Chicago,  Illinois 

ESTABLISHED  1907 


Address.. 
City  


.State.. 
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PENN  PHONOGRAPH  COMPANY,  Inc. 


Radio  Distributors 


913  ARCH  STREET,  PHILADELPHIA,  PA.     wholesale  Exclusively 


FLa  di  o 

Prices  $85.00  to  $400.00  . 


Prices  $100.00  to  $2500.00 

Standard  Radio  Accessories  


SPEAKERS    Fada    -    Utah   -  Amplion 

TUBES   Cunningham    -  Raytheon 

ELIMINATORS     ....  Majestic  -  Philco  -  Abox 

CHARGERS   Elkon          -  Philco 

BATTERIES     ....  Ray-O-Vac        -  Philco 

MISCELLANEOUS — Cords,  Cables,  Plugs,  Aerial  Equipment,  Super 
Auto  Control,  Brach  Controlit,  Hydrometers,  Tube  Caps,  Phonovox, 
Dubilier  Ducon,  Jewell  Instruments,  Powerizer,  Totem  Pole 


Distributors 
for 


automatic 

Amotion  picture 
CAMERA 
4ND  PROJECTOR 

"PENN  YOUR  ORDERS  TO  PENN 


Films  and 

Accessories 


the  many  new  accessories  and  parts  which  have 
been  featured  by  the  firm.  The  illustrated  cata- 
log contains  the  various  Val  Phonic  tone  arms, 
reproducers,  springs,  screws  and  other  supplies 
of  the  brand,  with  a  complete  list  of  the  parts 
5ummarized  in  the  last  pages.  Benjamin  Krup- 
nick,  of  the  sales  organization,  is  now  in  the 
extreme  Southern  field  representing  the  firm. 
Irvin  Epstan  is  in  the  State  of  Tennessee  enjoy- 
ing his  business  itinerary  of  the  trade  in  his  new 
automobile.  Julius  Fischer,  of  the  firm,  re- 
turned from  a  tour  of  Canada  where  he  visited 
the  Canadian  headquarters  in  Montreal. 

Plans  European  Trip 
Miss  Cecel  Kohen,  who  conducts  the  Cecel 
Phonograph  Shop,  2011  South  street,  where  are 
retailed  the  Columbia  machines  and  Okeh, 
Columbia  and  Vocalion  records  and  the  race 
lecordings  of  the  Victor,  is  now  preparing  to 
sail  in  mid-June  for  a  three-months'  tour  of 
Europe,  the  Orient  and  Palestine.  Before  open- 
ing her  own  shop  she  was  identified  with  the 
Goldman  Co.,  in  charge  of  the  talking  machine 
and  piano  store.  While  she  is  rounding  out 
the  sight-seeing  places  across  seas  the  business 
is  being  conducted  by  her  sisters,  Hilda  and 
Rose,  who  are  both  experienced. 


S.  Fingrutd  Engaged 

Once  more  Cupid  has  visited  the  headquarters 
of  Everybody's  Talking  Machine  Co.,  810  Arch 
street,  Philadelphia,  Pa.  This  time  his  darts 
found  no  less  a  mark  than  Samuel  Fingrutd, 
treasurer  and  general  manager  of  the  company. 
The  announcement  of  the  betrothal  of  Miss 
Estelle  Kohler  and  Samuel  Fingrutd  was  made 
recently. 

Mr.  Fingrutd  is  one  of  the  best-known  execu- 
tives of  the  talking  machine  trade,  and  he  has 
been  in  receipt  of  many  congratulations  from 
his  host  of  friends  throughout  the  industry. 

Conner  Radio  Cabinet  Is 

Shown  at  A.  K.  Convention 

Atlantic  City,  N.  J.,  June  3.— The  Conner 
Furniture  Co.,  of  New  Albany,  Ind.,  is  the  manu- 
facturer of  a  radio  cabinet  especially  designed  to 
fit  model  30  panel  of  the  Atwater  Kent  radio 
receiving  set  and  the  new  model  "E"  speaker 


of  the  Atwater  Kent  line  as  well.  The  Conner 
Furniture  Co.  displayed  its  cabinet  at  the  re- 
cent Convention  of  Atwater  Kent  distributors 
at  Atlantic  City  and  the  merits  of  the  line  were 
presented  by  President  Conner. 

Introduce  Double  Impedance 
System  of  Amplification 

Created  by  Paragon  Electric  Corp.,  to  Take 
Place  of  Transformers  in  Radio  Receivers 


The  Paragon  Electric  Corp.,  Upper  Montclair, 
NT.  J-,  one  of  the  pioneer  manufacturers  of  radio 
products,  has  recently  introduced  "a  double  im- 
pedance amplification  system,"  which  has  al- 
ready met  with  success  and  is  receiving  in- 


creased recognition  in  trade  circles,  as  well  as 
with  the  purchasing  public. 

The  Paragon  "double  impedance  amplification 
system,"  which  was  created  to  take  the  place  of 
transformers  in  radio  receivers,  is  manufactured 
under  two  basic  patents  and  with  other  patents 


Paragon  No.  101 

pending  under  the  Hiler  license.  Among  the 
outstanding  features  claimed  for  this  system  is 
the  elimination  of  foreign  sounds  and  distor- 
tion, a  high  standard  of  tone  quality,  the  regula- 


Paragon  No.  202 

tion  of  modulations  and  bass  notes,  the  giving 
of  clear  and  powerful  signals  and  making  un- 
necessary the  use  of  power  units. 

The  Paragon  amplification  system  is  available 
for  manufacturers,  set  builders  and  laymen,  for 


Paragon  No.  300 

operation  with  ordinary  tubes  and  201A  type, 
which  will  produce  sufficient  volume  for  a  large 
auditorium,    There  are  three  units  produced  by 
(Continued  on  page  98) 


Guarantee 
Special 

Furnished  in 

COBRA  GRAIN  BLACK 
CROCODILE  BROWN 
SPANISH  BLUE 
SPANISH  GREEN 
SPANISH  RED 


Made  to  meet  the 
popular  demand 

COSTS  YOU  $8.50— RETAILS  FOR  $15.00 

GUARANTEE  TALKING  MACHINE  SUPPLY  CO. 

35  N.  NINTH  STREET  PHILADELPHIA,  PA. 

5S5S^S5S^SSSWritc  for  our  Latest  Main  Spring  Chart53S^55S55S5 
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A  strictly  DeLuxe 
Portable  Phonograph 


'ixftih  53  lw.  lone  column  ^  special  "S'*  lot 
Artone  DeLuxe  Reprodmi-r  remarl 


Most  Complete  Portable  Line 
$15  to  $35 


Six  Console  and 
Consolette  Models 
$65  to  $125 

in  a  variety  of  desi 
and  beautiful  color 
fects. 


No,  2  Model 
$25 


No.  5  Model 
$20 


No.  80,  two  tone  brown 
No.  8 1 ,  gilt  finish 


%  No,,  8  Model 

$15 


BERG  A*  T*  &  S*  COX,  Inc.,  Long  Island  City,  N.  Y, 
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3%  Inches  diameter 
Patented  1922 


Velvaloid  Record  Brush 

Ideal  for  advertising  purposes  or  resale.    Write  us  for  full  information. 

PHILADELPHIA  BADGE  CO. 

Manufacturers 

942  Market  Street  Philadelphia,  Pa. 


Emil  Schenkel  in  Mid- 
West  for  Conventions 


the  Paragon  Co.,  No.  101  is  a  single  double  im- 
pedance unit,  three  of  which  constitute  three 
stages  of  double  impedance  amplification.  The 
202  unit  is  of  triple  double  impedance  caliber, 
contains  three  audio  amplification  devices  in 
one  block.  No.  300  is  also  triple  double  imped- 
ance in  character,  containing  three  audio  ampli- 
fication devices  in  one  block,  and  is  provided 
with  complete  wiring  sockets  and  resistances  all 
shielded  and  tested. 

Besides  the  above,  the  Paragon  Corp.  pro- 
duces an  "output  filter,"  designed  to  elimi- 
nate direct  current  from  the  loud  speaker,  thus 


preventing    it    from    becoming  demagnetized. 

The  Paragon  Corp.  is  a  member  of  the  Radio 
Manufacturers  Association  and  showed  these 
products  at  the  recent  radio  show  in  Chicago, 
together  with  a  new  1928  model  radio  receiver. 
This  set  is  automatically  operated  by  socket 
power  unit,  housed  in  a  separate  compartment 
in  the  new  radio  receiver.  It  is  beautiful  in  de- 
sign, contains  the  most  modern  devices,  includ- 
ing tuned  audio  amplification,  special  arrange- 
ment of  one-dial  control  operation,  completely 
shielded,  and  is  offered  to  the  radio  purchasing 
public  fully  equipped. 


Foster  &  Waldo  Co.,  Twin  Cities  Dealer 

Celebrates  Its  Fiftieth  Anniversary 

Columbia  Portable  Phonographs  Enjoy  Good  Demand — Victor  Record  School  Attracts  Fifty- 
five  Dealers — Annual  Leedy  Drum  Show  at  Hausner  Instrument  Co. — Other  News 


Minneapolis  and  St.  Paul,  June  8. — May  has 
been  an  unusually  cold  month,  even  for  the  late 
Minnesota  Spring,  and  the  pulse  of  business  is 
a  little  subnormal  as  a  result.  Everyone  looks 
for  better  business  in  June. 

A  Big  Selling  Record 

Mrs.  Helen  D.  Beggs  doesn't  mind  the 
weather  so  long  as  the  supply  of  "The  Two 
Black  Crows"  holds  out.  This  Columbia  record 
is  enjoying  phenomenal  sales.  Columbia  will 
have  the  first  record  of  the  new  song,  "Lucky 
Lindy,"  which  honors  the  famous  Minnesota  air- 
man.   It  is  sung  by  Vernon  Dalhart. 

Columbia  is  doing  a  fine  business  in  portables 
and  will  soon  have  the  Harmony,  Jr.,  to  retail 
at  $15. 

C.  C.  Hicks,  manager  of  the  George  C.  Beck- 
with  Co.,  Victor  distributor,  says  that  the  ship- 
ping room  knows  no  respite  from  the  Auto- 
matic Orthophonic  orders.  June  looks  very 
favorable.  The  record  school  conducted  at  the 
Victor  offices  in  May  was  a  great  success. 
There  were  fifty-five  dealers  present  from  all 
over  the  territory. 

A.  W.  Deas,  who  came  to  this  territory  from 
Cincinnati  and  Kansas  City  as  factory  repre- 
sentative, and  has  now  made  his  headquarters 
in  the  Twin  Cities,  just  returned  from  his  honey- 
moon. He  married  Miss  Beatrice  M.  Boegin, 
of  Minneapolis. 

Phil.  Meyer,  of  Bismarck,  North  Dakota,  was 
a  recent  visitor  to  Victor  headquarters. 

Quite  a  large  number  of  the  members  of  the 
Northwest  Radio  Trade  have  signed  up  for  a 
golf  tournament  on  June  7  at  the  Bloomington 
course.  It  will  be  followed  by  a  beefsteak  din- 
ner and  the  entire  group  will  go  to  the  program 
at  the  new  Municipal  Auditorium,  which  is  to 
be  opened  for  the  first  time  that  week. 

Arranges  Interesting  Exhibit 

The  Hausner  Instrument  Co.,  with  head- 
quarters at  the  Cammack  Piano  Co.,  had  two 
especially  interesting  features  the  past  month. 
The  first  was  the.  annual  Leedy  Drum  show 
which  was  put  on ,  by  Geo.  Hamilton  Green, 
world-famous  Victor  record  star,  and  Jack 
Roop,  sales  manager  of  the  Leedy  Co.  They 
particularly  featured  marimbas  and  xylophones 
played  by  Green.  This  was  iii.coiiriection  with 
the  Hausner  Co.  and  was  If  eld  at  the  Radisson 
Hotel. 

The  annual  clearance  sale  of  the  Metropolitan 
Music  Co.  has  been  very  fair.  E.  R.  Dyer, 
president  of  the  company,  is  on  an  extensive 
trip  to  New  York,  Boston  and  Chicago  and 
ether  points. 

Anniversary  Sale  a  Success 

The  fiftieth  anniversary  sale  of  the  Foster  & 


Waldo  Co.  has  been  very  satisfactory.  The 
best  sales  have  been  of  phonographs  and  player- 
pianos  and  Brunswick  combinations.  Lawrence 
Trudeau,  in  charge  of  the  musical  merchandise 
department,  says  that  "ukes"  have  returned  to 
popularity  and  the  sales  have  been  very  good. 
He  has  had  a  special  ad  featuring  harmonicas, 
and  the  results  are  eminently  pleasing  from  the 
standpoint  of  sales. 


Seven-Tube  Kellogg  AG 

Receiver  Added  to  Line 


Kellogg  Switchboard  &  Supply  Co.  Announces 
New  Model,  Inductively  Tuned  Set — Will 
Operate  From  House-Lighting  Socket 


The  latest  addition  to  the  line  of  radio  re- 
ceivers manufactured  by  the  Kellogg  Switch- 
board &  Supply  Co.,  Chicago,  is  the  new  Kellogg 
A  C  receiver,  a  seven-tube  inductively  tuned  set, 
operated  direct  from  any  light  socket  supplying 
A  C  110-volt,  60-cycle  currertf.  It  is  equipped 
with  six  Kellogg  A  C  tubes  and  a  Kellogg  A  C 
power  tube,  and  has  four  stages  of  radio  fre- 
quency, a  detector  and  two  stages  of  audio  fre- 
quency. The  new  Kellogg  receiver  is  com- 
pletely shielded  and  is  operated  by  three  con- 
trols, a  wave  zone  setting,  a  selector  dial  and 
a  volume  control.  The  Kellogg  A  C  set  will, 
be  sold  complete  with  tubes,  built-in  A,  B  and  C 
power,  and  the  console  models  will  contain  a 
reproducer  with  extra  long  air  column. 

In  addition  to  the  new  set,  the  Kellogg 
Switchboard  &  Supply  Co.  will  continue  to 
feature  its  model  507  receiver,  a  table  type 
set,  and  Model  508,  a  console  with  built-in 
speaker. 

Another  new  product  which  has  just  been  in- 
troduced by  the  firm  is  the  Kellogg  "B"  power 
unit,  which  is  so  designed  that  it  can  be  ad- 
justed to  supply  an  adequate  quantity  of  "B" 
current  to  any  standard  radio  set.  It  is  par- 
ticularly adapted  to  sets  using  power  tubes,  and 
by  a  simple  setting  of  adjustment  knobs  the 
unit  supplies  the  complete  range  of  "B"  power 
needs.  It  operates  from  any  lighting  circuit 
which  supplies  110  to  120  volts,  50  to  60-cycle 
alternating  current.  The  new  Kellogg  "B" 
power  unit  retails  for  $40. 


Manager  of  Radio  Division  of  Plaza  Music  Co 
Looked  Over  Radio  Lines  Made  by  Middle 
West  Concerns  While  in  Chicago 


Emil  Schenkel,  manager  of  the  radio  division 
of  the  Plaza  Music  Co.,  New  York  City,  spent 
several  days  in  Chicago  during  the  recent  con- 
ventions of  the  Music-Radio  Industries.  Besides 


Emil  Schenkel  at  His  Desk 

his  interest  in  these  gatherings,  Mr.  Schenkel 
was  looking  over  various  lines  of  radio  prod- 
ucts of  Middle  West  manufacturers.  The  Plaza 
Music  Co.  this  season  will  distribute  quality 
lines  of  radio  receivers  and  a  few  selected 
accessories.  These,  together  with  its  line  of 
Fine  Arts  radio  cabinets,  will  complete  its  radio 
activities. 

Mr.  Schenkel,  besides  being  manager  of  the 
radio  division  of  the  Plaza  Co.,  also  handles 
the  sales  promotion  of  the  Pal  and  other  port- 
able talking  machines,  as  well  as  larger  instru- 
ments made  by  his  company.  He  was  especially 
interested  during  the  Chicago  meetings  in  the 
average  retailer's  reaction  to  present  problems. 


Will  Represent  Columbia 

Go.  in  Central  America 


John  Lilienthal  to  Visit  Colombia,  Venezuela, 
Nicaragua,  Porto  Rico,  Santo  Domingo,  Haiti 
and  Jamaica  in  Interest  of  Viva-tonal 


John  Lilienthal,  connected  with  the  export 
tiade  for  many  years,  has  just  left  New  York 


To  Feature  Orthophonic 

The  Auditorium  model  Orthophonic  Victrola 
will  be  a  feature  at  the  annual  Rose  Festival 
al  Portland,  Ore.,  which  takes  place  from  June 
13  to  20. 


John  Lilienthal 

for  Central  America  and  the  West  Indies  as 
the  representative  of  the  Columbia  Phonograph 
Co.  in  that  field. 

Mr.  Lilienthal  will  visit  distributors  and 
dealers  and  look  into  trade  conditions  generally 
in  Colombia,  Venezuela,  Nicaragua,  Porto  Rico, 
Santo  Domingo,  Haiti  and  Jamaica,  and  the 
adjoining  territories  and  islands.  He  is  well 
qualified  for  this  work,  as  he  speaks  four 
languages,  and  has  had  wide  experience  in  the 
markets  of  the  world. 
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Phonographs  »  Radio  Consoles 

Announce 

The  removal  of  their 
General  Offices  and 
Factories  to 

Kokomo,  Indiana 

/  HE  immense  plant  which  now  houses   The  Wolf  Industries  pro- 
vides  greatly  increased  manufacturing  space  and  unexcelled  transpor- 
tation facilities  which  are  in  keeping  with  the  rapid  growth  of  the  husiness. 


THE  WOLF  INDUSTRIES 


Kokomo.  Indiana 
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H.  G.  Saal  Go.  President 
Corrects  Misleading  News 

Statement  Appearing  in  Newspapers  and  Trade 
Publications  That  H.  G.  Saal  Co.  Was  in 
Hands  of  a  Receiver  Was  Misleading 


Chicago,  III.,  June  9. — A  news  article  recently 
appeared  in  the  Chicago  daily  newspapers  to  the 
effect  that  the  Continental  &  Commercial  Trust 
&  Savings  Bank,  this  city,  had  applied  for  a  re- 
ceiver for  the  H.  G.  Saal  Co.,  also  of  this  city,  a 
firm  which  has  been  prominent  in  the  phono- 
graph motor  manufacturing  field  for  a  number 
of  years.  The  news  article  also  appeared  in 
trade  publications  and,  according  to  executives 
of  the  H.  G.  Saal  Co.,  the  information  given  by 
the  press  was  misleading. 

According  to  Leslie  S.  Gordon,  president  of 
the  Saal  organization,  the  company  is  not  in 
receivership,  nor  was  a  receiver  applied  for  by 
the  company  itself.  There  was  a  default  in  one 
or  two  of  the  requirements  in  the  trust  inden- 
ture and  to  serve  the  interests  of  the  bond- 
holders the  Continental  &  Commercial  Trust  & 
Savings  Bank  felt  called  upon  to  ask  for  a  fore- 
closure and  the  appointment  of  a  receiver  there- 
under. 

In  accordance  with  the  request  of  the  bank 
and  other  interested  parties  the  court  appointed 
Mr.  Gordon  as  receiver,  and,  at  the  same  time, 
he  remains  as  president  of  the  H.  G.  Saal  Co. 
In  a  recent  interview  Mr.  Saal  stated:  "This 
receivership  naturally  affects  certain  of  our  fixed 
assets,  but  as  the  company  itself  has  been  dis- 
counting all  of  its  bills  for  the  past  year  and  a 
half,  has  absolutely  no  unpaid  accounts,  and  is 
entirely  solvent,  there  was  no  occasion  for  re- 
ceivership for  the  company. 

"When  we  entered  the  radio  manufacturing 
field  several  years  ago  our  plant  contained 
phonograph  motor  machinery  valued  at  $750,- 
000,  including  tools,  dies  and  jigs.  While  part 
of  this  machinery  could  be  utilized  in  the  mak- 
ing of  radio  parts,  it  was  a  great  burden  to 
carry  the  machinery  upon  our  floor.  From 
an  economic  standpoint  the  company  felt  that 
it  would  be  wiser  to  use  that  machinery  in 
phonograph  motor  manufacturing  rather  than  in 
radio,  where  it  was  a  burden.  Accordingly,  the 
radio  department  of  our  company  was  discon- 
tinued a  short  time  ago." 


Attractive  New  Folder 

Features  the  Magnaphon 

The  Magnaphon  Electrical  Mfg.  Co.,  New 
York  City,  has  issued  an  attractive  four-page 
folder  upon  the  Magnaphon.    The  Magnaphon 


The  Magnaphon 

is  an  instrument  that  will  reproduce  phono- 
graph records  electrically  through  the  medium 
of  the  radio  receiving  set. 

The  device  has  been  on  the  market  for  only 
a  few  months,  but  the  Tectron  Radio  Corp., 
which  is  sole  selling  agent  for  the  Magnaphon, 
reports  that  it  has  met  with  much  success.  This 
device,  while  admittedly  having  a  favorable  ef- 
fect on  record  sales,  has  also  proved  a  sales 
stimulant  for  portable  machines,  where  radio 
set  owners  did  not  have  a  talking  machine.  It 
is  expected  they  will  follow  up  this  initial  litera- 
ture with  further  folders  as  time  goes  on. 


Adds  Columbia  Line 

Souders  Music  Shop,  117  South  Mulberry 
street,  Muncie,  Ind.,  recently  added  the  com- 
plete line  of  Columbia  Viva-tonal  phonographs 
and  New  Process  Columbia  records. 


New 

Amplion  Models 
were  acclaimed  at 
the  Chicago  Show 


! 


— again  Amplion  led  the 
field  in  new  developments 
in  radio  reproduction* 


THE  new  models  that  were  first  demonstrated 
at  the  International  Graham-Amplion 

Conference  in  London  in  May,  1927,  were  dem- 
onstrated  to  the  American  trade  for  the  first  time 
at  the  Music  Trade  Show  in  Chicago. 

Present  at  the  London  Conference  were  repre- 
sentatives of  the  International  Amplion  Corpo- 
rations. For  many  years  Graham-Amplion  with 
its  famous  research  laboratories  has  been  the 
leader  in  the  development  and  improvement  of 
radio  sound  reproduction. 

The  new  additions  to  the  famous  Amplion  Line 
are  bound  to  be  of  great  interest  to  everyone 
demonstrating  and  selling  radio  equipment. 


Send  for  details  of  the  complete  Amplion  Line, 
including  these  new  models 


aMPLIOn 


The  Amplion  Corporation 

of  America 

280  Madison  Avenue,  New  York  City 

THE  AMPLION  CORPORATION  OF  CANADA  Ltd. 
130  Richmond  Street  West  Toronto,  Ontario 
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Snap  Coyer 
stays 

open: 

OR. 

CLOSED 


The  Vastly 
Improved 

Double -Action  and  Flat 
Spring-Hinge  ^^^^ 
Cohered  m 


&6 

^5""  Already 

t  /  in  thousands 
^^^X         of  portable 

PHONOGRAPHS 


DEALERS 

"NONSPILL"  Needle  Cups  are  now 
available  for  retail  sale!  Get  this  dis- 
play box  of  24  at  once,  put  it  on  your 
counter  and  the  cups  will  sell  themselves. 

YOU  PROFIT  GENEROUSLY 

//  your  jobber  cannot  sup- 
ply you  promptly,  we  can 


orentzer^ 


Mfr.  Phonograph  Hardware 

155  Leonard  St.        New  York,  IN.  Y 


New  Stores  and  Changes  Among  Talking 

Machine  Dealers  During  the  Past  Month 

New  Stores  Opened  Recently  Throughout  Country  and  Changes  of  Management  Compiled  for 
Benefit  of  Talking  Machine  and  Radio  Manufacturers  and  Distributors 


Arizona 

Nogales— The  Arizona  Furniture  Co.,  136  Grand  avenue, 
has  opened  a  new  music  department  through  arrangement 
with  the  Redewill  Music  Co.,  of  Phoenix. 

California 

Salina— The  Anderson  Music  Co.,  of  San  Jose,  has 
opened  a  branch  store  here  at  the  Post  Office  Building. 

San  Francisco— Kohler  &  Chase  have  closed  their  Mis- 
sion street  store  and  have  consolidated  the  local  business 
in  the  O'Farrell  street  branch. 

Oakland— J.  P.  Hale  has  been  made  manager  of  the  local 
branch  of  Kohler  &  Chase,  with  L.  P.  Tenny,  formerly 
manager  of  the  Mission  street  store,  as  his  assistant. 

Pacific  Grove— Miss  Generva  B.  Merritt,  formerly  iden- 
tified with  the  music  department  of  Holman's  store,  has 
opened  her  own  business  under  the  name  of  -  Generva's 
Music  Shop. 

Florida 

St  Petersburg— The  Post  Music  Co.  has  moved  from 
the  Sever  Building  on  South  Fort  Harrison  avenue  to 
517  Cleveland  street. 

Fort  Pierce—  Solberg  &  Co.,  Inc.,  have  been  incorporated 
to  engage  in  a  general  music  business  with  a  capital 
stock  of  $25,000. 

Georgia 

Fitzgerald — Alterations  have  been  completed  in  the  storf 
of  the  Bradshaw  Music  Co.,  South  Grant  street,  and  addi- 
tional space  has  been  acquired. 

Macon— A  complete  music  department  has  been  opened 
by  Silver's  department  store,  Third  street,  this  city. 

Atlanta— The  Elyea  Talking  Machine  Co.,  35  South 
Forsyth  street,  suffered  a  slight  fire  loss  last  month. 

Illinois 

Wllmette— Carleton  Kaumeyer,  proprietor  of  the  Chicker- 
ing  Studios,  of  Evanston,  111.,  has  purchased  the  business 
of  the  Wilmette  Music  Shop  from  Orian  Galitz  of  this 
city. 

Rockford— The  American  Beauty  Music  House,  403  Sev- 
enth street,  has .  increased  its  capital  stock  from  $5,000 
to  $20,000. 

Chicago— A.  L.  Owen,  former  general  manager  of  the 
P.  A.  Starck  Piano  Co.,  has  purchased  the  Riviera  Music 
Shop,  4736  North  Racine  avenue. 

Chicago— The  A.  L.  Owen  Music  Co.  has  been  incor- 
porated with  a  capital  stock  of  $100,000  to  manufacture 
and  deal  in  musical  instruments.  The  incorporators  are 
Alice  Todriff,  James  H.  Dutton  and  Thomas  B.  Mar- 
tinsau. 

Indiana 

Indianapolis— The    Fuller-Ryde    Music    Co.    has  filed 

an  amendment  to  its  charter,  increasing  its  capital  stock 
from  $10,000  to  $30,000. 

Iowa 

Algona— John  Van  Deest  has  purchased  control  of  the 
Algona  Music  House  from  John  Mesing,  with  whom  the 
former  has  been  associated  about  a  year. 

Muscatine— The  Lohr  &  Chase  Music  Co..  102  East  Sec- 
ond street,  has  been  absorbed  by  A.  C.  Springborn,  pro- 
prietor of  the  Muscatine  Music  House. 

Burlington— The  Music  Shop,  formerly  located  on  Jef- 
ferson street,  has  moved  to  a  new  store  in  the  Eisfeld 
Building  on  Third  street. 

Cedar  Rapids — The  Brabbit-Jenney  Music  Co.  has  been 
incorporated  with  a  capital  stock  of  $15,000. 

Dubuque— The  Renier  Music  House  has  taken  new 
quarters  at  531  Main  street,  a  few  doors  south  of  its  old 
location. 

Kansas 

Columbus— Botefuhr's  Music  House,  which  has  been 
conducted  for  several  years  in  Pittsburg,  Kan.,  has  opened 
a  branch  store  in  the  Brooks  Hotel  Building  here. 

Newton— E.  A.  Hoag,  proprietor  of  the  Newton  Music 
Co.,  has  disposed  of  the  business  to  L.  Dean  Sands,  who 
assumed  control  on  June  1. 

Eureka — The  Bratton  Music  Co.  has  removed  from  the 
Kraus  Building,  709  North  Main  street,  to  new  quarters 
at  310  North  Main  street. 

Leavenworth— C.  H.  Wentworth,  who  has  been  manager 
of  the  Carl  Hoffman  Music  Co.,  422  Delaware  street,  for 
many  years,  has  purchased  control  of  the  business. 

Maryland 

Princess  Anne— Thomas  R.  Young,  who  has  music  stores 
located  in  Salisbury  and  Parksley,  has  announced  that  he 
will  open  a  branch  to  be  located  in  Goodman's  depart- 
ment store. 

Massachusetts 
Springfield— The  local  branch  of  M.  Steinert  &  Sons, 
located   for   many    years   at   1342  Main   street,   has  been 
moved  to  new  quarters  at  1217-19  Main  street. 

Michigan 

Bay  City— William  Preston  has  opened  a  new  music 
store  at  107  Fifth  avenue,  featuring  phonographs  and  radio. 

Minnesota 

New  Ulm— Rudolph  Marti  has  opened  a  general  music 
store  in  the  Saffert  Building  on  North  Minnesota  street. 

Crookston— Charles  Munn  has  taken  a  new,  centrally 
located  store  in  the  Palace  Block  on  Second  street  for 
his  music  business. 

Montana 

Helena— H.  G.  Parchen,  who  has  conducted  the  Montana 
Phonograph  Co.,  on  Broadway,  for  several  years,  has 
transferred  the  business  to  Ernest  Nelson. 


New  Hampshire 

Laconia— The  St.  Clair  Music  Store,  located  in  the  Cook 
Block  on  Main  street,  has  suffered  damage  from  fire. 

New  Jersey 

New  Brunswick — Boltin's  Music  Store  has  moved  from 
417  George  street  to  larger  quarters  at  62  New  street. 

Morristown— The  Griffith  Piano  Co.,  of  Newark,  has 
opened  a  branch  store  at  the  corner  of  Washington  street 
and  Schuyler  place,  with  H.  D.  Young  as  manager. 

Jersey  City — The  Wissner  Piano  Co.,  formerly  located 
at  134  Newark  avenue,  has  taken  larger  quarters  at  171 
Newark  avenue. 

New  York 

Niagara  Falls— The  Charles  E.  Campbell  Music  Co.  has 
moved  from  357  Third  street  to  a  location  one  block  nearer 
Falls  street. 

Brooklyn — The  Canarsie  Musical  Instrument  Corp.  has 
been  incorporated  with  a  capital  stock  of  $5,000,  the  ap- 
plication being  filed  by   Smith,   Weynberg  &  Rich. 

Norwich — H.  G.  Hyde,  proprietor  of  the  Hyde  Music 
House,  of  Cortland,  has  opened  a  new  branch  here  in 
the  Hubbard  Block. 

New  York — The  Hub  Music  House  has  been  incor- 
porated with  a  capital  stock  of  $10,000,  and  will  deal  in 
phonographs  and  records. 

Dansville — Schwan  Bros,  have  opened  a  new,  general 
music  store  in  the  Mader  Block  here. 

Clyde — Bush  &  Mann,  Inc.,  has  been  incorporated  with 
a  capital  stock  of  $30,000  to  conduct  a  music  store,  han- 
dling musical  instruments,  sheet  music,  etc. 

Tuckahoe — The  Radiola  Specialty  Store  has  been  opened 
at  4S  Main  street  by  Jack  Klein  and  R.  S.  Crockett, 
carrying  the  Victor  Orthophonic  and  Radiola  lines. 

North  Carolina 

Charlotte— The  Piedmont  Music  Co.  of  North  Carolina 
has  been  incorporated  in  this  city  with  a  capital  stock 

of  $3C,00C. 

Ohio 

Columbus — The  University  Music  Shop,  of  which  Wilbur 
T.  Collins  is  manager,  has  been  opened  at  1652-4  North 
High  street,  featuring  phonographs,  sheet  music  and  music 
rolls. 

Cincinnati — The  Consolidated  Music  Stores,  Inc.,  this 
city,  have  been  incorporated  with  an  authorized  capital 
of  $30,000. 

Fremont — The  Fremont  Music  Co.  has  opened  an  attrac- 
tive new  store  on  Front  street,  featuring  talking  ma- 
chines and  records. 

Cambridge— A.  A.  Hellstern,  who  has  been  manager  of 
the  local  branch  of  the  Davis,  Burkham  &  Tyler  Co., 
has  purchased  control  of  the  business  and  will  conduct 
the  store  individually. 

Toledo — The  Ignaz  Fischer  Music  Store,  707  Adams 
street,  has  suffered  a  severe  fire  loss. 

Pennsylvania 

Monessen— T.  S.  LaForte,  who  has  conducted  a  general 
music  store  here  for  the  past  ten  years,  has  moved  the 
business  to  larger  quarters  at  470  Donner  avenue. 

Carnegie— A  petition  in  bankruptcy  has  been  filed  by 
William  F.  McDay,  local  music  dealer. 

Grove  City— The  W.  F.  Frederick  Piano  Co.,  Pittsburgh, 
has  opened  a  branch  store  in  the  Albin  Building,  Broad 
street,   with  John  Graham  as  manager. 

Rhode  Island 

Providence— A  branch  of  the  United  Music  Co.  will 
be  opened  here  shortly  under  the  management  of  David 
Feldman,  and  will  carry  a  full  line  of  musical  instru- 
ments. 

Texas 

Harlingen— The  Harlingen  Music  Co.  has  been  incor- 
porated with  a  capital  stock  of  $10,000;  the  proprietors 
are  M.  S.  Niles,  C.  W.  Van  Law  and  Mrs.  Blanche  Diehl. 

Dallas — Edwin  L.  Sanger  has  opened  a  new,  suburban 
music  store,  to  be  known  as  the  Edwin  Sanger  Music 
Corp.,  at  3109  Oak  Lawn  avenue. 

Utah 

Brigham  City— Ralph  Sarager  has  purchased  the  interest 
of  C.  C.  Watk  ins  in  the  Watkins-Sarager  Music  Co.  and 
will  conduct  the  store  under  the  name  of  the  Boxelder 
Music  House. 

Ogden— Miss  Lola  Taylor,  formerly  manager  of  the 
record  department  of  the  Glen  Bros.-Roberts  Piano  Co., 
has  taken  a  similar  post  with  the  Beesley  Music  Co.'s 
local  store. 

Vermont 

Rutland — Walter  H.  Curtis  has  opened  a  new  music 
store,  handling  phonographs. 

Virginia 

Appalachia— A  new  music  department  featuring  phono- 
graphs and  other  musical  instruments  has  been  opened 
by  the  Addington  Jewelry  Co.,  on  West  Main  street. 

Norfolk— A  new  music  store,  the  Norfolk  Music  Center, 
was  opened  recently  on  City  Hall  avenue  and  Plume 
street  by  the  Levy  Page  Co.,  featuring  Victor  products. 

Washington 

Everett— The  Watsou-Riecken  M  usic  Co.  has  been  in- 
corporated with  a  capital  stock  of  $9,000,  the  incorpora- 
tors being  W.  D.  Watson  and  H.  M.  Riecken. 

West  Virginia 
Morgantown -The  S.  A.  Phillips  Music  Co.  has  moved 
from  361  High  street  to  new  quarters  at  236  Walnut  street, 
where  two  floors  will  be  occupied. 
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New!  HOT!  Don't  Miss  It! 

No  batteries  at  all.  DRY  socket  unit  furnishes  A,  B  and  C  power 
Wonderful  audio  amplification  system    perfect  tone 
Exceptional  selectivity  ~  one 'dial  control 
Everything  you  need  to  make  a  killing 


HERE'S  the  first  news  on 
Slagle's  new  improved 
receiver.  Below  is  a  very 
brief  summary  of  a  few  out- 
standing points.  Read  them 
over  carefully.  Compare  them 
with  anything  else  you  choose. 

See  the  sets,  a  fine,  complete 
line  of  high  quality  at  reason- 
able prices.  Hear  'em !  We'll 
leave  it  to  your  eyes  and  ears 
whether  or  not  you  can  make 
real  money  with 'em.  Let's 
hear  from  you.  The  whole 
story  is  worth  investigating. 

SLAGLE  RADIO  COMPANY 

Fort  Wayne,  Indiana 


BRIEF  LIST  OF  OUTSTANDING  SPECIFICATIONS 


Power  Supply:  This  newest  development  in 
complete  self-contained  power  is  one  of  the  most 
important  of  many  advantages  Slagle  offers  you 
this  season.  Nobatteriesof  any  kind.  Slagle  Com- 
bination Unit  (no  acids,  no  water,  no  liquid) 
supplies  correct  A,  B  and  C  current  from  ordi- 
nary lamp  socket. 

(When  central  station  power  is  not  available 
standard  batteries  can  be  substituted  without 
any  alterations.) 

Chassis:  One  piece  Cast  Aluminum  Chassis 
swung  on  rubber  lugs  with  drawn  aluminum 
shielding  mounted  on  Bakelite  for  each  coil. 

Circuit:  Special  Slagle  design,  3  stages  tuned 


radio  frequency,  detector,  and  2  audio  stages. 
Perfect  coordination  of  elements  eliminates  all 
internal  causes  of  noise.  Cannot  squeal  or  howl. 

Selectivity :  The  special  Slagle  circuit  provides 
exceptional  selectivity  while  retaining  full  tone 
qualities  and  distance-getting  power. 

Control:  One  dial,  simplified  tuning,  with 
illuminated  dial  calibrated  in  wavelengths.  Wave 
length  markings  well  separated  for  easy  tuning. 

Adaptable  to  long  or  short  aerial  without  any 
adjustments. 

Audio  Amplification:  Here  is  the  place 
where  Slagle  performance  has  again  set  a  new 


standard.  The  perfect  transmission  of  the  orig- 
inal broadcast  material  is  uncanny  in  its  fidelity 
of  full  tone  coloring  ar.d  natural  quality. 

Slagle  system  incorporates  highest  grade  equip- 
ment possible  to  use  including  Ferranti  trans- 
formers and  large  horn  with  extremely  long  air 
column. 

Last  stage  wired  for  power  tube  which  is 
recommended  though  not  absolutely  necessary. 
Cabinet  Work:  The  one  console  model  illus- 
trated is  typical  of  Slagle's  beautiful  cabinet 
work.  Cabinets  all  walnut,  designed  and  ex- 
ecuted by  one  of  the  leading  makers  of  fine 
pianos.  Each  style  is  a  beautiful  piece  of  furni- 
ture welcome  in  any  home. 
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Metropolitan  Trade  Activities 


New  York  Talking  Machine 
Go.  Buys  American  T.  M.  Go. 

New  York  City  Victor  Distributing  Firm  Takes 
Over  Merchandise  and  Assets  of  Brooklyn 
Firm — Many  of  Personnel  Will  Remain 


An  announcement  of  interest  to  the  metro- 
politan talking  machine  trade  was  that  of  the 
purchase  of  the  merchandise  and  many  of  the 
assets  of  the  American  Talking  Machine  Co., 
Victor  distributor  of  Brooklyn,  N.  Y.,  by  the 
New  York  Talking  Machine  Co.  The  purchas- 
ing company  will  continue  to  distribute  Victor 
products  from  the  same  address,  356  Livingston 
street,  under  its  own  name.  The  transfer  of 
the  business  was  effective  May  31. 

R.  H.  Morris,  president  of  the  American  Talk- 
ing Machine  Co.,  and  many  of  the  former  em- 
ployes will  continue  with  the  New  York  Talking 
Machine  Co.  G.  T.  Williams,  one  of  the  own- 
ers of  the  American  Talking  Machine  Co.,  who 
for  several  years  has  been  less  active  than  form- 
erly in  the  talking  machine  business,  is  devoting 
his  time  to  other  activities. 


Eighteen  Radio  Dealers 

Join  Talking  Machine  Men 

On  Thursday,  June  2,  a  meeting  of  radio  deal- 
ers located  in  the  downtown  section  of  New 
York  City  was  held,  and  resulted  in  eighteen  of 
the  dealers  signifying  their  intention  of  joining 
the  Talking  Machine  and  Radio  Men,  Inc.,  of 
New  York,  New  Jersey  and  Connecticut.  The 
meeting  was  held  at  Elliott's  Chop  House,  Cort- 
landt  and  Greenwich  streets,  and  a  number  of 
important  trade  matters  were  discussed.  The  sec- 
tion in  which  all  of  the  new  dealers  are  located 
is  west  of  Nassau  street  and  extends  from  the 
Battery  to  Fourteenth  street.  George  Modell  was 
elected  vice-president  of  the  section  to  represent 
the  dealers  on  the  executive  committee  of  the  As- 
sociation. Among  the  radio  establishments 
which  have  forwarded  their  membership  appli- 
cations are:  Empire  City  Radio,  173  Greenwich 
street;  Oscar's  Radio  Stores,  Inc.,  176  Green- 
wich street;  Graymore  Radio,  Edward  Rosen- 
baum,  142  Liberty  street;  Transatlantic  Radio 
Stores,  Inc.,  75  Cortlandt  street;  Netson  Radio 
Co.,  Inc.,  78  Cortlandt  street;  Modell's  Radio, 
71  Cortlandt  street;  Retail  Stores  Corp.,  63  Cort- 
landt street  and  Holland  Radio  Stores,  75  West 
125th  street. 


Columbia  Masterworks  Are 
Steady  Sellers  for  Beers 

"Business  during  the  past  month  has  been 
most  satisfactory,"  reports  A.  J.  Beers,  head  of 
the  establishment  bearing  his  name  at  81 
Chambers  street,  New  York  City.  "The  de- 
mand has  been  mostly  for  talking  machines," 
he  continued,  "largely  due  to  the  interest  cre- 
ated by  the  Automatic  Orthophonic  Victrola 
which  resulted  in  sales  of  all  types  of  models.  ' 

The  Columbia  Masterworks  records  which 
were  recently  added  to  the  merchandise  carried 
by  this  store  last  March  have  proved  to  be 
steady  sellers  and  a  nice  volume  of  this  business 


has  been  built  up.  In  the  radio  department 
the  Stromberg-Carlson  line  has  been  the  most 
consistent  mover,  and  at  the  present  time  Mr. 
Beers  is  waging  an  aggressive  direct  mail  cam- 
paign in  favor  of  the  Stromberg-Carlson  re- 
ceiver. He  anticipates  a  big  Summer  business 
in  portable  talking  machines  and  small  stringed 
instruments.  . 


Portable  Radio  Window 

Display  Brings  in  Sales 

One  of  the  most  attractive  window  displays 
devoted  to  showing  portable  radio  sets  has 
graced  the  show  space  of  the  Independent  Radio 
&  Electric  Co.,  2386  Broadway,  New  York,  for 
the  past  several  weeks  and  has  been  most  effec- 
tive in  bringing  sales.  As  can  be  seen  from  the 
accompanying  illustration,  the  scene  depicted  a 
woodland  camping  site,  with  a  pup  tent  and 
wild-growing  foliage  with  three  models  of  Radi- 


N.  J.  Dealers  Stage 

Their  Annual  Outing 

Radio  dealers  and  jobbers  of  northern  New 
Jersey  put  aside  their  business  cares  on  Wednes- 
day, June  8,  and  attended  the  annual  outing  which 
was  held  at  Lake  Hopatcong.  A  caravan  of 
motor  cars  carried  the  holidayers  to  the  shores 
of  the  beautiful  lake  and  a  program  of  athletic 
games  and  other  pleasant  pursuits  whiled  away 
the  day  in  pleasant  fashion. 


How  Independent  Radio  &  Electric  Co.  Featured  Portable  Radios 

ola  portables  occupying  prominent  positions  in 
the  layout.  An  Operadio  portable  was  also 
prominently  shown.  Realistic  wax  figures  of 
Charlie  Chaplin  and  Jackie  Coogan,  in  the  cos- 
tumes in  which  they  appeared  in  "The  Kid,"  the 
highly  successful  moving  picture,  help  arrest 
the  eyes  of  passers-by.  M.  Lehman  and  M. 
Fleischer,  proprietors  of  the  establishment,  re- 
port that  sales  of  twelve  portable  radio  sets 
and  three  or  four  other  receivers  resulted  from 
the  window  and  a  great  amount  of  other  busi- 
ness in  parts  and  in  servicing  has  been  brought 
to  the  store. 


Talking  Machine  Men  to 
Hold  Annual  Outing  in  July 

A  continuation  of  the  discussion  on  Discounts 
featured  the  last  meeting  of  the  Talking  Ma- 
chine and  Radio  Men,  Inc.,  of  New  York,  New 
Jersey  and  Connecticut,  held  at  the  Cafe  Boule- 
vard on  May  18.  Representative  dealers,  job- 
bers and  manufac- 
turers' representa- 
tives all  joined  in  the 
discussion  and  many 
suggestions  were 
offered.  It  was  fi- 
nally decided  that  a 
committee  be  ap- 
pointed to  investi- 
gate the  discount 
problem  and  report 
back  to  the  Asso- 
ciation. President 
Irwin  Kurtz  appoint- 
ed Benjamin  Gross, 
Mark  Max,  Joseph 
Mayers,  L.  J. 
Rooney  and  Chester 
Abelowitz  as  the 
committee. 

The  annual  outing 
of  the  Association 
will  take  place  at 
Briarcliff  Lodge,  Briarcliff  Manor,  N.  Y.,  on 
Thursday,  July  14.  Ben  Selvin's  orchestra  will 
provide  the  music  at  luncheon  and  the  dinner 
dance  in  the  evening.  A  program  of  sports  is 
being  arranged. 


Di  Vito  Shop  Adds  Okeh 


Charles  Rothauser  Becomes 
Partner  of  Broad  &  Market 


The  Distributing  Division  of  the  Okeh  Phono- 
graph Corp.,  New  York,  recently  announced 
that  the  Di  Vito  Music  Shop,  of  Waterbury, 
Conn.,  has  added  the  complete  line  of  Okeh 
records,  which  it  will  sell  exclusively.  The  Ar- 
tone  line  of  portable  talking  machines,  which  is 
distributed  by  the  Okeh  organization,  has  also 
been  added  by  the  Di  Vito  establishment. 


Charles  Rothauser,  who  for  some  years  has 
been  connected  with  the  sales  staff  of  the  Broad 
&  Market  Music  Co.,  Newark,  N.  J.,  is  now  a 
partner  in  the  concern,  holding  the  office  of 
vice-president.  Mr.  Rothauser  states  that  business 
is  more  than  satisfactory,  with  radio  sales  exceed- 
ing all  expectations.  The  lines  in  greatest  de- 
mand in  this  store  are  the  Atwater  Kent,  Fresh- 
man, Fada  and  the  Radiola.  Parts  and  acces- 
sories continue  to  sell  in  satisfactory  fashion. 


"Business  Fine"  Says  Essex 

The  Essex  Distributing  Corp.,  exclusive  Fada 
distributor  of  Newark,  N.  J.,  is  experiencing  a 
business  that  more  than  exceeds  expectations. 
Harry  H.  Lippe,  president  of  the  company,  states 
that  the  new  Fada  line  has  been  enthusiastically 
received  by  dealers  and  the  sales  volume  indi- 
cates that  the  public  is  likewise  in  favor  of 
the  Fada  receivers. 


VAN   VEEN   SOUNDPROOF  BOOTHS 

are  more  necessary  than  ever  before.  You  cannot  demonstrate  the  wonderful  volume  and 
beauty  of  tone  of  the  improved  talking  machine  and  records  without  booths.  The  new  in- 
strument  has  unlimited  possibilities.    Meet  it  half  way  by  adequate  demonstration. 


Complett 
dealert. 


uipmtnt  for  musical  merchandise 


equip 

Write 


VAN  VEEN  &  COMPANY,  Inc., 


for    details    and  catalogue. 


313-315  East  31st  Street,  New  York  City 

PHONE  LEXINGTON  9956-2163 
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GROWING! 

It  is  with  conscious  pride  that  we 
announce  another  step  toward  the 
leadership  in  our  field  of  service 

A  NEW  YORK  BRANCH 

We  have  just  concluded  the  purchase  of 

THE  BRISTOL  &  BARBER  CO. 

3  EAST  14th  STREET,  NEW  YORK  CITY 

and  will  continue  that  business  in  addition  to  our 
general  line  of  phonographs,  portables,  repair  parts 
and  repair  service* 

3  BRANCHES  IN  LESS 
THAN  3  YEARS 

^  From  an  humble  beginning  less  than  three  short 
years  ago,  to  direct  establishment  in  Pittsburgh, 
Cleveland  and  New  York,  three  of  the  largest  cities 
in  our  wonderful  country,  speaks  louder  for  us  than 
any  boasts  or  claims  we  could  make. 

*J  Each  forward  step  we  take  is  but  the  concrete  ex* 
pression  of  the  confidence  our  trade  reposes  in  us. 

*J  Customer  satisfaction  has  always  been  our  goal  and 
achievement  and  will  continue  to  guide  us  forward. 

IDEAL  PHONO  PARTS  CO.,  Inc. 

3  E.  14th  St.  614-16-18  Fifth  Ave.  1231  Superior  Ave. 

New  York  City  Pittsburgh,  Pa.  Cleveland,  O. 
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Metropolitan  Trade  Activities 


Attractive  Window  Displays 
a  Feature  of  Gimbel  Store 

A  most  attractive  display  of  portable  talking 
machines  graced  a  large  show  window  of  the 
music  store  of  Gimbel  Bros,  during  the  past 
month  and  was  successful  in  stimulating  sales. 
Among  the  portable  instruments  featured  in 
the  display  were  Carryolas  and  Sonoras.  The 
record  department  of  this  store  was  recently 
transferred  from  the  basement  floor  to  the  main 
floor  and  William  Schneider,  manager  of  the 
department,  states  that  the  change  resulted  in 
an  immediate  increase  of  record  sales.  Another 
display  which  attracted  crowds  to  this  store  was 
that  of  the  Heinafone,  a  six-tube  radio  receiver 
lor  automobiles. 


A.  I.  Ross  in  New  Home 


The  A.  I.  Ross  Music  Stores  recently  moved 
the  store  formerly  located  at  333  Steinway  ave- 
nue, Astoria,  L.  L,  to  456  Steinway,  the  new 
building  of  the  Ross  organization.  The  new 
Ross  Store  is  directly  opposite  the  Astoria 
Theatre.  The  formal  opening  of  the  new  quar- 
ters was  held  on  Saturday,  May  14,  and  the 
hundreds  of  patrons  who  attended  were  enter- 
tained by  a  galaxy  of  record  and  radio  artists. 
A  full  line  of  Orthophonic  Victrolas,  records 
and  radio  sets  is  carried. 


Masterworks  Sales  Increase 


A  greatly  increased  demand  for  talking  ma- 
chines during  the  latter  part  of  last  month  was 
reported  by  Marconi  Bros.,  Columbia  and  Vic- 
tor dealers,  at  126  East  Fifty-ninth  street.  Pay- 
ing tribute  to  the  success  of  the  Beethoven 
Week  activities  of  the  Columbia  Phonograph 
Co.,  this  store  stated  that  the  sale  of  Columbia 
Masterworks  recordings  had  increased  about  90 
per  cent  during  the  month  following  the  ob- 
servance of  Beethoven  Week. 


Loeser  Go.  Reports  Increase 

A.  R.  Filante,  manager  of  the  talking  machine 
and  radio  departments  of  Fred  Loeser  &  Co. 
department  store,  Brooklyn  N.  Y.,  reports  a 
satisfactory  business  for  the  past  month,  con- 
siderably in  advance  of  last  year.  The  demand 
for  radio  receivers  was  heaviest,  with  the  At- 
water  Kent,  Fada,  Stromberg-Carlson  and  RCA 
sets  all  selling  well.  A  clearance  sale  of  talking 
machines  was  most  successful. 


Kellogg  Radio  Sales  Good 

The  Bolcy-Oliver  Co.,  New  York,  sales  agent 
for  the  Kellogg  Switchboard  &  Supply  Co.,  re- 
ports a  satisfactory  demand  for  the  Kellogg  line 
<>f  radio  receivers.  This  firm  has  lined  up  about 
200  of  the  most  prominent  retail  radio  stores 
throughout  the  territory  as  Kellogg  representa- 
tives, and  practically  every  dealer  has  been  fea- 
Uiring  the  line  through  newspaper  advertise- 
ments and  window  displays. 


J.  Modell  &  Go.  Busy 

J.  Mndi-ll  &  Co.,  occupying  the  store  at  10 
Fourth  avenue,  Brooklyn,  N.  Y.,  formerly  used 
l>\  Gibbons  &  Owens,  Victor  dealers,  report  a 
brisk  radio  business  in  the  many  radio  lines 
carried.  This  store  recently  added  a  line  of 
portable  talking  machines,  and  due  to  its  loca- 
tion opposite  the  Long  Island  depot,  has  started 
a  camera,  film  developing  and  printing  depart- 
ment which  is  bringing  in  steady  profits. 


Walthal  Opens  New  Stores 

The  Walthal  Electric  Co.,  Inc.,  operating  a 
chain  of  retail  radio  stores  throughout  the 
metropolitan  section,  recently  added  two  new 
outlets  to  its  organization.  The  first  of  the 
new  stores  is  located  at  987  Southern  Boulevard, 
the  Bronx,  and  the  other  at  7  North  Broadway, 
Yonkers,  N.  Y.  Among  the  products  carried 
at  the  Walthal  stores  are  included  those  of  the 
Victor  Co.,  Radio  Corp.  of  America,  Stromberg- 
Carlson  Tel.  Mfg.  Co.,  Fada,  Atwater  Kent 
Mfg.  Co.  and  the  Kellogg  Switchboard  &  Sup- 
ply Co.    A  vigorous  drive  is  planned. 

Newark  Jobber  Adds  Philco 


The  National  Light  &  Electric  Co.,  Newark, 
X.  J.,  has  added  the  Philco  line  of  storage  bat- 
teries and  power  units  to  the  merchandise 
which  it  distributes  throughout  the  northern 
New  Jersey  territory.  This  company  also  placed 
on  the  market  within  the  past  two  weeks  a 
new  stand  for  the  new  100-A  Radiola  speaker. 
This  stand  is  of  wrought  iron  and  finished  to 
match  the  speaker. 


Filmo  Cameras  in  Demand 


A.  F.  Cotton,  in  charge  of  the  Eastern  head- 
quarters of  the  Bell  &  Howell  Co.,  maker  of 
Filmo  motion  picture  cameras,  states  that  busi- 
ness is  most  satisfactory,  and  that  the  upward 
trend  in  business  which  makes  its  appearance 
during  the  month  of  May  arrived  on  schedule  and 
dealers  throughout  the  territory  find  a  con- 
sistent demand  for  the  product.  The  outlook 
for  a  big  Summer  business  is  bright. 


Celebrates  Anniversary 

The  Chambers  Music  Co.,  77  Chambers  street, 
celebrated  its  tenth  anniversary  last  month  and 
featured  special  offerings  in  radio  and  talking 
machine  equipment  during  the  celebration.  The 
demand  at  this  store  inclines  more  heavily  to- 
ward talking  machines  and  records  at  the  pres- 
ent time. 


V.  C.  Rottkamp  in  New  Post 

\  .  C.  Rottkamp  recently  joined  the  sales  staff 
of  the  New  York  wholesale  division  of  the 
Columbia  Phonograph  Co.,  covering  the  New 
Jersey  territory.  Mr.  Rottkamp  was  formerly 
connected  with  the  Gennett  division  of  the  Starr 
Piano  Co. 


To  Distribute  Bosch  Line 


rhe  Wholesale  Radio  Equipment  Co.,  113 
Leonard  street,  has  added  the  complete  line  of 
Bosch  products  to  the  merchandise  which  it 
distributes  throughout  the  metropolitan  terri- 
tory. 


Erecting  New  Building 

I. ud wig  Baumann  &  Co.,  operating  a  chain 
ol"  furniture  and  music  stores  throughout  the 
metropolitan  district,  have  started  work  on  the 
erection  of  a  ten-story  building  at  the  corner 
ol  Hoyt  and  Livingston  streets,  Brooklyn,  N.  Y. 


Incorporation 

I  In-  Hub  Music  House,  New  York,  was  re- 
cently incorporated  at  Albany  to  deal  in  talk- 
ing machines  and  other  musical  instruments, 
with  a  capital  stock  of  $10,000. 


Aeolian  Brooklyn  Branch 

Moves  to  New  Building 

The  Brooklyn  branch  of  the  Aeolian  Co.  is 
now  occupying  the  main  floor  and  basement  of 
the  six-story  building  which  it  leased  for  a  long 
term  recently.  This  new  location  is  admirably 
situated,  and  Robert  S.  McCarthy,  manager, 
hopes  to  be  able  to  move  the  rest  of  the  de- 
partments now  being  operated  at  11  Flatbush 
avenue  to  the  Lafayette  avenue  and  Flatbush 
avenue  location  in  the  near  future.  He  reports 
both  radio  and  Brunswick  Panatrope  and  phono- 
graph sales  in  satisfactory  condition. 


Sells  600  Album  Sets 


The  New  York  Band  Instrument  Co.,  East 
Fourteenth  street,  reports  that  business  for  the 
past  month  is  considerably  ahead  of  the  same 
period  of  last  year,  due  largely  to  the  excellent 
volume  of  records  of  the  better  type.  Since 
the  observance  of  Beethoven  Week  the  latter 
part  of  March  this  establishment  has  sold  ap- 
proximately 600  album  sets  of  orchestra  re- 
cordings, principally  the  Columbia  Masterworks 
albums.  Portables  are  also  in  popular  demand 
at  this  store. 


T.  W.  Barnhill  to  Go  Abroad 


T.  W.  Barnhill,  president  of  the  Penn  Phono- 
graph Co.,  of  Philadelphia,  Pa.,  will  sail  for  a 
well-earned  vacation  in  Europe  on  June  24.  Mr. 
Barnhill  will  be  accompanied  by  Mrs.  Barnhill 
and  his  daughter,  Miss  Margaret  Barnhill.  They 
will  tour  the  British  Isles  and  France,  after 
which  Mr.  Barnhill  will  return,  leaving  Mrs. 
Barnhill  and  daughter  to  continue  through  to 
Berlin,  Czechoslovakia  and  the  Mediterranean 
ports. 


Majestic  "B"  Sales  Increase 

Herbert  E.  Young,  Eastern  district  representa- 
tive of  the  Grunow-Grigsby-Hinds  Co.,  maker 
of  Majestic  "B"  eliminators,  reports  that  sales 
for  May  were  far  in  advance  of  those  made  dur- 
ing April.  Mr.  Young  and  a  large  delegation 
of  Majestic  jobbers  and  dealers  are  attending 
the  R.  M.  A.  show  in  Chicago. 


High-Priced  Units  Selling 

The  talking  machine  and  radio  departments 
of  L.  Bamberger  &  Co.,  Newark,  N.  J.,  report  a 
demand  for  the  higher-priced  radio  units.  The 
Victor  Electrola  is  also  in  favor  with  the  buy- 
ing public,  inasmuch  as  the  reproducing  system 
of  this  unit  can  be  used  for  radio  amplification 


In  Bankruptcy 

A  voluntary  petition  in  bankruptcy  was  re- 
cently filed  by  Samuel  E.  Markovitz,  225  Roeb- 
ling  street,  Brooklyn,  N.  Y.,  who  dealt  in  radio 
receivers,  talking  machines  and  other  musical 
instruments.  Liabilities  were  listed  at  $11,834.34 
and  assets  at  $5,S25.44. 


Marx  Brother  Buys  Victrola 

William  M.  Ross,  manager  of  the  A.  I.  Ross 
Music  Stores,  Astoria,  L.  I.,  recently  sold  a 
$1,000  Orthophonic  Victrola  to  Julius  H.  Marx, 
"I'  (he  famous  Marx  brothers. 


Milton  Auster,  formerly  connected  with  the 
Wcber-Rance  Corp.,  has  joined  the  sales  staff 
of  the  Sanford  M.  Bookee  organization,  221 
Fulton  street,  New  York  City. 
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A  Corner  Stone 
in  the  Radio  Industry 


T  has  been  our  continued  effort  for  twenty-five 
years  to  develop  a  dependable  distributing  or- 
ganization as  contact  between  responsible  manu- 
facturers and  reliable  dealers  in  New  York  and  vicin- 
ity. For  twenty-three  years  this  effort  was  confined  to 
the  talking  machine  industry. 

We  have  now  reached  our  stride  in  Radio  and  are 
confident  that  our  activities  in  the  coming  season  will 
emphasize  the  stability  of  our  slogan  "Blackman  and 
Dependability  —  one  suggests  the  other." 


WHOLESALE  DISTRIBUTORS 
VICTROLAS   -   RADIO   -  ACCESSORIES 


DISTRIBUTING  CO.  inc. 
28  West  23rd  St.    New  York,  N.  Y. 
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Standard  Home  Utilities,  Inc.,  Enters 

the  Metropolitan  Distributing  Field 

Arthur  D.  Geissler,  Hugh  C.  Ernst,  P.  A.  Wilkinson  and  Lloyd  Everdeene  Associated  in  Firm — 
Distribute  Radio,  Portable  Phonographs,  Motion  Picture  Cameras  and  Sewing  Machines 


Arthur  D.  Geissler,  one  of  the  pioneers  of 
the  talking  machine  industry  and  a  nationally 
known  figure,  recently  formed  a  new  distribut- 
ing organization  known  as  the  Standard  Home 


One:  A.  D.  Geissler    Two:  Hugh  C.  Ernst.  Three: 

Four:   Lloyd  Everdeene 

Utilities,  Inc.,  with  offices  and  showrooms  at  both 
1  Park  avenue,  New  York  City.  Mr.  Geissler 
retired  a  year  ago  after  disposing  of  his  interest 
in  the  New  York  and  Chicago  Talking  Machine 
companies,  two  of  the  largest  distributing  out- 
lets of  the  Victor  Talking  Machine  Co. 

Despite  his  retirement,  Mr.  Geissler  remained 


keenly  interested  in  the  industry  and  particular- 
ly the  problems  of  the  retailer.  He  conceived 
the  idea  of  organizing  a  jobbing  business,  serv- 
ing the  retailer,  which  would  have  as  its  most 

important  functions 
plans  and  products 
that  would  create  "a 
year-round  business." 
Naturally,  in  the 
phonograph  business 
there  are  certain 
months  that  run  up 
large  volume  of  sales 
and  other  months  that 
are  not  nearly  so  ac- 
tive. The  dealer  is 
faced  with  the  prob- 
lem of  carrying  the 
same  overhead  and 
keeping  his  sales  force 
intact.  If  the  dull 
periods  could  be  made 
active  through  the 
handling  of  high-class 
merchandise,  that 
would  fit  admirably  as 
off-s  e  a  s  o  n  business 
and  would  even  have 
an  active  sale  during 
most  months,  a  diffi- 
cult problem  for  the 
retail  merchant  would 
be  solved. 

Mr.  Geissler  evolved 
such  a  plan  and  select- 
ed Hugh  C.  Ernst, 
who  was  formerly 
associated  with  him, 
as  general  manager  of 
his  new  company. 
Mr.  Ernst  has  had 
lengthy  experience  in 
retail  fields.    He  has  a 


P.  A.  Wilkinson. 


the  wholesale  and 
thorough  knowledge  of  the  problems  of  mer- 
chandising and  Mr.  Geissler's  plans  struck  a 
responsive  chord. 

The  Standard  Home  Utilities,  Inc.,  selected 
its  first  lines  for  an  "all-year-round  business," 
radio,    portable    phonographs,    motion  picture 


LYREPHONIC  PRODUCTS 


SYMBOL  OF  QUALITY 

IT  is  with  pleasure  that  we  announce  to  the  trade 
that  the  ANDREW  P.  FRANGIPANE  &  COM- 
PANY, INC.,  has  been  formed  to  participate  in  the 
manufacture  of  a  line  of  high-grade  SOUND 
BOXES  AND  TONE  ARMS  under  the  trade  name 
of  Lyrephonic. 

Our  new  and  fully  equipped  machine  shop  in  our 
new  factory,  coupled  with  the  fact  that  over  90  per 
cent  of  our  complete  products  are  made  in  our  own 
factory,  is  assurance  to  our  customers  of  the  highest 
of  quality  in  merchandise  and  the  very  best  in 
service. 

Andrew  P.  Frangipane  &  Company,  Inc, 

Factory:  261  Warren  St.,  Lyndhurst,  N.  J. 
New  York  Office:  32  Union  Sq.,  New  York  City 


cameras  and  projectors  and  electric  sewing  ma- 
chines. 

The  new  company  has  appointed  P.  A.  Wil- 
kinson in  charge  of  sales  promotion  of  the 
sewing  machine  division.  Mr.  Wilkinson  has 
had  long  experience  in  both  merchandising  and 
advertising,  most  of  this  in  the  metropolitan 
area.  During  the  war  Mr.  Wilkinson  was  an 
ensign  in  the  U.  S.  Navy,  following  which  he 
was  one  of  the  first  sales  executives  to  enter 
commercial  radio.  Through  his  past  experiences 
he  has  given  unusual  study  to  both  the  retailer 
and  consumer  problems. 

Lloyd  Everdeene,  formerly  associated  with 
the  Aeolian  Co.,  is  auditor  and  credit  manager 
of  the  new  company.  His  close  relationship 
with  the  music  dealer,  extending  over  a  period 
of  years,  qualifies  him  for  his  new  activities 
and  he  brings  to  the  company  a  thorough 
knowledge  of  finance  and  other  phases  of  the 
wholesale  and  retail  business. 

The  Standard  Home  Utilities,  Inc.,  will  have 
its  official  opening  on  June  20,  21  and  22,  at 
which  time  the  "year-round  business"  program 
will  be  presented  to  the  dealers  in  the  larger 
metropolitan  area.  It  is  understood  that  the 
firm  will  be  exclusive  distributor  in  this  ter- 
ritory for  the  products  selected.  This  will  af- 
ford territorial  and  locality  dealer  protection 
and  in  other  wa3rs  will  make  possible  the  very 
close  and  health}'  relationship"  between  the 
Standard  company  and  its  dealers. 

Probably  the  most  original  product  presented 
to  the  music  dealer  by  this  company  is  its  plan 
to  market  electric  sewing  machines.  This  is 
not  as  revolutionary  as  it  might  at  first  seem. 
The  sewing  machines  are  made  by  one 
of  the  largest  manufacturers  in  the  country. 
It  is  a  high-quality  product  of  most  modern 
character,  set  in  cabinets  that  lend  themselves 
readily  to  the  atmosphere  of  most  any  room. 
The  outward  appearance  of  these  cabinets 
does  not  give  the  impression  of  mechanical 
units,  but  the  smaller  cabinets  have  the  attrac- 
tion of  end  tables,  or  tea  services.  These  goods 
are  marketed  in  a  way  that  allows  the  dealer 
a  healthy  margin  of  profit,  the  unit  of  sale  is 
fairly  large  and  the  possibilities  of  sales  are 
widespread.  The  close  relationship  of  the  music 
merchant  to  the  people  in  his  locality,  extend- 
ing generally  over  a  long  period  of  years, 
equips  him  ideally  for  the  presentation  of  this 
latest  acquisition  for  the  talking  machine  store. 
Sewing  machines  are,  at  least  in  many  homes, 
a  necessity.  There  is  no  danger  of  the  market 
becoming  oversupplied,  due  to  the  fact  that  the 
younger  generation  is  constantly  opening  up 
new  homes. 


Greenwood  Go.  to  Open 

Third  Store  on  July  1 

Norfolk,  Va.,  June  7. — A  new  music  store  oper- 
ating under  the  name  of  Greenwood's,  Inc.,  will 
be  opened  at  Princess  Anne  road  and  Church 
street  on  July  1  by  the  Paul  Gale  Greenwood 
Co.  Among  the  lines  to  be  carried  are  the 
Orthophonic  Victrola  and  Radiola,  Kolster 
and  Atwater  Kent  radios.  The  store  will  be 
equipped  with  five  sound-proof  demonstration 
booths  and  a  large  display  space  for  the  instru- 
ments will  be  provided. 

This  is  the  third  store  operated  by  this  com- 
pany, another  branch  having  been  opened  at 
440  Granby  street  in  February,  and  the  main 
store  at  231  Granby  street  has  been  maintained 
for  several  vears. 


Radio  Show  for  Pittsburgh 

The  second  annual  Pittsburgh  radio  show  will 
be  held  at  Duquesne  Garden  during  the  week 
of  October  3  to  8.  Many  manufacturers  of 
radio  equipment  have  already  signified  their  in- 
tention of  exhibiting  at  this  exposition,  and  J. 
A.  Simpson,  managing  director,  states  that 
75  per  cent  of  available  space  has  already  been 
sold.  A  comprehensive  program  is  planned  as 
a  feature  of  the  event. 
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A  Portable  «**  &  richness 

and  volume  of  a  Reproducing 

-  PHONOGRAPH 


The  No.  2  Sonora  Portable  with  new  reproducing 
amplification  system,  carries  thirty  selections  .  .  $35 


HE  new  Sonora  Portable  offers  dealers  a  rare 
opportunity  to  do  a  great  volume  of  business  on 
a  quality  product . . .  Everywhere  vacationists  are 
looking  for  the  dealer  who  is  selling  the  new 
Portable  that  sounds  like  a  cabinet  reproducing  phonograph. 

Wire  now  for  complete  line:  No.  1  at  $25 — No.  2  at  $35  and 
deluxe  cowhide  at  $50  —  and  you  will  receive  free  the  new 
Sonora  humanized  window  display  —  the  greatest  music  mer- 
chandising window  ever  designed. 


ONORA 


ORTABLE 
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Seeing,  hearing  and  studying  the  new  Bosch  Radio  Models 
has  started  dealer  action  all  over  the  country.  The  new  Bosch 
Models  have  that  completeness,  simplicity,  sturdiness,  per- 
formance, outward  good  looks  that  you  have  been  waiting  for. 

"Transportation  proof" — they  require  no  adjusting  before 
delivery— but  go  to  your  customer  with  original  factory  settings. 

The  steel  chassis,  condenser  unit  assembly  with  its  three 
point  mounting,  short  solid  connections,  elimination  of  solder 
operations  are  all  Bosch  improvements. 

All  models  have  single  station  selector  electrically  lighted — 
Bosch  RFL  circuits,  armored  and  shielded.  The  cabinets  are 
outstanding  in  their  beauty,  good  taste  and  honest  construction. 

Bosch  is  nationally  advertised  and  priced  for  volume  sale. 

The  dealer  policy  is  right  and  reliable,  offering  unusual  pos- 
sibilities to  dealers  who  are  in  business  to  stay.  Tell  us  in 
confidence  about  yourself,  business  standing,  financial 
strength  and  plans,  regardless  of  the  lines  you  now  carry. 
We  will  be  glad  to  tell  you  of  our  plans  for  your  locality. 

AMERICAN  BOSCH  MAGNETO  CORPORATION 


MAIN  OFFICE  and  WORKS 
SPRINGFIELD    .    .  MASS. 

Branches:     New  York    Chicago    Detroit    San  Francisco 


del  66— Six  tubes,  Bosch  RFL  circuit— single  station 
selector,  electrically  lighted  dial,  Bosch  Line  O'Lite  tun- 
ing, armored  and  shielded,  wired  for  battery  or  socket 
power  operation,  solid  walnut  cabinet —  beautifully  fin- 
ished Ideal  table  type  receiver,  price    .    ,       ,  .$99.50. 


Model  76  — Six  tubes,  Bosch  RFL  circuit— single  station 
selector,  Bosch  Line  O'Lite  tuning,  wired  for  battery 
or  socket  power  operation,  armored  and  shielded,  spaci- 
ous power  unit  compartment,  solid  walnut  cabinet  beau- 
tifully  6nished  with  and  without  built-in  reproducer — 
with  built-in  reproducer  $195.00.  Without  built-in  re- 
producer   $175.00 


All  these  Bosch  Radio  Models  are  ready  for  socket  power 
operation  with  the  famous  Bosch  Socket  Power  Units 
which  successfully  meet  the  demand  for  the  elimination, 
of  batteries.  Total  selling  price  for  Bosch  Nobattry  "A" 
"  aiiry  "B"  is  $10 


THE       B  O  S  C 

Nobattry— "A"— An  ideal 
socket  power  device,  supply- 
ing "A"  current  for  all  sets 
up  to  ten  tubes — no  acids, 
no  moving  parts,  no  hum, 
no  trouble,  no  heating  de- 
lay  $58.00. 

Nobattry  "B"— Famous  Bosch 
Nobattry  for  supplying  "B" 
Power  for  all  sets  up  to  ten 
tubes — no  acids,  no  hum, 
long  lived  ....  $42.00. 


H  RADIO- 

Recreator — A  truly  successful 
three  unit  device  for  provid- 
ing electric  reproduction  of 
phonograph  records — utilizes 
any  style  phonograph  and  re- 
produces through  a  radio  re- 
ceiver and  loud  speaker$20.C0. 

Ambotone  Reproducer  — 
Cone  Type,  Table  Repro- 
ducer, with  years  of  recogni- 
tion for  its  perfect  tonal 
reproduction  .    .    .  $27.50. 


THE  BOSCH  NOBATTRY 
"A"  POWER  UNIT 
—for  converting  house  current  into 
"A"  power  for  radio  receiver  op- 
eration. Typically  Bosch,  its  con- 
struction, both  mechanical  and 
electrical  is  of  highest  grade  and  its 
performance  is  a  revelation.  The 
outstanding  features  of  the  Bosch 
Nobattry  "A"  are: 

Constant  voltage 

Unvarying  power 

Quiet 

Instantaneous  — no  heating  delay 

No  harm  if  left,  "On" 

Nothing  to  boil  over 

No  chemicals  to  add 

Economical  in  current  draw 

No  power  dissipated  in  heat—  uses 

power  efficiently  as  power 
Receiver  does  not  need  to  be  rewired 
Small  in  size  —  can  be  put  in  radio 

cabinet  like  a  battery 

The  Bosch  Nobattry "A"is  a  perfect 
companion  to  the  famous  Bosch 
Nobattry  "B".  These  two  units 
form  an  ideal  combination  for 
supplying  "A"  and  "B"  current  and 
retail  for  $100.00. 


Model  57- Seven  cubes,  has  Bosch  RFL  circuit, 
built-in  loop,  built-in  18  in.  reproducer,  walnut  cabinet 
with  selected  pattern  woods,  spacious  power  unit  compart- 
ment. Single  station  selector,  electrically  lighted  dial, 
Bosch  Line  O'Lite  tuning,  armored  and  shielded,  wired 
for  battery  or  socket  power  operation  and  operates  on 
loop  or  wire  antenna  from  two  to  two  hundred  feet. 
Price  with  built-in  reproducer  $340.00 

"Bosch  Radio  Receivers  are  licensed  only  for  Radio 
Amateur,  Experimental  and  Broadcast  Reception.  They 
arc  manufactured  under  patent  applications  of  American 
Bosch  Magneto  Corporation  and  are  licensed  under 
parents  of  Radio  Corporation  of  America  and  under 
applications  of  Radio  Frequency  Laboratories, Inc. 


COMPLETE  D 

Powertrol  —  Prevents  direct 
current  passing  from  radio 
receiver  into  reproducer  with 
consequent  damage.  Prevents 
distortion  and  destruction  in 
speaker.  Should  be  sold  to 
every  power  tube  user.  $8.00. 

Model  57 — Seven -tube  Re- 
ceiver, Single  Dial,  cabinet 
type,  loop  operated — built-in 
reproducer — wired  for  bat- 
tery or  socket  power  opera- 
tion  $340.00 


EALER  LINE 

Model  76 — Six-tube  Receiver, 
Single  Dial,  cabinet  type  — 
wired  for  battery  or  socket 
power.  With  built-in 
speaker  $195.00. 

Without  the  built-in 
speaker  $175.00. 

Model  66 — Six-tube  Receiv- 
er, Single  Dial,  table  type, 
wired  for  battery  or  socket 
power  $99.50. 
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x       Increase  Profits  and  Prestige 

x   2_ 

x 

|  with  Superior  Radio  Cabinets 

x  


BEAUTIFUL  IN  DESIGN— As  appropriate  for 
the  Millionaire's  mansion  as  the  humbler  home, 

UNSURPASSED  IN  CONSTRUCTION 
AND  FINISH— The  product  of  a  factory 
nationally  known  for  fine  furniture. 

ACCOMMODATES  ALL  LEADING  RE* 
CEIVING  SETS — Furnished  with  panel  to  fit 
receiver  or  blank  panel  to  be  cut  to  fit  your 
customers  radio. 

AMPLE  SPACE— For  large  horn  or  cone,  Radio 
set,  Batteries  or  Power  units  and  all  parts  readily 
accessible.  Can  furnish  cone  or  horn,  if  desired. 

ELIMINATE  COMPETITION-SeH  standard 
receiving  sets  in  SUPERIOR  Cabinets.  Permits 
setting  your  own  resale  prices. 

DO  NOT  OVERLOOK  —The  big  market  for 
cabinets  for  converting  Table  Model  radios — 
SUPERIOR  Cabinets  are  ideal  for  that  purpose. 
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For  Cataiog  and  Prices  write  our  exclusive  Sales  Representatives 

%  STUDNER,  CUMMING  COMPANY,  Inc. 

X  67  West  44th  Street  New  York  City 

X 
X 
X 
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J§  Manufacturers  -  -  MUSKEGON,  MICHIGAN 
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High  Priced  Merchandise  Has  the  Call 

in  Toledo  Territory,  Report  Dealers 

Sales  Volume  Shows  Increase  Over  Last  Year— Demand  Is  for  Quality  Merchandise — Lion  Store 
Reports  Big  Battery  Sales — United  Increases  Record  Sales  by  Stunt — Other  News 


Toledo,  O.,  June  6.— Talking  machine  demand 
is  above  last  year  and  dealers  are  of  the  con- 
viction that  orders  will  continue  to  come.  The 
very  gratifying  feature  of  this  business  is  that 
quality  goods  have  the  call. 

Enjoys  Good  Business 
At  the  J.  W.  Green  Co.  talking  machine  sales 
are  above  last  year,  according  to  Robert  C.  El- 
well,  manager.  The  Panatrope  and  the  Ortho- 
phonic  models,  particularly  the  combinations 
and  the  Automatic,  are  selling  ahead  of  the 
straight  machines.  The  tendency,  it  is  empha- 
sized, is  towards  instruments  with  high  musical 
value.  During  Achievement  Week  modern 
phonographs  were  displayed  in  windows  in  con- 
trast to  early  instruments,  thus  bringing  out  the 
great  advancement  in  manufacturing  perfection. 

W.  W.  Smith,  president,  and  W.  Baillie  at- 
tended the  music  conventions  in  Chicago.  Fred 
Church,  of  the  sales  staff,  is  in  Europe  as  the 
accompanist  of  the  Ice  House  Warblers,  cele- 
brated local  singing  quartet  of  quartets,  who  are 
attending  the  Rotary  International  Convention 
in  Brussels.  J.  Harold  Beat,  also  of  the  sales 
staff,  is  driving  to  the  Pacific  Coast. 

L.  S.  Talbert  Adds  to  Duties 

The  Lion  Store  Music  Rooms  and  the  radio 
department,  jointly,  are  now  under  the  manage- 
ment of  Lawson  S.  Talbert.  In  the  former  sales 
are  slightly  better  than  last  year.  In  the  latter 
the  sale  of  batteries  and  accessories  are  doing 
much  to  keep  volume  up.  Five  hundred  of  one 
type  of  battery  were  sold  during  May.  A  con- 
siderable number  of  sets  were  disposed  of  at 
that  time  also.  Canvassers  are  at  work  lining 
up  prospects  for  early  Fall.  A  canopy  display, 
near  the  elevators,  of  the  "Doll  Dance"  is  selling 
a  large  number  of  the  discs.  The  unique  trim 
consists  of  fifteen  or  twenty  dolls,  arranged  in 
dance  formation  and  posters  of  striking  colors 
with  artistic  lettering. 

Winning  Back  Old  Patrons 

The  United  Music  Store  is  winning  back 
many  old  patrons  through  the  use  of  a  post 
card  invitation.  The  card  states  the  customer 
has  been  missed  and  invites  her  to  come  to  the 
store  real  soon.  One  new  record  is  suggested 
as  worth  a  trip  downtown  to  hear.  The  card 
is  signed  by  Miss  Virginia  Davis,  in  charge  of 
'records.  The  response  has  been  very  high, 
averaging  about  70  per  cent.  The  house  is  con- 
centrating on  portables.  A  window  is  piled 
high  with  small  machines  which  are  recom- 
mended for  canoe,  cottage,  auto  or  camp.  Vic- 
tor, Carryola,  Pal,  Gypsy  and  Kompack  are 
models  meeting  the  approval  of  patrons  here. 
New  Edison  Records  Popular 

The  Hayes  Music  Co.,  according  to  Inez 
Hayes,  is  receiving  many  orders  for  the  new 
40-inch  Edison  records.  As  customers  become 
more  familiar  with  the  excellence  of  the  long- 
playing  discs  the  demand  is  increasing.  Melody 
and  Carryola  portables  are  rapidly  increasing 
their  sales  pace. 

Quality  Products  Have  the  Call 

At  the  Whitney-Blaine-Wildermuth  Co.  qual- 
ity talking  machines  are  demanded.  Customers 
desire  high-grade  musical  reproduction,  there- 
fore, the  Automatic  Victrola  and  the  combina- 
tions are  outstripping  the  lower-price  instru- 
ments, Henry  C.  Wildermuth  reported.  The 
enterprise  is  calling  back  on  old  customers  and 
friends  for  prospects  instead  of  pursuing  the 
regular  channel  of  house-to-house  canvassing 
for  prospects.  The  method  is  producing  far 
greater  results,  it  is  stated.  Here  records  are 
placed  upon  the  counter  in  small  boxes  so  that 
the  patron  may  have  the  opportunity  to  inspect 
a  number  of  the  titles  at  one  time.  Titles, 
it  is  well  known,  often  sell  records,  therefore, 


the  plan,  Miss  M.  Plotkin  reported,  is  assisting 
sales  to  a  very  satisfactory  degree. 

The  Frazelle  Music  House  has  been  redeco- 
rated and  rearranged  and  presents  a  very  pleas- 
ing appearance.  The  color  scheme  is  tan.  The 
sales  of  Victrolas  have  improved  considerably 
here  of  late,  especially  with  the  larger  machines. 


a  hunting  camp  in  the  western  Pennsylvania 
woods,  a  few  miles  from  Emporium.  It  is  re- 
ported about  thirty  distributors  attended,  and 
during  the  course  of  the  Convention  four  new 
tubes  were  introduced,  the  SX210,  for  use  in 
power  amplifiers,  SX213  and  SX216-B  rectifier 
tubes  for  "B"  eliminators,  and  SX240,  a  high- 
mu  tube  for  use  in  resistance  coupled  amplifiers. 
A  very  attractive  new  carton  has  also  been  de- 
veloped for  Sylvania  tubes. 


Art  Gillham,  Columbia  Star, 
Records  With  Orchestra 


Sylvania  Products  Go.'s 

Distributors  Hold  Meeting 

Emporium,  Pa.,  June  7. — The  Sylvania  Products 
Co.,  of  this  city,  maker  of  Sylvania  tubes,  held 
its  annual  distributors'  meeting  during  this 
month.    The  site  selected  was  Sylvania  Lodge, 


Art  Gillham,  the  "Whispering  Pianist,"  Co- 
lumbia recording  and  radio  artist,  on  a  recent 
visit  to  the  recording  studios  of  the  Columbia 
Phonograph  Co.,  New  York,  in  addition  to  mak- 
ing eleven  new  recordings  as  the  "Whispering 
Pianist,"  made  six  records  accompanied  by  the 
Southland  Syncopators.  This  new  Exclusive 
Columbia  organization  is  known  as  Art  Gillham 
r-nd  His  Southland  Syncopators. 


Greatest  of  All 
Radio  Achievements 

The  FIRST  really  successful  "A"  Battery 

Eliminator 


Absolutely  fool-proof*  No  liquids  what- 
ever*   Entirely  dry — no  hum* 

Majestic  "A"—  Majestic  "B"  and  the 
radio  receiver  ALL  controlled  by  the 
switch  on  your  set* 

AMAZING  in  simplicity  of  design — 
efficiency  of  operation  —  and  in  price* 

IF  YOU  DIDN'T  SEE  IT  AT  THE 
R.  M.  A. TRADE  SHOW  WRITE  US  FOR 
DESCRIPTIVE  CATALOQ  SHEETS 

GRIGSBY'GRUNOW'HINDS  CO. 


4558  Armitage  Avenue 


Chicago,  Illinois 
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Form  Splitdorf  Radio  Corp.  as  Subsidiary 

of  the  Splitdorf  Bethlehem  Electric  Co. 

Company  Is  Outgrowth  of  Increasing  Radio  Activities— Officers  Are  E.  H.  Schwab,  Chairman  of 
Board;  W.  Rautenstrauch,  President;  R.  W.  Porter,  Vice-President;  D.  Ross,  Secretary 


At  a  recent  luncheon  given  to  its  executive 
employes  at  the  Hotel  Commodore,  New  York 
City,  the  Splitdorf  Bethlehem  Electric  Co.  an- 
nounced the  formation  of  a  subsidiary  organiza- 
tion to  be  known  as  the  Splitdorf  Radio  Corp. 
This  is  an  outgrowth  of  the  ever-growing  radio 
activities  of  Splitdorf.  Supplementing  this 
announcement    was    presented    an  expansive 


series  of  demonstrations  the  electrical  amplifi- 
cation of  records  by  the  Splitdorf  method 
aroused  interest  and  won  approval. 

Robert  W.  Porter,  vice-president  and  general 
sales  manager,  when  interviewed  with  regard  to 
the  future  possibilities  of  the  Bi- Radiophone 
stated:  "It  is  difficult  at  this  point  to  forecast 
the  future  possibility  of  this  device.    There  is 


New  Splitdorf  Models 

radio  program  for  the  season  1927-28  covering 
a  full  line  of  radio  receivers,  speakers  and  ac- 
cessories. 

The  officers  of  the  new  company  are  E.  H. 
Schwab,  chairman  of  the  board;  Walter  Rauten- 
strauch, president;  Robert  W.  Porter,  vice- 
president  and  general  sales  manager,  and  Don- 
ald Ross,  secretary  and  treasurer. 

The  Splitdorf  plans  call  for  a  series  of  new 
ideas  in  character,  style  of  receiving  sets,  a  new 
type  of  dealer  protection,  striking  cabinet  de- 
signs covering  a  wide  range  of  prices,  including 
eleven  models,  and  some  commercial  radio  in- 
novations. 

The  Splitdorf  Radio  Corp.  recently  announced 
a  license  association  with  the  Radio  Corp.  of 
America,  the  General  Electric  Co.,  Westing- 
house  Manufacturing  &  Electric  Co.,  and  the 
American  Telephone  &  Telegraph  Co.  With 
this  arrangement,  it  is  believed,  the  company, 
its  distributors  and  dealers  eradicate  all  fear 
of  disturbing  radio  patent  litigation.  The  com- 
plete line  of  Splitdorf  receivers  ranges  in  table 
models  from  $45  to  antique  interior  design  at 
$1,000.  The  purpose  of  this  is  to  offer  the 
dealer  a  complete  line  covering  every  taste  and 
pocketbook.    Herewith  are  shown  the  Warwick 

(A)  taken  from  the  Tudor  period,  the  Lorenzo 

(B)  ,  the  newly  designed  cabinet,  lending  itself 
to  the  average  atmosphere  and  small  space,  and 
the  Winthrop  (C),  the  revived  Colonial  type  of 
cabinet  in  combination  secretary  and  bookcase. 
All  models  shown  here  operate  with  the  Split- 
dorf cone  speaker,  with  the  exception  of  the 
Winthrop,  which  has  the  Maestro  radio  repro- 
ducer. 

Some  of  the  new  Splitdorf  receivers,  particu- 
larly the  Abbey,  Westminster,  Lorenzo,  Win- 
throp and  Buckingham  models,  contain  radio 
units  which  are  entirely  new  in  their  electrical 
principles.  These  units  are  the  invention  of 
Fred  A.  Jewell,  whose  technical  staff  was  re- 
cently absorbed  by  the  Splitdorf  Co.  The  Split- 
dorf receiver  embodies  a  system  for  amplifying 
phonograph  records  electrically.  This  connecting 
link  between  the  phonograph  and  radio  receiver 
is  known  as  the  Splitdorf  Bi-Radiophonc.  A,  B 
and  C  power  is  available  in  these  sets.      At  a 


(A)  Warwick,  (B)  Lorenzo,  (C)  Winthrop 


no  question  that  the  public  to-day  demand  the 
last  word  in  tone  quality,  and  as  our  demonstra- 
tion has  shown,  electrical  reproduction  and  am- 
plification of  the  phonograph  records  yields  a 
greater  depth  of  tone,  richer  resonance  and  the 
exacting  timbre  which  music  lovers  have  always 
craved.  With  the  Bi-Radiophone  it  is  now  pos- 
sible for  owners  of  phonographs  to  enjoy  the 
heretofore  unreleased  beauties  of  the  world's 
recorded  masterpieces." 

The  Splitdorf  Radio  Corp.  takes  over  all  radio 
assets  and  licenses  of  the  Splitdorf  Electric  Co. 
This  move  was  made  to  concentrate  all  radio 
activities  in  one  organization.  The  Splitdorf 
Electrical  Co.,  which  formerly  manufactured  the 
radio  products,  continues  as  a  large  manufac- 
turer of  magnetos  and  automotive  accessories, 
history  dates  back  to  1858. 


Its 


Publicity  That  Is  Strong 

and  Right  to  the  Point 

Listenwalter  &  Gough,  Inc.,  who  have  a  great 
reputation  as  distributors  of  radio  and  electrical 
products  generally  in  Los  Angeles  and  San 
Francisco,  Cal.,  are  great  believers  in  advertis- 
ing which  is  noted  particularly  for  its  strength 
and  brevity.  They  are  real  doers  of  things  and 
impress  those  with  whom  they  do  business  that 
they  know  what  they  are  talking  about  at  all 
times.  A  characteristic  type  of  this  kind  of  pub- 
licity is  to  be  found  in  their  advertisement  in 
the  Mohawk  group  in  this  issue  of  The  World. 
In  two  lines  they  epitomize  their  ideas  about 
this  famous  radio  set.  It  is  vigorous  and  right 
to  the  point  and  in  keeping  with  their  general 
policy  that  "Brevity  is  the  soul  of  wit." 


Chicago,  St.  Louis,  Des  Moines,  Milwaukee, 
Minneapolis,  Atlanta,  Dallas  and  San  Francisco. 

This  concern  enjoys  an  excellent  distribution 
from  coast  to  coast,  and  from  Canada  to 
Mexico.  The  representatives  who  are  located 
in  the  above-mentioned  cities  are  men  who 
are  well  acquainted  with  the  trade,  and  are 
enthusiastic  on  the  future  sales  possibilities 
of  Acme  radio  merchandise  to  their  clientele  this 
season. 


Auditorium  Victrola  Is 

Installed  at  Atlantic  City 

First  Permanent  Installation  of  Auditorium 
Model  Victrola  Is  Made  at  Young's  Million 
Dollar  Pier  at  Famous  Resort 


Acme  Klec.  &  Mfg.  Go. 
Has  National  Distribution 

Clevelanp,  O.,  June  7. — The  Acme  Flee.  &  Mfg. 
Co.,  manufacturer  of  a  complete  line  of  radio 
apparatus  from  automatic  switches  to  socket 
power  units,  has  representatives  in  the  follow- 
ing cities;  Boston,  New  York  City,  Cleveland. 


The  first  permanent  installation  of  the  Audi- 
torium Orthophonic  Victrola  in  Atlantic  City  is 
now  in  operation  at  Young's  Million  Dollar  Pier. 
It  is  located  in  the  pier  ballroom,  and  although  a 
considerable  distance  from  the  boardwalk, 
demonstrations  have  proved  that  its  music  car- 
ries without  distortion  or  appreciable  loss  of 
volume  for  great  distances. 

Taking  a  leaf  from  the  Victor  Co.'s  own  book, 
the  pier  management  has  decided  to  use  the  pow- 
erful instrument  to  attract  people  to  the  pier.  It 
will  be  recalled  that  when  the  Auditorium  Ortho- 
phonic  was  demonstrated  from  a  yacht  eight  miles 
off  shore  last  Summer,  it  was  heard  clearly  for 
two  blocks  inland,  and  attracted  immense  crowds 
to  the  boardwalk. 

Arrangements  have  been  made  to  play  the  in- 
strument from  10.30  until  noon,  and  from  2.30 
in  the  afternoon  until  4.30,  the  program  consisting 
of  concert  music.  Dance  music  will  be  provided 
between  9  and  10.30  p.  m. 


Lifton  Mfg.  Go.  Adds  to 

Bellphonic  Portable  Line 

Announces  Two  New  Models  of  Bellphonic  Port- 
able Phonographs  to  Round  Out  Line — Each 
of  the  Instruments  Has  Special  Features 


Two  new  models  of  the  Bellphonic  portable 
phonograph  have  been  announced  to  the  trade  by 
the  Lifton  Mfg.  Co.,  New  York,  designed  to 
round  out  the  line  which  was  inaugurated  with 
the  introduction  of  the  Bellphonic,  listing  at  $15, 
a  model  which  has  proved  very  successful  through- 
out the  country,  according  to  Maurice  Lifton. 

One  model,  $25  list,  is  finished  in  alligator  grain 
outside,  and  reptilian  grain  finish  inside,  in  several 
attractive  colors  with  a  harness-sewn  handle.  It 
is  gold  trimmed  with  a  set-in  piano  hinge,  Bell- 
phonic tone  arm  and  reproducer,  throwback  S  arm, 
spring  needle  cup,  and  a  Flyer  motor.  A  built-in 
record  box  holding  fifteen  records  with  covers 
is  also  included.  The  other  new  model,  listing 
at  $20,  has  a  Spanish  finish  and  many  of  the 
features  noted  above. 

The  complete  Bellphonic  line  was  exhibited  at 
the  National  Music  Industries  Convention  at 
Chicago  the  week  of  June  6. 


Chamberlin's  Father  Is 

Leading  Victor  Dealer 

E.  C.  Chamberlin,  of  Denison,  la.,  a  successful 
\  ictor  dealer,  is  receiving  congratulations  from 
his  friends  on  the  record-breaking  performance 
of  his  son,  Clarence  Chamberlin,  in  his  recent 
transatlantic  flight. 


To  Feature  Columbia  Artists 


Cass  Hagen  and  His  Orchestra,  exclusive 
Columbia  recording  artists,  will  be  one  of  the 
featured  attractions  at  the  roof  garden  of  the 
Park  Central  Hotel,  New  York  City,  which  will 
open  this  month.  This  orchestra's  recordings 
of  "Hallelujah"  and  "Sometimes  I'm  Happy"  are 
among  the  best  sellers  on  Columbia  records. 
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Drum  notes  not  only  heard 
but  identified 


improved 


Thousands  of  radio  listeners  will  now  real- 
ize for  the  first  time  that  radio  orchestras 
have  drums  when  they  hook  up  this  new, 
improved  Crosley  Musicone. 

As  originally  produced  the  Musicone  star- 
tled the  radio  world,  eclipsing  the  old  type 
horn  and  squeaky  speaker. 

Today  the  new  Musicone  with  its  latest  re- 
finements and  improvements  corresponding- 
ly leads  its  host  of  imitators. 

Prepare  for  a  real  surprise  when  you  hear 
this  amazing  device  with  its  beauty  and  fidel- 
ity of  treble  reproduction  —  clarity  and 
breathless  reality  in  middle  tones — richness 
and  resonance  of  bass.  Today — infinitely 
bettered  and  superlatively  developed,  the 
Musicone  is  the  world's  finest  loud  speaker 
— and,  at  such  extremely  low  prices,  it's  the 
world's  greatest  radio  value. 


The  Crosley  patented  actuating 
unit  (and  NOT  the  cone)  is  the 
secret.  There's  nothing  else  like 
it. 

Write  Dept.  26  for 
descriptive  literature 


MUSICONE 


SUPER-MUSICONE 

.  16  inch  Cone 

$14.75 


The  Crosley  Radio  Corporation 


Powel  Crosley,  Jr. 
Pres. 


t 


CINCINNATI, 
OHIO 


Prices  slightly  higher  west  of  the  Rocky  Mountains 


ULTRA.-MUSICONE 

■  12  inch  Cone 

$975 
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Radio  Trades  Association  of  Southern 

California  Elects  Board  of  Directors 


Solicitation,  Demonstration  and  Education  Are  Increasing   Talking  Machine 

Portable  on  Convention  Train— Howard  L.  Brown  Resigns— Other  News 


Sales — Columbia 


A.  G.  Linsig  Columbia 

Export  Representative 

Well-Known  Foreign  Trade  Executive  Sailed 
Recently  for  South  America,  Where  He  Will 
Represent  Columbia  Viva-tonal  Phonograph 


Los  Angeles,  Cal.,  June  3.— The  phonograph 
situation  continues  to  be  in  a  position  of  "going 
after  the  business";  solicitation,  demonstration 
and  education  are  the  requisites  for  sales.  The 
majority  of  sales  are  going  to  the  stores  which 
have  salesmanagers  who  have  organized  sales- 
men whom  they  intelligently  direct  and  instruct 
in  going  after  the  business — following  up  pros- 
pects and  selling  them.  Aggressive  tactics  are 
the  great  need  to-day  in  retail  establishments. 
Enjoying  an  Excellent  Demand 

Ray  Cook,  Southern  California  manager  of 
Sherman,  Clay  &  Co.,  Victor  distributors,  re- 
ports good  business  for  the  past  month.  The 
supply  of  the  new  Automatic  Orthophonies  is 
entirely  exhausted  and  the  sales  of  the  new 
12-25  Electrola  have  been  most  encouraging. 
Philip  Meisenzahl,  formerly  with  the  Q  R  S 
Music  Co.,  has  recently  been  given  the  position " 
of  city  salesman,  succeeding  Fred  L.  Scrafield, 
who  resigned  in  order  to  accept  a  special  post 
with  the  Illinois  Electric  Co. 

Train  Equipped  With  Columbia 

The  "On  to  Chicago"  R.  M.  A.  Convention 
train,  which  was  made  up  of  special  cars  of 
the  Union  Pacific  from  Los  Angeles,  San  Fran- 
cisco, Portland,  Seattle,  Spokane,  Denver,  Salt 
Lake  City  and  other  Western  points,  bearing- 
delegates  to  the  Radio  Manufacturers'  Associa- 
tion Convention,  June  13  to  18,  in  Chicago,  and 
which  consolidated  at  Ogden,  was  equipped 
with  a  Columbia  portable  and  an  assortment  of 
Columbia  records  through  the  courtesy  of  W. 
H.  Lawton,  Southern  California  manager  of  the 
Columbia  Co. 

Radio  Directors  Elect 

The  annual  meeting  of  the  Board  of  Directors 
of  the  Radio  Trades  Association  of  Southern 
California  took  place  late  last  month.  Twelve 
directors  were  elected  made  up  of  three  from 
the  Retail  Radio  Division;  J.  W.  Boothe,  gen- 
eral manager  of  the  radio  department  of  Barker 
Bros.;  T.  W.  Lynch,  salesmanager  of  the  radio 
department  of  the  Western  Auto  Supply  Co.; 
C.  H.  Mansfield,  salesmanager  of  the  radio  de- 
partment of  the  Fitzgerald  Music  Co.;  three 
radio  jobbers:  C.  W.  Griffin,  salesmanager,  Ray 
Thomas,  Inc.;  Walter  Fagan,  general  manager, 


Pacific  Wholesale,  Inc.;  L.  E.  Taufenbach,  presi- 
dent, Western  Radio,  Inc.,  of  California;  three 
radio  manufacturers'  agents:  D.  N.  Marshank, 
Marshank  Sales  Co.;  Carl  A.  Stone,  Carl  A. 
Stone  Co.;  Lyman  J.  Gage,  Precision  Electric 
Mfg.  Corp.;  three  directors  at  large:  H.  E. 
Sherman,  Jr.,  Leo  J.  Meyberg  Co.;  George  A. 
Thale,  Thale  Radio  Co.;  Don.  C.  Wallace, 
United  Radio  Corp.  J.  W.  Boothe  was  elected 
president;  L.  E.  Taufenbach,  first  vice-president; 
Carl  A.  Stone,  second  vice-president;  A.  G.  Far- 
quharson,  secretary-treasurer. 

Piatt  Music  Co.  Building 

"Breaking  of  ground"  took  place  last  week 
at  the  new  location,  832  South  Broadway,  of 
the  Piatt  Music  Co.  A  six-story  building  will 
be  erected  on  this  property,  which  is  owned  by 
the  company.  George  B.  Epstein,  vice-president 
of  the  Piatt  Music  Co.,  acted  as  speaker  at  the 
breaking  of  ground  ceremony. 

H.  L.  Brown  in  New  Field 

Howard  L.  Brown,  manager  of  the  phono- 
graph division  of  the  Los  Angeles  branch  of 
the  Brunswick  Co.,  has  resigned  from  his  posi- 
tion in  order  that  he  may  accept  the  position  of 
executive  secretary  of  the  California  Christian 
Endeavor  Union,  an  organization  of  forty 
thousand  members. 


Visual  Transmission  Is 

Latest  Phase  of  Radio 


David  Sarnoff,  Vice-President  and  General  Man- 
ager of  Radio  Corp.,  Predicts  Sending  of  Mes- 
sages in  Photographic  Form 


The  latest  phase  of  radio  development  is  the 
transmission  of  sight  as  well  as  sound,  David 
Sarnoff,  vice-president  and  general  manager  of 
the  Radio  Corp.  of  America  declared  in  an  address 
on  "Joining  Sight  to  Sound  in  Radio,"  before  the 
Chicago  Association  of  Commerce  on  June  8.  Mr. 
"Sarnoff  predicted  that  the  dot  and  dash  system 
of  transmission  now  universally  used  would 
eventually  give  way  to  facsimile  or  visual  trans- 
mission, when  the  complete  message  or  picture 
would  be  flashed  across  oceans  or  continents  in 
photographic  form. 


Look  for  this  trade-mark 


'«Oec>  LICENSED  BY  ^ 

ftDfMfftf! 

N0S'  '•4so'08o^'^ 

I'533-038     1,577, 4 2 1  '**9j? 
OTHER  PATENTS  PENDING  * 


It  is  your  protection  against 
patent  infringement  liability 


A.  G.  Linsig  sailed  recently  for  South  Amer- 
ica as  a  representative  of  the  Columbia  Phono- 
graph Co.  Mr.  Linsig  has  had  a  wide  experi- 
ence in  selling  foreign  markets  on  the  phono- 
graph and  the  radio  and  will  include  in  his 
itinerary  such  South  American  countries  as 
Chile,  Peru,  Bolivia  and  Ecuador. 

Mr.  Linsig  has  a  wide  acquaintance  in  the 
countries  which  he  is  visiting.     Before  sailing 


A.  •  G.  Linsig 

for  South  America,  Mr.  Linsig  spent  consider- 
able time  studying  the  Columbia  products,  and 
expressed  his  belief  that  the  results  already 
achieved  by  Columbia  in  the  export  field  were 
but  the  beginning  of  a  steadily  increasing  de- 
mand for  the  new  Viva-tonal  Columbia  and  the 
Columbia  New  Process  records. 

Mr.  Linsig  has  a  remarkable  background  for 
his  new  work.  He  was  born  in  Alsace,  attended 
St.  Stephen  College  in  Strasbourg  for  nine- 
years;  followed  this  with  one  year  at  Mayfield 
College,  Kent,  England,  and  then  studied 
philology  at  Strasbourg  University'. 

After  experience  as  correspondent  with  an 
export  firm  of  Alsace,  Mr.  Linsig  became  pri- 
vate secretary  to  a  director  of  the  Banque  Con- 
tinental of  Paris.  In  the  latter  capacity  he 
visited  nearly  every  part  of  the  world  in  trade 
investigations.  In  1912  he  became  associated 
with  a  relative  in  Santiago,  Chile,  who  operated 
the  first  phonograph  concern  on  the  West  coast 
of  South  America. 

Since  that  time  Air.  Linsig  has  held  impor- 
tant executive  posts  in  both  the  phonograph 
and  radio  industries.  His  knowledge  of  Ger- 
man, French,  Spanish,  Portuguese,  Italian  and 
English  as  well  as  reading  knowledge  of  Greek 
and  Russian  have  been  important  factors  in  his 
successful  business  building  in  the  export  mar- 
kets of  the  world. 


Roth-Downs  Mfg.  Go.  Has 
Moved  to  Larger  Quarters 

The  Roth-Downs  Mfg.  Co.,  St.  Paul,  manufac- 
turer of  Orpheus  radio  receivers,  recently'  incor- 
porated with  capital  stock  of  $150,000,  1,500  shares 
of  par  value  of  $100.  Bertram  YV.  Downs,  Harold 
L.  Rothschild,  Fannie  M.  Downs  and  Keith  D 
Rothschild  are  the  incorporators. 

The  firm  recently  moved  its  plant  to  295  Como 
avenue,  St.  Paul,  and  according  to  H.  L 
Rothschild,  sales  and  advertising  manager,  the 
larger  quarters  became  necessary  because  of  the 
rapidly  increasing  business.  According  to  the 
manufacturer,  the  firm  enjoyed  la^t  year  a  500 
per  cent  business  increase  over  1925  and  sales 
are  increasing  in  a  satisfactory  manner. 
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10  Reasons  Why  You  Should 
Buy  the  Bellphonic  Portable! 

It  will  double  your  sales  and  bring  increased  profits 
Owing  to  the  unusual  demand,  our  production  has  been  doubled  in  order  to  make 

immediate  delivery. 


MA"* 


LIST  PRICE 


1/ 


These  10  Features  Will  Convince  You 

of  the  Superiority  of  the  Bellphonic  Portable 


1.  BELLPHONIC  Reproducer 

2.  Nickel  polished  solid  brass  tone  arm 

3.  Spring  tone  arm  holder 

4.  GENERAL-INDUSTRIES  FLYER  MOTOR  Junior 

5.  Fully  closed,  solid  record  album,  holding  15  Records 

Write,  your  local  jobber — or  direct  to  us  for  samples  for  comparison. 


6.  Seamless  heavy  leather  handle,  metal  reinforced,  in 
colors  to  match 

7.  Nickel  polished,  double  side  catches 

8.  COLORS:  BLACK,  BLUE,  MAROON 

9.  Size  1434"  wide;  1134"  deep;  634"  high 
10.  Weight,  II14  lbs.  net;  individually  cartoned  14y2  lbs. 


LIFTON  MFG.  CO. 


40-46  West  20th  Street 


NEW  YORK 


MAKERS      OF      "KOVERITE"  PRODUCTS 
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Buffalo  Radio  Trades  Association  to 

Have  Annual  Show  Early  in  September 

Slogan  of  Association,  "Summertime  Is  Radio  Time."  Helps  to  Swell  Volume  of  Radio  Sales — 
Talking  Machine  Business  Picks  Up — Trade  Interested  in  Portables 


Buffalo,  N.  Y.,  June  8. — Talking  machine  and 
record  sales,  which  dropped  off  about  the 
middle  of  May,  again  are  showing  more  ac- 
tivity. Radio  sales  volume  has  reached  greater 
proportions  than  at  this  time  last  Summer,  and 
it  is  quite  evident  that  the  slogan  adopted  by 
the  Buffalo  Radio  Trades'  Association,  "Sum- 
mertime is  Radio  Time,"  has  been  effective  in 
building  up  the  usual  slow  Summer  business  to 
a  volume  of  worth-while  proportions. 

This  year's  radio  show  will  be  held  during  the 
week  of  September  12,  it  has  been  determined. 
John  Kibler,  president  of  the  Radio  Association, 
is  chairman  of  the  show  committee,  while  Ed. 
Ball,  of  the  Joseph  Strauss  Co.,  is  vice-chair- 
man.   Other  members  of  the  show  committee, 


are:  Emil  Sommer,  Eastern  States  Battery 
Corp.;  Howard  Funk,  Bison  Radio  Specialty 
Co.;  Thomas  White,  Wholesale  Radio  Equip- 
ment Co.;  Ed.  Healy,  Sylvania  Tubes;  Cliff 
Bettinger,  C.  S.  Bettinger  Co.;  Ed.  Young,  Cum- 
berland Young  Co.;  R.  H.  Davison,  of  H.  B. 
Alderman  Co.;  and  Ed.  Metzger,  of  the  Medo 
Electric  Co. 

Dealers  in  the  Buffalo  and  Western  New  York 
territory  are  showing  great  interest  in  the 
Crown  phonograph,  product  of  the  George  P. 
Bent  Co.,  of  Louisville,  distributed  here  by  the 
Iroquois  Sales  Corp.  Okeh  records  are  in  fairly 
good  demand,  the  past  two  or  three  weeks 
producing  a  greater  volume  of  business  than 
early  in  May. 


The  World  s  Largest  Producers  of  Die-Castings 


Dochlcr  Die-Cast  cine 
allo\  three  way  vali'e 
tor  combination  Radio 
and  Victrola. 


IF  you  could  see  the  multitudinous  sizes  and  forms  of  Die 
Castings  produced  in  our  four  great  plants  each  day. ...  O,  If 
you  could  see  the  engineering  and  metallurgical  problems  in- 
volved in  their  production  . . . .  fl.  If  you  could  see  how  our 
organization  meets  unusual  demands  with  a  willing  readiness.... 
C  That  would  quickly  convince  you  of  Doehler  capability  for 
producing  YOUR  die  castings — with  certain  satisfaction.  ©.Our 
booklet  is  interesting  and  informative.  Your  copy  is  free. 
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DOEHLER  DIE-CASTING  CO.  Brooklyn,  N.  Y.  ~  Toledo,  O.  Bala  via.  N.Y.  Polls  town.  Pa. 


Bush-Burnham  Co.,  1109  Lovejoy  street,  here- 
tofore exclusively  radio  dealers,  has  added  to 
its  stock  a  representative  line  of  Crown  phono- 
graphs and  Okeh  records. 

The  Pathex  motion  picture  machine  business 
of  the  H.  B.  Alderman  Co.,  has  kept  this  house 
busy  for  the  past  month  or  so.  R.  H.  Davison, 
sales  manager,  reports  that  the  Pathex  busi- 
ness has  been  much  greater  than  early  anticipa- 
tions, and  it  has  been  found  to  be  a  paying  side 
line  for  the  talking  machine  and  radio  dealer. 

Curtis  N.  Andrews  is  keenly  interested  in  the 
new  Fada  special,  which,  at  this  time,  he  is  ex- 
pecting will  reach  his  display  rooms  any  day. 
This  outfit,  listed  at  $95,  will  doubtless  prove 
a  Fada  leader  this  Fall,  he  said.  Mr.  Andrews 
is  particularly  pleased  with  Victrola  business  of 
the  past  two  or  three  weeks. 

The  Buffalo  Talking  Machine  Co.  also  has 
furnished  Victor  dealers  with  a  pleasing  volume 
of  Automatic  instruments.  The  4-40  Victrola 
is  numbered  among  the  most  popular  models  at 
this  time. 

Appearance  in  Buffalo  of  Morris  Gunski,  Vic- 
tor artist,  who  broadcast  an  interesting  pro- 
gram from  WGR,  greatly  helped  the  sale  of 
his  records. 

Piano  Merchants'  Association  of  Buffalo  and 
Western  New  York,  recently  formed  here,  is 
expected  to  have  a  very  helpful  influence  on  the 
entire  music  trade  of  this  district.  A  program 
that  will  create  a  desire  for  music  in  the  home, 
is  being  planned  by  the  organization.  It  also  is 
planned  to  hold  joint  meetings  with  the  Victrola 
Dealers'  Association. 

Robert  J.  Bartley,  district  sales  manager  of 
the  Victor  Talking  Machine  Co.,  spent  several 
days  early  in  June,  with  Buffalo  jobbers. 

The  Columbia  Music  Shop,  dealer  in  Colum- 
bia merchandise,  Okeh  records  and  Crown 
phonographs,  has  opened  a  branch  store  at  Wil- 
liam street  and  Jefferson  avenue. 

S.  J.  Butler,  Jefferson  avenue  dealer,  is  re- 
cuperating at  his  home  from  an  illness  that  has 
kept  him  confined  for  more  than  a  month. 

Harry  Finestone,  of  the  Household  Outfitting 
Co.,  which  recently  installed  a  large  radio  de- 
partment, featuring  the  Crosley  line  of  radio 
products,  has  been  elected  president  of  the  Buf- 
falo Retail  Furniture  Association. 

A  reconstruction  program  at  Denton,  Cottier 
&  Daniels,  one  of  New  York  State's  largest 
music  houses,  will  make  this  store  one  of  the 
finest  in  the  entire  country. 


Plaza  Phonographs  to  Be 
Equipped  With  Ultra  Units 

Pal  Portables  and  the  Plaza  Line  of  Cabinet 
Model  Phonographs  Will  Be  Equipped  With 
the  Ultra-phonic  Reproducing  Units 


The  Plaza  Music  Co.,  10  West  Twentieth 
street,  New  York  City,  manufacturer  of  Pal  and 
Pal  DeLuxe  portables,  and  cabinet  model  talk- 
ing machines,  recently  announced  the  closing  of 
arrangements  with  the  Audak  Co.,  whereby  its 
Pal  portable  and  higher-priced  instruments  will 
in  the  future  be  equipped  with  Ultra-phonic 
rtproducers. 

The  Ultra-phonic  reproducers  have  been  used 
in  store  demonstrations  of  the  Plaza  Co.'s  Ban- 
ner and  Domino  records  for  the  past  year.  The 
decision  of  the  Plaza  Co.  to  include  these  in- 
struments as  part  of  the  standard  equipment  of 
its  quality  machines  was  based  upon  this  experi- 
ence and  the  wide  acceptance  of  Ultra  repro- 
ducers by  the  trade. 


Exhibit  Panatropes 

A  tower  of  "jewels,"  which  will  be  the  feature 
of  the  Cleveland  O.,  Industrial  Exposition,  will 
house  six  super- Panatropes,  recently  perfected 
in  the  laboratories  of  the  General  Electric  Co. 
The  instruments  will  play  recorded  music  and 
will  also  be  used  as  amplifiers  for  radio  pro- 
grams. 


June,  1927 


THE    TALKING    MACHINE  WORLD 


113 


The  Qreene-Brown  Merchandising  Plan 
Insures  Success  for  Jobbers  and  Dealers 

CanVfou  Qualify? 

The  Most  Complete  Line  of  "A"  and  "B"  Power  Units 

The  vastly  improved,  unvarying  quality  of  program  reception  constantly  available 
from  any  receiving  set,  powered  by  these  new  Greene-Brown  current  supply  de- 
vices, is  indescribable  in  words — almost  beyond  belief — until  your  own  ears  prove  it. 

The  Outstanding  Trio  of  "B"  Power  Units 


The  New 
GREENE 
"B" 
5-6-7 
Eliminates 
Your  Service 
Problems 

ISo  variable  adjustments. 
Fool-proof.  All  output  volt- 
ages are  fixed.  A  control  is 
provided  for  line  voltage 
fluctuations. 


Ik 


-  Br  22+ 
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The  Greene  Hi-Power  "B" 

Big  Brother  to  Greene  "B"  5-6-7. 
Capacity  180  volts — 55  Milliamperes. 
No  variable  adjustments.  All  output 
voltages  are  fixed.  A  control  is  pro- 
vided for  line  voltage  fluctuations. 
Operates  all  sets  having  heavy  cur- 
rent draw.  Unfailing  "B"  Current 
Supply.  Price  complete  with  85 
Milliampere  Tube 

$30.oo 

Prices  slightly   higher    West   of  Rockies 

Our  Guarantee 

All  Greene-Brown  Units  are  un- 
conditionally guaranteed  to  op- 
erate receiving  sets  absolutely 
without  noise — also  against  elec- 
trical or  mechanical  defects. 


The  new  Greene-Brown  Power 
Units  insure  constant,  uniform 
"A"  or  "B"  voltage  for  all  re- 
ceiving sets.  Easily  demonstra- 
ted. Easily  sold. 

A  battery  eliminator  line  of  ut- 
most quality.  Honestly  priced 
to  sell  rapidly.  Filamentless 
Full-Wave  Rectifying  Tube  in- 
cluded in  all  list  prices. 

The  selling  franchise  is  open  to 
all   jobbers   who   can  qualify. 

Write  or  Wire 

Greene-Brown  Manufacturing  Co. 
5100  Ravenswood  Ave.,  Chicago 


The  Quality  Line 


POWERS/UNITS 

Better  than  Batteries 


The  New 
GREENE 
"B" 
5-6-7 
Complete 
With  Tube 


Prices  slightly  higher  west  of 
Rockies 

Designed  to  operate  5-6-7 
Tube  Sets. 


Brown  "B"  SUPER-Power 

This  well-known  model  is  now  ren- 
dering unfailing  service  for  thou- 
sands of  users.  Both  detector  and 
intermediate  voltages  are  controlled 
by  variable  adjustments. 
The  Brown  "B"  is  provided  with  a 
three-position  switch — "high"  and 
"low"  voltage  output  and  "off"  posi- 
tion. 

New  price  complete  with  85  Mil- 
liampere Tube. 

$33.50 

Prices  slightly   higher   West  of  Rockies 

Jobbers  and  Dealers 

There  is  a  Greene-Brown  Power 
Unit  especially  adapted  to  re- 
ceiving sets  of  every  type.  You 
can  concentrate  on  this  line — 
and  never  lose  a  sale. 
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Orth  Music  Co.  Has  Constant  Portable 

Display  and  Averages  150  Sales  a  Month 

Carryola  Dealer  Attributes  Major  Share  of  His  Success  With  Portables  to  Window  Displays — 
Practically  an  Entirely  Cash  Business  and  Big  Factor  in  Increasing  Record  Sales 


One  of  the  outstanding  examples  of  successful 
selling  of  portable  phonographs  has  been 
achieved  by  the  Orth  Music  Co.,  prominent  Mil- 
waukee retailer,  a  firm  which  has  shown  the  re- 
markable average  of  150  portable  phonographs 


How  Orth  Music  Co.  Featured  Carryola  Portables  in  Window 


each  month.  The  Orth  Music  Co.  handles  the 
Carryola  line  exclusively  and  A.  D.  Orth,  owner 
of  the  store,  states  that  the  major  portion  of 
his  success  in  selling  portables  is  due  to  the 
fact  that  he  constantly  has  the  instruments  on 
display  in  his  window.  It  is  his  theory  that  any 
merchandise,  which  is  popularly  priced  and  of 
general  appeal,  can  be  shown  at  all  times  to 
profitable  advantage. 

Many  buyers,  upon  seeing  the  portables  in 
the  window,  make  up  their  minds  on  the  im- 
pulse of  the  moment  and  step  into  the  store  for 
a  quick  purchase.  A  large  part  of  this  business 
is  cash  sales  and  almost  without  exception 
portable  buyers  bring  a  greater  volume  of  rec- 
ord business  to  the  store  than  any  other  part 
of  the  clientele. 

The  signal  success  that  this  firm  has  had  in 
marketing  Carryolas  has  naturally  been  brought 
to  the  attention  of  the  entire  trade  on  a  num- 
ber of  occasions  by  the  manufacturer.  On  the 
other  hand,  Mr.  Orth  modestly  states  that  this 


type  of  product  represents  a  very  quick,  easy 
sale,  and  that  his  volume  may  be  attributed  to 
constant  advertising  in  the  windows  and  in 
newspapers,  rather  than  to  hard  selling. 

In  reciting  his  experiences,  Mr.  Orth  men- 
tioned the  fact  that 
he  purchased  his  first 
supply  of  portables 
with  a  certain  amount 
of  misgiving.  In  other 
words,  he  bought  his 
initial  supply  of  six 
without  actually 
knowing  that  the 
merchandise  would 
move.  Within  a  few 
days  his  entire  stock 
had  been  sold,  and 
from  that  time  on  his 
purchases  have  been 
increasingly  great, 
and  sales  correspond- 
ingly good.  He  re- 
cites the  fact  that  this 


is  common  with  all  retailers  and  all  merchandise. 
When  the  merchandise  starts  to  move,  the 
dealer's  enthusiasm  quickens  with  the  sales. 

The  Orth  store  maintains  for  a  yearly  volume 
approximately  1,800  portables,  and  the  dealer 
states  that  a  part  of  his  increasing  business  may 
be  attributed  directly  to  the  effectiveness  of  the 
Carryola  advertising  campaign  which  is  run- 
ning in  the  various  national  magazines. 

Much  space  has  been  devoted  in  these  columns 
from  time  to  time  to  outlining  the  effectiveness 
of  portable  selling  in  influencing  record  sales 
volume.  The  Orth  Music  Co.  is  one  of  the  largest 
retail  outlets  for  records  in  the  city  of  Mil- 
waukee, and  its  activities  in  portable  selling  have 
gone  a  long  way  in  building  this  important  cash 
end  of  the  business. 


The  Detroit   Electric   Co.,  radio  distributor 

of    Detroit,    Mich.,    recently  opened   its  fifth 

wholesale  branch  at  210  Summit  street, 
Toledo,  O. 


For  Talking  Machines 

Not  the  least  of  the  reasons  behind  the  popularity  of  the  felts 
made  by  the  American  Felt  Company  for  talking  machine  pur- 
poses is  the  service  rendered. 

Years  of  experience  in  advising  talking  machine  manufac- 
turers what  grade  of  felt  to  use  for  this  or  that  purpose — 
experience  in  answering  scores  of  felt  questions — these  things 
count  when  felt  purchases  are  to  be  made. 

Specify  American  Felts — made  by  an  organization  of  felt 

specialists. 

AMERICAN  FELT  COMPANY 

211  Congress  St.,  Boston  114  E.  13th  St.,  New  York  City 

325  So.  Market  Street,  Chicago 


Percy  L.  Deutsch  Resigns 

From  the  Brunswick  Go. 

Vice-President  and  Director  of  Brunswick- 
Balke-Collender  Co.  Resigns  From  That  Com- 
pany After  Long  Association 

Percy  L.  Deutsch,  who  has  been  associated 
with  the  Brunswick-Balke-Collender  Co.  for 
the  past  twenty-four  years,  has  just  resigned 
his  position  as  vice-president  and  director  of 
the  company,  a  post  he  has  held  for  many 
years.  Mr.  Deutsch,  who  is  forty  years  of  age, 
is  a  grandson  of  J.  M.  Brunswick,  founder  of 
the  company.  He  was  largely  responsible  for 
the  establishment  of  the  phonograph  and  rec- 


Percy  L.  Deutsch 

ord  division  of  the  Brunswick-Balke-Collender 
Co.  some  ten  years  ago,  and  is  widely  known 
as  one  of  the  leading  figures  of  the  industry. 

Mr.  Deutsch  was  one  of  the  first  to  see  the 
future  of  combination  phonograph  and  radio 
instruments,  and  negotiated  the  contract  with 
the  Radio  Corporation  of  America,  enabling 
the  Brunswick  company  to  be  the  first  to  offer 
the  standard  super-heterodyne  in  combination 
with  the  phonograph.  It  was  largely  through 
his  efforts,  also,  that  the  company  introduced 
the  first  purely  electrical  reproducing  musical 
instrument,  the  Brunswick  Panatrope.  Mr. 
Deutsch  will  take  a  short  vacation,  and  states 
that  he  will  have  an  important  announcement 
concerning  a  new  connection  in  the  Fall  of  the 
year. 

W.  G.  Fuhri,  Columbia  Sales 
Manager,  on  Trip  to  Coast 

W.  C.  Fuhri,  vice-president  and  general  sales 
manager  of  the  Columbia  Phonograph  Co.,  Inc., 
left  New  York  recently  on  a  six  weeks'  business 
trip  to  the  Pacific  Coast,  where  the  company 
has  its  new  Western  factory  and  important 
branch  offices. 

Mr.  Fuhri  stopped  off  at  Chicago  to  attend 
the  annual  convention  of  the  Allied  Music  In- 
dustries in  company  with  the  company's  presi- 
dent, H.  M.  Cox.  After  the  convention  Mr. 
Fuhri. left  for  the  Far  West,  stopping  at  Den- 
ver en  route.  On  his  return  trip  he  will  spend 
a  short  time  in  Salt  Lake  City,  the  headquarters 
of  one  of  the  company's  large  distributors. 


Victor  Portables  Popular 

The  line  of  portable  Victrolas  recently  an- 
nounced to  the  trade  by  the  Victor  Talking  Ma- 
chine Co.  has  met  with  a  splendid  reception,  and 
sales  are  mounting  steadily,  according  to  Victor 
officials.  The  many  attractive  features  of  the 
Victor  portable  line  are  proving  popular  through- 
out the  country. 
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The  Pioneers 


FRANKLIN 

Discovered 
dlectricity 


,4t  M 


'A 


V 


A: 


The  model  illustrated  below  uses  only  stand- 
ard tubes  for  rectification  and  for  the  radio 
set  proper.  There  are  three  stages  of  radio 
frequency  and  two  stages  of  audio  fre- 
quency, using  a  210  power  tube  in  the  last 
stage,  thus  obtaining  a  tremendous  volume 
with  marvelous  quality. 

The  set  has  a  switch  and  two  pin  jacks  in 
which  a  phonograph  pick-up  can  be  plugged 
in,  and  in  connection  with  any  phonograph 
— even  a  portable  type — incomparable  repro- 
duction can  be  obtained. 

Total  current  consumption:  65  watts.  Works 
on  50  to  60  cycles,  100  to  130  volts  A.C. 

Other  models  ranging  in  price  from  1110.00 
up. 


EDISON  Developed 
its  Utility 


f 


1 


ARGUS 

The  Pioneer 
Electric  Set 

at  the  R..MA 
Convention 
Room  563 -564 A. 
Hotel  Steuens 
Chicago,  III 
June  13-18 


MM.  RADIO 


ARGUS  harnessed 

Slectricity  to  the  Radio 


PATENTED  MAY  15tM  1923  -  OTHER  PATENTS  PENDING 


Model  1 95  -B  List  Price  $195  oo 


Argus  Radio  Corp 

Q57  West  17th  Street, 

NEW       YORK.  CITV 
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Jay  Grinnell  Is  Re-elected  President 

of  the  Detroit  Retail  Merchants'  Assn. 

Demand  for  High-Priced  Talking  Machines  Continues — Paul  McCullough  Resigns  as  Manager  of 
Brunswick  Co.  Branch — People's  Outfitting  Co.  Buys  Talking  Machine  Stock  of  Story  &  Clark 


Detroit,  Mich.,  June  9 — The  bulk  of  the  demand 
for  talking  machines  continues  to  be  on  the 
higher-priced  instruments.  This  is  the  unani- 
mous opinion  of  jobbers  and  retailers  whom 
The  World  correspondent  had  occasion  to  in- 
terview during  the  past  week.  One  jobber  re- 
marked that  the  call  for  the  cheaper-priced 
talking  machines  was  absolutely  at  a  standstill, 
while  on  some  of  the  higher-priced  models  he 
was  unable  to  get  them  fast  enough  from  the 
manufacturer.  The  better  class  of  retail  stores 
are  not  even  displaying  their  cheaper  models 
but  are  concentrating  on  the  higher-priced  ma- 
chines, which  they  find  easier  to  sell. 

The  matter  of  "servicing"  combination  phono- 
graph and  radio  machines  is  still  a  problem  of 
the  day,  and-  if  the  dealers  are  going  to  create 
new  customers  they  must  give  more  attention 
to  this  phase  of  their  business. 

People  have  accepted  the  new  instruments 
being  put  out  as  standard,  and  it  is  nigh  im- 
possible to  sell  the  older  styles.  The  general 
public  is  aware  that  every  company  has  brought 
out  a  new  machine  the  past  year  and  buyers 
will  have  only  the  new.    Dealers  are  finding  it 

Udell  Works  Issue  New 

Catalog  of  Their  Cabinets 

New  Volume  Illustrates  and  Describes  Many 
Attractive  Designs  of  Player  Roll  and  Radio 
Cabinets — To  Exhibit  at  the  Conventions 


The  Udell  Works,  Indianapolis,  Ind.,  one  of 
the  largest,  if  not  the  largest,  manufacturers  of 
music  roll  and  radio  cabinets  in  the  country, 
have  just  issued  an  elaborate  new  catalog  cover- 
ing the  company's  complete  cabinet  line.  The 
opening  pages  of  the  catalog  are  given  over  to 
the  various  types  of  player  roll  cabinets  de- 
signed to  hold  various  numbers  of  rolls  from 
63  to  210.  Particularly  impressive  are  the  vari- 
ous period  models,  including  the  Victorian,  the 
Queen  Anne,  William  and  Mary,  Louis  XV  and 
Louis  XVI,  Spanish,  and  other  types,  some  of 
them  distinctly  elaborate  and  highly  decorated. 


easy  to  get  away  with  making  small  allowances 
on  old  machines  when  people  want  the  newer 

ones. 

Paul  McCullough,  Detroit  manager  of  the 
phonograph  department  of  the  Brunswick  Co., 
has  tendered  his  resignation,  effective  June  15, 
and  is  undecided  as  to  his  future  plans  other 
than  he  hopes  to  take  a  much-needed  rest.  Mr. 
McCullough  has  been  with  the  Brunswick  Co. 
for  the  past  nine  years.  For  three  years  he  has 
been  in  charge  at  Detroit. 

Jay  Grinnell,  sales  manager  of  Grinnell  Bros., 
has  been  re-elected  to  the  presidency  of  the 
Detroit  Retail  Merchants'  Association,  an  organ- 
ization comprising  more  than  300  of  the  most 
aggressive  retailers  in  Detroit.  This  is  the  sec- 
ond time  Mr.  Grinnell  has  been  so  honored. 

The  Story  &  Clark  Piano  Co.,  which  also 
handles  talking  machines,  has  sold  its  entire 
stock  to  the  People's  Outfitting  Co.,  who  are 
conducting  a  closing-out  sale  from  the  store  on 
Washington  Boulevard.  Some  months  ago  this 
store  was  sold  to  the  Wolf  Music  Co.,  of  Cleve- 
land, which  failed  to  keep  it,  thus  forcing  Story 
&  Clark  to  take  it  back. 


The  Udell  cabinets  for  player  rolls  are  de- 
signed to  fit  in  well  with  music  room  furnish- 
ings and  to  harmonize  with  the  numerous  styles 
of  period  pianos  that  are  now  so  prominent  in 
the  market.  The  console  models  are  in  the 
main  particularly  elaborate. 

The  last  few  pages  of  the  catalog  are  devoted 
to  illustrations  and  descriptive  matter  covering 
the  company's  line  of  radio  cabinets,  some  de- 
signed to  accommodate  the  table  model  receiv- 
ers and  others  designed  especially  to  accom- 
modate in  their  interiors  the  standard  models  of 
well-known  sets,  together  with  the  necessary 
battery  equipment. 

New  Schwan  Bros.  Store 

A  new  music  store  handling  a  full  line  of 
phonographs  and  radio  has  been  opened  by 
Schwan  Bros,  in  the  Mader  Block,  Dansville, 
N.  Y. 


Andrew  P.  Frangipane  &  Co. 
in  the  Manufacturing  Field 

New  Concern,  Headed  by  Well-known  Trade 
Executives,  to  Engage  in  the  Manufacture  of 
Tone  Arms  and  Sound  Boxes 

Andrew  P.  Frangipane  &  Co.,  Inc.,  has  re- 
cently been  formed  to  engage  in  the  manufac- 
ture of  tone  arms  and  sound  boxes.  Although  a 
new  company,  it  has  behind  it  years  of  experi- 
ence in  the  manufacture  of  these  products. 
'Andy"  Frangipane,  head  of  this  company,  is  an 


Frangipane  &  Co.  Plant 

authority  on  the  production  of  talking  machine 
tone  arms  and  sound  boxes  and  has  been  en- 
gaged in  this  field  since  1915.  He  has  a  wide 
circle  of  friends  throughout  the  industry. 

Andrew  P.  Frangipane  &  Co.,  Inc.,  has  been 
incorporated  with  a  capital  of  $50,000.  The 
officers  of  the  new  company  are  Victor  Frangi- 
pane, president;  George  Marino,  vice-president; 
Joseph  Frangipane,  treasurer,  and  A.  P.  Frangi- 
pane, secretary  and  general  manager. 

The  factory  of  the  new  company  will  be  lo- 
cated at  Lyndhurst  N.  J.,  with  261  Warren  street 
as  its  address.  The  building  is  of  new  and 
modern  construction  and  has  been  equipped 
with  the  latest  machinery  for  the  production  of 
tone  arms  and  sound  boxes.  Two  complete 
floors  will  be  devoted  to  production  purposes. 
Ninety  per  cent  of  the  production  of  the  tone 
arms  and  sound  boxes  will  be  under  this  roof 
and  under  Mr.  Frangipane's  experienced  eye. 

The  trade  name,  Lyrephonic,  has  been  selected, 
which  will  distinguish  the  products  of  the  Fran- 
gipane factory  in  the  future.  New  York  City 
offices  are  located  at  32  Union  Square. 

Raytheon  Mfg.  Co. 

Markets  New  Rectifiers 

Raytheon  A  Rectifier  and  BA  Rectifier  Added  to 
Line  of  Well-Known  Firm 


Cambridge,  Mass.,  June  6. — The  Raytheon  Mfg. 
Co.,  of  this  city,  has  developed  and  recently 
placed  on  the  market  a  new  product  known  as 
the  Raytheon  "A."  This  rectifier  is  in  the  form 
of  a  stout  metal  cartridge  about  the  size  of  a 
man's  thumb,  and  is  described  as  being  quite 
free  from  delicate  filaments,  chemicals  or  "mov- 
ing parts.  It  is  merely  snapped  into  a  clip 
holder,  where  it  supplies  a  current  of  two  and 
one-half  amperes  or  less  at  six  volts. 

The  Raytheon  "A"  is  described  as  ideal  for 
storage  battery  charging,  providing  a  taper 
charge  feature.  Because  of  the  character  of  its 
rectification,  Raytheon  "A"  is  also  recommended 
for  "A"  eliminator  practice,  or  filament  supply 
for  standard  receivers. 

Extensive  tests  indicate  that  the  life  of  the 
Raytheon  "A"  will  be  conservatively  placed  at 
1.000  hours  when  operating  under  normal  condi- 
tions. Suitable  step-down  transformers  have 
been  designed  by  several  leading  manufacturers, 
and  complete  units  using  this  rectifier  are  no« 
on  the  market. 

Another  addition  to  the  Raytheon  line  is  the 
BA  rectifier,  which  bears  a  strong  resemblance 
to  the  Raytheon  B  and  BH  types.  Experiments 
have  proved  that  this  unit  has  a  life  in  excess 
of  1,000  hours.  It  is  said  that  this  rectifier 
solves  the  problem  of  operating  tube  filaments 
from  socket-power  and  is  also  a  complete  A, 
B,  C  power  unit  for  standard  201A  and  other 
five-volt  onc-fourth-ampere  tubes. 


Ail  Ideal  Combination 

JITANOLA  service  and  Fischer  products 
— a  combination  that  deserves  your  ear- 
nest consideration.  Such  a  combination  of 
quality  and  service  assures  you  of  the  best  obtain- 
able at  the  right  price. 

]E  are  equipped  to  solve  your  repair  and 
service  problems.  It  is  our  sincere  desire 
to  make  you  a  satisfied  customer  and  we 
are  sure  that  a  trial  of  our  service  will  be  the 
best  criterion. 


Seivice  Bureau 


11  East  Austin  Ave.  Chicago,  111. 

Supplies  and  replacement  materials  for  all  types  of  phonographs 
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Proposition  we  want  for  next^lanson! 


COMPETI- 
TION will 
be  stiff  next  sea- 
son and  we  radio 
distributors 
shouldn't  be  ask- 
ed to  pay  the  set 
maker  a 
profit  on 
cabinets, 
units,  speakers 
or  other  equip- 
ment he  does 
not  make. 

"That  is  why  your  'One-Profit'  Mer- 
chandising Plan  will  enable  us,  as  dis- 
tributors, to  do  a  real  job. 

"Buckingham  will  be  extensively  ad- 
vertised to  dealers  and  the  public.  You 
sell  us  the  guaranteed  Buckingham 
chassis.  We  buy  —  direct  from  their 
makers  —  whatever  kinds  of  cabinets, 
units,  speakers,  etc.,  we  prefer.  We  can 
buy  these  from  manufacturers  cooperat- 


ing with  you  in  the  plan,  or  from  any 
other  sources  we  wish. 

"We  can  put  out  the  particular  kinds 
of  complete  Buckingham  Radios  that 
will  best  appeal  to  our  customers.  We 
can  price  the  line  according  to  our  ideas, 
cash  in  on  the  Buckingham  name  and 
advertising  and  make  good  money  be- 
cause we  aren't  paying  you  a  profit  on 
the  cabinets,  units,  speakers,  etc. 

"That  sounds  like  a  sane,  up-to-date 
merchandising  plan  to  me. 

"You  are  absolutely  right  that  the  big 
sellers  next  season  will  be  high-grade, 
beautiful  radios  at  medium  low  prices. 

"Your  demonstrations  proved  that, 
for  performance,  the  Buckingham 
chassis  is  all  that  could  be  asked. 

"You  have  the  cleverest  new  single 
control  and  illuminated  dial  arrange- 
ment I've  seen.  Your  auxiliary  vernier 
compensation  for  long  distance  is  great. 

"Your  etched  metal  panel  is  beauti- 
fully new.   You  have  a  rigid  metal  chas- 


sis and  shielding.  Six  tubes,  with  three 
stages  of  radio  frequency  and  two  of 
audio,  are  the  right  ticket.  Your  chas- 
sis is  certain  to  go  big. 

"I  know  it's  quality-built.  I  saw  that 
when  I  went  through  your  large  modern 
chassis-building  plant.  Your  broad 
guarantee  satisfies  me. 

"I  know  you  are  a  responsible  and  ex- 
perienced organization,  from  the  reputa- 
tion, success  and  growth  you've  enjoyed 
in  previous  years.  I  know  you  will  co- 
operate with  and  protect  your  distrib- 
utors the  year  around. 

"You  have  the  radio  merchandising 
proposition  we  want.  Let's  get  down  to 
territory." 

This  is  the  way  the  Buckingham 
"One-Profit"  Merchandising  Plan  ap- 
pealed to  the  numerous  distributors  al- 
ready signed  up.  Let  us  present  it  in 
full  detail  to  you. 

Tear  off  coupon  below  as  a  reminder 
to  write  us. 


BUCKINGHAM  RADIO  CORPORATION  ....  CHICAGO 


REMINDER 

Write  BUCKINGHAM  RADIO  CORPORATION 
Dept.  1206 

General  Offices:  25  East  Austin  Avenue,  Chicago 

□  Without  obligation,  you  may  submit  full  details  of  the 
Buckingham  "One-Profit"  Merchandising  Plan  for  Radio 
Distributors. 

□  You  may  ship  us  a  Buckingham  Single  Dial  chassis 
for  10  days  test,  with  privilege  of  return  without  obliga- 
tion if  we  so  desirt. 

Firm   '.  

Individual   

Address   

City   State   
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RECORDS 


Are  You  Selling  Records  That  Were  Popular 
When  the  Lame  Duck  Was  the 
Fascinating  Dance  Measure? 


Gone  are  the  Lame  Duck,  the  Twinkle,  But- 
terfly and  the  One-Step.  Gone  are  the 
dainty,  quavering  strains. 

Those  were  the  days  when  we  were  told 
to  smoke  "Sweet  Caps" — "Ask  Dad  He 
Knows!" — and  we  sang,  "My  Mother  Was 
A  Lady"— 

Now  the  gay,  young  things  are  lean  and 
sinewy — their  pace  is  fast  and  they  crave 
the  wild,  free  measures  of  music  that  throb 
with  passion. 

Okeh  Records  have  changed  with  the  times 
...  an  Okeh  Dance  Record  is  the  latest 
tick  in  an  up-to-the-minute  fashion  in  music. 

When  good  sales  pile  up — "Okeh  Records" 
are  generally  the  point  of  attraction.  We 
might  tell  you  how  "Lovers  of  the  Dance" 
are  Okeh's  first  thought  when  the  recording 
of  a  popular  tune  is  being  planned. 

Then  it  is  we  choose  our  most  ultra-modern 
musicians,  perhaps, 


FRANKIE  TRUMBAUER  AND 
HIS  ORCHESTRA 

On  nothing  else  is  heard  such  music  as  theirs. 

No.  40772— "Clarinet  Marmalade" 
and  "Singin'  the  Blues" 

and  their  latest  record. 


No.  40822— "Ostrich  Walk" 
"Riverboat  Shuffle" 


and 


Then  it  may  be  .  .  . 

THE  GOOFUS  FIVE 

working  out  a  Blues  eloquence  from  the 
scores  of 

No.  408 17— "The  Wang  Wang  Blues" 
and  "Arkansas  Blues" 

It  is  strange,  you  know  .  .  .  but  true  .  .  .  this 
Okeh  ultra-modern  dance  music  is  just  "the 
hug  me  tight"  dance  music  our  perfect  young 
ladies  and  gentlemen  are  demanding  from 
the  makers  of  music. 


If  we  were  to  tell  you  about  increasing  your 
income  our  suggestion  would  be,  BECOME 
A  LICENSED  OKEH  DEALER. 

Until  you  are  listed  among  our  successful  deal- 
ers you  will  not  realize  how  great  are  the  ad- 
vantages that  this  Dealer's  Plan  gives  you. 
We  would  like  to  tell  you  about  it.  Why  not 
give  us  the  pleasure  of  sending  a  representa- 
tive to  call  on  you? 


Consolidated  Talking  Machine  Co. 


227  W.  Washington  St.,  Chicago,  HI. 
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LEONARD  P.  CANTY 


Music  and  Radio  Conventions  Feature 

of  the  Month  in  Mid-West  Territory 

Allied  Music  Industries  and  Radio  Manufacturers'  Association  Conventions  and  Trade  Show 
Attract  Dealers  From  All  Over  the  Country— New  Merchandise  Shown  for  First  Time 


Chicago,  III.,  June  9.— The  eyes  of  all  divisions 
of  the  music-radio  industry  are  centered  on  Chi- 
cago at  the  present  time,  the  city  which  acted 
as  host  to  the  Allied  Music  Trades'  Convention 
this  week,  and  which  next  week  will  witness 
the  arrival  of  thousands  of  manufacturers,  dis- 
tributors and  dealers,  who  will  attend  the  Radio 
Manufacturers'  Association  trade  show  and  con- 
ventions, a  complete  report  of  which  appears 
elsewhere  in  this  issue  of  The  Talking  Machine 
World.  Both  of  the  gatherings  are  of  great 
importance  to  the  allied  industries,  from  the 
standpoint  of  the  showing  for  the  first  time  of 
merchandise  which  the  retailer  will  sell  in  the 
months  which  follow,  and  because  of  the  prob- 
lems which  will  be  dealt  with  in  the  various 
meetings  of  the  two  conventions. 

The  several  new  products  which  are  making 
their  appearance  in  the  talking  machine  field 
are  expected  to  furnish  an  impetus  to  the  trade 
and  public  alike  which  will  bring  high  sales 
totals  throughout  the  Fall  and  Winter  season. 
For  the  past  few  months  Middle  Western 
manufacturers  have  been  busy  perfecting  new 
and  improved  talking  machines  and  electrical 
pick-up  phonograph  units  which  are  receiving 
their  initial  announcements  at  this  time,  and 
which  will  be  in  the  hands  of  the  dealers  in  time 
for  early  Fall  business.  The  Middle  West  de- 
mand for  talking  machines  is  not  as  great  as 
has  been  the  case  for  the  past  several  months, 
and  the  reason  for  the  present  lull  is  generally 
accepted  to  be  the  heavy  floods  throughout  this 
section,  and  the  excessive  rainfall  which  has  re- 
tarded Spring  planting  in  the  rural  districts  and 
seriously  curtailed  buying.  The  floods  and  rain- 
fall, however,  have  caused  the  prices  of  grain 
to  soar,  a  fact  which  bodes  well  for  future  busi- 
ness. 

Portable  phonographs  are  moving  at  a  fast 
rate,  despite  the  fact  that  the  Middle  West  has 
had  no  taste  of  typical  Summer  weather,  while 
record  sales  are  well  in  advance  of  the  figures 
for  the  same  period  last  year.  Radio  sales,  as  far 
as  portable  instruments  are  concerned,  are  high- 
ly satisfactory,  and  judging  from  reports,  few 
distributors  and  dealers  are  carrying  on  their 
floors,  or  in  their  warehouses,  heavy  stocks  of 
radio  apparatus.  This  is  the  healthy  condition 
found  in  most  cases,  and  it  will  allow  the  re- 
tailer to  proceed  unhampered  in  his  sales  pro- 
gram when  the  new  merchandise  arrives  during 
the  next  few  months. 

Columbia  Officials  at  Convention 

H.  C.  Cox,  president  and  general  manager  of 
the  Columbia  Phonograph  Co.,  New  York,  ac- 
companied by  W.  C.  Fuhri,  vice-president  and 
general  sales  manager,  was  in  Chicago  during 
the  Music  Trades  Convention.  While  Mr. 
Fuhri  is  a  frequent  visitor  to  Chicago,  this  is  the 
first  time  that  Mr.  Cox  has  been  here  since  he 
became  president  of  the  Columbia  organization 
a  few  years  ago. 

Universal  Battery  Co.'s  New  Line 

The  new  line  of  socket  power  units  manufac- 
tured by  the  Universal  Battery  Co.,  Chicago, 
are  now  being  introduced  to  the  music-radio 
trade,  and,  according  to  the  manufacturer,  the 
Universal  products  have  several  distinct  fea- 
tures of  value  to  both  the  dealer  and  consumer. 

The  Universal  "A"  socket  power  unit,  illus- 
trated herewith,  is  permanently  connected  to  the 


A.  C.  line,  the  dry  plate  rectifier  being  con- 
trolled by  an  automatic  switch  which  will  also 
control  the  "B"  socket  power  unit  if  one  is 
plugged  into  the  receptacle  provided  for  it. 
A  switch  on  the  front  of  the  unit  enables  the 
user  to  turn  it  off  without  removing  the  plug 
from  the  A.  C.  line. 


Another  of  the  Universal  power  units  is  the 
Universal  "B-C,"  which  has  seven  taps,  two  of 
which  are  for  "C"  voltages  and  all  of  which 
are  variable,  due  to  the  use  of  wire-wound  re- 
sistances throughout.  This  permits  a  very 
close  adjustment  of  each  tap,  and  after  varying 
them  to  the  proper  place  they  may  be  set  per- 
manently. A  three-way  switch  is  the  only 
instrument  on  the  outside  of  the  "B-C"  unit 
and  it  controls  the  line  voltages  with  "high," 
"low"  and  "off"  positions.  The  ample  plate 
supply  and  the  "C"  bias  of  0  to  45  volts  permit? 
the  use  of  any.  type  of  power  tube.  The  "B-C 
unit  delivers  40  mils  at  180  volts  and  is  Ray- 
(Continued  on  page  120) 


New 


KIMBALL 
PHONOGRAPHS 


New  Styles 
m  of  the 
NEW  KIMBALL 
Construction 

Popular  Models 
Recently  Added 


New  Style  110— Consolette  (closed) 


The  comprehensive 
Kimball  line  offers 
variety  and  ready 
sellers. 

True  tone  beauty  of 
design  and  finish. 
Write  ot  wire 


New  Style  150  (closed) 


W.  W.  KIMBALL  CO. 


Established  1857 
306  S.  Wabash  Ave. 


Chicago 
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theon  equipped  and  approved,  according  to  a 
statement  issued  by  the  company. 

The  Universal  "A-B-C"  socket  power  unit  is 


A-B-C  Socket  Power  Unit 

a  combination  of  the  "A"  and  the  "B-C"  units, 
all  contained  in  one  case.    The  cases  of  all 


Universal  A  Unit 

Universal  power  units  are  very  attractive  and 
are  finished  in  brown  crackled  lacquer. 

Erroneous  Statement  Corrected 
In  the  May  issue  of  The  World  there  ap- 
peared a  news  article  dealing  with  the  removal 
of  the  Triangle  Electric  Co.,  Chicago,  to  a  new 
five-story  building.  An  erroneous  statement  ap- 
peared in  that  news  article  to  the  effect  that 
N.  L.  Cohn,  head  of  the  Triangle  organization, 
which  distributes  Kolster  and  Brandes  products, 
expected  to  do  more  than  a  million  dollar  busi- 
ness during  1927.  The  firm  expects  to  accom- 
plish a  sales  total  of  a  million  dollars  on  the 
Kolster  line  alone  and  in  its  old  location  has 
done  more  than  a  three  million  dbllar  yearly 
business  in  the  past. 

■  Minerva  Electric  Receiving  Sets  Ready 
After  eight  months  of  research  and  develop- 
ment the  new  Minerva  electric  receiving  sets, 
manufactured  by  the  Minerva  Radio  Co., 
Chicago,  have  been  perfected  and  are  in  readi- 
ness for  introduction  and  demonstration.  The 
instrument  is  a  six-tube  single-dial  receiver  and 
is  entirely  electrically  operated  with  no  battery 
equipment  necessary,  the  "A"  current  traveling 
direct  from  the  light  socket  to  six  "A-C"  tubes. 
Production  has  been  in  process  on  the  new 
instruments  at  the  Minerva  plant  in  Chicago 
and  the  first  deliveries  to  Minerva  dealers  began 


early  in  June.  Those  dealers  who  have  had  the 
opportunity  of  witnessing  the  results  of  demon- 
strations have  predicted  a  large  demand  as  soon 
as  deliveries  can  be  assured. 

"The  Columbia  Hour  of  Music" 

WGES,  the  Guyon's  Paradise  Ballroom,  Chi- 
cago Evening  Post  radio  broadcasting  station, 
inaugurated  on  Wednesday,  May  25,  a  series  of 
programs  known  as  "The  Columbia  Hour  of 
Music."  The  latest  Columbia  records  are  broad- 
cast between  eight  and  nine  o'clock  each  Wed- 
nesday and  Friday,  each  recording  being  ac- 
companied by  an  announcement  of  the  name  of 
the  section  and  the  artist. 

A  Model  810  Viva-tonal  Columbia  instrument 
i<  used  during  the  "Columbia  Hour  of  Music" 
and  Columbia  dealers  throughout  the  Middle 
West  should  benefit  from  the  invaluable  public- 
ity which  such  a  program  brings  about.  It  is 
interesting  to  note  that  phonograph  records 
were  first  used  in  radio  broadcasting  several 
years  ago,  and  the  fact  that  the  officials  of 
WGES  arranged  with  A.  J.  Heath,  manager  of 
the  Chicago  Columbia  district  office,  for  this 
type  of  program,  is  undoubtedly  evidence  of  the 
fact  that  recorded  music  has  a  tremendous  ap- 
peal for  the  listening  public. 

Targ  &  Dinner  Music  Co.  Expands 

The  Targ  &  Dinner  Music  Co.,  Chicago, 
wholesaler  and  manufacturers'  representatives, 
late  in  May  purchased  the  title,  interest  in,  and 
good  will  of  Schultz  &  Moenning,  Inc.,  musical 
merchandise  jobbers,  207  S.  Wabash  avenue. 
According  to  Max  Targ,  head  of  the  Targ  & 
Dinner  organization,  the  former  patrons  of 
Schultz  &  Moenning  will  be  assured  of  satisfac- 
tion in  dealing  with  the  new  owners. 

New  Products  of  Metal  Devices  Corp. 

The  Metal  Devices  Corp.,  of  Chicago,  is  in- 
troducing to  the  trade  two  new  products,  the 
Two-Use  Fiat  cone  speaker  and  the  Fiat  console 
loop  aerial.  The  Metal  Devices  Corp.  completed 
negotiations  last  Fall  with  the  Grigsby-Grunow- 
Hinds  Co.,  Chicago,  maker  of  the  Majestic  "B" 
battery  eliminator,  through  which  the  Metal  De- 
vices Corp.  would  manufacture  and  market  the 
Majestic  loud  speaker. 

The  Fiat  cone  speaker  is  built  on  the  principle 
of  the  Majestic  horn  reproducer  which  was 
formerly  made  by  the  Grigsby-Grunow-Hinds 
Co.,  and  it  is  beautifully  finished  in  blue  and 
gold  with  a  neat  walnut  frame,  allowing  it  to 
harmonize  with  the  finest  home  furniture.  By 


Repair  Parts 

For  All  and  Every  Motor 
That  Was  Ever  Manufactured 


We  can  supply  any  part.  The  largest  and  most 
complete  assortment  of  repair  parts — in  the 
United  States — on  hand,  for  old,  obsolete  and 
present-day  motors.  If  your  order  cannot  be 
rilled  from  stock,  we  will  make  it  up  special. 

Special  prices  on  main  springs,  governor 
springs,  micas,  repair  parts,  motors,  tone  arms, 
steel  needles,  etc.,  in  quantity  lots. 

Expert  repairing  on  all  makes  of  phonographs 
and  motors. 
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simply  detaching  the  base  the  cone  may  be 
changed  from  a  console  to  a  wall  type  speaker. 
By  using  this  convertible  feature  the  cone  may 


Fiat  Console 
Loop  Aerial 


Two-Use  Fiat  Cone  Speaker 

either  be  placed  upon  a  table  or  hung  upon  the 
wall  by  a  cord,  as  the  user  desires.  The  Fiat 
cone,  which  retails  for  $12.50,  is  said  to  have 
an  excellent  tone  quality,  its 
volume  is  adjustable  and  free 
from  buzzing. 

The  other  new  product  to 
be  introduced  by  the  Metal 
Devices  Corp.,  the  Fiat  con- 
sole loop,  is  made  of  solid 
walnut  with  natural  hand- 
rubbed  lacquer  finish.  The 
loop  turns  on  a  seven-inch 
radius,  the  patented  bank 
winding  making  a  small  size 
possible  and  securing  a  high 
ratio  of  inductance  to  dis- 
tributed capacity.  Each  Fiat 
is  guaranteed  against  me- 
chanical or  electrical  defects 
and  the  Metal  Devices  Corp. 
recently  acquired  the  sole 
right  for  the  manufacture  and 
sale  of  the  product,  which  will  list  at  $12.50. 
Appointed  Distributor  of  Polly  Portables 
The  Jewel  Phonoparts  Co.,  prominent  manu- 
facturer of  tone  arms  and  reproducers,  of  Chi- 
cago, was  recently  appointed  distributor  for  the 
Polly  Portable  Phonograph  Co.,  New  York 
City.  Negotiations  were  concluded  about  the 
middle  of  May  and  the  first  shipments  of  the 
Polly  portable  phonographs  arrived  in  Chicago 
late  last  month. 

The  Jewel  Phonoparts  Co.  has  been  prominent 
in  the  talking  machine  field  for  a  number  of 
years  and  its  executives,  Wm.  Tures,  president, 
and  A.  H.  Davis,  vice-president  and  treasurer, 
are  w-ell-known  and  popular  figures  throughout 
the  trade. 

M.  E.  Samuels  Optimistic  Over  Trade  Outlook 

M.  E.  Samuels,  sales  executive  of  the  radio 
division  of  Showers  Brothers,  Chicago,  has  just 
returned  from  an  extended  visit  to  the  trade 
throughout  New  York  and  the  New  England 
States.  Mr.  Samuels  reports  a  growing  ten- 
dency among  the  department  stores  to  regard 
radio  merchandise  more  seriously  than  ever  be- 
fore. He  states  that  it  has  only  been  during 
the  last  year  that  department  stores  have  given 
radio  due  consideration,  and  that  in  his  contacts 
with  the  buyers  of  radio  throughout  the  country 
he  has  found  that  many  of  them  were  prejudiced 
because  of  the  "dumping"  of  stocks  two  Sum- 
mers ago.  During  the  last  year  the  radio  indus- 
try has  held  together  so  strongly  that  they  are 
now  of  one  opinion,  that  radio  has  ceased  to  be 
a  bad  merchandise  risk. 

He  further  stated  that  everywhere  depart- 
ment stores  are  signing  up  with  large  radio 
manufacturers,  and  are  planning  on  their  great- 
est radio  year.  He  claims  their  complete  con- 
fidence and  enthusiasm  is  shown  by  the  large, 
unprecedented  orders  being  placed  in  advance. 
(Continued  on  page  122) 


June,  1927 


THE    TALKING    MACHINE  WORLD 


121 


I 


■And  you  CAN  sell  them  the 
Hyatt  Portable  6 


Your  potential  customers  want  mod- 
ern radio — they  want  dependable 
music  with  convenience.  They  de- 
mand tone  quality,  selectivity — and 
a  set  that  is  harmoniously  beautiful 
without  costing  a  fortune. 

The  Hyatt  Portable  6  has  these  ad- 
vantages. It  is  a  beautifully  made 
compact  radio  that  weighs  but  28  lbs. 
completely  equipped,  and  is  suitable 
anywhere  because  of  its  selectivity 
and  clear  reception — its  quality  and 
attractiveness.  6  tubes — single  dial 
control — loop  aerial — built-in  loud 
speaker.  Can  easily  be  taken  any- 
where. 


Ideal  for  the  homes  where  live  chil- 
dren or  invalids — the  homes  that 
could  use  and  need  another  radio 
set  that  can  quickly  be  transported 
to  any  room  in  the  house.  Offers 
you  a  resale  opportunity  with  less 
resistance. 


Model  A 

Without  Accessories 


$ 


95 


00 


Brown  leatherette  covered  cabinet,  15  in. 
wide,  lV/2  in.  high,  Q14  in.  deep.  The 
Loop  Panel  is  embossed  in  relief,  making 
it  very  striking  and  very  attractive. 

Demonstrations  of  the  Hyatt  in  homes 
result  in  Sales. 


Fully  Tested 


Dealers  ana  jobbers  have  found  tfie 
Hyatt  Portable  lives  up  to  its  repu- 
tation. It  has  actually  out-performed 
many  big  sets  under  exacting  tests. 

But  Remember  This 

Air  conditions  govern  radio 
reception 

Electrical  interference  prevents  clear 
radio  reception  when  the  Hyatt  Port- 
able fails  to  bring  in  a  station.  The 
reception  produced  from  moijie  power- 
ful receivers  amplifies  the  interference 
as  well  as  the  broadcast.  Who  wants 
to  lisflen  to  amplified  static  combined 
with  music  ? 

Write  or  wire  for  details. 
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Mr.  Samuels  also  reports  that  Showers  Brothers 
have  many  of  the  largest  department  stores  in 
the  country  as  their  clients,  and  with  the  ad- 
vance orders-  they  already  have  on  hand  they 
are  assured  of  a  tremendous  increase  in  busi- 
ness during  the  years  of  1927-28. 

Vesta  Corp.  Announces  Improvements 
The  Vesta  Battery  Corp.,  Chicago,  recently 
announced    several    improvements    which  had 
been  made  in  its  radio  power  units.  Simplifi- 
cation of  operation  and  the  assurance  of  better 


Vesta  A  Unit 

reception  are  welcomed  alike  by  the  trade  and 
individual  radio  set  owner,  and  in  keeping  with 
that  demand  the  Vesta  organization  has  made 
certain  changes  which  they  believe  will  be 
warmly  accepted  by  the  trade. 

The  radio  "A"  unit  made  by  the  Vesta  Bat- 
tery Corp.,  incorporating  a  50  ampere  battery 
with  a  trickle  charger,  all  in  one  case,  has  now 
been  improved  with  a  two-rate  charging  switch 
on  the  trickle  charger  section.  A  low-rate  of 
.4  to  .5  and  a  high-rate  of  .7  to  .8  amperes  is 
said  to  give  a  variation  sufficient  to  meet  prac- 
tically all  operating  requirements.  The  entire 
unit,  battery,  trickle  charger,  and  built-in  hy- 
drometer, is  in  a  clear  glass  case,  showing  the 
water  level  at  all  times. 

A  separate  trickle  charger  is  also  made  by 


the  Vesta  Battery  Corp.,  this  charger  also  hav- 
ing been  improved  with  the  two-rate  charging 
connection.  This  charger  is  used  with  the  regu- 
lar "A"  battery  and  connects  with  AC  light 
socket. 

The  trickle  charger  used  in  Vesta  units  is 
licensed  under  Balkite  patents. 

It  was  recently  announced  that  the  corpora- 
tion will  soon  introduce  another  "A"  socket 
power  unit,  similar  to  the  improved  unit  now 
in  production  but  with  the  addition  of  a  relay 
switch  which  will  automatically  disconnect  the 
battery  when  the  receiving  set  is  in  operation. 
This  style  unit  will  also  be  equipped  with  a 
socket  for  attaching  a  "B"  battery  eliminator, 
which  is  also  automatically  controlled  by  the 
relay  switch. 

Columbia  Makes  Records  of  Local  Artists 

The  periodical  Columbia  recording  expedition 
was  recently  in  Chicago,  so  Columbia  dealers 
throughout  the  country  may  soon  expect  ad- 
ditional releases  by  popular  Columbia  artists 
and  organizations  such  as  Paul  Ash,  Ruth  Et- 
ting,  Charles  Kaley,  Al  Handler  and  others. 
Edward  King  was  in  charge  of  the  recording 
expedition  and  Frank  Walker,  of  the  recording 
studios,  New  York,  was  expected,  at  this  writ- 
ing, in  Chicago  before  the  recording  work  was 
to  be  completed. 

Columbia  News  Brieflets 

R.  J.  Mueller,  manager  of  the  Cleveland  office 
of  the  Columbia  Phonograph  Co.,  accompanied 
by  Mrs.  Mueller,  attended  the  Allied  Music 
Trades'  Convention  at  the  Hotel  Stevens,  and 
proceeded  to  Des  Moines,  la.,  after  the  conven- 
tion was  over,  to  spend  their  vacation  with  Mrs. 
Mueller's  parents,  who  reside  in  the  Iowa  cap- 
ital city. 

W.  L.  Sprague,  in  charge  of  Columbia  inter- 
ests in  the  Minneapolis  district,  was  in  Chicago 
during  Convention  week,  welcoming  the  many 
Columbia  dealers  from  the  Northwest  who  at- 
tended the  Convention. 


A.  J.  Heath,  manager  of  the  Columbia  Chi- 
cago district  office,  recently  returned  from  a 
trip  through  western  Michigan.  Business  in 
this  section  shows  a  healthy  activity,  according 
to  Mr.  Heath,  especially  as  that  State  has  not 
been  affected  by  the  heavy  rains  as  have  Illinois 
and  Iowa. 

F.  L.  Jeske  Succeeds  Kelly  Smith 

Announcement  was  recently  made  by  the 
Stewart- Warner  Speedometer  Corp.,  Chicago,  of 
the  resignation  of  Kelly  Smith  as  director  of 
the  Stewart-Warner  Air  Theatre,  WBBM.  Mr. 
Smith  has  been  director  of  the  station  since 
the  corporation  began  broadcasting  a  year  ago. 
He  has  returned  to  the  radio  advertising  de- 
partment of  which  he  was  formerly  a  member. 
Fred  L.  Jeske  has  been  appointed  director  to 
succeed  Mr.  Smith.  For  the  past  year  he  has 
been  a  staff  member  of  the  station  as  baritone 
entertainer  and  has  been  announcer  of  the  in- 
formal request  programs. 

Interesting  Apex  Bulletins 

The  bulletins  published  by  the  Apex  Electric 
Mfg.  Co.,  radio  manufacturer  of  Chicago,  de- 
scribed in  the  May  issue  of  The  Talking  Ala- 
chine  World,  have  been  augmented  by  bulletins 
No.  3  and  4,  which  were  mailed  on  May  IS 
and  28,  respectively.  All  of  the  bulletins  bear 
the  heading,  "What  the  Radio  Trade  Is  Talk- 
ing About,"  and  No.  3,  captioned,  "Penny- 
Wise  ,"   deals   with   the  war   of  Price  vs. 

Profit.  The  bulletin  discusses  the  predicament 
of  a  dealer  who  sold  forty-nine  sets  in  one 
month  and  did  not  make  half  the  profit  of  the 
dealer  across  the  street,  who  sold  only  twenty- 
three  sets  at  a  higher  price.  The  bulletin 
stresses  the  sale  of  higher-priced  units  and  the 
greater  profit  to  be  made  on  each  set.  "Door- 
bell-Dollars," secured  by  outside  canvassing,  are 
also  earnestly  advocated,  with  the  slogan,  "Sold 
in  the  home — not  bought  in  the  store." 

Apex  bulletin  No.  4  carries  the  head,  "The 
(Continued  on  page  124) 


The  Toman  "Helical"  Tone  Arm  Set 

Produces  a  very  fine,  deep,  rich,  mellow  and  powerful  tone,  surpassed  by  none 

N.  B.   Our  New  Toman  reproducer  produces  same  quality  of  tone, 

with  50%  increase  in  volume 

See  the  July  Talking 
Machine  World  for 
illustration  and  full 
description  of  the 
wonderful  new  Toman 
reproducer 


Manufactured  by 


E.  Toman  &  Co 


2621  West  21st  Place 
CHICAGO,  ILL. 


Sales  Distributor 


Wondertone  Phonograph  Co 

216  No  Michigan  Ave.,  Chicago,  111. 

Cubic  Address — "Wondertone  Cblcaro." 
Cubic-   <  .mI.— — Western   Union — A. B.C.   (Rth  Kdltlon). 
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Patents 
Pending 


after  nine  years'  research 

Prof*  P.  G.  Andres 

produced  this  long 
compensated  exponential 
aircolumn — 


TEMPLE 

DRUM  SPEAKER, 

UNEQUALED  TONE  QUALITY 


Have  you  ever  listened  to  the  playing  of  a 
large  organ  in  a  beautiful  cathedral?  If  you 
have,  your  greatest  impression  has  been  the 
purity  of  tone,  the  soft  murmur  of  the  bass 
notes,  and  the  mellow  beauty  up  the  scale. 
When  listening  to  a  classical  piece  trans' 
mitted  through  theTemple  Drum  Speaker,no 
matter  howfineormeageryour  surroundings, 
you  would  imagineyourself  in  such  an  atmos- 


phere— for  nothing  is  lost  in  this  fine  instru- 
ment throughout  the  entire  musical  scale. 
The  Temple  is  not  just  "another  speaker,"  it 
is  not  a  cone,  but  rather  a  unique  musical  in- 
strument of  the  long  compensated  exponen- 
tial aircolumn  design,  coordinated  with  a  re- 
cently developed  unit  and  built  to  precision 
with  acoustical  qualities  of  an  unusual  char- 
acter. Write  for  special  dealer  proposition. 


Priced  at  $29.00.    West  of  the  Rockies,  $32.00. 
TEMPLE,  Inc.,  213  S.  Peoria  Street,  Chicago 

Sales  Offices  in  All  Leading  Cities 

EADERS    IN    SPEAKER  DESIGN 
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Coming  I 

America's  Finest  Port- 
able Phonographs.  Will 
Startle  the  Industry.  A 
Real  Surprise. 


Never  before  such  sensational  volume 
and  tone  combined  with  richest  beauty* 
Full  details  next  month 


Portable  Phonographs  of  "Distinction 

Milwaukee,  U.S.A. 


Mouse  Is  Chasing  the  Elephant,"  and  deals  with 
the  manner  in  which  the  radio  industry  was 
first  regarded  by  banking  and  financial  institu- 
tions. The  bulletin  urges  the  dealer  to  choose 
one  good  line  of  radio  receivers,  and  concentrate 
upon  it  instead  of  trying  to  sell  in  a  half-hearted 
manner  a  large  number  of  lines.  It  is  the  con- 
tention of  the  Apex  bulletin  that  the  banker 
will  be  much  more  responsive  to  the  handling 
of  radio  financing  when  he  learns  that  the  dealer 
is  making  a  connection  with  a  reputable  manu- 
facturer and  is  awake  to  the  possibilities  of 
calling  on  his  prospects  and  selling  in  the  home. 

"Big  Time" —  the  last  Apex  bulletin  mailed 
early  in  June,  carried  an  invitation  to  distributors 
and  dealers  to  attend  the  R.  M.  A.  Trade  Show, 
and  it  contained  many  interesting  facts  regard- 
ing the  convention  and  show.  On  the  last  page 
the  Apex  show-booth  number  was  listed  as  well 
as  an  illustration  of  about  twenty  Apex  repre- 
sentatives who  attended  the  show,  including  O. 
G.  Nilson,  president,  John  Prince,  secretary, 
and  Carl  D.  Boyd,  vice-president.  In  addition 
tc  mailing  the  Apex  bulletins  to  distributors 
throughout  the  United  States,  the  firm  also 
sends  them  to  dealers  in  fifteen  States  in  the 
Middle  West  territory. 

Latest  Abox  Co.  Product  of  Great  Interest 
The  Abox  Filter,  manufactured  by  the  Abox 
Co.,  Chicago,  was  introduced  in  The  World  last 


Abox  A  Battery  Eliminator 

season,  and  the  Abox  "A"  battery  eliminator 
shown  herewith,  a  rectifier  and  an  Abox  Filter 
built  into  one  compact  unit,  is  the  lastest  prod- 
uct to  be  placed  on  the  market  by  the  firm.  It 
operates  direct  from  the  light  socket,  and  con- 
tains no  storage  battery,  in  paste  form  or  other- 
wise. 

The  Abox  "A"  eliminator  operates  on  110-120- 
volt  A.  C,  delivers  enough  current  at  six  volts 
to  operate  eight  large  tubes,  and  no  change  in 
set  wiring  is  necessary.  The  Abox  "A"  elimi- 
nator replaces  the  storage  battery  and  charger, 
and  operates  only  while  the  set  is  in  use. 

There  are  no  delicate  elements  or  parts  in 
the  Abox,  according  to  the  manufacturer,  and 
it  is  said  to  be  impossible  to  break  down  or 
puncture  the  condensers.  The  Abox  is  manufac- 
tured by  the  Abox  Co.  under  licenses  granted 
by  the  Andrews-Hammond  Corp.,  a  firm  which 
has  spent  several  years  in  development  work 


on  the  Abox  filter  and  the  Abox  "A"  battery 
eliminator.  The  list  price  of  the  new  product 
has  not  yet  been  announced. 

Oro-Tone  Co.  Installs  New  Machinery 

A  complete  battery  of  machinery  was  recently 
installed  in  the  plant  of  the  Oro-Tone  Co.,  Chi- 
cago, maker  of  tone  arms,  reproducers  and 
phonograph  equipment.  The  new  equipment  in- 
cludes die-moulding  machinery  and  a  huge  air 
compressor  which  works  several  other  pieces 
of  machinery.  A  special  department  has  also 
been  added  to  the  plating  room  for  the  finishing 
of  tone  arms  and  sound  boxes  in  statuary 
bronze.  Flemish,  old  copper,  brushed  brass,  oxi- 
dized, silver  and  gold,  either  in  bright  or  satin 
finishes. 

The  Oro-Tone  Co.  about  a  year  ago  started 
to  install  new  machinery  and  with  the  additional 
equipment  which  has  just  been  added  the  raw 
material  now  enters  the  Oro-Tone  plant  in  pig 
form,  or  as  sheet  metal,  and  is  completely  fab- 
ricated within  the  plant.  The  firm  makes  all  its 
screw  parts  on  hand  and  automatic  screw  ma- 
chinery, and  the  Oro-Tone  factory  is  now  said 
to  be  one  of  the  most  complete  and  modern 
phonograph  equipment  plants  in  the  world. 


Harry  Alter  Co.  Stages  a 

House  Warming  Party 


An  informal  "house  warming"  party  was  held 
by  the  Harry  Alter  Co.,  Chicago,  prominent  dis- 
tributor of  Federal,  Mohawk  and  other  nation- 
ally known  radio  products,  in  the  new  Alter 
building,  located  at  Eighteenth  street  and  Michi- 


Zenith  Distributors  Meet 


The  distributors  of  the  Zenith  Radio  Corp., 
Chicago,  maker  of  Zenith  radio  receivers,  and 
the  executives  of  the  Zenith  organization  are 
shown  in  the  accompanying  photograph  as  they 
were  seated  at  the  banquet  in  the  Florentine 
room  of  the  Congress  Hotel,  Chicago,  on  April 
30,  at  the  close  of  the  Zenith  distributors'  con- 


Floral  Offerings  at  "House  Warming" 

gan  avenue,  on  Saturday  afternoon,  May  21. 
It  was  estimated  that  almost  250  people,  in- 
cluding dealers,  distributors  and  representatives 
of  manufacturing  concerns  visited  the  new 
offices  and  display  room  on  that  afternoon,  ex- 
tending to  the  executives  of  the  Alter  Co.  their 
hearty  wishes  for  success. 

The  accompanying  photograph  will  give  the 
reader  an  idea  of  the  appearance  of  the  Harry 


Zenith  distributor's  conference  I9?7 


ference.  Over  sixty  Zenith  distributors  were 
represented,  the  executives  of  the  various  job- 
ber organizations  traveling  to  Chicago  from  all 
sections  of  the  country  to  attend  the  confer- 
ence which  was  productive  of  much  interesting 
discussion  regarding  future  activities  in  the  in- 
terest of  Zenith  radio  products. 


Alter  Co.  general  offices  on  the  afternoon  of 
the  "house  warming."  The  firm  was  the  recipi- 
ent of  many  floral  offerings  from  firms  in  all 
divisions  of  the  trade,  carrying  greetings,  and 
wishing  the  Alter  organization  a  happy  and  suc- 
cessful future  in  its  modern  new  and  efficiently 
arranged  headquarters. 
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THE  LINE  OF  DISTINCTION 

Sensationally  New ! 

And  as  Different  as  Electric 
Light  Is  From  a  Candle 


The  Verdi 


Highboy  Model  in  American  Walnut, 
Curly  Maple  Overlay.  Heavy  Plywood 
construction  throughout.  Equipped  with 
De  Luxe  Utah  built-in  speaker.  Speaker 
has  4  ft.  air  chamber.  Size  of  top— 265^" 
x  19 13  " — 43"  high.   Shipping  weight  135  lbs. 


Announcing 

THE  NEW 

McMillan 

T.  M.  Reg.  U.  S.  Pat.  Off. 

ELECTRIC 

Now — no  more  batteries — no  more  eliminators — no 
more  varied  power — no  more  excessive  service.  The 
sensational  new  McMillan  Electric,  equipped  with 
the  famous  A.C.  tubes  operates  direct  from  the  light 
socket  without  separate  appurtenances.  A  special 
circuit  (patents  pending) — 6  tubes,  shielded  with 
special  audio  transformers.  Housed  in  beautiful 
cabinets — the  supreme — the  final  last  word  in  radio. 
Exhibited  at  the  R.M.A.  Show.    Space  500  and  501  A. 

the  McMillan  radio  corporation 

1421   South  Michigan   Avenue,  Chicago 


The  Seville 


Doors  of  figured  American  Walnut  with 
Mahogany  Overlay.  Heavy  Plywood 
construction.  Legs  are  fluted.  DeLuxe 
Utah  built-in  speaker.  Utah  Unit— 4  ft. 
air  column.  Size  of  top  30"  x  20" — SSl/2" 
high.    Shipping  weight  135  lbs. 


mi 


Prices  range 

from 
$170  to  $325 


The  Ivanhoe 


An  exclusive  McMillan  Cabinet.  Sides 
and  top  selected  striped  Walnut.  Doors 
of  Butt  Walnut  with  Crouched  Mahog- 
any Overlay.  Fitted  with  DeLuxe  Utah 
built-in  speaker — Utah  Unit — 4  ft.  air 
column.  Size  of  top  25%"  x  ny2"—50l/2" 
high.    Shipping  weight  117  lbs. 


Doots  figured  Walnut. 
Heavy  Plywood  con- 
struction throughout. 
DeLuxe  Utah  Unit 
built-in  speaker.  4  ft. 
air  column.  Size  of  top 
26Y2"  x  19"— 4314"  high. 
Shipping  weight  135 
lbs. 


The  Orleans 
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Plaza  Music  Go.  Presents 

Pal  Phonopakt  Portable 

New  Addition  to  Pal  Portable  Line  is  Extremely 
Light  in  Weight  and  Can  Be  Carried  Under 
the  Arm  or  in  Traveling  Bag 


personal  supervision.  It  is  expected  that  an 
announcement  of  the  complete  line  of  the  firm's 
products  will  be  made  in  the  near  future,  and 
distributors  and  dealers  who  are  familiar  with 
Mr.  Tyrman's  previous  developments  are  evinc- 
ing a  keen  interest  in  his  latest  step  and  the 
products  which  he  will  manufacture. 


Mus-Art  Reproducer  Is 

Introduced  to  the  Trade 


Reproducing  Corp.,  of  New  York,  Marketing 
Reproducer  Designed  Along  Entirely  New 
Principle  by  Utilizing  Piano 


The   Plaza  Music   Co.,   10  West  Twentieth     \y    T.  CollinS  HaS  Opened 

street,  New  York  City,  manufacturer  of  Pal 
portable  talking  machines,  has  just  presented  to 


New  Store  in  Columbus 


Pal  Phonopakt 

the  trade  a  new  model  portable  phonograph. 
This  new  product  is  known  as  the  "Pal  Phono- 
pakt." It  is  chiefly  noted  for  its  attractive  ap- 
pearance, its  light  weight  and  its  miniature  size. 
It  is  said  to  be  so  small  that  it  can  readily  be 
carried  under  the  arm,  or  will  fit  in  a  small 
traveling  bag. 

Despite  its  undersize,  however,  it  has  good 
tone  quality  equalling,  it  is  said,  the  volume  of 
standard  size  portable  instruments. 

It  is  smart  in  design  and  is  furnished  in  blue, 
red,  gray,  black  or  brown  fabrikoid  embossed 
dressing.  The  Plaza  Co.  expects  its  new  "Pal 
Phonopakt"  to  be  one  of  its  leaders  during  the 
coming  season. 


Electrograph  Phonograph 

Introduced  to  the  Trade 


The  Electrograph,  a  new  electric  pick-up-type 
phonograph,  was  recent4y  introduced  to  the 
trade  by  the  Gates  Radio  &  Supply  Co., 
Quincy,  111.,  manufacturer.  The  Electrograph 
uses  a  two-tube  amplifier  with  its  own  "A"  and 
"B"  supply  incorporated,  and  it  is  said  to  be 
fool-proof  and  to  necessitate  very  little  atten- 
tion on  the  part  of  the  user.  High-grade  double- 
cone  speakers  are  used  in  the  reproducer. 

The  Electrograph  is  sold  as  a  complete  unit 
for  $350  retail,  and  is  enclosed  in  an  attractive 
walnut  or  mahogany  cabinet  of  massive  appear- 
ance. The  amplifier  units  and  pick-ups  are  also 
sold  to  other  manufacturers. 

The  Electrograph,  according  to  H.  C.  Gates, 
of  the  Gates  Radio  &  Supply  Co.,  made  its  ap- 
pearance upon  the  market  after  more  than  two 
years  of  experimental  and  research  work. 


Tyrman  Electric  Corp. 

Enters  the  Radio  Field 


Columbus,  O.,  June  7. — Wilbur  T.  Collins  has 
opened  a  new  general  music  store,  to  be  known 
as  the  University  Music  Shop,  at  1652  North 
High  street.  Mrs.  Beatrice  Hilliards,  who  for 
the  past  five  years  has  been  identified  with 
the  local  store  of  the  Rudolph  Wurlitzer  Co., 
will  assist  Mr.  Collins  in  the  store.  The  Uni- 
versity Music  Shop  is  located  near  the  dormi- 
tories of  Ohio  State  University  and  will  cater 
to  the  student  trade,  a  campaign  with  this  ob- 
ject in  view  having  been  planned. 


The  Reproducing  Corp.  of  New  York,  with 
headquarters  at  42  Broadway,  New  York,  has 
placed  on  the  market  the  Mus-Art  reproducer, 
which  utilizes  a  piano  as  a  means  of  reproducing 
and  amplifying  record  and  broadcast  music. 
Mus-Art  is  adaptable  to  any  radio  set  or  talk- 
ing machine  and  utilizes  an  electrical  hook-up 
with  any  type  of  piano.  All  of  the  electric 
equipment  used  is  made  by  the  Amplion  Corp. 
of  America,  one  of  the  foremost  manufacturers 
of  loud  speaker  products.  H.  S.  Kimball  is 
president  of  the  corporation  and  W.  M.  Maule 
is  treasurer.  Both  are  enthusiastic  over  the 
prospects  for  the  new  product  as  an  adjunct  to 
the  lines  handled  bv  the  trade. 


Instantaneous 


Impression 


"Something  to  tie  to 


said  the  jobbers  and  dealers  who  attended  the  Pfanstiehl  Exhibit 
at  the  R.  M.  A.  show 

The  model  illustrated  is  one  of  the  new  and  improved  Pfan- 
stiehl "Overtone"  Receivers.  This  model  322  is  a  distinctive 
secretary  of  burl  walnut,  containing  a  seven  tube  chassis,  special 
built-in  reproducer  and  output  filter.  Simple  selection  of  desired 
entertainment  is  accomplished  by  an  absolute  single  control  of 
characteristic  Pfanstiehl  design. 


"Something  to  profit  hy 


Five,   six   and  seven 
tube   models  ranging 
in   price  from 

$64.50  to  ?237.00 


Successful  and  healthy  expansion  over  a  period  of  years  permits 
the  Pfanstiehl  Radio  Company  to  expand  its  wholesale  distribu- 
tion without  impairing  that  Quality  which  has  been  so  consistent 
with  our  ideals. 

Hence,  there  are  strategic  and  advantageous  territories  now 
available  to  quality  merchandisers.  Distributors  and  dealers  will 
be  interested  in  this  stable  and  distinctive  territorial  distribution 
which  insures  protection,  prestige,  permanence  and  profit. 

These  territories  and  protective  fran- 
chises are  rapidly  being  assigned.  This 
is  a  rare  opportunity  for  far-sighted  mer- 
chandisers to  tie  up  with  a  responsible, 
stable  and  continued  successful  manufac- 
turer of  quality  products. 

Do  not  delay 
Write  or  wire  for  details 

Pfanstiehl  Radio  Co. 

Waukegan,  Illinois 


A  new  firm  recently  entered  the  radio  field  in 
Chicago,  the  Tyrman  Electric  Corp.,  manufac- 
turers of  dials,  sockets,  transformers  and  an 
"A-B"  eliminator.  The  firm  is  headed  by  E. 
Tyrman,  president,  who  as  former  president  of 
the  High  Frequency  Labs.,  formerly  manufac- 
tured the  "Nine  in  Line"  receiver  and  H.  F.  1.. 
ti  ansformer. 

Mr.  Tyrman  severed  connections  with  that 
organization  a  short  time  ago  and  organized  the 
Tyrman  Electric  Corp.,  with  executive  offices 
at  208  South  LaSallc  street.  The  firm's  plant 
is  located  in  Chicago,  and  the  equipment  listed 
above  will  be  manufactured  under  Mr.  Tyrman's 


OVERTONE 
RADIO 
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HORSE  SENSE 

YOU 


ORSE  SENSE"  you  have  it— use  it— You  should  be  about 
'all  caught  up"  on  the  extravagant  phrases  used  to  ad- 
vertise Reproducers  for  Replacement  —  thousands  of  words  claim- 
ing qualities  that  are  not  —  values  that  will  never  be.  A  new  so 
called  "phonic"  reproducer  seems  to  spring  from  nowhere  every 
way  you  turn — what  to  buy — what  to  sell  —  how  to  protect  your 
trade  —  who  knows  —  who  can  tell.  Let  "Horse  Sense" — common 
sense  be  your  guide. 


S£f  00  Tone,  Volume  and  Price  g|"f  ©o 

^         *  ARE  THE  DECIDING  FACTORS  IN  EVERY  SALE  OF      ^  *J|  * 

A  REPLACEMENT  REPRODUCER-THINK  THIS  OVER 


Tone  and  Volume  are  results  of  mathematical  cal- 
culations and  countless  hours  of  laboratory  tests  back- 
ed up  by  skilled  workmanship  and  careful  selection  of 
raw  materials — Individual  testing  of  each  Qualitone 
Reproducer  avoids  disappointment  for  your  customer 
and  you. 


Let's  be  honest — frankly 
you  could  have  doubled  your 
volume  of  Sales  with  a  $5.00 
Reproducer — the  great  mass 
market  demands  it — neces- 
sity has  created  it — you  can- 


VTone* 


not  dodge  it — Make  up  your  mind  to  meet  it — Start 
now  by  ordering  some  Qualitones — test  them  against 
the  rest  regardless  of  price,  they  are  not  as  good — 
you  will  find  them  better.  Not  only  is  a  Qualitone 
wonderful  for  tone  quality  and  volume,  it  looks  the 
part — a  finished  product.     Why   are  manufacturers 

of  higher  priced  reproducers 
plunging  headlong  into  the 
$5.00  field — you  know — your 
trade  insists,  besides  $5.00 
will  now  purchase  the  finest 
— make  us  prove  it  with  a 
Qualitone. 


For  you — plenty  of  profit 
— attractive  sales  helps  and 
an  opportunity  to  sell  the 
best.     Write  today. 


DURO  METAL  PRODUCTS  CO. 

2649'North  Kildare  Avenue  Chicago 
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There's  a  Reason  Why  Euphonies 
are  Sold  by  Leaders  Everywhere! 

And  you'll  know  the  reason  the  instant  you  hear  a 
Euphonic  Reproducer. 

By  its  surpassing  performance,  the  Euphonic  sells  itself. 
As  a  beautiful  piece  of  furniture,  the  Euphonic  is  without 
a  rival,  too.  Graceful  lines,  with  hand  rubbed  and  waxed 
duo-tone  W  alnut  or  Mahogany,  the  Euphonic  is  truly 
a  masterpiece  of  cabinet-work. 

Leading  dealers  the  country  over  recognize  in  the  Eu- 
phonic Reproducer  more  dollar  for  dollar  value,  than 
they  can  offer  in  any  other  line.  Wire  or  write  for  full 
details  of  our  sales  plan. 


Model  9 
List  Price  $95.00 


WASMUTH-GOODRICH 
Peru,  Indiana 


COMPANY 


'Reproducers 


McMillan  Radio  Corp.  Intro- 
duces Its  Line  of  Receivers 


McMillan  Electric  Receiver  Is  Self-Contained 
Unit  Operating  From  Light  Socket — One-Dial 
Six-Tube  Set  Available  in  Five  Models 


The  complete  new  line  of  McMillan  Electric 
radio  receivers,  manufactured  by  the  McMillan 
Radio  Corp.,  Chicago,  is  now  being  introduced 


McMillan  Seville  Model 

to  the  trade,  the  new  product  being  a  completely 
self-contained  unit  which  operates  from  the 
light  socket.    The  McMillan  Electric  does  not 


McMillan  Baronet  Model 

use  batteries  of  any  type  in  its  operation,  and 
there  is  said  to  be  nothing  built  in  the  set 
which  requires  attention  from  the  owner. 
The  McMillan  Electric  is  a  shielded  one-dial 


six-tube  receiver  using  a  special  circuit  engi- 
neered for  selectivity  and  sensitivity.  The 
cabinets  which  house  the  receivers  are  espe- 
cially attractive  and  are  furnished  in  five  differ- 
ent models.  The  Seville,  illustrated  herewith, 
finished  in  American  walnut  with  a  magohany 
overlay  on  the  doors,  is  equipped  with  a  built-in 
speaker,  the  De  Luxe  Utah  unit,  and  a  four-foot 
air  column.    The  Seville  retails  for  $325. 

The  Baronet,  the  table  model  of  the  McMillan 
Electric  line,  shown  herewith,  is  of  burl  walnut, 
finished  by  a  special  process  to  bring  out  its 
natural  beauty.  The  Baronet  table  type  receiver 
retails  for  $170.  Among  other  models  in  the 
McMillan  line  is  the  Orleans,  a  de  luxe  model 
of  heavy  plywood  construction  throughout  and 
finished  in  selected  figured  walnut,  which  gives  it 
a  massive  appearance.  The  Orleans  retails  for 
$300.  Two  other  cabinet  styles  complete  the 
line,  the  Ivanhoe,  with  doors  of  butt  walnut, 
with  crotch  mahogany  overlay,  and  alternating 
veneered  moldings  of  satinwood  .  and  zebra, 
which  retails  for  $275,  and  the  Verdi,  a  "petite" 
model  in  figured  American  walnut,  with  curly 
maple  overlay,  retailing  for  $260.  All  of  the 
McMillan  Electric  receivers  except  the  Baronet 
table  model  are  equipped  with  a  built-in  speaker, 
a  four-foot  tone  chamber  and  De  Luxe  Utah 
unit.  The  firm  also  manufactures  a  complete 
line  of  battery'  and  power  unit-operated  radio 
receivers. 

The  McMillan  Radio  Corp.,  headed  by  Walter 
Magill,  president  and  general  manager,  a  promi- 
nent figure  in  the  music-radio  trade  for  many 
years,  is  entering  its  third  season  after  an  un- 
usually successful  year  in  1926,  and  with  the 
new  McMillan  Electric  receivers  the  organiza- 
tion expects  to  meet  with  even  greater  success 
during  the  coming  season. 


W.  W.  Kimball  Go.  Markets 
New  Phonograph  Models 

Pioneer  Musical  Instrument  Manufacturer 
Which  Is  Celebrating  Its  Seventieth  Anni- 
versary Introduces  Two  New  Models 


The  W.  W.  Kimball  Co.,  Chicago,  manufac- 
turer of  talking  machines,  pianos  and  pipe 
organs,  is  introducing  to  the  trade  this  month 
two  new  additions  to  its  line  of  phonographs, 
namely,  Style  150,  finished  in  brown  mahogany 
and  walnut,  with  a  two-tone  art-lacquer  finish, 
and  Style  110,  a  consolette,  finished  in  the  same 
style.  Model  150  is  slightly  larger  than  its 
companion  model,  measuring  thirty-nine  inches 
in  height,  while  Style  110  stands  thirty-six 
inches  high.  Style  150,  which  retails  for  $150,  con- 
taining a  record  compartment  which  holds  four 
record  albums,  and  in  Style  110,  listed  at  $110, 
there  is  ample  space  under  the  tone  chamber  for 
albums  and  records.  Both  models  embody  the 
latest  developments  in  reproducer,  tone  arm 
and  tone  chamber  construction  and  design. 

The  W.  W.  Kimball  Co.  is  this  year  cele- 


brating the  seventieth  anniversary  of  its  estab- 
lishment, an  event  which  is  of  general  interest 
to  the  trade,  for  the  firm  is  one  of  the  pioneers 
in  the  musical  instrument  manufacturing  field- 
In  1857,  when  the  W.  W.  Kimball  Co.  entered 
the  field,  the  country  west  of  the  Mississippi 
was  a  wilderness,  with  scant  population.  In 
the  Kimball  advertisements  which  appeared  in 


W.  W.  Kimball  Style  110  Phonograph 

June  issues  of  various  publications  this  point 
is  stressed,  with  illustrations  depicting  the  pio- 
neer days  in  the  Middle  West. 

The  seventieth  anniversary  finds  the  Kimball 
Co.  in  a  stronger  trade  position  than  ever  be- 
fore, its  1926  volume  of  business  being  the 
largest  in  the  company's  history.  In  the  de- 
velopment of  the  music  trade  the  Kimball  Co. 
has  played  an  important  role,  manufacturing 
and  distributing  well  over  1,000,000  instruments, 
establishing  and  maintaining  retail  outlets  on  a 
broad  basis.  As  a  result,  many  retail  concerns 
prominent  in  the  trade  to-day  owe  their  origin 
and  their  development  to  the  Kimball  Co. 


In  New  Post 


J.  C.  Mcintosh  is  phonograph  manager  of  the 
Sehwabacher-Frey  Co.,  San  Francisco,  Cal. 


J 
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AGAIN  MILES  AHEAD 


THIS  YEAR-THREE  CIRCUITS 

LOOP  SETS 
BATTERY  SETS 
ANTENNAE  SETS 
BATTERYLESS  SETS 
ANTENNAELESS  SETS 

SIX  TUBES— EIGHT  TUBES— TEN  TUBES 

TABLE  MODELS — FLOOR  MODELS— CONSOLE  MODELS 
AUTHENTIC  PERIOD  ART  CABINETS 

$100.  TO  $2500. 

THE  WORLD'S  MOST  COMPLETE  AND  FINEST 
RADIO  LINE— KNOWN  THE  WORLD  OVER 

"The  Quality  Qoes  In  Before  the  Name  Qoes  On" 

"There  is  Profit  in  ZENITH" 

First  and  Foremost  With  Electric  Sets 

ZENITH  RADIO  CORPORATION 

3620  IRON  ST.  CHICAGO,  ILL. 
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Shamrock  Mfg.  Go.  Host 
to  Its  New  Jersey  Dealers 

Electrically  Operated  Shamrock  Receivers  Dem- 
onstrated at  Dinner  to  Metropolitan  Trade — 
D.  W.  May  Toastmaster— Talk  by  H.  Rose 

The  Shamrock  Mfg.  Co.,  196-204  Waverly 
avenue,    Newark,    N.   J.,    manufacturer   of  the 


tan  dealers  in  the  Grand  Ballroom  of  Achtel 
Stetters,  Newark,  N.  J.  Close  to  six  hundred 
attended  the  gathering,  which  was  one  of  the 
largest  and  most  enthusiastic  held  this  season. 

While  the  Shamrock  Co.  had  on  display  and 
demonstrated  two  models  of  its  electrically 
operated  sets,  no  attempt  was  made  to  involve 
those  who  attended  in  franchise  arrangements. 

D.  W.  May,,  head  of  the  D.  W.  May  Co., 
Newark,  N.  J.,  wholesale  distributor  and  oper- 


of  the  Radio  Commission,  acted  as  master  of 
ceremonies.  In  Mr.  May's  remarks  and  those 
of  Herman  Rose,  head  of  the  Shamrock  Co.,  the 
announcement  was  made  that  there  would  be 
no  speeches. 

The  entrance  and  the  ballroom  proper  were 
decorated  in  carnival  colors  and  the  dinner  was 
in  Shamrock  atmosphere.  Cigarettes  in  indi- 
vidual Shamrock  boxes,  black  on  green,  Havana 
cigars  with  Shamrock  bands,  Shamrock  ginger 
ale  and  accompanying  fluids  and  green  ice  cream 
were  some  of  the  surprises. 

The  entertainment  was  furnished  by  a  four- 
piece  orchestra.  A  number  of  vocalists,  an  oc- 
tet of  dancing  girls,  and  a  wrestling  match 
were  some  of  the  features  of  the  evening. 

Nate  Hast,  sales  manager  of  the  Shamrock 
organization,  later  gave  demonstrations  of  the 
new  Shamrock  product  to  those  who  were  in- 
terested. Lawrence  Fertig,  head  of  the  Law- 
rence Fertig  Co.,  Inc.,  advertising  agents  for  the 
Shamrock  Co.,  was  also  on  hand.  A  good  time 
was  had  by  all. 


The  Union  Music  Co.  is  taking  over  the  store 
at  2460  Mission  street,  San  Francisco,  Cal.,  oc- 
cupied until  recently  by  Kohler  &  Chase.  The 
store  will  be  remodeled  before  occupancy. 


Dealers  From  Metropolitan  District  Present  at  Dinner  Tendered  by  Shamrock  Mfg.  Co. 

Shamrock  one-dial  sets,  recently  tendered  a  din-  alor  of  broadcasting  station  WDWM,  who  had 
per  to  its  New  Jersey  and  some  of  its  metropoli-     just  returned  from  Washington  at  a  conference 


One  of  the  Counterphase  8  Consoles 

Year  after  year  every  Bremer-Tully  product  has  been  a  continuous  and  ever-growing 
success. 

A  vast  army  of  experienced  and  satisfied  "fans"  will  swear  by  any  product  that  B-T  build. 

They  know  from  personal  past  experience. 

Their  influence  and  recommendation  is  a  powerful  factor. 

And  the  dealer  who  handles  the  B-T  line  knows  that  back  of  the  product  lie  these  years 
of  experience  in  the  design  and  construction  of  every  essential  unit  used  in  Counterphase  Re- 
ceivers. 

"A  customer  stops  in  almost  daily  to  inform  us  that  without  doubt  he  is  the  owner  of 
the  best  set  in  the  world,"  says  a  B-T  dealer  in  Shreveport. 

If  that's  the  kind  of  customers  you  want,  the  B-T  Counterphase  will  help  you  get  them, — 
and  keep  them. 

The  B-T  line  now  includes  seven  set  models  from  $100.00  up, — B-Power  Units  and  a 
WONDERFUL  NEW  SPEAKER,  all  of  which  will  be  featured  in  an  advertising  campaign 
this  season  far  beyond  anything  previously  attempted. 

B-T  sets  are  sold  only  thru  authorized  and  protected  dealers. 
If  you  write  today  you  may  still  be  in  time  to  secure  a  franchise,— 


Did  you  visit  us  at  the  Trade 

Show— Booth  No.  101 
and  see  the  complete  line? 
If  not — write  us  for  further 
information  and  details  of 
our  dealer  proposition. 


BREMER-TULLY  MFG. 


520  S.  Canal  St. 


Counterphase  8  Console 

COMPANY 

Chicago,  111. 


mLremer  , 
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"A"  Power 
Charger 

that 

— Is  wholly  automatic 

— Cannot  be  damaged  or 

burned  out 
— Contains  no  liquids 
— Has  no  tubes 
—Works  perfectly  regard- 

less  of  battery  amperage 
— Requires  no  attention 
— Is  permanent 

Retails  at 

$  1 2-75 


Johnson 
Neutral 

Solution 
Trickle 

Charger 


Improved  again— the  B-2  model  with  improved  electrodes 
and  new  clear  solution.  Nothing  to  wear  out— electrodes 
can  never  corrode — solid  rubber  base  and  caps  eliminate 
"shorts."  Absolutely  silent— no  hum.  A  permanent 
source  of  "A"  power  supply  with  a  minimum  of  .6 
Amp.  charge  on  any  battery  condition.  And  it  cannot 
overcharge. 

Compare  the  price.  It  dominates  the  low-priced  charger 
field. 

Ask  your  jobber  or  write  direct. 


Retails  $^75 
for 


At  last — an  "A"  Power  charger  that  solves  every  problem — 
that  leaves  nothing  to  be  desired — that  gives  permanent,  unin- 
terrupted service  without  attention. 

Charg-A-Matic  embodies  an  entirely  new  principle.  When 
plugged  into  the  light  socket,  it  automatically  charges  the 
"A"  battery  up  to  6.9  Volts  and  then  shuts  off.  When  the 
battery  drops  to  5.9  Volts,  it  is  automatically  turned  on  and 
brings  battery  back  up  to  6.9  Volts.  It  has  a  charging  rate 
of  from  1  to  1-1/4  amperes  on  standard  line  voltages. 

Charg-A-Matic  cannot  be  burned  out.  If  it  should  be  incor- 
rectly hooked  up,  it  will  make  a  fluttering  noise,  but  will  not 
be  damaged  in  any  way. 

Once  installed,  Charg-A-Matic  takes  care  of  itself.  When  the 
set  is  on,  it  is  automatically  turned  off,  and  vice-versa.  It 
contains  no  liquid  and  no  tubes — nothing  requires  service  in 
any  way.  And  it  works  perfectly  regardless  of  the  size  and 
amperage  of  the  battery. 

Charg-A-Matic  offers  a  genuine  opportunity  to  the  aggressive 
dealer.  It  is  the  last  word  in  charger  efficiency — a  charger 
that  every  user  will  want  and  appreciate. 

Use  the  coupon — mail  it  today  for  complete  information  re- 
garding Charg-A-Matic. 


mm. 

Sheldon 


Ohnvpn'-  J 
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Annual  Conventions  of  Music  Industries 

Members  of  the  Music  Industries  and  Trade  Gather  at  the  Hotel 
Stevens,  Chicago,  for  Annual  Meetings — Herman  Irion  Is  Elected 
President  of  Chamber  of  Commerce — C.  J.  Roberts  Heads  Merchants 


Chicago,  III.,  June  9. — The  annual  convention 
of  the  Allied  Music  Industries  and  Trades,  held 
at  the  Hotel  Stevens  under  the  auspices  of  the 
Music  Industries  Chamber  of  Commerce,  ended 
this  evening,  after  four  days  of  meetings  of  the 
various  groups  of  manufacturers  and  dealers. 

The  convention  opened  with  the  official  lunch- 
eon arranged  by  the  Piano  Club  of  Chicago, 
which  provided  an  entertainment  program  that 
included  such  artists  as  Borrah  Minevitch  and 
his  Harmonica  Band,  Marcia  Johnson,  harpist, 
and  Lee  Simms,  famous  Brunswick  recording 
pianist  and  radio  star. 

A.  J.  Kendrick  Delivers  Address 

E.  R.  Jacobson,  president  of  the  Chamber  of 
Commerce,  presided  and  made  his  report  for 
the  year.  One  of  the  principal  speakers  was 
A.  J.  Kendrick,  vice-president  of  the  Brunswick- 
Balke-Collender  Co.,  manufacturer  of  Brunswick 
Panatropes  and  phonographs,  who  said  in  part: 

"We  all  know  that  the  war  left  us  with  over- 
production equipment.  As  the  result  of  en- 
deavor to  use  that  there  was  more  pressure 
for  sales  so  a  low  economical  basis  of  unit 
cost  could  be  maintained.  This  pressure  for 
more  sales  developed  business  tendencies  which 
have  been  more  or  less  discussed  in  the  past 
few  years.  One  of  these  tendencies  has  been 
the  growth  of  the  instalment  business,  which 
is  merely  an  endeavor  for  those  who  have  some- 
thing to  sell  to  make  it  easier  for  the  customer 
to  buy. 

"Another  tendency  has  been  the  development 
of  canvassing,  which  is  a  method  employed  by 
those  who  have  something  to  sell,  who  are  not 
content  to  wait  for  the  customer  to  come  to 
them,  but  go  out  and  find  the  customer. 

"In  the  music  industry  I  am  afraid  we  wait 
for  the  customer  to  come  to  us.  Most  of  these 
fellows  are  too  busy  talking  to  the  competitors 
in  the  other  industries  to  come  to  see  us." 

Mr.  Kendrick  then  went  on  to  describe  the 
necessity  for  more  outside  salesmen  and  the 
need  for  the  music  dealer  to  spend  some  time 
in  training  his  salesmen. 

"Another  thing  that  is  important  is  the  super- 
vision of  these  outside  men,"  he  continued. 
"Many  floor  salesmen  are  perfectly  good  floor 
salesmen  and  capable  of  handling  a  sales  job, 
of  handling  a  prospect  even  though  they  put 
up  a  mediocre  sales  job  when  the  customer 
walks  into  the  store,  but  if  they  are  called  upon 
to  use  their  initiative  and  go  out  into  the  field 
for  the  sake  of  getting  the  interest  of  outside 
prospects,  they  find  themselves  in  need  of  very 
much  better  selling  work.  Some  floor  salesmen 
are  equipped  to  do  this,  but  by  and  large  I 
think  we  are  going  to  have  to  draw  new  people 
into  the  organization  in  order  to  accomplish 
this. 

"Supervision  of  outside  salesmen  is  important 
if  you  employ  them  and  place  them  there.  It 
is  not  really  a  very  wise  thing  to  send  a  sales- 
man out  into  the  field  without  some  definite 
job  to  do.  The  average  dealer's  prospect  list 
seems  to  be  very  much  neglected  these  days. 
I  think  most  of  them  could  well  be  torn  up  and 
thrown  into  the  wastebasket.  If  we  have  one, 
the  chances  are  the  other  fellow  has  the  same 
prospect  list.  If  we  take  the  town  and  country 
club  lists  or  the  automobile  registration  lists  as 
an  indication  of  those  able  to  buy,  the  sub- 
scribers to  the  musical  events  and  concerts  as 
an  indication  of  a  list  of  those  interested  in 
music,  a  high  school  list  as  an  indication  of 
those  homes  having  young  folks  growing  up 
who  may  be  interested  in  music,  and  divide 
those  prospects  up  in  a  definite  way  between 
outside  salesmen  and  send  them   out  with  a 


definite  job  to  perform,  we  will  be  doing  good 
work.  The  salesman  going  out  into  the  field 
needs  some  help  from  the  inside.  He  doesn't 
want  to  feel  that  he  is  merely  going  out  on  a 
directory  list.  There  comes  the  opportunity  to 
apply  direct  mail  work  such  as  our  competitors 
in  the  other  industries  are  doing.  Use  these 
mail  campaigns.  I  know  that  many  manufac- 
turers in  the  music  industry  to-day  have  devel- 
oped these  direct-by-mail  campaigns  for  the 
dealer's  use,  and  they  need  your  support.  They 
are  entitled  to  it." 

Other  speakers  at  this  luncheon  included: 
M.  J.  de  Rochemont,  president  of  the  National 
Piano  Manufacturers'  Association,  and  C.  D. 
Greenleaf,  president  of  C.  G.  Conn,  Ltd.,  and  of 
the  National  Association  of  Band  Instrument 
Manufacturers. 

Piano  Manufacturers'  Association  Elects 
The  opening  session  of  the  National  Piano 
Manufacturers'  Association  was  held  on  Tues- 
day morning  and  was  largely  confined  to  rou- 
tine business  and  the  election  of  officers,  which 
resulted  as  .follows:  President,  W.  E.  Guylee, 
of  the  Cable  Co.;  first  vice-president,  C.  D. 
Bond,  of  the  Weaver  Piano  Co.;  second  vice- 
president,  F.  P.  Bassett,  M.  Schulz  Co.;  secre- 
tary, Herbert  Simpson,  Kohler  &  Campbell, 
Inc.;  treasurer,  Charles  Jacob. 

The  Wednesday  session  was  devoted  entirely 
to  a  discussion  of  the  national  sales  campaign 
being  conducted  by  the  Association.  Edward 
C.  Boykin,  executive  secretary  of  the  promotion 
committee,  had  on  hand  a  complete  and  elab- 
orate exhibit  of  the  work  thus  far  accomplished 
in  the  campaign,  including  a  large  amount  of 
printed  matter,  advertisements  used  in  the  work, 
window  display  material,  etc.  With  this  mate- 
rial as  a  background  he  reported  on  what  was 
thus  far  accomplished. 

President  de  Rochemont  made  a  strong  plea 
for  continued  and  more  energetic  support  of  the 
promotion  campaign  and  then  turned  over  the 
gavel  to  Mr.  Guylee,  the  new  president. 
Sessions  of  Music  Merchants'  Association 
The  opening  session  of  the  National  Associa- 
tion of  Music  Merchants  took  place  on  Tues- 
day morning,  June  7.  President  E.  H.  Uhl 
spoke  briefly,  urging  that  members  take  a  more 
active  part  not  only  in  the  convention  but  in 
the  meetings  of  their  local  associations.  The 
routine  business  was  then  disposed  of,  including 
the  report  of  the  secretary,  C.  L.  Dennis,  who 
reported  on  membership,  followed  by  A.  Z. 
Moore,  chairman  of  the  Auxiliary  Board,  who 
said  that  since  the  last  convention  several  char- 
ters to  local  or  State  associations  have  been 
recommended  and  two  of  them  granted,  namely, 
Southern  California  and  Indiana.  Other  asso- 
ciations for  which  charters  have  been  recom- 
mended are  Wisconsin,  Northern  California, 
Illinois,  New  York,  North  Carolina  and  Mary- 
land, with  Texas  coming  into  line  fast.  Organi- 
zations are  also  being  perfected  in  Colorado. 
Massachusetts,  Michigan,  Nebraska,  Oregon, 
Utah,  Washington  and  West  Virginia. 

Delegates  from  the  various  State  associations 
were  then  called  upon  to  receive  charters. 
Howard  J.  Dumott  received  the  charter  for 
Northern  California  and  S.  H.  Morecroft  for 
New  York.  A.  G.  Farquharson,  secretary  of  the 
Southern  California  Association,  next  gave  a 
report  of  the  activities  of  that  body. 

Shirley  Walker,  president  of  the  Northern 
California  Association,  then  spoke  and  gave  an 
interesting  talk  on  the  proper  function  of  a 
trade  association,  saying  in  part: 

"We  feel  that  the  main  fundamental  of  our 
Association  is  to  give  a  service  to  our  members 


on  the  problems  that  are  acute.  I  don't  know 
how  it  is  with  the  rest  of  you,  but  we  feel  that 
some  day,  and  it  may  be  soon,  the  phonograph 
trade-in  problem  is  going  to  be  acute.  It  is 
not  a  problem  with  us  now.  We  have  thrown 
this  on  the  table  and  we  have  discussed  it,  and 
as  the  result  it  has  been  put  into  form  as  a 
suggestion  to  our  members  as  to  how  to  handle 
it,  a  suggestion  which  can  be  shown  any  pros- 
pect." 

Other  activities  of  the  Association,  of  which 
Mr.  Walker  is  president,  and  upon  which  he 
touched  included  the  problem  of  service  charges, 
the  carrying  charge  situation,  legislation,  high 
school  band  promotion  and  piano  class  instruc- 
tion on  a  wide  scale. 

Representatives  of  other  State  associations 
spoke  on  the  progress  these  bodies  were  making 
in  organization  matters.  Among  those  speak- 
ing were  Joel  B.  Ryde,  for  the  Indiana  Asso- 
ciation; Frederick  P.  Stieff,  president  of  the 
Maryland  Association;  L.  H.  Walter,  president 
of  the  Texas  Music  Merchants'  Association; 
A.  Z.  Moore,  of  the  Pennsylvania  Association; 
Frank  J.  Bayley,  of  the  Michigan  Association; 
George  E.  Mickel,  for  the  Nebraska  dealers; 

E.  E.  Forbes,  for  Alabama,  and  S.  E.  Philpitt, 
for  Florida.  Parham  Werlein,  as  secretary  of 
the  Association,  outlined  briefly  the  progress 
that  had  been  made  generally  in  organization 
work  in  the  South. 

E.  H.  Uhl,  in  making  his  report  as  the  Asso- 
ciation's head,  spoke  of  the  necessity  of  putting 
the  organization  on  a  stronger  financial  basis 
so  that  necessary  work  can  be  accomplished. 
He  told  of -the  disappointing  results  of  the 
merchants'  stamp  plan,  which  brought  in  only 
$6,200  when  it  was  expected  that  at  least  $25,000 
or  $30,000  would  be  reached  through  this 
method.  He  advocated  an  increase  in  dues  of 
members  in  those  States  which  have  not  local 
associations. 

He  said  that  the  Association  would  need 
$50,000  a  year  for  the  next  two  years  to  ac- 
complish its  aims. 

The  next  speaker  was  C.  J.  Roberts,  of 
Charles  M.  Stieff,  Inc.,  Baltimore.  His  talk  was 
devoted  to  the  important  subject,  "State  Laws 
and  Legislation  and  the  Formation  of  State 
Associations." 

Practically  the  entire  session  on  Wednesday 
was  devoted  to  a  discussion  of  the  various  piano 
promotional  means  which  are  being  used  by 
dealers.  Among  the  speakers  heard  were  Peter 

F.  Meyer,  executive  secretary  of  the  First  An- 
nual Greater  Chicago  Children's  Piano-Playing 
Tournament;  Shirley  Walker,  Frank  J.  Bayley, 
of  Detroit,  and  W.  Otto  Miessner,  of  Milwau- 
kee. Parham  Werlein,  of  New  Orleans,  spoke 
next  in  favor  of  the  promotion  stamps  and  told 
of  plans  for  the  coming  year. 

Alfred  L.  Smith,  general  manager  of  the 
Music  Industries  Chamber  of  Commerce,  spoke 
and  his  address  was  devoted  to  a  warning  re- 
garding the  handling  of  the  merchants'  income 
tax  reports.  He  said  that  certain  regulations 
of  the  Treasury  Department  had  been  radically 
changed,  with  the  result  that  many  returns  will 
be  re-audited  and  substantial  tax  assessments 
levied.  He  suggested  that  should  any  merchant 
receive  a  demand  for  an  assessment  he  notify 
the  Chamber  of  Commerce  so  that  steps  can 
be  taken  to  aid  the  merchant. 

Charles  Yahrling  then  spoke  and  described 
the  results  of  his  company's  conducting  Melody 
Way  piano  classes.  During  the  afternoon  a  num- 
ber of  interesting  demonstrations  of  various 
methods  of  group  piano  teaching  were  given. 
(Continued  on  page  134) 
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And  Now! 


Completely Automatic/ 

A  B  C  Power  Units 


Sentinel   A-B-C    (Completely  Automatic) 

Unit  supplies  every  power  requirement  of  S*7Q50 

radio    SW 

The  First  and  Only 
Automatic  Power 


for  every 

Radio  Power  need 


The  day  of  the  automatically  oper- 
ated radio  set  is  here.  Dependable, 
automatic  Sentinel  Power  Units  are 
rapidly  supplanting  all  former  types 
of  radio  electrical  energy. 

The  whole  radio  world  has  been 
looking  for  just  such  a  solution  of 
radio  power  problems  as  Sentinel 
Units  offer.  There  is  nothing  on  the 
market  to  compare  with  Sentinel 
Products — they  are  absolutely  unique 
— and  their  perfect  performance  is 
guaranteed. 


Completely 
Units — 


Beverly  Model  Sentinel  B-C  Power  Unit— 
The  3  meters  give  absolute  control  of  all 
plate  voltages 


Sentinel  units  allow  the  set  owner  extraordinary  elasticity  in  his  installation  of 
a  completely  automatic  current  supply.  He  can,  if  he  owns  a  good  "A"  battery 
and  charger  (other  than  the  trickle  type)  make  his  equipment  a  completely 
automatic  "A"  power  unit  by  adding  the  Sentinel  Automatic  Control.  The 
Sentinel  Automatic  Control  and  Charger  Unit  makes  any  good  "A"  battery  a 
completely  automatic  "A"  power  unit.  The  Sentinel  Completely  Automatic 
"A"  unit  provides  control,  charger  and  a  4-volt  or  6-volt  "A"  battery,  all  in 
one  handsome,  compact  case.  All  of  these  units  are  equipped  to  make  the 
Sentinel  "B-C"  power  unit  completely  automatic  also. 

The  Sentinel  "B-C"  Unit  furnishes  both  "B"  and  "C"  voltage  for  any  set, 
regardless  of  number  of  tubes,  with  ample  reserve  current — 80  mil.  at  180  volts. 
Going  a  step  further,  our  engineers  have  scientifically  combined  all  the  Sentinel 
products  into  one  compact,  efficient  master  unit  for  all  radio  power  purposes — 
the  Sentinel  A.  B.  C. 

Sentinel  Units  are  sold  only  through  jobber  channels.  Our  eighteen  branches 
throughout  the  country  are  assurance  of  prompt  attention  to  your  orders  and  imme- 
diate  delivery  of  merchandise. 

SENTINEL  MANUFACTURING  COMPANY 

9705  Cottage  Grove  Ave.  Chicago,  U.  S.  A. 


Telephone 
CHESTERFIELD 

—  0166  — 
AH  Departments 


'Jit'  ^BSt." 


Beverly  Model  A-B-C  Unit— The  3  meters  $AOSO 
give  absolute  control  of  all  plate  voltages        jr 9 


Sentinel  Automatic  Control 
makes  your  "A"  Battery  and 
Charger  completely  automatic 


15 


Sentinel  Automatic  Control  and 


Charger  makes  your  "A"  Battery  $^^SO 


a  completely  automatic  power  unit 


Sentinel  Completely  Automatic 
"A"  TJnit 
"Not  a  Trickle  Charger" 


Sentinel   B-C   Unit— Furnishes   "B"  and 
"C"  voltages  for  ANY  Set  with  ample  re- 
serve current:  80  mil.  at  180  volts 
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Variety  of  Retail  Trade  Problems 

Discussed  at  Merchants'  Meeting 


(Continued  from  page  133) 


The  opening  speaker  at  Thursday's  session 
was  W.  Lee  White,  treasurer  of  the  Bankers- 
Commercial  Security  Co.,  Inc.,  New  York,  who 
spoke  on  the  "Carrying  Charge"  and  pointed 
out  the  essential  fairness  of  this  system  to  all 
parties  in  an  instalment  transaction. 

The  speaker  stated  that  he  thought  it  a  fair 
estimate  that  80  per  cent  of  both  talking  ma- 
chine and  piano  sales  during  1927  would  be 
made  to  buyers  who  were  familiar  with  the 
carrying  charge,  and  that  if  the  music  dealer 
does  not  use  it  he  is  working  against  an  estab- 
lished business  custom. 

Following  Mr.  White's  address  an  open  dis- 
cussion among  the  members  was  held,  during 
which  H.  H.  Fleer,  of  Lyon  &  Healy,  pointed 
out  the  benefits  of  the  carrying  charge  in  com- 
parison with  interest,  showing  by  means  of  a 
chart  that  there  is  twice  as  much  profit  realized 
with  the  carrying  charge  as  with  interest. 

Other  talks  were  given  by  Russell  B.  Wells 
on  "Junior  Salesmanship  and  Training,"  by 
Frederick  Philip  Stieff,  vice-president  of  Charles 
M.  Stieff,  Inc.,  Baltimore,  on  "National  Price- 
Fixing,"  and  by  C.  Alfred  Wagner  on  "Trade- 
ins  and  Price-Cutting." 

Charters  were  presented  to  the  Maryland 
Music  Merchants'  Association,  the  Music  Trades 
Association  of  Southern  California  and  the  In- 
diana Music  Merchants'  Association.  Eighteen 
new  individual  members  were  also  accepted  by 
the  association. 

Tribute  was  paid  to  the  memory  of  Norman 
P.  Stahl,  of  G.  A.  Barlow's  Sons  Co.,  Trenton, 
N.  J.,  and  C.  A.  Grinnell,  of  Grinnell  Bros., 
Detroit,  who  passed  away  during  the  past  year. 

A  resolution  to  increase  the  dues  of  the  indi- 
vidual members  to  $20  annually  met  with  some 
discussion  and  it  was  finally  decided  to  increase 
them  from  $10  to  $15,  beginning  with  the  next 
fiscal  year. 

That  section  of  the  by-laws  which  bars  paid 
association  employes  from  active  membership 
or  elective  office  was  amended  to  exempt  music 
merchants  who  are  active  members  of  the  asso- 
ciation and  who  from  time  to  time  receive  pay 
for  services  rendered  to  the  organization.  A 
resolution  amending  the  wording  of  the  appli- 
cation membership  forms  was  also  adopted. 

George  W.  Allen,  chairman  of  the  traveling 
commissioners,  presented  an  interesting  report 
in  which  he  told  of  the  efforts  of  the  travelers 
in  promotion  work,  with  particular  reference 
to  the  progress  of  the  Melody  Way  plan,  telling 
of  the  list  of  cities  in  which  the  plan  had  been 
adopted  or  was  being  considered. 

At  this  point  the  winners  of  the  1927  adver- 
tising contest,  conducted  by  the  Music  Indus- 
tries Chamber  of  Commerce,  were  announced. 
In  Class  AA,  embracing  group  store  and  fac- 
tory warerooms,  the  awards  were  in  order  to 
Sherman,  Clay  &  Co.,  San  Francisco;  Steinway 
&  Sons,  New  York;  Aeolian  Co.,  New  York;  Lyon 
&  Healy,  Chicago,  and  Grinnell  Bros.,  Detroit. 
In  the  class  for  independent  merchants  not 
affiliated  with  any  chain  store  or  factory,  the 
cup  went  to  the  Fitzgerald  Music  Co.,  Los  An- 
geles; with  the  Otto  Grau  Piano  Co.,  Cincin- 
nati; the  J.  L.  Hudson  Co.,  Detroit;  Parkinson's 
Music  Store,  Providence,  R.  I.,  and  Zitzer's  of 
Mansfield,  O.,  next  in  order,  the  last  four  being 
awarded  certificates.  A  vote  of  thanks  was  ex- 
tended to  the  prominent  advertising  men  and 
trade  members  who  had  acted  as  judges  in  the 
contest.  A  silver  loving  cup  was  also  awarded 
to  Lyon  &  Healy,  Chicago,  for  the  best  Music 
Week  window  display,  second  place  being  cap- 
tured by  the  Copp  Music  Store,  South  Bend. 
Ind.,  and  third  by  the  Daynes-Beebe  Music  Co., 
Salt  Lake  City.  The  committee  judging  the 
music  displays  consisted  of  Arthur  L.  Walsh, 
general  manager  phonograph  division  Thos.  A.' 
Edison,  Inc.;  B.  B.  Wilson,  associate  editor,  Talk- 
ing Machine  World,  S.  Ernest  Philpitt,  Miami. 


The  selection  of  a  city  for  the  next  year's 
convention  aroused  considerable  discussion, 
many  dealers  feeling  that  there  should  be  a 
change  in  the  practice  of  alternating  between 
New  York  and  Chicago.  A  resolution  that  New 
York  be  selected  failed  to  pass  and,  in  the  end, 
the  matter  was  referred  back  to  the  board  of 
control  for  final  decision. 

The  election  of  officers  for  the  coming  year 
resulted  as  follows:  President,  C.  J.  Roberts, 
Charles  M.  Stieff,  Inc.,  Baltimore;  first  vice- 
president,  Charles  H.  Yahrling,  Youngstown, 
O.;  second  vice-president,  Parham  Werlein, 
New  Orleans;  third  vice-president,  Henry  P. 
Mayer,  Paris,  Tex.;  fourth  vice-president,  A.  Z. 
Moore,  Lancaster,  Pa.;  secretary,  Herman  H. 
Fleer,  Lyon  &  Healy,  Chicago;  treasurer,  Carl 
A.  Droop,  Washington;  directors  for  three 
years,  Shirley  Walker,  San  Francisco;  J.  Grin- 
nell, Detroit;  Otto  B.  Heaton,  Columbus,  and 
A.  D.  LaMotte,  San  Diego,  elected  to  succeed 
C.  J.  Roberts  to  the  board.  E.  H.  Uhl,  Henry 
E.  Weisert  and  M.  V.  DeForeest  were  elected 
directors  representing  the  Association  in  the 
Music  Merchants  Chamber  of  Commerce. 

After  resolutions  of  thanks  to  E.  H.  Uhl  for 
his  fine  services  as  president  during  the  past 
year  and  to  the  Piano  Club  of  Chicago  for  its 
excellent  convention  arrangements,  the  conven- 
tion made  its  final  adjournment. 

National  Contest  Favored 
At  a  meeting  of  the  Executive  Board  of  the 
National  Association  of  Music  Merchants,  held 
on  Thursday  afternoon,  the  Association  went  on 
record    as    favoring    a    national  piano-play- 


ing contest  under  the  auspices  of  the  National 
Association  of  Music  Merchants. 

Over  1,000  merchants,  manufacturers  and  their 
guests  attended  the  twenty-sixth  annual  banquet 
of  the  National  Association  of  Music  Merchants 
held  Thursday  night  at  the  Hotel  Stevens. 
T.  A.  Bates,  the  oldest  member,  was  presented 
with  a  cane  by  his  many  friends.  The  chief 
speaker  was  Captain  Norman  Allen  Imbrie,  of 
Culver  Military  Academy.  An  elaborate  musi- 
cal program  was  a  feature  of  the  evening. 
Chamber  Officers  Elected 

The  annual  meeting  of  the  delegates  of  the 
Music  Industries  Chamber  of  Commerce  was 
held  this  afternoon,  and,  after  listening  to  the 
reports  of  President  E.  R.  Jacobson  and  Secre- 
tary Alfred  L.  Smith  and  approving  the  budget 
for  the  coming  year,  the  following  officers  were 
elected:  Hermann  Irion,  Steinway  &  Sons,  New 
York,  president;  Charles  H.  Yahrling,  Yahrling- 
Rayner  Music  Co.,  Youngstown,  O.,  first  vice- 
president;  William  J.  Haussler,  C.  Bruno  &  Son, 
New  York,  second  vice-president;  Herbert  Simp- 
son, Kohler  Industries,  treasurer,  and  Alfred  L. 
Smith,  secretary.  The  directors  include  E.  R. 
Jacobson  and  R.  W.  Lawrence,  directors  at 
large  for  one  year;  C.  H.  Yahrling,  Mark  P. 
Campbell,  H.  C.  Dickinson  and  A.  J.  Kendrick, 
the  latter  to  fill  the  unexpired  term  of  Percy  L. 
Deutsch,  at  large  for  two  years;  Hermann  Irion, 
W.  W.  Clark,  Herbert  Simpson  and  R.  E.  Dur- 
ham; from  the  piano  manufacturers,  M.  J.  de 
Rochemont,  C.  A.  Wagner  and  C.  D.  Bond; 
from  the  music  merchants,  E.  H.  Uhl,  H.  E. 
Weisert  and  M.  V.  DeForeest;  from  the  Musi- 
cal Supply  Association,  E.  C.  Johnson  and  A.  L. 
Wessell;  and  in  addition  the  newly  elected  pres- 
idents of  all  affiliated  associations. 

The  decision  as  to  what  city  would  be  given 
the  convention  next  year  was  left  open,  pending 
action  by  the  other  associations. 


Convention  Exhibits  of 

Interest  to  the  Trade 


Among  the  many  exhibits  at  the  convention  of 
the  Allied  Music  Trades  were  the  following: 

American  Sales  Co.,  Chicago,  111.,  displayed  the  new 
Concert  Phone  automatic  phonograph,  playing  four  rec- 
ords automatically  by  means  of  revolving  the  tone  arm. 
In  attendance  were  W.  H.  Daily  and  W.  G.  Gray. 

Amplion  Corp  of  America,  New  York  City,  displayed  the 
complete  line  of  Amplion  loud  speaker  products,  in- 
cluding the  Amplion  cone,  Grand  and  Patrician  models. 
As  feature  of  the  display  was  the  Mus-Art  reproducer 
which  uses  the  piano  as  a  means  of  reproducing  and 
amplifying  record  and  broadcast  music,  and  in  which 
all  electric  equipment  is  Amplion.  In  attendance  were 
Lloyd  L.  Spencer  and  F.  W.  Piper. 
Atwater  Kent  Mfg.  Co.,  Philadelphia,  Pa.,  displayed  the 
complete  line  of  Atwater  Kent  products,  Models  33  and 
50  receivers,  the  new  E  speaker  and  "B"  power  unit 
and  also  on  display  were  models  30,  32,  35  Atwater  Kent 
receivers  and  Models  I,  H  and  G  horn  speakers.  In 
attendance  were  V.  W.  Collamore,  R.  E.  Smiley,  T. 
Wayne  MacDowell,  P.  A.  Ware,  George  Jaud,  L.  M. 
Willis,  Jos.  Graham,  J.  H.  Hickey,  L.  A.  Pratt,  H.  S. 
Stockholm,  J.  J.  McGingan,  Edward  Meany,  James 
Kelly,  John  Delp,  Frank  Miller  and  J.  H.  McKee. 

Audak  Co.,  New  York  City,  displayed  its  complete  line 
of  Ultra  (phonic)  reproducers,  including  the  Polyphase, 
Singlephase  and  Revelation  models;  also  displayed 
Models  1  and  2  Audak  tone  arms,  and  a  phonograph 
pick-up.  In  attendance  were  Maximilian  Weil  and 
E.  A.  Schroeder. 

Bacon  Banjo  Co.,  New  London,  Conn.,  displayed  a  com- 
plete line  of  B  &  D  Silver  Bell  banjos,  with  two  prom- 
inent artists  in  attendance  to  demonstrate  the  instru- 
ments.   D.  L.  Day  was  in  attendance  at  the  exhibit. 

Geo.  P.  Bent  Co.,  Louisville,  Ky.,  displayed  the  complete 
line  of  Crown  phonographs,  271,  272,  273,  278,  279  and  the 
Royal  model;  also  Crown  brand  pianos.  In  attendance 
were  N.  P.  Bloom,  Allan  Strauss,  R.  J.  McCloy,  R.  R. 
Roath  and  John  Adler. 

Berg  Auto  Trunk  &  Specialty  Co.,  Long  Island  City. 
N.  Y.,  displayed  the  complete  line  of  Artone  portable 
phonographs  as  well  as  the  complete  line  of  new  large 
phonographs,  the  line  comprising  consolettes,  two  con- 
soles and  four  table  models.  Eight  different  models 
of  Artone  portables  were  displayed  featuring  the  new 
Artone  Grand  portable  with  53-inch  tone  column.  E. 
R.  Manning  was  in  attendance  at  the  display. 

Brllliantone  Steel  Needle  Co.,  New  York  City,  displayed 
the  company's  complete  line  of  steel  needles,  including 
Gilt  Edge,  Brilliantone  and  Rcflexo  brands.  In  attend- 
ance were  Harry  W.  Acton  and  Irving  Unger. 

Brunswlck-Balke-Collender  Co.,  Chicago,  111.,  displayed 
the   complete   line   of   Brunswick    phonograph  products. 


including  Prismatone  models  10-7,  8-7  and  the  Madrid, 
Valencia  and  Cortez  models.  Also  Panatrope  P-13, 
P-14,  P-ll,  PR-138,  PR-148;  model  104  portable  and  sev- 
eral period  styles.  In  attendance  were  W.  C.  Hutch- 
ings,  Harry  B.  Bibb,  R.  T.  Devlin,  S.  Schulz,  E.  J. 
Ackerman  and  Henry  Burr. 
Buegeleisen  &  Jacobson,  New  York  City,  featured  a  com- 
plete line  of  Durro  and  S.  S.  Stewart  musical  instru- 
ments, showing  a  number  of  old  violins,  also  a  full  line 
of  Abbott  brass  instruments.  In  attendance  were  Mor- 
ris Baer  and  Harry  Bloom. 

Buescher  Band  Instrument  Co.,  Elkhart,  Ind.,  featured  a 
complete  line  of  band  instruments,  including  a  solid 
silver  saxophone  and  a  straight  baritone  saxophone  six 
feet  high.  Also  all  types  of  wind  instruments,  including 
cornets,  trombones,  etc.  In  attendance  were  F.  A. 
Buescher,  A.  J.  Scanlon,  R.  L.  Shepard,  Harry  Lewis 
and  W.  W.  Wagner. 

Carryola  Co.  of  America,  Milwaukee,  Wis.,  displayed  the 
complete  line  of  Carryola  portables,  including  the  Carry- 
ola Master,  the  new  Flapper,  the  Cub  and  several  special 
machines.  A  feature  of  the  display  was  the  new  curved 
throw-back  tone  arm.  In  attendance  were  Don  T. 
Allen,  Geo.  Hough,  B.  B.  Conheim,  E.  D.  Driscoll  and 
B.  W.  Busche. 

Caswell  Mfg.  Co.,  Milwaukee,  Wis.,  displayed  the  com- 
plete line  of  Caswell  portables,  including  the  new  Aris- 
tocrat model,  which  plays  with  the  lid  closed;  the  new- 
Gypsy  and  Melody  models  and  the  Giantone  line.  There 
was  also  on  display  a  complete  line  of  Duro  metal  tone 
arms  and  sound  boxes  for  which  the  Caswell  Mfg.  Co.  is 
sales  agent  on  replacement  equipment.  In  attendance 
were  John  Casagrande,  L.  B.  Casagrande  and  A.  J. 
Engel. 

Cole  &  Dunas  Music  Co.,  Chicago,  111.,  displayed  a  com- 
plete line  of  musical  instruments,  Lark  portable  phono- 
graphs and  the  Olympianphono.  In  attendance  were 
F.  E.  McCullough,  B.  W.  Jaffee,  A.  E.  Cohen  and  A.  A. 

Rosenbloom. 

C.  G.  Conn,  Ltd.,  Elkhart,  Ind.,  displayed  a  complete  line 
of  saxophones,  new  cornets,  also  brass  instruments  and 
reed  instruments.  In  attendance  were  C.  D.  Greenleaf, 
J.  F.  Boyer,  C.  J.  Fairchild  and  W.  L.  Stevenson. 

Consolidated  Talking  Machine  Co.,  Chicago,  111.,  dis- 
played ..Swanson  portable  phonographs,  Heineman  mo- 
tors, Okeh  records,  Wall-Kane  needles.  Eveready  dry 
batteries,  and  a  complete  line  of  musical  merchandise 
were  also  on  display.  In  attendance-  were  F.  A.  Fearn 
and  F.  P.  Dunford. 

Thos.  A.  Edison,  Inc.,  Orange,  X.  J.,  displayed  the  new 
Edison  consolette,  just  introduced,  the  William  and 
Mary  console,  the  Italian  (Umbrian)  long-playing 
model  and  the  Nos.  2  and  3  long-playing  consoles.  The 
display  featuring  a  replica  of  the  original  Edison 
phonograph  made  in  1877.  Present  were  Arthur  Walsh,  L. 
P.  Brock,  H.  G.  Anderson,  J.  Carson,  A.  R.  Kennedy. 
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THORDARSON 

BATTERY  CHARGER 
R-175 

A  Profitable  Item 
For  Live  Jobbers  and  Dealers 

The  Thordarson  Battery  Charger  makes  its  bow 
as  a  welcome  relief  to  the  army  of  butlers  to 
thirsty  battery  chargers. 

Dry — As  dry  as  they  make  'em.  In  fact  the  rec- 
tifying element  is  contained  in  a  moisture  proof 
cartridge. 

Silent — No  vibrating  parts.  Current  is  rectified 
through  a  patented  electro-chemical  process. 

Safe — There  is  no  hazard  to  rugs  or  wood-work 
for  there  is  no  acid  to  spill.  The  tubes  of  the  set 
are  safe  even  if  turned  on  when  charger  is  in 
operation. 

Compact — Fits  into  Battery  compartment  easily. 
Only  2^4-in.  wide,  5%  in.  long  and  4%-in.  high 
overall. 

Efficient — This  charger  is  always  ready  for  serv- 
ice. No  overhauling  required.  Rectifying  element 
can  be  replaced  in  thirty  seconds. 

Guaranteed — -The  rectifying  unit  is  guaranteed 
for  1,000  hours  full  load  operation,  or  approxi- 
mately one  years'  normal  service.  The  Trans- 
former will  last  indefinitely. 

Charging  Rate — 2  amperes 

Jobbers  write  today  for  our  distribution 
proposition. 

Price  Complete,  $12.50 


THORDARSON  ELECTRIC  MANUFACTURING  CO. 

Iransfbrmer  Specialists  Since  1895 
WORLDS  OLDEST  AND  LARGEST  EXCLUSIVE  TRANSFORMER  MAKERS 
^Tturon  and  Kingsbury  Streets     —  Chicaqo.IU.UiA. 
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Electrical  Research  Labs.,  Chicago,  111.,  displayed  the 
seven-tube,  single-control  Granada  hi-boy  receiver,  which 
embraces  the  RFL  circuit  and  contains  a  built-in 
speaker;  the  Erla  "A"  converter,  an  "Aj"  power  supply, 
the  "B-C"  supply  and  the  "A-B-C"  power  supply.  Fea- 
tured in  the  exhibit  was  the  new  Erla  electric  phono- 
graph unit,  which  embraces  an  electro-magnetic  pick-up. 
The  Erla  phonograph  unit  was  installed  in  a  Showers 
Bros,  cabinet.  In  attendance  were  James  E.  Morris 
and  J.  F.  Quinn. 

Andrew  P.  Frangipane  &  Co.,  Inc.,  New  York  City,  dis- 
played its  complete  line  of  tone  arms  and  sound  boxes. 
Andrew  P.  Frangipane  was  in  charge  of  the  exhibit. 

Charles  Freshman  Co.,  Inc.,  New  York  City,  displayed  the 
1927-1928  line  of  Equaphase  receivers,  including  A-C 
operated  and  battery  operated  models.  Also  Freshman 
combination  phonograph  and  radio  instruments,  one 
model  with  electrical  pick-up  and  one  with  power  am- 
plifier. The  "A-B-C  power  supply  unit  was  on  display 
and  several  models  of  the  Masterpiece  line  of  receivers. 
In  attendance  were  H.  A.  Beach,  S.  Freshman,  Martin 
Zatulove  and  William  H.  Allen. 

Gulbransen  Co.,  Chicago,  111.,  featured  its  complete  line 
of  registering  grands  and  uprights;  reproducing  piano, 
straight  grands  and  straight  uprights.  In  attendance 
were  Walter  Kiehn,  F.  W.  Wood  and  F.  W.  Giesell. 

Kellogg  Switchboard  &  Supply  Co.,  Chicago,  111.,  displayed 
the  complete  line  of  Kellogg  radio  receivers,  featuring 
Model  510,  which  is  a  7-tube  set,  completely  A-C  oper- 
ated, using  the  Kellogg  tube.  Also  on  display  were 
Models  507,  508  receivers,  Kellogg  "B"  power  unit  and 
cone,  horn  and  cabinet  speakers.  In  attendance  were 
H.  C.  Abbott,  D.  L.  Manseau,  W.  E.  Baldwin. 

Leedy  Mfg.  Co.,  Indianapolis,  Ind.,  displayed  a  complete 
line  of  Leedy  drums,  drum  accessories  and  banjos,  fea- 
turing the  new  "Collegian"  banjo.  In  attendance  were 
Geo.  H.  Way  and  Jack  Eopper. 

Lifton  Mfg.  Co.,  New  York  City,  displayed  a  complete 
line  of  Bellphonic  portables  comprising  the  Bellphonic 
"Royal"  portable  and  the  Standard  Bellphonic  portable; 
also  Koverite  musical  instrument  cases  and  other  leather 
products.    M.  Lifton  was  in  attendance  at  the  exhibit. 

Ludwig  &  Ludwig,  Chicago,  111.,  displayed  the  complete 
line  of  Ludwig  drums  and  banjo  products,  including 
banjo-ukes,  and  featured  in  the  display  the  new  "Big 
Chief"  banjo.  In  attendance  were  Arthur  Davidson 
and  Fred  E.  Larson. 

Okeh  Phonograph  Corp.,  New  York  City,  displayed  a 
complete  line  of  Okeh  records,  Heineman  motors  in  vari- 
ous makes  of  well-known  phonographs  and  Okeh  steel 
needles.  In  attendance  were  Allen  W.  Fritche  and  H. 
B.  Haring. 

Oro-Tone  Co.,  Chicago,  111.,  displayed  its  complete  line 
of  tone  arms  and  sound  boxes,  featuring  the  number 
90  Military  and  number  24  Chieftain  models.  Also  on 
display  was  the  Tri-flex  tone  chamber  and  radio  tone 
throat.     In  attendance  were  Leigh  Hunt  and  Ray  Hunt. 

Peerless  Album  Co.,  New  York  City,  displayed  a  com- 
plete line  of  Peerless  portable  phonographs,  featuring  the 
DeLuxe  model.    Philip  A.  Ravis  was  in  charge. 

The  Pooley  Co.,  Philadelphia,  Pa.,  displayed  a  complete 
line  of  Pooley  radio  cabinets,  featuring  the  new  2700 
models  and  the  new  double  tone  chamber;  also  on  dis- 
play were  the  complete  line  of  Pooley  cabinets  for 
Atwater  Kent  radio  sets,  Models  2700-R-E,  2700-R-l,  2400- 
R-l,  2500-R-2,  2030-R-2-D,  1600-R-2,  2800-R-2,  1700-R-2,  1900- 
R-2,  2000-R,  200,  2030-R-2,  2700-2-D,  2600,  2100,  2200.  In 
attendance  were  Russell  E.  Hunting  and  Geo.  Phillips. 

Sonora  Phonograph  Co.,  Inc.,  New  York  City,  displayed 


the  new  line  of  Sonora  radio  receivers  for  the  coming 
season,  comprising  model  276-T,  6-tube  receiver;  Model 
276-C,  6-tube  set,  and  Model  277,  7-tube  receiver  with 
built-in  loop,  also  the  complete  line  of  Tonalic  phono- 
graphs including  the  new  Melody,  Prelude,  Minuet,  Con- 
cert, Intermezzo  and  Philharmonic  models.  Also  the 
three  new  Sonora  portables  and  the  new  Sonora  cone 
speakers.  In  attendance  were  Ray  Reilly,  C.  S.  Tay, 
H.  C.  Schultz,  and  Sonora  executives  including  S.  O. 
Martin,  Jos.  Wolff,  Frank  B.  Goodman,  F.  W.  Schnir- 
ring,  Lloyd  Coulter,  Chas.  Henry  and  W.  Thomas. 

Stromberg-Carlson  Tel.  Mfg.  Co.,  Rochester,  N.  Y.,  dis- 
played the  new  Stromberg-Carlson  radio  and  phono- 
graph combination  and  a  standard  line  of  Stromberg- 
Carlson  radio  receivers  comprising  Models  601-B  and 
602-B  (six-tube  sets),  501-B  and  502-B  (five-tube  sets) 
Martin,  Jos.  Wolff,  Frank  B.  Goodman,  F.  W.  Schnir- 
5-A  and  7-A  cone  speakers.  There  was  also  shown  as  a 
feature  model  the  new  744  radio  phonograph  combination. 
In  attendance  were  Herbert  A  Brennan,  Allan  R. 
Royle,  J.  E.  Summers,  Carroll  J.  Trostler.  Paul  D. 
Myers,  Lloyd  Spindle,  W.  B.  French  and  Walter  K. 
Badger.  A  number  of  the  Stromberg-Carlson  executives 
visited  the  exhibit  at  the  end  of  the  week,  including 
W.  T.  Eastwood,  Hugh  M.  Graham  and  James  Gibson. 

Targ  &  Dinner  Music  Co.,  Chicago,  111.,  displayed  Mar- 
veltone  portables,  Stratford  tenor  banjos  and  other 
musical  instruments.  In  attendance  were  Max  Targ,  S. 
Dinner,  D.  Wexler  and  A.  Ginsberg. 

United  Air  Cleaner  Co.,  Chicago,  111.,  displayed  its  com- 
plete line  of  motors,  electric  pick-up  device  and  the 
Quam  drum  type  loud  speaker,  for  which  it  is  the  sales 
agent.  In  attendance  were  Frank  Paul  and  Andrew 
P.  Frangipane. 

Vincennes  Phonograph  Co.,  Vincennes,  Ind.,  displayed 
for  the  first  time  the  complete  line  of  Veraphonic  phono- 
graphs, including  the  Vandalusia,  Vendome,  a  console, 
and  Valeria,  also  a  console  machine.  In  attendance 
were  J.  S.  Watters,  E.  A.  Thiele,  I.  Allison  and  Joseph 
Brown. 

Wasmuth-Goodrich  Co.,  Peru,  Ind.,  displayed"  the  com- 
plete line  of  Euphonic  phonographs,  comprising  table 
and  console  models,  including  models  8,  9,  11,  14,  17  and 
22.  In  attendance  was  the  sales  organization  of  the 
Caswell  Mfg.  Co.,  Milwaukee,  which  is  the  sales  agent 
for  these  products. 

H.  N.  White  Co.,  Cleveland,  O.,  displayed  the  complete 
line  of  King  band  instruments,  featuring  the  new 
DeLuxe  saxophone,  "Tiny  Tim,"  Liberty,  Long  Tom 
trumpets;  also  the  new  Sousaphone  and  case,  as  well  as 
French  horns,  etc.  In  attendance  were  H.  N.  White, 
R.  N.  White,  L.  B.  Dolan,  Paul  Bennett. 

Garryola  Display  During 
Music  Trades  Convention 

The  Carryola  Co.  of  America,  Milwaukee,  ar- 
ranged a  striking  display  in  Suites  718-22  at  the 
Hotel  Stevens,  Chicago,  for  the  National  Music 
Trades  Convention.  The  entire  Carryola  line 
of  portable  phonographs  was  exhibited  in  a 
highly  attractive  and  ingenious  manner.  This 
prominent  manufacturer  conducted  demonstra- 
tions during  the  entire  tenure  of  the  Conven- 
tion and  in  so  doing  was  favored  generously  by 
a  great  many  of  the  dealers  in  attendance.  The 
famous  Carryola  Master  was  shown  with  its. 
new  full  round  curved  throw-back  tone-arm 
and  the  many  exclusive  features  of  the  popular 


World's  Classified  Advertising 

Any  member  of  the  trade  may  forward  to  this  office  a 
"Situation"  advertisement  intended  for  this  Department  to 
occupy  a  space  of  four  lines,  agate  measure,  and  it  will 
be  inserted  free.  Replies  will  also  be  forwarded  without 
cost  Additional  space  will  be  at  the  rate  of  25c  per  line. 
If  bold-faced  type  is  desired  the  cost  of  same  will  be  25c 
per  line.  Rates  for  all  other  classes  of  advertising  on 
application. 


WANTED — Salesman  calling  on  musical 
trade.  State  territory  you  cover,  present  line, 
etc.  We  have  an  interesting  proposition  for 
live  wires.  Address  "Box  1608,"  care  of  The 
Talking  Machine  World,  Graybar  Bldg.,  420 
Lexington  Avenue,  New  York  City. 


WANTED  AT  ONCE 

Twenty-five  or  fifty  console  phono- 
graphs. Will  pav  cash  but  the  prices  must 
be  right.  EAST  TEXAS  PHONO- 
GRAPH COMPANY,  Tyler,  Texas. 


FOR  SALE 

Six  Unico  Record  Demonstrating  Booths,  each 
6'  x  6'  mahogany  finish,  in  perfect  condition.  Made 
by  the  Unit  Construction  Co.  of  Philadelphia.  Will 
be  sold  very  cheap,  as  we  need  the  room  lor  other 
purposes.  Must  be  sold  during  June.  Address 
Wendheiser's  Music  Store,  Rockville.  Conn. 


JOBBERS  WANTED 

To  take  100  phonographs  per  month. 
Will  give  good  price.  All  models  good 
sellers.  The  machines  to  make  money 
with.  Address  Cape  Fear  Furniture  Mfg. 
Co.,  Dunn,  N.  C 


PORTABLE  PHONOGRAPHS 
WANTED 

Exporters  desire  attractive  portable 
phonograph,  newest  reproducer.  Medium 
priced.  Manufacturers  please  write  to  Box 
38,  Station  A,  New  York,  N.  Y. 


portable  were  demonstrated  to  striking  advan- 
tage, and  exhibited  with  fitting  recognition. 

Trilling  &  Montague  to 

Move  to  Larger  Quarters 

Radio  Distributing  Firm  Will  Observe  Its 
Fourth  Anniversary  by  Taking  Over  New 
Quarters  With  Greatly  Increased  Space 


Philadelphia,  Pa.,  June  8. — Trilling  &  Mon- 
tague, radio  distributors  of  this  city,  are  to 
have  new  quarters  of  greatly  increased  size, 
thus  living  up  to  their  slogan,  "Grow  With  Us." 
This  concern,  established  four  years  ago  at  49 
North  Seventh  street,  has  long  been  working 
under  the  handicap  of  operating  in  quarters  far 
too  small  for  the  large  volume  of  business 
which  it  does  and  in  quarters  that  could  not 
be  expanded. 

The  new  Trilling  &  Montague  building  is  at 
the  northwest  corner  of  Seventh  and  Arch 
streets,  a  short  distance  from  the  present  loca- 
tion. The  new  quarters,  which  will  be  occupied 
by  July  10,  will  provide  many  additional  thou- 
sands of  square  feet  of  floor  space,  which  will  be 
utilized  to  perfect  the  service  which  Trilling  & 
Montague  desire  to  give  its  dealers.  It  will  in- 
clude adequate  space  for  an  elaborate  display 
of  the  firm's  lines  of  radio  receivers  and  also  a 
separate  display  of  radio  accessories.  Shipping, 
clerical  and  other  departments  will  also  have 
adequate  space  for  present  requirements  and  room 
for  further  expansion. 

Coincidentally  with  their  removal  into  new 
quarters,  Trilling  &  Montague  will  celebrate  the 
fourth  anniversary  of  its  business  existence.  A 
big  welcome  is  being  arranged  for  all  members 
of  the  trade  vfho  will  visit  the  new  quarters  dur- 
ing the  opening  week.  Trilling  &  Montague  have 
cordially  invited  everyone,  whether  customers  or 
not,  to  join  in  the  celebration,  which  proinisc- 
to  be  an  event  not  soon  forgotten  by  those  for- 
tunate enough  to  attend. 


WANTED 

We  are  looking  for  an  Export  Manager,  who 
has  had  enough  experience  in  the  phonograph 
field  to  know  how  to  market  a  new  product  and 
get  results.  In  reply  state  your  past  experiences, 
and  also  give  the  names  where  we  could  get 
references.  State  salary  expected.  All  replies 
will  be  treated  in  strict  confidence.  Reply  "Box 
70"  care  of  The  Talking  Machine  World,  420 
Lexington  Avenue,  Graybar  Building,  N.  Y.  C. 
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A      NEW      IMPROV  ED      UN  I  POWER 


* 


Gould  Kathanode  batteries  were  first  de- 
veloped for  navy  submarines.  They  have 
been  used  both  here  and  in  Europe  for 
years.  With  Kathanode  design,  porous  mats 
of  glass  wool  are  placed  next  to  the  posi- 
tive plates.  They  serve  two  purposes;  first 
they  prevent  buckling  or  disintegration  of 
plates  due  to  continuous  charging  or  over- 
charging; second,  they  constantly  draw  fresh 
acid  to  the  plates  by  capillary  attraction, 
thus  increasing  power  and  efficiency  of  the 
battery.  In  radio  operation,  furthermore,  the 
smooth  even  current  supplied  by  Kathanode 
batteries  is  found  to  improve  greatly  the 
results  given  by  any  set. 


The  same  reliable  tested  design 


....  plus  Kathanode 


A  new  submarine  type  battery 
element  gives  Gould  Unipower 
still  longer  life — and  practically 
ends  all  service  expense. 


Dealers  have  always  sold  Gould  Unipower 
with  full  confidence  in  its  reputation  for 
perfect  performance  and  reliability.  The 
same  time-tested  design  that  won  this  rep- 
utation is  retained  in  the  new  Unipower. 

But  in  the  hidden  battery  element  is  an 
important  improvement— almost  a  sensa- 
tional advance.  Gould  Kathanode* 
construction  —  an  exclusive  feature,  first 


developed  for  Gould  submarine  batteries, 
is  now  applied  for  the  first  time  to  radio. 

This  latest  advance  greatly  increases  the 
life  of  Unipower,  lessens  care,  reduces  the 
chance  of  damage  from  careless  or  inex- 
perienced operation,  and  improves  the 
results  from  the  set. 

The  new  Gould  Unipower  appeals  to  both 
kinds  of  customers — those  who  know  so 
little  that  they  want  "fool-proof"  equip- 
ment; and  those  who  know  so  much  that 
they  understand  why  Kathanode  means  a 
new  standard  of  performance  and  dura- 
bility. For  full  details  write  at  once  to  The 
Gould  Storage  Battery  Co.,  Inc.,  250  Park 
Ave.,  New  York  City. 


The  new 

Improved 


T  Jnipower 

wL^^T  A  |l    GOULD  PRODUCT 
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New  Radiola  Models  Will  Operate  From 

Either  Direct  or  Alternating  Current 

New  Line  of  Receivers  of  the  Radio  Corp.  of  America  Has  Many  Features  That  Should  Make 
Them  Popular — Wide  Range  in  Price  and  Performance 


A  complete  line  of  new  Radiolas  featuring 
circuits  operating  in  connection  with  either  al- 
ternating or  direct  current  supplied  direct  from 
the  light  socket,  thereby  dispensing  with  all  bat- 
teries, has  been  announced  to  the  trade  by  the 


Radiola  32 


Radio  Corp.  of  America.  The  following  state- 
ment has  been  issued  by  E.  E.  Bucher,  general 
sales  manager  of  the  Radio  Corp.,  commenting 
on  the  new  line: 

"Essentially,  the  new  models,  which  include 
dry  battery,  storage  battery  and  complete  AC 
and  DC  operation,  covering  the  entire  range  of 
the  market  in  point  of  price  and  performance, 
continue  with  the  tried,  tested  and  perfected 
features,  which  have  long  distinguished  RCA 
offerings. 

"The  Radio  Corp.  of  America  long  ago  dis- 
cerned a  well-defined  public  demand  and  prefer- 
ence for  radio  receivers,  utilizing  lighting  current 
as  the  source  of  power  to  do  away  with  all 
batteries  and  the  need  for  their  periodical  re- 
placement. The  new  line,  therefore,  now  brings 
complete  AC  and  DC  operated  receivers  within 
the  reach  of  every  purse  and  home,  and  for 
the  millions  of  homes  in  communities  not  yet 
electrified  there  is  provided  the  last  word  in 
dry  battery  and  storage  battery  operated  sets. 

"Perhaps  the  outstanding  feature  of  the  new 
RCA  models  is  in  the  perfected  method  of  light 
socket  operation  which  they  embody,  although 
the  marvelous  tone  quality  for  which  RCA  sets 
have  always  been  famous  has  been  further  im- 
proved. Also  attractive  appearance  has  been 
sought  and  gained.  Beautiful  cabinets  in  period 
design,  with  the  radio  components  entirely  self- 
contained  yet  made  readily  available  by  con- 
venient doors,  now  place  Radiolas  on  a  pai 
with  the  finest  of  home  furnishings. 

"The  leaders  of  the  RCA  line  continue  to  be 
represented  by  the  RCA  eight-tube,  loop  oper- 
ated super-heterodyne  receiver — and  the  Radiola 
104 — a  socket-power  loud  speaker  of  surpassing 
tone  and  volume,  together  with  complete  recti- 
fier supply  for  the  A,  B  and  C  requirements 
of  the  Radiola  with  which  it  is  used  in  com- 
bination. 

"The  Radiola  32,  with  its  handsome  walnut- 
grained  cabinet  and  entirely  self-contained 
components,  even  to  the  concealed  loop-wave 
interceptor,  represents  the  highest  technical  and 
artistic  achievement  in  broadcast  reception.  Cer- 
tain refinements  in  design  have  permitted  the 
inclusion  of  the  powerful  104  Loudspeaker  in 
one  cabinet  with  the  super-sensitive  super- 
heterodyne, with  a  complete  absence  of  micro- 
phonic effects,  but  which,  in  fact,  emphasize  its 
extraordinary  tone  quality. 


"A  lower-priced  model,  but  likewise  charac- 
terized by  a  period-style  cabinet  and  entirely 
self-contained  equipment,  is  the  Radiola  3CJ-A, 
comprising  the  well-known  eight-tube  super- 
heterodyne receiver  with  the  new  100-A  loud- 
speaker, and  operated  by  socket  power.  Both 
Radiola  32  and  30-A  may  be  operated  from  either 
alternating  current  or  direct  current. 

"Of  revolutionary  character  is  the  introduc- 
tion of  Radiola  17.  This  set  is  the  culmination 
of  years  of  research  in  set  and  tube  design, 
aimed  to  produce  for  a  moderate  price  a  re- 
ceiver completely  AC  operated  with  a  minimum 
of  operating  controls.  Simplicity  of  operation 
and  of  maintenance  are  the  main  features  of 
Radiola' 17.  It  has  three  stages  of  tuned  radio- 
frequency  amplification,  detection  and  two 
stages  of  audio-frequency  amplification.  The 
new  AC  Radiotrons  UX-226  are  used  in  the  radio- 
frequency  stages,  and  the  first  audio-frequency 
stage  employs  a  UX-171  power  amplifier  Radio- 
tron. The  "B"  and  "C"  voltages  are  obtained 
from  a  power  supply  unit  built  into  the  set, 
which  employs  the  new  high-power  rectifier, 
Radiotron  U-280  full-wave  rectifier.  There  are 
only  three  controls  on  this  set,  one  knob  for 
tuning,  one  for  volume  control  to  regulate  the 
output  of  the  receiver,  and  a  power-control 
switch  to  turn  the  power  on  and  off. 

"For  those  who  prefer  batten'  operation,  or 
whose  homes  are  located  in  rural  districts  not 


Radiola  104  Loudspeaker 

as  yet  electrified,  Radiola  16  will  be  found  to 
fill  the  most  rigid  requirements  for  sensitivity, 
selectivity  and  fine  tone  quality.  This  is  a  new 
uni-control  six-tube  receiver  employing  the  well- 
known  and  perfected  tuned  radio-frequency  cir- 
cuits with  three  stages  of  tuned  radio-frequency, 
detection  and  two  stages  of  audio-frequency, 
taking  five  UX-201-A  Radiotrons  and  one  UX- 
112-power  amplifier  radiotron.  The  internal  con- 
struction of  the  set  is  extremely  rugged,  and 
with  simplicity  of  operation  are  the  two  key- 
notes of  this  receiver.  It  has  one  tuning  con- 
trol, a  volume  control  to  regulate  the  output 
of  the  receiver  and  a  switch  for  turning  the  cur- 
rent on  and  off.  To  further  simplify  the  opera- 
tion of  this  set,  the  filament  rheostat  has  been 
eliminated,  thus  leaving  but  three  controls.  Ra- 


diola 16  may  be  operated  either  from  batteries 
or  battery  eliminators. 

"The  Radiola  104,  in  addition  to  the  present 
well-known  AC  model,  is  now  to  be  presented 
in  a  DC  model  as  well,  thus  making  this  su- 
perior radio  device  available  in  cities  and  ho- 
tels and  institutions  which  are  supplied  with 
direct  current.  An  ingenious  design  provides 
this  DC  104  with  all  the  power  and  tone  quality 
of  the  tried,  tested  and  perfected  AC  model. 

"As  a  loudspeaker  particularly  intended  for 
operation  with  Radiolas  and  all  other  receivers 
operating  on  batteries  and  moderate  socket- 
power,  Loudspeaker  100-A  is  included  among 
the  new  RCA  models.  This  enclosed  cone  is  of 
attractive  design,  suggestive  of  a  mantelpiece 
clock,  with  a  screen  bezel;  the  whole  finished 
in  dull  bronze.  The  cone  itself  is  of  smaller 
diameter  than  in  the  $100  type,  which  it  replaces, 
and    in   addition    embodies   a    newly  designed 


Radiola  17 

drive,  which  provides  increased  response  with 
even  better  tone  quality  than  its  predecessor, 
which  has  long  been  considered  a  standard." 

Landau  Bros.  Form  a  New 
Company  to  Operate  Stores 

Hazleton,  Pa.,  June  9. — A  new  four  story  and 
basement  steel  structure  is  being  erected  to 
house  the  music  and  furniture  store  of  the  new 
firm  of  Landau  Bros.,  who  have  sold  their  in- 
terests in  the  Landau  Music  &  Jewelry  stores 
to  Harry  Micholsky.  The  new  establishment 
is  expected  to  be  ready  for  the  formal  opening 
on  or  about  September  IS. 

A  complete  line  of  Orthophonic  Victrolas, 
radio  receivers,  jewelry  and  furniture  will  be 
carried.  The  store  will  be  equipped  with  the 
latest  in  display  fixtures,  cases,  etc. 

Landau  Bros,  will  also  open  a  store  at  60 
South  Main  street,  having  secured  a  three-story 
building  which  will  be  ready  for  occupancy  on 
August  15. 

Leo  Landau  will  be  manager  of  the  Hazleton 
store  and  Hyman  Landau  will  have  charge  of 
the  Wilkes-Barre  store.  F.  A.  Adams  is  adver- 
tising manager  and  manager  of  the  Hazleton 
store's  furniture  department  and  Harry  L.  Halt- 
zel  of  the  Wilkes-Barre  furniture  department. 
The  firm  consists  of  Hyman,  Leo,  Nat  and 
Isadore  Landau. 


Harry  Lustig  in  New  Post 

Harr\'  Lustig,  well  known  in  the  radio  trade, 
has  been  appointed  general  manager  of  the 
Weber  Distributing  Co.,  New  York,  according 
to  an  announcement  made  by  Jack  Weber,  presi- 
dent. Mr.  Lustig  was  formerly  connected  with 
the  Spartan  Electric  Corp.,  and  his  affiliation 
with  the  Weber  Co.  will  enable  Mr.  Weber  to 
devote  his  full  time  to  the  sales  end  of  the 
business,  contact  with  established  accounts,  and 
work  with  salesmen  in  their  respective  terri- 
tories. 


R.  G.  Ackerman  in  Japan 

R.  C.  Ackerman,  export  manager  for  Fada  Ra- 
dio, has  advised  the  headquarters  of  F.  A.  D.  An- 
drea, Inc.,  in  New  York,  of  his  arrival  in  Japan, 
his  first  stop  on  an  extensive  trip  in  the  Far  East, 
in  furtherance  of  Mr.  Andrea's  plans  to  have  the 
Fada  banner  planted  over  as  much  of  the  civi- 
lized world  as  possible. 

J.  W.  deHaas,  assistant  export  manager  of 
Fada,  is  busily  engaged  in  carrying  on  the  work 
of  the  export  department  at  the  home  office  6f 
the  companv 
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Not  a  Fenced-in  Battery! 


The  WHITE  "A"  SOCKET  POWER 
UNIT  marks  a  radical  and  revolutionary 
step  in  radio.  It  is  an  absolute  realization 
of  a  desire  entertained  by  millions  of 
radio  owners — a  complete  A  battery  elimi- 
nator. An  independent  unit.  Relies  only 
upon  110  volt  A.  C.  60  cycle  current  for 
operation.  No  storage  cells.  Stores  no 
current.  Never  becomes  discharged  — 
never  requires  charging.  Is  not  affected 
by  disuse  or  constant  employment  or 
change  of  line  voltage.   Delivers  6-volt 


D.  C.  current  in  ratio  of  2/4  amperes; 
ample  for  any  set  up  to  9  tubes.  Auto- 
matic switch  controls  B  Battery  elimi- 
nator, if  plugged  into  socket  provided. 
A  noteworthy  engineering  achievement, 
a  perfected  absolutely  dependable  A  Bat- 
tery eliminator.  Simple.  Sturdy.  Trouble 
free.  Enclosed  in  beautiful  20  gauge  metal 
case,  finished  in  attractive  moss  green 
Duco.  Hurry  along  your  request  today  for 
complete  descriptive  matter,  live  dealer 
helps  and  money  -  making  proposition. 


Julian  M.  White  Mfg*  Co,,  Sioux  City,  Iowa 


Our  complete  line  of  "A"-"B"  and  "A  &  B"  Power  Units 
gives  a  wide  active  range  of  sales. 


A  SOCKET  POWER  UNIT 


J® 

White  "A"  Socket 
Power  is  licensed  by  Andrews-Ham- 
mond Corporation  under  Andrews' 
Condenser  and  other  Andrews-Ham- 
mond patent  applications. 


Julian  M.  White  Mfg.  Co. 
Sioux  City,  Iowa 

Kindly  send  complete  information  regarding 
White  "A"  Socket  Power  Units  and  quote  dealer's 
discounts. 


Name 


Address. 


City. 


.State. 
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"Veraphonic"  Phonographs 
Make  Bow  to  the  Trade 


Vincennes  Phonograph  Co.  Introducing  Four 
New  Models — Company  Plans  Active  Sales 
Program  to  Secure  Distribution 


The  Vincennes  Phonograph  Co.,  of  Vin- 
cennes, Ind.,  is  introducing  this  month  £our 
new  phonographs,  all  designated  by  the  trade 
name    "Veraphonic."    That    name    has  been 


nut  or  mahogany  and  equipped  with  an  electric 
or  mechanical  wind.  The  Vandalusia  retails 
for  $225,  without  the  electric  motor.  The  next 
model,  in  point  of  size,  is  known  as  the  Ven- 
dome,  at  $150,  followed  by  the  Valeria,  a 
console,  at  $95,  and  the  Venetia,  a  consolette, 
also  retailing  for  $95.  All  of  the  Veraphonic 
models  are  finished  in  either  walnut  or  ma- 
hogany and  the  reproducer  combined  with  the 
tone  chamber  is  built  on  the  principle  of 
"matched  distance  travel."  Each  Veraphonic  is 
thoroughly  tested  by  an  expert  before  it  is 
shipped  from  the  Vincennes  factory  and  in  one 


Veraphonic  Vandalusia  Model 

chosen  as  an  indication  of  the  quality  of  sound 
produced  by  the  Vincennes  product,  the  first 
syllable  being  taken  from  the  Latin  word 
"Veritas"  and  the  last  from  the  Greek  word 
"Phone,"  meaning  sound. 

The  four  Veraphonic  models  include  the  Van- 
dalusia, a  large  machine  finished  in  either  wal- 


Veraphonic  Vendome  Model 
of  the  early  tests  12,000  needles  were  used  on 
one  machine,  which  was  said  to  improve  con- 
siderably with  use. 

The  reproducer  with  which  the  Veraphonic 
is  equipped  is  the  result  of  many  years'  work 
on  the  part  of  the  inventor,  using  mica,  and 
retaining  its  vibration  over  the  largest  possible 


A  Big  Hit  at  the  R-  M.  A,  Trade  Show 

UDELL 

Radio  Cabinets  and  Tables 

35  Patterns  in  Popular  Periods  and  Finishes 
For  All  Leading  Receiving  Sets 

Write  for  Catalog  Today 

THE  UDELL  WORKS 

Indianapolis,  Ind. 


Established  1873 


area.  The  inventors  finally  perfected  the  Vera- 
tone  diaphragm,  which,  through  a  principle  of 
concentric  lamination,  gives  volume  and  ac- 
curacy to  a  surprising  extent. 

An  opening  gun  of  the  Vincennes  Phono- 
graph Co.  sales  campaign  in  behalf  of  its  new 
products  was  the  informal  luncheon  at  the 
Hotel  Stevens  on  Wednesday,  June  8,  when 
many  dealers  were  guests  of  the  Vincennes 
Co.  and  heard  for  the  first  time  the  new  Vera- 
phonic machine. 

The  Vincennes  Phonograph  Co.  has  planned 
an  active  sales  program  to  secure  distribution, 
and  to  aid  the  dealers  who  handle  the  line  a 
large  amount  of  advertising  will  appear  in  na- 
tional magazines  and  newspapers.  Full  color 
pages,  starting  in  the  September  issues,  will 
appear  in  the  following  magazines:  World's 
Work,  Golden  Book,  Scribner's,  Atlantic 
Monthh',  Harper's  and  Review  of  Reviews. 
Under  the  terms  of  the  Vincennes  dealer  quota 
plan,  there  will  be  released  in  all  metropolitan 
centers  a  heavy  newspaper  advertising  cam- 
paign starting  in  September  and  continuing  for 
the  balance  of  the  year.  In  addition,  the  firm 
and  its  advertising  counsel,  the  Kling-Gibson 
Co.,  Chicago,  has  prepared  many  dealer  helps 
and  sales  promotion  plans  which  the  dealer 
may  use  to  advantage  in  selling  the  Veraphonic 
line  of  phonographs. 


Amplion  Corp.  of  America 
Announces  New  Products 


New  Cone  Speaker  Equipped  With  Latest  Type 
of  Amplion  Unit — Other  Products  of  Best 
Engineering  Standard 


A  new  Amplion  cone  speaker  and  new  Am- 
plion units  for  use  with  air  columns  have  been 
•announced  by  the  Amplion  Corp.  of  America. 
The  new  cone  is  equipped  with  the  latest  type 
of  Amplion  unit,  and  is  said  to  be  capable  of 
an  unusually  wide  musical  range.  An  important 
feature  of  this  unit  is  the  stylus  protection  bar, 
which  serves  a  double  purpose.  It  is  said  to 
protect  the  stylus  itself  in  shipping  and  han- 
dling, and"  in  addition  it  has  a  felt  lining  or 
anchor,  which  neutralizes  the  harmonics  of  the 
stylus  itself.  The  Amplion  cone  employs  a  new 
principle  in  construction,  combining  a  14-inch 
cone  mounted  on  an  18-inch  sound  board  ex- 
tended toward  the  center  at  the  back  of  the  cone 
to  form  a  resonating  chamber.  The  unit,  cone 
and  sound  board  are  assembled  on  a  rigid  bronze 
bracket  with  a  bronze  base.  It  is  finished  in 
dark  walnut. 

The  new  Amplion  units  are  said  to  embody 
the  best  principles  of  engineering,  making  for 
highest  quality  reproduction.  A  duraluminum 
diaphragm  is  used,  which  has  its  point  of  appli- 
cation out  of  center.  This  innovation  is  said 
to  enable  the  diaphragm  to  reproduce  fre- 
quencies of  a  lower  register  than  is  possible  with 
the  ordinary  diaphragm. 

A  new  table-cabinet  cone  and  floor-cabinet 
cone  will  shortly  be  introduced  to  the  trade. 
Other  Amplion  models  include  the  Grand,  the 
Patrician  and  Dragon. 


Changes  in  Management  of 

the  Leo  J.  Meyberg  Co. 


A.  H.  Meyer  Goes  From  Southern  California 
to  the  Northern  Part  of  the  State 


San  Francisco,  Cal.,  June  4.— The  Leo  J.  Mey- 
berg Co.,  distributor  of  Radiolas,  Radiotrons 
and  other  radio  accessories,  announced  impor- 
tant changes  in  its  organization.  A.  H.  Meyer, 
vice-president  of  the  company,  formerly  in 
charge  of  activities  in  Southern  California,  has 
assumed  the  management  of  the  business  in 
Northern  California,  with  headquarters  in  this 
city.  He  is  being  succeeded  as  director  of  South- 
ern California  activities  by  H.  F..  Sherman,  Jr., 
who  recently  joined  the  company  in  the  capacity 
of  vice-president. 
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Here's  a  Part 


of  the 

UNITED 

Cabinet  Manufacturers 
Corporation 

1927  Line 

Featuring  long  air  column — deep  tone. 
Write  for  full  particulars,  catalog  and 
discounts. 

Manufacturers — You  ship  the  chassis 
— Let  us  ship  the  cabinet. 
Jobbers — Our  proposition  will  make 
big  money  for  you. 

Dealers — You  need  United  Cabinets 
no  matter  what  set  you  sell. 


MODEL  No.  5 


UNITED  CABINET  MANUFACTURERS  CORPORATION 
1615  S.  Michigan  Ave.  Chicago,  Illinois 


MODEL  No.  18 


United  Cabinets  accommodate 
all  makes  of  sets 


MODEL   No.   18  showing  doors 
open 


MODEL  No.  4 


MODEL  No.  12 


MODEL  No.  12  showing  doors 
open 


MODEL  No.  50 


EVERY  CABINET  HAS  LONQ  AIR  COLUMN    »    DEEP  TONE  IS  THE  THINQ  THIS  YEAR 
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Granfill  Radio  Cabinet  Has 
Novel  Reproducing  System 

Cabinet  Patented  by  William  Bender,  Jr.,  Has 
Range  of  Three  Different  Musical  Receptions 
— Has  Two  Non-vibrating  Horns 


South  Bend,  Ind.,  June  7. — The  Howard  Cran- 
fill  Co.,  exclusive  distributor  of  Mohawk  one- 
dial  radio  receivers,  reports  a  large  demand 


William  Bender,  Jr. 

for  these  well-known  products.  The  solid  wal- 
nut cabinet  patented  by  William  Bender,  Jr., 
president  of  the  company,  is  also  much  in  favor. 
This  cabinet,  in  addition  to  possessing  beauty 
of  appearance  and  artistry  of  design,  contains 
a  reproducing  system  of  decided  merit. 

This  consists  of  two  wood,  non-vibrating 
horns,  one  on  a  concert  grand,  high-pitched 


Ota  Model 

&.0TUEP  DBICNS 

PATAPPLDFOD 
ALSO 

MECHANICAL 
PATENTS 

SOLD  UNDER  BRAND 


R.ADIO 

Sbte  Distributors 
for  U  S  A 


unit,  and  one  on  a  concert  grand,  low-pitched 
unit.  They  are  under  control  by  a  switch  of  Mr. 
Bender's  invention,  whereby  the  horns  can  be 
used  separately  or  together,  adapting  them  to 
the  best  reproduction  of  the  broadcast  program" 
as  it  is  received.  It  has  a  range  of  three  differ- 
ent musical  receptions.  This-  cabinet  is  also 
made  to  fit  the  Mohawk  chassis. 

Mr.  Bender  is  also  the  inventor  of  Bender's 
System  of  Radio  Installment  Sales  for  Dealers, 
which  has  been  in  use  for  several  years  and 
which  has  proved  most  satisfactory. 


Brunswick  Dividend  Declared 


The  directors  of  the  Brunswick-Balke-Col- 
lender  Co.,  Chicago,  recently  authorized  a 
dividend  of  \yi,  per  cent  on  the  outstanding 
preferred  stock  of  the  company,  payable  July 
1,  1927,  to  holders  of  record  as  of  June  20. 


Stewart  Battery  Go.  Ap- 
points New  Distributors 

Leading  Wholesale  Firms  Throughout  the 
Country  Awarded  Exclusive  Rights — Com- 
pany Receives  Letters  of  Enthusiastic  Praise 


Chicago,  III.,  June  7. — The  Stewart  Battery  Co., 
of  this  city,  manufacturer  of  Stewart  storage 
batteries,  Stewart  socket-power  units  and  the 
Stewart  "A"  eliminator,  has  appointed  a  num- 
ber of  leading  distributors  throughout  the  coun- 
try and  has  secured  an  enviable  country-wide 
distribution. 

The  following  list  of  distributors  gives  an 
indication  of  the  high  type  of  representation 
which  the  Stewart  Co.  has  achieved  in  the 
wholesale  field.  They  are:  Interstate  Sales 
Co.,  Milwaukee,  Wis.;  Renier  Bros.,  Dubuque, 
la.;  South  Side  Radio  Co.,  South  Bend,  Ind.; 
R.  S.  Proudfit  Co.,  Lincoln,  Neb.;  Roberts 
Toledo  Co.,  Toledo,  O.;  Trilling  &  Montague, 
Philadelphia,  Pa.;  Reid  Motor  Supply  Co., 
Quincy,  111.;  North  American  Radio  Corp.,  New 
York  City;  Stewart-Warner  Products  Service 
Station,  Columbus,  O. ;  Harry  Alter  &  Co., 
Chicago,  111.;  Bill  Muntz,  Elgin,  111.;  C.  &  L. 
Radio  Co.,  Dayton,  O.;  Stewart-Warner  Prod- 
ucts Service  Station,  Des  Moines,  la.,  and 
Grier-Sutherland,  Detroit,  Mich. 

The  newly  appointed  distributors  have  writ- 
ten enthusiastic  letters  to  the  Stewart  Battery 
Co.  officials,  praising  the  products  and  telling 
their  plans  for  direct-to-the-dealer  campaigns 
and  advertising  plans.  An  indication  of  the 
manner  in  which  the  distributors  are  going 
after  business  is  evidenced  by  the  fact  that 
within  a  very  short  time  after  its  appointment 
as  an  exclusive  distributor  the  South  Side  Radio 
Co.  reported  that  it  had  signed  forty-three 
dealers. 


Ideal  Phono  Parts  Go. 

Enters  New  York  Territory 

Well-known  Talking  Machine  Parts  and  Acces- 
sories Distributor  Purchases  Firm  of  Bristol 
&  Barber — Is  Second  Branch  Office 


The  Ideal  Phono  Parts  Co.,  of  Pittsburgh, 
Pa.,  and  Cleveland,  O.,  distributor  of  talking 
machine  repair  parts  and  accessories,  has  added 
another  branch  to  its  organization,  entering 
New  York  City  this  time.  Announcement  has 
been  made  of  its  purchase  of  the  business 
formerly  conducted  by  Bristol  &  Barber  Co., 
Inc.,  at  3  East  Fourteenth  street.  This  makes 
the  third  large  expansion  of  this  company 
within  a  year. 

The  Ideal  Phono  Parts  Co.  a  few  years  ago 
started  a  modest  talking  machine  distributing 
business  in  Pittsburgh.  Paul  B.  Susselman,  who 
is  well  known  and  experienced  in  this  field,  had 
associated  with  him  Fred  C.  Schuyler,  an  ex- 
perienced sales  executive.  A  little  less  than  a 
year  ago  this  company,  which  had  been  grow- 
ing steadily,  suddenly  expanded  and  occupied 
as  its  home  office  a  substantial-sized  building  at 
614  Fifth  avenue,  Pittsburgh.  During  the  course 
of  the  year  a  branch  office  was  opened  in  Cleve- 
land, O.,  and  the  third  large  expansion  is  to 
be  found  in  the  purchase  of  the  distributing 
business,  of  Bristol  &  Barber. 

Bristol  &  Barber  was  an  old-established 
house,  operating  for  many  years  as  a  distributor 
of  piano  benches.  For  the  last  ten  or  twenty 
years  it  has  also  distributed  talking  machines, 
records,  accessories,  etc.  It  enjoyed  an  ex- 
cellent reputation  in  the  trade  and  was  estab- 
lished for  many  years  on  Fourteenth  street. 
The  same  location  will  be  retained  at  3  East 
Fourteenth  street  by  the  Ideal  Co.,  which  will 
operate  the  business  as  a  branch  office. 


New  Features  Embodied 

in  Latest  Argus  Radio 

Product  of  Well-known  Manufacturer  Is  Elec- 
tric Operated  and  Contains  Six  Tubes 


The  newest  set  of  the  Argus  Radio  Corp., 
New  York  City,  has  been  termed  type  B195. 
The  Argus  electric  receiver  is  a  socket-power 
set.  The  Argus  Co.  is  one  of  the  pioneers  in 
this  field,  having  made  socket-power  radios 
since  1924.  Up  to  the  present  time,  however, 
it  has  only  used  chemical  rectification.  In  the 
B195  two  216  B  tubes  are  arranged  for  full- 
wave  rectification.  The  radio  set  proper  is  a 
combination  of  three  stages  of  radio  frequency 
and  two  stages  of  audio  frequency  and  uses 


Ira  Greene 

five  199  tubes  and  one  210-power  tube.  The 
voltage  applied  to  the  plate  of  the  power  tube 
is  given  as  400  volts. 

The  Argus  Co.  has  introduced  an  innovation 
for  this  season.  The  Argus  electric  has  been 
equipped  with  two  tip  jacks  in  which  a  phono- 
graph pick-up  unit  can  be  plugged  in,  and  a 
switch.    The  receiver  is  made  to  operate  on 


A  recording  expedition  of  the  Victor  Talking 
Machine  Co.  recently  visited  Butte,  Mont.,  to 
make  records  of  several  of  the  city's  favorite 
artists.    Leroy  Shields  headed  the  expedition. 


Dr.  Marcel  Wallace 

alternating  currents  of  from  100  to  130  volts, 
and  the  fluctuations  of  voltage  are  taken  care 
of  by  a  player  rheostat  in  the  primary  of  the 
power  transformer. 

The  new  set,  as  well  as  others  in  the  line, 
is  a  result  of  the  careful  research  and  de- 
velopment of  Dr.  Marcel  Wallace,  head  of  the 
Argus  laboratories. 

The  beginning  of  the  new  radio  season  also 
marks  the  ninth  anniversary  of  Ira  Greene, 
treasurer  and  general  sales  manager  of  the  com- 
pany, in  the  music-radio  industries.  Nine  years 
ago  Mr.  Greene  entered  the  phonograph  field 
under  the  expert  tutelage  of  A.  H.  Mayers,  head 
of  the  chain  of  retail  stores  bearing  his  name. 
When  radio  entered  the  field  Mr.  Greene  was 
quick  to  realize  its  great  possibilities. 
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Complete 
with  Volume 
Control  and 
Plug. 

List  Price 


H8 


00 


SENSITONE 


Manufactured 
exclusively 
by 
Midwest 

Radio 
Specialty 
Corp. 
under 
U.  S.  Pat. 
No.  1585204 


The  Sensitone  Electrical  Pick-up 


Famous 
Per  Vois 
Unit 

List  Price 

$600 


Famous  PER  VOIS  Unit 


Complete  to 
fit  any  tone 
arm  includ- 
ing volume 
control  and 
plug 

List  Price 

$16oo 


80%  of 
Needle  Scratch 

eliminated. 
Pick-up  weighs 
no  more  than 
ordinary 
mechanical 
reproducer. 


Pick-up  may  be  attached  to  any  Tone  Arm 


Manufacturers  of  electrical  pick-up  and  amplifying  apparatus,  both  in  radio  and  phonograph 
requirements,  will  find  our  special  gross  sales  department  at  your  service.  The  new  Sen- 
sitone Pak,  an  amplifying  unit  for  electric  pick-up  phonographs,  may  be  obtained,  in  ad- 
dition to  the  Sensitone  electrical  pick-up. 

Midwest  Radio  Specialty  Corp. 

1519*21  S.  Wabash  Ave.  CHICAGO,  ILLINOIS 

Makers  of  Famous  Per  Vois  Loud  Speaking  Units  and  Sensitone  Electrical  Pick'up 
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Sonora  Phonograph  Co.  Discharged  All 

Its  Bank  Indebtedness  During  Past  Year 

Prosperous  Year  for  Sonora  Phonograph  Co. — All  Directors  Reelected  and  Officers  Reappointed 
— Plan  to  Remove  Headquarters  to  Factory  Plant  at  Saginaw,  Mich. 


Mohawk  Corp.  of  Illinois 

Doubles  Its  Production 


The  regular  annual  meeting  of  the  Sonora 
Phonograph  Co.,  Inc.,  was  held  on  May  11,  at 
its  offices,  16  East  Fortieth  street,  New  York 
City.  All  directors  of  the  preceding  year  were 
reelected,  namely:  F.  V.  Goodman,  R.  B.  Hindle, 
R.  F.  Hoyt,  W.  J.  Keyes,  S.  O.  Martin,  T.  L. 
Ryan,  A.  C.  Sherwood,  L.  Watson  and  J.  Wolff, 
who  immediately  reappointed  the  officers  of  last 
year,  namely:  president,  S.  O.  Martin;  first  vice- 
president,  Joseph  Wolff;  vice-president,  John 
Herzog;  secretary  and  treasurer,  W.  J.  Keyes; 
assistant  treasurer,  T.  F.  Gaensbauer  and  as- 
sistant secretary,  K.  L.  Mahoney. 

The  president  reported  in  comparing  1926  with 
1925  an  increase  in  both  phonograph  and,  radio 
sales,  also  an  increase  in  radio  cabinet  sales  and 
a  decline  in  speaker  sales.  The  total  gross  profit 
on  the  products  bearing  the  Sonora  name  in- 
creased and  that  on  cabihets  supplied  to  other 
manufacturers  decreased.  The  total  expense  de- 
creased. 

The  outstanding  event  of  1926  for  the  com- 
pany was  the  final  complete  discharge  of  all 


bank  indebtedness.  The  final  amount  of  bank 
indebtedness  paid  off  in  1926  was  $246,000  owed 
in  some  degree  for  over  six  years  and  at  one 
time  totaling  practically  $2,000,000. 

For  the  first  two  months  of  1927  the  increase 
of  phonograph  and  radio  sales  over  the  sales 
for  the  corresponding  period  of  the  preceding 
year  above  noted  continued,  but  in  March  and 
April  a  decrease  was  reported  though  the  rate 
of  gross  profit  increased.  Improvement  is  shown 
for  May  and  an  increase  in  June  over  June  last 
year  is  indicated  with  greater  increases  for  suc- 
ceeding months  compared  with  the  same  months 
last  year,  and  the  total  number  of  dealers  con- 
tinues to  increase. 

Since  it  appears  that  substantial  economies 
through  reduction  of  costs  and  expense  and 
closer  co-ordination  of  manufacturing  and  sell- 
ing can  be  effected  thereby,  the  headquarters  of 
this  company  will  be  transferred  shortly  to  the 
factory  at  Saginaw,  Michigan.  A  sales  office  for 
the  Eastern  market  will  be  left  in  New  York 
under  the  direction  of  Frank  V.  Goodman. 


G.  E.  Sleininger  With 

Bremer-Tully  Mfg.  Co. 

Chicago,  III.,  June  7. — C.  E.  Sleininger,  who 
for  the  past  two  years  was  connected  with  the 
Howard  Radio  Co.,  of  this  city,  has  been  ap- 
pointed assistant  sales  manager  of  the  Bremer- 
Tully  Mfg.  Co.,  and  will  direct  the  department 
handling  dealer  sales.  Mr.  Sleininger  is  widely 
known  in  radio  circles  and  prior  to  entering 
this  field  was  district  sales  manager  of  the 
Hurley  Machine  Co.,  washing  machine  manu- 
facturer. In  addition  to  his  other  duties,  Mr. 
Sleininger  will  be  advertising  manager. 


was  one  of  the  speakers  at  the  Radio  Manu- 
facturers' Association  banquet,  held  at  the  Hotel 
Stevens  on  Friday  night.  Mr.  Lynas  brought 
with  him  a  very  interesting  message  to  the 
R.  M.  A.  in  this  country  from  the  British  Broad- 
casting Co.,  as  well  as  a  message  from  the 
Radio  Manufacturers'  Association  of  England. 


Eckophonic  Resonator 

Is  Popular  With  Trade 

Philadelphia,  Pa.,  June  9. — The  new  Ecko- 
phonic resonator,  announced  by  the  Eckhardt 
Corp.  of  this  city,  last  month,  has  proved  very 
popular,  according  to  Walter  L.  Eckhardt, 
president  of  the  company. 

The  Eckhardt  factory  in  this  city  has  been  re- 
arranged to  provide  for  the  production  of  these 
speakers  and  before  Mr.  Eckhardt  and  his  son, 
Milne  J.  Eckhardt,  left  for  the  radio  show  in 
Chicago  the  factory  was  already  in  good  pro- 
duction on  the  new  speaker. 


Organ-Tone  Reproducer  Is 
Introduced  to  the  Trade 

The  Organ-Tone,  illustrated  herewith,  a  new 
reproducer  recently  introduced  by  the  Unique  Re- 
production Co.,  New  York,  has  aroused  a  great 
deal  of  interest  in  the  trade,  and  enthusiastic  ex- 
pressions of  opinion  have  been  voiced  by  all  who 
have  listened  to  it.    Samples  are  now  ready. 


Amrad  Gets  RGA  License 


Medford  Hillside,  Boston,  Mass.,  June  9. — J. 
E.  Hahn,  president  of  the  Amrad  Corp.,  of 
this  city,  announces  that  Amrad  sets  will  be 
manufactured  under  RCA,  Hazeltine  and  Latour 
patents  and  licenses.  Major  Hahn  further 
announces  that  Amrad  will  add  an  eight-tube 
chassis  and  eight-tube  compacts  and  consoles 
to  its  line  within  a  few  months. 


W.  H.  Lynas  Visits  U.  S. 

W.  H.  Lynas,  managing  director  of  Graham 
Amplion,  Ltd.,  London,  England,  controlling  the 
various  Amplion  organizations  throughout  the 
world,  arrived  in  New  York  June  10  on  the 
"Maurctania."  Immediately  upon  reaching  New 
York,  Mr.  Lynas  left  for  Chicago,  where  he 


Organ-Tone  Reproducer 

"This  instrument  produces  tone  which  is  real 
in  the  true  sense  of  the  word,"  Martin  W.  Segal 
states.  "It  renders  music  neither  harsh  nor  un- 
natural. Tones  of  the  piano  or  of  the  human 
voice  are  produced  satisfactorily  even  for  those 
with  the  most  critical  ear.  In  this  new  repro- 
ducer we  approximate  naturalness  of  tone." 


Recording  WAX 

ALL  TYPES 
"G"  Wax  Specially  for 
Electrical  Recording 

F.  W.  MATTHEWS  j£  opraToe,sn?j! 


A.  L.  Walsh  Going  West 

Arthur  L.  Walsh,  vice-president  and  general 
manager  of  the  Thos.  A.  Edison,  Inc.,  who  was 
in  charge  of  the  Edison  exhibit  at  the  Music- 
Industries  Convention,  Chicago,  the  week  of 
June  6,  will  visit  the  Pacific  Coast  in  June  and 
July  to  attend  the  annual  convention  of  the 
Western  Music  Trades  Association,  to  be  held 
in  San  Francisco. 


In  anticipation  of  the  biggest  year  in  its  his- 
tory, the  Mohawk  Corp.  of  Illinois,  with  head- 
quarters in  Chicago,  increased  its  production 
schedule  100  per  cent  on  June  1.  The  Mohawk 
Corp.  is  the  maker  of  the  Mohawk  radio  re- 
ceiver, pioneer  of  the  one-dial  set. 

Production  of  the  new  improved  Mohawk 
one-dial  radio  set  for  the  1927-28  season  started 
some  time  ago,  according  to  Douglas  De  Mare, 
vice-president  in  charge  of  engineering  and  pro- 
duction. The  widespread  acceptance  of  the  im- 
proved Mohawk  by  the  distributors,  dealers  and 
the  public  in  turn  has  even  at  this  early  date 
put  Mohawk  demand  far  ahead  of  Mohawk  pro- 
duction. 

There  are  nearly  seventy  Mohawk  distributors 
throughout  the  United  States  and  Canada  serv- 
ing about  4,000  retail  dealers,  giving  the  Mo- 
hawk national  distribution. 

For  the  past  four  weeks  the  Mohawk  factories 
have  been  in  production  on  the  new  models. 
Shipments  to  points  throughout  the  United 
States  and  foreign  countries  have  been  going 
along  as  rapidly  as  production  would  permit. 
Finally  it  was  found  that  an  increase  in  its 
production  was  the  only  way  for  the  Mohawk 
Corp.  to  keep  in  step  with  its  many  represent- 
tatives  who  are  getting  an  early  start  this  year. 


Fada  Licensee  of  the  Radio 
Corp.  and  Allied  Companies 

An  agreement  with  the  Radio  Corp.  of  Amer- 
ica and  allied  companies  whereby  a  number  of 
basic  patents  are  licensed  for  Fada  Radio  manu- 
facturing purposes  has  been  announced  by  Frank 
A.  D.  Andrea,  president  of  F.  A  D.  Andrea, 
Inc.,  New  York.  Pointing  out  that  his  organ- 
ization made  the  first  commercial  Neutrodyne 
receiver  and  was  one  of  the  original  licensees 
under  the  Hazeltine  patents,  Mr.  Andrea  states 
that  this  new  agreement  brings  to  the  Fada 
laboratories  full  legal  authority  to  utilize  prin- 
ciples covered  by  the  RCA  group  of  tuned 
radio  frequency  patents.  With  the  Latour 
patents  already  licensed  to  Fada,  it  is  said  that 
all  basic  radio  principles  as  applicable  to  tuned 
radio  frequency  patents. 


Sonora  Tonalic  Line  of 
Phonographs  Now  Complete 

The  development  of  the  Sonora  Tonalic 
line  of  phonographs  is  now  complete  with 
the  presentation  to  the  trade  of  the  beautiful  art 
model,  the  Philharmonic.  The  rapid  and  sat- 
isfactory progress  of  the  Sonora  radio  line  for 
1927,  which  will  include  six  and  seven-tube 
models  in  attractive  cabinets  with  a  broader  than 
heretofore  price  range,  makes  the  company  opti- 
mistic as  to  the  volume  of  sales  which  will  be 
secured  on  its  complete  line  of  phonographs  and 
radio  during  1927  through  its  already  estab- 
lished distributors  and  dealers.  Manufacturing 
plans  are  already  under  way  which  will  make 
radio  deliveries  possible  much  earlier  than  in 
1926. 


Important  Operadio  Deal 

T.  M.  Stone,  president  of  the  Operadio  Corp., 
Chicago,  has  announced  that  the  Zinke  Co.,  also 
of  that  city,  will  handle  national  representation 
for  the  new  line  of  Operadio  loud  speakers  now 
being  introduced  to  the  trade. 


Freshman  Gets  RGA  License 


The  Chas.  Freshman  Co.,  Inc.,  has  signed  an 
agreement  with  the  Radio  Corp.  of  America 
and  affiliated  companies  granting  to  the  Fresh- 
man Co.  use  of  all  radio  patents  owned  and 
controlled  by  RCA  pertaining  to  the  radio  cir- 
cuits manufactured  by  the  licensee. 
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CROWN 

Made  "by  the  MaKers^  o] 

CROWN 
PIANOS 


ft 


/ 


_  a  fidelity,  a  range  and  quality  of  tone  that  are  not  excelled 
in  any  phonograph,  cabinet  designs  authentically  correct, 
woods  and  craftsmanship  equal  to  the  finest  piano — these  characterize 
the  new  CROWN  Phonograph. 


—   The    new  C 

Phonographs  have  all 
the  desirable  features 
recently  developed  in 
the  new  type  of  re- 
production. Models 
271  and  278  are  made 
with  heavy  wooden 
amplifying  chambers 
with  direct  delivery 
of  tone.  All  other 
models  are  fitted 
with  scientifically 
correct  reflex  tone 
chambers.  Through- 
out the  line  a  tone 
arm  and  reproducer, 
developing  the  best 
in  tone  quality  and 
volume,  is  used. 
Write  or  wire  today 


for  details. 


These- 


Loyalty  and  a  helpful  policy  toward 
trade  friends,  advantageous  prices 
and  equitable  dealing  —  these  characterize  the 
Geo.  P.  Bent  Co. 


Fifty-seven  years'  experience  in  the  building  of 
fine  organs,  pianos  and  phonographs,  which  enjoy 
the  good  opinion  of  musicians,  has  developed  for 
us  an  organization  of  masters  in  the  science  of 
acoustics.  This  outstanding  advantage  is  built 
into  the  interior  design  of  every  Crown  Phono- 
graph. It's  a  tangible  quality.  You  become  con- 
scious of  it  in  every  detail  of  Crown  reproduc- 
tion.   That's  a  sales  advantage  for  you. 

There  are  many  other  advantages  connected  with 
Crown  representation  which  will  interest  you. 

^-     Write  or  wire  today  for  the  complete  story. 


Geo.  R  Bent  KaN&mS&f 


Established  I87O 

Louisville 


CROWN  PIANOS 
PHONOGRAPHS 
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EUROPEAN  HEADQUARTER 
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Louis  Sterling  to  Speak  at  Annual 

Convention  of  British  Music  Industries 

Head  of  Columbia  Co.  Will  Make  an  Address  on  Subject,  "What  Are  You  Doing  for  Music?"— 
Dealers  and  Manufacturers  Seek  Adequate  Exchange  Plan — Other  News  of  the  Trade 


London,  Eng.,  June  6. — The  question  of  an  ade- 
quate exchange  plan  continues  to  occupy  the 
attention  of  the  Gramophone  Dealers'  and 
Manufacturers'  Associations,  there  still  being  no 
uniformity  of  treatment  come  to  by  the  leading 
companies.  The  details  of  the  scheme  of  the 
British  Zonophone  Co.,  Ltd.,  recently  an- 
nounced for  1927,  indicate  that  this  company 
has  continued  to  lead  in  generosity  to  dealers, 
affording  a  one-to-one  exchange  of  250  numbers, 
a  rate  of  exchange  that  I  believe  is  not  emu- 
lated by  any  of  the  other  recording  companies. 
Louis  Sterling  Tells  of  Columbia  Progress 
The  announcement  in  last  month's  Talking 
Machine  World  that  the  Columbia  Co.,  in  con- 
junction with  the  allied  companies  of  the 
organization,  has  purchased  the  controlling 
interest  in  the  Nipponophone  Co.,  of  Japan, 
has  aroused  much  interest.  Under  the  presi- 
dency of  James  R.  Geary,  who  has  been  largely 
instrumental  in  building  the  business,  all  the 
patented  and  other  processes  used  by  Columbia 
in  its  chain  of  factories  in  fifteen  countries  will 
be  immediately  introduced  into  the  Japanese 
factory.  Besides  catering  for  the  Eastern  taste 
in  music,  the  Columbia  international  repertoire 
will  become  immediately  available  to  the  Far 
Eastern  markets.  I  understand  that  this  latest 
development  may  result  in  Mr.  Sterling  visiting 
Japan  next  August. 

Mr.  Sterling,  who  recently  returned  from 
America,  stated  that  there  the  company  is  do- 
ing big  business,  and  that  it  is  expected  that 
record  profits  will  be  made  there  during  the 
current  year.  Discussing  trade  in  the  United 
Kingdom,  Mr.  Sterling  said  that  although 
April,  1926,  had  constituted  a  record  for  that 
time  of  the  year  in  output  of  records,  the  total 
for  April  of  this  year  exceeded  the  1926  figures 
by  40,000.  Another  feature  to  be  remarked  is 
the  ever-increasing  export  of  gramophonic 
goods,  fully  40  per  cent  of  the  total  output  of 
Columbia  machines  are  exported,  there  also 
being  a  very  big  export  trade  in  records,  de- 
spite the  fact  that  the  company  has  its  own 
associate  record  factories  in  a  number  of  for- 
eign countries. 

The  British  Music  Industries  Convention 
At  the  sixteenth  annual  convention  of  the 
British  Music  Industries,  to  be  held  at  Folke- 
stone early  this  month,  apart  from  a  general 
discussion  of  trade  topics,  a  concert  is  being 
arranged  by  A.  T.  Lack,  of  the  Gramophone 
Co.,  at  which  Chaliapin,  the  great  Russian 
singer,  will  appear.  On  the  business  side, 
special  interest  will  be  taken  in  Louis  Sterling's 
paper,  which  he  will  read,  on  "What  Are  You 
Doing  for  Music?" 

New  Perophone  Products 
Since  the  introduction  of  electrical  recording 
in  this  country,  gramophone  manufacturers  have 
been  confronted  with  one  after  another  prob- 
lem in  construction.  Freshly  designed  internal 
horns,  sound  boxes,  tone  arms,  etc.,  have  been 
experimented  with  in  order  to  obtain  the  best 
apparatus  for  reproduction  purposes.  As  has 
been  customary  with  Messrs.  Perophone,  Ltd., 
for  many  years  past,  they  are  well  to  the  fore 
in  effecting  improvements  on  their  existing 
models  and  I  was  recently  permitted  an  early 
view  of  a  new  type  tone  arm  of  registered 
design,  now  ready  to  be  placed  on  the  market. 
The  principle  of  the  bend  in  this  new  type  tone 
arm,  being  of  scythe  pattern,  permits  of  perfect 


needle  track  alignment,  now  acknowledged,  of 
course,  to  be  necessary  to  the  longevity  of 
electrical  recordings.  This  bend  is  made  of 
solid  drawn  brass  papered  tubing,  the  base 
mounted  on  ball-bearings,  and,  being  electro- 
plated on  brass  throughout,  the  high  finish 
of  the  surface  is  not  affected  by  varying 
climatic  conditions;  further,  the  method  of 
manufacture  permits  of  a  free  flow  of  the  in- 
tense frequency  vibrations  set  up  by  the  new 
method  of  recording.  The  new  design  is  the 
work  of  C.  L.  Kempton,  in  the  past  closely 
associated  with  Vocalion  products. 

News  Gleanings 

The  Duophone  Unbreakable  Record  Co., 
which  is  working  to  capacity,  will  shortly  in- 
troduce a  new  record  priced  probably  at  two 
shillings  to  approximate  the  Celebrity  series 
in  other  catalogs. 

Everybody  at  the  offices  and  showrooms  of 
British   Brunswick,   Ltd.,   appears   to  be  well 


pleased  at  the  continued  demand  for  the  "Pana- 
trope,"  which,  of  course,  in  comparison  with 
the  average  gramophone  sold  here  is  very  high 
priced.  The  company  is  now  concentrating 
upon  the  production  of  records  at  its  new  fac- 
tory at  Shepherd's  Bush,  and,  apart  from  press- 
ing from  the  matrices  brought  over  from 
America,  is  pressing  and  recording  English 
artists  for  itself.  It  is  expected  to  be  able  to 
issue  its  own  English  bulletins  within  a  month 
or  two. 

The  Cliftophone  "Wonder" 

The  Cliftophone  instruments,  marketed  by 
the  Chappell  Piano  Co.,  Ltd.,  of  New  Bond 
street,  have  won  a  considerable  reputation  in 
this  country  arid  overseas  during  the  last  few 
years,  and  the  numerous  recent  improvements 
effected  in  the  Cliftophone  "Wonder"  port- 
able have  made  that  instrument  popular  not 
only  in  the  "outdoor"  season,  but  throughout 
the  year. 

The  "Alto"  Automatic  Stop 

A  new  automatic  stop  placed  on  the  market 
here  is  the  "Alto,"  manufactured  in  two  grades 
— nickel  and  gilt — by  Messrs.  Daws,  Clarke  & 
Co.,  of  Bedford  Park.  It  is  unique  in  that  it 
is  the  only  stop  actually  fitting  on  the  outside 
of  the  turntable,  and,  with  it,  as  near  absolute 
precision  as  is  possible  is  obtained. 


Stevens  &  Co.  Bring  Out 
Standardized  Speaker  Line 

Five  Models  Included  in  1927-28  Line  of  Radio 
Speakers  Designed  to  Meet  Every  Demand 
of  the  Radio-owning  Public 


A  standardized  line  of  speakers,  ranging  in 
list  price  from  $18.50  to  $65,  designed  to  meet 


microphonic  even  under  conditions  of  high  plate 
voltage,  through  carefully  engineered  windings 
in  the  coil.  The  Stevens  double  suspension  fea- 
ture assures  accuracy  of  reproduction  and 
greater  volume  without  distortion,  according  to 
Stevens  officials. 

The  diaphragm  of  every  Stevens  speaker  is 
made  of  Burtex,  a  durable  fabric  treated  with 
an  exclusive  chemical  process  and  impregnated 
with  a  moisture-proof  substance.  The  dia- 
phragm is  seamless  and  is  said  to  be  practi- 
cally unbreakable.  The  Conoidal  shape  of  the 
diaphragm  is  another  patented  Stevens  feature, 
and  tone  quality  is  further  amplified  by  the  five- 
ply  laminated  wood  sounding  board.  The  chime 
principle,  a  heavily  rolled  ring  around  the  entire 
circumference  of  the  speaker,  has  been  adopted 
by  Stevens  &  Co.,  with  the  slogan  "The  Speaker 
with  the  Golden  Chime."  A  specially  designed 
output  transformer  has  been  built  into  the  Ste- 
vens speaker,  preventing  distortion  and  permit- 
ting its  use  with  or  without  a  power  amplifier. 

There  are  three  table  models,  a  wall  model 
and  a  floor  model  with  a  standard  of  Spanish 
design,  the  latter  illustrated  herewith. 


Chicago  Firms  Appointed 

Freed-Eisemann  Jobbers 


The  Freed-Eisemann  Radio  Corp.  has  ap- 
pointed the  Telephone  Maintenance  Co.,  Chi- 
cago., 111.,  as  an  exclusive  Freed-Eisemann  job- 
ber and  the  New  England  Mills  Co.,  Chicago, 
as  a  Freed-Eisemann  jobber.  Both  of  these 
jobbers  are  well  known  in  the  Chicago  trade 
and  will  undoubtedly  give  the  Freed-Eisemann 
line  splendid  representation  in  this  territory.. 


Appointed  Representative 

of  Stromberg-Carlson  Co. 


New  Stevens  Speaker 

every  loud  speaker  demand  of  the  public  in  per- 
formance and  cost,  has  been  brought  out  by 
Stevens  &  Co.,  New  York,  for  1927-1928.  The 
line  consists  of  five  models  finished  in  brown 
mahogany,  bronze  and  gold,  and  each  speaker 
is  equipped  with  the  Stevens  TT  armature  unit, 
said  to  be  non-freezing,  non-rattling  and  non- 


R.  A.  Randall,  formerly  connected  with  Cohen 
&  Hughes,  well  known  throughout  the  Wash- 
ington, D.  C,  and  Baltimore  territory,  has  been 
appointed  a  representative  of  the  Stromberg- 
Carlson  Telephone  Mfg.  Co.  Mr.  Randall  will 
visit  the  trade  in  the  two  cities,  where  he  has 
been  identified  with  music  activities  for  a  num- 
ber of  years,  and  his  previous  experience  well 
qualifies  him  for  his  new  work. 
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Qives  to  Radio  Reception 
a  Realism  and  Fidelity  of  Tone  Never 
Before  Achieved 


Wholly  new  in  design,  built  on  an  absolutely  original  prin- 
ciple, the  Eckophonic  Resonator  puts  radio  reception  on  a 
higher  plane. 

Attached  to  any  good  receiving  set  in  place  of  the  loud 
speaker,  the  Eckophonic  renders  every  tone  and  every  shad- 
ing of  tone  exactly  as  they  originate  before  the  microphone. 
Eckophonic  reception  is  not  merely  a  mechanical  reproduc- 
tion of  sound,  it  is  the  living  tone  itself. 
Impartial  critics  and  some  of  the  shrewdest  buyers  in  Amer- 
ica have  predicted  for  the  Eckophonic  Resonator  instant  and 
enthusiastic  approval  of  the  radio  public. 

Although  the  most  costly  speaker  to  build,  Eckophonic 
lists  at  only  $35.00.  Its  appearance  and  results  unques- 
tionably justify  a  far  higher  price.  Sold  exclusively 
through  representative  jobbers  and  dealers.  Territory 
is  now  being  allocated.     Write  for  full  particulars. 

ECKHARDT  CORPORATION 

213-215  South  Broad  St.  Philadelphia,  Pa. 
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An  Outstanding  Development  at 

the  R*  M*  A*  Convention 


-a  new 
principle 

A  tone  chamber  that  is 
scientifically  correct  to 
give  true  tone  repro- 
duction— and  does ! 


-a  new 
material 

Absolutely  inert.  Re- 
flection and  amplifica- 
tion without  any  false 
vibrations. 


STONITE 

— a  new 
tone  reality 

You  recognize  it  in- 
stantly when  you  com- 
pare it  with  any  other 
speaker  at  atiy  price. 

—a  new 
Value 

Unmatched !  Wide 
range  of  price  but 
every  speaker  has  the 
Stonite  tone  chamber. 

— and  a 
Sales  Plan 

Backed  by  practical 
sales  helps  that  will 
make  sales  easier — and 
advertising  that  will 
create  demand  for  you. 

Senior  Model 

Weighs  25  lbs* 

And  its  weight  is  the 
biggest  asset.  It  assures 
true  tone  always. 


A  Radio  Speaker  that 


THERE  is  something  better!  Operadio  engineers  have 
developed  an  exponential  air  column  of  great  length  in 
combination  with  an  absolutely  inert  material,  Stonite, 
which  produces  a  radio  speaker  that  brings  you  a  tone 
richness,  sensitivity  and  volume  that  sets  a  new  standard 
for  popular-priced  speakers. 

A  full  line,  the  Junior  at  fifteen  dollars,  the  Senior  at  twenty- 
five  dollars,  and  the  DeLuxe  model  at  eighty  dollars  ....  every 
one  a  tremendous  value  as  compared  to  all  your  preconceived 
ideas  of  Radio  Speakers.  New  opportunity  for  wider  service 
and  more  profit  to  jobber  and  dealer  alike  if  you  tie  into  our 
workable  plan. 

Hear  this  remarkable  new  development  before  you  choose  your 
Speaker  line.  You'll  want  it  if  you  appreciate  the  best  in  Radio 
at  prices  that  will  melt  away  all  sales  resistance  and  confound 
your  competition. 

You've  Heard  Plenty  of  Claims — 
Just  Hear  This  Performance! 


Manufacturers 

Operadio  Manufacturing  Co. 

700  East  40th  Street 
Chicago,  111. 


Sales  Department 

The  Zinke  Company 

1323  S.  Michigan  Ave. 
Chicago,  111. 


T 


Compare  it  with  any  Speaker  at  any  Price! 
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National  Musical  Merchandise  Associ- 
ation Votes  $7,500  for  Promotion  Work 

Convention  Declares  Itself  Strongly  for  Continuation  of  Promotional  Work— Also  Favors  Slogan 
Campaign— William  J.  Haussler  Is  Re-elected   President  of  Association 


Chicago,  III.,  June  9. — The  annual  convention 
of  the  National  Musical  Merchandise  Associa- 
tion was  held  to-day  at  the  Hotel  Stevens,  and 
a  number  of  interesting  topics  were  discussed. 
The  members  declared  themselves  strongly  in 
favor  of  promotional  work,  and  voted  $7,500 
for  the  first  year  of  the  campaign  to  encourage 
the  formation  of  school  orchestras  in  conjunc- 
tion with  the  work  being  done  by  the  band 
instrument  manufacturers. 

The  Association  also  voted  $2,000  to  be  added 
to  the  $1,000  voted  by  the  manufacturers  of 
fretted  instruments  to  carry  on  a  campaign 
for  a  suitable  slogan  regarding  the  playing  of 
musical  instruments.  The  money  is  to  be 
raised  by  the  assessment  of  members  to  be 
based  on  sales.  It  was  also  decided  to  create 
two  divisions  of  the  Association,  one  for  New 
York  and  the  other  for  Chicago.  The  divisions 
are  to  hold  frequent  local  meetings  with  a  mid- 
year meeting  to  be  held  at  some  central  city 
in  addition  to  the  annual  convention. 

The  report  of  the  president,  William  J. 
Haussler,  was  then  presented,  in  which  he  sum- 
med up  the  organization's  activities  for  the  past 
year,  stating  that,  in  his  opinion,  no  like  period 
showed  similar  achievements.  He  particularly 
stressed  the  work  done  in  looking  after  matters 
relative  to  the  tariff  situation,  and  said  that  many 
members  saved  a  sum  which  exceeded  many 
times  the  total  cost  of  membership  in  the  Asso- 
ciation since  it  was  formed.  Mr.  Haussler  also 
urged  that  some  action  be  taken  in  adopting  a 
slogan  emblem  for  the  entire  music  industry.  In 
reporting  on  the  promotional  work  done  by  the 
Association  in  the  formation  of  school  orches- 
tras, Mr.  Haussler  said: 

"The  most  recent  accomplishment  was  at- 
tained at  the  annual  convention  of  the  Depart- 
ment of  Superintendence,  National  Education 
Association,  at  Dallas,  Tex.,  in  March  of  this 
year.  This  meeting  was  attended  by  C.  M.  Tre- 
maine,  director  of  the  National  Bureau  for  the 
Advancement  of  Music,  and  as  a  result  of  his 
presentations  resolutions  were  passed  favoring 
the  inclusion  of  music  in  the  school  curriculum 
on  an  equality  with  other  basic  subjects.  That 
Mr.  Tremaine  was  instrumental  in  aiding  the 
passage  of  the  resolutions  is  obvious  by  the  rec- 
ords and  that  these  will  be  far-reaching  in  their 
effects  there  can  be  no  doubt.  To  our  Associ- 
ation credit  must  be  given  for  defraying  the  ex- 
pense of  Mr.  Tremaine's  trip,  and  the  future  will 
show  how  well  the  industry  has  profited  as  a  re- 
sult of  this  modest  expenditure. 

"We  are  informed  that  the  players  of  the  Na- 
tional High  School  Orchestra  which  appeared 
before  the  members  of  the  National  Education 
Association  were  picked  from  one  hundred  and 
seventy-five  different  high  schools  in  thirty-eight 
different  States.  To  each  member  of  this  orches- 
tra a  sterling  silver  pin,  suitably  inscribed,  was 
presented.  The  cost  of  these  pins  was  slightly 
ever  $100.00  and  was  paid  for  by  our  Associa- 
tion. As  against  this,  the  expense  of  transport- 
ing the  boys  and  girls  of  the  orchestra  to  Dal- 
las exceeded  the  sum  of  $30,000.00,  this  amount 
being  assumed  either  by  the  local  Board  of  Edu- 
cation, Chamber  of  Commerce,  or  the  Rotary  or 
Kiwanis  Clubs.  Through  this  event  orchestral 
music  in  the  schools  has  been  effectively  stimu- 
lated, and  considering  the  direct  benefits  that 
our  members,  likewise  all  members  of  the  in- 


dustry, will  realize  through  this  single  activity, 
the  wisdom  of  a  further  assessment  must  be  ap- 
parent to  you  all." 

Mr.  Haussler  also  told  of  other  work  which 
the  Bureau  for  the  Advancement  of  Music  had 
done  for  the  Association,  mentioning  the  distri- 


W.  J.  Haussler 

bution  of  literature,  including  the  booklet, 
"School  Orchestras — How  They  May  Be  Devel- 
oped," and  the  booklet — "Junior  Music  Club 
Course  of  Study 'Instruments  of  the  Orchestra'"; 
the  co-operation  being  given  the  National  High 
School  Orchestra  and  the  co-operation  given 


in  the  formation  of  high  school  orchestras 
throughout  the  country.  Mr.  Haussler 
urged  that  members  encourage  the  distribu- 
tion of  educational  material  for  school  and 
municipal  boards  so  that  orchestral  music  will 
in  time  be  made  a  part  of  the  regular  school 
course.  To  accomplish  this  the  president  sug- 
gested that  a  further  assessment  be  made  and 
that  the  amounts  set  aside  for  this  work  be  in- 
creased over  the  figures  set  last  year. 

Continuing,  Mr.  Haussler  said:  "Within  the 
range  of  my  own  observation  I  have  seen  a 
great  program  of  constructive  work  initiated  and 
carried  out  most  successfully  during  the  year 
by  not  only  the  various  important  bureaus  in  the 
Music  Industries  Chamber  of  Commerce,  but 
by  all  other  division  associations  as  well,  and 
so  I  am  gratified  that  we  have  contributed  a  fair 
share  in  effecting  the  musical  transition  of  many 
more  people. 

"But  may  I  remind  you  that  our  work  has 
only  just  begun?  It  may  be  said  that  we  are  in 
midstream.  To  forge  ahead,  untiring  energy 
and  the  application  of  still  greater  force  and 
effort  are  imperative  if  we  are  to  reach  the  goal 
of  high  achievement. 

"As  I  have  had  occasion  to  say  in  the  past,  to 
the  observing  reader  it  must  be  very  evident 
that  to-day  in  this  era  of  high-pressure  compe- 
tition the  dollar  is  the  target  of  a  great  host 
of  competent  and  brainy  marksmen.  All 
branches  of  commerce — and  they  are  steadily 
and  rapidly  increasing — are  putting  forth  more 
strenuous  and  greater  efforts  to  obtain  as  big  a 
share  of  that  spending  dollar  as  they  possibly 
can.  In  competitive  fields  the  highest-priced 
advertising  and  promotional  men  are  employed. 
Tremendous  selling  campaigns  are  being  con- 
ceived and  conducted,  all  at  a  stupefying  cost, 
and  we  in  the  music  business  apparently  are 
only  in  the  gallery.  And  now  we  must  realize 
that  to  meet  this  legitimate  competition  greater 
determination  and  effort  are  necessary  so  that 
we  may  obtain  our  fair  share  of  the  consumer's 
dollar  and  at  the  same  time  keep  our  industry 
(Continued  on  page  150) 
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HOHNEk  PRODUCTS  AWARDED  FIRST  PRIZE  AT  THE  PANAMA 
PACIFIC  INTERNATIONAL  EXPOSITION  SAN  FRANCISCO  I9l5~ 


National  Musical  Merchandise  Assn. 

Creates  Eastern  and  Western  Divisions 


{Continued 

in  the  foremost  ranks  and  an  up-and-going  or- 
ganization. This,  to  my  mind,  is  a  major  issue 
and  we  will  profit  most  by  keeping  the  thought 
ever  present.  As  against  some  years  ago,  there 
are  now  many  new  necessities  and  luxuries 
which  are  demanding  and  obtaining  the  public's 
attention  and  so  it  may  be  understood  that  the 
almighty  and  yet  insignificant  dollar  is  being  di- 
vided into  many  more  and  smaller  units." 
In  conclusion,  Mr.  Haussler  said: 
"Please  remember  that  music  is  a  national 
and,  may  I  say,  natural  asset.  Music  has  made 
us — we  have  not  made  music.  Think  then  of 
our  potential  possibilities  if  we  will  show  a 
greater  spirit  of  unified  effort  and  such  as  can 
only  be  achieved  through  organization.  Hence- 
forth let  our  motto  be  'Concentration,  Co-opera- 
tion and  Co-ordination.'  " 

Alfred  L.  Smith  stated  that  the  membership 
of  the  Association  has  increased  during  the 
year,  there  now  being  twenty-three  members 


from  page  149) 

and  four  applications  pending.  He  referred  the 
members  to  the  annual  report  of  the  National 
Bureau  for  the  Advancement  of  Music  for  de- 
tails with  respect  to  the  expenditures  for  the 
special  assessment  for  orchestra  promotion. 

He  also  stated  that  this  fund  has  been  used 
to  good  advantage  in  promoting  the  national 
high  school  orchestra,  which  in  turn  has  assisted 
materially  in  promoting  the  idea  of  instrumental 
instruction  in  the  schools. 

William  J.  Haussler  was  re-elected  president, 
F.  C.  Howard,  Kansas  City,  was  elected  vice- 
president;  Alfred  L.  Smith,  secretary  and  treas- 
urer. John  L.  Luellen,  of  the  Continental  Music 
Co.,  was  elected  a  vice-president  to  represent 
the  Association  in  the  Chicago  district. 

The  following  firms  were  elected  members: 
Targ  &  Dinner  Music  Co.,  Chicago;  J. 
Schwartz  Music  Co.,  New  York;  H.  Stadlmeier, 
New  York,  and  E.  Reinhold  Schmidt,  of  Cleve- 
land, O. 


C.  D.  Greenleaf  Is  Re-Elected  President 

of  Nat'l  Assn.  of  Band  Instrument  Mfrs. 

Convention  Discussion  Is  Devoted  Mainly  to  Suggestions   for   Continuing   Promotional  Work 
and  Necessity  for  Further  Development  of  School  Bands  and  Orchestras 


Chicago,  III.,  June  8. — The  National  Associa- 
tion of  Band  Instrument  Manufacturers  met  in 
annual  convention  here  to-day.  The  members 
devoted  themselves  principally  to  a  discussion 
of  promotional  campaigns,  and  dwelt  particu- 
larly on  the  necessity  of  continuing  their  efforts 
for  the  continued  development  of  school  bands 
and  orchestras.  C  D.  Greeleaf,  president,  opened 
his  report  with  the  statement  that  although  busi- 
ness conditions  generally  were  at  a  lower  level 
than  last  year,  the  band  instrument  industry 
was  much  better  off  than  other  branches  of  the 
business.    He  continued: 

"I  believe  that  this  is,  at  least  to  some  extent, 
the  result  of  our  activities  in  promoting  the 
school  bands.  Anyone  who  has  the  opportunity 
of  witnessing  one  of  these  contests,  either  State 
or  National,  cannot  fail  to  be  impressed  with 
the  growing  interest  and  enthusiasm.  It  is  im- 
possible to  escape  the  conclusion  that  this  de- 
velopment is  just  in  its  infancy  and  is  capable 
of  an  immense  growth. 

"In  addition  to  this,  statistics  which  we  have 
recently  gathered  show  that  school  bands  are 
increasing  at  a  constantly  accelerating  ratio. 
Our  survey  indicated  that  out  of  three  hundred 
and  seventy-four  bands  which  were  reported  in 
a  questionnaire  recently  completed,  17  per  cent 


were  less  than  one  year  old  and  677  per  cent 
had  been  organized  within  the  last  six  years. 
Out  of  six  hundred  and  seventy-eight  orches- 
tras reported,  5.8  per  cent  were  less  than  one 
year  old  and  37.4  per  cent  had  been  organized 
in  the  last  six  years.  This  indicates  that  bands 
are  increasing  at  about  twice  the  rate  of  or- 
chestras, and  I  think  that  this  can  be  fairly 
attributed  to  the  school  band  promotional  work, 
which  has  been  carried  on  with  the  co-operation 
of  the  Bureau  for  the  Advancement  of  Music 
and  the  National  Association  of  Music  Super- 
visors. 

"There  is  another  form  of  activity  to  which 
\vc  should  give  attention.  There  are  twenty-six 
States  which  at  the  present  time  have  laws  on 
their  statute  books  making  it  possible  to  levy 
a  tax  for  the  support  of  municipal  bands.  Some 
of  these  laws  are  much  better  than  others. 
Some  should  be  changed  so  that  their  provisions 
are  more  favorable,  but  none  of  these  laws  are 
of  any  value  until  the  individual  municipalities 
take  definite  action  to  avail  themselves  of  this 
opportunity.  There  is  a  constantly  growing 
sentiment  in  favor  of  municipal  bands,  espe- 
cially in  places  of  smaller  and  medium  size. 
Nearly  every  such  town  feels  the  necessity  of 
having  bands,  and  in  most  cases  where  there 


now  are  such  bands  they  are  supported  by  vol- 
untary contributions  of  the  business  men.  It 
is  naturally  much  more  equitable  to  have  the 
burden  distributed  over  the  community  as  a 
whole,  and  the  Chambers  of  Commerce  are 
practically  universally  favorable  to  such  a  move- 
ment." 

Mr.  Greenleaf  said  that  the  industry  must 
remember  that  band  instrument  manufacturers 
are  not  primarily  competing  against  other  band 
instrument  manufacturers,  but  against  other  in- 
dustries. To  successfully  compete,  the  mem- 
bers must  work  together  as  an  industry,  and 
not  as  individuals. 

In  conclusion,  Mr.  Greenleaf  said  in  part: 

"As  manufacturers  we  must  work  together 
and  we  must  in  some  way  induce  our  dealers 
to  work  together.  Perhaps  the  condition  of 
greatest  danger  to-day  is  the  tendency  of  the 
dealers  toward  excessive  competition  between 
each  other.  We  must  persuade  them  to  fight  a 
common  enemy,  not  each  other.  Excessive  al- 
lowances for  old  instruments,  excessive  com- 
missions to  agents,  excessive  quantity  discounts 
are  some  of  the  evils  by  which  dealers  are  dis- 
sipating their  legitimate  profits,  by  which  they 
are  rapidly  demoralizing  a  line  which  has  in 
the  past  often  been  a  life-saver,  by  which  they 
are  making  it  impossible  to  put  forth  construc- 
tive sales  effort  by  which  alone  the  business 
can  be  built  up." 

Alfred  L.  Smith,  secretary,  rendered  his  re- 
port, stating  that  there  had  been  no  change  in 
membership  during  the  year.  He  said  that  prac- 
tically no  complaints  had  been  received  with  re- 
spect to  the  matter  of  professional  discounts. 
Mr.  Smith  also  stated  that  it  was  estimated 
that  15,000  school  children  would  participate  in 
various  school  band  contests,  this  being  largely 
a  result  of  the  promotional  work  being  done  by 
the  Association  of  Band  Instrument  Manufac- 
turers in  conjunction  with  the  Bureau  for  the 
Advancement  of  Music. 

The  following  officers  were  elected:  C.  D. 
Greenleaf,  president;  Karl  B.  Shinkman,  vice- 
president,  and  Alfred  L.  Smith,  secretary  and 
treasurer. 


Frank  Reino,  Roxy  Banjoist, 
Buys  Fine  Bacon  Banjo 

Groton,  Conn.,  June  6. — The  Bacon  Banjo  Co., 
of  this  city,  has  announced  the  sale  of  a  No. 
6  Ne  Plus  Ultra  B  &  D  Silver  Bell  banjo  to 
Frank  Reino,  banjoist  of  Roxy's  Jazzmanians. 

Roxy,  well-known  New  York  showman  and 
radio  broadcaster,  introduced  his  Jazzmanians 
in  his  New  York  theatre  on  May  14  for  a 
minimum  run  of  six  weeks  and  the  music  of 
this  organization  will  be  broadcast  in  the  usual 
Roxy  program.  Frank  Reino,  Bacon  enthusi- 
ast, was  with  the  original  Vincent  Lopez  Or- 
chestra. 
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For  Your  Protection! 

KIJSM  Dealers  Qet  Every  Inquiry 


A  "KING"  dealer  contract  means  just  what  it  says.  When 
C/i  we  grant  an  exclusive  territory,  it  is  exclusive.  Every 
inquiry  from  that  territory  is  referred  to  you.  Every  lead  is 
given  to  you  promptly. 

All  this  is  made  certain  by  the  system  pictured  above. 
Every  letter  we  receive  (except  those  from  our  dealers)  is 
checked  against  our  master  maps.  Signals  are  attached  to 
the  letters  showing  territory  and  dealer's  name.  Then  we 
make  sure  that  that  inquiry,  or  that  bit  of  information,  is 
passed  on  at  once.  For  time  is  of  importance  if  the  dealer 
is  to  realize  full  benefit  from  the  lead  so  referred. 

Absolute  protection,  made  sure  by  "King"  methods,  means 
more  profit  for  you. 


Plus  this  adequate  guarantee  of  territorial  rights,  we  offer  you: 

1  A  thoroughly  good  line  of  band  instruments  and  saxo- 
phones. You  know  "King"  quality. 

2  Intensive,  persistent  advertising.  National  magazines  and 
"class"  publications  carry  the  "King"  story  to  your  cus- 
tomers every  month. 

3  Maximum  discounts. 

4  An  adequate  financing  plan  for  the  handling  of  time-paper. 

5  Intelligent  co-operation.  Direct  mail  campaigns,  display 
material,  forceful  catalogs,  imprinted  literature— these  are 
just  a  part  of  the  "King"- planned  co-operative  selling 
service. 


Every  feature  you  seek  is  offered  to  you  in  the  "King"  dealership  contract 

Many  good  territories  are  still  open.  Each  week  makes  that  number  less.  Our 
mutual  profit  suggests  a  discussion  of  your  territory  now.  Ma)  we  have  that  opportunity  ? 


152 


THE    TALKING    MACHINE  WORLD 


June,  1927 


IN  THE  MUSICAL  MERCHANDISE  FIELD— (Continued  from  page  150) 


Musical  Instrument  and 
Accessories  Mfrs.  Reports 

Walter  M.  Gotsch,  President,  and  Alfred  L. 
Smith,  Secretary,  Make  Annual  Reports — 
Growth  in  Membership  During  the  Year 


Chicago,  III.,  June  8. — The  National  Association 
of  Musical  Instruments  and  Accessories  Manu- 
facturers met  at  the  Hotel  Stevens  to-day  in 
annual  convention. 

A  number  of  important  trade  topics  were  dis- 
cussed, including  interesting  suggestions  re- 
garding the  standardization  of  instruments,  the 
development  of  public  interest  in  fretted  instru- 
ments by  means  of  contests  and  other  matters 
which  might  be  classed  as  problems  of  the  trade 
and  industry. 

Walter  M.  Gotsch,  president,  spoke  briefly, 
reviewing  the  activities  of  the  past  year  and 
outlining  the  magnitude  of  the  work  still  to  be 
accomplished.    He  listed  the  accomplishments 


of  the  past  year  as  follows: 

"The  production  figures  that  are  now  being 
compiled  by  the  secretary.  Suffice  it  to  say,  in 
years  to  come,  these  figures  will  prove  in- 
valuable. 

"The  completion  of  the  instruction  sheet  and 
sticker  of  'standard  approved'  and  the  copyright 
of  them. 

"Examination  and  authorization  of  ukuleles 
and  banjo  ukuleles  for  the  'standard  approved' 
label. 

"Standardization  of  ukulele  and  banjo  ukulele 
and  the  nomenclature  of  the  various  parts  used 
on  these  instruments. 

"The  appropriation  for  promotional  work  and 
its  execution. 

"The  installation  of  credit  interchange  for 
our  members  on  manufacturers  and  jobbers  of 
musical  merchandise. 

"Sponsoring  campaign  to  obtain  a  suitable 
slogan  for  musical  instruments  and  offering  cash 
prizes." 

Mr.  Gotsch  paid  high  tribute  to  the  members 


Announcing 
The  VEGA  VOX  Banjo 

The  Vega  Company  will  soon  present  to  the 
world  of  music  lovers  a  new  banjo  with  a 
distinct  tone  quality  and  a  new  creation  in 
design  that  sets  a  new  standard  for  modern 
banjo  construction. 

The  tone  is  amazingly  resonant  and  sustained, 
and  has  a  quality  that  is  particularly  adapted 
to  recording  and  broadcasting. 

The  construction  and  design  is  absolutely  new, 
yet  characteristic  of  Vega,  built  with  accuracy 
and  for  endurance  to  the  most  minute  detail 
by  skilled  craftsmen. 

A  line  entirely  distinct  and  in  addition  to  the 
famous  Vegaphone. 

The  VEGAVOX—'the  most  beauti- 
fully voiced  banjo  in  banjo  history." 

THE  VEGA  CO. 
159-71  Columbus  Ave.,  Boston. 


VEGAVQX 


The 


A  Co. 


159-71  Columbus  Ave. 
BOSTON,  MASS. 


for  their  co-operation,  and  stated  that  in  his 
opinion  the  situation  of  the  industry  is  sound. 

Secretary  Alfred  L.  Smith  reported  a  growth 
in  membership,  the  Association  now  consisting 
of  twenty-eight  members  with  four  applications 
pending.  The  principal  activities  of  the  Asso- 
cation,  that  of  the  promotional  campaign  and 
standardization,  were  reported  upon  by  com- 
mittee chairmen. 

The  following  officers  were  elected:  Walter 
M.  Gotsch,  president;  H.  C.  Lomb,  vice-presi- 
dent, and  Alfred  L.  Smith,  secretary  and  treas- 
urer. 

The  following  firms  were  elected  members: 
National  Gut  String  Co.,  Rutan,  Inc.,  Lyon  and 
Healy,  Inc.,  and  L.  A.  Elkington. 


Organization  of  Harmonica 
Bands  Explained  in  Booklet 

M.  Hohner,  Inc.,  Maker  of  the  Hohner  Har- 
monica Issues  Interesting  Booklet  on  the 
Harmonica  as  a  Factor  in  Musical  Education 


"The  harmonica  as  an  important  factor  in 
musical  education"  is  the  subject  of  the  latest 
piece  of  literature  issued  by  M.  Hohner,  Inc., 
New  York  City,  maker  of  the  Hohner  har- 
monica. The  booklet  is  twenty  pages  in  size 
and  describes  and  illustrates  the  various  har- 
monica organizations  in  educational  institutions 
throughout  the  entire  country.  A  question 
asked  almost  every  day  of  M.  Hohner,  Inc.  is 
"How  can  we  form  a  harmonica  band?"  This 
question  is  answered  in  detail  in  the  feature 
article  of  the  book,  entitled  "Forming  a  Har- 
monica Orchestra."  In  this  article  the  Hohner 
Marine  Band  harmonica  is  recommended  as  an 
elementary  instrument,  general  preference  being 
given  to  the  key  of  "C"  or  school  work. 

Next  in  importance  for  instruction  is  the  now 
famous  Hohner  instruction  booklet  entitled 
"How  to  Play  the  Harmonica."  Attention  is 
also  called  to  the  large  Hohner  instruction  chart 
measuring  eighteen  by  twenty-four  inches  and 
lithographed  in  eight  colors.  The  article  goes 
on  to  describe  the  details  of  forming  and  build- 
ing up  harmonica  playing  organizations. 

A  full  page  also  is  devoted  to  the  newest 
way  for  students  to  learn  to  play  the  harmonica. 
As  has  been  previously  announced,  the  special 
Orthophonic  Victor  record  No.  20377,  entitled 
"How  to  Play  the  Harmonica,"  provides  a  sim- 
plified course  of  instruction  by  means  of  the 
talking  machine  record. 

Among  the  photographs  of  various  harmonica 
bands  is  one  from  Chicago,  comprising  two  hun- 
dred members  under  the  direction  of  Miss  Mary 
A.  Todd,  of  the  Nixon  School,  that  city.  The 
band  from  Milam  School,  Dallas,  Tex.,  is  inter- 
esting in  that  it  comprises  members  from  all 
classes  from  the  kindergarten  to  the  graduat- 
ing class,  and  then  there  follow  pictures  of  har- 
monica organizations  from  the  Brennan  School, 
Chicago;  Pennsylvania  Institute  for  the  Blind; 
the  4-H  Club  at  Weston,  W.  Va.;  Philadelphia 
Harmonica  Band;  St.  Louis  Band;  McKinley 
High  School  Band  of  Chicago;  Glen  Mills  Re- 
form School;  Hirsch  Jr.  High  School  of  Chi- 
cago; Sabin  Junior  High  School  of  Chicago. 

The  value  of  the  harmonica  as  expressed  by 
leaders  of  musical  circles  concludes  the  booklet, 
with  messages  from  Lieut.-Commander  John 
Philip  Sousa,  Irving  Berlin,  Peter  W.  Dykema, 
Capt.  William  H.  Santelmann,  Albert  N.  Hoxie, 
Jr..  Dr.  Paul  V.  Winslow,  Nathan  Shilkret  and 
others. 


Opens  M.  M.  Department 

The  Goldsmith  Musical  Instrument  Co.  re- 
cently opened  a  department  in  the  salesrooms 
of  the  Starr  Piano  Co.,  1220  Huron  road,  Cleve- 
land, where  it  has  leased  space  for  its  activities. 
Jerry  Goldsmith  is  proprietor  of  the  company. 
He  has  had  wide  experience  in  the  field. 
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IN  THE  M  USICAL  MERCHANDISE  FIELD— (Continued  from  page  152) 


Death  of  Hans  Hohner  Is  Regretted 

by  Entire  Music  Industry  and  Trade 

Sudden  Passing  of  the  President  of  M.  Hohner,  Inc.,  and  C.  Bruno  &  Son,  Inc.,  Removes  From 
the  Trade  One  of  the  Ablest  of  Its  Executives— Was  Possessed  of  Highest  Ideals 


Hans  Hohner,  president  of  M.  Hohner,  Inc., 
and  C.  Bruno  &  Son,  Inc.,  died  in  Germany  on 
May  18.  Mr.  Hohner  was  touring  Germany 
en  route  to  the  Southern  part,  where  he  planned 
to  spend  the  Summer  at  his  estate.    He  became 


Hans  Hohner 

ill  at  Bad  Rothenfelde.  Mr.  Hohner  devoted 
his  time  between  this  continent  and  Europe,  and 
had  left  New  York  on  April  22  to  take  care  of 
his  European  business. 

As  chief  executive  of  the  harmonica  and  ac- 
cordion manufacturing  firm  which  bears  his 
name,  and  also  of  C.  Bruno  &  Son,  Inc.,  widely 
known  as  importers  and  wholesalers  of  musical 
merchandise  and  distributors  of  Victor  products, 
Mr.  Hohner  was  one  of  the  leaders  of  the  music 
industry,  and  in  his  death  the  entire  industry 
suffers  a  great  loss. 

He  was  the  son  of  Matthew  Hohner,  who  in 
1857  founded  the  harmonica  business  of  M. 
Hohner  at  Trosingen,  Germany,  and  his  entire 
business  life  was  devoted  to  the  interest  of 


music.  Early  in  his  career  he  became  associated 
with  his  father's  business,  and  wholeheartedly 
devoted  his  talents  to  the  upbuilding  of  that 
business.  It  was  Hans  Hohner  who  established 
distributing  offices  of  the  Hohner  business  in 
this  country  in  1901. 

He  is  described  as  an  indefatigable  worker, 
rising  early  and  staying  late  each  day.  Business 
seemed  to  be  not  only  his  chief  activity,  but 
his  favorite  pastime.  All  other  matters  were 
cf  secondary  importance.  This  remarkable  trait 
was  said  to  have  been  inherited  from  Matthew 
Hohner,  his  father. 

Like  every  other  successful  business  enter- 
prise, M.  Hohner,  Inc.,  is  conducted  with  the 
highest  ideals  of  business  ethics.  Hans  Hohner 
was  an  executive  of  remarkable  ability  and 
extraordinary  business  foresight.  He  was  also 
beloved  by  all  who  came  in  contact  with  him. 

Mr.  Hohner's  active  work  in  the  music  in- 
dustry covered  a  period  of  over  thirty  years, 
and  he  was  one  of  the  pioneers  in  the  develop- 
ment of  the  music  industry  in  this  country.  He 
devoted  the  same  untiring  efforts  to  the  de- 
velopment of  music  in  general  that  he  did  to 
the  affairs  of  his  own  business.  Mr.  Hohner 
was  only  fifty-eight  years  old  at  the  time  of 
his  death,  and  is  survived  by  seven  sisters  and 
three  brothers.  His  remains  were  cremated  in 
Germany. 

William  J.  Haussler,  vice-president  and  gen- 
eral manager  of  M.  Hohner,  Inc.,  and  C.  Bruno 
&  Son,  Inc.,  who  has  been  associated  with  Mr 
Hohner  since  1901,  issued  the  following  state- 
ment upon  his  untimely  death: 

"It  is  needless  for  me  to  say  that  I  was 
grievously  shocked  by  the  cable  announcing  the 
death  of  Hans  Hohner.  It  is,  in  fact,  difficult 
for  me  to  conceive  Mr.  Hohner's  death  as  a 
reality.  I  have  been  closely  associated  with 
him  in  the  Hohner  business  for  a  quarter  of  a 
century  and  in  that  long  period  of  business  re- 
lationship came  to  know  him  most  intimately 
and  affectionately.    He  was  an  outstanding  per- 
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sonality  for  many  reasons,  above  all,  his  sterling 
character  and  the  code  of  highest  ideals  in 
business  as  well  as  in  private  life  to  which  he 
was  most  loyally  devoted.  To  have  the  friend- 
ship of  Hans  Hohner  was  a  priceless  heritage.  I 
always  admired  him  for  his  many  fine  traits,  but 
above  all,  for  his  modest  and  retiring  manner, 
which  served  as  a  cloak  to  his  rare  business 
acumen  and  foresight  which  he  applied  at  all 
times  to  the  interests  of  his  business.  No  man 
in  business  was  ever  more  loyal  to  his  affairs 
than  was  Hans  Hohner;  no  man  in  the  music 
industry  held  the  best  interests  of  the  business 
at  large  as  closely  to  his  heart  as  did  Hans 
Hohner.  We  all  have  sustained  a  great  loss,  an 
irreparable  loss." 


German  Composer  Pays  High 
Tribute  to  the  Harmonica 

The  harmonica  as  a  means  towards  musical 
education  is  pointed  out  by  Paul  Hindemith, 
German  composer,  who  is  internationally  recog- 
nized as  a  writer  of  operatic  themes.  Mr. 
Hindemith  states,  in  part:  "To  an  exceptionally 
large  number  of  people  the  harmonica  offers 
the  only  opportunity  to  satisfy  their  musical 
desires.  Since  M.  Hohner,  Inc.,  has  offered 
chromatic  harmonicas  on  the  market  they  have 
become  a  seriously  respected  instrument,  with 
little,  if  anything,  in  the  line  of  music  beyond 
the  ability  of  the  harmonica  to  reproduce." 

This  statement  by  this  noted  composer  is 
borne  out  in  the  experience  of  numerous 
Hohner  dealers,  who  found  that  the  harmonica 
is  very  often  the  beginning  of  musical  appre- 
ciation on  the  part  of  the  customer  and  that 
the  purchase  of  the  harmonica  is  very  often 
followed  by  the  purchase  of  larger  and  more 
difficult  instruments. 


New  Tenor  Saxophone  Is 

Added  to  the  King  Line 

Cleveland,  O.,  June  6.— The  H.  N.  White  Co. 
has  announced  an  addition  to  the  King  line  of 
band  instruments  in  the  form  of  a  new  tenor 
saxophone.  The  new  instrument  is  the  result 
of  three  years  of  laboratory  study  and  playing 
tests,  and  has  been  redesigned  from  the  tip  of 
the  mouthpiece  to  the  rim  of  the  bell. 

A  fault  peculiar  to  tenor  saxophones  is  that 
tones  in  the  upper  register  are  hard  to  get, 
and  the  White  officials  claim  to  have  corrected 
this  fault  in  the  new  instrument,  and  the  "wolf" 
D  is  impossible  on  it. 
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National  Association  of  Sheet  Music 

Dealers  Holds  Convention  in  Chicago 

Three  Hundred  Dealers  and  Publishers  Attended  Sessions  in  the  Hotel  Stevens — Problems  of  the 
Retail  Trade  Considered — Important  Discussions  Featured  the  Event 


The  Fourteenth  Annual  Convention  of  the  Na- 
tional Association  of  Sheet  Music  Dealers  was 
held  at  the  Stevens  Hotel,  Chicago,  June  6,  7  and 
8.  Close  to  three  hundred  dealers  and  music 
publishers  attended  the  gatherings.  J.  Elmer 
Harvey,  president  of  the  Association,  in  his  an- 
nual address,  reviewed  the  retailers'  problem 
and  made  suggestions  with  a  view  to  improving 
business  practice  and  general  trade  conditions. 

The  Association  appointed  a  business  ethics 
committee,  composed  of  Robert  T.  Stanton, 
Charles  W.  Homeyer  and  W.  H.  Levis.  This 
committee  will  receive  all  complaints  of  unfair 
business  practice  and  other  grievances.  It  will 
receive  weekly  reports  from  all  sections  of  the 
country  and  it  plans  to  eliminate  trade  evils. 

Another  problem  taken  up  by  the  Association 
was  overproduction  in  both  the  standard  and 
popular  fields.  During  the  past  two  years 
many  publishers  have  endeavored  to  cut  down 
the  number  of  new  issues  but  the  Association 
believes  there  is  much  further  work  to  be  done 
in  that  direction.  Statistics  were  presented 
showing  that  in  the  course  of  a  year  over  26,000 
compositions  were  entered  in  the  copyright 
office.  The  charge  was  made  that  approximate- 
ly 12,000  new  issues  were  presented  to  the  trade 
each  year.    Almost  half  of  the  number  of  com- 


positions entered  for  copyright.  The  publishers 
present  contended  that  the  number  of  new  re- 
leases in  a  twelve-month  period  was  much 
smaller. 

The  publishers  suggested  that  they  would  get 
out  a  monthly  bulletin  of  selected  publications 
which  they  considered  the  best  of  their  new 
releases  and  upon  which  they  planned  to  do 
promotional  work.  They  added  the  proviso 
that  the  sheet  music  dealers  should  co-operate 
and  push  the  selected  offerings. 

A  resolution  was  passed  against  the  high 
prices  on  small  and  unimportant  publications, 
particularly  those  of  the  teaching  type.  High 
prices,  it  was  said,  tended  to  discourage  the 
ready  sale  of  such  prints  and  prevented  the 
dealer  from  obtaining  volume  sales. 

A  resolution  was  passed  protesting  against 
the  high  wholesale  prices  on  popular  prints. 
This  resolution  was  forwarded  to  the  Music 
Publishers'  Protective  Association,  with  the 
claim  that  syndicate  stores  were  favored  in  the 
matter  of  prices,  and  asking  for  a  declaration 
of  policy  from  the  publishers. 

Memorial  resolutions  were  passed  on  the  death 
of  C.  A.  Grinnell,  Clarence  A.  Woodman,  Ernest 
R.  Ball  and  Otto  Jordan,  all  well-known  figures 
in  the  trade. 


William  Jerome  Starts 

Own  Publishing  House 

Prominent  Song  Writer  Opens  Publishing  Of- 
fices in  New  York  Under  the  Title  of  "The 
House  of  William  Jerome" 


of  the  most  consistent  writers  of  popular  suc- 
cesses. Just  before  the  war  he  operated  the 
publishing  firm  that  was  the  original  publish- 
er of  the  tremendous  war  song  by  George  M. 
Cohan,  called  "Over  There".  This  number  was 
later  purchased  by  Leo  Feist,  Inc. 


William  Jerome,  one  of  the  pioneer  song  writ- 
ers, has  opened  up  music  publishing  offices,  1595 
Broadway,  New  York,  under  the  firm  name  "The 
House  of  William  Jerome."  The  first  release 
of  the  new  firm  is  a  song  called  "She's  An- 
other Sweet  Mother  Machree."  The  number, 
although  only  recently  introduced,  has  created 
an  initial  sale  with  the  music  jobbers  and  at 
music  counters,  which  would  indicate  that  it 
has  possibilities  of  wide  success.  Another  song 
released  by  the  same  house  is  called  "Cornalia", 
the  words  of  which  are  by  William  Jerome  and 
the  music  by  Jean  Schwartz.  This  is  a  novelty 
number  of  similar  character  to  one  of  Mr. 
Jerome's  earlier  songs  called  "Bedelia". 

A  decade  or  so  ago  William  Jerome  was  one 


Ponce  Sisters  in  Mid-West 


The  Ponce  Sisters,  Ethel  and  Dorothea,  ex- 
clusive Columbia  recording  artists,  and  daugh- 
ters of  Phil  Ponce,  of  Phil  Ponce  Publications, 
are  appearing  at  large  vaudeville  theatres  and 
photoplay  houses  throughout  the  Middle  West. 
While  the  Ponce  Sisters  introduce  current  popu- 
lar successes,  they  feature  as  well  several  songs 
from  the  Phil  Ponce  catalosr. 


W.  A.  Quincke  &  Co.,  Los  Angeles,  Cal.,  re- 
cently purchased  from  Frederick  B.  Wright,  of 
Pasadena,  Cal.,  the  song  called  "Wonderful 
Dreams,"  the  words  and  music  of  which  are  by 
Bradley  Wright.  "Wonderful  Dreams"  has  had 
steady  popularity  on  the  Pacific  Coast. 


Happiness  Boys  Featuring 
Songs  From  Berlin  Catalog 

Ernest  Hare  and  Billy  Jones,  Favorites  of 
Radio  and  Record  Audiences,  Are  Making 
Tour  of  Vaudeville  and  Movie  Houses 


Billy  Jones  and  Ernest  Hare,  who  are  familiar 
io  the  radio  public  as  the  Happiness  Boys,  and 
who  make  records  for  the  Victor  Talking  Ma- 
chine Co.,  under  that  name,  are  appearing  in 


The  Happiness  Boys 

leading  photoplay  houses  in  Eastern  territory. 
This  is  in  addition  to  their  Friday  night  radio 
program.  In  their  public  appearances  the  Hap- 
piness Boys  are  featuring  a  series  of  songs  from 
the  Irving  Berlin,  Inc.,  catalog.  Among  these 
are  "That's  My  Hap-Hap-Happiness,"  "Sweet 
Marie,"  "Me  and  My  Shadow,"  and  "Are  You 
Lonesome  Tonight." 

Owing  to  their  radio  contract  the  Happiness 
Boys  confine  their  theatrical  appearances  to  the 
metropolitan  area.  They  have,  however,  re- 
ceived numerous  offerings  from  other  sections 
of  the  country  and  it  is  understood  in  a  later 
season  they  will  go  on  tour. 


The  old  success,  "Casey  Jones,"  has  been  taken 
over  for  exclusive  sale  by  Bibo,  Bloedon  & 
Lang,  1595  Broadway,  New  York  City.  This 
number  is  owned  by  the  Southern  California 
Music  Co.  There  are  indications  that  "Casey 
Jones"  will  be  revived.  Several  of  the  talking 
machine  record  and  player  roll  companies  are 
re-issuing  it,  and  it  is  heard  frequently  on  the 
air. 


FIVE   RECORD    RECORD  BREAKERS 


Above  Songs  Featured  By  Orchestra  And  Vaudeville  Acts  From  Coast  To  Coast 
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Sam  Fox  Publishing  Go.  Has    Joe  Davis,  Triangle  Head, 


Hit  in  "Broken  Dreams" 


New  Fox-trot  Publication  Sets  High  Sales 
Record  Within  First  Few  Weeks— Arranging 
for  Nation-wide  Exploitation  of  Number 


The  Sam  Fox  Publishing  Co.  of  New  York 
and  Cleveland,  Ohio,  recently  issued  a  new  song 
called  "Broken  Dreams."  Almost  overnight  it 
led  sales  in  the  Fox  popular  catalog.  The  num- 
ber is  accepted  everywhere  as  of  hit  caliber.  It 

Broken  Dreams 


Song  with  Wealele  and  Saxophone  Arrangement 


Harry  D.Kerr 
Maurice  Spitalny 

Sam  Fox  4p  Pub  Co 

Title  Page  of  "Broken  Dreams" 

is  played  frequently  by  orchestras,  and  it  is  al- 
ready being  heard  in  vaudeville.  In  the  first 
few  weeks  the  sales  of  "Broken  Dreams"  set 
a  new  sales  total  for  popular  fox-trot  publica- 
tions for  the  first  thirty-day  period. 

"Broken  Dreams"  is  alluringly  melodious.  Its 
words  are  of  high-class  popular  standard,  and 
stores  that  give  demonstrations  have  no  trouble 
in  featuring  it  as  one  of  their  leaders.  The 
results  of  its  first  efforts  on  "Broken  Dreams" 
have  justified  the  Fox  organization  in  arranging 
a  national  campaign  of  most  intensive  character. 
These  exploitation  activities  will  cover  dance 
orchestras,  radio,  vaudeville,  photoplay  houses 
and  many  other  channels.  "Broken  Dreams"  is 
apparently  from  a  popular  conception  the  swift- 
est seller  Fox  has  had  since  "Nola"  and  "Nea- 
politan Nights." 


Bibo,  Bloeden  &  Lang 

Issue  New  Novelty  Song 

Secure  Rights  to  "I  Walked  Back  From  the 
Buggy  Ride,"  Which  Has  Been  Strongly 
Featured  in  Southwest 


Bibo,  Bloeden  &  Lang  have  just  issued  a  new 
novelty  song  called  "I  Walked  Back  From  the 
Buggy  Ride".  This  number  was  originally  pub- 
lished in  Dallas,  Tex.,  and  Charles  Lang,  a 
member  of  the  B.  B.  &  L.  firm,  heard  the  num- 
ber while  traveling  through  that  State.  The 
song  had  been  on  the  air  frequently  and  when 
he  reached  the  hotel  lobby  in  Dallas  it  was 
being  received  on  a  set  before  a  group  of  trav- 
eling men.  Inquirv  at  the  local  music  counters 
of  Dallas  b  rought  forth  the  fact  that  there 
was  quite  a  little  demand  for  the  song.  Lang 
forthwith  ran  down  the  copyright  owner  and 
took  the  song  to  New  York. 


A.  G.  Love,  manager  of  the  piano  department 
of  the  Goerke-Kirch  Co.,  Broad  and  West  New 
Jersey  streets,  Elizabeth,  N.  J.,  is  the  author 
of  .an  appealing  waltz  song  entitled  "Dreaming 
Love  Dreams."  The  number  has  been  sung  on 
several  programs  and  was  enthusiastically  re- 
reived.  The  Atlas  Player  Roll  Co.,  Newark, 
N.  J.,  has  made  a  roll  of  the  song. 


Featured  in  Supplement 

Melody  Man  of  Radio  Fame  Is  Pictured  on 
Front  Cover  of  Vocalion  Monthly  Supplement 
— To  Extend  Rad.o  Activities 

Joe  Davis,  head  of  the  Triangle  Music  Pub- 
lishing Co.,  and  well-known  radio  artist,  who  is 
programmed  as  the  Melody  Man,  was  recently 
featured  on  the  front  cover  of  the  Vocalion 
Monthly  Supplement.  The  first  recordings  for 
Vocalion  records  by  Mr.  Davis  were  "I'm  Only 
Another  to  You,"  and  "I'm  Longing  for  My 
Old  Gal  Sal."  Both  numbers  are  Triangle 
songs. 

In  his  radio  activities  Joe  Davis  will  shortly 
make  trips  to  a  number  of  leading  broadcasting 
stations  throughout  the  country  as  a  program 
feature.  Besides  his  own  songs  he  will  present 
t  utstanding  successes  from  other  catalogs. 


Berlin  Catalog  Selling 

Well  on  Music  Counters 


Firm  Entering  Standard  Field  With  Photoplay 
Catalog,  Solo  Series  and  Also  Book  Publica- 
tions to  Exploit  These  Numbers 


Irving  Berlin,  Inc.,  besides  having  one  of  the 
outstanding  songs  of  the  present  season  in  Ber- 
lin's own  "Russian  Lullaby,"  has  a  series  of 
other  songs  that  are  very  active  on  the  music 
counters  throughout  the  country.  Among  these 
are  "Sweet  Marie,"  "Where  the  Wild,  Wild 
Flowers  Grow,"  "Rosy  Cheeks,"  "Me  and  My 
Shadow"  and  "Put  Your  Arms  Where  They  Be- 
long." 

Besides  his  popular  catalog  the  Berlin  or- 
ganization has  actively  entered  the  standard 
publication  field.  It  has  a  series  of  solos,  the 
nucleus  of  a  photoplay  catalog,  and  material  of 
similar  caliber.  In  the  book  line  Berlin  has 
new  offerings  in  "Irving  Berlin's  Saxophone 
Folio  No.  1,"  "Paul  Ash  Novelty  Piano  Solo," 
and  "Al  Jolson's  Song  Folio." 


"Watching  the  World  Go 

By"  Ball's  Last  Song 

Number  Sung  by  Silver  Masked  Tenor  Over 
WEAF  to  Be  Given  Wide  Exploitation  by 
Publishers,  M.  Witmark  &  Sons 


The  last  song  of  the  late  Ernest  R.  Ball,  the 
noted  writer  of  ballads,  written  with  his  old  col- 
laborator, J.  Kiern  Brennan,  was  called 
"Watching  the  World  Go  By."  This  number  was 
tried  out  by  Mr.  Ball  on  some  of  his  last  vaude- 
ville engagements.  The  publishers  of  Ball's 
compositions,  M.  Witmark  &  Sons,  had  planned 
previously  to  make  this  number  one  of  Ball's 
most  popular  compositions,  the  plans  being 
ready  when  the  news  of  his  death  reached  New 
York. 

The  title  of  the  song  and  the  words  together 
with  the  fine  musical  setting  seemed  so  ap- 
propriate and  with  the  steadily  increasing  de- 
mand from  singers  and  the  trade,  that  Wit- 
mark decided  to  carry  out  the  original  campaign. 
Thus,  "Watching  the  World  Go  By"  was  intro- 
duced to  millions  the  other  night  over  the  air 
from  Station  WEAF  and  its  chain  by  the  Silver 
Masked  Tenor  during  Goodrich  Hour.  This  fine 
singer  has  featured  many  Ball  songs  in  the 
past,  but  he  gave  an  especially  beautiful  ren- 
dition of  the  new  number,  which  was  prefaced 
with  a  fine  and  very  interesting  announcement 
concerning  it  and  the  death  of  its  composer. 


Tina  Moskowitz,  who  has  been  associated 
with  the  Edward  B.  Marks  Music  Co.  for  the 
past  few  years,  was  married  on  Thursday  of  last 
week  to  William  Wiemann,  a  sales  executive  of 
that  firm.  The  wedding  took  place  in  Brooklyn 
and  the  pair  are  spending  their  honeymoon  in 
Atlantic  City-. 
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Wendell  Hall,  Radio 

Artist,  Now  a  Publisher 

"Red-Headed  Music  Maker"  Launches  Music 
Publishing  Business  of  His  Own  in  Chicago 
— His  Initial  Offerings 


Wendell  Hall,  well-known  radio  artist,  known 
as  "the  Red-Headed  Music  Maker",  has  entered 
the  music  publishing  business  under  the  trade 
name  Wendell  Hall,  with  offices  in  the  Loop 
End  Building,  177  North  State  street,  Chicago, 
111.  Hall  has  published  some  of  his  numbers  in 
the  past,  later,'  however,  turning  them  over  to 
larger  publishing  houses.  Among  these  are 
"Underneath  the  Mellow  Moon"  and  "It  Ain't 
Gonna  Rain  No  Mo'  ",  the  latter,  it  is  said,  sell- 
ing over  a  million  copies  and  the  former  almost 
as  many — both  being  exploited  by  Forster  Music 
Publisher,  Inc. 

The  business  management  of  the  new  firm 
will  be  under  the  direction  of  Monte  Wilhite. 
The  company  plans  to  have  ten  representatives 
in  the  key  centers  of  the  country  and  will  con- 
centrate on  radio  and  orchestra  exploitation. 

Among  the  songs  to  be  issued  by  Wendell 
Hall  are  "Hot  Feet",  a  new  song  and  dance 
selection;  "Down  Kentucky  Way",  a  chatter 
song  written  by  Hall,  Al  Gumble  and  Haven 
Gillespie;  "I  Told  You  I'd  Never  Forget  You," 
by  May  Singhi  Breen,  Peter  De  Rose  and  Wen- 
dell Hall. 


Harling's  "Jazz  Concerto" 
Featured  at  Roxy  Theatre 

Composition  Written  On  Order  of  S.  L.  Rotha- 
fel  Principal  Music  Feature  of  the  Week's 
Program  at  New  Metropolitan  Theatre 


Frank  Harling's  "Jazz  Concerto"  was  used 
as  a  musical  feature  in  last  week's  program 
at  the  Roxy  Theatre,  New  York  City.  S.  L. 
Rothafel,  known  as  "Roxy,"  commissioned  Mr. 
Harling  to  compose  this'  work  especially  for  his 
theatre.  He  has  in  mind  a  plan  to  encourage 
serious  American  music,  and  with  the  opportuni- 
ties to  present  it  at  this  theatre,  and  by  way  of 
radio  it  should  stimulate  the  interest  and  in- 
spiration of  American  composers. 

Mr.  Harling  is  composer  of  "A  Light  From 
St.  Agnes,"  which  was  sung  with  great  success 
at  the  Chicago  Opera  Co.  He  was  also  com- 
poser of  the  recent  American  opera  "Deep 
River."  His  "Jazz  Concerto,"  now  being  heard, 
is  unusual  and  most  modern  and  contains  a 
cadenza  for  the  accordion  and  one  for  the  banjo 
in  the  score. 


New  Fox  News  Sheet 


The  Sam  Fox  Publishing  Co.  is  now  issuing 
a  little  news  sheet  called  "Fox-o-grams."  The 
front  carries  a  heading  similar  to  the  heading 
of  a  telegraph  blank.  It  is  to  be  issued  by  the 
Fox  Co.  from  time  to  time  as  the  occasion  war- 
rants. On  the  front  page  also  appear  timely 
news  items  pertaining  to  the  Fox  catalog  and 
its  other  activities.  On  the  reverse  side  is  re- 
produced an  order  blank  on  current  successes 
and  other  material  in  the  Fox  catalog.  Among 
tlu'  numbers  featured  in  the  present  issue  are 
"Broken  Dreams,"  "Polly,"  "Nola,"  "In  the 
Heart  of  the  Hills,"  "Dream  of  Love  and  You," 
the  Piano  solos,  "Eskimo  Shivers,"  and  "All-of- 
a-Twist,"  and  similar  timely  material. 


Columbia  Patriotic  Record 


Columbia  has  just  made  the  new  way,  elec- 
trically, and  coupled  "The  Star  Spangled  Ban- 
ner" and  "America"  a  record  that  is  especially 
timely  ;it  tin;,  season  of  the  year,  especially  on 
Memorial  Day,  Flag  Day  and  the  Fourth  of 
July.  Both  numbers  are  replete  with  bugle 
calls,  the  roll  of  drums,  solos  and  choruses,  and 
should  prove  popular. 


Move  to  Have  Foster 

Buried  in  Kentucky 

Bill  to  Be  Introduced  in  State  Legislature  to 
Bring  Composer's  Body  to  State  He  Immor- 
talized by  His  Song,  "My  Old  Kentucky  Home" 


Lexington,  Ky.,  June  6. — A  move  has  been 
launched  here  to  have  the  body  of  Stephen 
Collins  Foster,  famous  song  writer  and  author 
of  "My  Old  Kentucky  Home"  and  other  popu- 
lar Southern  melodies,  removed  from  Pitts- 
burgh, Pa.,  and  reinterred  at  the  Old  Kentucky 
Home,  near  Bardstown,  Ky.,  immortalized  by 
his  genius. 

C.  Frank  Dunn,  manager  of  the  Lexington 
Automobile  Club,  himself  a  song  composer  of 
more  than  local  celebrity,  is  sponsor  of  the 
movement  and  has  interested  a  number  of 
prominent  Kentuckians  in  the  project.  Dunn 
has  just  addressed  a  communication  to  Frank 
E.  Daugherty,  Attorney-General  of  Kentucky, 
requesting  him  to  have  a  bill  introduced  at  the 
next  session  of  the  Kentucky  Legislature, 
which  convenes  in  January,  petitioning  the 
authorities  of  Pittsburgh  to  permit  the  removal 
of  the  body  to  Kentucky  and  making  the  neces- 
sary appropriation  to  defray  the  expense  of  the 
transfer.  Dunn  points  out  that  similar  action 
on  the  part  of  the  Kentucky  Legislature  a  few 
years  ago  resulted  in  the  removal  of  the  body 
of  Daniel  Boone  from  Missouri  to  the  cemetery 
at  Frankfort,  where  it  was  reinterred  with  be- 
fitting ceremonies,  thus  establishing  a  precedent. 

While  Foster  was  a  native  of  Pittsburgh  his 
fame  rests  chiefly  on  his  songs  immortalizing 
Kentucky  and  the  South,  particularly  "My  Old 
Kentucky  Home,"  and  for  this  reason  citizens 
of  Kentucky  are  anxious  that  his  body  be 
brought  back  to  "Federal  Hill,"  where  this 
deathless  song  was  composed  and  which  has 
recently  been  converted  into  a  State  memorial 
shrine  and  christened  My  Old  Kentucky  Home, 
in  honor  of  its  author. 

While  the  records  show  that  Foster  was  born 
in  Pittsburgh  on  July  4,  1826 — the  day  that 
John  Adams  and  Thomas  Jefferson  died — he 
spent  much  of  his  young  manhood  in  the  State 
of  Kentucky  and  died  in  New  York  City  on 
January  13,  1864. 


Ted  Browne  Music  Co. 
Opens  Office  in  New  York 


The  Ted  Browne  Music  Co.,  218  South  Wa- 
bash avenue,  Chicago,  111.,  recently  opened  a 
New  York  office  at  1595  Broadway,  under  the 
management  of  Pat  Flaherty.  These  offices  have 
been  actively  engaged  in  exploiting  Ted  Browne 
publications  in  eastern  territory  and,  in  a  short 
space  of  time,  has  given  them  some  prominence. 
Among  the  songs  the  firm  is  now  exploiting  are 
"Deed  I  Do,"  "Yesterday,"  both  of  which  have 
had  some  activity  during  recent  weeks,  and  two 
new  numbers,  "Sunshine"  and  "11:59".  Both  of 
these  latter  numbers  were  written  by  Fred 
Rose,  a  Chicago  writer. 


Roger  Wolfe  Kahn  to  Write 
Jazz  Number  for  Whiteman 


Paul  Whiteman  has  commissioned  Roger 
Wolfe  Kahn,  the  jazz  orchestra  conductor  and 
composer,  to  write  a  composition  in  the  vein 
of  elevated  jazz,  which  is  to  be  presented  by 
Whiteman  at  his  annual  concerts  next  season 
Mr.  Kahn  recently  departed  for  Europe  and 
will  spend  six  weeks  in  Berlin  and  Paris,  and 
devote  some  of  his  time  to  this  new  work  of 
writing  the  number. 

According  to '  a  decision  handed  down  re- 
cently in  Amsterdam,  Holland,  the  law  of  copy- 
right applies  on  the  high  seas.  The  Amster- 
dam court  held  that  a  public  performance  of 
a  copyrighted  composition  on  board  an  ocean 
liner  entitled  a  composer  or  author  to  perform- 
ing rights  fees. 
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Victor  Talking  Machine  Go. 

  i 

LIST  FOR  JUNE  3 

20602  Russian  Lullaby — Waltz, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
For  You  and  Me — Fox-trot, 

George  Olsen  and  His  Music  10 

20603  There's   Something  Nice  About   Everyone,  But 

There's  Everything  Nice  About  You — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
The  More  We  Are  Together — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 

20599  Sometimes  I'm  Happy — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
Hallelujah! — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 

20600  Song  of  the  Wanderer   Vaughn  De  Leath  10 

Rock  Me  to  Sleep  in  an  Old  Rocking  Chair, 

Elliott  Shaw  10 

LIST  FOR  JUNE  10 

20612  There's   Something  Nice  About  Everyone,  But 

There's  Everything  Nice  About  You, 

Johnny  Marvin  10 
Just  the  Same   Jim  Miller-Charlie  Farrell  10 

20613  Russian  Lullaby   Franklyn  Baur  10 

Tired  Hands   Henry  Burr  10 

20611  I'll  Be  With  You  When  the  Roses  Bloom  Again, 

Vernon  Daihart  10 

The  Mississippi  Flood   Vernon  Daihart  10 

20598  My  Regular  Girl— Fox-trot, 

Waring's  Pennsylvanias  10 
Who'll  Be  the  One?— Fox-trot, 

Art  Landry  and  His  Orch.  10 

20615  Red  Lips — Fox-trot, 

Charles  Dornberger  and  His  Orch.  10 
Why  Should  I  Say  That  I'm  Sorry?— Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
LIST  FOR  'JUNE  17 

20634  Fifty  Million  Frenchmen  Can't  Be  Wrong] — Fox- 

trot   Nat  Shilkret  and  His  Orch.  10 

Just  the  Same — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
20627  Side:  by  Side — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
Pretty  Lips — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 

20608  Hello,  Cutie — Fox-trot, 

Horace  Heidt  and  His  Orch.  10 
Mine — Fox-trot   ...Horace  Heidt  and  His  Orch.  10 

20626  Me  and  My  Shadow  Jack  Smith  10 

You  Won't  See  Me,  If  I  See  You... Jack  Smith  10 

20609  Sometimes  I'm  Happy, 

Louise  Groody-Charles  King  10 

Hallelujah!   .•  The  Revelers  10 

LIST  FOR   JUNE  24 

20644  The  Whisper  Song   (When  the  Pussy  Willow 

Whispers  to  the  Catnip) — Fox-trot, 

Art  Landry  and  His  Orch.  10 
One  o'Clock  Baby — Fox-trot, 

Johnny  Hamp's  Kentucky  Serenaders  10 

20646  I'm  in  Love  Again — Fox-trot, 

Paul  Whiteman  and  His  Orch.  10 
Wherever  You  Go — Whatever  You  Do — Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 

20645  One  Summer  Night — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
South  Wind — Fox-trot, 

Roger  Wolfe  Kahn  and  His  Orch.  10 
20643  Does  She  Love  Me? — Positively — Absolutely, 

Aileen  Stanley-Billy  Murray  10 
Tm  Back  in  Love  Again, 

Aileen  Stanley-Billy  Murray  10 
LIST  FOR  JULY  1 
VOCAL  AND  INSTRUMENTAL 

20635  Star  Spangled  Banner  Pryor's  Band  10 

America   Victor  Band  10 

35822  Rhapsody  in  Blue— Part  1, 

Paul  Whiteman  and  His  Concert  Orch.  12 
Rhapsody  in  Blue — Part  2, 

Paul  Whiteman  and  His  Concert  Orch.  12 
35825  Songs  of  the  Past— No.  1.  Victor  Mixed  Chorus  12 
Songs  of  the  Past— No.  2. Victor  Mixed  Chorus  12 
20586  Estrellita  (Little  Star)  (Ponce) .  .Jesse  Crawford  10 
La  Paloma  (The  Dove)  (Yradier), 

Jesse  Crawford  10 

20606  William  Tell  Overture— Part  1  (At  Dawn) 

(Rossini)   Victor  Symphony  Orch.  10 

William  Tell  Overture— Part  2  (The  Storm) 

(Rossini)   Victor  Symphony  Orch.  10 

20607  William  Tell  Overture— Part  3  (The  Calm) 

(Rossini)   Victor  Symphony  Orch.  10 

William  Tell  Overture — Part  4  (Finale) 

(Rossini)   Victor  Symphony  Orch.  10 

20629  Impressions  of  London  (Westminster), 

Stanley  Roper  10 
St.  Margaret's  Chimes  Westminster  and  "Oh, 
God,  Our  Help  in  Ages  Past".  .Stanley  RopeT  10 

20610  Russian  Lullaby   Frank  Banta  10 

Ain't  She  Sweet?   Frank  Banta  10 

20604  Hear,  De  Lam's  a-Cryin', 

Paul  Robeson-Lawrence  Brown  10 
Ezekiel.Saw  De  Wheel, 

Paul  Robeson-Lawrence  Brown  10 
DANCE  RECORDS 
20659  Dawn  of  To-morrow — Waltz, 

Nat  Shilkret  and  the  Victor  Orch.  10 
Rainbow  of  Love — Waltz, 

Nat  Shilkret  and  the  Victor  Orch.  10 
20601  Judy— Medley  Fox-trot, 

Nat  Shilkret  and  the  Victor  Orch.  10 
Just  'Cross  the  River  From  Queens — Fox-trot, 

Edwin  J.  McEnelly's  Orch.  10 

20647  Tiger  Rag— Fox-trot, 

Charles  Dornberger  and  His  Orch.  10 
Clarinet  Marmalade — Fox-trot, 

Phil  Napoleon  and  His  Orch.  10 

20605  Take  Your  Finger  Out  of  Your  Month — Fox- 

trot  Phil  Napoleon  and  His  Orch.  10 

Go,  Joe,  Go — Blues  Stomp, 

Phil  Napoleon  and  His  Orch.  10 
RED  SEAL 

4007  The  Gypsy's  Warning  (Coard)  ....Elsie  Baker  10 

Take  Back  the  Heart  (Claribel)  Elsie  Baker  10 

6635  Goyescas — Intermezzo  (Granados) ..  Pablo  Casals  12 
Adagio  (From  Toccata  in  G  Major)  (Bach), 

Pablo  Casals  12 
1242  Spring  Song  (Mendelssohn,  Op.  62), 

Renee  Chemet  10 
Serenite  (Serenity)  (Vieuxtemps,  Op.  45,  No.  5), 

Renee  Chemet  10 
6637  Forza  del  Destino — O  tu  che  in  seno  agl'  angeli 

(Thou  Heavenly  One)  ...Giovanni  Martinelli  12 


Cavalleria  Rusticana — Addio  alia   madre  (Tur- 

iddu's  Farewell)   Giovanni  Martinelli 

1245  Waltz  in  C  Sharp  Minor  (Chopin). 

Sergei  Rachmaninoff 
Waltz  in  A  Flat  Major  (Chopin), 

Sergei  Rachmaninoff 
6648  Largo  (From  "Xerxes")  (Handel), 

Frederick  Stock  and  Chicago  Symphony 
Orchestra  and  Grand  Organ 
Pomp  and  Circumstance — March,  No.  1  (Elgar), 
Frederick  Stock  and  Chicago  Symphony 
Orchestra  and  Grand  Organ 
6652  Hungarian  Rhapsody,  No.  2 — Part  1, 

Leopold  Stokowski  and  Philadelphia  Orch. 
Hungarian  Rhapsody,  No.  2 — Part  2, 

Leopold  Stokowski  and  Philadelphia  Orch. 

6638  Danny  Deever   Reinald  Werrenrath 

On  the  Road  to  Mandalay.  .Reinald  Werrenrath 
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Columbia  Phono.  Co.,  Inc. 


CELEBRITY  SERIES 
7125-M  Overture:  Zampa,  Parts  1  and  2  (Harold). 

Sir  H.  J.  Wood  and  New  Queen's  Hall  Orch.  12 
131-M  Jesus,    Savior,    Pilot    Me    (Gould) — Baritone 

Solo   Oscar  Seagle  10 

When  They  Ring  the  Golden  Bells  for  You 
and  Me  (De  Marbelle) — Baritone  Solo, 
131-M  One  Alone  (From  "The  Desert  Song")  (Rom- 
berg-Harbach-Hammerstein) — Violin  Solo, 

Sascha  Jacobsen  10 
Always  You're  Near  (Goodrum) — Violin  Solo, 

Sascha  Jacobsen  10 

DANCE  MUSIC 

988-  D  Fifty  Million  Frenchmen  Can't  Be  Wrongs — 

Fox-trot,  with  Vocal  Chorus  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 
One  Sweet  Letter  From  You — Fox-trot,  with 
Vocal  Chorus  by  Ted  Lewis, 

Ted  Lewis  and  His  Band  10 

973-  D  Red   Lips,   Kiss   My   Blues   Away — Fox-trot, 

with   Vocal   Chorus  by  Don   Howard  and 
Harry  Maxfield, 

Leo  Reisman  and  His  Orch.  10 
Collette — -Fox-trot,    with    Vocal    Chorus  by 
Harry  Mexfield. Leo  Reisman  and  His  Orch.  10 
984-D  My  Regular  Gal — Fox-trot,  with  Vocal  Chorus 
by  Charles  Kaley, 

Ipana  t  roubadours  (S.  C.  Lanin,  Dir.)  10 
Hello.  Cutie — Fox-trot,  with  Vocal  Chorus  by 
Charles  Kaley, 

Ipana  Troubadours  (S.  C.  Lanin,  Dir.)  10 
999-D  Russian  Lullaby — Waltz,  with  Vocal  Chorus 
by  Lewis  James, 

H.  Leonard  and  His  Waldorf-Astoria  Orch.  10 
I'll    Just    Go    Along — Fox-trot,    with  Vocal 
Chorus  by  Frank  Harris, 

H.  Leonard  and  His  Waldorf-Astoria  Orch.  10 

967-  D  My  Idea  of  Heaven  (Is  to  Be  in  Love  With 

You) — Fox-trot,  with  Vocal  Chorus  by  Aunt 
Jemima   Mai  Hallett  and  His  Orch.  10 

(Does  She  Love  Me)  Positively — Absolutely 
— Fox-trot,    with    Vocal    Chorus    by  Aunt 

Jemima   Mai  Hallett  and  His  Orch.  10 

966-D  Hallelujah!    (From    "Hit   the    Deck")— Fox- 
trot, with  Vocal  Chorus  by  Franklyn  Baur, 
Cass  Hagan  and  His  Hotel  Manger  Orch.  10 

Sometimes  I  m  Happy  (From  "Hit  the  Deck") 
— Fox-trot,  with  Vocal  Chorus  by  Franklyn 
Baur, 

Cass  Hagan  and  His  Hotel  Manger  Orch.  10 

990-  D  The  Same  Old  Moon  (From  "Lucky")— Fox- 

trot, with  Vocal  Chorus  by  Charles  Kaley, 
D.  Voorhees  and  Earl  Carroll's  Vanities  Orch.  10 
The   Nightingale   Medley — Medley  Fox-trot. 

The  Columbians  10 
981-D  (What  Do  I  Care  What)  Somebody  Said— Fox- 
trot, with  Vocal  Chorus  by  Tom  Stacks, 

Harry  Reser's  Syncopators  10 
I'm    in    Love    Again — Fox-trot,    with  Vocal 
Chorus  by  Tom  Stacks, 

Harry  Reser's  Syncopators  10 

989-  D  (When  the  Pussywillow  Whispers  to  the  Cat- 

nip)— The    Whisper  Song — Fox-trot,  with 
Incidental  Singing  by  the  Orchestra, 

Walter  Davison's  Louisville  Loons  10 
South  Windf— Fox-trot,  with  Vocal  Chorus  by 
Male  Quartet, 

Walter  Davison's  Louisville  Loons  10 
982-D  Nesting  Time — Fox-trot,   with  Vocal  Chorus 

by  Johnny  Marvin  The  Knickerbockers  10 

Calling — Fox-trot,    with    Vocal     Chorus  by 

Johnny  Marvin   The  Knickerbockers  10 

975-D  Your  Land  and  My  Land  (From  "My  Mary- 
land")— Fox-trot,  with  Vocal  Chorus, 

The  Columbians  10 
Silver  Moon:  Intro.  Mother,  from  "Mv  Mary- 
land"— Medley  Waltz   The  Columbians  10 

968-  D  Dear  Eyes  That  Haunt  Me  (From  "The  Cir- 

cus    Princess")  —  Fox-trot,     with  Vocal 

Chorus  by  Lewis  James  The  Columbians  10 

Like  You  (From  "The  Circus  Princess") — 
Fox-trot,  with  Vocal  Chorus  by  Franklyn 

Baur   The  Columbians  10 

992-D  Yes,  She  Do  (No  She  Don't) — Fox-trot,  with 
Vocal  Chorus  by  Ed  Kirkeby, 

California  Ramblers  10 
Pardon  the  Glove— Fox-trot, 

California  Ramblers  10 
970-D  Rocky  Mountain  Blues — Fox-trot, 

Fletcher  Henderson  and  His  Orch.  10 
Tozo! — Fox-trot,  with  Vocal  Chorus  by  Don- 
ald Redman, 

Fletcher  Henderson  and  His  Orch.  10 

VOCAL  NUMBERS 

972-iD  Broken  Hearted, 

The  Whispering  Pianist  (Art  Gillham) 
If  I  Get  a  Sweetie  Now, 

The  Whispering  Pianist  (Art  Gillham)  10 

974-  D  My   Idea   of    Heaven    (Is   to    Be   in  Love 

With  You) — Vocal   Lee  Morse  10 

Side  by  Side — Vocal   Lee  Morse  10 

980-D  You're  the  One  for  Me — Vocal. Charles  Kaley  10 

Forgive  Me — Vocal   Charles  Kaley  10 

979-D  Wherever    You    Go — Whatever    You    Do  I 
Want  You  to  Know  I  Love  You — Vocal. 

Ruth  Etting  10 
(What  Do  We  Do  On  a)  Dew-Dew-Dewey 
Day— Vocal   Ruth  Etting  10 

991-  D  Red  Lips,  Kiss  My  Blues  Away— Vocal, 

Billy  Day  10 

Ev'ry  Little  While— Vocal  ....  Billy  Day  10 


985-D  Russian  Lullaby — Male  Quintet, 

The  Singing  Sophomores 
Somebody  Else  (From  "Yours  Truly") — Male 

Quintet   The  Singing  Sophomores 

998-D  Hallelujah!  (From  "Hit  the  Deck")— Vocal, 

Crescent  Trio 

Sometimes  I'm  Happy  (From  "Hit  the  Deck") 
— Vocal  Duet. .  .Gladys  Rice  Franklyn  Baur 
Honolulu  Moon — Vocal  Harmony, 

Ethel  and  Dorothea  Ponce 
Moonbeam,  Kiss  Her  for  Me — Vocal  Harmony, 
Ethel  and  Dorothea  Ponce 
Oh,  Baby!  Don't  We  Get  Along— Vocal  Duet, 
Vaughn  DeLeath-Frank  Harris 
Down  in  the  Old  Neighborhood — Vocal  Duet, 
Vaughn  DeLeath-Frank  Harris 
Fifty  Million   Frenchmen  Can't  Be  Wrong — 

Vocal   Frank  Harris 

Mister  O'Toole— Vocal  Duet, 

Vaughn  DeLeath-Frank  Harris 
Get  Away,  Old  Man,  Get  Away — Vocal, 
„,  Vernon  Daihart 

Oh  Bury  Me  Not  on  the  Lone  Prairie — Vocal, 
„,  Vernon  Daihart 

The  Star  Spangled  Banner, 

Columbia  Male  Chorus 
America  (My  Country  'Tis  of  Thee), 

Columbia  Male  Chorus 
I  Belong  to  Glasgow — Scottish  Comedian, 

Will  Fyffe 

I'm  94  To-day — Scottish  Comedian. Will  Fyffe 
Molly     O!      (From     "Mavourneen") — Tenor 

_  Solo   William  A.  Kennedy 

Sweet  Inniscarra/ — Tenor  Solo, 

William  A.  Kennedy 
Kentucky  Babe — Male  Quartet, 
_  .  ,  _  ,  Shannon  Quartet 

Little  Cotton  Dolly — Male  Quartet, 

,    ,     „  Shannon  Quartet 

March  of  the  Men  of  Harlech— Male  Choir, 
Royal  Mt.  Ash  Male  Choir(T.G.Richards,Dir.) 
Ar   Hydy  Nos    (All   Through   the  Night)— 
Male  Choir, 

Royal  Mt.  Ash  Male  Choir(T.G.Richards,Dir  ) 
INSTRUMENTAL  MUSIC 
Sobre  Las  Olas  (Over  the  Waves)— Waltz, 
.   .  Jacques  Jacobs'  Ensemble 

Wiener  Blut  (Vienna  Life)— Waltz, 

Jacques  Jacobs'  Ensemble 
Jovial  Jasper — Fox-trot;  Xylophone  Solo. 
_,  George  Hamilton  Green 

Charleston  Capers — Fox-trot;  Xylophone  Solo, 
George  Hamilton  Green 
PACIFIC  COAST  RECORDINGS 
Every  Road  Leads  Me  Back  to  You— Vocal, 
.  .         ,  Douglas  Richardson 

When  All  the  World  Is  Fast  Asleep— Vocal, 
Douglas  Richardson 
Gonna  Get  a  Girl — Vocal  Duet, 

Clarence  Badger-Robert  Mueseler 
Stop  It — I  Love  It — Vocal  Duet, 

Clarence  Badger-Robert  Mueseler 

Promise — Baritone  Solo   Elmer  Herling 

Maid  of  Love — Baritone  Solo.. Elmer  Herling 
Cuddle  Closer — Fox-trot,  with  Vocal  Chorus 
by  Campus  Four, 

Cole  McElroy's  Spanish  Ball  Room  Band 
That    Haunting    Waltz — Waltz,    with  Vocal 
Chorus  by  Jimmie  Davis, 

Cole  McElroy's  Spanish  Ball  Room  Band 
Promise — Fox-trot,  with  Vocal  Chorus  by  Wal- 
ton McKinney, 

Jackie  Souders  and  His  Orch. 
When  You  Dream,  Dream  of  Me — Fox-trot, 
with  Vocal  Chorus  by  Walton  McKinney, 

Jackie  Souders  and  His  Orch. 
Never    Before    and    Never   Again — Fox-trot, 
with  Vocal  Chorus, 

E.  Burnett's  Los  Angeles  Biltmore  Hotel  Orch. 
I'm    Just    a    Rolling  Stone — Fox-trot,  with 
Vocal  Chorus, 

E.  Burnett's  Los  Angeles  Biltmore  Hotel  Orch. 
Talk  About  Dixie — Vocal  Duet. -Gypsy-Marta 

Lady  Bug — -Vocal  Duet   Gypsy-Marta 

Persian    Rug — Fox-trot,    with    Vocal  Chorus 
by  Jack  Deeble, 

Frank  Ellis  and  His  St.  Francis  Hotel  Orch. 
Midnight    Moonlight  —  Waltz,    with  Vocal 
Chorus  by  Eddie  Magill, 

Frank  Ellis  and  His  St.  Francis  Hotel  Orch. 
FAMILIAR  TUNES— OLD  AND  NEW 
You're  Going  to  Leave  the  Old  Home,  Jim, 
To-night — Vocal, 

Benny  Borg  (The  Singing  Soldier) 
I  Want  a  Pardon  for  Daddy — Vocal, 

Benny  Borg  (The  Singing  Soldier) 
Kitty  Wells — Vocal, 

Obed  Pickard,  Sta.  WSM,  Memphis,  Tenn. 
Bury  Me  Not  on  the  Lone  Prairie — Vocal, 

Obed  Pickard,  Sta.  WSM,  Memphis,  Tenn. 
Sweet  Rosie  O'Grady — Vocal  Duet, 

Cross-McCartt 

When  the  Roses  Bloom  Again — Vocal  Duet, 

Cross-McCartt 

The  Mississippi  Flood — Vocal  Al  Craver 

The  Engineer's  Dream — Vocal  Al  Craver 

Knoxville  Girl — Vocal, 

Arthur  Tanner  and  His  Corn  Shuckers 
The  Jealous  Lover — Vocal, 

Arthur  Tanner  and  His  Corn  Shuckers 
John  Henry  (The  Steel  Drivin'  Man), 

Gid  Tanner  and  His  Skillet  Lickers,  with 
Riley    Puckett    and    Clayton  Michen 
The  Wreck  of  the  Southern  Old  '97, 

Gid  Tanner  and  His  Skillet  Lickers,  with 
Riley    Puckett    and    Clayton  Michen 
Will  Sing  of  My  Redeemer, 

Smith's  Sacred  Singers 
He  Will  Set  Your  Fields  on  Fire, 

Smith's  Sacred  Singers 
Everybody    Will    Be    Happy    Over  There — 
The  Deal  Family 
I'm  a  Rolling — Sacred  Music. The  Deal  Family 

IRISH  RECORDS 
The  Stack  o'  Barley — Accordion,  with  Banjo, 
Flanagan  Brothers 
Erin  Go'  Bragh — Comic  Sketch. 

Flanagan  Brothers 

Drumin  Donn  Dilis — Tenor 

Seamus  O'Doherty 

Sal  Og  Ruad — Tenor  Seamus  O'Doherty 

When  It's  Springtime  in  Killarney,  I'll  Come 

Back  to  You — Baritone  Michael  Ahern 

Wearin'  of  the  Green — Baritone, 

Michael  Ahern 
{Continued  on  page  158) 
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LATEST  RECORD  BULLETINS — (Continued  from  page  157) 


331C0-F  My  Love  Nell — Vocal   Shaun  O'Nolan 

Paddy  Kane— Vocal   Shaun  O'Nolan 

3316I-F  Willy  Reilly  and  His  Dear  Colleen  Bawn — 

Vocal,  with  Violin   Frank  Quinn 

The  Cherry  Blossom  Jig — Accordion  Solo, 

Frank  Quinn 

331(2  F  Billy  Hanafin's  Reel  (The  Little  Bird  on  the 

Tree) — Violin  Solo   Michael  C.  Hanafin 

The  Rabbit  Catcher — Jig, 

Sullivan's  Shamrock  Band 

33163-  F  Groves  Hornpipe — Fiddle  and  Whistle  Duet, 

Michael  C.  Hanafin-Daniel  P.  Moroney 
The  Kid  on  the  Mountain — Slip  Jig, 

Sullivan's  Shamrock  Band 

33164-  F  Johnny  Knocked  Over  His  Uncle — Jig;  Violin 

Solo   Martin  Mullin 

Hawke's   Hornpipe. .  Sullivan's  Shamrock  Band 

33165-  F  The  Mountains  O'Mourne — Tenor, 

Seamus  O'Doherty 
A  Letter  From  Mary  of  Mourne — Soprano, 

Lily  Meagher 
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Brunswick  Records 

JULY  7  RELEASE 
My  Idea  of  Heaven  (Is  to  Be  in  Love  With 
You)  (Johnson-Tobias-Sherman)  —  Comedian, 

with   Orch  Harry  Richman 

It's  You  (C'est  Vous)  (Say  Voo)  (Green-Silver- 

Richman) — Comedienne,  with  Orch. Harry  Richman 
Alabama     Stomp     (Creamer-Johnson) — Fox-trot, 

for  Dancing  ..Red  Nichols  and  His  Five  Pennies 
Hurricane  (Mertz-Nichols) — Fox-trot,  for  Danc- 
ing  Red  Nichols  and  His  Five  Pennies 

Rosy   Cheeks   (Simons- Whiting) — Fox-trot,  with 
Vocal  Chorus;  for  Dancing, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
That    Little    Something    (Kalmar-Ruby-Kern) — 
— Fox-trot,  with  Vocal  Duet;  for  Dancing, 

Ben  Bernie  and  His  Hotel  Roosevelt  Orch. 
Rio   Rita   (From  "Rio  Rita")  (McCarthy-Tier- 
ney) — Fox-trot,   with   Humming   Chorus;  for 

Dancing   Carl  Fenton's  Orch. 

Following  the  Sun  Around  (From  "Rio  Rita") 
(McCarthy-Tierney) — Fox-trot,      with  Vocal 

Chorus;  for  Dancing  Carl  Fenton's  Orch. 

The  More  We  Are  Together  (King) — Fox-trot, 

with  Vocal  Effects;  for  Dancing. Six  Jumping  Jacks 
You  Never  Get  Nowhere  Holding  Hands  (John- 
son-Sturm-Ness) — Fox-trot,  with  Vocal  Effects; 

for  Dancing  Six  Jumping  Jacks 

The  House  at  the  End  of  the  Lane  (Robison) — 
Tenor  and  Whistler,  with  Fiddle  and  Guitar, 

Vernon  Dalhart-Carson  Robison 
My    Blue   Ridge   Mountain   Home    (Robison) — 
Tenor  and   Whistler,  with  Harmonica,  Jews- 
HaTp,  Fiddle  and  Guitar, 

Vernon  Dalhart-Carson  Robison 
Waltz  in  A  Major  (Brahms) — Violin  Solo,  with 

Pianoforte  by  Andre  Benoist  Albert  Spalding 

Minuet  (Mozart) — Violin  Solo,  with  Pianoforte 

by  Andre  Benoist   Albert  Spalding 

JULY   14  RELEASE 
You  Don't  Like  It — Not  Much  (Kahn-Cohn) — 
Fox-trot,   with   Vocal  Chorus  by   Frank  Syl- 
vano;  for  Dancing, 

Tules  Herbuveaux's  Palmer  House  Victorians 
Where  the  Wild,  Wild  Flowers  Grow  (Dixon- 
Woods) — Fox-trot,    with    Vocal    Chorus  by 
Frank  Sylvano;  for  Dancing, 

Jules  Herbuveaux's  Palmer  House  Victorians 
Variety  Stomp  (Henderson-Green-Trent)  —  Fox- 
trot, for  Dancing, 

Fess  Williams'  Royal  Flush  Orch. 
Phantom  Blues   (Handler-Riley-Mills)  — Fox-trot. 

for  Dancing  ...Fess  Williams'  Royal  Flush  Orch. 
Silver  Moon  (Intro.:  "My  Mother,"  from  "My 
Maryland")   (Donnelly-Romberg)  —  Fox-trot, 
with  Vocal  Chorus;  for  Dancing, 

Carl  Fenton's  Orch. 
Your  Land  and  My  Land   (From  "My  Mary- 
land")   (Donnelly-Romberg)  —  Fox-trot,  with 
Vocal  Quartet;  for  Dancing. . Carl  Fenton's  Orch. 
South      Wind       (DeSylva-Brown-Henderson) — 
Vocal,  with  Ukulele  and  Guitars, 

Yale  Hawaiian  Trio 
One  Summer  Night  (Coslow-Spier) — Vocal,  with 

Ukulele  and  Guitars   Yale  Hawaiian  Trio 

I'm  in  Love  Again  (Porter) — Comedienne,  with 

Orch  Vaughn  De  Leath 

Just     Wond'ring     (Kahn) — Comedienne,  with 

Orch  Vauhn  De  Leath 

Rock  Island — Voice  and  Banjo  Buell  Kazee 

Old  Whisker  Bill,  the  Moonshiner — Voice  and 

Banjo   Buell  Kazee 

Muscle  Shoal  Blues — Harmonica.  ..  .De  Ford  Bailey 

Up  Country  Blues — Harmonica  De  Ford  Bailey 

Fra  Diavolo  (On  Yonder  Rock  Reclining),  Act 

1  (Auber) — Tenor,  with  Orch  Mario  Chamlec 

Bohemian   Girl    (Then   You'll   Remember  Me), 
Act  III  (Balfe)— Tenor,  with  Orch.. 

Mario  Chamlec 

JULY  21  RELEASE 
Hallelujah!    (From    "Hit    the    Deck")  (Robin- 
Gray-Youmans)  —  Fox-trot,      with  Vocal 
Chorus;  for  Dancing:  Piano  Duet,  with  Orch., 

Phil  Ohman-Victor  Ardcn,  With  Their  Orch. 
Sometimes  I'm  Happy  (From  "Hit  the  Deck") 
(Caesar- Youmans)  —  Fox-trot.      with  Vocal 
Chorus;  for  dancing;  Piano  Duet,  with  Orch., 

Phil  Ohman-Victor  Arden,  With  Their  Orch. 
Rosy    Cheeks    (Simons-Whiting)  —  Voice  and 
Guitar,  with  Piano. 

Nick  Lucas  (The  Crooning  Troubadour) 
Underneath  the  Stars  With  You  (Lucas-Stept) — 
Voice  and  Guitar, 

Nick  Lucas  (The  Crooning  Troubadour) 
W  hat  Do  I  Care  What  Somebody  Said  (Clare- 
\\ Hrn|)_Fox  trot,    with    Vocal    Chorus:  for 

Dancing   Mound  City  Blue  Blowers 

Nervous     Puppies     (McKenzie)  —  Fox-trot,  for 

Dancing   Mound  City  Blue  Blowers 

The  Winding  Trail  (Haydcn-Howard)— Fox-trot. 

with  Vocal  Chorus;  for  Dancing. Park  Lane  Orch. 
I'm  Learning  Now  (Littlc-Meyn) — Fox-trot,  with 

Vocal  Chorus;  for  Dancing  Park  Lane  Orch. 

Red  Lips,  Kiss  My  Blues  Awav  (Bryan-Monaco- 
Wendling) —  Fox-trot,  with  Vocal  Chorus;  for 

Dancing   The  Clevelanders 

Magnolia     (DcSylva-BrownHcndcrson)  —  Fox- 
trot, with  Vocal  Chorus;  for  Dancing, 

The  Clevelanders 
West  Virginia  Hill-  (King  Englc) — Male  Voices. 

w  th   Piano   Kanawha  Singer- 

Hail  Weal  Virginia  (  Dccm  Millcr  McWhorter)  — 

Mile  Voice-,  wild  Piano  Kanawha  Singers 

I'.ui-i    Avanl  de  qti'tter  cci  lieux  (Dio  posscntc) 
(Even    Dravcsl    Heart),   Act  II   (Gounod) — 
Baritone,  with  Orch.;  in  French ..  Giuseppe  Dani-c 
1  r  tviata    Di   Provenza  il  mar   (Thy  Home  in 
'■  ur    Provence),    Act    II    (Verdi) — Baritone, 
with  orch.;  in  Italian   Guiscppe  Danise- 


20054  (a)  Manhattan  Beach  March;  (b)  High  School 
Cadets'  March  (Sousa) — Concert  Band, 

Walter  B.  Rogers  and  His  Band 
(a)  Baltimore  Centennial  March  (Herbert)  ;  (b) 
Boston  Commandery  March  (Carter) — Concert 

Band   Walter  B.  Rogers  and  His  Band 

3551  Falling    in    Love    With    You    (Davis-Meyer) — 

Piano  Solo   Lee  Sims 

Song  of  the  Wanderer  (Moret) — Piano  Solo, 

Lee  Sims 

JULY  28  RELEASE 
3503  Hello,    Cutie    (Friend) — Fox-trot,    with  Vocal 

Chorus   "Kenn"  Sisson  and  His  Orch. 

La  Lo  La  (Schertzinger) — Fox-trot,  with  Vocal 

Chorus   "Kenn"  Sisson  and  His  Orch. 

3526  Soliloquy    (Bloom) — Fox-trot    ..The  Washingtonians 
Black  and  Tan  Fantasy  (Ellington-Miley) — Fox- 
trot  The  Washingtonians 

3573  Just   Like   a   Butterfly   (That's   Caught   in  the 
Rain)  (Dixon-Woods) — With  Vocal  Chorus, 

Vincent  Lopez  and  His  Casa  Lopez  Orch. 
Baby  Mine  (Davidson-Rupp) — With  Vocal  Chorus, 

Vincent  Lopez  and  His  Casa  Lopez  Orch. 
350S  When    the    Bo-Tree    Blossoms    Again  (Intro.: 
"Cingalese   Girls,"   from   "Lucky")  (Kalmar- 
Ruby-Kern) — Fox-trot,  with  Vocal  Chorus, 

Carl  Fenton's  Orch. 
The    Same   Old    Moon    (Intro. :    "Dancing  the 
Devil  Away,"  from  "Lucky")  (Harbach-Kal- 
mar-Ruby) — Fox-trot,  with  Vocal  Chorus, 

Carl  Fenton's  Orch. 
3525  Oriental    Moonlight   (Smoley-Seaman)  —  Male 

Quartet,  with  Oboe,  Lute  and  Piano. Ritz  Quartet 
Shanghai     Dream     Man     (Davis-Akst)  —  Male 
Quartet,  with  Oboe,  Lute  and  Piano. Ritz  Quartet 
3514  The  Love  Waltz  (Inspired  by  Gloria  Swanson) 
(Brennan-Jacquet) — Violin   Solo,   with  Orch., 

Frederic  Fradkin 
I'm    Falling    in    Love    With    Someone  (From 
"Naughty   Marietta")    (Young-Herbert) — Vio- 
lin Solo,  with  Orch  Frederic  Fradkin 

127  Poor    Little    Ellen — Fiddle',    Guitar    and  Auto- 
Harp,  with  Vocal  Effects  by  Hub  Mahaffey, 

Dykes  Magic  City  Trio 
Frankie  (Leighton-Leighton) — Fiddle,  Guitar  and 
Auto-Harp,  with  Vocal  Effects  by  Hub  Mahaf- 
fey  Dykes  Magic  City  Trio 

144  John   Hardy — Voice  and   Banjo  Buell  Kazee 

Roll  On,  John — Voice  and  Banjo  Buell  Kazee 

Vocalion  Records 
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JULY   7  RELEASE 

Rosy  Cheeks  (Simons-Whiting) — Fox-trot,  with 
Vocal  Duet;  for  Dancing.  .Al  Goering's  Collegians 

The  Sphinx  (King-Warren) — Fox-trot,  for  Danc- 
ing  The  Ambassadors 

La  Lo  La  (Schertzinger) — Fox-trot,  with  Vocal 
C'orus:  for  Dancing   New  England  Ramblers 

Hello,  Cutie  (Friend) — Fox-trot,  with  Vocal 
Chorus;  for  Dancing   New  England  Ramblers 

One  Sweet  Letter  From  You  (Clare-Brown-War- 
ren)— Comedienne,  with  Piano,  Clarinet  and 
Cornet   Evelyn  Thompson 

Looking  for  the  Sunshine  Walking  Around  in 
the  Rain  (Gaskill-McHugh) — Comedienne, 
with  Piano,  Clarinet  and  Cornet, 

Evelyn  Thompson 
Fidgety   Feet    (LaRocco-Shields) — Fox-trot,  for 

Dancing   Fletcher  Henderson  and  His  Orch. 

Sensation  (Edwards) — Fox-trot,  for  Dancing, 

Fletcher  Henderson  and  His  Orch. 
Through   and    Through   Blues    (Miller) — Come- 
dienne, with  Piano,  Banjo  and  Cornet, 

Luella  Miller 
Smiling  Rose  Blues  (Miller) — Comedienne,  with 

Piano  and  Banjo  ILuella  Miller 

Alcoholic  Blues  (Laska-Von  Tilzer) — Harmonica, 

De  Ford  Bailey 

Evening  Prayer  Blues — Harmonica,  .De  Ford  Bailey 
West  Virginia  Hills  (King-Engle) — Male  Voices, 

with  Piano   Kanawah  Singers 

Hail    West    Virginia    (Deem-Miller- McWhorter) 

— Male  Voices,  with  Piano   Kanawah  Singers 

Celosa   (Jealous)    (Vals-Cancion) — Soprano,  con 

Orquesta   Pilar  Arcos  Con  the  Castilians 

Mocosita  (Unsophisticated  Little  Girl) — Tango; 
Soprano,  con  Orquesta, 

Pilar  Arcos  Con  tiie  Castilians 
JULY   14  RELEASE 
Where  the  Wild,  Wild  Flowers  Grow  (Dixon- 
Woods) — Fox-trot,     with    Vocal    Chorus  by 
Frank   Sylvano;   for  Dancing. .. Club  Royal  Orch. 
You  Never  Get  Nowhere  Holding  Hands  (John- 
son-Sturm-Hess) — Fox-trot,  with  Vocal  Effects; 

for  Dancing   Six  Hayseeds 

The  More  We  Are  Together  (King) — Fox-trot, 

with  Vocal  Effects;  for  Dancing  Six  Hayseeds 

You  Don't  Like  It — Not  Much  (Miller-Kahn- 
Cohn) — Fox-trot,  with  Vocal  Chorus  by  Frank 

Sylvano;  for  Dancing   Club  Royal  Orch. 

Idolizing  (Messenheimer-Abrahamson-West) — - 
Fox-trot,  with  Vocal  Trio;  for  Dancing, 

Night  Club  Orch. 
Hush-a-Bye     (Calvin-Spencer)  —  Fox-trot,  with 
Vocal  Duet;  for  Dancing, 

The  Ambassadors  (L.  Katzman,  Dir.) 
New   Prisoner's   Song — Voice  and  Banjo,  with 

Guitar  by  Hub  Mahaffey  Dock  Boggs 

Hard  Luck  Blues — Voice  and  Banjo,  with  Guitar 

by  Hub  Mahaffey  Dock  Boggs 

Black  Diamond  Express  to  Hell — Part  1  (Nix), 

Rev.  A.  W.  Nix  and  His  Congregation 
Black  Diamond  Express  to  Hell — Part  2  (Nix), 

Rev.  A.  W.  Nix  and  His  Congregation 
Las   Mananitas  Alegres   (In  the  Small  Hours) 
— Vocal  Duet,  with  Guitar  and  Mandolin, 

Noloesca  y  Ramirez 
El  Adolorido  (The  Sad  One)— Vocal  Duet,  with 

Guitar   and    Mandolin  Noloesca  y  Ramirez 

JULY  21  RELEASE 
Just  a  Litte  Cuter   (That  the  Rest)  (Seidcn- 
man-Alexander) — Fox-trot,  with  Vocal  Chorus, 

Kensington  Serenaders 
Marianette  (A  Spanish  Love  Song)  (Hays-Nay- 
lor-Alexander-Herscher)  —  Waltz,   with  Vocal 

Chorus   Kensington  Serenaders 

One  Summer  Night  (Coslow-Spier) — Vocal,  with 

Ukulele  and  Guitars   Royal  Hawaiian  Trio 

South  Wind  (DeSylva-Brown-Henderson) — 
Vocal,  with  Ukulele  and  Guitars, 

Royal  Hawaiian  Trio 
Shanghai     Dream     Man     (Davis-Akst)  —  Male 
Quartet,  with  Oboe,  Lute  and  Piano. 

Blue  Ribbon  Quartet 
Oriental     Moonlight     (Smolcv-Seaman)  —  Male 
Quartet,  with  Oboe,  Lute  and  Piano, 

Blue  Rihhon  Quartet 
lu-i    i  Melody  (Robison) — Tenor  and  Baritone, 
with  Violin,  'Cello  and  Guitar, 

Vernon  Dalhart-Carson  Robison 
Mv    Blue    Ridge    Mountain    Home — Tenor  and 
Whistler,  with  Haromonica,  Jews-Harp,  Fiddle 


and  Guitar   Vernon  Dalhart-Carson  Robison 

1112  Willie,  the  Weeper  (Rymal-Melrose-Bloom). 

King  Oliver  and  His  Dixie  Syncopator- 
Black  Snake  Blues  (Johnson-Spivey), 

King  Oliver  and  His  Dixie  Syncopator- 
1109  The  Royal  Telephone  (Nelson), 

Rev.  Sister  Mary  Nelson 

Judgment    (Nelson)   Rev.  SisteT  Mary  Nelson 

8111  Los  Cuatros  Milpas  (The  Four  Corn  Plants)  (E. 

Vigil  y  Robles) — Vals  .  .  Band  Sinfonica  Vocalion 
El  Novillo  Despuntado  (The  Bull  With  Blunted 
Horns)   (Rubio) — Vals... Band  Sinfonica  Vocalion 
JULY  28  RELEASE 
15566  Hurricane  (Mertz-Nichols) — Fox-trot, 

Red  Nichols  and  His  Five  Pennies 
Alabama  Stomp   (Creamer-Johnson) — -Fox-trot, 

Red  Nichols  and  His  Five  Pennies 
15569  SilveT   Sands  of  Love   (Intro.   "Sad  Hawaiian 
Sea")   (Sanders-Carlo-Breau-Roberts) — Waltz, 

Miami  Marimba  Band 
Monastery  Bells  (Leslie- Wendling)— Waltz, 

Miami  Marimba  Band 
15568  Just   Like   a    Butterfly    (That's   Caught   in  the 
Rain)     (Dixon- Woods)  —  Comedienne,  with 

Piano  Peggy  English 

Sixty    Seconds    Every    Minute    (I'm    in  Love 
With  You)  (Davis-Santly) — Comedienne,  with 

Piano   Peggy  English 

1102  Carrier    Pigeon    Blues    (Miller)  —  Comedienne, 

with  Piano,  Guitar  and  Violin  Luella  Miller 

Peeping   at   the    Rising   Sun    Blues    (Miller) — 
Comedienne,  with  Piano  and  Banjo. -Luella  Miller 
1111  Rock  Island  Blues  (Lewis) — Voice  and  Guitar, 

Furry  Lewis 
Everybody's  Blues   (Johnson-Lewis) — Voice  and 

Guitar,  with  Mandolin  Furry  Lewis 

5150  Salty   Dog  Blues — Singing,   Fiddle  and  Guitar, 
C-h-i-c-k-e-n  Spells  Chicken — Singing,  Fiddle  and 

McGee  Brothers  (Sam-Kirk) 

5148  Bake    That    Chicken    Pie — Singing,    with  Old- 

Time  Orch., 

Uncle  Dave  Macon  and  His  Fruit-Jar  Drinkers 
I'm  a-Goin'  Away  in  the  Morn — Singing,  with 
Old-Time  Orch., 

Uncle  Dave  Macon  and  His  Fruit-Jar  Drinkers 

5149  I'll  Never  Go  There  Any  More  (The  Bowery) 

— Singing  and  Banjo  Uncle  Dave  Macon 

In  the  Shade  of  the  .Old  Apple  Tree  (Parody) 

— Singing  and   Banjo  Uncle  Dave  Macon 

8084  Deja  Morena  Mia   (Stop,   My  Brunette)— Can- 

cion  Mexicana;  Solo  de  Tenor. .  .Roberto  Guzman 
Tango   de   la    Muerte — Death    Tango;    Solo  de 

Tenor   Roberto  Guzman 


Edison  Disc  Records 


51987 
51992 

51993 
5199S 

51994 

51995 
80SSO 

52001 

52009 

52010 
52000 

52005 

52006 

52007 

52008 
52016 

51996 


SPECIALS 

I'm  Looking  for  a  Girl  Named  Mary  (Stept), 

Frederick  Kinsley  on  Midmer-Losh  Pipe  Organ 
Calling  (Klages-Golden), 

Frederick  Kinsley  on  Midmer-Losh  Pipe  Organ 
Ain't  She  Sweet?  (Yellen-Ager) — With  Clarinet 
by  Andy  Sannella, 

Johnny  Marvin  (The  L'kulele  Ace) 
I  Can't  Believe  That  You're  in  Love  With  Me 
(Gaskill-McHugh)  —  Guitar  Accomp.  by  Andy 
Sannella, 

J.  Marvin  (Ukulele  Ace)  Playing  Hawaiian  Guitar 
C'est  Vous   (It's  You)  (Green-Silver-Richman), 

Elliott  Stewart 

Swanee  Trail  (Jolson-Caesar)  Charles  Harrison 

A  Little  of  This— A  Little  of  That  (Cook). 

Phil  Cook  (The  Radio  Chef)  and  His  Fryin'  Pan 
He  Don't  Act  the  Same  Way  Now  (Cook). 

Phil  Cook  (The  Radio  Chef)  and  His  Fryin'  Pan 
We  Courted  in  the  Rain — Singing,   with  Har- 
monica and  Guitar, 

E.  V.  Stoneman  (The  Blue  Ridge  Mountaineer) 
Kitty  Wells — Singing,   with   Fiddle,  Harmonica 
and  Guitar, 

E.  V.  Stoneman  and  Dixie  Mountaineers 
Electric  Light  Schottische — John  F.  Burckhardt 
at  the  Piano, 

John  Baltzell  (Champion  Old-Time  Fiddler) 
London  Poika — John  F.  Burckhardt  at  the  Piano, 

John  Baltzell  (Champion  Old-Time  Fiddler) 
After  I   Gave   My   Heart   to   You  (Berchman- 
Hoff) — Whistling,  Violin,  Piano  and  Celesta, 

The  Sibyl  Fagan  Ensemble 
When    the    Bo-Tree    Blossoms    Again  (From 
"Lucky")    (Kalmar-Ruby-Kern)  —  Whistling, 
Violin,  Piano  and  Celesta, 

The  Sibyl  Fagan  Ensemble 
That  Little  Old   Shack    (Where   I  Was  Born) 
(Dennis-Magine) — Dan  Dougherty  at  the  Piano, 

The  Dennis  Sisters 
St.  Louis  Gal  (Robinson) — Dan  Dougherty  at  the 

Piano   The  Dennis  Sisters 

Russian  Lullabv  (Berlin), 

Murray  Kellner's  Dinner  Music  Ensemble 
The  Doll  Dance  Intro.:  "Dancing  Doll"  (Brown- 
Poldini)  .Murrav  Kellner's  Dinner  Dance  Ensemble 

Russian  Lullabv   (Berlin)  J.  Donald  Parker 

Beside  a  Garden  Wall  (Kahn-Short-Delbridge). 

T.  Donald  Parker 
My    Sunday    Girl    (Ruby-Cooper-Stept) — Irwin 
Dash  at  the  Piano, 

Frank  Braidwood  (The  Cowboy  Baritone) 
Rosy  Cheeks  (Simone- Whiting) — Irwin  Dash  at 
the  Piano. 

F.  Braidwood  (The  Cowboy  Baritone)  and  Hi-  Uke 
Bye,   Bve  Bonnie   (Medley  Intro.:  "Just  Cross 
the  River  From  Queens,"  "You  and  I.  Love 
You  and  Me,"  "Tampico  Tap"  and  "Toodle- 
oo"  (Fleeson-Von  Tilzer), 

Alan  Moran  and  Walter  Feldkamp  on  Two  Pianos 
I  Know  That  You  Know  (From  "Oh,  Please") 
(Caldwell- Youmans), 

Alan  Moran  and  Walter  Feldkamp  on  Two  Pianos 
Down   the   Lane   (With  You  Again)  (Klages- 
Spier), 

Rollo  Maitland  on  the  Midmer-Losh  Pipe  Organ 
At  Sundown  (When  Love  Is  Calling  Me  Home) 
(Donaldson). 

Rollo  Maitland  on  the  Midmer-Losh  Pipe  Organ 
The  Seven  Ages  of  a  Kiss — Part  1  — Descriptive  ; 
Recitation  by  Leslie  W.  Joy, 

B.  A.  Rolfe  and  His  Concert  Orch 
The  Seven  Ages  of  a  Kiss— Part  2— Descriptive; 
Recitation  bv  Leslie  W.  Joy. 

B.  A.  Rolfe  and  His  Concert  Orch 
The   Same  Old  Moon   (From    "Lucky")  (Har- 

bach-Kalmar-Rubv)— Piano    Solo  Duke  Yellman 

Tenderly   Think   of  Me    (Pascoe-Dulmage  Whit 

i,lg) — Piano   Solo   Duke  Yellman 

(What    Do    I    Care)     What    Somebody  Said 

(Clare-Woods)  .Vaughn  De  Leath  (The  Radio  Girl) 
So  Blue  (DeSvlva-Brown-Hendcrson). 

Vaughn  De  Leath  (The  Radio  Girl) 
FLASHES 

Marv  Dear  (I  Miss  You  Most  of  All)  (From 
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52012 
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"Honeymoon  Lane")  (Creamer-Dowling-Han- 
ley) — Fox-trot,  with  Vocal  Chorus  by  J.  Don- 
ald  Parker   Phil  Napoleon  and  His  Orch. 

Underneath  the  Weeping  Willow  (Ford-Breau) 
— Fox-trot   Phil  Napoleon  and  His  Orch. 

I'll  Always  Remember  You  (Klages-Greer) — 
Fox-trot,  with  Vocal  Refrain  by  Vaughn  De 
Leath, 

D.  Voorhees  and  His  Earl  Carroll's  Vanities  Orch. 
La  Lo  La  (Schertzinger) — Fox-trot, 

Phil  Napoleon  and  His  Orch. 
The   Same   Old   Moon    (From   "Lucky")  (Har- 
bach-Kalmar-Ruby) — Fox-trot,  with  Vocal  Re- 
frain by  J.  Donald  Parker, 

D.  Voorhees  and  His  Earl  Carroll's  Vanities  Orch. 
Dancing  the  Devil  Away  (From  "Lucky")  (Har- 
bach-Kalmar-Ruby) — Fox-trot,  with  Vocal  Re- 
frain by  Vaughn  De  Leath, 

D.  Voorhees  and  His  Earl  Carroll's  Vanities  Orch. 
One    Summer    Night    (Coslow-Spier) — Fox-trot, 
with  Vocal  Refrain  by  J.  Donald  Parker, 
B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
There's   Something  Nice   About  Everyone,  But 
There's  Everything  Nice  About  You  (Terker- 
Bryan-Wendling) — Fox-trot,    with    Vocal  Re- 
frain by  J.  Donald  Parker, 

B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
There    Ain't    No   Maybe    in    My    Baby's  Eyes 
(Kahn-Egan-Donaldson) — Fox-trot,  with  Vocal 
Chorus  by  Johnny  Ryan, 

Al.  Lynn's  Music  Masters 
It's    a    Happy    Old    World    After    All  (Malie- 

Steiger-Ash) — Fox-trot.  .Al.  Lynn's  Music  Masters 
I  Adore  You   (Je  Vous  Aime)  (Bataille-Henri- 
PothierJMacdonald-Coslow-Mercier) — Fox-trot, 

Cass  Hagan  and  His  Orch. 
Lily    (From    "Lemaire's   Affairs")  (Macdonald- 
Warren-Broones) — Fox-trot, 

Cass  Hagan  and  His  Orch. 
The  Doll  Dance  (Brown) — Fox-trot, 

B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch. 
Some  Other  Day  (Young) — Fox-trot, 

B.A.Rolfe(Trumpet  Virtuoso)and  Palais  d'Or  Orch 
Hallelujah!    (From   "Hit   the   Deck")  (Robin- 
Grey- Youmans) — Fox-trot,  with  Vocal  Chorus 

by  Arthur  Fields   Golden  Gate  Orch. 

Yes  She  Do— No  She  Don't  (I'm  Satisfied  With 
My  Girl)   (Trent-Rose)— Fox-trot,  with  Vocal 

Chorus  by  Jack  Kaufman  Golden  Gate  Orch. 

GENERAL  GROUP 
Comm'    Ca    (Like    This)     (Sirois) — Basse,  in 

French  Canadian   Charles  Marchand 

Dans  un  p'tit  (In  the  Little  Bush)  (Harmon- 
isation;   d'Oscar  O'Brien) — Basse,   in  French 

Canadian   Charles  Marchand 

La  Rengaine  du  Merle  (Harmonisation ;  d'Oscar 
O'Brien) — Folklore    du    Canada;    Basse,  in 

French  Canadian   Charles  Marchand 

Les  Chauv's. . .  .sourient  (Mirriset-Latour) — 
Comique-Basse,  in  French  Canadian, 

Charles  Marchand 
Le  bal  chez  boule  (Boule's  Hop) ;  La  Visite  du 
Jour  de  1'  an  (The  Visit  on  New  Year's 
Day)  (Harmonisation  d'Oscar  O'Brien)  — 
Folklore  du  Canada;  Basse,  in  French  Cana- 
dian  Charles  Marchand 

Serrez  moi  la  main;  Ca  c'etait  pour  rire  (Har- 
monisation; d'Oscar  O'Brien)  —  Folklore  du 
Canada;  Basse,  in  French  Canadian, 

Charles  Marchand 


Edison  Blue  Amberol 


5326 

5333 
5334 


5336 
5338 


5339 
5341 


5344 

5345 
5346 
5347 
5348 

5349 
5350 
5351 


My    Daddy — Fox-trot,    with    Vocal    Refrain  by 
Charles  Harrison, 

Ernie  Golden  and  His  Hotel  McAlpin  Orch. 
Ain't  She  Sweet? — Fox-trot, 

Clyde  Doerr  and  His  Orch. 
I'm  Looking  Over  a   Four   Leaf  Clover — Fox- 
trot, with  Vocal  Chorus  by  Jack  Davis, 

Oreste  and  His  Queensland  Orch. 

Virginia   Reel   Henry  Ford's  Old-Time  Orch 

Two  Little  Orphans — Singing,  with  Fiddle,  Har- 
monica and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 

Silver  Stars  of  Hawaii  Aloha  Land  Serenaders 

Kitty  Wells — Singing,   with   Fiddle,  Harmonica 
and  Guitar, 

E.  V.  Stoneman  and  the  Dixie  Mountaineers 
There  Ain't  No   Maybe  in   My  Baby's  Eyes — 
Fox-trot,  with  Vocal  Chorus  by  Johnny  Ryan, 

Al.  Lynn's  Music  Masters 
Better  Get  Out  of  My  Way, 

Dalhart's  Texas  Panhandlers 

Muddy  Water, 

Frederick  Kinsley  on  the  Wurhtzer  Organ 
It  Made  You  Happy  When  You  Made  Me  Cry, 

Vaughn  De  Leath  (The  Radio  Girl) 
My  Horses  Ain't  Hungry — Singing,  with  Har- 
monica, Jews-Harp,  Fiddle  and  Guitar, 

Vernon  Dalhar; 
In  the  Land  Where  We'll  Never  Grow  Old- 
Sacred  Song   The  Patterson  Trio 

Tattooed  Man  Selections, 

Victor  Herbert  and  His  Orch. 
Killiecrankie — Comic  Song   Harry  Lauder 


Okeh  Records 


MAY  25  RELEASE 
DANCE  MUSIC 

40810  Side   by   Side   (Woods) — Fox-trot,   with  Vocal 

Refrain.. Sam  Lanin  and  His  Famous  Players 
It's  a    Happy   Old   World   After  All  (Malie- 
Steiger-Ash) — Fox-trot, 

Sam  Lanin  and  His  Famous  Players 

40811  Rosy  Cheeks   (Simons-Whiting) — Fox-trot,  with 

Vocal  Refrain   The  Happy  Hour  Orch. 

My  Idea  of  Heaven  (Is  to  Be  in  Love  With 
You)  (Johnson-Sherman-Tobias)  —  Fox-trot, 
with  Vocal   Refrain.. The  Happy  Hour  Orch. 

40812  The  More  We  Are  Together  (King) — Fox-trot, 

with  Vocal  Refrain.  Harry  Reser's  Jazz  Pilots 
Oh,    Baby!    Don't    We    Get   Along  (DeSylva- 
Brown-Henderson) — Fox-trot,  with  Vocal  Re- 
frain  Harry  Reser's  Jazz  Pilots 

VOCAL  -MUSIC 

40813  Fifty  Million  Frenchmen  Can't  Be  Wrong  (Rose- 

Raskin-Fisher) — Miff  Mole's  Molers,  with  Ted 

Shapiro   at   Piano  Sophie  Tucker 

One  Sweet  Letter  From  Home  (Clare-Brown- 
Warren) — Miff  Mole's  Molers,  with  Ted 
Shapiro  at  the  Piano  Sophie  Tucker 

40814  (When   the   Pussywillow   Whispers  to  the  Cat- 

nip) The  Whisper  Song  (Friend) — Contralto, 

with  Piano   Vaughn  De  Leath 

I'm  on  My  Merry  Way  (Gillespie-Simons-Whit- 
ing) — Contralto,  with  Piano. Vaughn  De  Leath 


10 


10 


10 


10 


10 


10 


10 
10 


40815  Souvenir    (Drdla) — Whistling,   with   Violin  and 

Piano   Sibyl  Sanderson  Fagan  Ensemble  10 

Nightingale  Song  (Zeller) — Whistling,  with  Vio- 
lin, Piano  and  Celeste, 

Sibyl  Sanderson  Fagan  Ensemble  10 

OLD-TIME  TUNES 

45104  Jesus  I  Come   (Stebbins) — Sacred,  with  Organ, 

Jenkins  Family  10 
Let    the   Lower   Lights    Be    Burning    (Bliss)  — 
Sacred,   with   Guitar  and  Mandolin, 

Jenkins  Family  10 

45105  I've  Still  Got  Ninety-nine — Guitar  and  Singing, 

Morgan  Dennon  10 
The  Girl  I  Loved  in  Sunny  Tennessee — Guitar 
and  Singing   Morgan  Dennon  10 

8462  Take   Your    Black    Bottom    Outside  (Williams- 

Green) — Fox-trot,  with  Vocal  Refrain  by  Clar- 
ence Williams, 

Clarence  Williams'  Washboard  Five  10 
Cushion  Foot  Stomp  (Williams) — Fox-trot, 

Clarence  Williams'  Washboard  Five  10 

8463  Smile  Your  Bluesies  Away  (Brooks) — Contralto, 

with  Clarence  Williams'  Blue  Five. Eva  Taylor  10 
Red  Hot  Flo  (From  Ko-Ko-Mo)  (Blake-Bagar) 
— Contralto,    with    Clarence    Williams'  Blue 

Five   Eva  Taylor  10 

JUNE  5  RELEASE 
DANCE  MUSIC 

40816  I'm  on  My  Merry  Way  (Gillespie-Simons-Whit- 

ing) — Fox-trot,  with  Vocal  Refrain, 

The  Happy  Hour  Orch.  10 
For  Mary  and  Me  (Link-Rose-Britt) — Fox-trot, 
with  Vocal  Refrain  by  Les  Reis, 

Ted  Wallace  and  His  Orch.  10 

40817  The  Wang  Wang  Blues  (Mueller-Johnson-Busse) 

— Fox-trot   The  Goofus  Five  10 

Arkansas  Blues  (Lada- Williams) — Fox-trot, 

The  Goofus  Five  10 
40820  Old  Timers  Medley  Waltz— Part  1— Waltz,  with 
Vocal  Refrain  bv  Happiness  Boys, 

Bar  Harbor  Society  Orch.  10 
Old  Timers  Medley  Wbltz— Part  2— Waltz,  with 
Vocal  Refrain  by  Happiness  Boys, 

Bar  Harbor  Society  Orch.  10 
VOCAL  MUSIC 

40818  Just     Wond'ring     (Kahn-Kahn) — Tenor,  with 

Piano;  Guitar  by  Ed  Lang. ...  Russell  Douglas  10 
Dawn  of  To-morrow    (Gravelle-Green) — Tenor, 
with  Piano;  Guitar  by  Ed  Lang, 

Russell  Douglas  10 
INSTRUMENTAL  MUSIC 

40819  Christine     (Senter)  —  Clarinet,     with  Piano; 

Guitar  by  Ed  Lang  Boyd  Senter  10 

Some  Day  Sweetheart  (Spikes-Spikes) — Clarinet, 
with  Piano;  Guitar  by  Ed  Lang.  .Boyd  Senter  10 
OLD   TIME  TUNES 

45106  Stackalee  (Hutchison) — Guitar  and  Harmonica, 

Frank  Hutchison  10 


Stackalee  (Hutchison) — Guitar,  Harmonica  and 
Singing   Frank  Hutchison  10 

45107  The   Mississippi   Flood   (Robison) — Tenor,  with 

Guitar  and  Violin   Vernon  Dalhart  10 

My   Blue  Ridge   Mountain   Home   (Robison) — 
Tenor   Duet,   with   Violin,    Jews-Harp,  Har- 
monica, Whistle  and  Guitar.  ..  Dalhart-Robison  10 
RACE  RECORDS 

8464  Steady   Grind    (Spivey) — Contralto,   with  Piano 

and   Guitar   Victoria  Spivey  10 

Idle  Hour  Blues  (Spivey) — Contralto,  with 
Piano  and  Guitar   Victoria  Spivey  10 

8465  Black  Snake  Blues   (Johnson-Spivey) — Fox-trot, 

Clarence  Williams'  Blue  Five  10 
Old  Folks'  Shuffle  (Williams-Waller)— Dance, 

Clarence  Williams'  Blue  Five  10 
JUNE  15  RELEASE 
DANCE  MUSIC 

40821  (When  the  Pussy  Willow  Whispers  to  the  Cat- 

nip)   The   Whisper   Song   (Friend) — Fox-trot, 

with  Vocal  Refrain   The  Goofus  Five  10 

Go  Wash  an  Elephant  (If  You  Wanna  Do 
Something  Big)  (Terker-Robinson) — Fox-trot, 
with  Vocal  Refrain   The  Jazz  Pilots  10 

40822  Ostrich  Walk  (LaRocca-Shields)— Fox-trot, 

Frankie  Trumbauer  and  His  Orch.  10 
Riverboat    Shuffle    (Voynow-CarmichaelJMills) — 
Fox-trot.  .  .Frankie  Trumbauer  and  His  Orch.  10 
VOCAL  MUSIC 

40823  Where  the  Wild,  Wild  Flowers  Grow  (Dixon- 

Woods) — Contralto,  with  Guitar  and  Piano, 

Alma  Rotter  10 
Red  Lips,  Kiss  My  Blues  Away  (Bryan-Monaco- 

Wendling) — Contralto,  with  Guitar  and  Piano, 

Alma  Rotter  10 

40824  Home — Cradle    of    Happiness    (Johnson) — Sing- 

ing, with  Piano   Sissle-Blake  10 

Slow  River  (Myers-Schwab) — Singing,  with 
Piano   Sissle-Blake  10 

INSTRUMENTAL  MUSIC 

40825  Goin'  Places  (Venuti-Lang) — Violin  and  Guitar, 

with  Piano  by  Arthur  Schutt, 

Joe  Venuti-Eddie  Lang  10 
Doin'  Things  (Venuti-Lang) — Violin  and  Guitar, 
with  Piano  by  Arthur  Schutt, 

Joe  Venuti-Eddie  Lang  10 

40826  Lindbergh  (The  Eagle  of  the  U.  S.  A.)  (John- 

son-Sherman)— Tenor,  with  Orch. Noel  Taylor  10 
Lucky  Lindy  (Gilbert-Baer) — Tenor,  with  Orch., 

Noel  Taylor  10 

45108  Cumberland  Gap — Guitar,  Ukulele  and  Fiddle, 

Williamson  Brothers-Curry  10 
The  Fun's  All  Over — Guitar,  Ukulele  and  Fiddle, 

Williamson  Brothers-Curry  10 

45109  Try  to  Win  Some  Soul  to  Him— With  Organ, 

Allen  Quartet  10 
(Continued  on  page  160) 
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Cleats  land  and  New  York 


TO  THE  TRADE :- 

We've  Just  struck  a  popular  song  that 
possesses  all  the  qualities  of  a  "natural"  hit  —  beauti- 
ful melody,  touching  lyric  and  a  great  selling  title  - 

"BROKEN  DREAMS" 

The  song  is  selling  on  its  own  merits. 
One  music  department  alone  sold  over  two  thousand  copies 
within  the  first  ten  days  of  publication  and  v/ith  but 
little  special  publicity  other  than  the  efforts  of  the 
music  clerks. 

This  demonstration  has  enthused  us  to  a 
point  where  we  have  instructed  our  entire  organization 
to  concentrate  on  "BROKEN  DREAMS"  as  our  leading  popular 
song,  and  considerable  propaganda  has  been  planned  for 
its  extensive  promotion. 

Letters  from  the  profession  assure  us  of 
their  confidence  in  the  success  of  "BROKEN  DREAMS"  and, 
with  their  co-operation  already  in  evidence,  we  hope  to 
make  this  the  greatest  selling  popular  song  we  have  ever 
published. 


Sincere 


SF:ES 


recent  sam  fox  successes  -  "Broken  Dreams".  "Polly".  "Chinese  Moon", 
'In  tfc  Hecrt  cf  the  Hills".  "Neapolitan  Nights",  and  "Dream  of  Love  and  Vou ". 
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When  the  Sweet  By  and   By  Is  Ended — With 

Organ   Allen  Quartet 

45110  It  Won't  Happen  Again  for  Months — Singing, 
with  Instrumental  Accomp.. 
Bill  Chitwood  and  His  Georgia  Mountaineers 
Smiling  Watermelon — Singing,  with  Instrumental 
Accomp., 

Bill  Chitwood  and  His  Georgia  Mountaineers 
RACE  RECORDS 

8466  South   Bound   Water   (Johnson) — Singing,  with 

Guitars   Lonnie  Johnson 

Back  Water  Blues — Guitar,  with  Piano, 

Lonnie  Johnson 

8467  A  Worried  Woman's  Blues  (Humes) — Contralto, 

with  Piano  and  Guitar   Helen  Humes 

Black  Cat  Blues  (Humes) — Contralto,  with  Piano 
and  Guitar   Helen  Humes 

8468  Behold!  The  Bridegroom  Cometh — Jubilee, 

Kentucky  Jubilee  Four 
Let  Us  Cheer  the  Weary  Traveler — Jubilee, 

Kentucky  Jubilee  Four 

8469  Low    Down  Blues — Jug    Band    Selection,  with 

Vocal  Refrain   . .  .  Whistler  and  His  Jug  Band 
The  Vamps  of  "28" — Jug  Band  Selection,  with 
Vocal  Refrain  ...Whistler  and  His  Jug  Band 

Banner  Records 
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10 
10 
10 
10 
10 
10 

id 


197S 

1979 
1980 

1981 

1982 
1983 

1984 
1985 

1986 
1987 

1988 
1989 
1990 
1991 
1992 
1993 

2154 

2155 


DANCE  RECORDS 
Me  and  My  Shadow — Fox-trot, 

Ambassador  Dance  Orch. 

Sweet  Marie — Fox-trot   Hollywood  Dance  Orch. 

Forgive  Me — Fox-trot   Imperial  Dance  Orch. 

All  I  Want  Is  You — Fox-trot. Imperial  Dance  Orch. 
Just  the  Same — Fox-trot. ...  Hollywood  Dance  Orch. 
I  Always  Knew  I'd  Find  You — Fox-trot, 

Fred  Rich's  Dance  Orch. 
At  Sundown  (When  Love  Is  Calling  Me  Home) 

— Fox-trot   Continental  Dance  Orch. 

The  Doll  Dance — Fox-trot.  ..  .Imperial  Dance  Orch. 
Lazy   Weather — Fox-trot. .  Sam  Lanin's  Dance  Orch. 

Slow   River — Fox-trot   Missouri  Jazz  Band 

Just  Like  a  Butterfly — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
In  a  Shady  Nook  by  a  Babbling  Brook — Fox- 
trot  Hollywood  Dance  Orch. 

Hallelujah    (From    "Hit   the   Deck") — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Shanghai  Refugee — Fox-trot  . . .  Missouri  Jazz  Band 
One  o'Clock  Baby — Fox-trot, 

Fred  Rich's  Dance  Orch. 
Get  Away,  Old  Man,  Get  Away — Fox-trot, 

Missouri  Jazz  Band 
The  Memphis  Blues — Fox-trot. .  .The  Six  Hottentots 
St.  Louis  Blues — Fox-trot, 

Joe  Candullo  and  His  Orch. 
I  Love  No  One  But  You — Waltz. 

Hollywood  Dance  Orch 
Far  Away  Bells — Fox-trot.  ...  Imperial  Dance  Orch. 

VOCAL  RECORDS 
The    Whisper  Song — Male    Duet,    with  Piano 

Accomp  The  Radio  Imps 

Oh,  What  a  Pal  Was  Whoozis— Male  Duet,  with 

Piano  Accomp  The  Radio  Imps 

Side  by  Side — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
Where   the   Wild,   Wild   Flowers   Grow — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

The  Mississippi  Flood — Tenor  Solo,  with  Nov- 
elty Accomp  Vernon  Dalhart 

The  Wreck  of  the  No.  Nine — Tenor  Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

Russian   Lullaby — Tenor   Solo,   with   Orch.  Ac- 
comp Charles  Harrison 

The  Little  Red  House  on  the  Hill — Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

Red   Lips,   Kiss   My   Blues  Away — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

I've   Got   Something   in    My  Eye — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

When  the  Roses  Bloom  Again — Tenor  Solo,  with 

Novelty  Accomp  Ernest  Stoneman 

Hand    Me    Down    My    Walking    Cane — Tenor 

Solo,  with  Novelty  Accomp  Ernest  Stoneman 

STANDARD  RECORD 
Waves  of  the  Danube — Waltz. 

Adrian  Schubert's  Concert  Orch. 
L'Estudiantina — Waltz. 

Adrian  Schubert's  Concert  Orch. 
HAWAIIAN  RECORD 
Aloha  O — Hawaiian  Quintet. ...  South  Sea  Islanders 
One-Two-Three-Four- — Hawaiian  Quintet, 

South  Sea  Islanders 


Harmony  Records 

DANCE  SELECTIONS 
422-H  Rhapsody  in  Blue,  Parts  1  and  2 — Fox-trot, 
Victor  Irwin  and  His  Orch. 

412-  H  Hallelujah!    (From    "Hit    the    De-ck")— Fox- 

trot  The  Astorites 

Me   and   My    Shadow — Fox-trot,   with  Vocal 

Chorus  by  Charles  Hart  The  Astorites 

420-H  Where  the  Wild,  Wild  Flowers  Grow— Fox- 
trot, with  Vocal  Chorus  by  Arthur  Hall, 

Royal  Troubadours 
I   Adore   You — Foxtrot,   with   Vocal  Chorus 

by    Arthur    Hall   Royal  Troubadours 

415-H  The  Doll  Dance — Fox-trot, 

Lou  Gold  and  His  Orch. 
Just   Like  a   Butterfly  That's  Caught   in  the 
Rain — Fox-trot,     with     Vocal     Chorus  by 
Jimmy  Kern   Lou  Gold  and  His  Orch. 

413-  H  I'm  Gonna  Meet  My  Sweetie  Now — Fox-trot, 

Manhattan  Dance  Makers 
I'll    Always    Remember    You — Fox-trot,  with 
Vocal  Chorus  by  Irving  Kaufman, 

The  Harmonians 

416  H  (Oh,  the  Whippoorwill  Sings  in  the  Syca- 
more) Just  the  Same — Fox-trot,  with  Vocal 
Chorus  by  Irving  Kaufman, 

Lou  Gold  and  His  Orch. 
Pleading — Fox-trot,    with    Vocal    Chorus  by 

Jimmy  Kern   Lou  Gold  and  His  Orch. 

410  H  A  Lane  in  Spain — Fox  trot,  with  Vocal  Chorus 
by  Jimmy  Flynn. ..Manhattan  Dance  Makers 
Just   An    Ivy-Covered   Shack — Fox-trot,  with 
Vocal  Chorus  by  Jimmy  Flynn, 

Manhattan  Dance  Makers 
406  H  Honolulu   Moon— Waltz,  with  Vocal  Chorus 
by  Irving  Kaufman, 

Joe  Candullo  and  His  Orch. 
I'll   Take   Care  of  Your  Cares — Waltz,  with 
Vocal  Chorus  by  Irving  Kaufman, 

The  Astorites 

421  H  Ja-Da  (Ta  Da,  Ja  Da.  Jing,  Jing,  Jing!)— 
Slow  Fox-trot   ....The  Arkansas  Travellers 
Sensation — Fox-trot    .The  Arkansas  Travellers 
414  H  Beale-  Street  Blues — Fox-trot.  .University  Six 
I  Wish  I  Could  Shimmy  Like  My  Sister  Kate 
— Fox-trot   The  University  Six 
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10 
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407-H 

418-  H 
409-H 

405-H 

404-  H 

419-  H 
411-H 

417-H 

405-  H 


The  Wang  Wang  Blues — Fox-trot, 

The  Dixie  Stompers 
Wabash   Blues — Fox-trot. .The  Dixie  Stompers 
VOCAL  SELECTIONS 

Lucky  Lindy — Vocal   Jack  Kaufman 

Lindbergh   (The  Eagle  of  the  U.   S.  AO- 
Vocal   Jack  Kaufman 

(Oh,   the   Whippoorwill    Sings   in   the  Syca- 
more) Just  the  Same — Vocal, 

Honey  Duke  and  His  Uke 
Red  Lips,  Kiss  My  Blues  Away — Vocal, 

Honey  Duke  and  His  Uke 

Russian  Lullaby — Vocal  Irving  Kaufman 

Rosy  Cheeks — Vocal   Irving  Kaufman 

That's  My  Hap-Hap-Happiness — Vocal  Duet, 

Tom  and  Jerry 
Swanee  River  Trail — Vocal  Duet, 

Tom  and  Jerry 

A  Lane  in  Spain — Novelty  Singing  Quartet, 
The  Harmonizers 
I'm  Gonna  Meet  My  Sweetie  Now — Novelty 

Singing  Quartet   The  Harmonizers 

Fifty  Million  Frenchmen  Can't  Be  Wrong — 

Vocal   Dolly  Kay 

I   Haven't  Told  Her— She  Hasn't  Told  Me 
(But  We  Know  It  Just  the  Same) — Vocal, 

Dolly  Kay 

The   Mississippi   Flood   Song    (On   the  Old 

Mississippi  Shore) — Vocal   Mack  Allen 

Long  Ago — Vocal   Mack  Allen 

INSTRUMENTAL 
Farewell  Blues — Mouth  Harp  Solo, 

Gus  Mulcay 
The  St.  Louis  Blues — Mouth  Harp  Solo. 

Gus  Mulcay 
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Domino  Records 


3950 

3957 
3955 

3949 

3954 
3953 

3952 
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3956 
3958 
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3962 

3959 

3960 

3961 

3964 

0183 
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DANCE  RECORDS 
Me  and  My  Shadow — Fox-trot, 

Ambassador  Dance  Orch. 

Sweet  Marie — Fox-trot   Hollywood  Dance  Orch. 

Forgive   Me — Fox-trot   Imperial  Dance  Orch. 

All  I  Want  Is  You — Fox-trot. Imperial  Dance  Orch. 

Just  the  Same — Fox-trot  Hollywood  Dance  Orch. 

I  Always  Knew  I'd  Find  You — Fox-trot, 

Fred  Rich's  Dance  Orch. 
At  Sundown  (When  Love  Is  Calling  Me  Home) 

— Fox-trot   Continental  Dance  Orch. 

The  Doll  Dance — Fox-trot. ..  .Imperial  Dance  Orch. 
Lazy  Weather — Fox-trot..  .Sam  Lanin's  Dance  Orch. 

Slow   River — Fox-trot   Missouri  Jazz  Band 

Just  Like  a  Butterfly — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
In  a  Shady  Nook  by  a  Babbling  Brook — Fox- 
trot  Hollywood  Dance  Orch. 

Hallelujah!  (From  "Hit  the  Deck") — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Shanghai  Refugee — Fox-trot  ...Missouri  Jazz  Band 
One  o'Clock  Baby — Fox-trot, 

Fred  Rich's  Dance  Orch. 
Get  Away,  Old  Man,  Get  Away — Fox-trot. 

Missouri  Jazz  Band 
The  Memphis  Blues — Fox-trot.  .  .The  Six  Hottentots 
St.  Louis  Blues — Fox-trot, 

Joe  Candullo  and  His  Orch. 
I  Love  No  One  But  You — Waltz, 

Hollywood  Dance  Orch. 
Far  Away  Bells — Fox-trot. ..  .Imperial  Dance  Orch. 

VOCAL  RECORDS 
The   Whisper   Song  —  Male   Duet,   with  Piano 

Accomp  The  Radio  Imps 

Oh,  What  a  Pal  Was  Whoozis— Male  Duet,  with 

Piano  Accomp  The  Radio  Imps 

Side  by  Side — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
Where   the   Wild,   Wild   Flowers   Grow — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

The  Mississippi  Flood — Tenor  Solo,  with  Nov- 
elty Accomp  Vernon  Dalhart 

The  Wreck  of  the  No.  Nine — Tenor  Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

Russian  Lullaby — Tenor  Solo,  with  Orch.  Ac- 
comp Charles  Harrison 

The  Little  Red  House  on  the  Hill— Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

Red  Lips,  Kiss  My  Blues  Away — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

I've   Got   Something  in   My  Eye- — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

When  the  Roses  Bloom  Again — Tenor  Solo,  with 

Novelty  Accomp  Ernest  Stoneman 

Hand    Me    Down    My    Walking    Cane — Tenor 

Solo,  with  Novelty  Accomp  Ernest  Stoneman 

STANDARD  RECORD 
Waves  of  the  Danube — Waltz, 

Adrian  Schubert's  Concert  Orch. 
L'Estudiantina — Waltz. 

Adrian  Schubert's  Concert  Orch. 
HAWAIIAN  RECORD 
Aloha  Oe — Hawaiian  Quintet. .  .South  Sea  Islanders 
One-Two-Three-Four — Hawaiian  Quintet, 

  South  Sea  Islanders 

Regal  Records 
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DANCE  RECORDS 
One  o'Clock  Baby — Fox-trot. 

Fred  Rich's  Dance  Orch. 
In  a  Shady  Nook  by  a  Babbling  Brook — Fox- 
trot  Imperial  Dance  Orch. 

Just  Like  a  Butterfly — Fox-trot. 

Sam  Lanin's  Dance  Orch. 
Get  Away,  Old  Man,  Get  Away — Fox-trot, 

Missouri  Tazz  Band 
The  Memphis  Blues — Fox-trot.  .The  Six  Hottentots 
St.  Louis  Blues — Fox-trot, 

Joe  Candullo  and  His  Orch. 

Forgive  Me — Fox-trot   Hollywood  Dance  Orch. 

The  Doll  Dance — Fox-trot. . Hollywood  Dance  Orch. 
At  Sundown  (When  Love  Is  Calling  Me  Home) 

— Fox  trot  Continental  Dance  Orch. 

All  I  Want  Is  You — Fox  trot, 

Hollywood  Dance  Orch. 

Just  the  Same — Fox  trot  Imperial  Dance  Orch. 

Sweet  Marie — Fox-trot   Imperial  Dance  Orch. 

Hallelujah!   (From  "Hit  the  Deck") — Fox-trot, 

Sam  Lanin's  Dance  Orch. 
Shanghai  Refugee — Foxtrot .  Hollywood  Dance  Orch. 
Lazy    Weather — Fox-trot. .  Sam  Lanin's  Dance  Orch. 

Slow    River — Fox-trot  Missouri  Jazz  Band 

I  Love  No  One  But  You — Waltz, 

Imperial  Dance  Orch. 
Far  Aw.iv  Bells — Fox  trot ..  Hollywood  Dance  Orch. 
Me  and  My  Shadow — Fox  trot. 

Ambassador  Dance  Orch. 
I   Always  Knew  I'd  Find  You-    Fox  trot. 

Fred  Rich's  Dance  Orch. 
STANDARD  RECORD 
Waves  of  the  Danube  Walt?. 

Adrian  Schubert's  Concert  Orch. 


L'Estudiantina — Waltz, 

Adrian  Schubert's  Concert  Orch. 
VOCAL  RECORDS 
8319  Red  Lips,  Kiss  My  Blues  Away — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

Oh,  What  a  Pal  Was  Whoozis— Male  Duet,  with 

Piano   Accomp  The  Radio  Imps 

Russian  Lullaby — -Tenor   Solo,  with  Orch.  Ac- 
comp Charles  Harrison 

That  Little  Red  House  on  the  Hill — Tenor  Solo, 

with  Orch.  Accomp  Charles  Harrison 

Side  by  Side — Tenor  Solo,  with  Orch.  Accomp., 

Irving  Kaufman 
Where  the  Wild,  Wild  Flowers  Grow — Tenor 

Solo,  with  Orch.  Accomp  Irving  Kaufman 

The  Mississippi  Flood — Tenor  Solo,  with  Nov- 
elty Acomp  Vernon  Dalhart 

The  Wreck  of  the  No.  Nine — Tenor  Solo,  with 

Novelty  Accomp  Vernon  Dalhart 

The    Whisper  Song — Male    Duet,    with  Piano 

Accomp  The  Radio  Imps 

I've  Got   Something  in  My  Eye — Male  Duet, 

with  Piano  Accomp  The  Radio  Imps 

Hand  Me  Down  My  Walking  Cane — Tenor  Solo, 

with  Novelty  Accomp  Ernest  Stoneman 

When  the  Roses  Bloom  Again — Tenor  Solo,  with 

Novelty  Accomp  Ernest  Stoneman 

HAWAIIAN  RECORD 
Aloha  Oe — Hawaiian  Quintet. .  ..South  Sea  Islanders 
One-Two-Three-Four — Hawaiian  Quintet, 

South  Sea  Islanders 


8320 


8321 


8322 


8323 


8324 


8325 


H.  S.  Hinze,  of  Ernest  In- 
gold,  Talks  on  Credits 

Secretary-Treasurer  of  Atwater  Kent  Jobber 
States  That  Credit  Department  Can  Be  Made 
the  Most  Beneficial  or  Harmful 


San  Francisco,  Cal.,  June  6. — At  the  twenty- 
fifth  annual  convention  of  the  Electrical  Credit 
Association  of  the  Pacific  Coast,  held  at  Del 
Monte,  Cal.,  on  May  29  and  30,  H.  S.  Hinze, 
secretary-treasurer  of  Ernest  Ingold,  Inc.,  of 
this  city,  made  an  unusually  fine  address  on 
the  subject  of  "Radio  Credit  Experience." 

Among  the  points  covered  by  Mr.  Hinze  was 
the  very  rapid  development  of  the  radio  busi- 
ness from  its  inception,  resulting  in  a  credit 
experience  for  the  industry  gained  in  four 
years  which,  in  many  other  industries,  had  taken 
a  great  many  times  as  long.  In  other  words, 
credit  experience  was  gained  quickly.  The  ex- 
tension of  radio  credits  was  complicated  at 
first,  and  still  is,  by  the  fact  that  the  character 
of  the  best  ultimate  sales  outlets  for  radio  is 
yet  to  be  determined,  sales  being  handled  at 
the  present  time  satisfactorily  through  a  widely 
varied  type  of  retail  outlets. 

Mr.  Hinze  stated  that  he  "considered  the 
credit  department  as  nothing  other  than  a 
service  department,  and  a  very  important 
service  department  to  the  retailer  at  that. 
Credits  should  be  opened  on  a  basis  of  mutual 
understanding  and  trust."  He  himself  cited 
instances  of  exceptionally  liberal  extension  of 
credit — in  fact,  more  than  was  warranted,  on 
which  he  had  asked  for  and  received  prompt 
settlement  at  all  times.  No  department  of  a 
business,  in  Mr.  Hinze's  estimation,  can  do 
more  for  a  dealer  than  the  credit  department, 
and,  at  the  same  time,  no  department  can  work 
greater  hardship  or  hamper  sales  more  for  the 
retailer  than  the  credit  department. 

Mr.  Hinze  has  had  unusual  business  and 
credit  experience  and  his  observations  were 
very  timely  and  well  put. 


Acme  Elec.  &  Mfg.  Go. 

Adds  12,000  Feet  to  Space 

Tremendous  Increase  in  the  Sales  of  Its  Prod- 
ucts Made  Larger  Space  Necessary  to  Meet 
the  Demand 


Cleveland,  O.,  June  10. — The  Acme  Electric  & 
Mfg.  Co.,  which  has  been  engaged  in  the  mak- 
ing of  radio  products  since  the  inception  of 
radio  broadcasting,  recently  added  12,000  square 
feet  of  floor  space  to  its  already  large  plant. 

This  move  was  made  necessary  by  the  tre- 
mendous increase  in  sales.  The  latest  machines 
and  equipment  have  been  installed  to  expedite 
the  production  of  the  new  models,  which  will 
shortly  be  placed  on  the  market. 


Ted  Lewis  and  His  Band,  exclusive  Columbia 
artists,  recently  played  at  Landay  Hall,  N.  Y.  C. 
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Utah  Columbia  Jobber  Fea- 
tures "Two  Black  Grows" 


Columbia  Stores  Co.  Finds  Record  by  Moran 
and  Mack  in  Popular  Favor — Uses  Clever 
Illustrated  Letter  to  Interest  Dealers 


Salt  Lake  City,  Utah,  June  7. — The  Columbia 
Stores  Co.,  local  Columbia  distributor,  reports 
that  the  recent  recording  by  the  "Two  Black 
Crows,"  Moran  and  Mack,  is  proving  one  of 


Ihe  f -mniest  (Record. 
>bq  Ever  Heard 
Super  Spcc//!L 

ColumB/A  R£CO/?£>- 


Illustration  on  Clever  Letter 

the  best  sellers  of  the  year.  D.  H.  Delzell, 
head,  of  the  company,  is  making  a  drive  on  the 
record.  He  told  dealers  of  the  record's  pos- 
sibilities in  a  multigraphed  letter,  illustrating  as 
shown  herewith. 


A.  Atwater  Kent  Aids  the 
Program  to  Honor  Lindbergh 

The  public-spiritedness,  of  A.  Atwater  Kent, 
president  of  the  Atwater  Kent  Mfg.  Co.,  Phila- 
delphia, Pa.,  was  again  demonstrated  on  the 
occasion  of  the  national  reception  to  Captain 
Charles  A.  Lindbergh.  On  the  day  of  Lind- 
bergh's arrival  in  Washington,  among  the  many 
activities  planned  for  his  welcome  celebration, 
was  a  concert  held  at  the  Washington  audi- 
torium, under  the  auspices  of  the  National  Press 
Club.  The  United  States  Marine  Band  was 
obtained  to  provide  martial  music,  and  A.  At- 
water Kent  was  invited  to  supply  one  of  his 
grand  opera  radio  singers.  He  responded  with 
one  of  the  best-known  and  best-beloved  artists 
of  the  country,  Reinald  Werrenrath.  Werren- 
rath  was  on  tour,  but  when  reached  by  long- 
distance he  glady  consented  to  cut  short  his 
trip  and  return  East.  He  sang  several  numbers 
over  a  network  of  more  than  forty  stations 
linked  up  for  the  Lindbergh  ceremonies. 


G.  E.  Mfg.  Go.  Adds 

Three  New  Tubes  to  Line 


Providence,  R.  I.,  June  9.— The  C.  E.  Mfg.  Co., 
of  this  city,  manufacturer  of  Ceco  radio  tubes, 
has  added  three  new  tubes  to  its  line,  D-l/8 
and  the  D-l,  which  are  rectifier  tubes,  and  the 
L-10,  which  corresponds  to  UX-210  and  is  a 
power  tube  for  voltages  up  to  425. 

A  new  broadside  has  been  issued  by  the  com- 
pany illustrating  these  three  new  models,  as 
well  as  other  type  tubes  in  the  Ceco  line. 


Miss  L.  M.  Guth  Active  in 
Credit  Association  Conclave 


Miss  L.  M.  Guth,  credit  manager  of  the 
Plaza  Music  Co.,  presided  twice  in  the  pro- 
gram of  the  National  Credit  Association  at 
the  annual  convention  held  in  Louisville,  Ky., 
June  6,  7,  8  and  9. 

At  the  women's  breakfast  held  on  June  7, 
and  which  was  attended  by  a  number  of  the 
men  officials,  Miss  Guth  officiated,  and  also 
she  presided  as  chairman  of  the  Ladies'  Con- 
ference, held  on  Thursday  afternoon,  June  9. 

The  activities  of  ladies  in  the  programs  of 
the  National  Credit  Association  are  a  new  de- 
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parture  and  establish  a  precedent  in  Asso- 
ciation work,  which  apparently  won  the  ap- 
proval of  those  who  attended. 


M.  I.  Spert  Joins  Staff 

of  Braiterman-Fedder  Co. 


Among  recent  visitors  to  New  York  City 
was  William  Braiterman,  of  the  Braiterman- 
Fedder  Co.,  of  Baltimore,  Md.  Mr.  Braiterman 
stopped  en  route  to  Philadelphia  in  the  interest 
of  Brafco  products.  He  announced  that  the 
Brafco  sales  staff  had  been  augmented  by  the 
addition  of  M.  I.  Spert. 


N.  Garfinkel  on  Trade  Trips 

N.  Garfinkel,  head  of  the  Mutual  Phono  Parts 
Mfg.  Co.,  New  York  City,  has  made  several 
extended  trips  out  of  town  in  the  interest  of 
Mutual  tone  arms  and  sound  boxes  during  the 
past  month.  He  reports  much  interest  in  the 
new  models  of  the  Mutual  line,  which  interest 
was  backed  up  by  substantial  orders.  The  new 
No.  7  reproducer  is  reported  to  be  going  par- 
ticularly strong. 


A  license  has  been  granted  by  the  Radio  Corp. 
of  America  and  associated  companies  to  the 
Freed-Eisemann  Radio  Corp.,  covering  the  use 
of  basic  patents  owned  and  controlled  by  R  C  A 
in  the  manufacture  of  the  Freed-Eisemann  prod- 
ucts, it  was  announced  recently. 


George  W.  Beadle  Killed 

George  W.  Beadle,  formerly  a  well-known  re- 
cording engineer,  having  been  connected  with 
the  old  Columbia  Graphophone  Co.,  the  Emer- 
son Phonograph  Co.  and  Criterion  Records,  Inc., 
was  killed  recently  when  the  automobile  he  was 
driving  got  out  of  control  and  was  smashed  on 
Riverside  Drive,  New  York. 
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Black  Label — Seventy-five  Cents 

The  improved  Gennett  Sales  Plan  eliminates  all  possibility 
of  dead  stock.    New  quotations  guarantee  larger  profits* 
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Fifty  years  ago  Thomas 
A.  Edison  invented  the 
phonograph — creating  a 
tremendous  furore. 

This,  the  Golden  Jubilee 
Year,  also  promises  to  be 
of  great  significance. 

Keep  your  eye  on  Edison ! 

THOMAS  A.  EDISON.  INC.. 
ORANGE.  N.  J. 
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CANADA 

St.  John:  W.  H.  Thome  &  Co.,  Ltd. 

St.  Thomas:   Edison  Phonograph  Distributing  Co. 

Vancouver:  Kent  Piano  Co.,  Ltd. 
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Sun  Francisco:  Edlaon  Phonograph  Distributing  Co. 

COLORADO 

Denver:  Edison  Phonograph  Distributing  Co. 
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Atlanta :  Edison  Phonograph  Distributing  Co. 


ILLINOIS 

Chicago:  Edison  Phonograph  Distributing  Co. 
I  <  >  i  ISIANA 

New  Orleans:  Edison  Phonograph  Distributing  Co. 
MASSACHUSETTS 
•Boston:  Edison  Phonograph  Distributing  Co. 

1  MINNESOTA 
Minneapolis:  Edison  Phonograph  Distributing  Co. 
MISSOURI 

Kansas  City:  Edison  Phonograph  Distributing  Co. 

St.  Louis:  Silverstone  Music  Co.-  - 

NEW  JERSEY 
Orange:  Edison  Phonograph  Distributing  Co. 


I 


I 


I 


%/3!i0  x^ 


|P1 


- 


•  *  7  °  N  °       *  \V         V  *  «       ^      *'»  1  ■»  A 


,0J 


^"  V^^.oO  V^^y 


o5       *;  a 


-1  ^5- 
0°\ 


*-^x/.^o,v*-->°\1vf;\; 


V         „  1 

,0  o.      °  ffe 


'O0 


0' 


,JSe.  t* 


1+ 


w*f  

1    ~  ,<,!■"  ^- 





^  V       -  ^^^X  z  f 

$    ,  0*  C 


~  .  '  .  V      «>     5,  % 


0° 


'  A  * 

A  *  6  »  x  *  .xO 


\l  z 


c0> 


*  0 


\  O,     '  0  *  v  *      ,G  , 


0-5  v^ 


v  * 


A 


V 


v0J 


C*^^*>*  "C^^^V^  \^^?v°L 


'bo'1      0  a 


*  .0   K  0  '  y  „„       ^     ♦  , 

V  *■ 


W  *J3L 


hi  %4 


A 


•t  o 


"bo 


A  %  *'  0 *  .G^  <  '-^o^  A 


»  wo 


-A  V 


o 


,0V 


